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Executive summary 
Rocky Mountain Rodents will be a business in the pet supply industry.  The primary function of this business will be the supply of natural whole food that is meant for exotic animals.   The business will deal with the sale of natural whole food that consist of both frozen and live whole insects and animals like crickets, quail and mice. The competition is quite minimal since there are only a few similar existing businesses. This specific industry is considered a niche market and is only comprised of a few companies who vary in size. The largest companies, such as Rodent Pro and Mice Direct, have large inventories of products that are offered nationally (America-Pet-Product-Association). 
This business aims at the breeding of high-quality rodents and some feeder animals mainly aimed for pet stores, exotic animal owners, and zoos.  The feeder animal will be fed with high protein food and have access to veterinary care and plenty of water. The company will aim to provide and supply the best “feeder” animals to the customers through a countrywide approach.   The businesses main target will be the live market, where the business will be using the specially designed packaging. The packaging will guarantee the delivery of live food to the “picky eaters”.
Objective

Objective of this business plan is to establish a market leader in form of “Rocky Mountain Rodents” in the market of pet feeder products with a measurable share of the market by the end of the second year of operation. This business plan intends to create a strategy and operational plan for Mr. Mr. Oglesby based on the design and development of:

· Innovative and functional packaging
· Accessories and complementary pet products

· Products that are environmentally and socially responsible

And this plan formulates strategies to increase sales of Rocky Mountain Rodents by at least 10% for the first three years of operation and to reach sales of $250,000 by the third year of operation. 
The company

Rocky Mountain Rodents business will be owned and managed by Andrew Oglesby who is the founder and the company’s CEO.

Mr. Oglesby has extensive experience in production management, marketing, and sales and has shown his experience through many roles and situations in the past. Mr. Oglesby will bring lot of knowledge within the area of administration and running demanding and customer oriented services, not to mention Mr. Oglesby has years of experience with falconry, reptiles, and raising feeder animals.   The business will hire more staff that will help Mr. Oglesby in the management, and the daily operation.  Some workers will be hired in full-time basis while others will be employed in part-time basis, this will be determined on the production demands of the business. The daily customers request and demand will be expected to be handled fully by the management and the employee.
Product and services

Apart from offering the main products to the customers through sales, the company will also offer additional services to the customers. The additional services will include delivery and education.  Free delivery will be offered to wholesale clients, while smaller clients or clients with locations quite far from the business may have delivery charges.
Customers

The expected customers will mainly be pet stores, collectors, hobbyists, zoos, and breeders. Broader ranges of clients will continually be searched for as the business progresses and expands to different territories.

Business and industry profile

Mission statement
RMR’s mission is to ensure an effective and trustworthy supply of the best “feeder” animals to zoos, pet stores, reptile hobbyist, falconers, and owners of exotic animals.  
Vision statement

The business strategy is to be both the Falconers’ Choice and the Reptiles’ choice to all customers and the industry. The business is committed to the employees and all the customers. 
Legal structure

The company will be registered and identified as an s-corporation.  This legal structure will provide the new business with corporation features and some tax efficiencies and shelters. This legal structure will protect the business for any possible lawsuits so that the management and ownership is not held solely responsible.  
Business Strategy

Rocky Mountain Rodents Inc.’s business strategy is simply to be the best supplier of live exotic and whole animal foods to its clients.  Focusing on our system of delivery to our clients and guaranteeing live delivery is important to RMR’s business and RMR’s continued future.  RMR will be the only supplier of live foods; while its major competition is with frozen pre-killed suppliers RMR will have a niche in the supply chain.  A strong sales force with industry knowledge will be essential to business along with continued aggressive industry specific marketing.  The founder has specially designed packaging to guarantee live or frozen food delivery and will hire a sales manager to gain new accounts.  
Product
Rocky Mountain Rodents will sell live and frozen exotic food bred from the highest quality breeders and strains available. The feeders are hand bred and chosen for optimum sizes and health. Our line will include the following products; however we will start with basic mice and rats to begin with (Feeder_supply).
	Category
	Types

	Pinkie Mice
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	Fuzzy Mice
	Hopper Mice
	Juvenile Mice
	Adult Mice


	

	
	
	
	
	
	

	Adult Rats
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	Ex Breeder Mice


	Pinkie Rat
	Fuzzy Rat
	Hopper Rat
	Juvenile Rat

	Chicks
	Day old
	Week Old
	Chicken Eggs
	
	

	Quail
	1 Week quail
	2 Week quail
	3 Week quail
	4,5,6 Week quail
	Ex breeder quail

	Roaches
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	Madagascar hissing roaches
	
	
	
	

	Crickets
	Pin head crickets


	Small crickets


	Med crickets


	Large crickets
	


* The rodents can come in various color combos as requested, and live or frozen.

