Doing Business in Albania - The paramedical wholesaler

r[ 1. Executive Summary ]—‘

the one page busin

plan that folows

=3

put the necessary information abou the team members |

evaluation of

it
abusiness idea.

the process of determining if a

business.

ook for small but dynamic changes in the ociety

microtrends

description of the product/service.
target groups

‘age/income/family/lfestyle/geographical intended target market
. market segmentation

which is our best benefi for the customers

. benets

(1. Business dea / opporturity |

feasibilty analysis s
ideais viable

find our best unique benefit and use it iy
_order to position our products %

establish our brand at the top of the mind ", | postioning

ot ou arge group
distbution andsales moel |

target to

validate the underlying premise

develop further the idea |"._product feasibilty.
try to estimate sales

being in the introduction or growth stages
of the productife-cycle.

b mporant o e cusomer |
having low operating margins I
ot g v

markets of uncontested space vs
cutthroat competitive markets
strategies | _tryto find blue oceans
value innovation

create uncontested market space
make the

feasibity .

\\
2. The Concept Test statement |

focus on non-customers
create and capture new demand

break the value-cost tradeoff (set

reater value 1o ustomers and o cost

simutaneously)

blue ocean strategy

align the whole system of our company's.
activities in pursuit of differentiation and
low cost

first-mover advantage  Market timeliness: when is the right time
|10 enter a market?

- advantage |

vertical and niche markets

passon, commamert noudacge,
experise, undersanding

management prowess

facilies, labor pool, ntellectual property
protection,

resource

how much?

SO total start up investment
where fromp |1 AL UPINESmERL

_owner cash percentage required
colateral required

interest rates

availabiity

required information

control asserted by the lender
_payback arrangements _
consequences of default

what to consider

industry reports
annual and periodical reports
interviews and analysis in media
academic studies |

formal resources

financial performance of similar businesses

social network
informal resources
observation 0o S OHEES
sales
proftabilty
cash flow - payment terms
customer base | _types of information

customer satsfaction and loyalty
strategic groups or segments

_actual similarity to your venture |
the amount of capital invested
the RO timeframe

the risks.

overall of the venture

{explain how you ntend to run your business |
{include organisational chart 4—1 11. Production/Operations |

et penetration; market development;
rodse ovlopmént verscation

cost leadership

organisational feasibity

*—{ Lansoff matrix for growth strategies |-

1—{3. Feasibilty analysis |

descrbe i sateges for the possbe nvestors | {14 Exit srategies |/

}—1 13. Financials |7/

{iook vith open eyes on the risks and describe them |

develop your risk management ideas |

give information about the funding
requirements, breakeven year, expected
NPV)

returns (IR,

the 3
Income Statement and the Cash Flow
| Statement at least for three years

2w ||

include HR aspects |

[ i | (o waneg e )

focused
broad diferentiation

2.generic strategies by
‘my competiive advantage
gl llerces el deveopnen;
acauistion ot venure; autsour

focused differentiation

fully diversity rom competitors and make
them unable to follow
observe my customers; buid on their
needs; create through joint ventures a
chain of value added services

build a competitive advantage

—{3.means of implementation |-

9. Growth and Generic Business Strategies

porter 0 defne |

| (st o s

8. Strategic Objectives

culivate clentele of

defeat rivals
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‘objectives of our competitive strategy |

the five generic compelitive strategies

{cooperative strategies

H 2.The Team H{

‘F{ 3. Business Model ||

4. Mission and Vision

5. Industry and Competitive
Analysis: Situation Analysis

2 successiol team

the business model should take into

consideration to avoid th
-consideration 0 2v0d e 4FS"———{ o5 are wrong investors

hatis a

o |

 Famiy/Friends/Fools/Fanatics.

it follows the feasibilty analysis
it sumounds the product with the core strategy
it describes specific business processes

it provides a partnershipinetwork model

(st customers, supples, extrmal

key questions for

it shows how to create and deal with
distinctive resources

it represents a unique approach in
crealing value in the market

test itbenchmark ivask people about it

_does it make sense?

do preliminary research, find arguments

willine partners (cooperaive businesses) g0 Preiminary research,

agree? and how motivated will they be?

will the customers be interested or

examine need and competiion
motivated to do business with us’

business models.

study both the int

find unique and original advantages
consider financial, socio-cultural,
technologial, matvational and

K sed factors

be copied?

can we cover our overhead:

ternal and network value chain

{3-Business Model |

Which are the.

interal activites (primary and secondary)
It
1

business mission
1. Core stat productimarket scope
_basis for differentiation
core competencies
2. Stategic resources
2 SUBICOIE BSOS Grategic assets

 supplers (SCM

 a Business Model

Core competencies.

