Ministry of Agro Industry & Fisheries

National Competition on Development of Business Plan for an Agri industry Project 
In the context of the World Food Day 2008, the Ministry is organizing the first Mauritius International Agri Business Exhibition and Conference from 25 to 28 September 2008 at the Swami Vivekananda Exhibition Centre, Pailles.  The event will also include a national competition on development of business plans for an agri industry project.  In this respect, the Ministry is inviting Mauritians to participate in the competition.
Objective

The main objective of the competition is the furtherance of agri business entrepreneurship development particularly among young Mauritians and in the wake of food security.
Eligibility

Applications from the following three categories will be considered:

(i) Potential/emerging agribusiness operators;
(ii) Secondary Schools (a maximum of two teams per school will be allowed)
(iii) Tertiary students (full time & part time).
Award

The three best business plans in each of the three categories will be rewarded during the holding of the Mauritius Agri Business Exhibition and Conference.
Selection Procedures and Evaluation 
A pre-selection of entries will be carried out by a Technical Assessment Team based on defined criteria for preparation of business plans.  A Panel of Jury will examine the recommendations of the Technical Assessment Team and make recommendations which will be final and binding.

Application and Contact Address
Participants are requested to submit their applications on forms that can be obtained from the Ministry of Agro Industry & Fisheries, 9th Floor Renganaden Seeneevassen Building, Port Louis, (Tel No:2104123);  AREU Head Office, 3rd Floor, Newry Complex, Quatre Bornes. (Tel No:4663885) and AREU Extension Office, 1st Floor, FSC Building, St Pierre, Tel: 4339350

The application forms, along with the general conditions for participation and format for preparation of the business plans for the proposed project are available at the above addresses or can be downloaded from the website of the Ministry of Agro Industry and Fisheries at http://agriculture.gov.mu.
Closing date

The closing date for submission of applications is 31 July 2008.
Ministry of Agro Industry & Fisheries, Port Louis
24 June 2008

MINISTRY OF AGRO INDUSTRY & FISHERIES

National competition on development of business plan for an Agri industry project 

PARTICIPATION FORM

Name of Participant(s): …………………………………………………………………

Designation/status: ………………………………………………………………………

School/Institution*……………………………………………………………………………Class/Course*:…………………………………………………………………………….. 
Address:…………………………………………………………………………………

Telephone Number: 

Home: ………………….

Office: ……………………

Cellular: ………………….

Email Address: …………
Originality of Project: I/We hereby confirm that the project I/we have proposed is original and has never been publicly used or submitted before.

I/We agree to abide by the terms and conditions governing this award competition.

Date: ………………………..

Signature(s) : ……………………

For Secondary schools and tertiary students only

This is to certify that the above named participant(s) is/are attending the institution and following the course mentioned above. 

Date: ………………………………. Signature ………………………………






 Designation: …………………………..






 Seal: 

Ministry of Agro Industry & Fisheries

24 June 2008

*applicable for secondary schools and tertiary students

Ministry of Agro Industry & Fisheries

National competition on development of business plan for an Agri industry project 
General Conditions

The general conditions, format for preparation of the business plans and participation form can be collected at the above address or download at http://agriculture.gov.mu. 

(i) 
The decision of the Jury Panel, including acceptance or rejection of a project shall be final and irrevocable. 

(ii) 
After submission of the project to the Ministry for the purpose of the competition, all copyright and ownership rights shall be deemed to have been transferred to the Ministry and the latter reserves the right to use the project, either wholly or partly, at any time after the competition.

(iii) 
The Ministry also reserves the right to annul at any time the competition without thereby incurring any liability whatsoever to any participant or any obligation to inform the participant of the ground of its action.

Ministry of Agro Industry & Fisheries

24 June 2008


1. Summary:
A summary from which the reader can, in a page at the very most,find out what the proposed business is all about and what may be requested from him.

2. Description:
A brief description of the business that answers the question: what are the principle products and market of the business; what will distinguish this business from others already in the market place so that it can be sure of obtaining a viable share of sale?  This section need not exceed five or ten lines.

3. The Market:
· Who will be your customers?

· Approximately how big is the market?

· What are the major trends in the market?

· Why will your product be preferred over others?

· Who will be your main competitors and how will you beat them?

· How will your products reach your customers, through what distribution channels?

· How will you advertise and promote your product?

· How will you set the price?

· Who will actually sell the product?