Marketing strategy
Target Market


RMR’s primary target market consists of pet stores, zoos, and breeders of exotic animals.   These are primarily clients RMR will sell at wholesale prices in large quantities.  Smaller clients may include private owners of exotic animals.  Our typical clients will own or be involved with the falconry trade or reptile trade.  

Motivation to buy

RMR’s customers must have food to feed these animals, however there are many animals out there that are considered problem feeders and they will not eat frozen or thawed prey.  RMR will supply the much needed live prey and guarantee live shipment of any prey item. It’s a simple niche to fill, but no one currently supplies to this niche.     

Market Size and Trends

Rocky Mountain Rodents will be a part of the pet industry; its primary function will be to supply natural whole foods to exotic animals. Currently, live and frozen whole food is considered a niche market, comprised of a few companies who vary in size. The largest companies, such as Rodent Pro and Mice Direct, have large inventories of products that are offered nationally. The smallest companies sell locally to shops and hobbyists.  This industry is not currently suffering from the same economic recession as many other industries; however consumers are spending less on non-essentials. While in this particular industry customers must purchase the food or their beloved pets will not survive for long.  According to US ARK's report presented to the house, "in 2009 4.7 million U.S. Households owned 13.6 million pet reptiles".  Over the last decade there has been a large increase in pet ownership, according to US ARK, that has been a shift of 35%, while in the same time period Reptile ownership has nearly doubled.  Each one of these exotic animals needs sustenance and approximately 85% will not eat anything less than some small whole animal, this can be anything from a cricket to a chicken. The greater majority will eat small rodents or birds.

Advertising and promotion
To grow the company in the modern retail and wholesale environment, Rocky Mountain Rodents Inc. will advertise in many publications and online.  Facebook will be a prime way that RMR can and will advertise to existing clients.  RMR will plan on doing some guerilla marketing via Facebook and offer promotions and various other benefits to returning clients.  RMR may even consider membership rewards.  RMR and its employees will strive to attain and hold strong business relationships with people in the industry by attending pet shows and gaining various contacts through the pet industry.  As a company RMR will start an intense advertising campaign on “Reptiles Magazine” and through a few various falconer ads and magazines.  RMR does not plan on doing much if any general advertising, mainly because this is such a specific market.  Rocky Mountain Rodents Inc. will do a large amount of education on reptiles and birds of prey and will attempt to sponsor not for profit rehab programs for these animals.  RMR’s frequency of usage will depend largely on available startup funds; however RMR would like to continually sponsor animal rehab facilities around the year, and put ads quarterly or more through the various publications.  The founder of RMR has a few contacts in the industry at a couple of zoos, and a few breeders of reptiles to generate publicity and good word of mouth.  
Pricing
Rocky Mountain Rodents Inc.’s pricing structure will largely be variable due to the constant changing prices of food and water for the feeder animals.  Ideally the company will gain contracts with some food suppliers to keep pricing relatively stable.  
Desired image in market

RMR will strive to hold the image of quality, and not base its image off of having the cheapest prices.  The quality of the food you feed your animals directly represents the health of your animals!

Comparison against competitors’ prices


Rocky Mountain Rodents Inc., will have a close pricing structure to other competitors in the industry for frozen mice, but will have increased prices for the extremely hard to find live food supplies.  

Distribution strategy

Channels of distribution used


Typically RMR’s distribution channels will be straight to the customer, but when dealing to the pet shops it will be RMR to the dealer to the customer in a wholesale fashion.  

Sales techniques and incentives


Incentives will primarily be for customers to purchase larger quantities at 1 time much like wholesale pricing.  There will be membership rewards for those returning clients.  RMR will need to give out samples to larger breeders and zoos. 
Competitor Analysis

Existing Competitors

Rocky Mountain Rodents has few competitors, but strong competition.

