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Introduction 
Writing a business plan for your new Cloud business, your parent company spinoff, your newly-merged organization or your 

new business practice can be a daunting task. We hope this business plan template will guide you through this process, and 

will help you to effectively crystalize and articulate your vision so that you can share it with others. 

 

Statement of Confidentiality & Non-Disclosure  
This document contains proprietary and confidential information. All data submitted to [INSERT RECEIVING PARTY] is 

provided in reliance upon its consent not to use or disclose any information contained herein except in the context of its 

business dealings with [YOUR COMPANY NAME]. The recipient of this document agrees to inform its present and future 

employees and partners who view or have access to the document's content of its confidential nature. 

The recipient agrees to instruct all employees that they must not disclose any information concerning this document to 

others except to the extent that such matters are generally known to, and are available for use by, the public. The recipient 

also agrees not to duplicate or distribute or permit others to duplicate or distribute any material contained herein without 

[YOUR COMPANY NAME]'s express written consent. 

[YOUR COMPANY NAME] retains all title, ownership and intellectual property rights to the material and trademarks 

contained herein, including all supporting documentation, files, marketing material, and multimedia. 

BY ACCEPTANCE OF THIS DOCUMENT, THE RECIPIENT AGREES TO BE BOUND BY THE AFOREMENTIONED STATEMENTS. 
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Directions: Executive Summary  

The executive summary section of your business plan consists of a one or two-page presentation of the key components 

of your business plan, and a brief overview of your venture. It must be concise, yet comprehensive. Like a movie trailer, it 

should be compelling and capture readersõ interest, motivating them to read the remainder of your business plan in 

detail.  

Include the following :  

The Business and Team: What business are you in? Why does your business exist? What are your values and purpose? 

Are you an existing business, a new business, a new division or practice area, or a takeover? Who is the management team 

and how are they uniquely qualified to succeed?  

Products and Services:  What specifically are you offering, and to whom? Do you offer business applications, Cloud 

infrastructure and apps, data platforms, custom development, artificial intelligence, professional services, managed 

services, or a combination of these? Choose commonly used terms to state concretely what you have or what you do that 

addresses the customer or industry problem youõve identified. 

The Market : What is the market you are competing within? How would you define whom you are going after? Provide 

brief, high-level aggregate data about your target market segment, the size of the market, and industry growth rates. 

Include any other compelling data. For example, how many companies are in your market? How many dollars are spent in 

this segment each year? What are the cumulative annual growth rates? How fast is this market growing? Quote credible 

and current sources for this data. Purchase research information if you need to. How will you make your offering available 

to this market: direct, online and/or through your own sales force, resellers or distribution channels. 

The Competitive Advantage:  Briefly outline the competitive outlook and dynamics of the market in which you compete. 

Clearly state your real, sustainable and differentiated competitive advantages in one or two sentences. For example, are 

you first to market?  Is your offering the easiest to deploy or use? Do you have unique intellectual property? Do you have 

a better product or service? Are you offering more value?  

The Risk / Opportunity:  You need to make it clear there is a compelling, unmet need in the market that you are going to 

fill  (current or emerging). You must show there is an intense problem which organizations will pay you well to resolve. 

Describe your revenue model in 1 or 2 sentences. Identify market pricing, product -related or management risks, and how 

you plan to mitigate them.  

The Financial Summary : Outline the capital requested. What financial achievements (sales and profits generated) will 

you accomplish to support the business and repay your lenders or investors? When will you be profitable? Summarize 

how much money has been invested in the business to date, and how it is being used.  

See sample copy below & delete this table when t emplate is complete . 
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Executive Summary ð Editable Example 
Polaris Technology Systems Inc. (òPolaris Techó or òthe Companyó) was founded in 2000. Polaris Tech began as a Microsoft 

value-added reseller, selling on-premise Microsoft business solutions and implementation services to various customer 

segments. The Company gained strong domain expertise and industry knowledge in the transportation industry and 

accumulated several customers in this vertical segment. Polaris Transportation Software Ltd. (òPolarisó) is a new division of 

Polaris Tech. It was established in May 2016 to position the Company to gain significant market share in the new Cloud 

business market. The purpose of forming Polaris was to package and monetize Polaris Techõs transportation industry domain 

expertise, and create several highly-customized, out-of-the-box, SaaS-based, industry-specific solutions. This business plan 

focuses on Polaris, the new Cloud-focused division, and this exciting new growth opportunity for the Company.  

Ed Hartford, a veteran Silicon Valley entrepreneur, is the CEO of Polaris, and is joined by a management team with decades of 

experience across several successful high-tech companies.  

Over the past 24 months, Polaris completed the development of its new Microsoft Cloud-based suite of Transportation 

Management Software (TMS) applications and solutions. These applications are designed for small to medium-sized trucking 

and freight brokerage companies, so that they can track and manage their business operations. The key function of these 

solutions is to help trucking companies maximize their cash flow, increase profitability, reduce costs, manage customer 

information and minimize the risk of regulatory non-compliance. Polarisõs core differentiation is its deep industry domain 

expertise, 45-day (or less) implementation promise, commitment to 100% customer satisfaction, and unique product 

functionality.  

Polaris is focused on optimiz ing its internal processes for a subscription revenue model and has invested heavily in marketing 

and streamlining sales. In addition , it has invested in new migration tools, pre-defined integrations and an accelerated 

deployment methodology. Polaris has 22 employees and is generating over $3.7 million in annual revenues.  

The Company is seeking $1,200,000 in debt financing, which will bear interest of 15% per annum and provide a bonus 

payment of 10% on payout, which is expected within three years. The funds will be used to expand and scale its sales and 

marketing efforts, as well as to develop new features and functionality in its web-based, online Transportation Management 

Software system. 

The Companyõs goal is to expand its leadership position in the mid-market, while addressing the needs of emerging players 

in the freight transportation marketplace looking for more modern and flexible business software. The global transportation 

management software market is forecasted to expand by 15.6% over the next seven years, with revenues hitting $19.03 billion 

worldwide in 2022 (Transparency Market Research, Sept. 2015). There are an estimated 1.2 million trucking companies in the 

US alone, of which 97% operate 20 or fewer trucks (Truckinginfo.net, 2018). There are also opportunities to expand globally. 