· (most important) Which specific customers have you spoken to, how much will they buy and how confident are you with this?

4. The Product or Service:

· What exactly will the business the selling?
· How near to marketability is the product or service?
· Are there any legal requirement, licenses or other formalities to be covered?
5. The Actual Operators:

· What capacity will the business have?

· How will differing volumes of production affect costs?

· How long will it be before you are actually in production?

· What stock levels will you require of raw materials, work in progress and finished products?

6. Ownership, Management and Staff

· What will have to be done and who will do it?
· What particular technical skills are required and who has them?
· What wages will be paid and how are you confident that you can get the right sort of people for this money?
· How will the management responsibilities be divided up if more than manager is to be involved?
· How will the owner share the profits, if any, with other investors?
7. Money Required:

· How much capital do you need and when?

· What interest are you prepared to pay for any loans?

· What will be the financial effects of delayed payments, production breakdowns or other possible eventualities, and how do you propose they should be overcome in order to prevent bankruptcy?

8. Financial Data:

· Forecast profit and loss accounts & Balance Sheet for the first year
· (most important)  Forecast cash flows, showing when money will be coming and going out of the business, and thus how much money will be needed, together with the effects of possible variations from what has been predicted.

Name of Business:
_______________________________________________________________

Business activity:

_______________________________________________________________





_______________________________________________________________





_______________________________________________________________

Name of Promoter:
_______________________________________________________________

Promoter’s Training/Experience:
_________________________________________________________






​​​​​​​​​​​​​​​_________________________________________________________

 ​​​​​​Address of promoter:
_______________________________________________________________





_______________________________________________________________





_______________________________________________________________

Telephone Number:
 _______________________________________________________________

Business address/location: _______________________________________________________________





 _______________________________________________________________

___________________________

                  DATE

EXECUTIVE SUMMARY

(business name)______________________________________ is an enterprise/company to be engaged in the (describe business activities) ____________________________________________________________.

The goals of this business are to:


Begin operations by (month & year) __________________________


Reach profitability of Rs___________________ by (month & year) _____________200__

First year’s Turnover is expected to be Rs __________________

First year’s Net Profit is expected to be Rs __________________

The number of people to be employed is ____________________

DESCRIPTION OF PRODUCTS/SERVICES

This enterprise/company will be selling the following:

	
	Name of Product
	Selling Price
	% Gross Profit (estimated)

	1.
	
	
	

	2.
	
	
	

	3.
	
	
	

	4.
	
	
	


The raw materials for those products/services will be obtained from the following suppliers by the following methods/frequencies:

_______________________________________________________________________________________

_______________________________________________________________________________________
_______________________________________________________________________________________
_______________________________________________________________________________________
_______________________________________________________________________________________
_______________________________________________________________________________________
_______________________________________________________________________________________
_______________________________________________________________________________________
_______________________________________________________________________________________
_______________________________________________________________________________________
_______________________________________________________________________________________
_______________________________________________________________________________________
_______________________________________________________________________________________
The following is a list of equipment/accessories & raw materials to be purchased to start business activity:

	
	ITEMS TO BE PURCHASED
	COST

	1.
	
	

	2.
	
	

	3.
	
	

	4.
	
	

	5.
	
	

	6.
	
	

	7.
	
	

	8.
	
	

	9.
	
	

	10.
	
	


CUSTOMERS

Below are the information concerning the company’s primary customers.

1. The number and the kind of people targeted/most interested in our products/services are:

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

2. These people primarily work and live in the following areas:

_________________________________________________________________________________

_________________________________________________________________________________

3. These customers will purchase about __________________ worth of our type of products/service every ______________________ (day, week, month).

4. The main reason the customers will purchase our product/service is because:

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

5. The names of our primary customers are:

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

COMPETITION

1. This company will be selling the following:

	
	Name
	When Used
	Annual Sales

	1.
	
	
	

	2.
	
	
	

	3.
	
	
	

	4.
	
	
	


2. The immediate competitors are:

_________________________________________________________________________________

_________________________________________________________________________________

3. Compared to our competitors, we have a competitive advantage with our products/services in the following areas for the following reasons:

Price:

___________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

Quality:
___________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

Service/Convenience:
_______________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

Location:
___________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

Reputation:
___________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

Methods of Selling:
_____________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

Hours/Methods of Operation:
_________________________________________________

_______________________________________________________________________________

Others:
___________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

PRICING
Our company’s prices are based upon the following (included cost of materials, overhead and intended profits):
_______________________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

MARKETING/OPERATING METHODS

_______________________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________

KEY PERSONNEL AND RESPONSIBILITIES

	
	Name of Person
	Position
	Responsibilities

	1.
	
