I.
Executive SummarY  DUE FRIDAY, dECEMBER 19, 2014
Note: This page cannot be completed until your entire project is completed.  This is the last item to be written for your project.

This is a ONE PAGE description of the completed project.  It is a summary of the entire project.  Use the outline as a guide for your paragraphs.  This page should be single-spaced.

An example of an executive summary
 is on the back of this handout.  

II.
Introduction  DUE mONDAY, SEPTEMBER 15, 2014
A. Describe the type of business you are proposing to open

B. Describe, in general, the types of products and/or services you plan to offer

C. In what country/area of the world will you locate your business? (also city, area of city, etc?)

D. Why do you think this is a smart business opportunity for this part of the world?

E. Who will be your target market for this business? 

F. Where will you find information on how to start up and run this business?

a. Yourself (if you work in a similar business?)

b. Friends or family who are familiar with this type of business?

c. Managers or store owners of similar businesses?

d. Internet? (What sources?)

e. Government publications or agencies (SBA?)

f. Public library?

g. Your small business teacher?

h. Other?

G. Who will serve as advisor(s) to help you get things up and running?  What will be their role or involvement (part owner? Advisor? Assistant/employee?)?  What experience do they have that will make them useful as an advisor?

III.
ANALYSIS OF THE INTERNATIONAL BUSINESS SITUATION

A.
Economic, Political, and Legal Analysis of the Trading Country  DUE FRIDAY, OCTOBER 3, 2014
1.
Description of the country’s economic system
· Describe the country’s economic system (type of system, size of population, size of labor force, gross domestic product, etc.)

· Economic information important to your product or service (natural resources available, applicable technology availability/developments, working conditions, communication systems, principal industries)

· Level of foreign investment in that country (opportunities, which industries, major exports/imports, balance of trade situation, exchange rates)
2.
Description of the country’s governmental structure and stability
· Describe the trading country’s governmental structure and stability, (political structure, parties, government stability, role of local governments)

· How the government controls trade and private business (trade restrictions, embargoes, quotas, import/export taxes, tariffs, licensing, customs duties)
       
3.
Description of laws affecting the product and/or service
· Describe the laws and government agencies that affect your product or service (labor laws, trade laws—U.S. and foreign)
B.
Trade Area and Cultural Analysis  DUE WEDNESDAY, OCTOBER 13, 2014
1.
Geographic and demographic information
· Geographic and demographic information about the country where you plan to conduct trade (location, climate, geographic distribution of the population, education levels, population ages, income levels, race/ethnicity/subcultures, etc)

· Important customs and traditions

· Other pertinent cultural information (political system, religion and other belief systems, importance of the arts, living conditions, types of housing available, national dress customs, recreation/sports/leisure activities, language spoken)

· Competitive advantages and disadvantages of the proposed business (name and describe major competitors, compare the strengths and weaknesses of this proposed business to your major competitors)

2. Market segment analysis
· Target market: Who are (or will be) your customers? Describe the target market for your business based on one or more of the following criteria:

· Demographics describe the following information about your target customers:

· Economic level (lower, middle, upper middle, upper class)

· Age range

· Gender

· Family income range 

· Education level

· Ethnic background

· Geographics (where will your customers come from?  How far will they travel?)

· Psychographic (any lifestyles, hobbies, leisure time activities that are relevant to your business?)

· Behavioral (does your business deal with products or services that provide specific benefits to customers?  Special occasions?)

· Describe the customer buying behavior for the type of business you plan to open (what process do your customers use to decide where and what to purchase?)  

· Where do they buy the kind of product/service you will sell now?

· How often do they buy?

· Do they research and shop or buy on impulse?

· Does the ultimate consumer purchase the product?
3.
Analysis of the potential location
· Analysis of the potential location of the business (why did you pick the town, site, etc?  Accessibility to suppliers, craftsmen, distribution centers, etc?)

· Importance and requirements of each trade document required by the exporting country and the importing country.

