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Executive Summary
The Kristoffersen Sportswear LLC store in Miami will become the athletic Sportswear manufacturer headquarters in United States of America. There are several students, professional athletes, fans and other people who actively participate in various sporting activities in Miami, the proposed physical location of the sportswear company. Additionally, there are quite a number or sports teams around the locality which participate in various local, national and international sports competitions. This provides an opportunity for Kristoffersen Sportswear to penetrate and establish itself in the sportswear manufacturing and retailing industry. 
The Kristoffersen Sportswear LLC will target the above mentioned market segments by providing alternative and affordable brand to the existing manufacturers.  Combining the quality products with excellent customer service the company seeks to gain a significant local market share in the industry. The Kristoffersen Sportswear LLC will primarily compete with adidas and Nike. The two are well-established in the industry but Kristoffersen Sportswear will strive to gain a competitive over them through various strategies such as price cuts. Other competitors in the region include Fila and Fob as well as other retail stores that sell a variety of other brands. However, these stores offer limited customer service a gap Kristoffersen Sportswear will exploit. 
They offer limited service and virtually no technical knowledge or expertise for running shoes. As well, they make minimal effort at capturing the “sports specific” Sportswear, such as soccer, baseball, or football cleats, or related accessories.


1.1 Objectives
The primary objectives of the business plan for The Kristoffersen Sportswear LLC are outlined below.
· To make The Kristoffersen Sportswear LLC the headquarters for athletic Sportswear by offering knowledgeable and professional customer service. Customer service will be measured through repeat business (our goal is that 50% of our customers will return within 6 months for an additional purchase) and multiple sales (our goal is that 30% of our non-running and 60% of our running shoe sales are accompanied by an additional purchase).
· To be an active participant and supporter of the Miami Athletic Community and to develop a youth and adult running club to promote a healthy lifestyle through exercise. Our goal is to have 150 running club members by the end of the 18th month of club operation.
· To achieve a 33% increase in sales year two and maintain a minimum annual increase of 15% thereafter.
1.2 Mission 
We are committed to providing essential and high quality sportswear to gather for the needs and the interests of the consumers. We are dedicated to providing comfortable sportswear at affordable prices. 
Vision 
Our vision as Kristoffersen Sportswear is to be a leading manufacturer of high-quality, durable comfortable and affordable sportswear and to deliver a great customer service so as to build a long-lasting and a healthy relationship with our customers.
2.0 Company Summary
Kristoffersen Sportswear is a Limited Liability Company. It is a sportswear manufacturer with retail stores (both online and physical) that specializes in designing and creating high quality, durable and price-friendly sportswear. The company employs various innovative ways to design, create, market and attract its potential consumers to purchase Kristoffersen Sportswear.
Potential Investors: 
the startup costs for Kristoffersen Sportswear will be raised by the members from their personal savings. However, the company will be looking for various private and government grants especially from organizations that supports local business start-ups in U.S.A. 
Product Description
Kristoffersen Sportswear LLC will manufacture and sell various sportswear such as Sportswear and accessories. The products will be made from local raw materials and will come in all sizes, styles, designs and fit. The company will offer sportswear for nearly every sport and activity.  All the products will be Kristoffersen Sportswear brand. 
The opening orders will be made at the company’s physical store in Miami as well as in the online store. 
Market Analysis 
Kristoffersen Sportswear LLC will be located in the Miami. The population in Miami consist of various sports people both professional and unprofessional. Also, in the Miami are several high schools, colleges and campus. Therefore, the local target market for Kristoffersen Sportswear LLC are the sportspersons, the students as well as the general public that fancies the sport attire.  The company is targeting both adults and children population in the area. Still, the company is seeking to capture market outside Miami as they will operate an online store. 

