Executive Summary

Dear Sir/Madam, 
The items discussed in this chapter will give you an introduction to I-Cam and the product/service we are offering.
1.1 Venture history

I-Cam is a company started for the 2005 FastTrac Program. This program was offered in July 2005 by Baylor University. The general assignment of this program was to set up a business that worked with internet technology. The idea of I-Cam originated in a brainstorm session of the project team that was appointed for this FastTrac program.
1.2 Venture description
I-Cam provides its customers with software and services to facilitate video surveillance over the internet and/or mobile connections. The images for the surveillance can be captured by any type of webcam.
Unique features of the I-Cam technology are the following:

· Monitoring and surveillance, independent of camera equipment or target platform. The only restriction is that the software can run on the platform.

· Online storage of images, essentially offering off-site storage of surveillance footage, which is ideal for security purposes because the footage is not on-site and therefore unreachable for anyone trying to destroy evidence.

· Motion detection coupled to warning messages.
· Viewing surveillance footage with a mobile phone, this allows user to check the security of their store from almost everywhere.
Although most of the technology necessary for this product already exists, these parts need to be redesigned in order to fit together in our product. Therefore our current stage of development is start-up. 

1.3 Venture organization
I-Cam consists of four members, who will also form the management team for the venture: J. Heijman (Chief Executive Officer), P. Meij (Chief Financial Officer), D. Moors (Chief Marketing Officer) and R. Thys (Chief Technology & Production Officer).
These members are all computer science students of Maastricht University in the Netherlands and the University Hasselt, Belgium. As a result of this, the four members have all required technical knowledge. Because they are no experts in accounting and legal issues, external people will be contacted in order to make sure these parts of the business are executed correctly.
The company will be organized as a Private Limited Company. This is done because the expected value of assets will be more than € 200.000. Each member will own 17% of the shares which leaves 32% of the shares available to attract venture capital.
When the company is started another employee will be hired who will provide the on-site installation of our product.
1.4 Venture market
The initial target market is small to medium sized businesses. For a full overview of this market we refer to the marketing plan (chapter 4), more specifically, sections 4.1 – 4.4 deal with the different aspects of the target market and the competition. There are numerous related markets that can be target once the original product group is established. Examples of these markets are day care, consumer market, festivals etc. A more detailed description of these related products can be found in section 3.11.
1.5 Venture operations

Sales revenue for I-Cam is divided up into two parts: 

· Revenue from products: the billing price for the purchased webcams.

· Revenue from service fees: subscription fees for online, off-site storage, as well as any additional fees for extra storage space. 
The revenue from products is billed directly after the product is sent, or installed on-site. The revenue from service fees is billed directly after every quarter the service is provided to the client. Annual sales are estimated at € 297,105, € 864,525 and € 1,183,212 for the first three years.

The costs of goods sold are proportional to the revenue from hardware purchase. The other sales revenue is not directly reflected in extra costs. Any additional storage space needed as a result of sales will be reflected by increased expenses: extra monthly fees to rent additional managed dedicated (storage) servers from a third party. 
Annual costs of goods sold are estimated at € 70,035, € 94,395 and € 73,080 for the first three years.
To ensure realization of the expected sales in this highly competitive sector, several forms of advertising will have to be used, with the most emphasis (in terms of money) on television advertising, because of the unmatched impact television can have. 
At start-up only the Dutch market is targeted by television. After the first two quarters, the Belgian market will be targeted as well. Annual marketing expenses are estimated at €182,450, €240,000, and €240,000 for the first three years. 
1.6 Venture financing

Estimated capital for start-up will come down to €150,000 ($182,038.20). This amount will be needed to see the company through its first year. After this period I-Cam has enough sales to cover all new expenses.
The largest start-up expense is marketing because I-Cam is operating in an environment with some large players and no real trade secrets or patents.
The total amount of €150,000 is to accommodate for costs and expenses in the first year, because I-Cam will not break-even until the beginning of year 2. After that, no additional capital is needed, since the business will be able to finance itself. 
The entrepreneurs will each invest €10,000 into I-Cam, leaving an amount of €110,000 to be invested by venture capitalist(s).
If you have any questions left after reading this business plan, please feel free to contact us at ICam.info@gmail.com. We will be more than glad to answer your questions.

Yours sincerely,
J. Heijman, Chief Executive Officer























































































