Our Proposed Venture
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Action Lawn Care and Snow Removal

Our proposed entrepreneurial venture is to start a snow removal and lawn care business in Kingston, Ontario. Shoveling driveways are necessary to move a car in and out a garage in the winter time, where as cutting lawns are also essential to make one’s house look good during the summer. As the baby boomers (which make up most of our population) are aging and as Kingston is one of Canada’s premier retirement destinations, a snow removal and lawn care business would certainly be in great demand, as many people will no longer be physically able to do the work themselves. 
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Our Entrepreneurial Characteristics and Skills

To be an entrepreneur, one needs certain characteristics and skills in order to succeed. Both of us agree that out of all ten characteristics, hard working is by far the most important, especially for the type of the venture that we have proposed. 

In order to satisfy the customer and therefore make money in this industry (lawn care and snow removal), we must be able and willing to work long, hard hours in adverse weather conditions. Being perceptive is also important in an industry where most companies go about their work in a similar way. With effective innovation to the traditional pricing and marketing techniques, such as charging per centimeter of snow, we feel that we would have a greater chance for success. 

Having the flexibility to work long and awkward hours as well as the self-confidence to revive us from unfavorable financial situations are also crucial characteristics for success in this industry. The following table summarizes the importance and role of each characteristic to our industry and ourselves. 

Risk-taker
No real risk-taking is needed, except for starting up the business. We both feel that this business is very feasible therefore it is not much of a risk. This is good because neither of us are big risk takers.

Perceptive
We plan on having different and unique ways of pricing. This makes it convenient for the customer and keeps them happy. A happy customer is a customer for life. For snow-removal, we will charge by the centimeter as listed in the morning’s paper. This way the customer knows that they are being charged fairly. 

Curious
Curiosity is investigating and finding different ways to market and price our service.

Imaginative
Similar to curiosity, one needs imagination to come up with different ways of pricing and marketing.

Goal-Setting
Every business has a goal to work towards, usually involving money. Our goal is no different. We must have enough work to make money, but not too much to keep our goal out of reach. If we take on too much, our business, and personal lives, will suffer. Both of us set realistic goals with regards to our school work and work to attain them.

Persistent
If things are not going well in terms of profit, we must stick with our venture and be able to have the confidence within ourselves to persist and complete the task at hand. In our schoolwork, things do not always go as we please which means that we have had to persist in order to continue to do well in school.

Hard-working
Lawn care and snow-removal require a great deal of physical labour in order to succeed. For this reason, hard working is likely the most important entrepreneurial characteristic that relates to our venture. 

Self Confidence
As is stated in the persistence description, when things are not going well, we need to be able to find the confidence in ourselves to overcome adversity and succeed. Through our success in school as well as our participation in extra-curricular activities, we have gained the self-confidence necessary to succeed in business. 

Flexible
The hours vary greatly for our business, especially in the snow-removal aspect. Because of this, we will need to be able to work long, and / or odd, hours in order to satisfy the customer. In the past with our schoolwork, we have both worked the necessary amount of time that will allow us to complete the work with care. 

Independent
We are our own bosses, so we must handle all decisions by ourselves. This means that we have a lot of responsibility and must be self-reliant. We both have been able to balance school work and personal lives on our own.

In addition to the ten entrepreneurial characteristics one must have in order to achieve success in business, there are three skills that entrepreneurs must have in order to succeed. These are research skills, management skills and social skills. 

Research skills are needed primarily in the start up of one’s business to analyze the feasibility of the proposed venture. However, management skills are absolutely vital throughout the duration of the business venture. It is management expertise that allows one to efficiently manage the financial aspect of the venture and without this important skill; the business will certainly not survive. Similar to management skills, social skills remain to be critical throughout. In our particular industry, the ability to communicate with customers and others effectively will ultimately determine the amount of work we receive. If we come across as unprofessional, incompetent or unpleasant in dealing with potential customers, they will question our ability to produce quality work and consequently find somebody else. Social skills also help in keeping customers happy after they have agreed for us to work for them. The table below outlines the significance of each entrepreneurial skill to our proposed venture.

Research 


Being able to research effectively will be necessary in determining the feasibility of our venture before actually starting. This would include researching the costs of needed products, as well as whether or not people will be interested in paying for our services. In general, having good research skills means being able to find the answer to all questions regarding the business.

