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1. Executive Summary

Blaze is a start up business, scheduled to commencing trading in September 2009 as a limited company, jointly owned by___________.   It is located in _______________. The business aims to supply firewood and turf in a radius of 20 miles from its location at a competitive price.   This is the principal aim of the business but the business will also diversify into making and selling garden furniture and accessories such as window boxes and bird feeders to tide the business over the summer months when sales of fuel products will be low.

The business will provide the following:
    • Turf and firewood for home fires.   It will be delivered privately or through local shops.
    • Garden furniture – made to order or else from garden centers or ordered directly from us.
    • Garden boxes, bird feeders, mush/wood chippings; fences and wood for decking can be ordered directly from us or bought in shops.

The business is strategically located, and does not have any competition to contend with.   The market will include local homeowners, garden centers, shops and hardware stores.   Our products can be supplied privately or got through local shops.   The initial target area is 15-20 mile radius but this will expand to include all of ______ in 2 years and then further a field nationally.

The business will employ the 4 shareholders to begin with and will also employ 3 part time labourers in the summer

months to save and bag the turf.   The 4 shareholders are all experts and highly trained and qualified in the area of wood cutting, turf cutting and creating wood products.

They own 500 acres of mature forestry ready to cut and 100 acres of bogland which is in operation.   They own sheds, machinery, saws, equipment and a possible site for the location of the office which needs converting.   They are well known locally and have good local knowledge and contacts.   Each shareholder is investing €20,000 and we are looking to get a loan of 20,000 from the bank to start the business.   This loan will be paid back over a ten year period.
|Total Working Capital Required                 |                             |100,000                       |
|Personal Investment (x4)                       |80,000                       |                             |
|Bank Loan                                     |20,000                       |                             |
|Total Capital Received                         |100,000                       |                             |

We are totally committed to developing Blaze Ltd into the No 1 fuel supplier and garden furniture manufacturer in ______.   A real market opportunity exists.

This business plan is designed to ensure that the first steps of the business are a reflection of that objective.

2. Company Description

Shareholders/Managers

Katie– She is a qualified tree surgeon and holds a Masters degree in Forestry.   She is presently employed by

Coillte.   She has a flair for carpentry and for creating products out of wood.

Mary - She is a qualified tree surgeon.   She also has completed a plc course in business with computing.   Like Katie she also has a flair for carpentry and for creating products out of wood.

Lola – She has an honour’s degree in Sales and Marketing from ____.   She would be responsible primarily for the sales and marketing side of the business.

Tim - In his early years he worked in cutting and selling turf for 7 years in ____.   Before that he completed an honours degree in Business Studies in ____.   Most recently he completed a higher certificate in IT Support.   Finally he also has basic skills in mechanics and would be able to handle simple maintenance tasks if required.

We are all highly qualified and experienced in our respective fields.   Between us we own 500 acres of mature forestry and one hundred acres of bogland which we inherited between us.   We all have a 25% share in the business.   We are all investing 20,000 euro each from personal savings.   We are looking to get a loan of 20,000 from the bank to get our business up and running.

Advisors

Accountant Details

Firm name: Cullen Partnerships
Contact name: Tom ________
Address: _________,
          ________,
          __________

Phone number: __________________

Solicitor Details

Firm name: O’Brien Partnerships
Contact name: Liam O’Brien
Address: ___________,
____________,
______________
Phone number: 12456775

Insurance

Brokers

Firm name: Brown Insurance
Contact name: Sean Smith
Address: ____________,
_________,
___________
Phone number: 3343 45683231

Products

The products that we plan to sell are firewood and turf.   We also will make and sell garden furniture and accessories
All four of us have a personal background in the area of working with wood and turf. Firewood and turf can be used for domestic heating, for open fires and wood burning stoves.
Our product can be used as a solid fuel for cooking or for heating water for radiators.   We have 500 acres of existing mature forestry and one hundred acres of bogland between us.   We considered what we could do with our existing property and we saw an opening for selling firewood and turf to the local areas and beyond.   We saw this as a viable opportunity especially in the current weakened economy where oil is getting more expensive and people are looking for cheaper ways to heat their homes.