Market Segmentation
The Kristoffersen Sportswear LLC will target two main types of consumers: the Sports people and the Non-Sports people. These groups can be further subdivided in to various sections.
4.1.1 Sports people
· The “Sports people” engage actively in various sports and other sporting activities. It consist of both males and females. This category wants the latest sportswear regardless of other factors such as the brand or the price. 
These category can be further dived into:
· Professional/real sportsmen/women-these are the professional athletes. This group require sports apparel as part of their attire. They are likely to acquire latest sportswear and technology regardless of the prices and brand. In Miami there are various sports teams such as basketball teams. Therefore, this market segment is a significant one as various teams will look to acquire their apparel for training as well as for competitions. 
· The “non-participant sportspeople”. This category consist of people who actively participate in various sporting activities either for leisure, pride or to keep fit. They do not compete ate professional levels. This group include the ex-college or ex-high school athletes and the fitness training individuals or groups. They are likely to purchase the sportswear for their training or other sporting activities.
· The sports fans-this group include team supporters as well as fans for individual sport person. Fans especially the “die-hard” fans often purchase sportswear worn by their favorite teams or person. They usually purchase these product for show off or to show their support for a particular sport, team or individual. 
 4.1.2 Non-sports individuals
* Infants – whereas not a high volume, the primary try of shoes for many infants is associate degree athletic vogue. The primary try of Nikes or Pumas may be a really proud moment in a very young family’s development. Having the ability to properly live associate degreed work an infant’s foot is vital to developing a following during this market phase. Credibleness within the sales to the oldsters or older relative can verify if you receive to chance to serve the latest member of the family. There are a unit just about half-dozen, 000 kids below the age of 5 inside 3 miles of the projected location.
· * Kids – probably the foremost necessary phase apart from adult running. With just about twenty, 000 potential customers, this cluster should be a primary focus for any privately held corporation. Notwithstanding athletic level of participation or interest, just about each kid has a minimum of one try of athletic shoes. More often, kids have many, looking on their preference of sports or vogue. The importance of capturing this business is intense primarily based upon the intrinsically degeneration thanks to the expansion of their feet. There are a unit just about seventeen, 500 kids between five and twelve inside 3 miles of the projected location.
· * Teens – This accustomed be the foremost necessary phase in athletic active wear. The native young boy and lady had to possess the new archangel Jordan high-tops, at $100, each eight months. Today, that require has diminished, however teens still stay a vital part to a booming athletic shoe retail merchant. Whereas it's going to not be the “required” active wear in middle or high school, it remains a primary plus of each teen’s wardrobe. Thanks to their present concern for being modish, most Miami teens still need name whole, in-style athletic shoes in their stable of active wear. As well, each young desires a try for sensible use. Which will embody participant sports, education category, or just one thing to wear with jeans. Teens conjointly wear loads of sandals and athletic aqua/sandals, that area unit newer classes in athletic active wear stores. Not to mention their still-growing shoe size and concern for the most recent vogue, teens stay a vital focus. There are a unit just about ten, 500 teenagers inside 3 miles of the projected location.
· * Adults/Non Participant – whereas some adults ne'er participate in a very sport, most own a try of athletic shoes. The non-participant adult could also be the foremost troublesome phase to capture. The higher financial gain adult can still need name whole newer designs. The center and lower financial gain adults can look to the discount department shops and “discount shoe warehouse” ideas for sensible athletic active wear. This client is additionally less involved regarding client service and also the correct work, since they're not as exhausting on their athletic shoes and purchase less often.
· * Active Young Adult – Twenty to 24 years previous. This is often little phase, just about five, 500 people, however these people tend to be terribly active. Taking part in sports continues to be a group action for this primarily single cluster. Baseball, Basketball, Softball, Soccer, and Flag soccer leagues area unit popular this age.
· * Adults/Participant – Twenty-five years previous and on top of. This phase may be divided best by financial gain level.
· * A vigorous, higher financial gain participant can rummage around for quality, name-brand active wear primarily based upon the game that needs the acquisition. These adults area unit willing to pay the next worth for a replacement vogue or options they consider area unit necessary.
· * The active middle financial gain participant can once more rummage around for a high quality shoe at a competitive worth. This cluster might not need the latest vogue, however still needs sensible quality with basic options for the game they participate in.
4.2 Market Strategy
We will concentrate on 2 primary market segments:
