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SECTION 1. EXECUTIVE SUMMARY

1.1
EXECUTIVE SUMMARY

1.1 EXECUTIVE SUMMARY

An executive summary is done last and should include these sections within it:
· Your significant products and/or services 

· What makes the business unique or distinctive 

· The market analysis 

· An overview of the management team 

· Your company's strategies for future success 

· The current competition in the market 

· Requested funds and plans for their use (if applicable)
· Summary of your past financial operations and future financial projections 

SECTION 2: KEY COMPETENCIES
2.1 THE COMPANY
2.2 OBJECTIVES
2.3 MISSION

2.4 KEYS TO SUCCESS
2.5 FUTURE GOALS
2.1 THE COMPANY
"YOUR BUSINESS NAME" is a business that is scheduled to begin operations in October 2007. The business will provide all types of carpentry, renovations and painting to homes and buildings. The market area will be (TOWN) and the immediate surrounding areas, which includes the towns of (TOWN), (TOWN)  and (TOWN). “YOUR BUSINESS NAME” will be a sole-proprietorship, owned by Mr. (YOUR NAME) and has no intentions to hire any employees until second year of operations, when jobs get overwhelming for just one laborer. 
2.2 OBJECTIVES
“YOUR BUSINESS NAME” plans to:

· Legally register business name by September 31st, 2007

· Register for all other business requirements by September 31st, 2007. (i.e. GST/PST Numbers)

· Significantly expand into the residential carpentry market to improve profit margins and 


increase local market share.

· Offer our customers a superior service at a reasonable price, while being one of very few Red


Seal Certified Journeymen.

2.3 MISSION
“YOUR BUSINESS NAME” aims to provide high quality craftsmanship in the residential carpentry industry at a very competitive cost. It is the goal of the company to achieve a greater reputation for quality and on-time delivery than the current competitors in the Westman region. 
2.4 KEYS TO SUCCESS

“YOUR BUSINESS NAME’s” keys to success are comprised of the following factors:

· Many long-term relationships already established in the core business area.


· Owner, (YOUR NAME) is one of very few Red Seal Certified Journeymen.

· Retaining high-quality, on-site management.


· Ensuring estimates on price and completion dates are as accurate as possible.

2.5 FUTURE GOALS
“YOUR BUSINESS NAME’s” future goals are:
· To become the number one carpentry business specializing in installations by 2013. 

· To hire five appendices within three years of operations.
· To increase sales incrementally by at least 10% for the following four years.

SECTION 3. MARKET RESEARCH

3.1 MARKET RESEARCH

3.2 THE INDUSTRY

3.3 TARGET MARKET

3.1 MARKET RESEARCH

“(YOUR BUSINESS NAME)" will be targeting the (TOWN) area and immediate surrounding areas for his services. This area includes (TOWN), (TOWN), (TOWN) and the surrounding areas. If the situation arises ((YOUR NAME)) will travel to other locations to complete jobs. ((YOUR NAME)) has lived in this area for his whole life and is targeting this area because he feels that it is very promising for his type of business. Also ((YOUR NAME)) has numerous contacts in this area that he can call on for assistance and could be possible customers. ((YOUR NAME)) has contacted residents in this area and they have already stated that they are interested in using his services.  

In order to determine viability of the proposed business, Mr. ((YOUR NAME)) contacted various contractors, potential customers, and suppliers.  The response to the need for a business such as this one, proved to be very positive.  Market research has indicated the following:

· Larger contracting firms are not interested in doing smaller home renovations, especially the immediate rural areas

· There are potential customers waiting for someone qualified to do work for them; these people, in some cases, have been waiting for quite some time because they have not found any workers willing to do their jobs or whom have the time to do these jobs
· Many people have not been satisfied with the service provided to them by previous workers

· Local hardware stores are very willing to provide assistance to this proposed business in terms of supplies and prices

· Many rural customers would like to support a local business rather than using one from a larger city

· There is minimal major competitors in the area

· ((YOUR NAME))’s pricing is consistent with the local competitors and this will allow him easy entry into the marketplace 

3.2 THE INDUSTRY
According to the Canada Census, there are 560 new single family homes being built in Southwestern Manitoba. Each house is averaging at $186,900 in 2004. 

