Nissi Integrated Technologies

Business Plan

Executive Summary

Business Description

Nissi integrated technologyHere, describe the business.  What will the business be doing, and why?  Use the “Normal Subtitle” style as needed; possible headings include:  “Risks and Opportunities” and “Products and Services”.  Don’t include a separate Products and Services section unless there is more than one product.

 intends to operate in the banking security business.  It will specifically focus on the installation, maintenance and repair of electronic security systems in the branches of the three largest banks in Guatemala.

Phase 1 of the plan is to provide services to the three major banks in Guatemala.  Phase 2 is to become a certified distributor for a US security company and expand throughout Central America.

William has established his competence in the security business with two of the three major banks, from experience in working with him while he was with another company.  In particular he has a good relationship with the security manager for one of the three major banks.  He is currently negotiating to service 10%Who will be the customers?  What kind of people are they?  If selling to a few, large customers or distributors, be sure to name them and describe their needs.  If selling indirect, be sure to describe the end customers as well.

 of this bank's branches.  If this goes well, William feels that they can get 60% of the branches.

Kingdom Impact

NISSI integrated technology was born in the heart of God with a vision to support the projects of local churches and help in the training of its members in being good stewards of God's wealth.  He also to help church members start new businesses for the glory of God.

Bring the employees of Nissi technology to Christ by my testimony, biblical principles, values and treating them with love. 

Demonstrate love and integrity to the banks and providing excellent service and serving them in the way Jesus came here to serve.

Identify needs among Nissi and bank employees and help them, on a personal level, where possible.

Investment Required

Total startup costs and investment required are Qtotal startup costs are 151,633 or $20,217

Business Description

Nissi integrated technologyHere, describe the business.  What will the business be doing, and why?  Use the “Normal Subtitle” style as needed; possible headings include:  “Risks and Opportunities” and “Products and Services”.  Don’t include a separate Products and Services section unless there is more than one product.

 intends to operate in the banking security business.  It will specifically focus on the installation, maintenance and repair of electronic security systems in the branches of the three largest banks in Guatemala.

William believes that there is an opportunity to succeed in the banking electronic security business by: 

· focusing on this segment of the security business, 

· offering customized security services and 

· doing a superior job ofInclude information about the community, the surrounding region, or even the country, if relevant.  Describe the state of the industry, and the state of the market, for these products, and these types of products.  The product(s) itself should have been covered in the Business Description, above. 

·  scheduled maintenance, thus lowering the frequency of subsequent failures.  This will increase customer satisfaction and reduce the need for unscheduled service calls, which will increase profitability.

There are three major banks in Guatemala, each with several hundred branches.  The average branch has a revenue potential of about 500 to 600 quetzales per month.

Phase 1 of the plan is to provide services to the three major banks in Guatemala.  Phase 2 is to become a certified distributor for a US security company and expand throughout Central America.

William has established his competence in the security business with two of the three major banks, from experience in working with him while he was with another company.  In particular he has a good relationship with the security manager for one of the three major banks.  He is currently negotiating to service 10%Who will be the customers?  What kind of people are they?  If selling to a few, large customers or distributors, be sure to name them and describe their needs.  If selling indirect, be sure to describe the end customers as well.

 of this bank's branches.  If this goes well, William feels that they can get 60% of the branches.

Biography of Candidate
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	William learned the value of hard work at an early age, helping to support his family.  He and his wife currently have a metal recycling business. At the same time, he worked and became knowledgeable in the bank (electronic) security business and his intent is to establish a successful company in this industry, working with the three largest banks in Guatemala.

His ultimate goal is to build three to five companies and develop people so that the management of the different businesses can be delegated.  He would then like to consult with his brothers and sisters in the church on starting their own businesses.

His passion is expressed in Ephesians 4:11-12:

“11It was he who gave some to be apostles, some to be prophets, some to be evangelists, and some to be pastors and teachers, 12to prepare God's people for works of service, so that the body of Christ may be built up”


Company Structure
William will be the sole owner of the company (ownership position of his wife?)

Marketing

Industry and Market Overview

The primary target market is the three biggest banks in Guatemala. They have competitors serving their security needs but, based on William’s experience in the industry, he believes he can offer specialized service to banks which will improve the performance of the security systems at a competitive price.

Customers

William has worked with two of the three largest banks and has a good relationship with one of the security managers who has expressed an interest in using his services. He wants to capitalize on this relationship to establish a contract with the bank to manage, on an outsourced basis, all of their electronic security systems. Initially, he would service a small number of branches to establish quality and service and then expand within the first bank and use this credibility to move into the other banks.