Management 


In order to keep accurate financial records, pay bills on time and maintain an organized way about performing tasks, all entrepreneurs need management skills. Being able to effectively manage the financial aspect of our venture, means that we will be better prepared to predict income, expenses and future success, in addition to controlling and directing our business.

Social


If we are not able to convince the customer that we are capable of doing quality work through communication, then we will not be given work. Having a good first impression is very important and one can do this by being polite, sounding professional
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When Ron Foxcroft was 17 years old and a football injury ended his playing days; he turned to refereeing basketball in his hometown of Hamilton, Ontario. Foxcroft was a well-established ref who was in great demand around the world at amateur and professional basketball games. He had a problem though. The whistles that Foxcroft used had a cork pea in them, so when the whistle was blown hard, or even frozen, dirty, or wet, it wouldn’t work. Therefore, on certain occasions, the whistle wouldn’t sound when he needed it to. Being able to stop play when necessary in a fast-moving sport like basketball is vital, because it can change the outcome of the game if a call is not made. 

[image: image10.wmf]Ron Foxcroft, shown with his innovation, the Fox 40 whistle

The event that pushed Ron Foxcroft to address his problem happened in Sao Paulo, Brazil, in 1985. He was refereeing an Olympic qualifier game when a Brazilian player had been fouled hard at centre court. Foxcroft blew his cork pea whistle to stop play, but no sound came out. The play went on and the fans erupted. What followed was a riot with Foxcroft in the eye of the storm. He promised himself that if he survived the riot, he would go back to Canada and create a more reliable, “pea-less” whistle. Foxcroft figured that a whistle that did not rely on a cork pea in the air channel would be more reliable than the traditional whistles, so when he returned to Canada, he set to work. 


Foxcroft presented his idea to Dan Bruneau, the president of a plastic molding company in Stoney Creek, Ontario. Bruneau said that he would manufacture the whistle if Foxcroft could provide a design. With that, Foxcroft took his idea to design consultant Chuck Shepard, who agreed to create a blueprint for the new whistle. Ron’s two sons, Steve and Dave joined Fox 40 to control development and promotion. Today, the Fox 40 whistle is considered to be the best whistle in the world for its quality and reliability. Its superiority is proven through the fact that it is the official whistle of the NFL, NBA, NHL, AFL, NCAA, CFL and others. Foxcroft’s whistles are also used in survival kits and are recognized by the Coast Guards of many nations as a reliable and worthy sound-making device.
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The Fox 40 whistle is internationally renowned for its reliability


Foxcroft is an excellent example of a successful entrepreneur. He started with nothing except for an idea that he felt had a good chance to eventually be demanded. Through unfortunate events that Foxcroft experienced with the original pea whistle, he was able to recognize its shortcomings and strive to make it better. Previously, he had not been involved in the design or manufacturing of whistles and therefore would not have been able to make the Fox 40 on his own. Foxcroft recognized his abilities and had the persistence and research skills necessary to find a willing manufacturer and designer. Foxcroft also showed considerable self-confidence in sticking with an idea that many would have considered pointless and unfeasible. Below are two tables that analyze Foxcroft’s entrepreneurial characteristics and skills as they have related to his success. 

Characteristics

Risk-taker
Coming up with the idea to innovate the traditional pea whistle without knowing the manufacturing and design process behind it can be considered risky. This was however a manageable risk, seeing as he was aware that he possessed the persistence and research skills required to learn how the whistle was designed and made. Also, Foxcroft showed that he was a risk taker by starting a business without any previous experience.

Perceptive
Foxcroft was able to recognize that there were many other referees in many other sports world-wide that were likely having the same problem as himself. Knowing this, he was able to determine that his venture would be feasible, because he knew that with proper marketing and promotion, there would be a demand for his product. 

Curious
Foxcroft could have easily sold his idea to an already existing whistle manufacturer, however he had the curiosity to want to take control and accomplish his goal himself.

Imaginative
Using his imagination along with bad experiences, Foxcroft was able to come up with the idea to make a better whistle. He could have simply accepted that, or not thought of the fact that there was room for innovation with the whistle. Instead he took it upon himself to create a better product.

Goal-Setting
Foxcroft began with a simple goal to make a more reliable and durable whistle. He set out to accomplish this goal and has achieved much more than he originally thought possible, by being the founder of the world’s best whistle.

Persistent
Many people would think that there was little hope for a venture that designed and made whistles. But Foxcroft showed substantial persistence in starting this venture and sticking with it through the good times and bad. 