The Canada Census also states that almost $5 million is spent annually on household improvements. 

With a greater demand for high-end home construction, coupled with increasing difficulty of attracting and retaining skilled workers, “YOUR BUSINESS HERE” plans to work with Assiniboine Community College to hire apprentices providing a contract for apprentices to work for “YOUR BUSINESS HERE” for at least 12 months. 

Market growth of 2.4% is based on the actual growth rate in building permits in Brandon and area experienced in years 2003/04 as tabulated by the Canada Census.
3.3 TARGET MARKET 


If you intend on selling a service only in your town, you’re not selling that service to everyone who lives there. You need to know exactly what the people who might be interested in buying your product or service. 

You need to make some projections about your target market, in terms of how much of your product/service they might buy and how they might be affected by trends. Here are some questions you need to ask yourself on your target market: 

How old are they?
What gender are they?

Where do they live?

What is their family structure? (ex: # of kids? Two working parents?)

What is their income? What do they do for a living?

What is the size of your target market compared to the size of the city/town you are targeting?

How often will your customer need your product/service? Will you have repeat customers?
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4.1 LOCATION

The business will be set up as a home based operation located out of (TOWN),(PROVINCE).  As the business is mainly doing work on-site, the location is of little importance to the overall success of the business.

4.2 ADVERTISING

The business will implement the following types of advertising:

· Personal networking with potential clients - commercial and residential

· Local newspaper advertising

· Flyers and newsletters

· Networking with other contractors and suppliers

· Business cards

· Advertising with decals on the work vehicles

4.3 COMPETITION

In the areas that the business will be targeting, the main competition will come from other smaller local carpentry businesses. These businesses have the advantage of being more established with a better-known name. However, “(YOUR BUSINESS NAME)” will build a competitive advantage by specializing in smaller jobs and providing excellent customer service. In addition, the business will charge a more reasonable price than the larger competitors even though the quality and satisfaction of the work will be very high. ((YOUR NAME)) has the experience to do most jobs, and will not take on a job that he is not sure that he can do. Based on research conducted for the business, there appears to be an ample supply of work available for all competitors.  

There are a few smaller local guys that will be in competition with “(YOUR BUSINESS NAME)”, these are:

· (COMPETITOR)
· (COMPETITOR)

· (COMPETITOR)

· (COMPETITOR)

These four businesses have a number of years completing work in their field and are well-established businesses in the area with a large customer base. Although they are well known they do not have staff who are Red Seal Certified professionals as Mr. ((YOUR NAME)) is. With this certification comes a well respected guarantee that the work done will be of professional scale. The timing is perfect for “(YOUR BUSINESS NAME)” as there are no major direct competitors that are close to his region and (COMPETITOR) is currently a very small business only taking on jobs as they come. The other 3 business located in (TOWN) are currently busy working in that area and some are even booked until the beginning of 2008. “(YOUR BUSINESS NAME)” is also diversified business that can offer a complimentary range of services. The advantage of this for ((YOUR NAME)) is that if someone is looking to renovate their home they can look to “(YOUR BUSINESS NAME)” to complete a large number of tasks for their renovation, instead of hiring numerous contractors to complete just one job. This will provide ((YOUR NAME))’s customer with a convenient and practical solution for home renovation and maintenance. 

There is ample room for all of these businesses to exist in the same market. The construction industry in the area has been very large over past years and there seems to be no slowing down in the very near future. Through competitive pricing and guaranteed workmanship, Mr. ((YOUR NAME)) is confident that he can secure a profitable segment of the market area.

