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ExecutiveSummary

BotanicalBountyisanexistingfarm dedicatedtotheproductionofbotanicalperennials.

BotanicalBountyhasbeenformedasanOregon-basedLimitedLiabilityCorp.

(L.L.C.) locatedoutsideofAlbany,Oregon.BotanicalBountyisworkinghardtobecome

aleadingproducerofbotanicalplantsforthenaturalsupplementindustryaswellas

plantnurseries.Byleveragingawellthoughtoutbusinessplanexecutedbyaskilled

managementteam,BotanicalBountywillgenerateover$216,000inyearthreesales.

KeystoSuccess

BotanicalBountyhasidentifiedthreekeysthatwillbeinstrumentalintheirsuccess.The

firstistheimplementationofstrictfinancialcontrols.Byhavingthepropercontrols,

productionefficiencywillbemaximized.Thesecondkeywillbetheneverendingpursuit



fortheindustry'shighestconcentrationlevelsofbotanicalingredientsineachplant.The

thirdkeyistherecognitionandimplementationofthephilosophythat100%customer

satisfactionisrequiredtoensureaprofitablebusiness.Profitsareabyproductof

satisfyingcustomers,nottheotherwayaround.

Products

BotanicalBountyisa10acrefarm thatconcentratesonthegrowingofbotanical

medicinals.BotanicalBountyhaschosenfive plantspecies thathavesignificantmarket

demandaswellbeingwellsuitedforgrowthintheWillametteRiverValley.Botanical

Bountywillfeature:Echinacea-animmunesystem booster;Ginseng-asourceof

energy;StJohn'sWort-formilddepression;Skullcap-forinflammation;andGinger-a

stomachsoother.

Market

BotanicalBountyhasthreedistinctcustomers:supplementcompanies,processorsof

botanicalsforsupplementcompanies,andnurseriesthatreselltheplants.Thefirsttwo

customerspurchasetheplantsforuseintheirproductswhichtheyultimatelyselltothe

endconsumer.Themarketfornaturalsupplementsisquiteexciting.Surveysshowthat

over158millionconsumers(over55%ofU.S.population)usedietarysupplements.An

estimated115.3millionconsumersbuyvitaminsandmineralsforthemselves,and55.8

millionpurchasethem forothermembersoftheirfamily,includingchildren.Consumer

surveysconsistentlyfindthatnearlyhalfofallAmericansnowuseherbs-astatistic

thatisparticularlyremarkablewhenwerealizethattoday'sherbalproductsindustryis

justoveraquartercenturyold.



ManagementTeam

BotanicalBountywillbeleadbythehusbandandwifeteam ofDavidandSueNealon.

Davidbringsawealthofbusinessandprojectmanagementskillstothecompany.While

workingatYahoo!,Davidwasresponsibleforthesuccessfullaunchandmarketlead

captureofYahoo!sdrivingdirectionssection. Utilizingtheseskills,Davidwillbe

responsibleforthebusinessoperationsofthefarm.Sue,withabackgroundofplant

biologywillbethedrivingforceoftheoperation,growingthehighestactiveingredient

contentplantsinthecountry.Additionally,becauseofherwealthofknowledge,shewill

betheleaderofthesalesdepartment.

FinancialPlan

BotanicalBountybeganasahobbyforDavidandSuetwoyearsago.Overthelasttwo

yearstheyhaveworkedoutallofthebugsrelatedtoproduction.Additionally,theyare

nowquitehungrytosucceed,creatingoneofthepremierbotanicalperennialfarmsin

thecountry.Tofinanceourgrowthandfull-timeproduction,weneedtopurchase

$35,000worthofnewequipmentaslong-term assets.Tothatend,weareseekinga

$100,00010-yearloan.Salesforecastsconservativelyindicatethat$190,000revenue

willbegenerated inyeartwo,risingto$216,000thefollowingyear.

1.1Objectives

TheBotanicalBountyhasidentifiedseveralobjectivesforthebusiness:

1.Becomealeadingsupplierofbotanicalperennialsforthehealth/vitaminindustry.



2.Reachthepointofsustainableprofitability.