· 1.  The “Active Family” – The Active Family are the main target of our non-running promoting effort. They furnish U.S.A. the most important target, most chance for multiple sales, and permit U.S.A. to achieve additional access into the community’s various leagues. A typical active family would be delineated as oldsters in their late 30’s and early 40’s with 2 kids. If the youngsters every play 2 sports, that may need a minimum of 2 try of shoes per annum, for each. If the oldsters are active that might quantity to a further 2 try per annum. With the necessity to buy six try of shoes per annum, we tend to expect this family to form shoe purchases anyplace from 3 to 6 times throughout the year. They’ll visit the shop a further 3 to fourfold for accessories or just to browse whereas within the center. As an example, there are a unit thirteen, 000 participants within the Miami Youth association football Program. All of them desires a replacement try of association football cleats once a year. Currently, they have to depart Miami to urge a decent choice of designs. This is often a volume client, however our goal is that the complete family comes on for the ride, and thru service and knowledgeable sales facilitate, a further sale is completed. This average sale are just about $40.
· 2.  The “Sports people/Weekend Warrior” – consecutive most significant segments are the participant runner. The typical sale for this client are between $70 and $90. This client should build a further purchase once visiting. Running socks, running attire, running accessories, or supplements ought to be value-added to the present price ticket. By capturing the Sports individuals, the less serious runner are interested in the shop to be able to go together with their additional serious counterpart.
· We anticipate that seventieth of our annual volume can come back from these 2 classifications. The balance are sport-specific consumers and non-family participants.
4.3 business Analysis
· The retail athletic active wear business has been blemished within the past 2 years due partly to the failure of many extremely visible giant store formats. Last, only for Feet filed Chapter eleven and is presently liquidating the complete company stock. Additionally, many giant general equipment retailers have either closed entirely or reduced the amount of stores within the chain. There are a unit variety of reasons for this dying, the shortage of demand for expensive basketball shoes being a primary reason.
· For the final equipment chains, the call basketball shoe sales still because the call quality of NBA/Logo vesture has taken its toll. The “superstore” conception within the sale of athletic shoes has established to be unsuccessful. You’ll sell as several shoes in a pair of, 000 sq. ft. as they were commercialism in fifteen, 000 sq. ft. Neither of these ideas provided competent client service within the purchase of a try of participant shoes. Too several designs inflicting broken size ranges and constant clearance sales educated the patron to not appear to shop for a replacement giving. Anyone trying {to find searching for} technical data once buying a try of trainers was merely unable to find it.
· Successful athletic shoe stores area unit giving quality client service and a powerful assortment of the new type of shoes. They have to conjointly supply shoes all told worth ranges, to assure that the complete family may be glad.
· Our aggressive sales and promoting approach, whereas slightly reducing the margin of profit, can leave anticipate vital will increase in volume (33% year two), to offset any reduction in internet profits.
· 4.3.1 Competition and shopping for Patterns
· When buying athletic active wear, customers would like a knowledgeable sales person to guide them to the correct product. By giving our exclusive Kristoffersen active wear LLC processed Scanner, still as extensively trained associates, referred to as work Technicians, we'll offer the foremost subtle service within the market.
· The competition inside Miami consists primarily of different active wear manufactures, brands and retailers like adidas, Nike, Fob and Fila. Our blessings, but are that we'll offer same quality product because the different competitions however in lower costs. The costs are low since we'll be producing them mistreatment regionally created raw materials and conjointly, giving discounts as we tend to ask for to penetrate the market. Also, most of the well-established brands sell their product at higher or exaggerated costs as they have already got a name. To boot, we tend to aim at providing glorious client services to draw in and maintain our customers.
· There are a unit 3 children’s specialty stores that carry child and children’s athletic active wear in Miami. One is well entrenched within the community and can be a troublesome challenger. Our advantage over these stores are our larger assortment, specialty sport shoes (which these stores don't carry, ex; association football and baseball cleats), and also the ability to serve the complete family’s athletic active wear desires. Our challenge are their ability to produce non-athletic shoes for the youth client.
· The other competition can come back from discount department shops (Wal-Mart, Kmart, Target), and discount “rack” shoe stores (Payless, Rack Room, notable Sportswear). These stores can serve the non-participant athletic shoe client, that isn't a primary client of ours. We’ll carry associate degree assortment of discontinued and clearance shoes, that ought to facilitate U.S.A. to be competitive with these stores.
[bookmark: _GoBack]Strategy and Implementation outline
· The Kristoffersen active wear uses a method of providing a service to the complete market. Whereas we'll concentrate on our 2 primary client segments (active families and runners), we provide a product that just about each shopper needs.
· We will produce an environment that's appealing to the “true sportsman/woman client.” The balance of consumers can come back as a result of they're going to see this because the “place” wherever athletes purchase their shoes.
· The store are merchandised in associate degree exciting, athletic atmosphere. Televisions can frequently play tapes of sporting events and live sports broadcasts. There’ll be posters highlight the highest athletes and their athletic shoe decisions. There’ll even be an area to choose up data regarding forthcoming races, events, and seminars. Eventually, race sign-ups can occur within the store still as shows from shoe makers, product representatives, nutritionists, trainers, coaches, runners and hopefully, skilled athletes.
· Strategic Assumptions:
· 1. Each resident in Miami may be a potential client.
