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BUSINESSCHOSEN:MALTAGUINNESSCOMPANY.

1)Executivesummary

Theexecutivesummaryoutlinesyourbusinessproposal.Althoughitisthelastsectiontobe

written,itgoesonthefirstpageofthebusinessplan.Itwillbereadbypeopleunfamiliarwith

yourbusiness,toavoidjargon.Thefirstitem inthebusinessplanwhichsummarizeeverything

thatneedstobeknown.Itprovidesthewhole”informationpackage”includingthefeasibilityof

theventure,thedistinctivenatureofthebusinessidea,themarketanalysisandtheresource

possibilities.Thissectioniswrittenforthebusyreaderswhowouldliketogetacomprehensive

overviewtomakequickdecisionontheproposal.

Theexecutivesummaryhighlightsthemostimportantpointsandshouldsum upsixareas.

•Yourproductorserviceanditsadvantages.

•Youropportunityinthemarket.

•Yourmanagementteam.

•Yourtrackrecordtodate.

•Financialprojections.

•Fundingrequirementsandexpectedreturns.

Whatisbusinessplan?

Abusinessplanisacomprehensive,writtendescriptionofthebusinessofanenterprise.Itisa

detailedreportonacompany'sproductsorservices,productiontechniques,marketsandclients,

marketingstrategy,humanresources,organization,requirementsinrespectofinfrastructure

andsupplies,financingrequirements,andsourcesandusesoffunds.BusinessPlansisalso

definedasawrittendescriptionofyourbusiness'sfuture.

MaltaGuinnessistheNigeria'snumberonedrinkproducedbyGuinnessNigeriaPLC.Itconsists

ofpurevitaminsandminerals,lunchedinCameroonin1984,producedbyDiageo.Malta

Guinnesshasdifferentbranchesintheworldandexistedevenbeforesomeotherdrinks,which

madeitAfrica'sleadingnon-AlcoholicAdultpremium softdrink.

MaltaGuinnesshasalotofadvantage,whichincludes,Bloodsupplement,Energyandstrength,

helpsinboostinglifeSpanandlivinghealthier.Italsocontainslesssugarcomparetoother

drinks.



Sizesalsoincludes;

MaltaGuinnessClassicBottleandCan(33cl)

MaltaGuinnessHerbsLiteBottleandCan(33cl)

MaltaGuinnessClassicPETbottle(330ml)

2)Thebusiness:Itexplainswhatthebusinessentails,theproductproduced,everythinginvolving

theplannedproductetc,belowaresomequestionsunderbusinessoverview.

•Thelengthoftimeyouhavebeendevelopingthebusinessideainitspresentform.

•Workcarriedouttodate.

•Anyrelatedexperienceyouhave.

•Theproposedownershipstructureofthebusiness.

Questionsincluding;

whatyourproductorserviceis.Makeitclearhow:

•itwillstandoutasdifferentfrom otherproductsorservices

•yourcustomerswillgainthroughbuyingyourproductorservice

•thebusinesscanbedevelopedtomeetcustomers’changingneedsinthefuture

Itisimportanttocoveranydisadvantagesorweakpointsyoufeelthebusinessmayhave.Be

frankaboutthese—itinspiresconfidence.

MaltaGuinnessisAfrica’sleadingnon-alcoholic,adult,premium softdrink,producedbyDiageo.

ItwaslaunchedinCameroonin1984.TodayMaltaGuinnessisahugelysuccessfuland

profitablebrandavailablein11Countries-Cameroon,Nigeria,Ghana,Ethiopia,Mauritius,Benin,

BurkinaFaso,IvoryCoast,Liberia,Gabon,Togo.

*Itiswholesomenourishmentfrom thefinestnaturalingredients

*Fullofvitalizinggoodness,withaddedvitamins,mineralsandslowburningsugarsforlonger

lastingenergy.

MaltaGuinnessClassicistheNation’sNo.1favoritemaltdink.The“bustling”brandwhichis

filledwithGoodness,Energy,andVitaltyispositionedtofueltheCAN-DOspiritofNigerians.

BothMaltaGuinnessClassicandMaltaGuinnessHerbslitevariantsarepremnuim malt

offerings..Italsodoeshavethatweird,bitteraftertasteandthatexplainswhyit’ssofardown



thelist.ThismakesMaltaGuinnessquitedifferentfrom othermaltdrinks.

MalaGuinnessisagoodenergysource,becausemaltispackedfullofvitamins,minerals,

starch,proteinandtraceelements.

