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Declaration  by Team Advisor – Pls. check all of the boxes provided below.
[image: image2.jpg]I hereby declare that the idea submitted by the team is original and is derived from their own thoughts/study/research.  
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I have done the necessary due diligence check via the internet and other sources/media to ensure that the idea was not plagiarized from other sources/media.
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I hereby verify that this idea has not been commercialized by the team at the point of submitting this proposal.    
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I agree for the submission to be disqualified if any of the above statements are found to be untrue.    

Team Advisor Contact Details 

	No.
	Advisor Name
	Designation 
	Faculty
	Email
	Mobile

	
	
	
	
	
	


Declaration  by Team Members – Pls. check all of the boxes provided below.
I/We hereby declare that the idea submitted by me/us is original and is derived from my own/our thoughts/study/research.  

I/We have done the necessary due diligence check via the internet and other sources/media to ensure that the idea was not plagiarized from other sources/media.

I/We hereby verify that this idea has not been commercialized at the point of submitting this proposal.    

I/We agree for the submission to be disqualified if any of the above statements are found to be untrue.    
Team Members Contact Details 
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	Team Name
	Course 
	Faculty
	Email
	Mobile

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	


Submission Checklist  

I have included the following documents for submission : 

3 sets of hardcopy of the business idea proposal
1 softcopy of the business idea (either in CD or pendrive)

Team 
Group Photo ( in .jpg / .gif / .bmp / .tiff format) 

Content
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	1

	Section 2.0 PRODUCT AND SERVICE DESCRIPTION…………………….


	1

	Section 3.0 TECHNOLOGY DESCRIPTION………….………………………

	1

	Section 4.0 MARKET AND COMPETITION…………………………………….


	2

	Section 5.0 BUSINESS MODEL………….…………………………………….

	2 – 3


	Section 1.0 EXECUTIVE SUMMARY

	
	The executive summary is an independent element of the business plan. It should contain a brief overview of the most important aspects of the business plan. In particular, it should highlight the product or service, the value to the customer, the relevant markets, management expertise, financing requirements, and possible return on investment.  The reader should be able to read and comprehend the summary in five minutes. When writing the above, pay special attention to 4 key aspects in each view. Uniqueness of the product/service and why this situation is special, competent & experienced Management team, indicate that there are substantial Profits available for the venture & the desire for the investor/reader to have an Exit and reap benefit from the investment.

Key facts: 
· 90% don’t read beyond your executive summary.

· Makes of break your opportunity to further present your ideas.

· It must be geared to entice the reader to read more, short and sexy.

It is generally advisable to write the executive summary last when all the details of the business plan are available.

___________________________________________________

	Section 2.0 PRODUCT AND SERVICE DESCRIPTION

	
	The focus here is more on the technical aspects of the product and services. However, you need to remember that the audience are not scientists and thus do not delve into the technical area too deeply. The reader will expect that you have the technical know how to deliver this product/service and it will be highlighted accordingly in the management session. 

___________________________________________________

	Section 3.0 TECHNOLOGY DESCRIPTION

	
	Areas to be covered are the key components related to the product/service or technology, the intellectual property involved, specialized knowledge, experience and skills involved and regulations that may govern the use of the technology to deliver the product/service. It should also cover research & development (which outlines your plans for the future), and future technology trends that you & the market can for see.

___________________________________________________


	Section 4.0 MARKET AND COMPETITION

	
	The need to identify possible and potential market will determine the potential size of the business in terms of sales volumes and revenues.  Coupled with knowledge of the competition, market size can be used to determine the size of the addressable market.

___________________________________________________

	Section 5.0 BUSINESS MODEL

	
	The business model seeks to define the business you are creating. It provides an overview of key areas related to your business and is the introduction required to move your readers along to the next sections in more detail. The business model should be set out to cover the following:

· What? Brief introduction to the idea/venture, the industry and the market you will be operating in.

· Why? Opportunity present in the current market. What is the market need or problem you will attempt to solve with your idea/venture?

· How? What is your value proposition to the customer? Is the product a completely new invention or an innovation to an existing product? What technology or solution do you propose? How will you make money from the venture?

· Key Business Objectives which include your targets for revenue, product rollout, and future initiatives.

A good tool when starting to write your business model is to utilize the SWOT Analysis. It highlights strengths and weaknesses within the business and identifies opportunities & threats in the external business environment. It will allow you plan your model to make most of the competitive advantage, take steps to overcome the shortcomings, exploit potential in the market place and minimize the exposure to real threats.

___________________________________________________

	
	The market is defined to include two key areas.

· A market is a particular group of people or organization that have wants and needs that may be partially satisfied through a marketing exchange.

· A market is a potential that exists for a mutually satisfying exchange between producers of want-satisfying products and the buyer or users of such products.

It’s about knowing the potential range of customers that helps you to develop your overall promotional strategy. To know your customer is to understand their characteristics which will help you to develop your sales strategy.

Key areas that need to be highlighted in this section are:

· What market you will be serving?

Size, life cycle, geographical location, age, sex, income level, what they buy, where they buy, why.

· Competitors?

Who are they, how you rank against them, what will your offer a customer that is different, what is your competitive advantage and disadvantage if any.

· What steps you will take to open up new markets? Your marketing (market) and sales (customer) strategy.

· Sales strategy.

How do you expect customers to buy your product or service? How you plan to gain market share? Advertising plan which includes the choice of media, cost & impact, any unique promotional activities tailored to your target market?

· Marketing Strategy.

Describes how you ultimately plan to satisfy the needs of your target market by combining your market research, competitive analysis and marketing strategies. Focus on the need of the customer not the product. 

There are 2 specific ways in which old classic or sales approach to market planning differs from the new marketing approach. In the old marketing approach, management tells the designers and engineers to create a product, which once produced, is given to sales people, who are then told to go find customers to buy the product. 

In the new marketing approach, management first determines what the customer wants, which in turn is passed to the designers and engineers who develop and produce the product. A major difference between the old and new marketing approach is the old focuses on volume and sales, while the new focuses on profit. (Adapted from Patsula Media @ 2001)
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Project Brief (approx. 50 words) :








*Note: Kindly do not put your University Name or Logo in any part of this proposal














	[image: image3.png]
	Multimedia Development Corporation Sdn. Bhd. (389346.D) 
MSC Headquarters, 2360 Persiaran APEC, 63000 Cyberjaya, Selangor Darul Ehsan, Malaysia.

Telephone: +603 8315 3000    Fax: 603 8318 7612    URL: www.mscmalaysia.my


	[image: image1.png]
	UKM-CESMED

Aras 3, Bangunan Fakulti Ekonomi & Pengurusan

Universiti Kebangsaan Malaysia
43600 Bandar Baru Bangi

Selangor, Malaysia