Hard-working
All entrepreneurs need to work hard in order to succeed and Foxcroft is no different. Both in starting up and managing his business, Foxcroft has earned his success by working hard and not letting down at all times.

Self Confidence
Starting a whistle company does not seem feasible because it appears as though there is limited demand for the product. However because of experience, Foxcroft knew otherwise and exhibited self confidence in believing that he could start his own company and accomplish his goal.

Flexible
In dealing with his customers as well as his manufacturer and designer, Foxcroft has had to been able to accommodate the needs of these people by making personal sacrifices such as working longer hours or travelling further.

Independent
All entrepreneurs have to want to be independent and be their own boss. The Fox 40 was Foxcroft’s idea and he has been able to make it work by having the independence that has allowed him to take control himself.

Skills

Research 


Foxcroft’s research skills have been displayed in starting his company. He was able to find his current manufacturer, Dan Bruneau as well as his designer, Chuck Shepard through research.

Management 


Although Foxcroft has gone to experts to fulfill his needs (manufacturing and design), the management aspect of his company belongs solely to Foxcroft, as he is the president. Through his guidance and organizational abilities, Fox 40 International has been able to be successful because of Foxcroft’s skill to effectively supervise a business venture. 

Social


Foxcroft had to have been able to convince Bruneau and Shepard to accept his proposal to join on, as well as persuading clients that his product was superior to the pea whistle they were using. In order to do this, Foxcroft needed good communication skills

Ron Foxcroft innovated the old pea whistle in creating the Fox 40. He acknowledged the defects of the Fox 40’s predecessor and was able to change the design to correct these faults. The table below analyses the differences between the original pea whistle and the Fox 40. 

Area of Comparison
Pea Whistle
Fox 40

Sound Generation
Sound generated by the vibration of a cork pea in the chamber when air is blown into the whistle
3 scientifically tuned air chambers with no moving parts generates a powerful 115 decibel blast

Pros
Whistle provides reasonably loud sound if blown properly
Wide range of sound volume, bulletproof reliability 

Cons
If the whistle is blown too hard or is frozen or wet, then no sound will be produced
None

Overall Analysis 
Unreliable with a limited range of sound volume due to the fact that the whistle can not be blown hard to produce a louder sound
Works every time except for if the whistle is physically damaged. The ability to blow the Fox 40 hard means that the sound can be heard over loud crowds at sporting events


Ron Foxcroft and ourselves are similar in many ways. We both started off not knowing a great deal about our respective industries, however all of us knew that we wanted to start our ventures. Through persistence, hard work and research skills, we were all able to learn more about our respective industries. Fox 40 International has been a successful venture under the leadership of Foxcroft and we believe that we too can be successful with effective advertising and promotion, as well as doing quality work. 


Ron Foxcroft innovated the whistle and became successful. We feel that with our new and unique pricing technique for snow removal, people will be more willing to pay for our services. This should make us successful as well. 

Finally and most importantly, both Ron Foxcroft and ourselves enjoy our respective businesses, meaning that it is easier for all of us to stick with our venture through bad times.
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Advertising Plan/ Creative Strategy


We plan to advertise our services to our customers through the following methods:

· Newspaper Advertisements in the Whig Standard, Kingston This Week and TV Times

· Flyers (distributed door-to-door by ourselves)

· Large advertisement in the Yellow Pages

These advertisements will be seasonal, meaning we will emphasize our lawn care in the summer and our snow removal in the winter. The majority of our advertisements will be similar to the one-page advertisement included in this report. The main message that we will be trying to get across is that why do work around your home when there is Action Lawn Care and Snow Removal to do it for you at an affordable price. Therefore, people will become more aware of the feeling that they can do the things that they enjoy doing instead of wasting their time cutting their lawn and shoveling their driveway. 

Our name, Action Lawn Care and Snow Removal will be among the first alphabetically to appear in the phone book. When people see our large, attractive advertisement, first when they go to look up a lawn care or snow removal company, they will be more likely to phone us and pay for our services. 

Overall, we believe that effective advertising is integral to our success. If the customer becomes familiar with our name and is convinced that we provide quality work for an affordable price through advertising, then we will receive a great deal of business. 

Promotional Plan


We will distribute coupons to mailboxes in our general neighborhood (District 10) that provide the customer with discounts from our standard rates. In general, our coupons will deduct $2 from our normal prices of a driveway snow removal or a lawn cut. We will give out more of these coupons in the early stages of our business, as we will be trying to gain customers. A sample promotional coupon is included in this report.