Aheart-healthymix,maltcontainsfiber,potassium,folate,andvitaminB6,whichtogetherlower

cholesterolanddecreasetheriskofcardiacdisease.Itsdietaryfiberhelpsreduceinsulin

activityandincreasescholesterolabsorptionfrom thegutandencouragescholesterol

breakdown.Theconsumptionofastandardbottleofmaltdrink(300ml)providesthebodywith

vitaminA.Thesedrinksalsoserveaveritablesourceofquickenergytoapregnant,lactating

mothermothers.However,notethatalcoholisharmfulduringpregnancy.Themaltdrinkmust

bealcohol-free.

MaltaGuinnesscanalsobemixedwithmilksoastoworkeffectively,althoughitisn'tnecessary

butitimportanttothebody.Bothmaltandmilkcontainsproteinswhicharebuildingmaterialfor

thebody,calcium forhealthybonesandmuscles,andironthattakespartinbloodformingand

givesenergy.Itisusefulnotonlyformassgaining,butfortheallorganism.

3)CompetitiveAnalysis:

Competitorsaregenerallycompaniesproducingsimilarproductsorservices.Itmeansthey

operateonthesametarget-market.Understandingwhoourcustomersarecanreducetherisk

offailureandithelpstogetclearviewonthemarketshare.Hereweidentifythestrengthand

weaknessofcompetitor’s,analyzetheirmarketingstrategyandthekeysuccessfactors.

However,justbecauseacompanysellsthesameorsimilarproductorservice,thatdoesn’t

meantheyarecompetitorsastheymaysellitonatotallydifferentmarket.Wecanrankour

competitorsasdirect,indirectandpotential.

a)DirectCompetitors:Sameorverysimilarproductssoldonthesametarget-market.

b)IndirectCompetitor:Productorservicetargetsthesamebasicneedbutwithdifferent

products.

c)Potential(Future)Competitors:Thesearecompaniesorventuresthatarenotyetcompetitors,

butcouldmoveintothemarketinthefuture.

Questionsalsooccurinthissegment,theyincludes

*Whatproductsandservicesarepeopleusinginsteadofyours?

*OurAdvantages

*Explainwhyyourproductorserviceisbetterthanother.

Although,therearedifferenttypeofmaltbutpeopledohavetheirfavorite.Accordingto



research,othercompetitivemaltdrinkincludes(Maltina,Hi-malt,Maltex,Vitamalt,Malt

Gold,Amstelmaltetc)Otherfindingsmadefrom thisstudyarethatmaltaguinnessisthemost

preferredbrandoutofthesixstudiedbrands.Thiswasfollowedbymaltinaandvita–malt.

AmstelmaltahasthelowestconsumerbrandloyaltyfollowedbyRoyalmalt.

Allothercompanies,wouldalsofindalternativeofbecomingthebestoutoftheothermaalt

drinks,butMaltaGuinnesshasbeenthetopandmostleadingnonalcoholicdrinksbecauseit

consistsoflesssugar,whichbotholdandyounghasaccessof.nooneisdeprivedtheaccess

ofdrinkingthemalt,becausethetwosolution(MaltaGuinnessandmilk)givesbloodandhelpsto

boostenindividualslifespanandlivinghealthier,comparetoothermalt,whichonlyconsistsof

sugaronly.Also,thestudyshowedthatwhilequalityandavailabilityorplacewereacceptedas

majorfactorswhichinfluencetheirpreferenceofaparticularbrandbyconsumers,promotion

andpricewereregardedashavingveryinsignificanteffect.

Someotherbrands,mightreducethepriceoftheirproducttogaincustomersandalsoreduce

thequalityofthedrink,whichisn'tmighttobeso,MaltaGuinnessisthemostexpensivedrink

outoftheotherbrandofmalt,andalsohasthehighestquality.

ThatMaltaGuinnessispreferredtoothercompetingmaltdrinksbecauseofitssuperiority.

4)SalesandMarketAnalysis:Thetwomostimportantconsiderationsforanyventurearethat

howlargethemarketforourproductsorservicesisandhowfastisitgrowing.

Wecansummarizethemarketresearchbasedonthefollowingpoints:

>Costumer–Whowillbuyourproductsorservices?

>Competitors–Direct,indirectandpotential(future)competitor.Theirstrengthandweakness.

>Product,GoodorService–Howtodeveloptomeetcostumer’sneeds.

>Price–Valueformoney?Comparisonofcompetitors.

>Promotion–Reachcostumers,promotetheproductorservice.

