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EXECUTIVE SUMMARY

Calmsea Botanical Garden (CBG) is an existing farm dedicated to the production of botanical perennials. CBG has been formed as an GRA-based Limited Liability Corp. located outside of Akpaka, GRA.
CBG is working hard to become a leading producer of botanical plants for the natural supplement industry as well as plant nurseries. By leveraging a well thought out business plan executed by a skilled management team,CBG will generate over #216,000 in year three sales.

Calmsea Botanical Garden is a private registered commercial company that is owned by Eze kamsey and family. The botanical garden will be fully and single handedly financed by the owner - Eze Kamsey
NAME OF THE BUSINESS

Calmsea Botanical Garden, this business has been registered under the Cooperate Affairs Commission (CAC).

PRODUCT OF THE BUSINESS VENTURE

Calmsea Botanical Garden is a 20 acre farm that concentrates on the growing of botanical medicinals CBG has chosen five plant species that have significant market demand as well being well suited for growth in the GRA River Valley.

Calmsea Botanical Garden will feature:

· Echinacea – an immune system booster

· Ginseng – a source of energy

· St John’s Wort – for mild depression

· Skullcap- for inflammation

· Ginger – a stomach soother.
LOCATION OF THE BUSINESS

Plot 248, Akpaka estate, Anambra State, Nigeria. This place was chosen due to the unfavourable weather.

MARKET ANALYSIS

CBG has three distinct customers: Supplement companies, processors of botanicals for supplement companies, and nurseries that resell the plants. The first two customers purchase the plants for use in their products which they ultimately sell to the end consumer.

Consumer surveys consistently find that nearly half of all Americans now use herbs – a statistic that is particularly remarkable when we realise that today’s herbal products industry is just over a quarter century old.

	
	
	2003
	2004
	2005
	2006
	2007
	

	potential customer
	Growth
	
	
	
	
	
	CAGR

	Supplement
	5%
	21
	22
	23
	25
	25
	4.46%

	companies processors
	4%
	9
	9
	9
	9
	9
	0.00%

	nurseries/garden centers
	5%
	123
	129
	135
	142
	149
	4.91%

	TOTAL
	4.58%
	153
	160
	169
	175
	183
	4.58%


FINANCIAL PLAN

 Over the last two years we have worked out all of the bugs related to production. Additionally,we are now quite hungry to succeed, creating one of the premier botanical perennial farms in the country. To finance our growth and full-time production, we need to purchase #35,000 worth of new equipment as long-term assets. To that end, we are seeking a #100,000 10-year loan. Sales forecasts conservatively indicate that #190,000 revenue will be generated in year two, rising to #216,000 the following year.

OBJECTIVES

The CBG has identified several objectives for the business:

· Become a leading supplier of botanical perennials for the health/vitamin industry.

· Reach the point of sustainable profitability.

· Enjoy work while making a good living.

 MISSION

It is CBGs mission to become the leading provider of botanical perennials to the health/vitamin industry. This will be accomplished by providing quality plants at fair prices while exceeding customer's expectations.

 KEYS TO SUCCESS

CBG will adhere to three keys that will be instrumental in its success:

· Strict financial controls.

· The never ending pursuit of the highest concentration of botanicals in every plant.

· Ensuring that all customer's needs are met and they are satisfied with the purchased products.

Financial plan

The following sections will outline important financial information.

 IMPORTANT ASSUMPTIONS

The following table details important Financial assumptions:

	
	2003
	2004
	2005

	Plan month
	1
	2
	3

	Current interest rate
	10.00%
	10.00%
	10.00%

	Long-term interest rate
	4.00%
	4.00%
	4.00%

	Tax rate
	30.00%
	30.00%
	30.00%

	Other
	0
	0
	0


STRATEGY AND IMPLEMENTATION SUMMARY

CBG will leverage their competitive edge in order to gain significant market share. Their competitive edge is their ability to consistently produce plants with high active botanical percentages as well as a high ratio of healthy plants (sellable).

The marketing strategy will have the objective of raising awareness and visibility of their industry leading percentages of active botanicals. The strategy will communicate the fact that CBG's plants will yield a significantly higher amount of botanicals measured per plant. The sales strategy, in addition to reinforcing the competitive edge, will seek to qualify leads by concentrating on CBG's ability to perform reliably on long-term contracts, becoming a stable supplier to the larger companies that need a steady supply stream.

COMPETITIVE EDGE

CBG has a dual competitive edge:

-Healthy Plants

The healthier the plant, the faster it will grow, the more botanicals that can be extracted from it. This means an increase in production efficiency due to a larger percentage of plants that are sellable. Other characteristics of healthy plants which are important on the production side is: lower pest counts, more established root structures, and high biomass.