Annual Advertising/ Promotional Budget

Method of Advertising/Promotion
Cost

Kingston Whig Standard
· $61.62 for three lines of space for one month

· Advertise for ten months per year (April-September for lawn care and December-March for snow removal)

· $61.62 x 10 = $616.2

TV Times
· Starting at $19.20 per week

· 4 (weeks per month) x 4 months x $19.20 = $307.2

Flyers/Coupons
· Made at home on PC software. Distributed by ourselves. Black & White photocopies at Staples/ Business Depot cost $0.05.

· 800 flyers and coupons per year (400 in summer, 400 in winter)

· 800 x $0.05 = $40

· The total amount we expect to spend on advertising per year is $963.40

· This means that if we set aside $1000 annually for advertising and promotion, we should be well on our way to becoming successful 

Questionnaire


We have created this questionnaire that we will distribute to the mailboxes of people in our general neighborhood. Along with the questionnaire will be a coupon for $2 off a lawn cut or snow removal that is only valid with the completion of the questionnaire. We feel that this is a good way to attract customers as well as a good way to conduct research on how our customers want their lawn to be cut or their driveway to be shoveled. It also gives us a good idea of the number of people who would be willing to pay for our services. 

· Do you enjoy mowing your lawn or shoveling your driveway?

· Would you rather someone else mow your lawn or shovel your driveway if the price were right?

· How much would you be willing to pay for someone else to mow your lawn?

a) $10 or less
b) $10-$20
c) over $20

· How much would you be willing to pay for someone else to shovel your driveway?

a) $10 or less
b) $10-$20
c) over $20

· Is there anything preventing you from mowing your lawn or shoveling your driveway? If yes, please specify. 

· What are the main reason(s) for choosing not to pay someone else to cut your lawn or shovel your driveway?

a) exercise

b)price

c) quality of work

d) punctuality of workers 

e) personal pride

· What time of the day would you like your grass mowed?

a) morning  
b) afternoon 

c) evening

· What are your reasons for selecting your answer to the previous question?

· What time of the day would you like your driveway shoveled?

a) morning  
b) afternoon 

c) evening

· What are your reasons for selecting your answer to the previous question?

· Would you prefer that you were present when the people you have hired to mow your lawn or shovel your driveway are at your home doing their job? If yes, why?
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The Business Plan

Knowledge and Understanding: The Marketing Plan Outline

Product or Service:
Snow-removal in the winter months, and total lawn care service in the spring to fall months. For the lawn care, we will cut grass, as well as rake leaves and pine needles. Also, we will fertilize and spread grass seeds when requested by the customer. As for snow-removal, we will remove snow from driveways, walkways, porches, and sidewalks.

Description of the Ideal Customer: (age, gender, geographic location, lifestyle, etc.)

· Fairly wealthy (upper-middle class).

· Retired – Many people will be retiring soon (Baby Boomers), so it is a good market.

· Kingston residential area – mostly around the Winston Churchill Public School district, because it is close to our homes. Alwington Place (where Chris lives) is an excellent location because many elderly people live there.

· People who don’t like cutting or shovelling.

· People who are unable to cut / shovel (arthritic, elderly, etc.).

· Lazy people who don’t want to do it.

· Active – shovelling needed so they can get out of their driveway.

· Busy – don’t have the time to do the work.

· People who want to keep their property nice and attractive. This can be due to peer pressure from neighbours.

· A specific description of an ideal customer would be a retired and wealthy couple in their mid-sixties who live on Alwington Place. They are physically unable to cut their own lawn or shovel their own driveway and have no relatives who live in Kingston who would be able to do it for them. They live in a nice neighbourhood, therefore they are concerned with making their home look good due to pressure from neighbours and personal pride. 

Why would this customer buy your product or service?
· Unable or unwilling to cut own lawn or shovel own driveway.

· Want a nice green, attractive lawn – looks nice, nice place for children / grandchildren to play. Also, some neighbours pressure people into having a nice lawn, because it raises the value of the neighbourhood.

· People need to be able to get out of their driveway in the winter, whether it is the need to go to work or for something else. Many people don’t like getting up early and shovelling in the cold, so this is whom our service is geared towards.