Our unique selling point is that we will be the only business in the area offering this particular alternative cheap fuel.   This is a great advantage to us as there is at present little or no competition.

We are all locals so we know the area well.   As such we know our potential customers and therefore we could profiteer on this local knowledge and work with any existing relationships and knowledge which we already have concerning any local customers.

At present we do not have any direct competitors to contend with and while that may change, 

the fact that we are not dependant on suppliers will give us a head start and the advantage to succeed over any potential competition in the future.

We will sell many types of garden accessories like garden boxes, bird feeders, mush/wood chippings; fences and wood for decking can be ordered directly from us or bought in shops.   We will also make and sell garden furniture like tables, chairs and benches.   Our garden furniture will be handcrafted and of superior quality.   We also open to special requests from our customers as regards size and detail.

Long Term Aim of the Business

Our aim for the future is to steadily expand and supply all of _______then gradually to expand nationwide.   We also plan to eventually buy or rent more mature forestry and bogland in order to expand our business and to provide more turf and wood for our customers.

For our long term plans for the distant future we are looking into other forms of fuel which we could sell to our costumers, primarily renewable forms of fuel like solar, water and wind power.   This is a long term project which we hope to implement once advancing technology and company finances make it a viable option.   In the future when large tracks of forestry are cleared we have discussed the possibility of going into renewable energy e.g. wind turbines.

Objectives
  • To offer our customers superior products, at an affordable price.
  • To provide customer service that is the best and second to none.
  • To expand, grow and make a profit as

a successful business.
  • To adhere to health and safety regulations.
    • To become a reputable, reliable business with good customer relationships.
SWOT Analysis

The SWOT Analysis succinctly captures the strengths and weaknesses of Blaze Ltd, and points to the opportunities and threats that the market presents.

|Strengths                                                       |Weaknesses                                                     |
|                                                               |                                                               |
|We are the only business in the area providing this service.   |While experienced in our own areas we are not experienced in   |
|We have our own supplies so we are not dependant on anyone.     |running our own business.                                       |
|We are all very experienced in the fields we are going to go   |If our business was to expand too rapidly that we ourselves     |
|into.                                                           |would not be able to meet the demand & we would have to source |
|Competition is not a problem.                                   |an alternative source of supplies.                             |
|We do not need major capital to get established.               |Brand name not established.                                     |
|We already own the land and property which is ready to use, we |                                                               |
|don’t have to

buy property.                                     |                                                               |
|We already own some machinery.                                 |                                                               |
|High quality service & products.                               |                                                               |
|Opportunities                                                   |Threats                                                         |
|                                                               |                                                               |
|To expand the business to supply all of ______& beyond.         |Somebody else might go into this line of business once it has   |
|We could diversify into different area e.g. wood chipping for   |proven itself to be successful.                                 |
|gardens.                                                       |The price of oil might fall to a price where we cannot compete |
|Have discounts in certain seasons depending on the demand. If   |with it.                                                       |
|the demand is low there would be a discount for our products so|The economy would deteriorate due to recession therefore people|
|that the customers would be able to buy more.                   |might not be able to buy our products.                         |

3. Market Analysis

Target Market

Our target markets are homeowners who have solid fuel

stoves and open fires.   Also garden centres, garden and patio owners, hardware shops selling garden accessories.

We mostly targeted people in the age category of 20 to 75.   The customers would be families around the local areas, primarily couples and elderly people and shop owners.   Our customers would benefit as they will be getting cleaner/cheaper solid fuel delivered to their door or purchased in their local shops.   They will be getting homemade crafted garden furniture and accessories made to the highest standards.

We determined our market demand by door to door questionnaires feedback and also by talking to shop owners and our potential customers.   Our questionnaire replies came back with very positive results.   Approximately 62% of the people we surveyed said they would buy our products at least once a week.   It is our hope that this number will rise to 70 or even 80 percent.

We found out that 95% of the people questioned who lived in the area we plan to sell our products in have open fires or stoves of some sort in their homes.   This is a great advantage to us and shows potential for our business.