· Rodent Pro
· Mice Direct

· The Gourmet Rodent

· Layne Labs

 Rocky Mountain Rodents Inc. is dedicated towards providing clean, well-cared for, and most importantly humanely killed frozen or live exotic pet foods. Rodent Pro is a strong competitor in this industry; however they have a few key weaknesses, upon which RMR will capitalize. Each of the competitors in the preceding list packages their products with simple zip lock or vacuum seal packaging. RMR has developed and tested secure packaging to not only guarantee safe arrival and frozen or live qualities, but to make sure these "feeder animals" are not frozen together or damaged in anyway. Humane treatment will be key, throughout the process, and we will show live web cams 24/7 on our website of treatment of such animals.  There are no known companies that might enter the market at this time.
	Key Success Factors
	RMR
	Rodent Pro
	Mice Direct

	Quality

	4
	1
	1

	Customer Retention
	4
	3
	3

	Location

	3
	3
	3

	Perception of value
	4
	4
	4

	Cost Control
	3
	?
	?


Financial Forecasts
Please check Appendix for all data related to financial forecasts and break even analysis data.
Financial Assumptions

We expect sales growth will be slow to moderate, and that cash flows will be steady with annual sales projected to equal $143,800, $223,180 and $248,748 for the years 2005 – 2007.

Once the company reaches a sufficient level of profitability and accumulates a cash reserve, RMR will invest its profit in various fields as follows:

· 45% of profits in research and development of new products, existing product and operational improvements.

· 35% in low risk financial instruments

· 15% in employee bonus

· 5% will be invested in charity work
Assumptions for Profit and Loss Projections

Assumption for profit and loss for the financial assumptions taken above is shown in following table:

	 
	Year 1
	Year 2
	Year 3

	Plan Month
	1
	2
	3

	Current Interest Rate
	9.00%
	9.00%
	9.00%

	Long-term Interest Rate
	10.00%
	10.00%
	10.00%

	Tax Rate
	25.00%
	25.00%
	25.00%

	Other
	0
	0
	0


Location

With the goal of purchasing and or building the appropriate breeding facility, RMR will have approximately 5,000 square feet of breeding area. The reselling and ordering will be done primarily online via company website.
Year one goals and predictions
 This will allow for breeding of 15,000 rats and 50,000 mice per month in specially designed and tested breeding cages and facilities (see appendix. The average price per mouse is 0.26 and the average rat is 1.00. Less than ten percent of production will need to be retained future breeders. Each year for the next 3-5 years RMR will double in production.

After RND cost analysis, we see a cost of .06 cents per mouse and a cost of .30 cents per rat.

Description of Management Team

Manager

Andrew Oglesby will be the principal owner and Manager of Rocky Mountain Rodents. Andrew Oglesby has managerial, operational and technical experience in financial services, management consulting and food service.

He has a strong customer service and sales foundation and is comfortable working in different work environments. Andrew Oglesby has a passion for pets, architecture, interior and industrial design. She is looking forward to offering beautiful products of exceptional quality to pets and the people who love them.

Team/Personnel Plan

Rocky Mountain Rodents will initially have one full-time employee, the owner, Andrew Oglesby. In the first seven months, Andrew Oglesby will be responsible for all aspects of the business, from design, to coordinating with the contracted manufacturer, to taking orders and performing customer service. As part of our initial marketing campaign, Andrew will spend a great deal of time in the first few months demonstrating the feeders at pet care trade shows and liaising with government officials and design professionals.

Once sales begin to climb, we will hire a second person to take over inventory and office management.

This person will coordinate orders and deliveries, pay bills, and provide back-up customer service coverage. In the second and third years we plan to hire a part-time sales representative to expand our commercial sales nationally. The personnel plan will be evaluated regularly and, as growth requires it, a detailed personnel plan will be developed based on business needs with guidance from the Occupational Outlook Handbook and staffing agencies.
	Personnel Plan

	 
	Year 1
	Year 2
	Year 3

	Oglesby
	$28,800 
	$32,000 
	$37,000 

	Part-time Sales Rep
	$0 
	$10,000 
	$13,000 

	Inventory/Office Mgmt.
	$10,425 
	$28,000 
	$30,000 

	Total People
	2
	3
	3

	Total Payroll
	$39,225 
	$70,000 
	$80,000 


Our website, marketing and trade show activities are being undertaken under the advice of independently contracted consultants familiar with the pet-care industry.
Operation Plan
Virtual Store front for Rocky Mountain Rodents will be created in form of website for consumers particularly interested in following tasks (Entrepreneur, 2006):

· Buying products

· Product and services information

· Product demonstrations

· Locating design professionals

· Customer testimonials

· Company information

· Contacting the company

Rocky Mountain Rodents has planned a sophisticated and well managed website to access consumers at far places from its stores directly. The key to the website strategy will be combining great design on the front end, with a powerful back end capable of managing customer information, monitoring customer orders and delivery status; as well as managing vendor information (petShops).