3.Enjoyworkwhilemakingagoodliving.

1.2Mission

ItisBotanicalBounty'smissiontobecometheleadingproviderofbotanicalperennials

to thehealth/vitaminindustry.Thiswillbeaccomplishedbyprovidingqualityplantsat

fairpriceswhileexceedingcustomer'sexpectations.

1.3KeystoSuccess

BotanicalBountywilladheretothreekeysthatwillbeinstrumentalin itssuccess:

1.Strictfinancialcontrols.

2.Theneverendingpursuitofthehighestconcentrationofbotanicalsineveryplant.

3.Ensuringthatallcustomer'sneedsaremetandtheyaresatisfiedwiththe

purchasedproducts.



CompanySummary

BotanicalBountyisanOregonbasedperennialfarm thatgrowsavarietyofbotanical

medicinal perennials.ThecompanyhasbeenformedasanOregonL.L.C.Thefarm has

beenin existencefortwoyearsnow,initiallyoperatingasahobbyasratherthanaprofit

producingbusiness.

2.1CompanyHistory

BotanicalBountyhasbeeninoperationfortwoyears.Initiallyitwasstartedasahobby

whereSusancoulduseherplantbiologyskillswhilecoveringsomeofthecosts.The

Nealon'swereabletoachievethislifestyleduetoawindfallthatDavidreceivedasa

resultofexercisedstockoptions.Afterthe secondyear,theNealon'sdecidedthat

althoughtheyhadthemoneytoliveonformanyyears,itwouldbeirresponsibleto

needlesslyspenditsotheygotseriousaboutthebusinessandmadeaconcertedeffort



tobecomeprofitable.

BotanicalBountyhaschosentheWillametteRiverValleyasanidealplacetogrow

perennials.BotanicalBountyhas10acresoflandwhichtheyuseforproduction.During

severalofthewintermonths,productionismovedintotheirgreenhousefor

propagation.BotanicalBountyemploysadripirrigationsystem foralloftheplants.

CompanyOwnership

BotanicalBountyisanOregonL.L.C.ownedbyDavidandSusanNealon.TheL.L.C.

businessformationhasbeenchosenasastrategicwaytoshieldtheNealonsfrom

personalliability.

Products

BotanicalBountyoffersarangeofbotanicalperennials(plantswheretherootstructure



remains,allowingtheplanttoregroweveryyear).Botanicalperennialswerechosenfor

twomainreasons.Thefirstisthemedicinalvaluethattheyoffer,thereforetheplants

haveapositivecontributiontosocietybyimprovingpeople'shealth.Thesecondreason

isthatthemarketformedicinalherbsisaverystrongindustrywithexcellentgrowth,

ensuringdemandfortheirplants.BotanicalBountywillofferthefollowingexcellent:

Echinacea

EchinaceawasusedextensivelybyNativeAmericansandtheearlysettlersalso

adopteditsuse.Ithasbeenusedforyearsinalternativemedicinetosupportthe

immunesystem,andtopurifytheblood,especiallyduringseasonchangesandduring

thecoldandfluseason.Scientificstudieshaveconfirmedthepresenceofnatural

chemicals,echinacosides,whichincreasewhitebloodcellactivity.

Ginseng

Ginsengstimulatesandincreasesendocrineactivityinthebody.Promotesamild

increaseinmetabolicactivityandrelaxesheartandarterymovements.Stimulatesthe

medullacentersandrelaxesthecentralnervoussystem.

Skullcap

Skullcapisapowerfulmedicinalherb,itisusedinalternativemedicineasananti-

inflammatory,abortifacient,antispasmodic,slightlyastringent,emmenagogue,febrifuge,

nervine,sedativeandstronglytonic.Somevaluableconstituentsfoundintheplantare

scutellarin,catalpol,othervolatileoils,bitteriridoidsandtannins.Scientificstudiesare

provingthistobeavaluableplantinmanyareasformentaldisorders.Skullcapisused



inthetreatmentofawiderangeofnervousconditionsincludingepilepsy,insomnia,

hysteria,anxiety,delirium tremens,withdrawalfrom barbituratesandtranquilizers.