· Many people hate the cold weather that accompanies snow shovelling and the hot, sticky weather that goes with grass cutting and lawn care. This is one of the characteristics that our possible customers have. 

How will you distribute your product or where will you locate your service?
· Home office (small) where we take phone calls and set up jobs. Equipment will be stored in a home garage and backyard storage shed.

· We will distribute door-to-door flyers in our neighbourhood to promote our service and get jobs.

Estimate a weekly sales projection and explain how the sales projection was calculated.

· We believe that with effective advertising and promotion we can get 35 customers, whose lawn we will cut once per week. 

· At a price of $10 per cut, this would make our total weekly revenue $350

· According to Environment Canada, in recent history, it snows in the Kingston area an average of 2-3 times per week. Also, on average we receive approximately 5cm of snow each time it snows. We charge $1.75 per centimetre of snow, if there is more than 3 centimetres of snow. For example, with our price for 5cm of snow, we would make $8.75. This however varies greatly with certain environmental conditions such as El Nino. 

· Therefore with 30 customers (we believe that we will have slightly less customers in the winter), shovelling their driveway an average of twice per week at $1.75 per cm of snow (as is listed in the morning paper) we would receive $525 in revenue per week.

List two of your main competitors, along with a brief analysis of each one.

Competitor (lawn care): Griffin and Sons Lawn Care

· Total property lawn care, including fertilizing and weed spraying.

· Experience staff – Bud Griffin has been operating this business for at least 10 years.

· Works mostly in Bayridge, but sometimes they work in our District 10.   

· Only does lawn care.

· Final Analysis: Our biggest competition for lawn care. Bud Griffin is getting older, so he will be retiring soon. Also, he mostly works in Bayridge, so District 10 is mostly ours for the taking. 

Competitor (lawn care and snow-removal): Larmon’s Lawn & Garden Care

· Lawn mowing and total lawn maintenance. 

· Does lawn care, garden care, and snow removal.

· Lives near the outskirts of Kingston (RR 6).

· Final Analysis: Larmon would be a bigger competitor if he lived in our area, but he lives in the outskirts of Kingston. Not a major competitor for our business. 

Competitor (snow-removal): Sandall Snow Removal Ltd.

· Snow removal, sanding, and salting.

· Does parking lots and residential driveways.

· Located on Yonge St. (Portsmouth area).

· Experienced (established 1975).

· Final Analysis: Sandall would be our biggest competitor if it only did residential driveways. Since it also does parking lots, there is not much time for residential driveways, meaning that we can get this share of the market. One of our biggest competitors though. 
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How are your products or services different than each of these competitors?
· We offer year-round service, ranging from lawn care (spring – fall) to snow-removal (fall – spring). This makes ours a full-time business. Most of our competitors only provide one aspect of our business, whether it is snow-removal or lawn care.

· Our business provides total lawn care. This includes cutting, fertilizing, raking leaves / needles, and anything else that has to do with lawns. Some of our competitors only do the basics, like cutting, so our business is higher quality.

· For the snow-removal, we will charge by the centimetre ($1.75). This proves to the customer that they are getting exactly what they pay for, and that they aren’t cheated out of money.

See back of Business Plan for Advertising/Promotional Budget and Plan

Application: Resource Analysis Outline

What resources do you bring to the business?

· Cash
$20,000 (possible to get up to $40,000 by way of a loan)

· Collateral:
N/A

· Capital Resources:


- 2 lawnmowers (older models – would use as backups).

- 1 snowblower (older model – would use as backup).

- 1 weed-picker (will use for removing weeds from lawns).

- 1 seed-spreader (will use for spreading fertilizer and grass seeds).

- 1 leaf blower / vacuum (will use to collect leaves).

- 3 snow-shovels.

- 2 rakes (for leaves and pine needles).

- 2 snowbrushes to wipe off cars.

· Talents / Abilities:


- We are hard workers who are able to work for long hours until the job is done.

- Ability to manage our time well and set aside time for each job.

What resources do you need and where will you get them?

· Cash (see financial strategy)
We already have $20,000 dollars to start off with. This will most likely be enough to keep our lawn care and snow-removal business going. In the event that we need more money, we can contact a bank about getting a loan.

