	Instructions



This document gives required information and instructions for the BYU Opportunity Quest contest.  This is a business plan executive summary competition, and prizes total $3,500 so please read this carefully!

You need to email a PDF version of your executive summary to bpc.byu@gmail.com no later than 2:00pm on Friday, January 27, 2012!  Because judging will start immediately, this deadline will be strictly enforced.  If you can’t make it on Friday, finish early and send it in on Thursday or take other precautions to make sure you aren’t late.  In addition to the sections outlined below, you must complete and include the cover sheet below – a separate cover sheet must be included with each submission.

There is no minimum length for your executive summary, but it can’t be more than seven (7) written pages.  Even though there is no minimum length, you need to cover the sections listed below with sufficient thought and detail to show that you are genuinely pursuing your business idea.  For example, when talking about competitors in the Market section, a line like “there really aren’t any competitors in this space” will ensure you a losing plan.  Do some research, and find out who’s out there.  If no one is doing exactly the same thing, find two or three of the most similar and highlight how you compare against them.

The financial section is a requirement.  You have the option of including up to four (4) pages of financial statement appendices beyond the maximum of seven written pages of appendices.  At a minimum, you must include first year monthly projections and a three-to-five year annual financial projection.  This document contains sample tables that you could fill out to meet the minimum requirement for your financials, but you may also want to use your own tables from Excel, from previous plans, from classes, etc.  You must list the assumptions that your numbers depend on (i.e. we think we can buy parts for x, we think we can sell for y, we think this many people will buy, etc.).  At BYU we do not stress financial projections or their validity – but we absolutely focus on validating assumptions and proving market pain points.  So the financial tables are a requirement, but the more important part is that your assumptions should be well thought out, and you should identify ways in which you can test these assumptions.

Depending on how far along your idea is already, you may be able to mostly copy-and-paste a lot of the content for this summary.  If you idea is brand new, this contest is a great place to start – and there’s good prize money on the line for it as well.  The prizes are as follows:  1st place - $2,000 cash, 2nd place - $1,000 cash, and 3rd place - $500 cash.  In addition, the 1st place winner gets an automatic entry into the Utah Entrepreneur Challenge (UEC) semi-finals.  Even if you don’t win 1st place, all valid and completed plans are eligible for entry into the UEC – and we at BYU will help you enter.  Good luck!

	Cover sheet





Company or Plan Name:  __________________________________________

Date:  __________________________


	Team

	
	Name
	Email
	Phone
	Fall ’11 Credit hours
	Winter ’12 Credit hours

	Primary contact:

	
	
	
	
	

	Teammate 1:

	
	
	
	
	

	Teammate 2:

	
	
	
	
	

	Teammate 3:

	
	
	
	
	

	Teammate 4:

	
	
	
	
	

	Teammate 5:

	
	
	
	
	

	Teammate 6:

	
	
	
	
	

	Teammate 7:

	
	
	
	
	




Is this a new plan?  If not, how old is your plan or company?  _______________

Did you have any revenue prior to July 1, 2011? How much?  _______________

Have you received any formal investment funding?  When?    _______________



	Executive Summary Sections



The executive summary needs to be in 12-point font with 1-inch margins.

Company Overview

The company overview should briefly describe:

· Product or service the business will provide
· Market need (pain point) 
· Target customers 
· General business strategy (how the company will sell the product or service and make a profit)

Market Description

The market description should briefly describe:

· The market need that the product or service solves 
· The target customer 
· Market size 
· Market growth rates and drivers
· Barriers to entry 
· Competitors (other companies and their strengths and weaknesses) 
· Competitive advantage(s)

Product or Service

The product or service section should include: 

· Description of the product or service
· Stage of development that the product is in 
· Competitive advantages and market differentiation 
· Price and costs 
· Intellectual property (if any) or other protection required

Sales and Marketing Strategy

The sales and marketing strategy section should very specifically describe:

· Distribution channels (online, personal sales force, brick and mortar store, resellers)
· Customer acquisition strategy 
· Marketing strategy and plans 
· Key partners or other relationships

Student Involvement

Throughout the document, it should be clear that the student(s) on the team is primarily responsible for:

· Development of the product or service 
· Market research 
· Business strategy and plan

Additionally, in this section:

· Describe how the student(s) has and will be involved in these aspects while writing the business plan

Management Team

Describe current team member roles and discuss future personnel needs.