Ginger

Gingerrootsanddriedherbaremedicinalandedible,ithasaspicy,hot,crispy,tasteand

canbeeatenfreshinsmallquantitiesinsalads,usedasarelish,acondiment,ormade

intoasauceformeat,especiallygoodonchicken,orusedtomakegingercandy.Widely

usedasanalternativemedicinegingercontainsthevaluableconstituentaristolochic

acid,scientificstudyshowsittohaveanti-inflammatory,antiviral,antitumoractivity,

cureswartsinsomecasesandisabroad-spectrum antibacterialandantifungal.

BotanicalBountysellstheseexcellentperennialsinplantform forthebotanicalstobe

extractedbytheircustomers.BotanicalBountyconcentratesonproducingthe

healthiestplantswhichhavethehighestconcentrationofactivebotanicals.

MarketAnalysisSummary

BotanicalBountyhasidentifiedthreemaincustomergroups:supplementcompanies;

botanicalprocessors;andothernurseries.Thecustomersegmentsaredistinctenough

tobeabletotargeteachonedifferently.TheindustrythatBotanicalBountyproduces

forhasbeenundergoingconsolidationforseveralyearsnow.BotanicalBountywillbe

abletoservetheindustrybyleveragingtheircompetitiveedgeofhealthy,potentplants.

4.1MarketSegmentation

BotanicalBountyhasidentifiedthreedifferenttargetmarketsegmentswhichtheywill



sellto:

SupplementCompanies

Thiscustomergroupmanufacturesbotanicalsupplementsfortheirownlabelproducts.

Thecompaniespurchasetheplantsandextracttheactiveingredientsandtransform

them into sellableproductsfortheirownbrand.Thereareahandfuloflargecompanies

thatoperateinthismarketspace.Tenyearsagothereweremanydifferentonesbut

throughconsolidationtheindustryhasgrowninsizebutdecreasedinthenumberof

differentplayers.

Processors

Thesecustomerspurchasethetheplants,extractthebotanicalsandeithersellthe

concentratedbotanicalstotheendproducersortheythemselvesproducethe

supplementandsellthefinalproducttoothercompaniesfortheirprivatelabelproducts.

Inessencetheyarethesubcontractorforthesupplementcompanies.Thesecompanies

thereforeareonelayerwithinthemanufacturingsystem anddonotselltotheend

consumer.Theyactasasupplier/processorfortheretailbrands.

OtherNurseries/GardenCenters

Thiscustomergrouppurchasestheplantswhichtheyinturnsellatretailtothe

individualendconsumer.Thetypicalconsumer isahealthconsciousindividualwhois

interestedineitherextractingthebotanicalfrom theplantimmediatelyorgrowingthe

plantintheirowngardenforfutureuse.



TargetMarketSegmentStrategy

BotanicalBountyhaschosenthethreemarketsegmentsbasedontheconsistent

demandforbotanicalextracts.Whilethereareotherpotentialcustomers,theyare

smaller,lessconsistentintermsofdemand,andmoredifficulttoreach.The

supplementcompanies,processors,andtoasmallerdegreethenurseriesareattractive

customersduetothetheirconsistentdemandandtypicallong-term contractneeds.

Thereissignificantvaluetothesecustomersforagrowertoconsistentlyofferthe

samehighlevelofactivebotanicalsineachplantandtobeabletomeettheneedsof

largevolume,longdurationcontracts.

IndustryAnalysis

Thebotanicalperennialgrowingmarketistypicallyconcentratedinseveralregions

aroundtheU.S.whichhaveoptimum growingconditions.Whilethereareacouplemega

farms,onthewhole,78%oftheU.S.productioncomesfrom growerswith5-20acresof

land.Approximately23%ofbotanicalextractsaregrownabroadandimportedintothe

UnitedStates.Reasonsforbotanicalgrowthtooccuroverseasistypicallybasedonthe

typeofherbanditsabilitytogrowbetterintherespectiveregion.