He would eventually like to become a certified agent for a US security company and expand throughout Central America.


Competition

Competitors segment their business and to commercial and residential clients.  They tend to have specific business hours.  William will specialize in a niche market: banks.  He will offer 24/7 service.

Pricing and Distribution

Pricing will be competitive with other vendors but the quality of service will be higher.

Service will be delivered to branches within Guatemala City and outside. Branches outside Guatemala City are farther apart and require more travel time and travel expenses (which are reimbursed by the banks).

William plans to have two-person teams with trucks for outside the city. He already has 5 other experienced people who would like to work for him.

Promotion

Promotion will be via Web site, CDs, PowerPoint Presentations – all targeted primarily at the security managers. There will also be a high quality brochure designed to be used by the security managers and Nissi for senior bank executives.

One aspect of promotion is establishing the credibility of Nissi as a legitimate, stable business. The initial target bank has specified that Nissi have a Yellow Pages ad as evidence of that credibility.

Financial

Startup Costs

Total startup costs are Qtotal startup costs are 151,633 or $20,217

	Resumen de costos de lanzamiento
	
	
	
	

	Nissi Integrated Technology
	
	
	
	

	
	
	
	
	

	Artículos de una venta y de lanzamiento
	 
	 
	Quetzales
	$

	Herramientas y equipo (véase abajo) 
	 
	 
	77,950
	$10,393.33

	Instalación y preparación de equipo
	
	 
	 
	$0.00

	Inventario inicial
	
	 
	620
	$82.67

	Honorarios   
	
	 
	 
	$0.00

	Alquiler anticipado
	
	 
	 
	$0.00

	Otros honorarios (legales, etc.)
	
	 
	1,000
	$133.33

	Licencias y permisos
	
	 
	 
	$0.00

	Publicidad y promoción inicial
	
	 
	19,396
	$2,586.13

	Capital de Trabajo
	 
	 
	52,667
	$7,022.27

	
	
	
	
	

	Inversión inicial 
	 
	 
	151,633
	$20,217.73

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	Herramientas y equipo
	Precio unitario Quetzales
	Número de unidades
	Quetzales
	$

	Pickups
	17,500
	4
	70,000
	$9,333.33

	Toolboxes
	150
	4
	600
	$80.00

	Ladders
	950
	2
	1,900
	$253.33

	Computer
	2,700
	1
	2,700
	$360.00

	Large Drills
	550
	2
	1,100
	$146.67

	printer
	400
	1
	400
	$53.33

	Set of Tools
	1,250
	1
	1,250
	$166.67

	 
	 
	 
	0
	$0.00

	Totales de Herramientas y Equipo  
	 
	 
	77,950
	$10,393.33


Investment Required

Investment required is Qtotal startup costs are 151,633 or $20,217

Financial Plan

	Proyección de ingresos
	
	
	

	Nissi Integrated Technology
	               (Todas las cantidades están en Quetzales)

	Año
	1
	2
	3

	Ingreso
	
	
	

	 Alarm System Maintenance (per month, per branch)
	469,000
	1,064,000
	1,382,500

	 Alarm System Service (Repair) (per visit)
	203,000
	150,000
	158,000

	 Installation of new branch systems (small)
	6,000
	6,000
	24,000

	 Installation of new branch systems (medium)
	24,000
	36,000
	72,000

	 Installation of new branch systems (large)
	50,000
	60,000
	120,000

	 Re-installations (addition to existing system)
	27,000
	18,000
	18,000

	 
	0
	0
	0

	 
	0
	0
	0

	 
	0
	0
	0

	Ventas Brutas
	779,000
	1,334,000
	1,774,500

	
	 
	 
	 

	Gastos
	 
	 
	 

	 Costo de los productos vendidos
	141,300
	227,400
	284,400

	 Salario
	267,600
	340,200
	357,210

	Biannual bonus
	54,000
	56,700
	59,535

	Rent
	27,000
	27,000
	27,000

	Utilities
	14,400
	14,400
	14,400

	Cell Phones
	10,200
	10,200
	10,200

	Gas, oil
	48,000
	48,000
	48,000

	Bus transportation
	600
	600
	600

	Reimbursement of travel expenses
	-184,800
	-184,800
	-184,800

	Hotel and Food
	46,200
	46,200
	46,200

	Tithing
	31,740
	65,901
	111,176

	IVA (12% of profit per month)
	30,471
	63,265
	106,728

	ISR (31% of profit every three months)
	62,597
	163,434
	275,715

	Other Giving (special offerings 10%)
	31,740
	65,901
	111,176

	 Expense
	0
	0
	0

	 Expense
	0
	0
	0

	 Pagos del préstamo
	89,093
	89,093
	0

	Gastos Totales
	670,142
	1,033,493
	1,267,540

	
	 