3. Partnership network | partnerships

other key relationships
target customer

4. Customer interface | fulfilment and support
pricing structure

financial resources
human resources

informational resources.

supply resources.

unique set of resources

experience, expertise, knowledge, relationships

Core competencies

{ impact on specific product |
| aificut o imitate

porant deteminers for customer
value andsatsfacton i which o
b

{3a-Building a new venture team

Key issue 1: Co-founders

Key issue 2: Recruiting and selecting k

mpany is better

customer satisfaction and loyalty

strong brand position

high market share

high ROl

access to resources and network
effort

dversified risk

compatbilty

psychological support

continuity and commitment

we are looking for: kmwwledqe, skills.
expertise and experencs
{emepreneuria mdusiia

number of co-founders
| clear agreement and stakes are needed

finding them

inita evaluation and hiring
waining

employees others

giving

about our

testing

in front of the investors ||

i good

creating the right corporate culture from the start

fore and motwating management s
important from day

board of directors
board of advisors
lenders and investors

Keyissue 3

| consutants

work on our presentation skils

unclear mocel? must b precise and clar

i business mod

numbers/ give numbers
fetur on investment/ give ROI
Equity / What the investor will take?

commitment
15t mover

negotiations/ be ready for negotiations
brand name.

itis good to know the potentia investors
barriers of entryl easly copied idea

having convacts and deals

iready in
make the idea. mesemame

future direction of the company
changes in company's

current
involves improve. (

developing a strateg)
thinking strategically about

{ future prospects

(| Strategic vision |—

factors to consider in deciding on a
company's future direction

key elements of a strategic vision

astrateg describes the route a
‘company intends o take in developing
and strengthening its business; it lays out
ihe campan srtegi course in

reparing

i h cutock for e comparypromisng.
ifthe sticks with
ProcumANstcitomeschnoogy

focus and strategic direction?

are changes under way in the compelitive:
landscape acting to enhance or weaken

the company's prospects?

what,if any, new customer groups andior
Hengvapmc ‘markets should the company

re there any emerging mark
uuponunmes i compay ought 0

should we plan to abandon any of the
markets, market segments, or customer
| groups we are currently serving?

what are our ambitions for
companywha ndsty stande do e
want the company to have?

will our present business generat
sufficient growth and profitabilty to please
shareholders?

what resource strengths does the.
‘company have that wil aid is abil

i new roductafsenices andlor et o

s the company stretching its resources.
100 thin by trying to compete in too
product categories or market ar

me of which are unprofitable?
is the company's technological focus too
| broad or too narrow?

delineat aspirations for the business.

provides a panoramic view of ‘where are we going?”

roe ot a stetegic vilon_ |

Char
vision statement

racteristics of an effectively worded

charts a strategic path
avoid wording and language that is
general and boring and could apply to any
sd d _company

ific to a particular organization

captures the emotions of employees and
steers them in a common direction

s challenging and a bit beyond
company's immediate reach

give the company a sense of direction
mold organizational identity
reate a

vision, functions as a valuable managerial
tool o

make strategic decisions
| ransiate the vision nto har-ediged
bjectives and strategies

provide managers with a reference point o

| prepare the company for tne fuure

graphic, directional, focused, flexible,
feasibl, desirable, eas

present products and services

| Mission statement

characteristics
convey who we are; what we do;

lﬂenlmes huundanes ofa cumnaan
ot [opes ofcusi
T geographic coverage

t0 describe what s being satisfied
being satisfied

key elements | who'is
how cu

sstomer needs are satisfied

identfy and demonstrate the components
of our company's macro-environment

the PESTEL framework

identify the industry's dominant economic features
identify the industry's dominant econoic traits

Key questons egardeg ndusty and
‘competiive environmer

the experience curve effect
industry type _ €meraing; fragmented; mature; declning; giobal

industry analysis implications for strategy

Industry analysis

5A. External or MacroEnvironment
Analysis: Industry and compelitive

}7

five forces analysis
the most common dving forces for the
specific industr

change and drivers of change
profitabilty, growth rate, size,

usomersirs bareris captal

forces driving industry competition

| how attractive is the paramedical  factors to consider in assessing industry

assess our industry and benchmark t
_competitive force of potential entry

common bariers o entry _ factors affecting threat of entry

when s the threat of entry stronger or weaker
analyse substtutes: when their

‘compettion is stronger or weaker

factors affecting bargaining powers of
suppliers! when they are weaker or

Porters five forces model of competition

{ anaiyse the

| strategic implications of the & competitive forces.
who are our competitors

similar-specific

[ simiar-general

‘ irectindirect
‘% iterent specific
diferent.general

identiy our competitors

conditons.
strategic focus
defin theirbrand propostion #1204 o
[ posttoning
competiion analysis
analyse their 7Ps.
share of marketimind/heart
future expansion capabilies
specify theirstrengths and weaknesses
‘ rom previous analysis
| thei qualty, availabity, assistance, staff
hat stategi moves are competors
hat s mov PEUOTS i tham and stuytem
shat makes our competors o e
stronger or weaker; we
g and oo ahecing he
Shongth ol ity J analyse the typical weapons for competing
e can difereniar based anakey
success factor
| can we make irrelevant?
opportunites outside P r
1
| ada value thvough synergies with other industries
combination of industry sales trough time
nature of the industry e stages of  lfe cycle
attend conferences
participate in associations
read trade books, portals
etive nteligence | tak o
do mystery shopping
study your competiors
| ask your employees
Common types of ey Success Factors _ Whal are the key factrs for compety 2
SWOT analysis
price and cost atractiveness
how wellis working the current straregy _, Include ratios
{5B. Intenal Analysis |2 our ftuation analysis

Competitive deficiencies
‘competencies vs core competencies vs
distinctive competencies

the value chain of our industry