>Demand–Costumers’problemsandneedstobesolvedandsatisfied.

Questionsinthisaspectalsoincludes;

>Howwillyourproductorservicemeetyourcustomers’specificneeds?

>Howwillyoupositionyourproduct?•Thisiswhereyoushowhowyourprice,quality,response

timeandafter-salesservicewillcomparewithcompetitors.

>Howwillyouselltocustomers?



Forexample,byphone,throughyourwebsite,face-to-faceorthroughanagent.

>Whowillyourfirstcustomersbe?•Showwhichcustomershaveexpressedaninterestor

promisedtobuyfrom youandthesalestheyrepresent.

>Howwillyoupromoteyourproduct?Forexample,usingadvertising,PR,directmailorvia

emailandawebsite.

>Whatcontributiontoprofitwilleachpartofyourbusinessmake?

Beforeproducingaproduct,thefirstquestiontobeaskedis"whowillbuytheproduct"product

aren'tproducedwithoutbenefitorusefulnessinthelifeofHumanorsocietyasawhole.The

mainaim ofaproducerisprofitandhowthepeopleortheimportanceoftheproducttothe

customers.MaltaGuinnesshasbeeninexistencesince1984,evenbeforesomepeoplewere

bornorallotherdrinkswereestablished.Theearlyexistencehasmadethem popularand

createdabiggernameforthem.Also,theMaltaGuinnessofbeforeremainsthesameof

today,Allthisattributehasmadethem sellrapidly.

Thepurposeofpromotionisnottorecovercostbuttocapturethevalueoftheproductinthe

mindsofthecustomers.Promotionconsistofco-coordinatedsellers-initiatedefforttoestablish

channelsofinformationandpersuasiontoforecasterthesalesofgoodsandservices.The

promotionalmixareadvertising,salespromotion,personalselling,publicrelationanddirect

marketing.promotionofMaltaGuinnesscanalsoincludetheuseofmassmedium theyare

Radio,Television,newspaperetc.MaltaGuinnesshasbeensellingwellinNigeriaformany

yearsandtheperformanceoftheproductinthemarkethasbeensatisfactory.Mostconsumers

prefertheproducttoothercompetingbrandsofmalts.

5)ManagementTeam:

Peoplereadingthebusinessplanneedtobegivenanideaofwhytheyshouldhavefaithinthe

managementofyourstart-up.

*Outlinethemanagementskillswithinyourteam.

•Defineeachmanagementroleandwhowillfillit.

•Showyourstrengthsandoutlinehowyouwillcopewithanyweaknesses.

•Describethebackgroundandexperienceofeachteam member.

•Clarifyhowyouintendtocoverthekeyareasofproduction,sales,marketing,financeand

administration.

•Managementinformationsystemsandproceduresshouldbeoutlined.Forexample,

managementaccounts,sales,stockcontrolandqualitycontrol.

•Showhowmany‘mentors’andothersupportersyouwillhaveaccessto.



*Howcommittedareyou?Thisexplainsyourloyaltyandcommitmenttotheorganisation,

companyorbusinesses.mostespecially,thosewhichdealswithmoney_Banksandanyother

potentialinvestorswillwanttobesureyouarecommittedtothebusiness.Showhowmuchtime

andmoneyeachofthemanagementteam willcontribute,andwhatyoursalariesandbenefits

willbe.

Managementteamsarepeople(includingtheproducer)whoworksinthebenefitofprogressof

theproductandcompany.Theymustbecommittedandtrusted,especiallythosewhoarein

careofmoney.Allmanagementteamsmustalwaysbecheerful,happyandputasmileontheir

faceswhendealingwiththeircustomersasthisenablegoodrelationsanddevelopmentofthe

productandbusiness.Theymustworkhandinhandtopromotethecompanyandenablethe

sales.Thisdoesn'tnotonlytalkaboutMaltaGuinnessbutallbusinesswhichwantdevelopment

initproduct.

InMaltaGuinnessbusiness,workerswhodelivergoodsorproducttothiscustomersmustalso

betrustedandrelayon.

6)Operationplan:

Ithastoexplainthedailyactivitiesandoperatingprinciplesofthecompany.Wehaveto

prepareaconsistentandcleardescriptionofthebusinessstrategiesandcriticaloperating

factorswhichmakesourbusinessasuccess.Itexplainwhatfacilitiesthebusinesswillhave

andhowitwilldelivertheproductorservicetothecustomer.