4.4 PRICING

An analysis of competitor pricing has been used to determine company pricing. As Mr. ((YOUR NAME)) has his Red Seal Certification he will be able to charge a little more than the average labour rate. However, as the business is just starting out, Mr. ((YOUR NAME)) would like to charge a competitive rate so he can get his businesses name out in the public. The labour rate ((YOUR NAME)) has based his projections on is $35/hour/man.  

SECTION 5. OPERATIONS

5.1 GENERAL
5.2 EQUIPMENT

5.3
SUPPLIES

5.4
STAFFING

5.1 GENERAL
“YOUR BUSINESS NAME” plans to work 10 hour days, 5 days a week- Monday through Friday. With that being said, some hours may be shorter or longer depending on a number of variables including vacation, sick time, and weather conditions. I do not plan to have any inventory as I will by supplies and hardware on an as needed basis and will be an added cost to the customer. 
5.2 EQUIPMENT

Mr. ((YOUR NAME)) currently possesses some of the tools and equipment required to start the operation of the business. He also has access to a variety of other tools through a close contact of his. He does feel that he needs some more tools to complete the jobs more efficiently and with a higher quality. For start-up ((YOUR NAME)) has stated that he needs tools and equipment worth around $3500. As the business generates cash flow, the owner will be making large capital purchases of tools and equipment that will enable him to perform a wider range of work. 

5.3 SUPPLIES

All supplies for the business will be obtained through local suppliers and direct through wholesalers.  Initial contact with these suppliers in regards to setting up credit terms has been positive. The suppliers used are Home Hardware for lumber and Home Depot for hardware. 
5.4 STAFFING

In the initial stages of the business ((YOUR NAME)) would like to hire one person to assist in the everyday operations of the business. Mr. ((YOUR NAME)) will hire additional support when the need arises. In addition, administrative and management assistance will be available from Community Futures Westman.
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B3.
MONTHLY PROJECTIONS - YEAR #1

· Profit/Loss Statement

· Cash Flow Statement




B4.
MONTHLY PROJECTIONS - YEAR #2

· Profit/Loss Statement

· Cash Flow Statement




B5.
ANNUAL PROJECTIONS - 2 YEARS

· Balance Sheet

· Profit/Loss Statement

· Cash Flow Statement

B.1 NOTICE TO READER

RE:
((YOUR NAME))

S.I.N. (YOUR SIN)
We have compiled the accompanying financial projections of the business consisting of income statements for Years #1 and Year #2 and cash flow projections for the corresponding years from information supplied to us by ((YOUR NAME)). In order to compile these financial projections, we made a review consisting primarily of inquiry, comparison and discussion of such information.

We do not express an opinion as to whether the results for the forecast period will approximate those projected because these financial projections are based on assumptions made by management regarding anticipated future events which, by their nature, are not susceptible to substantiation.

COMMUNITY FUTURES WESTMAN


B.2 NOTES TO FINANCIAL PROJECTIONS

1) Gross revenue projections have been determined by management and are based on a conservative estimate of the available market.  Analysis of potential work available and comparable businesses has also been conducted to determine pricing and overall viability.  

Gross revenue projections were calculated using a rate of $35 per hour/ per man.
2) Self Employment earnings have not been included with Year #1 revenue projections.

3) Operating expenses have been determined by management and are based on actual and estimated amounts.

4) Employee wages have been calculated using a wage of $12.00/hour.
5) There have been no calculations made for Cost of Sales/Inventory. Many customers will be purchasing the building materials and supplies themselves, resulting in no cash outlay for the owner. If the owner does have to purchase building material and supplies, he will be reimbursed immediately by the customer and will not be making a profit on the purchase of such items.
6) There have been funds allocated in each year for the purchase of capital tools and equipment, in addition to a monthly allowance for the purchase of small tools.

SECTION 7. EXECUTIVE INFORMATION

7.1   
PERSONAL RESUME

7.2
STATEMENTS OF PERSONAL FINANCIAL AFFAIRS

SECTION 8. APPENDICES

8.1 LIST OF REQUIRED / OWNED TOOLS & EQUIPMENT