-High Concentration of Active Botanicals

This is beneficial to the purchaser because they are buying the plants precisely for the active botanicals. High concentration levels are valuable to Botanical Bounty because they increase the amount of botanicals produced per plant or per acre, increasing the production capacity of a given amount of land, thereby increasing their return on investment and increasing the attractiveness of CBG's plants relative to the competition.

MARKETING STRATEGY

The marketing strategy will be based on generating awareness and visibility of CBG and their ability to produce the highest percentages of botanicals. The strategy will rely on several different forms of communication. The main form is participation in the numerous trade shows for the industry. The trade shows are where everyone from the industry gathers to meet and transact business. It is a wonderful place to network as well as learn about new developments in the industry. The second form of communication will be the use of advertisements. The main venues for advertisements will be industry trade magazines. The trade magazines are a well read source of information that buyers and sellers refer to for many different transactions.

 SALES STRATEGY

CBG's sales strategy efforts will focus on identifying qualified leads and turning them into paying customers. The main sales effort that CBG will undertake is the reinforcement of the fact that CBG's plants have the industry's highest percentage of botanicals. This will be quite appealing to the buyers as this is exactly what they want, more botanicals per plant. In addition to selling the buyers on CBG's competitive edge of potent plants, there will be an emphasis on CBG's ability to perform on long-term contracts.

Calmsea Botanical Garden recognizes that the transactions should not be thought of as individual sales, but as long-term relationships. This is a reasonable assumption based on the fact that the customers are in the business of utilizing botanicals, that they will continually have the need for the botanicals, and that it is far less expensive to establish a relationship with one vendor than to continually have to find new vendors that can meet their needs.

 SALES FORECAST

The sales forecast indicates that growth will be slow but steady. Growth will be slow because of the time and effort needed to develop the customers. Production is not the slowing element as CBG  has been in production for a couple of years. Granted they were not producing at the same level, or for that matter with the same goal of business efficiency, but nonetheless they will be able to reasonably raise production to meet the sales needs. During the wet months of the year, the forecast reflects a tapering of sales as production will fall during these months. There will however be some sales and production which will be moved inside to the greenhouses.

There are a few risks that could have a negative impact on sales. The first is weather. Plants are dependant on the weather. A poor growing season will have a serious effect on production. This risk is spread amongst all of the producers of the specific region meaning the weather risk is imposed on everyone, generally not a specific farmer. Another risk that could effect sales is some sort of pest that could unexpectedly negatively effect the crops. By planting multiple botanicals and choosing them based on their heartiness relative to the growing climate, CBG is able to minimize these risks as much as possible.

 PERSONNEL PLAN

Dickson Eze: Operations including vendor relations, accounting, and some growing responsibility.

Kamsoy Eze: Head grower and sales. As head grower she is responsible for supervising, scheduling

plant production, the cutting schedules, crop selection, growing schedules, fertilizer selection

and application schedules, irrigation system development, and pest control. Because Sue has the technical knowledge regarding the plants and their industry leading botanical concentrations, she will be in charge of sales which will include qualifying leads as well as participating in the final negotiations and account management.

Grower: Kamsoy will have the assistance of a full-time grower in order to allow her to meet her sales responsibilities.

Laborers: The laborer positions will be seasonal as there is more work required in the summer months, however, there will always be some laborers on staff throughout the year. Some of the responsibilities of the laborers are soil tilling, compost distribution, plant collections and trimming.