Over the past 24 months, Polaris has successfully transformed its core on-premise product  to the cloud, has shifted from an 

upfront perpetual licensing software model to a more repeatable, recurring revenue model, has an offering of monthly 

services and has migrated 20% of its customers to the new Cloud-based platform . The management team is proud to report 

that, during this critical transition period, revenues only dropped by 10% in the first year of the transition and are now 

increasing at an accelerated rate in each quarter. The Company seeks investment to fuel a new level of growth in the 

business, moving it  from $3.7 million  to over $20 million  in revenue over the next five years. This will be possible as Polaris 

delivers on the marketõs desire for newer, scalable, quick to deploy and less expensive Cloud solutions and technologies. 

Technology businesses are often subject to several unforeseen risks. These include potential product risks, market risks, 

financial risks, and team risks. In reviewing this business plan, potential investors should bear these in mind.  
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Directions: Business Description  

The business description is a brief, one-page summary of the history, the basic nature, and the purpose of your business.  

It should include the following:  

¶ History and status of your company: name, location, and legal form; how long your company has been in business; 

the size of your company in terms of employees, revenue, ownership, etc. 

¶ The products and services your company sells.  

¶ Vision and goals: a concise, content rich, exciting statement of your vision and corporate objectives in terms of 

growth, offering and time frames.  

See sample copy below & delete this table when template is complete . 

Business Description ð Editable Example 
Polaris Transportation Software Ltd. (òPolarisó) was formed in May 2016. Its parent, Polaris Technology Systems Inc. (òPolaris 

Techó or òthe Companyó), was incorporated under the laws of the State of California in September 2000, and operates out of 

its headquarters in Palo Alto. With a staff of 22 and annual revenues of $3.7 million, Polaris was recently formed to develop 

and deliver a suite of unique, online, Microsoft-based Transportation Management Software (TMS) related applications, 

which are more specifically described below.  

The Company was founded by Ed Hartford, who was also responsible for the startup, expansion and sale of several 

technology and transportation logistics companies, including SLI Transportation International, Icarus Logistics Management, 

and Trans Top Enterprises. Together with directors Julius Rosenburg and Peter May. Ed Hartford actively manages the 

Company. Hartford and the management team own 100% of the Companyõs issued and outstanding common stock.  

Polaris will pivot from being a traditional software reseller and implementation company for SMEs, to a leading provider of 

software as a service (òSaaSó) products for the trucking and brokerage industry. In the next 5 years, most of the companyõs 

revenue is expected to come from helping the transportation industry automate internal processes through a combination of 

packaged software solutions and related optimization services.  

The Polaris vision is to assume the leadership position in the Tier 2 TMS market by being at the heart of any growing trucking 

and freight brokerage business. With a nimble and scalable SaaS solution, Polaris will enable these clients to remain 

competitive. Theyõll easily access and track all the critical pieces of their business with the highest compliance assurance 

levels.  

Specifically, Polaris aims to: 

¶ generate 1,000 new subscription license users by May 2020 

¶ develop new monthly recurring optimization services, resulting in net new service revenues 

¶ achieve $20 million in annualized revenues by 2024 
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Polaris Transportation Management Software  

Polarisõs solution suite is designed to help companies 

centralize all data associated with running a trucking 

and/or freight brokerage company. Its core software 

application functions as the hub of their business.  

In freight transportation , companies must continually 

monitor  and track data and information on all aspects of 

the delivery: truck, trailer, driver, freight, condition of the 

freight, pick-up and drop-off  locations, taxes, insurance, 

invoices, and remittances. This process can be complex 

and at times overwhelming for many companies, 

especially smaller ones. 

Polaris serves trucking companies operating between 10 

and 80 trucks, and freight brokerages with 10 to 20 

agents. Additionally, Polaris uniquely serves companies 

who run both  a trucking company with a brokerage 

division, or a brokerage business with some trucking 

assets. 

The Polaris Software Brand  

Polarisõs product brand òNorth Star Guidanceó speaks to 

the small-to-medium players who cannot afford large, 

expensive and complex custom solutions and significant 

capital investments in IT and servers, and who have a small 

or non-existent IT department. It helps those companies 

daunted by regulatory requirements and by the 

increasingly complex demands of shippers and customers 

seeking ôjust-in-timeõ information on their freight. It 

enables small-to-medium transportation companies to 

compete with national and international competitors who 

have greater capital, resources and distribution .  

 

 

 

 

 

 

 

 

 

 

Core Values  

¶ Turn customers into enthusiastic fans 

¶ Innovate, innovate, innovate 

¶ Create a great work environment  

¶ Treat everyone we engage with respectfully 

¶ Put customer satisfaction above all else 

  

Mission  

We create intuitive software for the trucking 

and brokerage industries. We have a 

pioneering spirit and genuine desire to 

improve their operations and businesses. 

There will always be a need to move food 

and other necessities from producer to 

buyer, and we help automate this process. 

We believe developing innovative 

technology solutions can transform this 

industry, and prepare it to meet the 

unknown needs of the future. We enable 

our customers to accomplish their goals 

while using our suite of solutions. 
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Directions: Market  Opportunity  

In this section, you need to outline the opportunity  in the industry and the market in which your business will focus. As 

well, youõll identify the key industry drivers and the competitive landscape in which you will compete. This section should 

be broken down into subsections as follows: 

¶ Industry Analysis:  How is your industry structured? What are the major segments? What is your industryõs size, its 

growth rate, its capacity and its profitability ? What about its sensitivity to economic cycles and seasonality? What are 

the key drivers that impact the industry?  

¶ Industry Trends:  State any trends you believe currently affect your industry or will potentially occur in your market. 

What are the major economic and political factors that can impact your industry? Are there social, cultural, 

demographic, environmental, or geographical factors disrupting your customers? Are certifications and/or 

government regulations driving change? What are the competitive dynamics? Is there consolidation?  

¶ Market Analysis:  Describe the specific market in which you will be competing (it will be smaller than the entire 

industry stated above). What are its defining characteristics, and what import ant developments are happening within 

it?  

