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SAMPLE BUSINESS PLAN

Healthy Packaged Snacks Manufacturing & Distribution
Venture

NutriBite Foods Private Limited

[lustrative business used only for demonstrating report structure and presentation

%3.50 Cr Manufacturing + 5 Years
Illustrative Project Cost Distribution Projection Period
Startup + working capital Mlustrative financial model

Business Model

Multi-channel FMCG model

IMPORTANT - INDICATIVE SAMPLE ONLY

This PDF contains selected illustrative pages to demonstrate the presentation, structure and analytical
approach of a professional Business Plan. It is not a complete Business Plan, investment recommendation,
bankable DPR or fundraising document. All names, figures, assumptions and business information in this
sample are hypothetical.
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INDICATIVE SAMPLE - SELECTED PAGES
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SAMPLE SCOPE & DOCUMENT GUIDE

How to Read This Indicative Sample

SELECTED PAGES ONLY - NOT A COMPLETE BUSINESS PLAN

This document demonstrates how a professional Business Plan may integrate business strategy, market

analysis, operations, financial projections and funding requirements. The actual scope is customised for each

client based on the industry, business model, intended purpose, available information and complexity of the

assignment.
Included in This Sample Not Represented as a Full Engagement
 Executive summary and business concept * Primary market survey or customer interviews
* Product portfolio and revenue model * Legal, tax or regulatory opinion
o Indicative market and competition framework  Technical engineering design
» Go-to-market and operating approach * Bank appraisal or loan sanction assurance
o [llustrative investment and funding structure o Investor due diligence or investment advice
* 5-year financial projections and break-even  Independent verification of hypothetical data
* Sensitivity, growth roadmap and key risks » Complete annexures, schedules and assumptions
workbook
Illustrative Contents
Section Selected Sample Page Purpose
01 Executive Summary Business concept, opportunity, project cost,
funding and headline economics
02 Business Model & Product Portfolio Target customers, product mix, revenue
streams and positioning
03 Market & Competitive Analysis Demand drivers, channels, customer
segments and competition
04 Marketing & Sales Strategy Go-to-market, channel strategy and
customer acquisition
05 Operations & Organisation Production, sourcing, quality, manpower
and execution
06 Investment & Funding Plan Use of funds, capital structure and working
capital
07 Financial Projections 5-year revenue, EBITDA, PAT, cash flow

and key ratios
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1. EXECUTIVE SUMMARY

Executive Summary

ILLUSTRATIVE HEALTHY SNACKS BUSINESS

NutriBite Foods Private Limited is an illustrative packaged-food venture proposed to manufacture and
distribute baked millet snacks, roasted protein mixes and portion-controlled snack packs. The model targets
urban consumers seeking convenient alternatives to conventional fried snacks, using a multi-channel sales
strategy across modern retail, general trade, e-commerce and institutional accounts.

%3.50 Cr 39.40 Cr 1.79 Cr ~35.2 Cr Sales

Project Cost Year 3 Revenue Year 3 EBITDA Break-Even

Iustrative Base case 19.0% margin HNlustrative

Investment Rationale

¢ Growing preference for convenient, portion-controlled and better-for-you snack formats.

Product portfolio designed around repeat consumption and multiple price points.

Asset-light distribution supported by outsourced logistics and a focused in-house manufacturing line.
Multi-channel revenue model reduces dependence on any single sales channel.

Scope to expand through new flavours, contract manufacturing, institutional packs and adjacent healthy-food
categories.

Business Snapshot

Parameter Ilustrative Position

Proposed location Central India - industrial area with access to key distribution
corridors
Primary products Baked millet snacks, roasted mixes, seed/nut blends, portion
packs
Target customers Urban retail consumers, offices, gyms, schools/colleges,
institutional buyers
Route to market Distributors, modern retail, e-commerce marketplaces, D2C

and B2B contracts

Illustrative capacity 1,000 tonnes per annum at stabilised operating configuration
Promoter contribution %2.00 crore
Indicative debt / external funding 31.50 crore
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2. BUSINESS MODEL & PRODUCT PORTFOLIO

Business Model & Revenue Architecture

WHO PAYS, WHAT THEY BUY AND HOW REVENUE IS GENERATED

The proposed model combines in-house manufacturing with distributor-led retail reach and direct digital
sales. Revenue is expected to arise from multiple product categories with different margins, pack sizes and
channel economics.