	
	

	2.
	
	
	

	3.
	
	
	

	4.
	
	
	


SALES FORECAST

Based upon our market research, we can project sales as follows:

Month





Sales
1 __________________

2 __________________

3 __________________

4 __________________

5 __________________

6 __________________

7 __________________

8 __________________

9 __________________

10 __________________

11 __________________

12 __________________

Total





__________________

We believe these sales projections to be reasonable based upon the following facts:

1. _________________________________________________________________________________

2. _________________________________________________________________________________

3. _________________________________________________________________________________

4. _________________________________________________________________________________

5. _________________________________________________________________________________

EXPLANATION OF PROJECTED EXPENSES ON PROFIT AND LOSS STATEMENT

All explanation of the projected expenses for this business including the amount of each is provided below:

	
	Explanation of Expenses
	Amount of Expenses

	1.
	
	

	2.
	
	

	3.
	
	

	4.
	
	

	5.
	
	

	6.
	
	

	7.
	
	


Income from Sales

What your customers will pay for your product or service
SALES (Invoiced)
 _________________

Direct or Variable Costs



Paid labor (variable cost)
__________________________



Materials


__________________________



Other



__________________________








Total Direct Costs


___________________

GROSS PROFIT


___________________

Overheads or Fixed costs



Rent 



__________________________



Electricity/Water/Telephone
__________________________



Wages & NPF Contribution
__________________________



Repairs & Maintenance

__________________________



Corporate Fee, Licenses& Tax
__________________________



Insurances


__________________________



Postage & stationery

__________________________



Marketing & Promotion

__________________________



Bank Interests & charges
__________________________



Loan repayments

__________________________



Depreciation


__________________________



Other



__________________________







Total Fixed Costs

           ______________________







Net profit (before tax and drawings)____________________







Breakeven (yearly)


_____________________

Finance

	Cost of project
	Rs.
	Sources of Finance
	Rs.

	Equipment

Land and building

Working capital

Other

Total
	
	Promoters Capital

Borrowed capital:

-Banks

- STS Scheme
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	Total
	


Cash Flow Forecast

	
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12

	Receipts
	
	
	
	
	
	
	
	
	
	
	
	

	Incomes
	
	
	
	
	
	
	
	
	
	
	
	

	Income from sales
	
	
	
	
	
	
	
	
	
	
	
	

	Capital + Loans
	
	
	
	
	
	
	
	
	
	
	
	

	Total
	
	
	
	
	
	
	
	
	
	
	
	

	Payments
	
	
	
	
	
	
	
	
	
	
	
	

	Raw Materials
	
	
	
	
	
	
	
	
	
	
	
	

	Rent
	
	
	
	
	
	
	
	
	
	
	
	

	Electricity & Water
	
	
	
	
	
	
	
	
	
	
	
	

	Telephone
	
	
	
	
	
	
	
	
	
	
	
	

	Wages
	
	
	
	
	
	
	
	
	
	
	
	

	Transport
	
	
	
	
	
	
	
	
	
	
	
	

	Loan repayment
	
	
	
	
	
	
	
	
	
	
	
	

	Loan Interest
	
	
	
	
	
	
	
	
	
	
	
	

	Drawings


	
	
	
	
	
	
	
	
	
	
	
	

	Other
	
	
	
	
	
	
	
	
	
	
	
	

	Total
	
	
	
	
	
	
	
	
	
	
	
	

	Balance
	
	
	
	
	
	
	
	
	
	
	
	

	Opening Balance
	
	
	
	
	
	
	
	
	
	
	
	

	Closing Balance
	
	
	
	
	
	
	
	
	
	
	
	


Business Plan

Your Business Name

Address Line 1

Address Line 2

Telephone 


Fax



E-Mail



Executive Summary

Write this section last.
We suggest that you make it two pages or fewer.

Include everything that you would cover in a five-minute interview.

Explain the fundamentals of the proposed business:  What will your product be? Who will your customers be? Who are the owners? What do you think the future holds for your business and your industry?

Make it enthusiastic, professional, complete, and concise.

