Assignment Three: Business Plan Outline
Due Oct 25
Points: 45 (15% of final grade; shared score for the entire group). 
DIRECTIONS:
This assignment is only an outline of business plan issues, it is not a complete business plan. You will NOT be writing a business plan. You will be filling in this outline as simply and as quickly as you can. Remember, entrepreneurship involves repeated re-writing of your plans. You will notice there is a heavy overlap between your Worksheets A, B, C, and this outline! Many real-world businesses will rewrite their business plan a dozen or more times before they launch their company. Thus, there is no sense in starting with a “perfect” plan. You goal instead is to do the simplest “checklist” of what your business will do and the problems it will solve – no more complicated than it needs to be. 
Worksheets A, B, C, and D are basically “Appendices” to your outline. So, most of your information comes directly from those worksheets, although now you will be writing more detail here. But you will submit them separately in different online documents through D2L. 
If you have a group coordinator, they will be responsible for combining everyone’s work and submitting one final document via D2L Assignment 3 worksheet D. If you do not have a coordinator, one person will take this task as their own, but you will not need to complete page 2 of the coordinator worksheet, only page 1. 
This business plan outline can be done using a shared approach – it can be done using Google, Apple, or Microsoft apps for documents management such as Google Docs. You can use email to circulate a single document. I recommend a shared cloud drive approach of SOME SORT so everyone updates a single document only. That’s for your group to decide. Your coordinator should lead the initiative, if you have one, or someone else should “Step up”. I may decide to give out bonus points for good efforts- 5 extra points each for hardworking people who are “pulling the weight” of other people. For people who do not complete at least half of the tasks assigned to their role, they will automatically lose 20 points and risk failing the course.  Sections of the business model outline are organized by group role. 

Each person will identify their contributions to the text by color or font coding their work and putting their name on the document using that same color. You will use a different highlight font color OR text color for each person that is doing work on the outline. I will thus be able to tell who did what simply by color code or font (or both is you wish). 
********************************************************
Example: Lawnmowing Group            
Robert Conan Ryan FinanceMickey Mouse MarketingDonald Duck Operations

Financing sources:
A) small business development center  
B) Robert Ryans’ own personal capital
C) Economic development grants for minority business

Business Plan Outline (see the end of Chapter 5 of your Pearson 9th edition textbook for details. Refer to the book for help. For the hardcopy textbook, this information appears on pages 222-225

1) Vision and Mission Statement (Operations Role)
A) vision for the company (up to three sentences)


B) “what business are we in?”


C) Business values and core principles (one sentence)


D) What makes the business unique in the Atlanta market? (at least two sentences)

2) Company Products and Services (Operations Role)
	A. Description of core product/service (Up to 4 sentences)






· Product or service features (list several key features)

· Other key customer benefits (unique selling proposition, cost, location, social impact, etc. no more than three sentences or three benefits) 

· Warranties, contracts, memberships, or other contracts with customers (for example, if your customer is a business you might have a long term agreement)




                 B) Patent or trademark protections (do your suppliers hold the rights or do you?) 

                 C) Description of your own production process or workflow (3-6 sentences covering raw materials, hey suppliers, and lead times for getting a product from supplier inventory to final customer sale)

                 D) Future product/service offerings (after you expand your business 6+ months later). 


3) Industry Profile and Overview (Operations Role)
	A) Industry analysis (name of industry, size of industry, and location of your market)

· Industry history and overview description (up to 6 sentences about what you industry is, when and how it started, and what it really is all about ).



· Current trends (popular new products, technologies, or customer demand)


· Growth Rate (percentage rates, and total revenue or sales figures)

· Barriers to entry (the cost to start a business, the top legal issues, and the top issues with finding talent or supplies, etc.)


· Key success factors (a few sentences about the way to win in this industry)

B) Outlook for the future (five year /ten year projections in terms of market size, or upcoming reasons the industry will grow or change in the Atlanta market)

C) market stage (is your industry defined as emerging, growing, mature, or declining) 
	
	
4) Competitor Analysis (Marketing Role)
		A) Existing competitors (number of them in Atlanta Metro area)

		B) Strengths of top competitors (what makes them good? How big? Check their website)

C) Weaknesses of top competitors 

D) Potential competitors (what is the risk of competitors entering and overtaking you?)

5) Business Strategy (see roles below)

		A) Desired market position (your overall first year goal for produce/service, and your your focus on either low cost or high quality segments of customers, and “who those people are”. )
Marketing Role


B) Operational Goals (how many products will you make/sell before/after expansion?)
Operations Role


C) Financial goals (what is your break even -point and your target revenues?) 
  Finance Role

		
6) Marketing Strategy (Marketing Role)

A) Target Market (describe your customer profile and demographics in detail: wo are these people who buy the majority of your products? 

B) Customer’s motivation to buy (Why you and not some competitor?)

	C) Market size (How large is the exact market you are targeting in potential revenue or number of customers for your first year (i.e. number of times you hold events, or conduct services, or number of products sold in a year).