· Capital Resources:


- 2 new lawnmowers – Canadian Tire Yardworks High Wheel

[cost for one - $429.99 (price) + $64.50 (tax) = $494.49

*overall - $988.98   

- 2 new snowblowers – Rona Snowblower

[cost for one - $1597.00 (price) + $239.55 (tax) = $18366.55]     *overall - $3673.10

- 1 grass-trimmer – Canadian Tire Weed Eater ProLite Trimmer

[cost for one - $149.99 (price) + $22.50 (tax) = $172.49

*overall - $344.98

Overall Capital Resources Costs – $5007.06 

· Talents / Abilities:


- Need to be able to get up early in the winter months for snow-removal.

- Be able to endure the cold weather (snow-removal) and hot weather (lawn care).

Site Location: (describe where the business will be located, why that location was selected, and how much the location will cost.)
Our business is going to be located Kingston, Ontario. We will store the lawnmowers, snowblowers, fertilizer, and other equipment in Chris’s garages and sheds on Alwington Place and Vandalay Crescent. The Vandalay location is in the heart of the Winston Churchill Public School district, so there will be many busy parents who don’t have time to look after their lawns and driveways. As far as the Alwington Place location is concerned, the majority of people who live there are retired or will retire soon. This is a terrific location for our business because of this. By storing our equipment at Chris’s houses, the rent is free; so much money is saved in that aspect. 

Application: Operating Strategy Outline for a Service Business:

* List 3 specific materials that are needed to provide this service. Name a business that could provide each of these materials and the cost price of each item.

Item 1:

Description: Two lawnmowers to cut the grass. These lawnmowers will be good quality push mowers that can also be used to mulch, among other things, when desired. Riding mowers are not needed, because the area where our business is geared for (Winston Public School district) does not have big lawns. This saves a great deal of money.  

Source Name
Address
Product Name
Features
Cost

Canadian Tire
Kingston Centre

Princess St. and Bath Rd.
Yardworks High Wheel
- Mulches (3 in 1)

- Gas-Powered (6.25 hp)

- Rear Discharge Bag

- 21” cutting width

- 4 Year Warranty
$429.99

Sears
955 Gardiners Road
Craftsman
- Mulches

- Gas-Powered (5.5 hp)

- Rear Bag

- 21” cutting width

- 2 Year Warranty 
$299.99

Rona
452 Bath Rd.
Rona Push Mower
- Mulches (3 in 1)

-Gas-Powered (6.0 hp)

- Rear Bag

- 21” cutting width

- 2 Year Warranty
$398.00

*Choice - All three mowers are similar in most aspects, but we would choose the most-expensive Canadian Tire Yardworks High Wheel mower. Even though it is about $130 more than the Sears Craftsman, the 4-year warranty puts it over the top. A good warranty is needed for our business, because we will be using the lawnmowers frequently.

Cost:

Cost for one - $429.99 (price) + $64.50 (tax) = $494.49

*Overall (two lawnmowers) - $988.98
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Item 2:
Description: At least one snowblower is needed, but we plan on getting two. These blowers will be good quality, but not top of the line. Like the lawns, the driveways in this area are not large, so we don’t need anything too big.

Source Name
Address
Product Name
Features
Cost

Sears
955 Gardiners Road
Craftsman Snow Thrower
- electric start, gas (5 hp)

- 21” clearing path

- 2-year warranty
$499.99

Rona
452 Bath Rd.
Snowblower
- 4-wheel drive

- electric start, gas (9 hp)

- heated grips

- 2-year warranty 
$1597.00

*Choice – We chose the Rona Snowblower for a variety of reasons. Firstly, it has almost twice the horsepower, which is needed in a snowblower. Secondly, it has nice features, like heated grips and 4-wheel drive. Finally, the price of the Sears Craftsman Snow Thrower seems to be too good to be true. We suspect that the quality is not as good, which is why it is not our selection.

Cost: 

Cost for one - $1597.00 (price) + $239.55 (tax) = $18366.55     

*Overall (two snowblowers) - $3673.10 


Item 3:
Description: The third most-important item we need to run a successful lawn care and snow-removal business is a grass-trimmer machine. This is needed to trim the area around trees and such; areas where the lawnmower cannot get to. 

Source Name
Address
Product Name
Features
Cost

Canadian Tire
Kingston Centre

Princess St. and Bath Rd.
Weed Eater ProLite Trimmer 
- 24cc gas engine 

- string – 17” cutting path
$149.99

Sears
955 Gardiners Road
Craftsman Electric Trimmer
- 4.0 amp electric

- string – 13” cutting path 
$54.99

Rona
452 Bath Rd.
Electrolux Electric Trimmer
- electric

- string – 12” cutting path
$49.66

*Choice – Even though it is three times the cost, we would choose the Canadian Tire Weed Eater ProLite Trimmer. This is the only one out of the three that is gas powered, which is why we chose it. Some houses do not have electrical plugs outside, so we would not be able to plug it in. By having a gas-powered trimmer, we don’t need to worry about this issue. 