Illustrative Product Portfolio

Product Line Indicative Price Points Target Segment Commercial Role
Baked Millet Crisps %20/%50/%99 Mass-premium retail High repeat, moderate
margin

Roasted Protein Mix 349 /399 /%199 Health-conscious consumers Higher margin
Seed & Nut Snack Packs 379 /%149 Premium / e-commerce Premium margin
Institutional Portion Packs Custom Offices / schools / airlines Volume-led B2B

Revenue Drivers Cost & Margin Drivers

* Active outlets / digital customers * Raw material prices

» Average monthly sales per outlet * Packaging cost

* Product mix and selling price * Production yield and wastage

* Repeat purchase frequency * Freight and distribution

* Distributor and retailer margins » Trade schemes / commissions

* Promotional discounting and returns » Marketing and customer acquisition cost

IHlustrative Channel Economics

Channel Year 3 Mix Margin Profile Key Consideration
General trade 31% Moderate Distributor + retailer margins;
higher reach
Modern retail 34% Moderate Listing fees / promotions;
strong visibility
E-commerce / D2C 22% Higher gross margin Marketplace fees and digital
CAC
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3. MARKET & COMPETITIVE ANALYSIS

Market Opportunity & Competitive
Positioning

ILLUSTRATIVE SECONDARY-RESEARCH FRAMEWORK

The market assessment for a professional Business Plan should connect broad industry opportunity with the
specific customer segment, product proposition, price point, sales channel and geographic reach of the
proposed business.

Illustrative Demand Drivers ThrgehiHnnsl iyar 3
Institutional / B2B | e 13%
e Urban convenience consumption '*j

ll) _'I) 1‘0 15 20 25 Bb 3‘5

E-commerce

* Rising interest in millet / protein positioning

General trade

* Growth of organised retail and quick commerce

Modern retail

* Smaller packs enabling trial and impulse purchase

e g
* Corporate / institutional wellness programmes llustrative revenue mix (%)

* Consumer preference for transparent ingredient claims

Competitive Positioning Framework

Competitor Set Typical Strength Commercial Challenge
Low-cost mass snacks Price / availability Health perception, limited differentiation
Premium healthy snack brands Brand / ingredients Higher price, customer acquisition cost
Local / regional snacks Taste /local reach Consistency, packaging, scalability
NutriBite illustrative position Accessible premium + better-for-you Must prove taste, value and repeat
purchase

Research Limitation

This sample does not present verified market-size statistics. In a real assignment, available government,
industry, company and credible secondary-source information would be cited as appropriate. Primary surveys
or paid databases may require a separate scope.
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4. MARKETING & SALES STRATEGY

Go-to-Market & Customer Acquisition

TURNING MARKET OPPORTUNITY INTO SALES

The commercial plan focuses on building distribution progressively while controlling discounts, listing costs
and customer-acquisition expenditure. The objective is to achieve sufficient outlet productivity and repeat
demand before aggressive geographic expansion.

Illustrative Go-to-Market Phases

Phase Period Market Focus Primary Objective
Phase 1 - Launch 0-6 months Home state + selected metro e- Product-market fit, 150-250
commerce outlets, digital reviews
Phase 2 - Build 6-18 months 2-3 regional markets Distributor expansion, repeat

rate, modern retail pilots

Phase 3 - Scale 18-36 months Multi-state Channel depth, key accounts,
institutional sales

Phase 4 - Extend 36+ months National / adjacent categories New SKUs, contract
manufacturing, exports where
viable
Customer Acquisition Levers Metrics to Monitor
* Distributor appointments in defined territories * Sales per active outlet
¢ In-store sampling and introductory promotions * Repeat purchase rate
» Marketplace listings and performance marketing » Trade scheme cost as % of sales
» Micro-influencer / nutrition-led content * Digital customer acquisition cost
* Institutional sampling with offices / gyms » Average order value
* CRM and repeat-purchase offers for D2C customers * Return / expiry / damage percentage

Sales Modelling Principle

The financial model should connect active outlets / customers, average sales per customer and realised selling
price with channel costs and expected ramp-up.
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5. OPERATIONS & ORGANISATION

Operating Model & Execution Requirements

FROM SOURCING TO CUSTOMER DELIVERY

The operating plan should demonstrate that the proposed business can physically deliver the volumes
assumed in the financial model. For this illustrative venture, production, quality control, packaging,
inventory and distribution are the core operating functions.