If applying for a loan, state clearly how much you want, precisely how you are going to use it, and how the money will make your business more profitable, thereby ensuring repayment.

General Company Description

What business will you be in? What will you do?

Company Goals and Objectives: Goals are destinations—where you want your business to be. 

Objectives are progress markers along the way to goal achievement. For example, a goal might be to have a healthy, successful company that is a leader in customer service and that has a loyal customer following. Objectives might be annual sales targets and some specific measures of customer satisfaction.

Business Philosophy: What is important to you in business?

To whom will you market your products? (State it briefly here—you will do a more thorough explanation in the Marketing Plan section).

Describe your industry.  Is it a growth industry? What changes do you foresee in the industry, short term and long term? How will your company be poised to take advantage of them?

Describe your most important company strengths and core competencies. What factors will make the company succeed? What do you think your major competitive strengths will be? What background experience, skills, and strengths do you personally bring to this new venture?

Legal form of ownership: Sole proprietor, Partnership, Corporation, Limited liability corporation (LLC)?  Why have you selected this form?

Products and Services

Describe in depth your products or services (technical specifications, drawings, photos, sales brochures, and other bulky items belong in Appendices).

What factors will give you competitive advantages or disadvantages? Examples include level of quality or unique or proprietary features.

What are the pricing, fee, or leasing structures of your products or services?

Marketing Plan

Market research - 

This type of information is available in public libraries, industry associations, chambers of commerce, from vendors who sell to your industry, and from government agencies.

In your marketing plan, be as specific as possible; give statistics, numbers, and sources. The marketing plan will be the basis, later on, of the all-important sales projection.

Economics

Facts about your industry:

· What is the total size of your market?

· What percent share of the market will you have? (This is important only if you think you will be a major factor in the market.)

· Current demand in target market.

· Trends in target market—growth trends, trends in consumer preferences, and trends in product development.

· Growth potential and opportunity for a business of your size.

· What barriers to entry do you face in entering this market with your new company? Some typical barriers are:

High capital costs

High production costs

· And of course, how will you overcome the barriers?

· How could the following affect your company?

Change in technology

Change in government regulations

Product

In the Products and Services section, you described your products and services as you see them. Now describe them from your customers’ point of view.

Features and Benefits

List all of your major products or services.

For each product or service:

· Describe the most important features. What is special about it?

· Describe the benefits. That is, what will the product do for the customer?

Note the difference between features and benefits, and think about them. For example, a house that gives shelter and lasts a long time is made with certain materials and to a certain design; those are its features. Its benefits include pride of ownership, financial security, providing for the family, and inclusion in a neighborhood. You build features into your product so that you can sell the benefits.

What after-sale services will you give? Some examples are delivery, warranty, service contracts, support, follow-up, and refund policy.

Customers

Identify your targeted customers, their characteristics, and their geographic locations, otherwise known as their demographics.

The description will be completely different depending on whether you plan to sell to other businesses or directly to consumers. If you sell a consumer product, but sell it through a channel of distributors, wholesalers, and retailers, you must carefully analyze both the end consumer and the middleman businesses to which you sell.

· You may have more than one customer group. Identify the most important groups.  

Competition

What products and companies will compete with you?

List your major competitors:

(Names and addresses)

Will they compete with you across the board, or just for certain products, certain customers, or in certain locations?

Will you have important indirect competitors? (For example, video rental stores compete with theaters, although they are different types of businesses.)

How will your products or services compare with the competition?

Use the Competitive Analysis table below to compare your company with your two most important competitors. In the first column are key competitive factors. Since these vary from one industry to another, you may want to customize the list of factors.

Niche

Now that you have systematically analyzed your industry, your product, your customers, and the competition, you should have a clear picture of where your company fits into the market.

In one short paragraph, define your niche, your unique corner of the market.

Strategy

Now outline a marketing strategy that is consistent with your niche.

Promotion

How will you get the word out to customers?
Advertising: What media, why, and how often? Why this mix and not some other?

Have you identified low-cost methods to get the most out of your promotional budget?
Will you use methods other than paid advertising, such as trade shows, catalogs, dealer incentives, word of mouth (how will you stimulate it?), and network of friends or professionals?

What image do you want to project? How do you want customers to see you?

In addition to advertising, what plans do you have for graphic image support? This includes things like logo design, cards and letterhead, brochures, signage, and interior design (if customers come to your place of business).

Should you have a system to identify repeat customers and then systematically contact them?

