Technology Business Plan


Executive Summary 

_________________________________________________________________________________________

This executive summary section should be written in letterform and addressed to the reader. You might consider having the recipient sign a nondisclosure statement in which the reader agrees to refrain from revealing the plan’s contents or ideas to anyone else

June 12, 2006

PASA Company

Dear Mr. Abrahams:

1. Venture description: Under what type of business does the technology fall and what is the current stage of development? What are the unique features of the technology, and what proprietary rights does the corporate venture have? In part one of the executive summary, describe the technology-based venture. Will it be a new venture or a corporate venture project?  Current stage of development may be start-up, initial operations, expansion, rapid growth, or stable operations. Indicate what is unique about the technology, including patents, licenses, royalties, distribution rights, franchise agreements, etc.

This company was founded in 2006 because some students from Baylor University wanted to find a way to better manage their online resources such as professor’s notes and handouts and manage these resources with a more user-friendly, centrally located software interface.  This company is not yet up and running so there is no marketing history to date.

2. Venture organization: What form of organization will the new venture operate under, and why? Who will be the key management personnel, and what skills do they need? Who will be the key support groups for the management team? In part two of the executive summary, describe how the  venture is organized. Forms of organization include joint venture, strategic alliance, separate corporation (S, C, or LLC). Include name, title, and brief qualifications of management (complete resumes should be put in the appendix). Identify  new employees. Key support groups for the management team may include accounting, legal, marketing, R&D, and human resources departments, and the advisory board.

SyncraSource is a start-up venture in the computer software industry (SIC code 5045), specializing in developing software solutions that promote better information sharing between faculty and students.  SyncraSource’s newest product, SyncraSpace, bridges the information gaps that can occur when universities use separate network drives in addition to Blackboard.  By providing a website that indexes universities’ network drives and Blackboard or similar services, students and faculty will have a universal, searchable source of information to work with.  SyncraSource will license the software to individual universities, allowing them use of the product.  Two sources to obtain the software will be provided by SyncraSource; those being file transfer protocol (FTP) and mail order CD for an additional fee.

3. Venture corporate fit: What are the corporate goals for the next five years and how does this corporate venture or project fit these goals? Describe the corporate goals for the next five years. List in bullet form. Explain how the new technology will help the corporation reach these goals. If it does not fit established corporate goals, explain how marketing the new technology will benefit the parent corporation.

SyncraSource is a C Corporation due to the limited assets of the founders and also due to the tax benefits of C Corporations.  Another benefit is the ability to raise capital (borrow money).  Chief Executive Officer: Daniel Ellis; Chief Financial Officer: Jonathan Walker; Director of Marketing: Missy Walpole; Director of Research and Development: Chase Crouch; Director of Product and Service: Carl Mehner.  Later on we plan to elect a board of directors that fits our company’s profile for potential investors.  Our board of advisors consists of: Lonnie Abrahams, Dr. Les Palich, and Dr. Greg Speegle.
4. Venture market: What is the market like in terms of the industry, the customer, customer needs, product benefits, the corporate venture’s target markets, and the market-penetration plan. Who are the major competitors, and what are their strengths and weaknesses? In part four of the executive summary, give the reader an overview of the marketing plan. Provide a specific description of the market and the potential customers. Identify the direct competition. Be sure to use specific facts and figures from your market research. 

SyncraSource will be competing primarily in the computer software industry and other computer segments associated with services on the Internet. Currently, software is predominantly distributed through retail stores and has a quarterly revenue growth of 13.2%. The software industry is expected to completely move away from tangible software in the future and is currently moving more towards on-demand software delivery through the Internet due to the move towards the open source movement due to the growth of Linux, Apache, and MySQL, but the open source environment is still relatively small. Overall investment in on-demand software accounted for 1.5% of total US revenues in 2005 and is expected to rise 3.8% by 2009. SyncraSource will take advantage of the expected growth of on-demand software delivery through the Internet to reach its target market: IT departments at the 145 colleges in Texas and more than 1,152 high school boards in Texas. SyncraSource will spend $20,000 on initial marketing costs to attract its target market. Some marketing techniques will include attending trade shows, displaying internet ads, attending school board meetings, printing brochures, personal selling to IT departments, magazine ads in school publications, and offering promotions for signing a contract. Due to the high initial development and marketing costs, SyncraSource will use price skimming for the first six months when SyncraSpace is first introduced at a price of around $75,000 per license sold. SyncraSource’s major competitors include ECLG, Jenzabar Inc., Blackboard Inc., and file servers set up by the school’s IT personnel. ECLG allows interaction among students, contains outlines for assignments and discussion notes, and has established credibility; however, it only markets to schools in the U.S. and Canada and is primarily for students taking Internet classes. Moreover, Jenzabar has strong credibility and customer loyalty; however, it is expensive software that does not market to high schools. Furthermore, Blackboard Inc.’s major advantages are that it provides access to class notes, slides, grades, and email.  On the other hand, it only allow the student to view his/her registered classes and is not synchronized with the school’s other servers. Lastly, file servers set up by the IT personnel allow complete access to professors’ data and notes, but it is difficult to access the server and difficult to use. SyncraSpace will solve the weaknesses of its competitors by providing security, centralizing information, providing an easy to use software that can be used across the globe, improving efficiency while utilizing existing programs or acting as the sole management program, having instant distribution through the internet, and having the ability to import set-up data in large groups rather than one at a time. SyncraSpace’s main weaknesses include lack of credibility, the issue of compatibility with existing systems, and the idea that it’s an “add-on” product. 
5. Venture operations: How much money does the corporate venture or project need for product development, marketing, and operations. How long will it take it to reach break-even? In part five of the executive summary, explain the operations of the corporate venture or project in terms of how much cash is required to operate the business. Highlight how much cash is needed to get the technology to market and how it will be spent. Explain how long it will take this technology to turn a profit. Calculate the break-even as the point where the level of sales revenue equals total costs incurred.

For product development our company will require 3 workers to work _ hours at $_ an hour.  For marketing we will need $20,000.  In order to operate the business we will need $250 per month for office space, $60 per month for Internet, and $10/hour worked for tech support.  In order to grow the business we will require and additional $22,500 for marketing so that we may branch out to other schools across the nation and the world. 

6. Venture financing: What kind of financing will be required? In part six of the executive summary, clearly explain the financing needs. Identify the sources from which cash will be obtained. List how much money the corporation will invest, how much investment capital will be raised, and how much in loans will be required to operate the business.

The company will need a range of initial investors, including small business bank loans and the private investments notes in the form of warrants to gather enough funds for initial startup costs. The bank loan will be researched heavily in order to find the lowest rate; initial bank funding is predicted to be $25,000. Private investors, including employees, would be solicited to provide funds with an interest rate of 10%, providing $100,000 in all. This money will be repaid to the investors once the company gains profitability. The bank loan will be handled like other bank loans, being repaid monthly over the course of several years; dependent on the terms of the loan agreement. No money has been invested in the company to date; the business is still in the planning stages. 
Respectfully submitted,

Daniel Ellis
CEO, SyncraSource
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