Illustrative Process Flow

01 02 03 04 05 06 07
Raw Material Cleaning / Prep Roasting / Baking Seasoning Packing QC/ Storage Dispatch
Key Operating Requirements Illustrative Organisation
* Food-grade production and packing area * Founder / CEO - strategy and key accounts
* Roaster / baker, mixer, weighing and packing line * Operations manager - production and procurement
e Quality-control procedures and batch traceability * Quality / food safety executive

» Approved vendor base for grains, spices and packaging * Sales manager + regional executives
¢ Inventory controls for shelf-life management * Finance / administration

» Third-party logistics for regional distribution » Warehouse and production manpower

Operating Assumptions Used in Financial Model

Parameter Base Assumption Comment
Installed capacity 1,000 tonnes per annum Mlustrative stabilised configuration
Capacity utilisation 35% Y1 — 82% Y5 Gradual ramp-up
Production days 300 days Allowance for maintenance / holidays
Inventory holding 35-45 days Raw material + finished goods
Receivable period 25-40 days Varies by channel
Quality / wastage 3.0% of material throughput Mlustrative allowance
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6. INVESTMENT & FUNDING PLAN

Illustrative Project Cost & Funding Structure

CAPITAL REQUIRED TO LAUNCH AND SUPPORT INITIAL OPERATIONS

The funding plan should cover not only plant and setup expenditure but also the liquidity required to
purchase inventory, extend customer credit and absorb initial operating losses or slower-than-planned ramp-

up.

lllustrative Use of Funds - ¥3.50 Crore Illustrative Sources of Funds
Promoter equity: ¥2.00 Cr (57%)

Term / structured debt: ¥1.50 Cr (43%)
Total: ¥3.50 Cr (100%)

Plant & equipment
Leasehold / interiors

Pre-operative X
| Initial working capital Promoter resources, lender appetite, collateral, cash-flow

Mlustrative funding only - actual debt/equity mix depends on

Contingency capacity and investor strategy.
Use of Funds

Use Amount Share
Plant & equipment 31.55Cr 44%
Leasehold improvements / interiors %0.60 Cr 17%
Pre-operative & launch expenditure %0.25 Cr 7%
Initial working capital %0.85 Cr 24%
Contingency / buffer %0.25 Cr 7%
Total %3.50 Cr 100%

Funding Discipline

The Business Plan should clearly distinguish between project setup cost and ongoing working-capital needs.
Underestimating receivables, inventory or launch-stage marketing expenditure can create liquidity stress even
when the projected P&L appears profitable.
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7. FINANCIAL PROJECTIONS

Illustrative 5-Year Financial Projections

BASE-CASE ASSUMPTIONS - ¥ CRORE

The following figures are entirely illustrative and are included only to demonstrate how commercial
assumptions may be translated into a structured financial view. They are not forecasts for any real business.

Illustrative Revenue & EBITDA Growth

El Revenue (Cr) IEm EBITDA (Cr)

14 A

X Crore

Particulars

Revenue 4.80 7.00 9.40 12.00 14.80
Gross Profit 1.92 2.94 4.14 SE52) 6.96
EBITDA 0.72 1.19 1.79 2.52 3.26
EBITDA Margin 15.0% 17.0% 19.0% 21.0% 22.0%
PAT 0.28 0.55 0.93 1.39 1.86
PAT Margin 5.8% 7.9% 9.9% 11.6% 12.6%

32.5% 22.0% <1.86 Cr 5.01 Cr

Revenue CAGR Y5 EBITDA Margin Y5 PAT Cumulative PAT

Y1-Y5 illustrative Scale + mix effect Mlustrative Five-year total
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8. WORKING CAPITAL, BREAK-EVEN & SENSITIVITY

Liquidity, Break-Even & Downside
Considerations

PROFITABILITY MUST BE VIEWED TOGETHER WITH CASH REQUIREMENTS

FMCG businesses can require substantial working capital as inventory and receivables grow with sales. The
plan therefore considers liquidity needs in addition to accounting profit.