Cost:

Cost for one - $149.99 (price) + $22.50 (tax) = $172.49

*Overall (1 grass-trimmer) - $172.49 
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Item 3:
Description: A weed-picker is needed to weed out dandelions and other lawn weeds. These devices allow the user to de-root and pull out weeds without having to bend down. We already have one of these machines, so we don’t need to buy another one.

Weekly sales projection:

Lawn Care
· 35 customers – lawn care once a week.
· $10 per cut.
· 35 (customers) * $10 (price) = $350 / week.
Snow-Removal

· 30 customers – on average, it snows twice a week and about 5cm each time.

· Charge by the cm - $1.75 for each cm, but we only come if it’s more than 3cm.

· 30 (customers) * $8.75 (average price) * 2 (average jobs per week per customer) = $525

Estimate the costs involved in achieving that projection:

Gas
We will use approximately 20 gallons per week. This comes to roughly $70 per week in gas costs for both the summer (lawnmower and winter (snowblower).

Fertilizer
Fertilizer costs $13.50 per bag, and we will be able to get seven lawns per bag. This works out to $67.50 / week for the fertilizer. 

Leaf Bags
We will use two leaf bags for every house that we do. This comes to 70 bags per week, but this is only in the summer. Since we get 30 bags for $3.00, the weekly cost is $70.  

*All calculations worked out below in the variable costs section. These figures do not include the capital resources that are needed to run our business.

· Overall – $207.50 per week

Fixed Costs: (rent, heat, staff, etc.)
· The business that we are running is going to be a small business where we are the only employees. If our customer base grows, our business will grow, so we will need to hire employees.

· Running a business out of the home, like we are planning on doing, saves much money on rent and heating. 

· Based on these calculations, our fixed costs will be, or close to, $0.00. This is a big break, because it saves us thousands of dollars. These fixed costs will change greatly if our business grows, because we will need to hire more staff and get a new location most likely.

Fixed Costs
Cost
Analysis

Rent
$0.00
Since we are running the business out of our homes and storing the materials and equipment in our garages, the rent is nothing. If our business grows, we will most-likely need to rent a storage area to store our equipment / materials. This would cost about $130 / month (heated).

Heat
$0.00
This is the same as our rent. It is also subject to change.

Staff
$0.00
We are the only two staff members in our business, but this is subject to change. As with the other fixed costs, we will have to increase staff if we get more customers.

Variable Costs: (material, supplies, packing, cost of goods sold)

Item
Product Name
Cost
Source

Fertilizer
Miracle-Grow
$13.50
Canadian Tire

Fuel
N/A
$35.00 / 10 gallons
Canadian Tire

Leaf Bags
Glad
$3.00 / 30 bags
Canadian Tire

Other Sales Notes: (health and safety issues, government standards, rules and regulations, etc.)
· There are many health and safety issues that affect our business of lawn care and snow removal. It is a dangerous profession, so one must be careful when handling the equipment. Since we are a partnership, we most likely have to pay for workman’s compensation. This can be very expensive, usually around $13 for every 100 hours of work. We will train any employees and ourselves (if we hire any) about workplace safety in order to protect against accidents on the job. Also, workers in our business will be required to wear certain clothing for certain jobs. For example, loose clothes are not permitted because they can get caught in the machines. Gloves are also a must when it comes to picking up pine needles for lawn-care. These can be sharp, which is why the protection is needed. These are only two of the requirements needed.  

Application: Operating Strategy Outline for any Business:

Organization Chart: (include short job descriptions, salary range, work hours, etc.)
Job Description

(3 different aspects)
Lawn Care – Grass Cutting

- Cut lawns using a manual lawnmower.

- Treat lawns with grass seeds, fertilizer, other (when requested).

- Use weed-trimmer around trees, fences, etc. to make sure that everything gets cut. 

- No garden care.

- Manual weeding (with a weed grabber).

- Rake leaves and pine needles.

