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Executive Summary
 
The newest business in Bloomsburg, Pennsylvania is Bright Guard Cleaning Systems (BGCS). It is a small, privately owned partnership producing a product known as the Bright Guard. The Bright Guard is the newest and easiest way to clean your teeth. It is a battery powered mouth guard with spinning brushes on the inside of it which clean the teeth. It is the easiest and most efficient form of tooth care today. Unlike other electrical toothbrushes being sold for over $100.00, the Bright Guard will be available at local retail stores for only $59.99. The product comes with an extra battery, extra brushes, toothpaste, a cleaning kit, and a carrying bag. The Bright Guard is available in four different sizes, so anyone five and older can use it. The President and CEO of the business is Gary Daddario. Although he may be the President, he does not think of himself as more important than the other forty-nine employees in the business. All of the employees are treated with a great deal of respect and have a large say in what goes on at BGCS. This is because they have all been selected after numerous interviews, so they have already proven they can make important decisions. According to Gitman & McDaniel (2008), our business is practicing the participative style of decision making since everyone has an equal say in all important decisions. To get sufficient financial capital to start up the company, we will be receiving loans from several commercial banks. BGCS is very concerned with the ethics of its own business. BGCS will always be ethical in every way possible using methods including the assurance our product is the best it can be, the customer never gets cheated, and the communities surrounding the business will be treated with great respect. Although the business is starting out small, once it becomes profitable, it will be expanded to fit the market so as to ensure the business becomes as prominent as hoped for.



Company Mission Statements


 
“To make our product the best teeth cleaning device on the market, satisfy the customer with product quality and price, and continue to grow in size until everyone has a chance to buy the product. Everyone in the company will be treated as an equal, and everyone will respect and be respected by all employees and surrounding communities.”

 
“To make cleaning your teeth easier, more efficient, and more satisfactory than ever before at a fair price for both the customer and the business itself.”



Company Overview 


 
The business created is BGCS and is located in Bloomsburg PA. The name was chosen because it is interesting and should attract people to it, but at the same time explains what the product is. This will allow consumers to receive a small understanding of the product before they purchase it. The business is set up in Bloomsburg because it is starting out small to see if it will be profitable, and Bloomsburg was a perfect sized town to start off in. The college provides added sales capabilities that should help the business in the beginning. BGCS is set up as a partnership. This suits the business because the partners have different skills and it is easy to form. As stated in Gitman and McDaniel (2008), partnerships are set up because they are easy to form, posses good availability of capital, diversity of skills and expertise, flexibility, no special taxes, and relative freedom from government control. The company has a couple main objectives. The first objective is to start off small and then grow bigger once the company is profitable enough to handle expansion. The second is to make the best possible product for the customer so every customer is satisfied. And the last objective is to be a very well managed business so all of the employees are happy with their job and respect the upper management as they respect their employees. The current status of the business is start up because this is a new product and it’s the first time it has ever been out on the market.



Product Plan 


 
The Bright Guard is the newest in teeth cleaning technology. It’s a battery powered mouth guard that has many tiny brushes in it which spin and clean the teeth. It is turned on by slightly biting down on the guard when it is in your mouth and shuts off once you release the pressure. Once pressure is applied, toothpaste shoots out of the guard, and the brushes spin to get your teeth cleaner than ever. To get an advantage over competitors, the Bright Guard comes with an extra battery, Bright Guard toothpaste, extra brush heads, a cleaning kit, and a carrying case. Also, the guard is priced at a very low rate to get consumers interest away from electrical brushes and to the Bright Guard. This idea is patented at the U.S. Patent Office; therefore no one is allowed to take the product idea.

 
The Bright Guard has a very wide range of consumers. The product can be bought directly by consumers over the phone or retail business can purchase our product to sell it at their stores. Management wants to make it as easy as possible for consumers to purchase the product. Anyone ages five and up can use a Bright Guard because we have four different sizes: children, youth, adolescent, and adult.