Illustrative Working Capital Cycle

Component Assumption Comment
Raw material / packaging inventory 25 days Required for production continuity
Finished goods inventory 15 days Supports distributor / retail
replenishment
Trade receivables 32 days Blended across channels
Supplier credit 20 days Reduces net working-capital
requirement
Net operating cycle ~52 days HNlustrative blended cycle
Break-Even Illustration Sensitivity Illustration
* Estimated annual fixed operating cost: ~¥1.25 Cr * 10% lower revenue delays margin expansion
* Blended contribution margin: ~24% * 5% raw-material inflation compresses EBITDA unless
s Indicative break-even sales: ~¥5.2 Cr pricing is adjusted
« Base case expected to cross operating break-even * Higher trade discounts reduce realised selling price
during Year 2 * Longer receivable cycle increases external working-

capital need

Illustrative Sensitivity - Year 3

Scenario Revenue EBITDA Margin EBITDA Ilustrative Driver
Base Case %9.40 Cr 19.0% %1.79 Cr Planned assumptions
Revenue -10% 38.46 Cr 16.5% 3140 Cr Slower channel ramp-up
Gross margin -3 pts %9.40 Cr 16.0% %1.50 Cr Input cost / discount
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Growth Roadmap, Milestones & Key Risks

WHAT NEEDS TO HAPPEN FOR THE BUSINESS TO SCALE

Illustrative Growth Roadmap

Period

Year 1

Year 2

Year 3

Year 4

Year 5

Strategic Theme

Launch & validate

Build repeatability

Scale channels

Expand portfolio

Strategic scale

Key Risks & Mitigation Considerations

Risk

Weak repeat purchase

Raw-material inflation

Channel concentration

Slow outlet productivity

Quality / shelf-life issue

Funding gap

Potential Impact

High customer acquisition with low
retention

Margin pressure
Dependence on few distributors /
platforms
Inventory / working-capital stress

Returns and brand damage

Delayed expansion or operational stress

Ilustrative Milestones

Product acceptance, 250 active outlets,
digital launch, QC systems

Regional distribution, modern retail pilots,
institutional accounts

Multi-state reach, 1,000+ active outlets,
stronger product mix

Adjacent categories, higher automation,
deeper key accounts

National partnerships, export / contract
manufacturing evaluation

Mitigation Approach

Taste validation, smaller launch batches,
repeat-rate tracking

Supplier diversification, product repricing,
pack-size management

Multi-channel mix and territory
diversification

Phased rollout, sales-per-outlet thresholds

QA controls, traceability, conservative
inventory age

Liquidity buffer, staged capex, working-
capital monitoring
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END OF INDICATIVE SAMPLE

This Is a Selected-Page Sample - Not a
Complete Business Plan

ACTUAL REPORTS ARE CUSTOMISED TO THE CLIENT, INDUSTRY AND PURPOSE

A complete engagement may contain additional market analysis, assumptions, detailed financial schedules,
month-wise or year-wise projections, product economics, management discussion, implementation plan,

regulatory considerations, appendices and supporting schedules depending on the agreed scope.

What a Full Engagement May Add Related Professional Services

* More detailed industry and market research * Bank Finance DPR & Loan Proposal Assistance
* Source references and supporting data e Investor-Ready DPR & Fundraising Assistance
* Detailed assumptions schedule * Financial Projections & Financial Modelling

* 5-year or longer integrated financial model * Project Feasibility Study & Viability Analysis

* Cash-flow and working-capital schedules * Business Valuation Services

* Scenario / sensitivity analysis * Investor Pitch Deck Services

* Implementation milestones and responsibility matrix * Project Finance Advisory & Loan Structuring

 Custom annexures and supporting schedules

Professional Disclaimer

This indicative sample is for presentation and educational demonstration only. No part of it constitutes a
recommendation to invest, lend, borrow or proceed with any business. Actual Business Plans are based on
client information, available market evidence and agreed assumptions, and future results may differ
materially from projections.

Need a Professional Business Plan?

CA Manish Gugliya | ProjectReportBank.com

Business Planning ¢ Financial Modelling ¢ Project Finance ¢ Valuation * Investor Documentation

www.projectreportbank.com
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