IV. PLANNED OPERATION OF THE PROPOSED BUSINESS/PRODUCT/SERVICE

A.
Proposed Organization  DUE Wednesday, October 29, 2014

· What type of global organization structure will you use? Will it be a global Product Structure, Area Structure, Functional Structure, Customer Structure, Mixed Structure, or Matrix? Why? (Refer to Chapter 7)

· Will decision-making be centralized, or decentralized? Explain how it will work and why. (Refer to Chapter 7)

· What will be the role of the country organization? Will it be a strategic leader, a contributor, or an implementer? 

· Who will control the organization and how will it be done? Will it be bureaucratic/formalized control, or will it be local cultural control? Explain your rationale. (Refer to Chapter 7)

· Type of Ownership/Method of Expanding into International Market. Which of the following methods will you use to expand your business into the international marketplace? Explain why you chose this method (refer to Chapter 9):

· E-commerce/Internet

· Export Intermediaries?

· Licensing

· Franchising

· Foreign direct investment—in what form? What will you buy or own?

· Full ownership, joint venture, or strategic alliance?

· Start-up Steps to Form Business - List in paragraph or chart form the steps involved in starting your business. Some examples would be: 

· marketing research 

· select and obtain location 

· secure loan 

· obtain inventory/supplies 

· get insurance 

· hire employees 

· obtain licenses (if required) 

· set up store/shop/office/warehouse 

· develop advertising plan 

· and other steps that you discover 

· Planned Personnel Needs - Paragraph discussing: 

· number of employees needed 

· what you are looking for in these employees 

· special requirements of the employees 

· Proposed Organizational Chart - "The following organizational chart shows the chain of command for (name of business)" or similar sentence. Make an organizational chart to show how your business will operate. Use job titles, not names of people you plan to hire. 

· Brief Job Descriptions - "In order for employees to know what is expected of them, job descriptions are necessary in any organization. The following are the job descriptions for the workers at (name of business).". . .or similar sentence. Develop job descriptions for the workers. These should be brief.

B.
Proposed Product/Service  DUE Wednesday, November 12, 2014

1. 
Details of the product(s)/services to be offered

· Provide an overall description of the type of business this is, focusing on the primary product(s) or service(s) being offered.

· Describe all products, product lines, or services in great detail

· How will you get your products to your customers (in-store? Mail order? Delivery?, etc.)

· Why are you selecting this product mix?  How does it fit the needs of your target market?

· What are your product adaptation strategies? Will you use a standard product or will you be adapting/modifying your product for local country use? Explain your strategy and why you chose it.

· Potential suppliers: identify/list the names & addresses of business from whom you will buy the products or materials used in providing your service.  Identify which types of products will be bought from each business.

· Manufacturing plans:  if you are producing or manufacturing a product, describe where or how you will get the manufacturing done (will you make the products yourself or will you outsource it to another producer to make for you?)  will you be making it in the U.S. and them exporting it, or will you produce it in the local country? Explain why.  If you are not making a product, you can skip this part.

· Inventory policies (if you are selling a product): How much inventory do you plan to keep in stock (one day’s worth? A week’s worth? A month? Six months, etc?)  Or will you not keep anything in stock at all, and have the customers order the product?  Why did you select this strategy?

· Plans to provide service (if you will be selling a service): Discuss how you will provide the service to your customers.  Will they call for appointments, or will that not be necessary?  Will you charge by the hour or by the job?  What types of supplies will be needed to help in providing your service?

· (Optional—extra credit)  Examples such as restaurant menus, pictures of products, or other attachments that represent your product/service offerings will enhance this section—to be placed in Appendix). 

2.
How the product/supplies will be transported to/from the home country

· How the product/service will be transported to/from the home country (what forms of transportation are available in the region?)

· Port(s) of origin and port(s) of destination

· Costs, benefits, risks of the transportation method

· Documents needed to transport the product (bill of lading, dock receipt, air bill, commercial invoice, pro-forma invoice shipper’s export declaration, statement of origin, special documentation?)

· Channels of distribution:

· Retailers (type # number of stores)

· Wholesale middlemen (type & number of middlemen)

· Import/export agents

· Warehousing requirements (type and location)

C.
Proposed Strategies  DUE Monday, November 24, 2014

1.