One of our ‘would be’ competitors passed away so there has been a big gap in the market since this happened in 2008.   In the locality people like to buy from local sources so we have an advantage when dealing with local costumers.

There is high demand around and after September for our firewood and turf but a medium to low demand during April/May due to the summer months.   However

with Ireland well known bad summers, we are hopeful that the demand could increase and become all year round.

Overall, due to climate changes there is more of a demand in winter months.   To prepare for the demanding winter months and to partially counteract any potential loss of profits during the summer months, a lot of the summer would be spent building up the supply for the winter months and stocking up for future months thereafter.   Our estimated starting market size is estimated to be around 15,000 people.   Our aim in the future is to expand and supply all of _______ and gradually to expand nationwide.
During the summer months we will concentrate on selling our garden products to combat this loss.

Our market is growing in this field due to new home owners installing solid fuel stoves rather than gas and oil stoves as more consumers are turning their backs on oil because of the expense involved.

Total Market Valuation

The initial total market for our product would be domestic or localized.   This is a 15 to 20 mile radius of_____________.   We hope to expand in time to a broader market base.   This would hopefully become the whole of _________ then gradually nationwide.   We also provide a free ‘local’ delivery service when the customer would order the first time this should ease any potential starting transgressions which may occur during the first few stages of out business and would also work as a form of promotion.

Market Trends

Due to the current financial situation 

and this time of recession, people are currently looking at other cheaper alternatives for domestic fuel.   People are more becoming more environmentally conscious of what fuels they are burning and are trying to become less dependant on oil and electricity.   Now is an ideal time to tap into these market trends and to put our product out there as an alternative domestic fuel.   It is important as we as a country are more self reliant for our fuel and should not have to import from other countries.   Even though we are currently in a recession people still and will always have to heat their homes.

For the first year we expect that we won’t be able to increase the sales until people have had a chance to get used to our products. The fact that the country is currently in a recession might also be a problem as people might at first be interested only in the ‘proven’ cheaper products rather than something new.   As our customers get used to our products however, we could increase the sales then.

Profile of Competitors

We have no direct competitors as one of our potential competitors passed away so there is a big gap in the market since this happened in 2008.   Our competitors locally are the suppliers of home heating oils.   These are Leo’s in *********and Griffin’s in ************.   There are two small suppliers of turf in the area they are Smiths and O’Brien’s but they do this is on a small scale.   These are elderly suppliers who are going into decline and winding down their business rather than

expanding.   There is no supplier of timber locally and one usually has to go further a field to get timber.
We hope to change that.

Competitive Advantage

Our product is cleaner, more overall environmentally friendly than alternative products, it is cheaper to buy.   For people who are strapped for cash in these times its easier and cheaper to buy fuel such as ours on a weekly or monthly basis rather than buying oil on a once off fill of hundreds of euros.   Most people don’t have the added expense of having an oil tank.   Instead of a large monthly bill we propose a ‘pay when you need it’ system instead where the consumer only pays when he needs/used it so there is no less chance of wastage.   We are not restricted by government legislation as ours is not a virgin bog which we could not use.   Our bog has been in use continuously through the years but now we hope to expand to commercial levels.

Benefits to Customers

We offer a delivery services around a 15 to 20 mile radius of_______________.   We hope to expand this radius as our business grows.

Our customers will get cheaper fuel products when they purchase form us.   They will get home grown products, which have lesser fuel emissions then other products they are more environmentally friendly.   Our customers will get a good quality customer service, reliable service, value for money and they will get high quality product i.e. garden furniture, bags of turf and firewood.   All of our products will be bagged in recycled bags that will be

of manageable size and weight.

To save time on any research used to improve our products, whenever we deliver to our customers from door to door we take a moment to ask them if they are satisfied with our services and products and what we could do to improve ourselves i.e. how to make our products or our services better.
We take in their advice and try out different ways to satisfy our customers and meet their needs.

Our services are always helpful so that the customers would know that they can rely on us and our service, can call at any time if a problem arises.   Therefore our loyalty to our customers is very important.

A big benefit to new customers would be that when they try out our products for the first time, delivery of the product would also be free for that first time.

