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1) Executive Summary

This introductory section should briefly explain your company’s mission and structure; financial   background (financing plan, use of funds) and any other basic aspect of your company’s operation and the importance of its services or products try to keep it to one paragraph. Note that each section of this plan begins with heading 1.

It tends to provide income for Maasai families and /alleviate poverty. At the same time it intents to preserve the cultural heritage   of the Maasai’s and the surrounding natural environment

2) The business venture

This section should describe in detail how your company will operate. The names and backgrounds of all its principals the company’s structure with (organizational chart constructed using frame makers drawing tools would be appropriate, management team, location, strategies, products and services and accounting specifies 

· Walking safaris for tourists (day tour starting from a central 

· Point such as a community run lodge)

· Hunting safaris (tourists accompany Maasai hunters during their hunt (2-7 days) no rifles no pistols are allowed 

· Living with Maasai: visitors spend several days with a Maasai family, cooking, gathering of seeds, dancing, hunting, wearing and tilling 

· Books from the project: Maasai cookbook, medical book, story book, Maasai hunting techniques

3) THE COMPANY

· This section should provide the company’s name address and other contact information with some brief notes on the principals responsible for the company and their roles.

· It is owned by ECA Trust

· ECA needs to won the land or nature conservation park. This requires negotiations with the government. Own or permission to occupy.

· Proceeds of the Trust shall benefit the Maasai community i.e. schools, clinics, student bursaries scholarships e.t.c

· The trust shall be for profit organization that benefit the Maasai

· Aims are to alleviate poverty sustainability and preserve the cultural heritage of the Maasai

4) Management

· General Manager to be appointed by the trustees of the Maasai nature and cultural conservation trust.

· Board of trustees includes elders of Maasai families, representatives from Kenya Government  (Ministry of tourism and wildlife)

· The section should cover the management group of the company with background information. (Former positions and experience in relevant fields) for each members

5. The product
This section describes your company’s product or services in detail, giving patent information if any, and basic information about how your product or service operation you should include a list or description of features, distinguishing aspects and advantages and so on.

1. Walking safaris

For tourist (day tours starting from a central point such as community run lodge)

2. Hunting safaris

Tourist accompany Maasai hunters during their hunt (2-7 days) No riffles or pistols are allowed 

3. Living with Maasai’s 

Visitors spend several days with a Maasai family: cooking gathering seeds, dancing, hunting weaving or beading.

      4. Books from the project

Maasai cook book, medical book, storybook and Maasai hunting techniques

6. The market place

This section describes the primary markets for your company’s products with special emphasis on potential customers and why you think your product appeal to them

Kenya’s tourism industry is mainly based on package tourism. Main parts of the value creation are outside Kenya’s. The value that is created within Kenya mainly profits few individuals further, currently mainly the natural resources of Kenya are marketed, i.e. wildlife, nature and beaches.

This project tries to actively market culture in addition to wildlife. It further tries to keep the value creation in Kenya and aims directly at some of the poorest minorities in Kenya.

7) The competition

This section lists known competitors to your protect. Precede the list with a brief paragraph introducing the list.

1. Competitor 1

Heading 2 precedes each competitor description use this entry to description. Use this entry to describe the competitor briefly. Be sure to indicate how their product is inferior or limited in comparison to your own.

2. Competitor 

3. Our company advantage offer details were on how your product offers advantages over the competition and how this advantage will attract a greater shame of the market.

SALES PLAN

This section should describe in detail your sales plan for the initial roll out of your product and beyond. Give details on what aspects of the market you will target, what type of marketing staff you intend to build to support your efforts, plan to advertise campaigns, sales efforts aimed at outlets, such as mail-order enterprises major chains and so on.

9. Sales forecast

This section provides an estimate of your expected sales for three-year period, based on preliminary market research you have done.

	Year 
	Unit sales 
	Ave. Unit selling price
	Total

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Provide details about sales distributed (by region, country etc) and how you came up with your estimate; listing public marketing studies magazines articles in a bulleted list.

10. Product development 

This section should provide prospective investors with details on how you product will be develop, with estimated of the time necessary resources (equipment facilities or staff needed and so on)

11. Production
This section should offer information on facilities staff (including sub-contractor) and sources of materials needed for production.

12)  Product cost

This section estimates the initial production cost.

· Materials






$

· Assembly (including inspection & packaging)

$

· Other  -Total product cost per unit 


$

13) Gross Profit

This section provides the suggested retail list price. Set the net selling price to wholesale distributors) at 40- 50% below the retail list price to determine your profit margin.

-  Net selling price



$

- Total product cost per unit


$ 

- Gross profit per unit


$

- Margin

14) Financial plan

This section provides information about how the company is being financed and how much additional financing resources are needed. Give some estimate as to when the Company will be self-sufficient and refer to the proforma and cash flow statement below

15) Pro forma Income statements

 





       Year 1 
       Year 2
       Year 3

- Sales (Revenue) 



$

$

$  

-Cost of sales




$

$

$

-Gross profit




$

$

$

- Sales expenses



$

$

$

- Administration &



$

$

$

- Overhead




$

$

$

- Engineering expenses


$

$

$

- Net profit (loss)



$

$

$

16) Cash flow projection
Don’t company cash flow projector

	Quarter 
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12

	Sales
	$
	$
	
	
	
	
	
	
	
	
	
	

	Cash receipts 
	$
	$
	
	
	
	
	
	
	
	
	
	

	Disbursement
	$
	$
	
	
	
	
	
	
	
	
	
	

	Opening balance 
	$
	$
	
	
	
	
	
	
	
	
	
	

	Closing  balance
	$
	$
	
	
	
	
	
	
	
	
	
	


2) Disbursement Summary

	Quarter 
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12

	Inventory
	$
	$
	$
	
	
	
	
	
	
	
	
	

	Engineering
	$
	$
	$
	
	
	
	
	
	
	
	
	

	Production
	$
	$
	$
	
	
	
	
	
	
	
	
	

	Sales 
	$
	$
	$
	
	
	
	
	
	
	
	
	

	Administration 
	$
	$
	$
	
	
	
	
	
	
	
	
	

	Total Disburse
	$
	$
	$
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