· 2.  This location and co-tenancy offers U.S.A. a chance to draw customers from outside Miami.
· 3.  By promoting to our 2 target segments, we'll expose ourselves to extra new customers.
· 4. We'll sharply pursue the community sports programs through sponsorships.
· 5. We'll build a running club/program that caters to the “average” runner, versus the opposite clubs that cater to an additional serious competitive runner.
5.1 Competitive Edge
· Initially, our competitive edge are going to be the popularity of The Kristoffersen garb as a national chain. There’s a way of comfort shopping for from an outsized chain. Our complete assortment and sophisticated style also will straight off attractiveness to customers.
· Once established, our superior client service can set United States excluding the competition. The foot scanner, that is proprietary to The Kristoffersen garb, is associate degree exciting development in quality athletic footwear service. This computerized scanner can really prepare a “Footprint,” that determines the pressure points, balance, and carrying characteristics of your foot. The conversion rate to sales from customer’s exploitation this Footprint service is seventieth.
· The other edge we would like to develop within the future is to be the “meeting place” for Miami runners. This can be accomplished through our planned running club, sponsored races, sponsored fun runs, last health awards programs, youngsters and adult running clinics, and footwear seminars. Additionally, we are going to be stocking a full assortment of running supplements, association fluids, macromolecule bars, and different things that will be required on a brief notice basis. We’ve even pictured a system wherever native runners will set up a rest/drink break within the store once running the native ways. They will stop sure association fluids or macromolecule bars while not having to hold cash.
· We have spoken with the Director of the Parks & Recreation Department for the town of Miami. He has indicated that he would contemplate a program wherever The Kristoffersen garb offers participants a tenth discount on all shoe purchases from the shop. The client would receive five-hitter and therefore the league would receive five-hitter. During this manner, the league would support and promote the chance by together with a flyer/coupon within the sign-up package for every participant.
5.2 Sales Strategy
· All potential sales are going to be attended to in a very timely fashion. Whereas there'll be a bonus program, semi permanent employee relationships can take precedence over sales closures. Our goal is that fifty of our customers come back inside six months. We are going to market on to the client through mailings, phone calls, league displays, and Internet/email contact.
· Sales associates are going to be trained to “turn-over” a client WHO includes an additional specialized would like, if they can't absolutely service the necessity.
· Special orders are going to be inspired as a technique to satisfy a specialized would like. We are going to enforce as liberal a comeback policy as potential. As a result of our affiliation with the 700-store Kristoffersen garb chain, we are able to demand a better level of service from vendors with reference to returns and special orders.
· 5.2.1 Forecasts
· The following table below shows the forecasted sales for The Kristoffersen garb for the year 2021.
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Management outline 
· The business will require three human resources as follows:
i. To handle labor policies according to government procedures.
ii. To handle employees’ rules and regulations according to the company.
iii. To make sure employees' documents are secured.
Financial set up 
· Sales growth are going to be aggressive the primary eighteen months as we tend to sharpen our merchandise assortment, size scales, and stock levels to higher meet our customer’s needs. We tend to anticipate a sales increase of thirty third throughout our second year of operation.
· Marketing can still average third-dimensional of total sales.
· We will invest residual profits into reducing debt and therefore the lost financial gain from giant money holdings.
· Company growth, whereas not a necessity, are going to be associate degree possibility if sales projections area unit met and/or exceeded.
7.1 Assumptions
· 1.  The Kristoffersen garb can grant a restriction against competitive stores inside four miles of this location, aside from the present store in Coral sq. Mall.
· 2.  The Kristoffersen garb can continue its program of promoting higher trainers on a national level.
· 3.  The area selected for this store would force negligible demolition and no changes to the restrooms, electrical, plumbing, or front to open The Kristoffersen garb.
· 4.  Bed, bathtub & on the far side, recent Market and Blockbuster, that have all confirmed that these area unit sturdy locations, can stay within the center for a minimum of the primary 3 years of our operation.
· 5. We are going to be able to become a full of life sponsor of community sports inside the town of Miami.
· 6. We tend to anticipate that we are going to be able to complete needed finance, lease documents, franchise documents and area build out to permit for a Gregorian calendar month 2000 gap. If not, we might possibly open in October, to be ready for the vacation season.
7.2 Break-even Analysis
 A Break-even Analysis table has been completed on the premise of average costs/prices. With mounted prices, per average sale and average variable prices, we want monthly sales, as shown below, to interrupt even.


	Break-even Analysis

	
	

	Monthly Revenue Break-even
	$30,604

	
	

	Assumptions:
	

	Average Percent Variable Cost
	55%

	Estimated Monthly Fixed Cost
	$13,772
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Revenue

Sales $720,000.00

Others $240,000.00

Total Sales $960,000.00

Direct Cost

Production cost $320,000.00

Gross Profit $640,000.00

Expenses

Administration cost $125,000.00

 Selling cost $112,000.00

Distribution cost. $100,000.00

Finance Costs $87,000.00

Others $5,000.00

Total Expenses $429,000.00

Net Profit $211,000.00

Kristoffersen Sportswear 

 Projected Income Statement  for the year 2021