Benefits to Retailers

As we deliver our products directly to our retailers in the local stores, they would benefit from this by not having to collect the goods themselves saving time on the transportation procedure.

We would be the only supplier around the area selling turf and wood, which they would be able to get at a good price.   They would also be getting high quality garden furniture and accessories.

What will buying your product or service actually do for the customer?

Buying our products and getting our services would help our customers to spend less money by not buying the expensive oil and gas but buying our cheaper products which are turf and wood, instead.
It will heat up and keep their

homes warm at a cheaper price than if oil and gas were used.

As a bonus along with the fact that costumers would have a nice homely smell which can only be achieved from wood as an extra bonus families would also be able to spend more time with each other enabling them to take time to sit by the fire and experience ‘family time’, a time honored tradition which has been lost more and m ore during the past years.   This would improve family relationships as a whole resulting in happier citizens.

4. Marketing/Sales Strategy

Marketing Strategy

    • Which segments of the market will be targeted first and why?

Blaze plans to primarily target families with lower incomes who may have problems paying for the more expansive oil.

Secondly elderly people would also be targeted as they would be the most comfortable with using wood and turf fires which might have been common in their youths.

Last but not least the rest of the population above the ages of 20+ would be targeted.

    • How will you differentiate your product or service?

We would differentiate our product from that of any potential competition by putting a nice green logo with trees on it and saying it’s fresh and Irish from this season.   All of our products will be bagged in recycled bags that will be of manageable size and weight.   Our garden furniture will be handcrafted and of superior quality.   We also open to special requests from our customers as regards size and detail.

    • What key benefits will be highlighted?

The

key benefits of our business are that we are the only business in ********.   That gives us a great advantage of no competition but there is no lying back because you never know when and where there could be a similar business opened.   Therefore we would need to have and keep as many customers as we can for the future of our business.

    • What potential customers have you already targeted?

The potential customers we already targeted are locals, families, couples and elderly people from the age groups of 20+, shop owners, garden centers and hardware shops.

    • Have you a Web site in operation, and what feedback is coming from this?

At present we have no operational website but this issue is being dealt with and will be implemented in the near future.

    • What contacts can be used to generate market awareness and sales?

Contacts can be generating through market awareness and through overall sales.
Advertising in general, such as going from door to door to any potential customers as well as issuing business cards and going to local shops can be used.
Posting in Newspapers (*********** &**********) or on the radio (********* fm) is also a viable option.   We will also advertise in local parish newsletters.

Sales Strategy

We would sell our product to our customers directly from door to door or by providing our delivery services and also through our local shop outlets as well as directly from our factory.
    • Directly
      We can sell our products directly

to any costumers from our business premises.

    • Retail
      We can sell from any of the local shops which we will supply with our products in the hope that they will then sell it to the local populace.

    • Distributor
      For our long term plans our HQ will act as the main distribution centre for the country which will be used to distribute our products to shops all over Ireland.

    • Agent/Sales reps
      Once the company is fully established and fully functioning and once we have enough costumers Agents and Sales representatives can be hired to sell our products to the populace

    • Website
      Once completed and operational our products can be sold across the web on an order-delivery service.

Pricing

We would set up the price by looking at the already established competitors around Ireland and taking their prices into consideration we will then try to convert these established prices into cheaper prices.   As there is a hard time now in the economy people are only interested in cheaper things, because people are having problems with money we hope to exploit this by making our own products cheaper than those of our potential competition and still make a profit.

    • Competitors’ prices

We will try to lower our prices as much as possible without risking a loss, in this way selling our products at a cheaper rate than that of our competition.   The fact that we own the land where we produce/collect our products will aid us in this endeavor.

    • 

Level of competition in the market

We will strive to improve the level and quality of our products and services and aim to be the best we possibly can be.

    • Production costs and overheads

We will strive to keep production costs and business overhead costs to a minimum where possible with-out decreasing the overall value and effectiveness of our products and services.