	 
	 

	Flujo de Efectivo Proyectado
	 
	 
	 

	 Utilidad en efectivo
	108,858
	300,507
	506,960

	Manager Shares Withdrawn
	0
	0
	0

	 Cantidad recibida en el Prestamo 
	151,633
	 
	 

	 Costos iniciales
	98,966
	 
	 

	Flujo de Efectivo Proyectado (acumulativo)
	161,525
	462,032
	968,993


Notes and Assumptions from September 2006

Williams’s passion is expressed in Ephesians 4:11-12 

“11It was he who gave some to be apostles, some to be prophets, some to be evangelists, and some to be pastors and teachers, 12to prepare God's people for works of service, so that the body of Christ may be built up”

His ultimate goal is to build three to five companies.

Then he wants to consult with his brothers and sisters in the church on how to open their businesses.

The goal is to work with the three biggest banks in Guatemala.

Maintenance of existing systems and repair and by doing a superior job, and build a strong business relationship with the bank.

Capitalize on the relationship to establish a contract with the bank to manage, on an outsourced basis, all of their electronic security systems.

Currently William and his wife have a business recycling metals: Copper, steel, aluminum, etc.

William would like to develop people so that he can delegate the management of the different businesses.

Competitors segment their business and to commercial and residential clients.  They tend to have specific business hours.  William will specialize in a niche market: banks.  He will offer 24/7 service.

William is currently negotiating with one of the three largest banks.

This bank has specified certain conditions that have to be met prior to entering into a business relationship with William. He has to establish credibility with the bank.

One of these conditions is that Williams company appear in the Yellow Pages.

William is on good terms with the security manager at this bank and is in a position to ask him what they need. 

To provide customized security services to banks.

Phase 1 is to provide services to the three major banks in Guatemala City.

Phase 2 is to become a certified distributor for a US security company and expand throughout Central America.

Develop credibility with the major banks: Yellow Pages, web site implementation.

Establish a home office in order to establish fax service, mailing address and to be able to receive incoming calls. 

William has PowerPoint presentations and CDs.

Two of the banks already know that William is competent in security because he has worked with them, while with another company.

What banks are looking for to establish credibility: trust; the image that is presented through advertising, Yellow Pages, etc.; 

Work with security manager (that William is currently negotiating with) to identify a pilot project with low risk to the bank and which William could offer a discount on.  In this way, establish his reliability in delivering a quality service.  

The security manager of one of the banks offered to let William take care of 10% of the branches for three months but then subsequently merged with another bank.

The merger process is not complete and William can pursue a similar deal.

If this goes well William feels that he can get 60% of the branches.

(NOTE: does William have the capacity to serve as that many branches: he has five people who are willing to work with him, that are experienced in the security business).

The company values are already established and from the beginning, William will preach these values to his employees.

William will establish Christian principles - the first standards that are established will be about the way William is living his faith based on biblical principles.  These potential employees are not Christians but they know Williams expectations and represent an opportunity to evangelize and bring them to Christ.

Initial advertising and promotion:

Web site implementation Q1500

Brochures (electronic form and print copies only when necessary) - based on web site design, messages and graphics. Design Q500, Printing Q25 per brochure. 

Total = Q2625

Taxes

There are several different types of taxes depending on the way the company is incorporated. For Deanna the tax on revenues is 5%.  For William, the tax on profit is 31% every three months. IVA is 12% on profit every month.

Repairs: The bank supplies the parts

William believes that his superior maintenance will, over time, result in fewer visits for repair.

160 mainatenance visits per day = 7 visits per day @ 2 hrs per visit (3.25 hours day)

Branches in city = 40% = 64 (average traveltime = 1 hour) = 3 visits/day for 2 people

Branches outside city = 96 (average travel time = 1.5 hours – planned routes) = 2 visits/day for 2 paople = 4 service people outside city and 2 service people in the city

IN previous company 4 visits/day out of city and in city

4 teams @ 4 vists per day = 16 visits /day x 22 days/mo =  352

The bank reimburses travel expenses for out of city calls = Q1200 per team per day = Q2400/day

Out of the city  11 days/mo = 11x Q2400 = Q26400

Hotel and food expenses (per/day) = 180 (food) and 120 (hotel) per team = 600 per day for both teams for 11 days = Q6600

In month 17, William will start offering the service to other banks.

The would probably start giving him some of their business in months 25.