¶ Competitor Analysis:  Identify the competitive  state in your market (marketing strategy, superior product/service, 

established company, capital resources, expertise, relationships with key industry members, etc.). What are your main 

sources of competition? What is the relative intensity of competition arising from each source? Are competitors well 

established? Do they have Cloud solutions? Capital? Market share? Use the following table entitled Competitive 

Analysis to compare your company with your three most important competitors.  

Competitive Analysis  

FACTOR 
Importance  

to Customer  

Our 

Company 
Strength  Weakness 

Rival 

A 
Rival B Rival C 

Solution         

Price        

Quality & Depth of Offering         

Tech Platform        

Service        

Reliability         

Stability         

Vertical Domain Expertise        

Company Reputation         

Location        

Sales Method        

Marketing Capabilities         

See sample copy below & delete this table when template is complete . 
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Cloud Opportunity 
Any discussion of the technology industry today must start and end with Cloud computing. It is changing the way technology 

is consumed worldwide, and how solutions are being developed and delivered. SaaS is a general term referring to anything 

involving delivery of technology infrastructure or software applications over the Internet, where multiple companies share 

application and hardware resources. Cloud computing is experiencing 5-year compound annual growth rates (CAGR) of 

23.5%1, which is 5 times the growth rate of the entire IT industry.  

The main reasons for the fundamental shift in customer demand for Cloud computing are four-fold: Cloud solutions require 

little or no capital outlay by the customer. Cloud offerings are consumed on a subscription basis, with all aspects of the 

offering provided by the supplier. This requires no major upfront investments, either in software or hardware. Hence, 

customers have less upfront  cost and risk.  

1. Cloud solutions cost less. Cloud gives mid-size companies the ability to achieve scale traditionally unavailable to them. 

Customers also save on the cost of hardware, human resources, maintenance, and customization/configuration costs.  

2. Cloud solutions are more flexible and scalable. An organization can use as little or as much of any Cloud technology as 

needed, scaling capacity up or down without incremental infrastructure costs. Downsizing or expansion can be 

accommodated easily.  

3. Cloud solutions decrease risk. Because Cloud offerings are ôevergreenõ services, there is no risk of the technology 

becoming obsolete. A customer is always using the most recent version of any particular technology. 

4. Solution providers like Polaris who successfully transform their business to a Cloud model will be positioned to capture 

their share of the $1.7 trillion technology spend in 20192. Polaris has therefore been investing in migrating its products to 

the cloud for the past 24 months and will continue to do so on an ongoing basis. IDC estimates that Cloud partners 

(those attaching value to Microsoft Cloud solutions) are growing twice as fast as their less Cloud-capable peers. Thatõs 

because spending on Cloud IT and services is expected to more than double by 2021. 

                                                                 

1 Ibid. 

2 Ibid. 
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SaaS Opportunity 
The evolution of SaaS has been driven by changes in buyer demand 

and expectations, combined with advancements in Cloud technology. 

The benefits of SaaS to Polaris will be lower development and 

support costs, streamlined sales cycles, unified deployment 

environments, and new, data-driven insights into customer behavior.  

As software buyers give more consideration to total cost of 

ownership (òTCOó) and ease of use, SaaS is quickly becoming the 

preferred alternative to traditional, on-premises software deployments across all industries and business process categories. 

This presents a significant opportunity for Polaris. 

The acceleration in SaaS adoption can, in part, be explained by the fact that providers deliver nearly all application functional 

extensions and add-ons as a service. This appeals to customers because SaaS solutions are engineered to be more purpose-

built  and to deliver better business outcomes than traditional software. According to the Cisco Global Cloud Index, SaaS 

applications will make up 74% of all Cloud workloads by 2020, up from 41% in 2013. 

 

 

 

Additionally, the reason behind this growing interest in SaaS goes beyond the changes in how companies deliver and license 

their applications. Bessemer Venture Partners, a Silicon Valley-based venture fund, noted in its State of the Cloud 2016 study 

that legacy software vendors are embracing the SaaS model enthusiastically. Legacy vendors are not only modernizing their 

applications, but are also spending aggressively to purchase SaaS ISVs in order to gain access to the technology and talent 

they need. They spend over $50B annually to acquire SaaS companies. Valuations for SaaS ISVs reflect the SaaS opportunity; 

while public legacy vendors are valued at 3.5x annual revenue on average, public SaaS ISVs are valued at 4.9x, and private 

SaaS vendors at 11.2x.   

According to a 2018 MDC research survey, the top 3 reasons application providers are moving to offer SaaS are:  

¶ The creation of new opportunities to acquire new customers 

¶ More consistent revenue streams 

¶ The ability to implement product innovations 

                                                                 

7 Ibid. 

8 Ibid. 

$99.7B 
Forecasted size of SaaS marketplace 

by 20217, 

11.2x 
Average revenue valuation for private 

SaaS ISV8, 

2017 2018 2019 2020 2013 2014 2015 2016 

Source: Cisco Global Cloud Index: Forecast and Methodology, editions 2013-2018 & 2015-2020 
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Over the past two years, Polaris has focused on transforming its products to a Cloud platform to gain these critical business 

benefits. 

The following factors are driving Polaris and its competitors to move to a SaaS business model at a rapid pace: 

 

 

 

  

Source: Microsoft ISV to SaaS Practice Development Study, MDC Research, February 2018 
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Unlock new  

customer segments  

75% 
installation time reduction 

¶Lower customer adoption 
costs 
¶Lower operating costs 
¶Reduce technical 

requirements 
¶Lower cost to serve 

Reduce complexity and 

lower customer TCO  

30% 
savings on system costs 

¶Reduce upfront 
infrastructure costs 
¶Eliminate ongoing customer 

support costs 

Integrate new cloud 

services 

50% 
integrated cloud-based 

services into product 

¶Deliver fuller features and 
capabilities  
¶Improve capabilities without 

diverting dev resources 

Leverage aggregated 

data  

10% 
improvement to 

algorithms 

¶Derive new customer 
insights from usage data  
¶Develop and optimize at 

scale 

Source: Keystone, The Shift to SaaS: A High-Value Opportunity for ISVs, June 1, 2017 

Key Benefits of the SaaS Model 
Moving to a SaaS model will allow Polaris to deliver better experiences to a broader range of customers. According to a 2017 

Keystone survey, ISVs who developed a SaaS version of their software were able to unlock new customer segments. They 

delivered significant additional value to their customers including reduced complexity and lower TCO, expanded service 

offerings through the integration of new Cloud services, and improved analytics and business intelligence gained by 

leveraging aggregated data. 