Initially, the website will provide information and direct commercial customers to phone and mail purchasing options. In years two and three we will add e-commerce capabilities to serve our individual consumers.

Conclusion

Mr. Andrew Oglesby has an intention to establish Rocky Mountain Rodents as a brand leader in the $34 billion pet products industry, which is experiencing steady growth, but it is fragmented with no clear brand leaders producing elevated feeders. With the provided business plan, Mr. Oglesby will establish a pet supply company which will design and develop and will market an innovative, functional and beautiful elevated pet feeders and pet products using methods and materials that are socially and environmentally responsible. It provides a rewarding and respectful work environment with competitive compensation and benefits.
Appendix A
Profit & Loss
	 
	Year 1
	Year 2
	Year 3

	Sales
	$356,400.00
	$672,000.00
	$1,344,000.00

	Costs/Goods Sold
	$90,000.00
	$180,000.00
	$360,000.00

	GROSS PROFIT
	$266,400.00
	$492,000.00
	$984,000.00

	OPERATING EXPENSES
	$32,500.00
	$62,500.00
	$62,500.00

	Salary (Office & Overhead)
	 
	 
	 

	Payroll (taxes, etc.)
	$38,400.00
	$76,800.00
	$192,000.00

	Outside Services
	$5,000.00
	$8,000.00
	$12,000.00

	Supplies (office & operation)
	$2,500.00
	$3,500.00
	$5,500.00

	Repairs & Maintenance
	$10,000.00
	$10,000.00
	$10,000.00

	Advertising
	$20,000.00
	$35,000.00
	$50,000.00

	Car, delivery & travel
	$12,000.00
	$12,000.00
	$12,000.00

	Accounting & legal
	 
	 
	 

	Rent
	 
	 
	 

	Telephone
	$3,000.00
	$3,000.00
	$5,000.00

	Utilities
	 
	 
	 

	Insurance
	$10,000.00
	$10,000.00
	$10,000.00

	Taxes (real estate, etc.)
	 
	 
	 

	Interest
	 
	 
	 

	Depreciation
	 
	 
	 

	Other expenses
	 
	 
	 

	TOTAL EXPENSES
	$133,400.00
	$220,800.00
	$359,000.00

	 
	 
	 
	 

	NET PROFIT BEFORE TAXES
	$133,000.00
	$271,200.00
	$625,000.00

	Income Taxes
	 
	 
	 

	NET PROFIT AFTER TAX
	$133,000.00
	$271,200.00
	$625,000.00

	Owner Draw/Dividends
	 
	 
	 

	ADJUSTED TO RETAINED
	$133,000.00
	$271,200.00
	$625,000.00


Cash Flow (01/01/2013 to 12/31/2013)

	 
	Pre-Startup

	 
	EST
	Year 1
	Year 2
	Year 3
	Total Item

	EST
	 
	 
	 
	 
	 

	Cash on hand
	$0 
	$0 
	$0 
	$0 
	 

	CASH RECEIPTS
	 
	 
	 
	 
	 

	Cash Sales
	 
	 
	 
	$0 
	 

	Collections from CR Accounts
	 
	 
	 
	$0 
	 

	Loan/Cash Injection
	 
	 
	 
	$0 
	 

	TOTAL CASH RECEIPTS
	$0 
	$0 
	$0 
	$0 
	$0 

	TOTAL CASH AVAILABLE
	$0 
	$0 
	$0 
	$0 
	$0 

	 
	 
	 
	 
	 
	 

	CASH PAID OUT
	 
	 
	 
	 
	 

	Purchases
	 
	 
	 
	 
	$0 

	Gross Wages
	 
	 
	 
	 
	$0 

	Outside Services
	 
	 
	 
	 
	$0 

	Supplies
	 
	 
	 
	 
	$0 

	Repairs & Maintenance
	 
	 
	 
	 
	$0 

	Advertising
	 
	 
	 
	 
	$0 

	Car, delivery & travel
	 
	 
	 
	 
	$0 

	Accounting & legal
	 
	 
	 
	 
	$0 

	Rent
	 
	 
	 
	 
	$0 

	Telephone
	 
	 
	 
	 
	$0 

	Utilities
	 
	 
	 
	 
	$0 

	Insurance
	 
	 
	 
	 
	$0 

	Taxes (real estate, etc.)
	 
