EXECUTIVE SUMMARY
ENGINEERED MANAGEMENT SYSTEMS (ESM)
INTRODUCTION
ESM is a two-person manufacturers’ agency established in 2016 with the goal of becoming the leader in engineered systems and product sales in its territory by 2021, fielding a staff of eight field sales engineers, representing 12 - 15 manufacturers with total annual sales of $50,000,000 and gross annual revenues of $4,000,000.  ESM will serve the power and process industries focusing on the eleven western states.
ESM’s plan is to work with multiple and complementary high quality manufacturers and focus on key customers who value the consultative style of selling and who wish to establish long-term relationships with sales professionals of high integrity.  ESM plans to be unique among competing agencies by offering service to principals that is equal to or better than what the principal could get from direct sales personnel.
CURRENT SITUATION
• The current owners and operators of ESM are Bill Smith and Henry Jones, both with extensive experience and contacts in the power and process industry.
• ESM has signed agreements to represent two companies, XYZ and TUV who manufacture quality products for the power and process industries.
• Bill Smith and Henry Jones have prepared a long-term business plan that takes them from this current situation to their desired situation and a copy is attached.
SYNOPSIS OF THE BUSINESS PLAN
• The business plans is composed of the desired end state (ESM’s vision), the short term objectives required to reach the desired end state, the strategies and the action plans need to execute these strategies.  ESM has also created a mission statement that will guide them in the operation of the business and in continued planning sessions.
• The business plan also includes a situational analysis of ESM’s strengths, weaknesses, opportunities and threats.  ESM will perform new situational analyses on an annual basis.
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· In the business plan, ESM has identified six key strategies needed to create the objectives, as follows:


Marketing 



Sales 



Financial



Personnel



Education



Succession
· Each of the owners has been assigned responsibilities and completion dates for detailed action plans needed to execute these strategies.
Bill Jones and Henry Smith are committed to the implementation and execution of this business plan which will create their desired situation of becoming the leader in engineered systems and product sales to the power and process industries in the eleven western states with total annual sales of $50,000,000 and gross annual revenues of $4,000,000 by the target date of 2021.

MISSION STATEMENT
ESM provides premium sales services for high quality, complementary manufacturers of process equipment. We serve the power, refinery and process industries in the 11 Western states and focus on key customers. We use the consultative style of selling and establish long-term high trust relationships with our customers.
VISION STATEMENT
EMS will become the leader in engineered systems and product sales in it’s territory by the end of 2021, fielding a staff of eight sales engineers who will represent 12 – 15 manufacturers with sales of $50,000,000 per year.  Commission and fee revenues will be over $4,000,000 per year.
LONG-TERM OBJECTIVE MATRIX
	FISCAL YEAR

	 
	1
	2
	3
	4
	5
	6
	7
	8
	9

	PRINCIPAL SALES*
	$6,000
	$9,250
	$13,100
	$17,000
	$22,000
	$28,000
	$36,000
	$46,000
	$50,000

	PRINCIPALS
	4
	6
	7
	8
	9
	10
	12
	13
	15

	STAFF
	3
	5
	6
	6
	7
	7
	8
	9
	11

	CUSTOMERS
	50
	56
	63
	70
	80
	90
	93
	98
	106

	REVENUE*
	$283
	$554
	$851
	$1,200
	$1,500
	$2,000
	$2,700
	$3,500
	$4,000

	PROFIT
	$0
	$5.3
	$12.2
	$24
	$46
	$90
	$175
	$350
	$400


*   X 1000

SITUATION (SWOT) ANALYSIS
STRENGTHS
· Both owners have considerable experience

· Both owners are degreed engineers

· Jones has been an agent & has an MBA

· Both have long-term relationships in the territory

· Both have long-term relationships nationally

· Strong selling skills

· Excellent individual reputations

· Two good lines to start

· Outstanding product knowledge

· CRM software

· Financially strong?

· Business plan in place

· Multi-line approach

· TUV has existing business to turn over
WEAKNESSES
· Company is new & not well-known

· Initial cash flow weak

· No source of capital beyond owners assets

· Two lines not enough to break even

· Company does not have succession plan

· Lack of inside staff support

· Neither owner has general management background

· Competition has larger staffs/better lines
OPPORTUNITIES
· New nuclear activity may increase market size

· A competitive agency is in danger of losing a key line

· Several large principals moving to reps
THREATS
· Current recession may slow plant construction

· Key principal could go direct

Strong dollar may stimulate foreign competition

· STRATEGIES AND ACTION PLANS
To take ESM from it’s current situation to its long-term objective, strategic plans with supporting actions plans have been developed.  These strategic plans are designed to capitalize on ESM’s strengths, minimize or eliminate weaknesses, track and be prepared to capitalize on opportunities and have contingency plans in place if risks or threats materialize.  The areas in which strategic plans have been created are:
Marketing 