 

 

 

 

 

 

 

 

Business Application Market 
During this time of disruptive global change and 

technological innovation, business leaders in all industries 

are scrambling to transform all aspects of their businesses. 

Theyõre looking for opportunities to leverage modern 

digital technologies to optimize  operations, empower 

employees, transform products and services, differentiate 

in mature industries, and engage customers in new ways. 

Across many industries, weõve seen new entrants leverage 

technology to steal market share from established leaders, 

and disrupt traditional industries and business models.  In 

recent years we have seen Amazon disrupt the retail 

industry, Airbnb disrupt the travel industry, and Uber the 

taxi industry. Increasingly, business leaders look to 

technology providers to help them gain a  

By 2019, IDC predicts all digitally transformed 

organizations will generate at least 45% of their revenue 

from ôfuture of commerceõ business models. Whatõs more, 

by 2020, in over half of the Global 2000 firms, revenue 

growth from information -based products and services will 

be twice the growth rate of the balance of the portfolio. 

Becoming known as a digital cloud company will improve 

Polarisõ long-term valuation. According to IDC, by 2020, 

investors will view digital businesses differently. Specific 

measures based on platform participation, data value, and 

customer engagement will account for over 75% of 

company valuations. 

In short, digital transformation is becoming a central 

strategy in modern business. It requires new skills and 

investment, creating a massive opportunity for digitally 

savvy solution providers like Polaris. Polaris believes that 

moving to a SaaS model will enable the company to 

significantly accelerate its business growth, provide even 

more value to customers and ensure a high return on 

investment for Polaris shareholders.   
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Industry Analysis 
Polarisõs target vertical industry is the freight 

transportation industry. This industry is forecasted to grow 

by over 74% between 2014 and 2022 in the United States9. 

The trucking industry ð especially in North America ð will 

be transformed with the entrance of newer and cheaper 

technology solutions. These solutions will drive efficiencies 

while increasing safety and accountability throughout 

supply chains. Massive change will occur in the freight 

transportation industry, and concurrently in the freight 

software industry, as companies adopt mobile, Cloud 

applications.  

The trucking and freight transportation industry is 

zextremely large. Approximately 70% of all freight in 

North America is moved by truck. It is estimated that US 

freight tonnage will increase by 28.6% by 2026. This will 

result in a commensurate increase in revenues of 74.5%10.  

The Transportation Management Software (TMS) 

Market  

The TMS market is large and diverse. The North American 

TMS market leads the world due to advancements in 

transportation, technical, and financial network 

infrastructure. This infrastructure was built over the past 

century, connecting over 350 million people 

geographically, via the Internet and throughout  

numerous financial networks. The estimated value of this 

market is $9.2 billion.11 The global TMS market is expected 

to grow from $9.22 billion to $19.0 billion by the end of 

2020, at a compound annual growth rate (CAGR) of 

15.6%.12 

TMS growth highly correlates with the continued and 

anticipated growth of freight volumes and revenues 

around the world. With an increasingly interconnected 

world, the industry will benefit from the efforts of 

optimized supply chains ð driving out inefficiencies and 

creating additional wealth for its participants. 

                                                                 

9 Ibid. 

10 Ibid. 

11 Transparency Market Research, 

http://www.transparencymarketresearch.com/pressrelease/transportatio

n-management-systems-market.htm 

Primary Vertical Segment   

Freight Transportation Market  Size & Business 

Pain 

According to the American Trucking Association (ATA), 

revenues were over $726 billion in 2015, with the industry 

responsible for transporting 81.5% of the freight in the 

United States. There are approximately 1.2 million freight 

transportation companies in the US. 97% operate fewer 

than 20 trucks, and 90% operate fewer than 6 trucks. 

There are over 700,000 freight transportation companies 

with more than 1 truck, and some 4 million trucks moving 

freight across North America alone. 

The ATA predicts that freight tonnage will increase by 

35% between 2016 and 2027, with tonnage moved by 

trucks forecasted to grow by 27%. 

It is estimated that at any given time, approximately 17-

20% of trucks are running empty across North America. 

Theyõre either waiting to be loaded, travelling empty 

trying to find another load, or backhaul trucking. In the 

same way that passenger airlines gain profitability with full 

planes or train operators increase their yield through 

better operating ratios, a trucking company that keeps its 

rolling stock in motion at full or near-to-full capacity 

maximizes its profitability. Big gains can be made in small 

increments with a tightly run operation. 

While there is some concern due to recent changes in the 

political landscape in the United States and in other 

countries around the world, it is important to understand 

that organic economic expansion is to be expected, this 

fueled by population grow th.  

In the US alone, it is forecasted that freight volume will 

increase by 40% over the next 30 years, driven by a 

projected population increase of 70 million people 

(Beyond Traffic 2045 report, recently released by the US 

Secretary of Transportation).13 

Secondary Vertical Segment  

12 Ibid. 

 

13 

https://www.transportation.gov/sites/dot.gov/files/docs/B

eyondTraffic_tagged_508_final.pdf 

http://www.transparencymarketresearch.com/pressrelease/transportation-management-systems-market.htm
http://www.transparencymarketresearch.com/pressrelease/transportation-management-systems-market.htm
https://www.transportation.gov/sites/dot.gov/files/docs/BeyondTraffic_tagged_508_final.pdf
https://www.transportation.gov/sites/dot.gov/files/docs/BeyondTraffic_tagged_508_final.pdf
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Third Party Logistics ( 3PL) & Brokerages  

Polarisõs second primary market consists of over 16,000 

freight brokerages. Predominantly located in the US, this 

group helps shippers optimize their supply chains through 

the brokering of shipments amongst competing trucking 

suppliers. The trucking industry was deregulated in the 

1980s during the Reagan administration. This served as a 

springboard for the freight brokerage industry, with the 

emergence of third -party logistics (3PL) companies 

offering  unique services to shippers across the continental 

US and beyond.