Themarketforsupplementsishugeandgrowing:

U.S.SupplementMarket

Surveysshowthatover158millionconsumers(over55%oftheU.S.population)use

dietarysupplements.Anestimated115.3millionconsumersbuyvitaminsandminerals

forthemselves,and55.8millionpurchasethem forothermembersoftheirfamily,



includingchildren.ConsumersurveysconsistentlyfindthatnearlyhalfofallAmericans

nowuseherbs-astatisticthatisparticularlyremarkablewhenwerealizethattoday's

herbalproductsindustryisjustoveraquartercenturyold.

Thebasicreasoncitedfordietarysupplementgrowthisthedesireforself-care.

Consumersusedietarysupplementproductstohelpthem achievetheirself-caregoals

thatariseoutofasenseofalienationfrom theestablishedhealthcaresystem.Results

from anationalsurveyconductedin1999byMen'sHealthmagazineshowthat

consumersusedietarysupplementsasameansofensuringgoodhealth.Theyalsouse

supplementsforveryspecificmedicinalpurposessuchastreatingandpreventing

seriousillnesses,colds,andtheflu;increasingmentalsharpness;andalleviating

depression.

Theconsumer'sdesireforself-careandthewidespreaduseofdietarysupplements

maycauseproblemsforpublichealth.Anestimated22.8millionconsumersuseherbal

remediesinsteadofprescriptionmedicine,andanestimated19.6millionusethem with

aprescriptionproduct.

Inthepast,exceptforvitaminandmineralproducts,dietarysupplements,particularly

botanicalproducts,weresoldmainlytoadultsinhealthfoodstores.Incontrast,now

suchproductsareavailableinsupermarkets,otherretailstores,andontheInternet,

makingtheseproductsreadilyaccessibletochildrenandothervulnerablepopulations.

TheNutritionBusinessJournalestimatedthatin1999,U.S.consumersalesof

supplementsovertheInternetamountedto$142million,almostthreetimesthe



previousyear'stotalof$48million.

Thefivemainchannelsofdistributionare:consumer-direct(includesdirect

mail/catalog,directfrom salesrepresentatives,multi-levelmarketing,Internet&

infomercial/directfrom television);food,drug,mass-marketstores,healthandnatural

foodstores,healthcareprofessionalsandpractitioners,others.

 CompetitionandBuyingPatterns

Asmentionedpreviously,competitiontakestwoforms,farmssimilarinsizeand

productioncapacitytoBotanicalBountyandmegafarms.Thesimilarlysizedfarms

rangeinsizefrom 5-30acres.Thenumberofdifferentherbsgrownvariesfrom a

handfultoupwardsof50. Thechoiceof plants grownisbasedonownerpreferenceas

wellaslocationandtheabilityofthelocalgrowingconditionstosupportthedifferent

plants.

Ontheotherendofspectrum isthemegafarm.Thesefarmshaveasimilarrange of

speciescultivated,howevertheydiffer greatlyinproductioncapacity.Thesefarmsare

huge,typicallynotlessthan100acres,peakingat300acres.Thesegrowershowever

are fewnumber.

Thebuyingpatternsofthedifferentcustomersaretypicallybasedonthesevariables:

 Price



 Availability

 Abilityto deliverconsistently onlong-term contracts

 Significant%ofactiveingredients

 Consistency.

StrategyandImplementationSummary

BotanicalBountywillleveragetheircompetitiveedgeinordertogainsignificantmarket

share.Theircompetitiveedgeistheirabilitytoconsistentlyproduceplantswithhigh

activebotanicalpercentagesaswellasahighratioofhealthyplants(sellable).

Themarketingstrategywillhavetheobjectiveofraisingawarenessandvisibility oftheir

industry-leadingpercentagesofactivebotanicals.Thestrategywillcommunicatethe

factthatBotanicalBounty'splantswillyieldasignificantlyhigheramountofbotanicals

measuredperplant.

Thesalesstrategy,inadditiontoreinforcingthecompetitiveedge,willseektoqualify

leadsbyconcentratingonBotanicalBounty'sabilitytoperform reliablyonlong-term

contracts,becomingastablesuppliertothelargercompaniesthatneedasteadysupply

stream.

