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	Name of your team
	(Write the same information as you entered in MIRAI’s web application form)

	Business Plan Name
	(Write the same information as you entered in MIRAI’s web application form)

	Outline of your business plan (You can erase the notes in the box).

	【Notes】
· Sum up the vision of your business and the attractiveness, competitiveness or value proposition in the market within one page.
· This outline might be published on MIRAI website.

































	Details of your business plan

	【Notice】
· Details of your business plan should be summed up within 5 pages. You can adjust the size of each box.
· You can attach figures/graphs/tables with another file.
· Do not change the tile of each item.
· Do not describe any confidential information, and please confirm that all information on the application form will be disclosed only to the judges and III consortium member corporations. As a matter of principle, the details of your business plan will not be disclosed to the public (“Name of your team” and “Business plan name” will be published on MIRAI website). 
· You can erase this Notice box and the notes in each box.

	Challenges/Issues and/or Market needs to be addressed

	【Notes】
· Describe specifically what challenges/issues or market demand do you address through your business and the reason why you focus on the challenges/issues.
· Describing the results of survey of the challenges/issues or market demand that you address are preferable.






	Product/Service and Target Users

	【Notes】
· Describe in detail the product/service your company will offer and how your business will contribute to solve the challenges or will meet the needs of customer.
· Identify your target customers (customer profile), and describe how you will sell and deliver your product/service and why your target customer will buy from you.






	Competitive advantages

	【Notes】
· Emphasize the competitive advantage of your product/service that ensures getting market share and profitability.






	Market Analysis (similar products/services and competitive factors in the market)

	【Notes】
· Describe and assess the leading competitors’ product/service and its market conditions.
· If there are other ways (without your product/service) to address the challenges and the market needs, describe it as much as possible.






	Business Model

	【Notes】
· Identify all business stakeholders including end users, suppliers and agents, and describe product/service flow and money flow. If you have already started deals with the stakeholders, describe the current business situation.






	Strategy and Plan for Commercialization or Scaling up

	【Notes】
· Describe a projected plan to make profit (surplus) or scale up including financial plan, human resource recruitment plan, materials and other resources procurement plan.






	Intellectual Property Right

	【Notes】
· Describe the intellectual property right holders (individual, research lab or corporations) of your product/service, if your business has.
· Describe your works to secure the intellectual property right including filing of patent applications.
· If you have collaborative projects with a corporation and/or a research institute, describe the details as much as possible.
· Do not describe any confidential information.






	Core technology【Optional】

	【Notes】
· Describe your base technology behind your product/service and its degree of maturity of the technology (i.e. testing at a lab, prototyping, or commercialization level). Simple explanation (avoid using many technical terms) to make all judges and consortium members understand easily is recommended.






	Organization and Management

	【Notes】
· Describe key members’ personnel information including degrees, skills and abilities that are fundamental of the competitive advantages of your business, and give a brief description of their responsibilities respectively.






	Business Challenges and Solution Ideas【Optional】

	【Notes】
· Describe business challenges to overcome to commercialize or scale up, necessary resources specifically (finance, equipment, human resource, partner organization).
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