    • The extent to which the buyer can control the price

Whenever it’s viable, in accordance to certain terms and conditions we may allow our costumers to state their own prices, which they are willing to pay.   If it proves worthwhile we may accept and go with the clients offer.
Marketing and Communications Strategy

    • Advertising – where, when, how, to whom:

Advertising will at first be done primarily around a 15 to 20 mile radius of ************.   From there we will slowly expand and increase our advertising radius to around **** and then across the country.

To gain more customers we intend to issue leaflets around the shops and also by telling our customers of our special offers when delivering our products.   We will always start our advertising from the start of the season and all year round if there will be special offers so that our customers will know about them more.   Once fully established we intend to advertise by different mean radio and through newspapers, leaflets, shop posters, parish newsletters and word of mouth etc.

    • Direct marketing

While customers will be able to buy directly

from our factory we offer a telephone ordering service and will be delivering the products to our costumers directly (if possible)
Note: a delivery fee may occur for long distance deliveries.   Terms and conditions may apply.

    • Website and internet marketing

We do not have a website at the moment but when our business expands we will create a website with greater interest for our customers and we hope to take orders on-line.

    • Exhibitions and conferences

From time to time we would hold exhibitions educating costumers (both potential and current) on the reasons why people should buy wood and turf over traditional fuels (oil and electricity) by showing them the benefits of doing so i.e. cheaper fuel costs, more family time in front of the fireplace.   We will in time when the company grows nationwide exhibit at the ploughing championship, farmers markets and homeowners trade fairs.

    • Word of mouth

Word of mouth is a vital for our business.   We deliver to the locals and as every one knows people talk.   As people talk to each other, word of our products will spread and as more people find out about our business it will expand more.   We will have to be careful with our products and give great customer service and support to be able to exploit this to its fullest potential.

For example if we make a promise to our customer we will have to make sure we keep it.   If we promise that we will deliver a certain amount on a certain day we will have to make sure we do just

that without delay.
Over time people will get used to the business that we provide and if we provide great customer service and our products are good they will know that we are loyal and trustworthy.   Therefore they will hopefully talk to people (word of mouth) and only say good things about our business.   From that we hope we will be able to gain more customers and build up and expand our customer loyalty.
5. Staffing and Operations

Staffing

Katie and Mary are qualified tree surgeons.   They will cut the trees for the firewood and take care of the drying and storage aspect.   They both have a flair for carpentry and for creating products out of wood.   They will also help Tim if needed.   Tim will take care of the cutting and storing of turf.   He will also take care of any maintenance of the machinery.   Lola will be responsible primarily for the sales and marketing side of the business.   She will also deal with the office duties and dealing with the customers.   We will need to hire 3 staff for saving the turf during the summer months.   These would be part time labourers.

Operations

Our land is located in***********.   All our land is adjoining.   Between us we own 500 acres of mature forestry and one hundred acres of bogland which we inherited between us.   We have two large sheds for drying and storing the turf and timber on site.   We also have separate sheds where the timber can be safely cut and bagged also on site.   Lola’s house is only ten minutes away from the bogland and forestry.

  In her house we aim to convert a garage at the side of her house in to an office/kitchenette/ toilet.   Our selling and marketing will be done from this location.   We have an existing supply of dried out wood, ready for cutting and bagging.   We also have a supply of turf ready to deliver in the immediate future.   So we do not need to wait for any products.

Equipment

We own two turf cutting machines called hoppers and we plan to hire in two more hoppers as needed.   We have several chain saws and the necessary equipment for cutting trees such as harnesses and ropes.   We have the handcrafting tools necessary to create the garden furniture.   We have two large sheds for drying and storing the turf and timber.   We also have a separate shed where the timber can be safely cut and bagged.   We have another shed for working indoors to make the garden furniture and accessories.   We will need to buy two delivery pick up trucks.   We already own 1 tractor and trailer.   We own two turf cutting machines called hoppers and we plan to hire in two more hoppers as needed.   We will need to convert and equip the garage in to an office.   We will need to purchase a kitchenette and bathroom equipment.   We will need to purchase a computer, a telephone/fax machine and office equipment etc.

Capital Equipment Purchase Listing

Detail Cost

    1. Two second hand delivery pick up trucks. €10,000

    2. Converting the garage into a office and also
        office equipment. €8,000

6. Fi
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