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• PhD Chem Eng
• Researcher – Consultant – Entrepreneur
• 22 M€ funding for public and private 

organisations
• National Contact Point H2020
• Enterprise Europe Network Senior 

Consultant



Defining the Business plan

A business plan is a formal 
statement of business goals, 
reasons they are attainable, and 
plans for reaching them. It may 
also contain background 
information about the 
organization or team attempting 
to reach those goals.



Purpose

Planning
Framework

Articulates vision 
and mission

Sets goals and 
objectives

Defines 
strategies and 

specific actions to    
achieve objectives

Measures results
Communicates

ideas, plans & 
social value

Projects necessary 
resources, 

expenses, & 
revenues

Provides a basis for SOUND decision-
making



A map



Soci
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Why a Business Plan?

• For the E.C.
• Evidence of the CoEs ability 

to conceive and execute 
scale

• Articulates financial needs 
and uses of funds 

• Use > evaluation 
document

• Communications tool

• For the CoE:
• A planning framework
• A management tool for 

resource allocation and 
decision-making

• Use > Management 
and implementation 
plan



Business Plans vs. Proposals 

• Business plans are:
– Flexible documents that 

change in accordance to 
market forces

– Results-oriented 

– Market-driven

– Project blueprint 

– Open - treats project as 
going concern

• Proposals are: 
– Fixed for the life of the 

project or funding 
period

– Process-oriented
– EC-driven
– Not usually used as 

management plan for 
project

– Closed – treat projects 
as time-limited

Soc
 





…on a proposal template

1.2 Relation to the Work Programme

1.1 Objectives

2.2 Measures 
to maximise 
impact

2.1 Expected impact

3.1 Work plan



Anatomy of a Business Plan

Vision

Mission

Marketing 
Plan

Operations 
Plan

Human 
Resource 

Plan

Financial
Plan

Concept & ObjectivesMarket 
Research

Soci
 



Objectives

Management structure

Market Research:
Target Market (users/customers)
Competitors/external factors

Value chain

Communication 
plan

Operations
Plan

Financial
Plan

Human 
Resources 

& Infra

Vision & Mission

Financial 
plan

Financial
Plan

Sustainability –
Contigency plan



Strategic Goals

Objectives Objectives Objectives

vision

tactics tactics tactics tactics tactics tactics

tacticstactics

Visualize the vision



Vision

Excellence

Innovation

Growth

Long-term



Main goals

CoE

Education

Capacity 
building

Research
•Basic
• Industrial

Network
•Researchers
• Infrastructure

Users

Community 
outreach

Business 
link

Public 
Policy



Visualize the vision

*Early Childhood Centre of Excellence Business Plan, 2014



Research objectives

Missing: RIS3 context



Research objectives



But the vision should be 
backed-up by a concrete 

partnership…







…and an independent
governance scheme



Governance





Market for a CoE

?



Market

Need

User

Value 
proposition

Sustainability

Growth



CoE Market
• Market = value chain
• Users & Customers = 

“Beneficiaries” of CoE
– Researchers 
– Academics
– Users
– Community
– Business
– Public
– Government

• Competitors
– Other Research Centres
– Grants

• Collaborators
– Strategic alliances and partners
– Funding partners

“Business” Market

 Users

 Customers

 Demand

 Competitors

 Market Dynamics

 Trends

 Barriers
 Opportunities
 Market Segments & Size

Market



Show the opportunity!

*But don’t forget to link it to impact and RIS3!



*InnoRenew CoE Deliverable 2.2:
Value chain management
and marketing analysis





The Five Plans for All B-Plans

• Marketing 
– Getting products and services to your target market 

• Operations
– Day-to-day functions of running your organization

• Human Resources
– The people you need to execute your scaling plan

• Finance 
– Capital required to finance scaling activities 

• Contingency Plans
– What could go wrong and what will you do about it if it does? 



Financial Plan 

– Business model

– Financial objectives

– Budget

– Resource Acquisition Plan

– Cash flow 

– Income Statement 

– Balance sheet 



Role of Grant

Revenue Expense Business expenses Business revenue

$$$

Years

Private Business 
Breakeven Point

Breakeven Point

Grant

Investment



Income

• Teaming grant

• Public funding – structural & matching funds

• Governmental funding

• Industry

• Services



How about a 

long term 

growth strategy?



More revenue streams!

• Grants & donations

• Membership

• Research project funding (EU, ERDF, IPA) & matching funds

• PPP programs

• Providing consultancy and trainings 

• Organizing conferences and events 

• Research studies and publications 

• Equipment, software and know-how to companies

• Patents and royalties

• Potential shares in Cluster-affiliated and Technology Park projects

• Potential shares in spin-offs

• Follow-up investment

Important: in the first three years the priority focus of the initiatives should be on building 
capabilities and developing the market rather than maximizing short term cash flow. 



Expenses

• Staff costs
– Management

– Administration

– Scientific

• Governance meetings

• Joint Development Activities
– Conferences

– Workshops

– Academic programs

• Promotion, marketing, outreach

• Knowledge transfer

• International co-operation

• Extended networking

• Training and education

• Access

• Buildings

• Infrastructure

• Equipment & consumables

• Overheads







Risk Analysis & Contingency Planning

• Build capacity to make accurate projections 

• Add in buffer for expenses

• Use “what if…” scenarios

• Sensitivity analysis for major decisions
– Major expense categories 

• Test business plan assumptions

• Objectivity



Objectives

Management structure

Market Research:
Target Market (users/customers)
Competitors/external factors

Value chain

Communication 
plan

Operations
Plan

Financial
Plan

Human 
Resources 

& Infra

Vision & Mission

Financial 
plan

Financial
Plan

Sustainability –
Contigency plan



1.1 Objectives 
1.2 Relation to the work programme
1.3 Concept and approach, quality of the 
partnership agreement and of the 
coordination and support measures

Objectives

Management structure

Market Research:
Target Market (users/customers)
Competitors/external factors

Business Assessment

Communication 
plan

Operations
Plan

Financial
Plan

Human 
Resources 

& Infra

Vision & Mission

Financial 
plan

Financial
Plan

Sustainability –
Contigency plan

3.1 Work plan 
Work packages, 
deliverables and 
milestones 

3.2 Management structure 
and procedures 
3.3 Consortium as a whole 

3.4 Resources to be committed

2.2 a) Dissemination 
b) Communication activities

2.2 a) Exploitation of results 

2.1 Expected impacts 



One final question



a. Financial Plan

b. Market size

c. Return on Investment

d. Team

The most important 
thing VCs value



d. Team

= Consortium(?)





Questions?

@hercagio
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