 

Freight Companies ð North America  

   Businesses 

  

US              CA  

Revenue 

USD Billion  

US            CA  

Annual Growth  

11-16 

US            CA  

Freight Forwarding Brokerages & 

Agencies*  
40,427  3,434  123  6  5.3%  1.9%  

Local Freight Trucking  209,636  24,850  41  9  1.6%  0.7%  

Long-Distance Freight Trucking 362,726  22,111  185  20  2.4%  0.2%  

Local Specialized Freight Trucking  56,595  10,019  42  8  3.7%  -0.9%  

Tank & Refrigeration Trucking 16,633  7,591  37  11  4.1%  0.0%  

Long-Distance Refrigerated Trucking  1,788  -  6  -  3.3%  -  

Total Number of Businesses  755,810  
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Industry Trends 
There are many industry trends that are aligning 

to provide Polaris with several  opportunities.    

 

The ôUber-izationõ of the Trucking and Freight 

Transportation Industries  

A confluence of factors ð mobile technologies, online 

applications, the ôInternet of Thingsõ (IoT) ð are expected 

to transform the freight industry. These factors will allow 

small to medium-sized freight businesses to compete 

more effectively with the large, integrated freight carriers 

through the application of new, more nimble 

technologies. These flexible, less expensive technologies 

will allow niche players like Polaris to participate in a very 

large and growing marketplace, one thatõs forecasted to 

grow by 74% over the next 8 years.  

There are significant opportunities for TMS providers such 

as Polaris to capture and serve this profitable , large 

market and growing marketplace. Theyõll sell and 

distribute newer, more mobile, and more affordable 

technologies to companies that previously found the costs 

untenable. New TMS systems that are more open and 

connected into other data sets ð Financial, GPS, 

Regulatory, and Fuel Management ð will give companies 

richer, more detailed insight into their operations. TMS 

helps companies refine their offerings while optimizing 

their business. 

TMS enables small-to-medium players in the freight 

industry to find, protect, and own profitable niches in the 

marketplace. Over the longer term, it will allow them to 

grow their businesses and build momentum . Theyõll 

challenge the hegemony of some of the largest freight 

companies in North America, who are either unwilling or 

unable to quickly adopt these new technologies.  

Customers ð Changing Demographics  

The ôNew Kids on the Engine Blockõ   

 

A significant transformation is occurring, a younger 

generation ð one much more comfortable with the 

Internet and smart phones ð is inheriting or taking over 

operations of established firms. Many trucking and freight 

operations today materialize via pen and paper, and 

through the power of a handshake.  

This younger buyer is much more attuned to the 

possibilities of technology and understands that, in 

addition to helping streamline the business, it can also 

provide significant competitive advantage in a highly 

commoditized market. A substantial portion of the 

industry ð some with 75 trucks or more ð still operates on 

either a paper-based system, or more commonly, a 

combination  of paper and Excel spreadsheets. As this 

younger demographic takes over from their parents, they 

will demand more user-friendly, easier-to-use 

technologies that are accessible online and on their 

mobile devices. 

Regulatory & Compliance Issues  

The regulatory environment plays a significant role in the 

industry. In the United States, the Federal Motor Carrier 

Safety Administration (FMCSA) implements and enforces 

policies developed by the Federal Department of 

Transportation (DOT), within the legislative framework 

provided by Congress.  

Companies strive to minimize the costs of complying with 

industry regulations. To this end, they need automation 

solutions that track information  in a centralized database 

ð a transportation management software system ð that is 

accessible and that can provide analytics and reporting.
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Hours of Service (HOS) ð Electronic Logging 

Device ð Mandate  

The Hours of Service mandate came into effect in 

December 2017. It required trucking companies to have an 

electronic logging device in every truck by that time. TMS 

systems need to be integrated with these electronic 

logging devices to comply with such Department of 

Transportation rules. 

US Federal Department of Transportation (DOT) 

Audits  

Trucking companies are at risk of temporary or permanent 

suspension if they do not comply with federal regulations 

associated with their equipment, driver certifications and 

driving behavior. These audits can be time consuming for 

many companies. One of the biggest challenges for 

smaller trucking companies is having the time and the 

ability to assemble all the information of DOT audits, not 

to mention the fear of suspension. TMS systems help 

companies save time in assembling the data, and can 

minimize the risk of non-compliance. 
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Food Safety Modernizati on Act (FSMA) ð Federal 

Drug Administration  

Under the auspices of the FDA, the FSMA was enacted in 

2011. It regulates the transportation of human and animal 

food. Its goal is to protect foods from contamination while 

travelling from ôfarm to tableõ. Refrigerated trucks play a 

key role in this supply chain ð yet only the biggest 

trucking companies are able to provide detailed data on 

tracking of the temperature and location of each truck.  

New technologies are emerging in the marketplace, which 

TMS systems will tap into . These present opportunities for 

smaller niche players to offer services traditionally 

provided by the bigger players. These new entities will 

capture pieces of the market by specializing either in a 

particular commodity/product, in a geographic region, or 

in customer/shipper type. 

Driver Shortages ð Advent of Self -Driving Trucks  

The average long-haul truck driver has a physically 

demanding job, has to travel great distances away from 

home and family, and has to deal with his/her personal 

safety both on and off the road. Men comprise 97% of the 

industry, and the average truck driver is 57 years of age. 

With the aging demographic and lack of qualified, 

professional truck drivers, the industry foresees the advent 

of driverless trucks. While this technology is still in the 

distant future, it does speak to the ever-increasing 

automation in the industry and new opportunities for 

Polaris.   

Newer trucks are also increasingly embedded with GPS 

and ELD systems; hence, the ôSmart Truckõ is becoming a 

reality and Polaris will pursue developing or licensing new 

offerings to take advantage of this trend.  

Optimization of Supply Chains and Operations ð 

Big Data, Business Intelligence (BI)  

With so many moving parts in a freight transportation 

company and so many dynamics to monitor, increasing 

returns to scale will accrue only for players who generate 

unique insight into their operations and their markets. In 

other words, those who ôknow moreõ and ôknow it more 

quicklyõ will be the winners. For logistics and brokerage 

providers, itõs essential to make prudent business decisions 

about their product/services offerings, the customers they 

serve, and the markets in which they operate.  