	 
	 
	 
	$0 

	Interest
	 
	 
	 
	 
	$0 

	Other expenses
	 
	 
	 
	 
	$0 

	SUBTOTAL
	$0 
	$0 
	$0 
	$0 
	$0 

	Loan principal payment
	 
	 
	 
	 
	$0 

	Capital purchase
	 
	 
	 
	 
	$0 

	Other startup costs
	 
	 
	 
	 
	$0 

	Reserve and/or Escrow
	 
	 
	 
	 
	$0 

	Others withdrawal
	 
	 
	 
	 
	$0 

	TOTAL CASH PAID OUT
	$0 
	$0 
	$0 
	$0 
	$0 

	CASH POSITION
	$0 
	$0 
	$0 
	$0 
	$0 


Balance Sheet

	Assets
	Start Date:
	End Date: 

	 
	
	 

	CURRENT ASSETS
	 
	 

	Cash in bank
	 
	 

	Accounts Receivable
	 
	 

	Inventory
	 
	 

	Prepaid Expenses
	 
	 

	Other current Assets
	 
	 

	TOTAL CURRENT ASSETS
	$0 
	$0 

	 
	
	 

	 
	
	 

	FIXED ASSETS
	 
	 

	Machinery & Equipment
	 
	 

	Furniture & Fixtures
	 
	 

	Leaseholder improvements
	 
	 

	Land & Buildings
	 
	 

	Other fixed assets
	 
	 

	TOTAL FIXED ASSETS
	 
	 

	(net of depreciation)
	$0 
	$0 

	 
	
	 

	 
	
	 

	OTHER ASSETS
	 
	 

	Intangibles
	 
	 

	Deposits
	 
	 

	Other
	 
	 

	TOTAL OTHER ASSETS
	$0 
	$0 

	TOTAL ASSETS
	$0 
	$0 


Liabilities & Equity



	CURRENT LIABILITIES
	 
	 

	Accounts Payable
	 
	 

	Interest Payable
	 
	 

	Taxes Payable
	 
	 

	Notes, short term (due in 12 months)
	 
	 

	Current part, long-term debt
	 
	 

	TOTAL CURRENT LIABILITIES
	$0 
	$0 

	 
	 
	 

	
	
	

	LONG TERM DEBT
	 
	 

	Bank loans payable
	 
	 

	Notes payable to stockholders
	 
	 

	LESS: short-term portion
	 
	 

	Other long-term debt
	 
	 

	TOTAL LONG-TERM DEBT
	$0 
	$0 

	TOTAL LIABILITIES
	$0 
	$0 

	 
	 
	 

	
	
	

	OWNER'S EQUITY
	 
	 

	Invested Capital
	 
	 

	Retained Earnings
	 
	 

	TOTAL OWNERS EQUITY
	$0 
	$0 

	TOTAL LIABILITIES & EQUITY
	$0 
	$0 


Break-Even Analysis

	VARIABLE COSTS
	Fixed Costs ($)
	Variable Costs (%)

	Cost of Goods Sold
	 
	 

	Inventory
	 
	 

	Raw Materials
	 
	 

	Direct Labor
	 
	 

	 
	 
	 

	FIXED COSTS
	 
	 

	Salaries
	 
	 

	Supplies
	 
	 

	Repairs & Maintenance
	 
	 

	Advertising
	 
	 

	Car, delivery & travel
	 
	 

	Rent
	 
	 

	Telephone
	 
	 

	Utilities
	 
	 

	Insurance
	 
	 

	Taxes
	 
	 

	Interest
	 
	 

	Depreciation
	 
	 

	Other Costs
	 
	 

	Principal portion of debt payment
	 
	 

	Owners draw
	 
	 

	Total Fixed Costs
	$0 
	0%

	Total Variable Costs
	$0 
	0%

	 
	 
	 

	BREAKEVEN SALES LEVEL:
	$0 
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The image to the right shows the automated watering system which will be filtered and monitored at all times, while the image on the left shows an effective method of automated feeding, and being able to keep the food out of contamination such as the “feeder” animals urine and fecal matter.  
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