Sales 

Financial

Education

Succession
(PLEASE NOTE:  To keep this example of a business plan short, these are just representative strategies and action plans for ESM and not all of the ones that were developed in the course or that would be included in a complete plan.)
MARKETING
STRATEGY M-1:  As two lines are not enough to break even, attract, sign and keep first class manufacturers on its line card or stable of principals.
ACTION PLAN M1-1:  Secure two additional complementary product lines in fiscal year 1 that are capable of producing a minimum of $50,000 per year in commissions.  Get $2,000 per month average retainer from each line.  One line should be from offshore

Complete:  9/30/16
Responsible:  Smith And Jones
ACTION PLAN M1-2:  Promote ESM professionally to Watanabe, Inc.:
Complete:  Immediately

Responsible:  Smith
ACTION PLAN M1-3:  Secure two additional product lines in year 2 that meet the $50,000 per year criteria, with one being from outside of North America:
Complete:  9/30/17
Responsible:  Smith & Jones

STRATEGY M-2:  As ESM is new and not well known, promote ESM and the capabilities of ESM’s principals to prospective customers in the territory covered
ACTION PLAN M2-1:  Create agency profile document, web site and engineering services brochure: 
Complete:  3/30/16; 6/30/16; 9/30/16
Responsible:  Jones
ACTION PLAN M2-2:  Begin program of free lunchtime seminars for engineers and purchasing people at 10 key accounts
Complete:  Ongoing

Responsible:  Smith and Jones
ACTION PLAN M2-3:  Produce four quarterly issues of ESM newsletter
Complete: by 9/30/16
Responsible:  Smith
SALES
STRATEGY S-1:  As both owners have strong selling skills, grow sales to rate of $15,000,000/year by the end of fiscal year 3.
ACTION PLAN S1-1:  Secure 33% of the available business for XYZ and TUV in the territory and flow of $214,000 in commission in fiscal year 1.
Complete:  9/30/16
Responsible: Smith-- 105,000


    

Jones--$109,000
ACTION PLAN S1-2:  Identify and work four major projects at large engineering-construction company accounts that will produce $300,000 in commissions in fiscal year 2.
Complete:      9/30/17
Responsible:  Jones - $150,000

Smith -- $150,000
ACTION PLAN S1-3:  Identify 5 – 6 focus projects in the new construction area that will provide cash flow for year #3.
Complete:  9/30/18
Responsible:  All Sales
STRATEGY S-2:  As ESM is understaffed, increase personnel to support sales in territory.
ACTION PLAN S2-1:  Hire a sales engineer in fiscal year 1.
Complete: by 6/30/16
Responsible:  Jones
ACTION PLAN S2-2:  Hire an additional sales engineer and an officer manager in fiscal year 2.
Complete:  6/30/17
Responsible:  Jones
ACTION PLAN S2-3:  Hire an additional sales engineer in fiscal year 3.
Complete:  6/30/18
Responsible:  Jones
FINANCIAL
STRATEGY F1:  As there is a potential threat of unexpectedly losing a major line, diversify revenue streams such that no one principal or source of income is more than 20% of the total after fiscal year three.
ACTION PLAN F1-1:  Institute strategic line card review on annual basis as part of business plan preparation.

Complete by 2/01/17
Responsible:  Smith
ACTION PLAN F1-2:  Begin selling engineering services to smaller accounts immediately.  Revise objective matrix in year 2 to show goals for fiscal years 2 through 9 for realistic potential for engineering service sales.
Complete by end of fiscal year 2

Responsible:  Smith and Jones
ACTION PLAN F1-3:  Evaluate potential for consigned stock inventory of spare parts.
Complete: Ongoing

Responsible:  Smith & Jones

STRATEGY F2:  As the initial cash flow is weak, finance working capital without bank loan.
ACTION PLAN F2-1:  Negotiate 50% “early payment” of commission on all new lines requiring production cycles of more than three months.
Complete:  Ongoing

Responsible:  Jones
ACTION PLAN F2-2:  Negotiate all commission payments based on shipment date, not when principal receives payment.
Complete:  Ongoing

Responsible:  Jones
EDUCATION
STRATEGY E1:  As neither owner has a background in general management, set up an ongoing education program to provide necessary business skills to operate a sales agency.
ACTION PLAN E1-1:  Enroll both partners in MANA’s “Pathway to Rep Success” program:
Complete: 8/15/16
Responsible:  Jones
SUCCESSION
STRATEGY SP-1:  As the company does not have a succession plan,  create  a program that provides for continuity of the business.
ACTION PLAN SP1-1:  Purchase Valuing the Rep Firm  from MANA.
Complete:  Immediate

Responsible:  Smith
ACTION PLAN SP1-2:  Verify that there are no contracts with principals prohibiting transfer of agency ownership.
Complete:  Ongoing

Responsible:  Smith and Jones
ACTION PLAN SP1-3:  Create a buy sell agreement between Jones and Smith.
Complete:  12/31/16
Responsible:  Smith and Jones

BUSINESS PLAN REVIEW
On an annual basis:
Perform a new situation analysis.

Review and modify long-term and short-term objectives.

Create strategies and action plans to meet new objectives.

Create new three-year revenue plan.
On an ongoing basis:
Review status of action plans to verify completion by responsible party by due date.

Track opportunities and threats and implement contingency plans if opportunities or threats materialize. 

