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A. INTRODUCTION
    1. NAME OF THE BUSINESS: OneMoreChapter Bookstore
      a. We come up with this name “OneMoreChapter” for our bookstore because we believe that as we read a book, it will show us another chapter of life that we haven’t gone into. “The only difference between where we are today, and where we will be this time next year, are the people that we meet and the books that we read.” 

  2. LOCATION
    a. Our book store will be located in a commercial area or in the city so that it will be accessible to the students, and the transportation of materials will be smooth.
    b. Lay-out of the Bookstore



  3. VISION:
    The OneMoreChapter Bookstore aims to maintain competitive pricing and efficient customer service.
MISSION: 
      The OneMoreChapter Bookstore’s mission is to provide college students a valuable and unique source for products, services and information. In order to achieve our mission, the OneMOreChapter Bookstore commits to the following philosophies:
* It’s all about the product.
* Our customers are our employers.
* Don’t be greedy.
* Keep our employees happy.

  OBJECTIVE:
    The OneMoreChapter Bookstore will strive to achieve the following objectives:
*Become the leading Internet

student-to-student marketplace
*Attract 500,000 registered users in the first year
*Achieve 50,000 visits per month
*Establish sustainable profitability within the first year





B. MARKET FEASIBILITY STUDY
1. CAPTURED MARKET
    STUDENTS
The OneMoreChapter Bookstore is a student-to-student Internet marketplace providing college students with the opportunity to buy, sell and trade college textbooks, participate in auctions, post classified ads, provide teacher evaluations, and buy products for college.  
College students are eager to find ways to get "quick cash" at the end of every semester.  One method college students use is to sell their old textbooks at the end of every semester, however the re-sell market is controlled by the local university bookstore.  Because university bookstores monopolize the market, students receive only a fraction of the value paid for the book, typically 75% or less of the purchase prices.  The bookstores then re-sell the books back to other students, receiving over 125% profit.  The current situation creates a lose-lose situation for students and a win-win situation for bookstores.  Students are looking for convenient, money saving ways to purchase textbooks and to receive more value when re-selling textbooks at the end of each semester.
2. MARKET SURVEY
The follow statistics indicate that college students are receptive to the Internet channel for the products, services and content offered by the OneMoreChapter Bookstore. The following College

Student statistics were based on the online survey that we had last week.  
  * 99% of college students use the Internet 
  * 93% of college students use the Internet every month 
  * 72% of college students access the Internet at least daily 
  * 92% of college students own a computer 
  * 13% of college students plan on buying a computer in the next year 
  * 15% of college students indicated they are the first to buy a new tech gadget or device 
  * Students average 9 hours per week online 
  * Students average 9 hours per week watching TV 
  * Students average 10 hours per week listening to the radio
3. CONCLUSION
According to the survey, college students spend an average of Php14,350.00 per month on discretionary items (which is defined as spending on anything other than tuition, room/board, rent/mortgage, books/school fees). 
The College Students market is a growing yet under-served niche market. The Department of Education expects the College Students market to grow from 15.8 million students. The college consumer is easily overlooked since most information sources that marketers rely on for trucking consumer behavior tent to under-represent college students. However, it is consumer group that markets should recognize as offering substantial opportunity. Connecting with consumers during the college years can pay great dividends, both now and well into the future.

C. PRODUCTION
The OneMOreChapter Bookstore will attract customers by using a mixture of traditional and online advertising

strategies to create a grassroots marketing campaign.  
Since the majority of OneMoreChapter Bookstore’s customer acquisition will result from direct promotion local to universities, OneMoreChapter Bookstore will recruit current college students to fill positions in the areas of campus marketing, local advertisement sales and implementation of a "grassroots" marketing campaign.  
The following is a list of advertising and promotional channels OneMoreChapter Bookstore will utilize:
  1. Posting Flyer in and around campuses
  2. Direct Mailings
  3. University and local newspaper advertising and inserts
  4. Promotional item distribution
  5. Advertisements at on-campus kiosk 
  6. "Welcome Back to School" registration booths 
  7. Sponsorship of recreational/intramural team sports
  8. Sponsorships of campus or community events
  9. University and local newspaper advertising
  10. Indoor/outdoor billboard advertisements at college sporting events
  11. Banner ads on select related sites with a significant level of traffic
  12. Links on related web sites
  13. Traditional media including direct mailings, magazines, radio and TV
  14. Registration with all the major search engines
D. CONCLUSION
      The OneMoreChapter Bookstore will enable students to buy, sell, and trade used textbooks directly to other students, by-passing the university bookstores.  By selling textbooks to other students, the seller can receive more money than the bookstore will pay and the buyer can pay less

than the bookstore charges.  In addition to textbooks, students will be able to sell class notes, old tests, computers, dorm accessories, used CDs, tutoring services or anything students wish to sell via an online student-to-student marketplace.  In addition, the OneMoreChapter Bookstore will offer other services such as classifieds, teacher evaluations, weblogs (bloggers), specialized content and retail. 

D. FINANCIAL FEASIBILITY STUDY
  a. TARGET BUDGET
In order to implement the OneMoreChapter Bookstore Phase 1 marketing campaign and launch strategy, we are seeking an initial seed investment of Php 7, 200,000. An additional investment of 10,000,000 will be required for operational expenses, continuing marketing campaigns, additional website enhancements, maintenance, and support as necessary to establish and maintain the OneMoreChapter Bookstore as the leading online student-to-student marketplace. The OneMoreChapter Bookstore will be able to begin and sustain its operations with the above-mentioned investments. We are confident that the opportunities in the market place are so compelling that with year one cash flows. The OneMoreChapter Bookstore will grow and take advantage of the growth in the college market. 
*Our bookstore will generate assertive revenues by the end of year one.
*It   will start reporting sustained profits during the 9th month of the 1st year.
*Sales and profits by year three will top 1.5x that of year one.
*It will require an initial investment in capital to finance the marketing

campaign and launch strategy.
*It will require additional investment to fund additional Web development, sales and marketing efforts and general operating expenses.
    b. ORGANIZATIONAL STRUCTURE

    c. FINANCIAL STATEMENT
Start-up Funding | |
Start-up Expenses to Fund | 7,854,952.00 |
Start-up Assets to Fund | 8,120,048.00 |
Total Funding Required | 15,975,000.00 |
Assets | |
Non-cash Assets from Start-up | 155,000.00 |
Cash Requirements from Start-up | 192,315.00 |
Cash Balance on Starting Date | 1,592,315.00 |
Total Assets | 1,939,630.00 |
Liabilities and Capital | |
Current Borrowing | 15,000.00 |
Total Liabilities | 15,000.00 |
Capital | |
Planned Investment | |
Monica Orge | 5,000,000.00 |
Lourdes Igoy | 2,155,000.00 |
Rowena Ripdos | 1,232,500.00 |
Shiella Mie Munez | 3,422,500.00 |
Additional Investment Requested | 4,150,000.00 |
Total Planned Investment | 15,960,000.00 |
Total Capital and Liabilities | 15,975,000.00 |
| |

E. CONCLUSION/RECOMMENDATION/SUMMARY
Someone who is already in the field of business told us that our Initial funding proceeds should be used primarily for marketing, additional website development and maintenance. All the equipment that we need will be leased or purchased, and should be included in the operational expenses. The rest of the funds should be used as working capital to maintain the operations until revenues generated by the OneMoreChapter Bookstore will be at the point where we can sustain operational expens
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