 
The Bright Guard meets the consumer’s needs in many ways. This is the first teeth cleaning product that does the cleaning all by itself. Since the customer no longer has to do any work, he/she can be doing something else with their hands while their teeth are being cleaned. The Bright Guard also helps out the consumer with its extremely low price. Most electric tooth brushes will cost over $100, but the Bright Guard will be available to the consumers at a low price of only $59.99 at a retail store, or three easy payments of $15.99 over the phone. We are using odd-even pricing, the consumer will feel they are paying a lower price for the product if it is marked at an odd number like $59.99 compared to $60 (Gitman & McDaniel). That price includes all of the extra items it comes with as well.

 
The Bright Guard is produced inside a factory, which is run by various robotics and employees on an assembly line. It is then sold over the phone or shipped to a retail store.



Marketing Plan

 
With BGCS’s product, especially as new as it is, there is not a whole lot of competition when it comes to model and design. This is because the Bright Guard is the first of its kind. However, we still have competition from other toothbrush companies. Most of the competition is from the higher end electrical toothbrush makers. The management also realizes that with the rise of technology like the Bright Guard, eventually, there will be other companies to tap into same technology.

 
BGCS feels that attracting customers will be difficult initially, but not in the long run. Most people establish a sense of comfort in certain aspects of their life and develop certain “rituals” to maintain that comfort. One of these aspects is brushing their teeth. Most people are so accustomed to what they use now, they are basically unwilling to change the way they brush their teeth. However, the management is fully confident once tried, the Bright Guard will change their ideas and “rituals” about the way they provide themselves tooth care. The Bright Guard will create such satisfaction; the management ensures customers will be fully hooked to the product. Then, by word of mouth, the popularity of the Bright Guard will spread. Management feels the Bright Guard is so amazing, customer satisfaction will take care of itself. However, BGCS has decided to add a generous credit and pricing policy (see below for more details) and impeccable customer service for extra buyer satisfaction.

 
The product itself is an electrical mouthpiece that uses small brushes and special toothpaste, which comes in the Bright Guard kit. This makes it easier to more efficiently clean your teeth. The product is actually part of a larger package deal. Inside this package deal is a Bright Guard unit, Bright Guard toothpaste, an extra battery, extra brush heads, a cleaning kit, and a carrying case to put it all in.

 
Probably one of the most difficult aspects of new products is price determination. When trying to figure out the initial pricing, BGCS looked at prices of electrical toothbrushes from competitors and overall production costs. The Bright Guard was priced at $59.99 at your local retailer or three easy payment of $15.95 over the phone. The management feels this is a reasonable price, considering some people pay hundreds for state of the art electrical toothbrushes. Also, BGCS has a very generous lifetime guarantee which basically states after buying the unit, BGCS will provide the customer with a new Bright Guard if it should break, be stolen, or just getting old. For a limited time only, BGCS is offering the special family plan. This means if a customer buys a Bright Guard, BGCS will sell another unit to a family member for half price. Finally, if the customer isn’t satisfied with the Bright Guard, BGCS will offer a complete money back guarantee.

 
Not as difficult, but vitally important none the less, product promotion is a big deal to pretty much every single business trying to succeed. According to Gitman & McDaniel (2008), sales promotion directly stimulates sales. However, to have successful product promotion, a business needs good product placement. That is why management decided to place BGCS in Bloomsburg. This would allow sales to the students, but also provide room for growth as a business. The Bright Guard will be promoted through the use of fliers around the city and college. Along with commercial time and the possibility of a billboard, the use of the slogan, “Flawlessly Clean” will be used to promote the Bright Guard. In this case, the target market for BGCS is pretty much anyone who brushes their teeth.



Management Plan

 
As a business, BGCS will have a generally simplistic management plan. Due to the small starting size of the business, the simple plan will most likely be affective in the running of the business itself. This idea of a simplistic management plan will be implemented with accordance to the five major building blocks of management: Division of labor, Departmentalization, Managerial hierarchy, Span of control, and Centralization of decision making.

 
In regards to division of labor, most of the jobs that the employees will be doing will be specialized, so there will not be a whole lot of division of labor at the business. This is due to the fact that about fifty percent of the workers are assembly line workers, with the others being mechanics and other types of specialized work. However, because most if not all of the employees are doing the same jobs each day, management constantly needs to make sure their job is not getting tedious and tiring.