Personnel plan

	
	2003
	2004
	2005

	Dickson Eze
	#18,000
	#18,000
	#18,000

	Kamsoy Eze
	#18,000
	#18,000
	#18,000

	Growers
	#24,000
	#27,000
	#29,000

	Labourers
	#27,000
	#29,000
	#32,000

	Total people
	4
	6
	6

	Total payroll
	#87,000
	#92,000
	#97,000


SWOT Analysis
CBG Limited do not intend to launch out with trial and error hence the need to conduct a proper SWOT analysis. We know that if we get it right from the onset, we would have succeeded in creating the foundation that will help us build a standard commercial botanical garden that will favorably compete with leading commercial botanical garden in Nigeria and in the rest part of the world.
As an all – round commercial botanical garden, we look forward to maximizing our strength and opportunities and also to work around our weaknesses and threats. Here is a summary of the result of the SWOT analysis that was conducted on behalf of CBG Limited;
Strength:
Our strength as a commercial botanical garden company is the fact that we have healthy relationships with loads of major players (agriculture merchants) in the botanical industry; both suppliers and buyers within and outside of Nigeria. We have some of the latest commercial farming machines, tools and equipment that will help us cultivate plants and flowers in commercial quantities with less stress. Aside from our relationship (network) and equipment, we can confidently boast that we have some the most experienced hands in Onitsha, Anambra state in our payroll.
Weakness:
Our weakness could be that we are a new commercial botanical garden in Nigeria, and perhaps the fact that we decided to diversify our farming activities could count against us initial. We are aware of this and from our projection will overcome this weakness with time and turn it to a major advantage for the business.
Opportunities:
The opportunities that are available to us cannot be quantified, as we know that there are loads of homeowners, and industries that will source for our organic and non – organic botanical produce and also industries that will source for the raw materials from our commercial farms both in Nigeria and other parts of the world.
Threat:
Some of the threats and challenges that we are likely going to face when we start our own commercial botanical garden are global economic downturn that can impact negatively on household spending, bad weather cum natural disasters (draughts, epidemics and pandemic), unfavorable government policies and the arrival of a competitor (a commercial botanical garden that cultivate the same plants and flowers) as our farms within same location.
There is hardly anything we can do as regards this threats and challenges other than to be optimistic that things will continue to work for our good.

ORGANIZATIONAL PLAN

CGB is a privately owned (sole proprietorship) and managed commercial botanical garden production business that intend starting small in Anambra state, but hope to grow big in order to compete favourably with leading commercial botanical garden companies in the industry in Nigeria.

We are aware of the importance of building a solid business structure that can support the picture of the kind of world class business we want to own. This is why we are committed to only lure the best hands within our area of operations.
MARKET ANALYSIS
Market Trends
One of the common trends in the commercial botanical garden line of business is that most players in the industry are no longer concentrating only on non – organic ornamental plants. They now find it easier to run both organic and non-organic ornamental plants. It is fact that despite that organic plants are expensive, the sale for organic plant is on the increase and it is indeed profitable.
Despite the fact that commercial botanical garden has been in existence since time immemorial that does not in any way make the industry to be over saturated; commercial gardeners are exploring new technologies to continue to improve cultivation processes and mechanized farming has indeed increased the tons of ornamental plants produced by farmers.
The fact that there is always a ready market for commercial botanical garden produce makes the business ever green. As a matter of fact, one of the new trends is that with the recent advancement in technology farmers are now grow plants in commercial quantities in a country where such plantss can hardly survive and in places where there are few farming land, commercial farmers now make use of the rooftop (basement) of their houses to cultivate plants even for commercial purposes.
Our Target Market
Naturally, the target market of those who are the end consumer of commercial garden produce and also those who benefits from the business value chain of the agriculture industry is all encompassing; it is far – reaching.
Every household consumes products from the botanical garden; So also a large chunk of manufacturing companies depends on commercial botanical garden for some of their raw materials. In essence a commercial gardener should be able to sell his or her ornamental plant produce to as many people as possible.
We will ensure that we position our business to attract consumers of botanical produce not just in Nigeria alone but also other parts of the world which is why we will be exporting some of our farm produce either in raw form or processed form to other countries of the world.
Our Competitive Advantage
It is easier to find entrepreneurs flocking towards an industry that is known to generate consistent income, which is why there are more commercial gardeners in Nigeria and of course in most parts of the world. For example; Statistics has it that there were 2.2 million botanical farms in Nigeria, covering an area of 922 million acres. These goes to show that there are appreciable numbers of gardeners in Nigeria but that does not mean that there is stiffer competition in the industry. As a matter of fact, entrepreneurs are encouraged by the government to embrace commercial botanical gardening. This is so because part of the success of any nation is her ability to cultivate her own plant and also export plants to other nations of the world.
CBG Limited is fully aware that there are competitions when it comes to selling commercial farm produce all over the globe, which is why we decided to carry out thorough research so as to know how to take advantage of the available market in Nigeria and in other parts of the world. We have done our homework and we have been able to highlight some factors that will give us competitive advantage in the marketplace; some of the factors are effective and reliable farming processes that can help us sell our produce at competitive prices, good network and excellent relationship management.
Another competitive advantage that we are bringing to the industry is the fact that we have designed our business in such a way that we will operate an all . With this, we will be able to take advantage of all the available opportunities within the industry.
Lastly, our employees will be well taken care of, and their welfare package will be amongst the best in the industry meaning that they will be more than willing to build the business with us and help deliver our set goals and achieve all our objectives as a standard commercial farms with a food processing plant.