Proposed pricing policies
· What are your pricing objectives?

· High sales (penetration strategy usually means lower prices with high sales volume)

· High profit (skimming strategy usually means higher prices and fewer total items sold)

· Currency to be used and the most up-to-date exchange rate

· Your prices compared to competition (will you match them? higher? lower? why?)

· How much are customers willing and able to pay for your products/services? (Demand)

· What additional exporting costs need to be considered? Tariffs, insurance, freight, etc?

· How much higher than your costs and expenses will you set your prices? (How much price escalation is involved?)
· Price list—prepare a price list (menu for restaurants) of your main products or services.

2.

Proposed promotional program

· State the objective for your promotional plan.
· What will be your main methods of utilizing communications tools to convey your message to your target market?

i. Trade journals

ii. Direct marketing

iii. Internet

iv. Trade shows
v. Personal Promotion activities:
1. Discuss how you will use personal selling as a component of your promotion plan. Will you have salesclerks? Will you do blind calls on the phone (if selling a service)? 
· Non-personal promotional activities: 

· Advertising. Discuss the advertising and your choice(s) of media you will use to promote your business. Advertising is a message paid for by a sponsor that appears in the media. There are a variety of places to advertise and you need to select the ones that your research indicates is the most cost-effective in reaching your target market.  Choose and discuss from among the following: 

· Broadcast: radio, television (network, local, cable) 

· Print:  newspaper, magazine, direct mail 

· Internet: websites, banners, links (from which sites?)

· Outdoor: billboards, balloons, transit (bus/train cards) 

· Specialty: pens, key rings, coffee mugs, giveaways, etc. 

· Other: describe
· Sales promotions. Discuss the sales promotion activities that will be a component of your promotion plan. Sales promotions are sales activities that supplement advertising and personal selling. Discuss in detail the sales promotion activities that you will be using. Describe how they will be organized, when they will run, how they will be promoted, where they will be located in the store, etc. The following are some of the sales promotional activities that are possible: 

· free sample 

· coupon for a percentage off 

· contest 

· displays set up both inside and outside the store 

· premium (something given when sale is made) 

· special sales events
· Publicity. Discuss the form(s) of publicity you will use to promote your business. Publicity is unpaid promotion for your company. Publicity can appear in both print and broadcast media. To obtain publicity for your business, it must be judged by the media as newsworthy. To be effective for your business you should select the form(s) of media that are most likely to reach your target audience. There are several ways to disseminate publicity. Some of the ways are: 

· Press Kit. This is a folder that contains a series of articles and photographs telling about the business. Copies of the press kit are sent to newspapers, radio, and television stations a week or so in advance. 
· News Release. An article about the business that is sent to the media. The media may choose to run any or all of the release, write their own article based on the release, or write nothing about the release. 
· Special Event. A publicity event aimed at the media. Do something special and invite the local media that reaches your target market. 
· Radio/Television Interviews. If your business is unique enough, you may get to be interviewed. This could be on one of the local talk shows, during a news segment, for a special feature article in the newspaper, etc. 
· Sponsorships: how will sponsorships be used to promote your business?

V.
PLANNED FINANCING  WEDNESDAY, DECEMBER 6, 2014

A.
Projected Income & Expenses

(Insert your Excel Financial statements here.)

B.
Projected Balance Sheet, End of First Year
C.
Planned Growth of the Proposed Business
A brief narrative description of the planned growth of the proposed business, including financial resources, needs, and a brief three-year plan projection (insert your 3-year plan worksheet here).

 VI.
Bibliography  DUE FRIDAY, DECEMBER 19, 2014
This section is required!  You must show all sources that you used in this project – that includes all personal interviews, books, websites, etc.

VII.
Appendix
DUE FRIDAY, DECEMBER 19, 2014
Includes any exhibits appropriate for written entry, but not important enough to include in the body of the paper.  This may include a copy of the maps, floor plans, menus, sample advertisements, any letters written/received, pictures of the business, etc.  
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