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Alaska Marketplace Technical Assistance Workshops

Overview:

To provide short and concise workshops offering technical assistance to the 65 Alaska Marketplace Finalists in preparing their Business Plan & Budgets for the October 1, 2007 deadline.  The Alaska Federation of Natives (AFN) will hold seven 2 hour workshops, each session will include 1 ½ hours of instruction follow by 30 minutes of question and answer.  Two series will be scheduled: between 11:30 a.m.-1:30 p.m. and from 5:30 p.m. - 7:30 p.m. The workshops will be held in Anchorage where Finalists are able to participate in person, toll-free conference numbers will be offered to those residing outside of Anchorage.

Instructor/Speaker: 3 Person Panel: Jeri Rubin, UAA, Jason Dinneen, SBDC, Christi Bell, UAA
Date & Time:  Sept. 5, 11:30-1:30 & 5:30 pm – 7:30 pm




As a result of participating in this workshop, finalists will understand:

1. Why they want to go into business

2. What it takes to be a successful entrepreneur

3. How to determine their business model

Topics covered:

· Type of Business (merchandising, manufacturing, wholesale, retail, service)

· Status (start-up, expansion, take-over)

· Business form (sole proprietorship, partnership, corporation).

· How the business was decided on.  Results of feasibility study.

· Product/Service Description – describe the process of providing a product or service.

· Key Production Factors – raw materials, utilities, transportation, labor availability, environmental and safety considerations, technical or equipment requirements.

· Location and Physical Facilities – regional, local, and site-specific location, description of existing or proposed facilities.

· Status of Current Operations (for expanding an existing business) – existing products, current financial status, (revenues, profits), number of employees currently and number needed (are additional employees available?)

· Tribal, Local and Regional Benefits – revenues, employment, increased viability, preserve culture, control local lands

· Relation to local and regional Economic Development Strategies

Questions participants should be prepared to address:

· Is purpose to accumulate wealth by generating profits on the sales of goods or services?

· What are your profit goals?

· How will you generate profits?

· What skills will be needed by the business?

· What skills do you have?

· How will you provide for the skills you do not have – employees, contractors, consultants?

· What will it cost to start the business?

· How will you capitalize it?

· Understanding the industry you are in:

· Trends, technology, regulations, consumption patterns

· Big picture overview of how the industry is fairing

· Who are the major industry participants

· How will your business stack up from an industry perspective
· Risks associated with being a new entry

Instructor/Speaker:  Matt Tullar, SBDC
Business Plan Pro Software:  Jason Dinneen, SBDC
Date & Time:  Sept. 6, 11:30-1:30 & 5:30 pm – 7:30 pm
As a result of participating in this workshop, finalists will understand:

1. The essential components of a business plan

2. The unique challenges facing entrepreneurs in rural Alaska

Topics covered:

· Business planning – start up – business management

· Marketing – identifying customers, attracting customers, knowing demand

· Keeping customers – customer service

· Inputs to the business – equipment, inventory, supplies 

· Finances, budgeting, identifying capital (CASH, cash flow), accounting

· Location – remoteness, distance, extreme conditions

· Legal – obtaining permits and licenses

· Employees – legal requirements

· Technical Assistance - training
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Location – Region or Community Impacts

· Area specific impacts drive business 

· Costs associated with the location

· Seasonality of rural businesses

· Willing and able employees available

Legal Support and Considerations

4. Legal Formation
5. Liability concerns

6. Intellectual Property (Copyrights, Trademarks, and Patents)

7. Board of Director

8. Inventory Control and Theft Insurance
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What kinds of insurance will you carry? (Property & Liability, Life & Health)

10. What will it cost and who will you use for a carrier, establishing systems


Instructor/Speaker:  Linda Nickell, TDF, Alaska Marketplace Fairbanks Logistical Details – Shirley Moto, Trina Landlord, Rose Ellis, AFN Alaska Marketplace Staff
Date & Time:  Sept. 11, 11:30-1:30 & 5:30 pm – 7:30 pm

As a result of participating in this workshop, Finalists will understand:

1. The rationale for each of the four criteria

2. What Alaska Marketplace expectations are for meeting these criteria

     Topics covered:

1. Cultural Heritage – Your business idea must exemplify traditional values and practices of Alaska Native cultures in rural Alaska. Also consider location and physical facilities – regional, local, and site-specific location, description of existing or proposed facilities. 

2. Economic Stimulation/Job Creation – Your business idea must contribute towards economic stimulation and job creation in the targeted community.  Please include tribal, local and/or regional benefits – revenues, employment, increased viability, preserving, controlling or gaining access to local lands.  Mention any relation to local and regional Economic Development Strategies here too. 

3. Innovation – Your business idea must present non-conventional approaches to the theme/goal of the project. Businesses seeking to expand existing initiatives are eligible, provided that they exhibit new elements in design or implementation not found in the original initiatives. 
4. Sustainability/Profitability – Your business idea must show how your business can continue to operate and benefit the targeted community beyond the period of the award.  For expanding an existing business please mention the status of current operations – existing products, current financial status (revenues, profits), number of employees currently and number needed (are additional employees available?) 


Instructor/Speaker: Laura White-Ritchie, YWCA
Date & Time:  Sept. 12, 11:30-1:30 & 5:30 pm – 7:30 pm

As a result of participating in this workshop, finalists will understand:

1. The importance of solid market research

2. How to conduct thorough market research

3. What their competitive strategy is

Topics covered:
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Market Research

· Market Description – key market determinants (price, quality, on-time delivery); local, regional, or national; private or public sector.