Finances

Include the following in the finances section:

· Describe the funding acquired to date, capital requirements, and how the company will acquire funding for its launch
· A twelve-month and a three-to-five-year pro forma income statement with the assumptions associated listed



Sample Financial Tables – Use your own data!  And don’t call them “Sample” tables when you turn this in!  This section is to help you if you’re new to this…it’s not an indication of ideal financial statements at all.  These are very simple tables for example.  Filling them out with your own info will satisfy the minimum requirements, but these tables do not account for things like depreciation and amortization, interest, debt, etc.  If you have more sophisticated models or projections, then use your own by all means.

Basic Five-year Pro Forma
	
	2012
	2013
	2014
	2015
	2016

	Sales
	example:  5
	etc…
	
	
	

	COGS*
	
	
	
	
	

	     part 1
	1
	
	
	
	

	     piece D
	1
	
	
	
	

	     etc.
	1
	
	
	
	

	Gross Profit
	  see?  2
	
	
	
	

	

	R&D**
	.1
	
	
	
	

	Marketing
	.5
	
	
	
	

	SG&A***
	.3
	
	
	
	

	     your salary
	
	
	
	
	

	     salary 2
	
	
	
	
	

	     phones
	
	
	
	
	

	     rent
	
	
	
	
	

	     utilities
	
	
	
	
	

	     etc.
	
	
	
	
	

	Other
	.1
	
	
	
	

	Pre-tax profit
	1
	
	
	
	

	

	Taxes
	.4
	
	
	
	

	Net Income
	.6
	
	
	
	

	Total:
	.6
	
	
	
	



*COGS stand for Cost of Goods Sold.  This is how much the products you are selling cost you to supply.  The difference between Sales and COGS will be your gross profit margin.  You may want to add or remove lines from this section to break down your costs into product components.

**R&D stand for Research and Development.  This is how much you plan to spend refining your product, researching your technology, etc.

***SG&A stand for Sales, General and Administrative.  This includes your office costs, your salary, your general staff salaries, and other administrative costs.  You’ll need to add/ remove lines from this section to show your unique costs.

Pre-tax profit is what you have left after subtracting all your costs from your Gross Profit.  See the above simple numbers as an example.

A conservative tax assumption is 40%.  In other words, take 40% of your pre-tax profit and assume you’ll pay that much in taxes.

Net Income is the money your company retains after paying all expenses and taxes.  If you’d like, you can keep a running total of this number in the Total row.  For example, in year one this example shows .6 in Net Income for 2012.  Maybe in 2013 you’d have .4 in Net Income.  So the Total for 2013 could be 1.

Do not be afraid to have negative numbers in Net Income and/or Total for a few years!  In fact, if you don’t have negative numbers, then you really don’t need any investment, do you?  Keep a running total of how much money you’re losing, because this is an indication of how much money you need to raise in investment cash.  As you may remember, this is one of the bullet points (that’s the main idea of what is meant by “capital requirements”) in the Financial section of your written executive summary.

Basic 12-month Pro Forma (this is the same info as above except this is each month for the first year – change it up or format it for your unique plan)
	
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec
	Jan
	Feb

	Sales
	
	
	
	
	
	
	
	
	
	
	
	

	COGS*
	
	
	
	
	
	
	
	
	
	
	
	

	     part 1
	
	
	
	
	
	
	
	
	
	
	
	

	     piece D
	
	
	
	
	
	
	
	
	
	
	
	

	     etc.
	
	
	
	
	
	
	
	
	
	
	
	

	Gross Profit
	
	
	
	
	
	
	
	
	
	
	
	

	

	R&D**
	
	
	
	
	
	
	
	
	
	
	
	

	Marketing
	
	
	
	
	
	
	
	
	
	
	
	

	SG&A***
	
	
	
	
	
	
	
	
	
	
	
	

	     your salary
	
	
	
	
	
	
	
	
	
	
	
	

	     salary 2
	
	
	
	
	
	
	
	
	
	
	
	

	     phones
	
	
	
	
	
	
	
	
	
	
	
	

	     rent
	
	
	
	
	
	
	
	
	
	
	
	

	     utilities
	
	
	
	
	
	
	
	
	
	
	
	

	     etc.
	
	
	
	
	
	
	
	
	
	
	
	

	Other
	
	
	
	
	
	
	
	
	
	
	
	

	Pre-tax profit
	
	
	
	
	
	
	
	
	
	
	
	

	

	Taxes
	
	
	
	
	
	
	
	
	
	
	
	

	Net Income
	
	
	
	
	
	
	
	
	
	
	
	

	Total:
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