- Gather all grass, needles, and leaves using rakes or a leaf blower/vacuum and dispose of them in garbage bags. This keeps the lawn beautiful, because if grass is left on the lawn, rain cannot get to certain spots and the lawn dries up.

- We will have many lawns that we do on a regular basis.

Snow-Removal
- Remove snow from driveways and walkways using snowblowers and shovels.

- Scrape ice and snow off vehicles.  

-  Salt the front steps to avoid slippage. 

Telephone and Bookings

- Phoning and booking will be taken care of at one of our houses. We will be in charge of answering the phone and booking appointments. Also, we will have an answering machine to take our calls while we are out. 




Salary Range
The salary range will be calculated by subtracting the total costs from the total revenues. Since we are the only two employees, we will split however much profit we make. In order to get by, we will have to take some money from our earnings each day. The rest of the money will go towards the variable costs, and whatever is left of that will go towards us. 




Work Hours
The work hours for our business vary greatly depending on the time of year. Lawn care will be done on a regular schedule between 9:00 a.m. and 5:00 p.m., five days a week. This schedule seems longer than it actually is, because we will not be working for the whole time. As for our snow-removal, the hours will be between 5:30 a.m. and 12:00 p.m., but we will be working only on days that it snows. The reason why we are starting this early is that people need to be able to get out of their driveways to go to work among other places. It will be tiring getting up this early, but we will have plenty of time to sleep during the day. 

List and describe briefly the procedures that the venture needs to outline for the employees and investors:

*We don’t plan on having any employees, at least when we start off. This is how we will run the business. 

1.  For the grass cutting, be sure to cut it all on the same day. Otherwise, the grass will grow to be different lengths, thereby making the lawn look awkward and bad. The customer will also want the job done all at once. 

2.  Gather and dispose of all grass after cutting. Make sure that none is left over, because this causes the lawn to look unattractive. Also, if cut grass is left on the lawn, the sun and water cannot get to the grass underneath it, causing bare spots on the lawn.

3.  Take all grass, pine needle, and leaf bags with you and dispose of them at the waste disposal site. Do not make the customer have to deal with it.

4.  Be sure to remove all snow from the customer’s driveway, walkway, porch and sidewalk in front, unless otherwise instructed by the customer.

5. Salt the driveway and walkway unless otherwise instructed by the customer

6. Remember that the customer is always right and to always be courteous and polite in order to ensure that the customer will have us back to work.

What are the general rules for the business? (Hours of operation, employee, security, etc.)
Hours of Operation
The hours of operation vary greatly depending on the season. For lawn care, we will work normal hours between 9:00 a.m. and 5:00 p.m. As for snow-removal, we will work irregular hours between 5:30 a.m. and 12:00 p.m., because people need their driveways cleared in the morning before work, other.  

Employee Benefits
Our business will have no employee benefits, mostly because we are the only employees. The owners do not need benefits; they run the business.

Security
We will have a security system in the garages where we store our equipment to protect against theft. Also, all of our items will be insured. This may cost a fair amount of money, but it is worth it, because we would lose more money if the equipment was stolen and not insured. 

Health and Safety
A First Aid Kit will be with us at all times. This is needed to clean and bandage any cuts that occur while we are on the job, either doing lawn care or snow-removal. Serious injuries will require a trip to the hospital though.
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Projected Weekly Financial Statement

Summer

Revenue
$350

Cost of Operating
$232.5

Profit
$117.5

Winter

Revenue
$525

Cost of Operating
$95

Profit
$430

Capital
Summer Capital
$2200

Winter Capital
$3800

Total Capital
$6000

· The Summer Cost of Operating takes into account the cost of leaf bags, fertilizer, and fuel as outlined in the Business Plan. It also includes a $25 weekly cost of advertising/promotion ($25 x 40 weeks = $1000 annually set aside for advertising/promotion.

· The Winter Cost of Operating takes into account the cost of fuel as outlined in the Business Plan. It also includes a $25 weekly cost of advertising/promotion ($25 x 40 weeks = $1000 annually set aside for advertising/promotion.

· The Summer Capital is the total projected cost of lawnmowers, a trimmer and other capital resources as outlined in the Business Plan.

· Winter Capital is the total projected cost of snowblowers, brushes and shovels as outlined in the Business Plan.
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(Ad from yellow pages)





Canadian Tire Yardworks Mower


(our choice)





The Rona Snowblower


(our choice)





Canadian Tire Weed Eater ProLite Trimmer


(our choice)
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