Trucking companies can optimize their operations 

through analyses of their customers, their freight, their 

lanes, their equipment, their drivers, etc. Companies will 

seek more detailed and nuanced information about their 

businesses, striving to unlock value that may have been 

trapped in their operations. Polaris is therefore also 

investing development resources into business 

intelligence and data analytics solutions and services.  

Industry Consolidation  

With an increasing regulatory environment, growing 

customer demand, management of fuel, labor and 

insurance costs, as well as greater consolidation in the 

trucking industry, some players simply wonõt be able to 

compete. The freight transportation industry is evolving 

quickly. TMS providers will need to build platforms that 

provide quicker ôjust in timeõ features and services that will 

respond to the changing market conditions and needs of 

their customers. 
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Market Analysis 
New ôAppõ Entrants 

A number of emerging smaller players are building ôgreat 

appsõ, and are attempting to become the next ôUberõ for 

the trucking industry. However, theyõre finding that the 

complexity of supporting diverse customers, 

understanding the unique business processes and running 

a successful software business presents many challenges.  

Itõs evident that while these companies have developed 

some promising applications, they have not yet 

incorporated the unique business insight required. Also, 

these companies havenõt surrounded their online software 

with the necessary operational infrastructure.  

Client Server Systems in Decline  

Many of the large, existing TMS installations will gradually 

decline over the next few years. Meanwhile, those who 

support these installations will retire or potentially go out 

of business if they do not keep up the customers desire to 

move to the cloud and purchase software as a service.  

While the Tier 0 and Tier 1 trucking and logistics 

companies may continue to invest in fully customized, on-

premise solutions, the mid-market will continue to rapidly 

move to the Cloud over the next 12 to 24 months.  

ôSoftware -as-a-Serviceõ Emerging  

The year 2016 was the turning point when many computer 

applications were delivered via a ôSoftware-as-a-Serviceõ 

(SaaS) business model. The trend towards SaaS is expected 

to continue unabated. While the general trend in all 

software markets is the movement from client server to 

hosted online (Cloud) applications, the TMS industry has 

been slow to adopt this new technology in the past. Early 

adopters are now beginning to actively move to Cloud-

based Software-as-a-Service solutions, which will help 

them minimize their initial capital investment, gain agility, 

scale and secure a competitive advantage.  
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Competitive Analysis 
There is currently no dominant player in the industry. The 

market is fragmented and served by several players.  

There are three types of competitors in the market: 

1. Large Multi -Faceted TMS Providers  

There are large, multi -faceted, heavily-integrated TMS 

systems that run a 250+ truck operation, offering all of the 

components necessary for performance, compliance, and 

business intelligence. These are predominantly client 

server-based systems that have been customized for 

individual companies. They follow a tradition al on-

premise licensing model, with an initial investment of 

hundreds of thousands, and often millions of dollars for 

licensing and initial implementation. Beyond that, there 

are ongoing software maintenance programs. Examples of 

companies serving this market are McLeod and TMW. 

2.  Mid -Market TMS Providers  

There are many vendors in the mid-market. Some are 

pure play software companies, while others offer a 

ôresource portalõ for smaller players. For example, 

TruckStop.comõs software system ITS Dispatch integrates 

with its Loadboard, and is offered along with other 

services and products. 

Most mid-market, competitive, TMS system vendors offer 

a medium level of capability with client server-based 

software systems. Companies included in this segment are 

Degama, PCS, Prophesy, Axon, Aljex, and TransPlus 

Software. Many of these established players are now 

dealing with increasingly demanding customers who want 

more advanced technologies ð especially EDI integrations. 

They are struggling to move their solutions to the Cloud, 

and transform their business models and processes. Many 

of their applications are built on older, less flexible 

software platforms, and are based on an economic model 

tied closely to maintenance revenue.  

3.  New Entrants ð Born in the Cloud  

There are many new entrants to the marketplace ð some 

with grandiose visions of becoming the next ôUberõ, or 

ôTruberõ, for the freight industry. They have employed new 

development technologies, creating the types of 

applications the industry will need in the future. A number 

of these are small startups with limited industry 

knowledge, capital or business experience, and no 

previously installed customer base.  

One entrant that has stronger technology and looks to be 

a solid entrant to the market is Ascend Software. This 

company offers an easy-to-use solution for those 

introducing technology in their businesses for the first 

time. They are backed by a venture capital company. 

Ascend offers financial as well as factoring services to 

small trucking companies.  

Polarisõs competitive advantage is a large installed 

customer base, strong industry domain expertise, and a 

deep, fully vertical suite of solutions that can be deployed 

in 30 days. Polarisõs functionality, extent of features, and 

price point are unbeatable in the industry.    
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Competitive Differentiation 
Relative to these competitors, Polaris has the following competitive differentiation: 

¶ Market Presence : In an industry where, new entrants come and go with relative frequency, few players manage to 

achieve the longevity required to build true market awareness. With over 17 years of business experience (through its 

parent), Polaris has such a market presence. In the highly competitive IT industry, this market presence translates directly 

into an ability to source new prospects more easily and cost effectively than its competitors. Polaris is also better able to 

compete on a non-price basis, resulting in higher margins. 

¶ Industry Expertise : A key factor in meeting customer expectations is the ability to provide industry-specific solutions, 

either ôout-of-the-boxõ, or by way of customization. Polaris has both the depth and breadth of domain expertise to 

successfully provide these solutions to the transportation industry.  

¶ Ability to Scale: The Polaris team has many years of cumulative technology industry expertise, in addition to high-

volume sales process expertise. Unlike its competitors, the Polaris team knows how to package, simplify, and apply a 

volume selling process and strategy to the new Cloud business model. The team can quickly scale sales and marketing 

and shorten the sales cycle. Most other competitors are much slower to transform their current sales and marketing 

processes from a traditional, on-premise and perpetual license model and are weak at acquiring new cloud customers.  

 

Directions: Product and Services Offerings  

This section is an overview summary of your product and/or services offerings. You should describe the benefits secured 

by your target customer, and unique features or proprietary aspects of the offering (do not list every product or service 

offering , nor detailed features ð those belong in the appendices.)  

Describe: 

¶ The value and benefits of all of your products/services in order of highest to lowest sales, or highest to lowest 

importance of product line; include any proprietary knowledge, IP or skills. 

