NPAC Business Plan

Re: Distance Learning in the 

Private Sector

I. Letter of Transmittal: This letter explains why your business plan is being sent to the addressee, especially when requesting funding or loans. The contents of such a letter generally includes:

· Identity & Purpose of the Business:
· NPAC History:
· Business Plan's Purpose:
· Key Players:
1. Dr. Geoffrey C. Fox, Director

2. Marek Podgorny, NPAC Research Director

3. Wojtec Furmanski

4. Roman Markowski, Managing Partner, WebWisdom.com LLC

· Financial Requirements:

· Details of How Financial Backing will be used:

· NPAC's Equity Stake:
· Collateral & other offered Security:
· Time Frame:
· Goals & Market Potential: (see appendix A)
II.
Executive Summary: (to be provided @ conclusion)

III.
Table of Contents: (further details will follow)

1. Business Description 

· Form: Non-profit...?

· Explanation of the business: e.g., To market, maintain, support & facilitate the delivery of Distance Education & Training, in the Information Technology & Systems field, to the commercial private sector. An initial prospect list will reflect a broad profile of the Washington, DC metro market; however, on-line this is certainly not a limitation. 

· Profile of the intended customer: e.g., small, medium or larger private sector 

      commercial companies...Will Tango, in synchronous format, require prospects large 

      enough to support their own server, PCs & system admin within a classroom/lab?

· Product/Courses Offered (CPS, CIS, etc.)*

· Products/Application Software Offered* (In sufficient detail so funding & or financial providers understand the product, what utility the client (e.g., Corporation) or customer (e.g., typically the Corporation's employees) receives from its use, & why the client prefers to buy & pay for NPAC's services, e.g., Tango DL, Tango & Lec-corder)
· Client/customer support*
· Production Processes (e.g. content generation & DL app development)

· Mgmt Structure & Profile
· Personnel Structure & Profile
· Personnel requirements & personnel availability currently on staff.

*    How do NPAC's courses, software applications & end-user support differentiate it  

      from others in this same market arena? 

2. Current Market Status
· Major trends: (Market overview derived from Publications, surveys, etc.).

· Current market size & growth projections:

· What uncontrollable variables, such as gov't regulations, the economy & technology, could affect the industry?

· NPAC vs. current Market Suppliers (profile competition, stating the pros & cons).

· Why will this investment be profitable?

3. Market Strategy & Marketing: All businesses must sell...whether it be business to  

      business, to the government, or the general public. How will the target market find 

      out about NPAC's offerings? (is advertising appropriate?).

· Sales Emphasis: service, convenience, price, quality etc.

· Tactics: direct, executive selling, distributors/3rd parties (Bell Atlantic & IC in Annapolis).

4. Customer profile:

· Primary Customer Target: (industry sector, company's size, or age, sex, income profession etc. How is this determined...via trade association, surveys by consulting agencies, literature etc)?

· Customer's Current Behavior:

· Who within the customer's environment makes the education/training purchase decisions, and what is their most pressing need today...tommorrow?

· Purchase Profile: (contractual, retainer, annually based on budget proposal acceptance).

· Nature of Payments: (fee per service, in advance, scheduled as per met thresholds).

5. Pricing Objectives: (can actual cost/class, cost/student be documented?)

a. Profit oriented: ROI.

b. Sales oriented: strive for market share.

c. Market oriented: - skimming @ high price initially, then alter pricing to demand.

 - Penetration via low initial price to gain market share, then once 

   established raise pricing to meet competition.

- Premium pricing based on differentiation & maintenance of 

  superior features not found elsewhere.

- Margin oriented where cost & profit margins are the primary  

  drivers.

6.  Goals: 
1 year:



2 years:



3 years:

· Measurement criteria.

· Who will do the monitoring &reporting?

· Projected future markets, services, products.

· Projected plant capacity (personnel, space & infrastructure).

7.  Product Patents & Content Copyrights:

8. Financial Data (confidential data to be furnished @ a later date by NPAC staff)

· Sources & uses of proposed funding:

· List of productive purposes to which funding will be put:

· Cash Flow Statement Projections:

a. By month for year 1

b. By quarter for year 2

c. Outlook for year 3

d. Assumptions:

· Pro forma balance sheets 3 years out:

· Break-even analysis:

· Cost/benefit analysis:

· Calculate payback period:

9. Summary & Conclusions
10. Appendices:

· Corporate, partnership or affiliation documents.

· Resumes of key management personnel.

· Letters of recommendation & support.

11. Loan & or Grant Package Checklist: (is there a sample available from within the academic environment that I should follow?).
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