5.1CompetitiveEdge

BotanicalBountyhasadualcompetitiveedge:



HealthyPlants

Thehealthiertheplant,thefasteritwillgrow,themorebotanicalsthatcanbeextracted

from it.Thismeansanincreaseinproductionefficiencyduetoalargerpercentageof

plantsthataresellable.Othercharacteristicsofhealthyplantswhichareimportanton

theproductionsideis:lowerpestcounts,moreestablishedrootstructures,andhigh

biomass.

HighConcentrationofActiveBotanicals

Thisisbeneficialtothepurchaserbecausetheyarebuyingtheplantspreciselyforthe

activebotanicals.HighconcentrationlevelsarevaluabletoBotanicalBountybecause

theyincreasetheamountofbotanicalsproducedperplantorperacre,increasingthe

productioncapacityofagivenamountofland,therebyincreasingtheirreturnon

investmentandincreasingtheattractivenessofBotanicalBounty'splantsrelativetothe

competition.

MarketingStrategy

ThemarketingstrategywillbebasedongeneratingawarenessandvisibilityofBotanical

Bountyandtheirabilitytoproducethehighestpercentagesofbotanicals.Thestrategy

willrelyonseveraldifferentformsofcommunication.Themainform isparticipationin

thenumeroustradeshowsfortheindustry.Thetradeshowsarewhereeveryonefrom

theindustrygatherstomeetandtransactbusiness.tisawonderfulplacetonetworkas

wellaslearnaboutnewdevelopmentsintheindustry.Thesecondform of

communicationwillbetheuseofadvertisements.Themainvenuesforadvertisements

willbeindustrytrademagazines.Thetrademagazinesareawellreadsourceof



informationthatbuyersandsellersrefertoformanydifferenttransactions.

 SalesStrategy

BotanicalBounty'ssalesstrategyeffortswillfocusonidentifyingqualifiedleadsand

turningthem intopayingcustomers.ThemainsaleseffortthatBotanicalBountywill

undertakeisthereinforcementofthefactthatBotanicalBounty'splantshavethe

industry'shighestpercentageofbotanicals.Thiswillbequiteappealingtothebuyersas

thisisexactlywhattheywant,morebotanicalsperplant.Inadditiontosellingthe

buyersonBotanicalBounty'scompetitiveedgeofpotentplants,therewillbean

emphasisonBotanicalBounty'sabilitytoperform onlong-term contracts.

BotanicalBountyrecognizesthatthetransactionsshouldnotbethoughtofasindividual

sales,butaslong-term relationships.Thisisareasonableassumptionbasedonthefact

thatthecustomersareinthebusinessofutilizingbotanicals,thattheywillcontinually

havetheneedforthebotanicals,andthatitisfarlessexpensivetoestablisha

relationshipwithonevendorthantocontinuallyhavetofindnew vendorsthatcanmeet

theirneeds.

 SalesForecast

Thesalesforecastindicatesthatgrowthwillbeslowbutsteady.Growthwillbeslow

becauseofthetimeandeffortneededtodevelopthecustomers.Productionisnotthe

slowingelementasBotanicalBountyhasbeeninproductionforacoupleofyears.

Grantedtheywerenotproducingatthesamelevel,orforthatmatterwiththesamegoal

ofbusinessefficiency,butnonethelesstheywillbeabletoreasonablyraiseproduction



tomeetthesalesneeds.Duringthewetmonthsoftheyear,theforecastreflectsa

taperingofsalesasproductionwillfallduringthesemonths.Therewillhoweverbe

somesalesandproductionwhichwillbemovedinsidetothegreenhouses.

Thereareafewrisksthatcouldhaveanegativeimpactonsales.Thefirstisweather.

Plantsaredependantontheweather.Apoorgrowingseasonwillhaveaseriouseffect

onproduction.Thisriskisspreadamongstalloftheproducersofthespecificregion

meaningtheweatherriskisimposedoneveryone,generallynotaspecificfarmer.

Anotherriskthatcouldeffectsalesissomesortofpestthatcouldunexpectedly

negativelyeffectthecrops.Byplantingmultiplebotanicalsandchoosingthem basedon

theirheartinessrelativetothegrowingclimate,BotanicalBountyisabletominimize

theserisksasmuchaspossible.