 
Next, departmentalization is a pretty easy concept for BGCS too. With departmentalization basically being the grouping of people, tasks, and/or resources, many employees are given a wider range of capability in the workplace. However, just as stated above, BGCS is a generally small business, where most of the employees are at jobs that require a specific skill set to operate. So, like division of labor, departmentalization is also not a large factor at BGCS.

 
As for BGCS’s managerial hierarchy, management is pretty basic with a very clear chain of command. BGCS uses the basic management pyramid with the president at the top and the employees at the bottom. Although the employees themselves may be at the bottom of the pyramid, BGCS treats them as if they were much more. Employees are a valued asset at BGCS. By applying a respectful form of authority, the management sees that same respect given back from the employees.

 
When discussing span of control here at BGCS, five major factors are taken into account: Nature of the task, location of the workers, ability of the manager to delegate responsibility, amount of interaction and feedback between the workers and the manager, and the level of skill and motivation of the workers. Through the use of these five factors, BGCS is able to have varying spans of control for different departments inside of it. A smaller span of control is given to the managers and directors inside of the marketing and finance divisions of BGCS. This is because these jobs are extremely specialized and there also is no real need for more than just a few employees working in these spots. The operations division of BGCS however, has a very wide span of control. This is especially true for the production manager who is in charge of a much larger number of employees. This helps lead to increased efficiency, reduced costs, quicker decision making, and greater organizational flexibility.

 
Finally the idea of centralized decision making, where the top level of management can agree on making a decision believed to be best for the business as a whole. In accordance to Gitman & McDaniel (2008), BGCS uses the following as basic guidelines for its overall decision making: 

1. Recognize or define the problem or opportunity

2. Gather information so as to identify alternative solutions or actions

3. Select one or more alternatives after evaluating the strengths and weaknesses of each possibility

4. Put the chosen alternative to action

5. Gather information to obtain feedback on the effectiveness of the chosen plan

 
Throughout the use of these decision making steps, the consent of the employee is valued heavily in most decisions. Aside from managerial level decisions, most decisions will have some effect on the employees themselves, so they deserve to have some say as to what affects them. However, the word of the employee doesn’t make the decision, just voices the opinions for consideration. The management will make the decision that they feel is best for the business itself.



Human Resource Plan

 
Obviously the one of the most important aspects of a business is its employees. At BGCS, we have fifty-one employees consisting of: Three directors, six managers, two inventory monitors, five assembly line operators, twenty-five assembly line workers, five assembly line service men, two human resource consultants, one sales consultant, and two customer service providers. In the future, upon expansion, BGCS hopes to grow bigger and eventually hire more employees so as to sell to a widened area. Obviously, many, if not all of the employees at BGCS are specially trained to do their job efficiently. Employees receive training through the use of special videos, meetings, and tests.

 
A business cannot have good employees without a good selection process. Potential employees are put through a cycle of several interviewers to determine whether or not he/she is right for a position at BGCS. Because most of the jobs at BGCS do not require hands on work with customers, visual aesthetics are not as big of a concern as they would be for a more “visual” position. Potential employees will be evaluated on five levels: Education (can they do what management wants them to do), Experience (have they ever worked in a similar position before), Availability (will they be able to work enough), Dependability (will they be there when needed), and Stability (what is their past turnover for working – are they job hoppers). It is important to treat all applicants as valued customers (Gitman & McDaniel, 2008, p.277).

 
Reward is essential for employees to feel motivated and appreciated. Overtime will be offered to the employees. Employees will receive excellent medical, dental, and retirement plans. Break time with a break room will be provided. All employees will get a free Bright Guard kit. Corporate culture will be big, especially since the idea of an assembly line can be quite monotonous. Special lunches and employee holiday vacations are to help rid the employees of the monotony.