	D) Personal Selling Efforts (BEFORE EXPANSION/AFTER EXPANSION)
· Your sales force size (if any)

· How do you compensate them

E) Advertising and Promotion (BEFORE EXPANSION/AFTER EXPANSION )
· Types of media for advertising


· Estimated budget for each type


F) Other plans for generation publicity, such as grand openings, influencers, new articles

G) Pricing for your products (estimate your price and your markup on each item)


7) Location and Layout (Marketing Role) 

A) All your major channels of sale (either online or physical or both)

B) traffic count (total number of hits online for this market as opposed to sales made… or if its foot traffic, total number of people walking by in a day, if any) 

C) Percentage of traffic captured (between .001-.1%  digitally , or 1-10% physically ) 

8) Financial Structure before expansion (Operations Role)
 A) all leasing or rental rates on a monthly and yearly basis 




B) All labor required (each job and the number of hours per week!!!!)




C) Wage rates for each job





9) Description of Management Team (Coordinator Role – if no coordinator, marketing role)
		A) the Entrepreneurship team’ s names, and their experience and what skills/assets they bring to the company

		C) Board of directors or advisors (list me, or someone else you know that could advise)

		D) Company structure (who is who’s boss? You can draw it or describe it)




10) Plan of operation (Finance Role)
		A) Form of business ownership, and why you chose this form
Sole Proprietorship- It’s an easy start up business form and gives the owner complete control. It also has lower risks as well.
		B) Will you offer benefits or shares? How?
No. Being a sole- proprietorship, the business will not offer benefits or shares. 
		C) How might do your legal or staffing/payroll help? (Probably the small business development center)
The small business development centre advises entrepreneurs’ on effective payroll options and trains them if need to do it themselves arises. To mitigate payroll issues, out sourcing to, for instance, Square Payroll, increases accuracy compared to in- house payroll management since it is more thorough in preparation, analysis and evaluation. It also frees up time and resources that is directed to other tasks, as well as reduce cost and risks involved. 
11) Financial Forecasts (Financial Role)

		A)  key assumptions (what facts do we need to know that could completely change your forecasts if you are wrong? What are the issues that were the hardest to price or to identify?)
Forecasting is important and is based upon specific fact patterns to represent expectations for the future. Issues hardest to identify and price are the forecasted profits and losses and development of cash flows, all input costs which include marketing and advertising costs, materials costs, labor and services and the industry information, information about other businesses and sales.
		B) What are your basic projections BEFORE/AFTER expansion for monthly income? (explain in paragraph format not table format)
Before expansion, and being a startup, the monthly income may be as low as $6,000- $8,000. This is with little marketing and advertising as well as with recurring new expenses. After expansions, I project doubled income of approximately $12,000-$16,000 monthly income. Having learnt about the market and done necessary adjustments, it’ll be easier to pull in more clients and deliver accordingly.
		C) What is your break-even analysis? (What assumptions have you made that could change that into a earlier or later time period for breaking even? Explain in paragraph format.) 
I project an early break-even point and to get into a break-even point I have made assumptions that the total fixed costs remain the same throughout the output level as will the sale price per unit. Maintaining constant inventory at the beginning and end of every accounting period is also important to attain an early break even.
		D) How profitable are other businesses in this market or industry? (Search this on the internet, obviously!!!) Can you find forecasted profit/revenue rates for businesses of your type?
Other businesses in the market are profitable with a gross profit margin of 20% for fitness clubs. Using data on the internet the estimated average revenue for is $152,000 annually.
12) Loan/ Investment Proposal for Expansion (Finance Role)

		A) how much money are you starting with prior to finding financing? Then, how much are you requesting finance at expansion, and what is the risk that you need more money than this?
Prior to financing, I intend on starting up with $40,000 from personal savings and donations from friends and family. If the need for more arises, requesting for a bank loan is a viable option.
For expansion, I’d request an estimated extra $40,000 to cater for getting newer models of equipment which are more efficient, larger space and for developing a website. The risk of needing more money than this is high but with proper budgeting, the amount would be sufficient.
		B) Break down how those funds will be used by categories (see below)

· Total Fixed costs (capital you will buy)
$6,000 for furniture
$30,000 for equipment.
$ 15,000 for Inventory

· Total other Fixed costs 
· (leases or other fees)
$2,000 for a lease
$2,000 for licensing.
· Variable costs (new wages, wage increases, new benefits, etc)
New wages – 3,000
Wage increase- 1,000
· Variable costs (new costs of raw materials)
Cost for raw materials - 10,000
C) Timetable for exiting if you don’t make your financial goals (or, when will you “Exit” the business) 

When the business continuously makes losses, or the I spend out of pocket to pay for its operations, the business is not sustainable. Inability to pay loans and wages from the business are indicators. In this scenario an exit strategy is required. If I don’t make my financial goals, I could exit through either filing for bankruptcy, liquidating my assets and walking away, family succession, selling the business or taking it public by selling shares or benefits. Getting a sum of my inventory and assets in order to assess my financial status would be the first step. I’d then consult on making the business public. If it is practical, I’d do it and if not, getting interested parties to buy the business is the next step. If the offers presented do not match my expectation, I’d liquidate my assets and walk way.