¶ Your pricing strategy, costs, and profit margin for each product/services line.  

¶ The stage of growth your product/services are in (introductory, grow ing, mature); the stage of product/services 

development (existing, beta). 

¶ The unique, value-added characteristics of your offering, and how these create a competitive advantage. 

¶ How your services offering is provided ð direct, through partners or contractors ð and how service quality and levels 

are measured and maintained. 

¶ Your plans for future or next generation products ð what and when. 

¶ Customer quotes. 

¶ Your product and services strategy in terms of the future offering roadmap, and the big picture context of what the 

offering will become. 

See sample copy below & delete this table when template is complete . 
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Product and Services 
Offerings 
Polaris  Transportation Software  Solution s and 

Services 

Polarisõs software helps companies centralize all the data 

associated with running a trucking and/or freight 

brokerage company. Its suite of software applications and 

services serves as the hub of a freight business, linking the 

data from Operations and Administration departments, 

while connecting to complementary technologies.  

Transportation companies must continually track data and 

information on all of the essential elements of the 

delivery: truck, trailer, driver, freight, condition of the 

freight, pick-up and drop-off locations, taxes, insurance, 

invoices, and remittances. This effort can be complex, and 

at times, overwhelming for these companies, especially 

smaller ones. Polaris offers these companies a fully 

integrated suite of solutions that address a broad set of 

needs.  

The Polaris  Software Brand  

Polarisõs product brand òNorth Star Guidanceó speaks to 

the small-to-medium players who cannot afford custom 

solutions and big capital investments in IT or servers, and 

who have a small or non-existent IT department. It helps 

those companies daunted by regulatory requirements and 

increasingly complex demands of shippers and customers 

expecting ôjust-in-timeõ information on their freight. It 

allows small-to-medium transportation companies to 

compete with national and international competitors with 

greater capital, resources and distribution.  

Polaris also offers Office 365 to facilitate office 

productivity, collaboration and mobility , thereby allowing 

small trucking firms to modernize their workplace.  

North Start Guidance is designed to extend the best-of-

breed Microsoft Dynamics 365 Business Central product.  

Polaris is currently developing an IoT solution to facilitate 

truck and delivery monitoring, as well as a field service 

module to optimize routing and scheduling . Also, in 

development are several other Azure-based solutions to 

streamline and extend the core functionality of Polarisõs 

current solution in order to meet the unique needs of the 

trucking and brokerage industries. Polaris is also actively 

working on a new driver safety monitoring solution.  

Product Innovation Direction  

In addition to providing its core solutions, Polaris will 

integrate with other applications on a continuous basis to 

build out the Polaris Application Eco-system. Polaris will 

place itself at the intersection of complementary Cloud 

technologies ð by coordinating with  GPS and ELD 

providers and others to meet the industryõs current and 

future needs. Connecting to or re-selling pre-built other 

Microsoft -based ISV solutions will also allow Polaris to 

offer a high-value, end-to-end, comprehensive industry 

solution to its target customers faster than competitors 

can. Polaris will also provide new offerings based on 

Power BI and Microsoft Azure services.  

Services  

Polaris supports its customers through several 

mechanisms ð  weekly live online training webinars, a 

Customer Success (support) group, training videos, and 

self-help documentation , and will continue to build out its 

service offering  with the aim of providing customers with 

more automated, self-serve options and value add service 

offerings. Polaris also offers implementation services 

through local implementation partners in key geographic 

regions, and the Company plans to begin expanding 

globally outside the US market within  the next 2 years. 

In 2019, Polaris will develop and launch an Enterprise-level 

solution set leveraging the Microsoft Dynamics 365 

finance and operations solution. Polaris will also offer a set 

of fixed price, packaged deployment services.  

Development Strategy  

The Polaris development strategy focuses on lean and 

agile processes, using a minimum viable product strategy 

to take new solutions and functionality to market  with 

minimal investment and risk.  
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Continuous development cycle:  

1. New idea 

2. Build  

3. Measure results 

4. Gain new ideas 

In terms of planning:  

1. Determine what we need to learn 

2. Determine what metrics are required to test 

assumptions 

3. Determine which product to build as an 

experiment to get metrics 

The development goal with all new product and service offerings is to travel through the Build-Measure-Learn loop as 

quickly as possible to prove out our assumptions, and quickly identify market opportunities and new minimal viable solution 

offerings. We will question all assumptions in the strategy, and then design experiments that will generate data either 

supporting or disproving these assumptions. Experiments can involve new features, marketing A/B testing, customer 

interviews, etc. We then decide whether we progress with the strategy or pivot. Pivots can be big (new product, new market), 

medium (same product, different market), or small (feature X vs feature Y). 

The vision for Polarisõs application suite is to put the company at the intersection of key technologies and datasets that offer 

small-to-medium sized trucking companies and freight brokerages the ability to compete with larger, multi -faceted 

competitors. The Polaris product pathway outlines the key integrations and functional ity to be added to the application on a 

quarterly basis. Polaris will leverage existing ISV solutions where possible, and build the rest. This includes applications to 

address the following areas:

 

¶ Portals ð customer, carrier, driver 

¶ Compliance and safety 

¶ GPS and Hours of Service ð ELD 

¶ ACE/ACI ð automated border clearance 

¶ Electronic Data Interchange - EDI 

¶ Refrigeration trucks ð temperature tracking and 

monitoring  

¶ HR administration  

¶ Business intelligence - BI 

¶ CRM ð enhancements and integration 

¶ Data transfer and migration utilities 

¶ Artificial intelligence - AI 

¶ Internet of things - IOT 

¶ Data Analytics 

 

òWe were able to adapt the Polaris platform with ease and 

the learning curve was short. The system has a lot of 

functionality and the support we receive is excellent! We 

have been able to quickly scale our operations. We 

increased our fleet by 100% without needing to increase our 

head office staff count. I would definitely recommend 

Polaris!ó 

Alan S., VP, Pacific  Trucking  

 

 òPolaris has truly given our organization the capabilities 

and confidence to compete against multi-billion-dollar 

corporations and win. Thanks for doing such a great job 

with your team and your solution.ó  

Patrick C., President, Big Solutions Freight 

Services 
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Directions: Marketing  & Sales Strateg y  

This section details how you will present and communicate your offering to a pre-determined market segment in a 

compelling  and differentiated way in order to capture attention .  