Promotional Budget

How much will you spend on the items listed above?

Before startup? (These numbers will go into your startup budget.)

Ongoing? (These numbers will go into your operating plan budget.)

Pricing

Explain your method or methods of setting prices. For most small businesses, having the lowest price is not a good policy. It robs you of needed profit margin; customers may not care as much about price as you think; and large competitors can under price you anyway. Usually you will do better to have average prices and compete on quality and service. 
Does your pricing strategy fit with what was revealed in your competitive analysis?

Compare your prices with those of the competition. Are they higher, lower, the same? Why?

How important is price as a competitive factor? Do your intended customers really make their purchase decisions mostly on price?

What will be your customer service and credit policies?
Proposed Location

Probably you do not have a precise location picked out yet. This is the time to think about what you want and need in a location. Many startups run successfully from home for a while.

Distribution Channels

How do you sell your products or services?

Retail

Wholesale

Your own sales force

Agents

Independent representatives

Sales Forecast

Now that you have described your products, services, customers, markets, and marketing plans in detail, it’s time to attach some numbers to your plan. Use a sales forecast spreadsheet to prepare a month-by-month projection. The forecast should be based on your historical sales, the marketing strategies that you have just described, your market research, and industry data, if available.

You may want to do two forecasts: 1) a "best guess", which is what you really expect, and 2) a "worst case" low estimate that you are confident you can reach no matter what happens.

Operational Plan

Explain the daily operation of the business, its location, equipment, people, processes, and surrounding environment.

Production

How and where are your products or services produced?

Explain your methods of:

· Production techniques and costs

· Quality control

· Customer service

· Inventory control

· Product development

Location

What qualities do you need in a location? Describe the type of location you’ll have.

Access:

Construction or hire a building? Most new companies should not sink capital into construction, but if you are planning to build, costs and specifications will be a big part of your plan.

Cost: Estimate your occupation expenses, including rent, but also including maintenance, utilities, insurance, and initial remodeling costs to make the space suit your needs. These numbers will become part of your financial plan.

Personnel

· Number of employees

· Type of labor (skilled, unskilled, and professional)

· Where and how will you find the right employees?

· Quality of existing staff

· Pay structure

Inventory

· What kind of inventory will you keep: raw materials, supplies, finished goods?

· Average value in stock (i.e., what is your inventory investment)?

· Rate of turnover and how this compares to the industry averages?

· Lead-time for ordering?

Suppliers

Identify key suppliers:
· Names and addresses

· Type and amount of inventory furnished

· Credit and delivery policies

· History and reliability

Should you have more than one supplier for critical items (as a backup)?

Credit Policies

· Do you plan to sell on credit?

· Do you really need to sell on credit? Is it customary in your industry and expected by your clientele?

· If yes, what policies will you have about who gets credit and how much?

· How will you check the creditworthiness of new applicants?

· What terms will you offer your customers; that is, how much credit and when is payment due?

· Will you offer prompt payment discounts? (Hint: Do this only if it is usual and customary in your industry.)
· Do you know what it will cost you to extend credit? Have you built the costs into your prices?
Financial Plan

The financial plan consists of a 12-month profit and loss projection,  a cash-flow projection, a projected balance sheet, and a break-even calculation. Together they constitute a reasonable estimate of your company's financial future. More important, the process of thinking through the financial plan will improve your insight into the inner financial workings of your company.

12-Month Profit and Loss Projection

Many business owners think of the 12-month profit and loss projection as the centerpiece of their plan. This is where you put it all together in numbers and get an idea of what it will take to make a profit and be successful.

Your sales projections will come from a sales forecast in which you forecast sales, cost of goods sold, expenses, and profit month-by-month for one year.

Profit projections should be accompanied by a narrative explaining the major assumptions used to estimate company income and expenses.
Projected Cash Flow

If the profit projection is the heart of your business plan, cash flow is the blood. Businesses fail because they cannot pay their bills. Every part of your business plan is important, but none of it means a thing if you run out of cash.
The point of this worksheet is to plan how much you need before startup, for preliminary expenses, operating expenses, and reserves. You should keep updating it and using it afterward. It will enable you to foresee shortages in time to do something about them—perhaps cut expenses, or perhaps negotiate a loan. But foremost, you shouldn’t be taken by surprise.

Components of a Business Plan








BUSINESS PLAN








Gross Margin %: _____
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