ItalsoIndicatethefacilitiesyouwillneedtostart(egequipmentandmachinery).Somestart-up

businessesonlyneedadeskandaphone.

•Itshowshowandwhereyouaregoingtowarehousethem andforhowlong.

Itexplainsthedaystodayactivities.InaMaltaGuinnesscompany,differentitemsarefound

therelike,trucksfordeliveringtheproduct,emptybottlesandcovers,water,emptycreatefor

puttingthefilledmalt,Platteforliftingtheemptybottleswhenfilling,whichincludstheworkers

anddistributorsandwarehouseforstoringproductwhichhasbeendoneinstock.

7)FinancialRequirementandProject:

Thecashflowforecastwillshowhowmuchfinancethebusinessneeds.Yourassessmentof

theriskswilldeterminewhetherornotyouneedtoarrangecontingencyfinancing.

Readersofthebusinessplanwillwanttoknowwhatcapitalinvestmentisneeded.Howmuch

moneywehaveandhowmuchweexpectfrom them.Loanmaylookseasymoneybutweneed

tobecarefulastoomuchdebtcanweighdownthecompany’sabilitytogrow.

>howmuchfinanceyouwillwant,whenandinwhatforms.



>Statewhatthefinancewillbeusedfor.

>howmuchwillbeforbuyingequipmentandhowmuchforworkingcapital(financingstockand

debtor).Beforeaproductisproduced,theprofitandsupposedgainshouldbeconsidered.

Producersdoesn'tinvestinaproductthathasmoreoflossthanprofit.

MaltaGuinnessbeenpopularwithlotofcustomerswouldhavealotofprofitsincethe

producedproductisqualityandbeneficialtoHuman.

Producersshouldconsidercostofitems,paymentofworkers,buyingofnewitems,repairof

trucksetcbeforeproducing

8)RiskBearing:Lookatthebusinessplanandisolateareaswheresomethingcouldgowrong

(egifyourmainsupplierclosesdown)

•Whatyouwoulddoifitactuallyhappens?

Considerarangeofwhat-ifscenarios(egwhathappenstoyourcashflowifsalesare20per

centloweror15percenthigherthanforecast).Ifthereareseriousrisks:

•youmaydecidethatthebusinessistooriskyandabandonthewholeproject.

Assessingriskwillhelpyouminimiseproblemsandhelpbuildupyourcredibilitywithany

investor.producerswouldalwaysbearriskinallsituation,mostespeciallyInthesituationofmalt

Guinness(bottle).Onehastobecarefulwhenpackaging,itcouldslipfrom oneshandanytime,

nooneisabovemistake,whenthisoccursitcauselosstotheproducerbecauseinamonth30

bottlescanbebrokenandthiscausesshorageofprofitandgaintotheproducer.Thisaspect

makestheproductariskyone.

9)Appendices:

Detailedfinancialforecasts(monthlysales,monthlycashflow,P&L)shouldusuallybeputinan

appendix.

>Includeadetailedlistofassumptions.Forexample,theprofitmarginoneachproduct,debtor

collectionperiod,creditorpaymentperiod,stockturn,interestandexchangerates,equipment

purchases.

>Youmaywanttogiveotherrelevantinformation.

>DetailedCVsofkeypersonnel

>marketresearchdata.Allsalesshouldbedocumented.Themonthlysales,yearlysales,and

weeklysalesshouldallbewrittendowntoavoidmisunderstanding.Allfinancesshouldbe

fotteddowntoavoidquarrelorworries.InMaltaGuinnesscompany,thecrateofdrinkssold

shouldbewrittenalwaysinaday,thedebtorandamountoweshouldalsobewrittenwhichalso



includethesalariesoftheworkersalso.

10)Presentingtheplan:

Themoresolidinformationyoucangatherforyourownuse,thebetterthebusinessplanwillbe.

>Focusonthemainpoint,itshouldn'tbetoolong.

>Makeitprofessional.

>Putacoveronthebusinessplan.

>Re-readityourself.Wouldreadingyourplangiveanoutsideragoodfeelforyourbusinessand

agraspofthekeyissues?

>Showtheplantofriendsandexpertadvisersandaskthem forcomments.

Ifdone,andcommentgoodconcerningtheplan,thenhopeforthebetterbestinthebusiness.

.Ithinkmythesiscanhelptogiveageneraloverviewoftheprocessofbusinessplan

preparation.IhopeinthefutureIorsomeoneelsewillwanttousethisthesisasaninstruction

bookwhilepreparingaplanforasuccessfulandprofitablebusiness.