You will need to: 

¶ Articulate your marketing goals. 

¶ Fully describe the market segment(s) targeted and their unmet needs. 

¶ Identify how you will position your offering to prospective users in relation to the competition . 

¶ Show how youõll position your offering to induce channel partners to sell your solution (if applicable). 

¶ Offer a SWOT analysis of the strengths and weaknesses of your company as well as its external opportunities and 

threats. 

¶ Outline your pricing and provide supporting information as to why it will be effective with your target customers; 

explain the pricing structure - tiers and bundles. 

¶ Describe your go to market approach ð sales team, online, OEM, use of VARs or distributors, referral or affiliate 

programs, 3rd party consultants, system integrators, online Marketplaces (AppSource, Azure) and more. 

¶ Explain how you will introduce and promote your offering to the marketplace, and what marketing mediums, tools 

and activities you will use. 

See sample copy below & delete this  table when template is complete . 
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Marketing Strategy & Sales 
Target Market  

Polaris currently serves trucking companies with 10-80 

trucks, and freight brokerages with 10+ agents. 

Additionally, Polaris uniquely serves those companies 

trying to run both at the same time ð a trucking company 

with a brokerage division, or a brokerage business with 

some trucking assets. 

Polaris is looking to aggressively expand its target market 

parameters to include mid-market customers. With a 

more robust and expanded solution offering which will 

offer integrations to other technologies in addition to 

increase capabilities, Polaris will increase its attractiveness 

and value proposition to larger customers. As the breadth 

and depth of the core solution increase, so too will the 

volume and size of its customer engagements and 

associated project and support services.  

Positioning  

Polaris is positioned at the tipping point where individual 

entrepreneurs or single proprietorships are ready to take 

the leap into expanding their business. This could be a 

small business of 3-5 trucks with visions of growing to 50 

and beyond. On the other hand, it could be a forward-

thinking broker teaming up with another broker with 

hopes of taking a company with two or three agents up to 

15 or 20.  Polaris offers a sophisticated software solution 

that allows small to mid-size companies to reach critical 

mass, and then scale beyond. This segment of the market 

is very attractive to Polaris, and adding new users in a SaaS 

model will happen at an accelerated rate due to the rapid 

growth and expansion of this market.  

This dynamic will create divergence in the TMS software 

mid-market; Polaris will leverage its head start in the 

Cloud while competitors cling to their existing models, 

drop out, or start the long journey by themselves.  

Sales Strategy 

Polaris sells its solutions directly to end user customers, as 

well as through strategic partners.  

Polaris employs four marketing and sales professionals. 

The marketing team qualifies leads and responds 

immediately to incoming prospective customers. Hot, 

qualified leads are then passed on to the sales team, who 

pursue these leads. Unqualified leads are placed into a 

three-month digital marketing nurture program (those 

prospects early in the decision-making cycle who are not 

yet ready to buy).  

Polaris is employing an aggressive migration strategy to 

move its current installed base of on-premise customers 

to the new Cloud platform and offering s.  

One of Polarisõs goals is to reduce the average sales cycle 

from the current 6 ð 9 months down to 30 ð 90 days. The 

SaaS model leads to accelerated sales by making it easier 

for customers to find and access Polarisõs trials, and 

explore the potential value of the product offering. Cloud 

marketplaces like Microsoft AppSource provide Polaris 

with a straightforward platform to showcase its software, 

eliminating the need for complex software demos and 

environments.  

Pricing  

The companyõs new cloud business application is 

packaged and offered on-demand, on a monthly 

subscription basis. There are three tiered offers: Core, Pro, 

and Enterprise ð priced at $79, $139 or $219 per user, per 

month , respectively. These tiers offer a successive level of 

capability and integration options, designed to match the 

way a freight business typically grows and evolves. In 

addition , each tier bundles various levels of support. 

Competitors charge significantly more per month for the 

use of their software. They also require customers to pay 

high daily rates for customization, integration and 

configuration services to achieve the functionality  Polaris 

offers out-of-the-box.  

Customers can secure more favorable pricing through 

longer contract commitments and increasing volumes (# 

of users).  

At Polaris, deployment and customer support services are 

offered in a fixed packaged price model. 
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 Best Value  

North Star Guidance 

Core 

North  Star Guidance 

Pro 

North  Star Guidance 

Enterprise  

 

$79/mo 
 

 

$139/mo 
 

 

$219/mo 
 

 

 

   

Free Trial  

Like many SaaS companies, Polaris offers customers a Free Trial of the software for 15 days via the Microsoft AppSource 

marketplace. Customers can determine for themselves the value the application can bring to their businesses. Customers can 

continue with the service at the end of the trial by licensing the solution. For more complex customers, Polarisõs sales team 

conducts guided, customized trials.  

Polaris also offers a library of 1-5-minute self-running demos of core functionality, based on buyer persona, so prospective 

customers have control over their own buying journey.  

Sales and Marketing Goal 

Polarisõs goal is to generate 1,000 new subscription license users by December 2019. 

Polaris allocates 10% of its overall gross annual revenues to marketing, including salaries. 

Over the past year, Polaris invested in creating and launching its new brand and website, and re-positioned its solutions as 

modern Cloud-based solutions. The positioning of the ôNorth Star Guidanceõ brand speaks to the needs and desires of small 

to medium-sized businesses.  

Marketing Strategy  

Polarisõs marketing strategy and investment in marketing and sales assets are 

intended to educate buyers on why they need to invest in technology as a 

means to gain a competitive advantage. Marketing is inbound rather than 

outbound focused. Content will speak to the needs and business pains of the 

trucking and brokerage industries more than product features and 

functionality.  

The company has three marketing team members focused on product 

marketing, content creation, increasing company awareness, generating leads and positioning the companyõs solutions in the 

market. Polaris is leveraging its industry domain expertise and showcasing its thought leadership in the industry and utilizing 

both traditional marketing and a full digital strategy.  

Inbound 

Marketing 

Approach

Content thought leadership

2 way communication

Search engine optimization

Advocacy program

Educational assets