· Market Projections – based on the above considerations provide estimate or projection of revenues 

· Competitor Analysis - size, location, revenues; basis for being a competitor

· Market Trends - overall economic activity; product or service specific market trends.)

· Based on above analysis develop basic marketing plan that includes:

· Description of your product or service and what unmet needs are met

· Identification of the categories or types of customers anticipated

· Describe customers by category or type including their:

· Location

· Demographics

· Ability to pay

· Describe competition and how your product/service will be preferred

· Discuss trends that will affect the demand for your product

· Describe your sales and distribution plan

· Pricing, Promotion, Placement, Branding

· Advertising, sales, public relations, etc.

Questions participants should be prepared to address:

· What is the estimated size of this market?

· Who is your target customer? (profession, age, income level, and location)

· Why would your target customer choose to use your company for their business?

· Is the market seasonal?

· How will your products and/or services be distributed?

· Have you already spoken to potential customers? What were their reactions?

· Who are your direct competitors?


Instructor/Speaker:  Sarah Scanlan, First Alaskans Institute
Date & Time:  Sept.13, 11:30-1:30 & 5:30 pm – 7:30 pm

As a result of participating in this workshop, finalists will understand:

1. The importance of having the right team in place

2. The necessary attributes & skills of their team

3. How to develop the appropriate staffing and training plans

Topics covered:

· Management Plan – requirements for pre-operational, construction, start-up, and final operations.  Key personnel and availability of needed skills.

· Staffing Plan – identifying staffing needs – workforce readiness

· Employee legal considerations

· Training Plan – how employees will be trained if necessary.

Customer Service
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Knowing customer service activities

· Achieving excellence

Questions participants should be prepared to address:
· What is necessary as your business manager, and what is their education level, and skill set?
· Who are your current investors/partners/ sources of startup capital? 

· How many managerial positions will your business have? Are you one of them? 

· What tasks will staff need to complete on a daily basis?

· How many staff are you planning on employing? What are their planned salaries?

· Are your staffed positions seasonal?

· What skills do your managers and staff need to be successful at their jobs?

· How will you train staff to ensure needed skills?

· What other professional relationship have you established? (lawyer, accountant, other parties involved in the business)

Instructor/Speaker:  Joe Kashevarof, Jason Evans, Michael Orr, Financial Inc.
Date & Time:  Sept. 18, 11:30-1:30 & 5:30 pm – 7:30 pm

As a result of participating in this workshop, finalists will learn:

1. How to determine the costs of running their business

2. How to analyze the financial feasibility of their business

3. How to develop financial projections for their business

Topics covered:

· Identifying assumptions, developing a research plan, and conducting research to generate the data needed to develop the following financial projections:

· Sales projections

· Projected capital costs

· Projected operating costs

· Learn how financial models can help you project the success of your business

· Learn what each of the following models tells you 

· Cash flow statement

· Balance Sheet

· Profit and Loss Statement

· Identify resources and samples of pro forma financial statements

· Establishing accounting systems

· Taxes and reporting

· Preparing Financial statements

· Knowing capital requirements and sources of funds – financial support
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Questions participants should be prepared to address:

· How do you plan to fund startup for this business?

· Who are your current investors/partners/ sources of startup capital? 

· How will you keep records?

· What records will you need to keep?

· What are your total fixed cost totals on a monthly and yearly basis? 

· What is the per-product variable cost of production? 

· How can you lower the per-product cost? 

· Have you weighed your options on cost alternatives such as subcontracting possibilities, shared services, or out-of-house expenses?

· Have you factored in working capital (money used to maintain inventory and cover operation costs) for startup as the business builds up a clientele?

· If you are borrowing money, what is the interest rate on this loan or line of credit?

· How long is the payback period for this loan?

· Have you looked into government agencies in your area that offer startup assistance to rural Alaskan businesses

Instructor/Speaker:  Linda Ketchum, Third Wave Consulting,  Shirley Moto, Trina Landlord, Rose Ellis, AFN Alaska Marketplace Staff,  Judge and/or Finalist from last year
Date & Time:  Sept. 19, 11:30-1:30 & 5:30 pm – 7:30 pm
As a result of participating in this workshop, finalists will learn:

1. The key elements of a successful pitch

2. Effective methods of showcasing and presenting their business opportunity

3. Ways in which to tailor their pitch to different audiences

Topics covered:

· Elevator pitch

· Identifying selling points to investors

Preparing Presentation Materials
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Posters

· Brochures

· Handouts

Preparing Supporting Documents
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Resumes

· Personal Financial Statements

· Credit history and reports

· Copies of leases, mortgages, contracts

· Letters of reference

Potential Handouts and/or other presentations for consideration

Technical Assistance – Sources of Information Statewide

· Business Planning

· Financial Management

· Identifying capital – find the money

· Marketing (Advertising)

· Customer Service

· Strategic Planning

· Rural AK business special considerations (location)

Project Action Plan and Implementation Considerations

· Legal and regulatory considerations

· Staffing in a timely manner

· Purchasing necessary supplies and equipment

· Marketing timing

Workshop Title:  Defining the Business & Success – Product or Service Development





Workshop Title:  Rural Alaska Business - Start up Challenges and Considerations –Soup to Nuts Business Plan Overview – Critical Considerations





3.	Workshop Title:  Alaska Marketplace Competition Criteria





Workshop Title:  Market Planning





Workshop Title:  Management/Staffing & Training Planning





Workshop Title:  Financial/Accounting Planning





7.	Workshop Title:  Presenting your Business Plan to AK Marketplace Judges and Others
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