ManagementSummary

TheBotanicalBountymanagementteam ismadeupofthehusbandandwifeteam of

DavidandSueNealon.DavidstudiedatPomonaCollege,asmallliberalartsschoolin

centralCalifornia.DavidgraduatedwithadualmajorofBusinessandPhilosophy.David

workedatabicycleshopforayearbeforejoiningYahoo!asemployeenumber34.David

wasaProjectManagerandwasinchargesomebusinessdevelopmentactivities.His

first"homerun"wasthedevelopment,launching,andmanagementofYahoo!'sdriving

directionsservice.Davidrecognizedthevalueofprovidingpeoplewithprecise,custom

drivingdirections.

Initiallyiswasadauntingtasktodeveloprevenueforthisservicewhichtheindividual

usersdidnotpayfor,butDavidwasabletogeneratesufficientadvertisingdollars

specificallyforhisservice.Davidwasultimatelyresponsiblefortheentireproject,

providinghim withawealthofprojectmanagementandoperationsskills.Afterthis

directionservicebecamethemarketleaderforthisniche,Davidmovedontoother

projectsatYahoo!DavidspentatotaloffouryearsatYahoo!providinghim witha

wealthofexperience.

SueDerentNealonisthebiology/horticulturemanagerforBotanicalBounty.Sue

studiedattheUniversityofOregon,firstreceivingherundergraduatedegreeinbiology

andlaterherMaster'sinPlantBiology.Sue'sMaster'sthesiswasadualthesisinplant

fertilityandherbalconcentrations.Theplantfertilitytopicwasastudyofdifferenttypes

ofcompostandtheeffectsonfertility.Thesecondtopic exploredtheinterrelationships

ofnutrientsandtemperatureandtheeffectthattheyhaveontheplants'productionof



therespectivebotanicals.Thetopicsofherthesiswerechosenbasedonherdesireto

continuewithhereducationprofessionallyasagrower.

AfterschoolSuemoveddowntoCaliforniatoworkatoneofthelargestindoorgrowing

operationsinCalifornia.Wantingtobeclosertoherparents,the SueandDavid moved

totheWillametteRiverValleyinOregoninpursuitofSue'sdream ofrunningherown

farm.Forthefirsttwoyearssheranthefarm asahobby,justfiguringthingsoutwithout

aconcernforprofits.Afterseveralseriousconversations,theydecidedtoreallymake

thefarm abusiness.

PlayingtotheirstrengthsSuewillmanagethefarmingoperationsandsales,whileDavid

handlesthebusinessoperations.

PersonnelPlan

 David: Operationsincludingvendorrelations,accounting,andsomegrowing

responsibility.

 Sue: Headgrowerandsales.Asheadgrowersheisresponsibleforsupervising,

schedulingplantproduction,thecuttingschedules,cropselection,growing

schedules,fertilizerselectionandapplicationschedules,irrigationsystem

development,andpestcontrol.BecauseSuehasthetechnicalknowledgeregarding

theplantsandtheirindustryleadingbotanicalconcentrations,shewillbeincharge

ofsaleswhichwillincludequalifyingleadsaswellasparticipatinginthefinal

negotiationsandaccountmanagement.



 Grower: Suewillhavetheassistanceofafull-timegrowerinordertoallowherto

meethersalesresponsibilities.

 Laborers: Thelaborerpositionswillbeseasonalasthereismoreworkrequiredin

thesummermonths,however,therewillalwaysbesomelaborersonstaff

throughouttheyear.Someoftheresponsibilitiesofthelaborersaresoiltilling,

compostdistribution,plantcollectionsandtrimming.

FinancialPlan

Thefollowingsectionswilloutlineimportantfinancialinformation.

Break-evenAnalysis

TheBreak-evenAnalysisisshownbelow.



ProjectedProfitandLoss

Thefollowingtableandcharts showthe ProjectedProfitandLoss.

Conclusion

The project is technically feasible and commercially viable. It is therefore

recommendedforfunding.