Operating Plan

 
The operation process is what holds a business together. If it is not solid, production can falter and the business may not be able to stay with orders or run at an affordable rate. BGCS will be a mass production manufacturer. The Bright Guard comes in four sizes: Children, youth, adolescent, and adult. There will be four assembly lines creating the four different sizes. There are five assembly line operators and twenty five assembly line workers. If anything should ever go wrong, BGCS has five service men on hand to fix any problem. The extra workers and operators make it easy to fill in spots if necessary. The operators not only operate and oversee the assembly line, but they also deal with quality control to make sure that the assembly line working environment is clean and safe for all employees to work in.

 
Inventory is very important to a business, but most importantly, it’s controlling the inventory. According to Gitman & McDaniel (2008), the easiest way to control inventory levels is by tracking the use of certain inventory items. Through the use of organized systems the inventory can be dispersed so as to keep everything where it needs to be in order to be organized. The task of keeping inventory where it needs to be and communicating inventory numbers and needs to the Manager of Allocations and Inventory Control are two inventory monitors. They also assist their manager in the purchasing procedures. The major purchase for BGCS is plastics. Management has searched many plastics companies and has chosen to buy from Marco Polo International. They are a plastic trading company and distributer/wholesaler (http://www.alibaba.com/company/100424598.html).



Financial Plan

 
BGCS requires significant funding in order to cover start up costs. Manufacturing equipment, office supplies and production materials must be purchased. A manufacturing site needs to located and leased as well as executive office space. An assembly plant will need to be designed and erected if a suitable preexisting facility cannot be found in Bloomsburg, Pennsylvania or in greater Columbia County. Loans from commercial banks will cover the necessary start-up costs. Commercial banks’ primary function is to make loans. Although these loans do accrue interest, we project adequate revenue during the first projected year to cover these costs. We chose this method of financing to ensure control of BGCS rests solely with the five original partners. Control may be compromised by bringing in outside investors. BGCS plans to employ both a certified public accountant and a certified management accountant to work jointly on our company’s accounts.



Office Technology Plan

 
The office staff will need various types of computer hardware and software. Our desktop computers will utilize a local area network (LAN) in order to enable our office employees to share information with one another as well as utilize centrally located printers, databases and software. This sharing of technology will allow us to keep technology costs to a minimum. We plan to use an application service provider (ASP) to manage the various types of software needed. Word processing, spreadsheet, financial and publishing software are all required for the day to day operations. This software will be essentially leased from the ASP and will save money on future upgrades. The projected financial statements show this technology plan falls well within our monetary guidelines.




Ethics & Responsibilities Plan

1. Provide safe and quality products to our customers at a competitive price.

2. Provide not only a great product but superior service to our customers.

3. Create and maintain a safe and hospitable working environment.

4. Practice fair and ethical hiring practices.

5. Ensure fair treatment, wages, and provide chances for advancement to all of our employees.

6. Be a positive influence and partner with our community.

7. Work together to better the company as well as the surrounding area.

8. Follow accurate and ethical accounting practices.

9. Stand behind our product 100%



Competitive Advantage

 
In order to trump our competition our company will utilize three areas to create the advantage. We will strive to establish a cost competitive advantage by actively searching for material vendors that can provide the same quality materials at a lower price allowing us to: 

1. Cut production costs

2. Pass savings to our customers

3. Maintain our profit margin

4. Our advertising and marketing plans will create a differential competitive advantage.

5. Provide a long lasting competitive advantage

6. Establish a “Brand Name”

7. Create a reputation of quality results through a quality product.

 
Our product allows our company to have a large target market. Everyone brushes their teeth and therefore anyone and everyone is potentially a customer. While our target market has almost limitless potential for growth, we will operate within the local niche of eastern Pennsylvania for several years until sufficient capital can be accumulated to expand.




Future Vision

 
As a company we plan to expand as far as our management skills, product, market, and good fortune allows. We will strive for expansion in the following ways: 

1. Streamline production and operations through the Six Sigma method and continuous improvement

2. Continuing to add useful technology to the assembly floor to enhance production

3. Maintaining a well educated and well trained workforce

4. Explore ways to strengthen our supply chain

5. Striving to cut costs while maintaining quality and our code of ethics

6. Analyzing our accounting reports to spot potential problems early

7. Examining employee suggestions to improve production and the workplace.
