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Acceleration Application
Project Innovation in Sangamon County (the “Competition”) is an initiative of The Greater Springfield Chamber of Commerce’s Quantum Growth Partnership (Q5). The purpose of the Competition is to catalyze entrepreneurial innovations through education and the matching of community capital, both intellectual and financial, with those who can effectively apply it in economically productive ways through novel products and services. Companies and individuals (“Applicants”) sought are those with innovative products or services seeking development or launch resources and those companies and individuals with existing products and services seeking expansion funds. 

In the Acceleration category, the Competition judges are seeking businesses that exemplify a solid business plan and are prepared to take the business to the next level.  This category focuses on products or services that utilize innovation to advance the development of a product, expand services, increase production or enhance efficiencies while providing an economic return to the community. All industries are eligible to compete in Project Innovation.

Goals of the Competition:

1.  Assess the innovation prowess of the region and enhance existing business

2.  Provide a useful forum and resources to assist entrepreneurs

3.  Allow applicant’s access and visibility to investment firms and prospective clients

4.  Create more competitive companies for future grants/awards

By submitting an application to this competition, each Applicant acknowledges:

1. The application will be inspected by judges and other investors and that the submission will not be deemed “confidential”, thus, please make sure all disclosures within this application are of a non-confidential nature;

2. The administrators of the Competition may publicly post all or part of the body of the submitted application as they deem appropriate, but will not post anything marked "confidential"; and

3.  Q5 and other affiliated sponsors and partners do not intend to compete with the Applicants. Any adverse interests are incidental in nature and any potential conflict of interests will be managed as best decided by the administrators of the Competition. 

Awards: Five finalists will be chosen to present to the Final Competition Judges.   The judging will take place May 17, 2012 with a public presentation and award announcement to immediately follow the decisions of the Judges.  

The following is the award structure for the finalists:

· Grand Prize $25,000

· First Runner-up $12,500
· Second Runner-up $7,500

An outline of the Final Competition will be provided to the finalists when they are announced April 13, 2012.  Only one project per applicant is allowed.
Scoring Criteria: Projects will be measured by their: (1) innovation merit, (2) sustainable market potential, (3) persuasiveness of ability to effectively execute and achieve projections, (4) long term return potential to the community and (5) protective status considerations of the technology such as any relevant intellectual property.

The Applications and Finalists will be scored as follows:

· 35% of total points based on the innovation’s economic impact on Sangamon County’s 

· 25% of total points based on the viability of the Applicant’s submission

· 25% of total points based on the innovation of the Applicant’s submission

· 15% of total points based on how the award money will be used to achieve a significant economic impact on Sangamon County

Eligibility: Acceleration Applicants must agree to locate the company's principal place of business within Sangamon County at the time of the award. Applicants must NOT have net annual gross revenue of more than $5,000,000. The award winners will be required to submit a progress report during the year following the award. 

Submission: Applications may be submitted in two ways: electronically via msutton@gscc.org  in a PDF format or in a hardcopy version sent to:

Attn: Competition Screening Committee

The Greater Springfield Chamber of Commerce

1011 S. Second Street

Springfield, Illinois 62704

All hardcopy applications must be postmarked by March 30, 2012 to be considered.  A confirmation letter will be sent to the lead applicant upon receipt.  Electronic submissions must be received no later than 5:00 p.m. central standard time March 30, 2012 to be considered.  A confirmation email will be sent to the lead applicant following receipt of the application.

Time Line of Competition

January 5, 2012..................................................Competition Announcement

March 30, 2012..................................................Deadline for Applicants

April 13, 2012.................................................... Notification to Finalists

May 17, 2012...................................Finalists Present to Judging Panel/





                Winners Announced

Project Innovation

Acceleration Application

Please answer the following questions to the best of your ability. 
1. Applicant Information
A. Project Name: 

B. Applicant’s Name:

C. Phone Number:

D. Email:

E. Address:

2. Business Information
A. Is Applicant a business organization?

B. If yes to 2A, where is your principal place of business? 

C. If not in Sangamon County, will Applicant move to Sangamon County upon receipt of any prize money? (Please explain moving plans) 

D. How long have you been in business? 

E. How many full-time and part-time employees do you employ? 

Number of full-time employees:

Number of part-time employees:

3. In Your Own Words
A. Describe your innovation and why it is competitively unique, either by itself or the way you are delivering it to the market. (Note: This is a non-confidential disclosure and multiple professionals will be reviewing this information).
B. Please briefly describe how you intend to provide this value through your product/service to your customer in effective and efficient fashion.  Please include your costs of providing your product/service (relative to competitors’).
4. Future Plans

A. How and to what degree do you see this innovation impacting the community? (i.e. more jobs, greater revenue, etc.)
B. How do you plan on utilizing the prize money and what do you expect to accomplish?

C. Please include any additional information you would like the judges to consider.

5. Business Plan Template

Using the template below, please describe your business plan in detail.  You can download the supporting documents separately to complete them.  These documents are part of your overall application and must be completed and included with your final application. 

For assistance with this section of the Acceleration Application, we recommend the following resources:

SCORE of Springfield

3330 Ginger Creek Drive

Suite B South

Springfield, Illinois 62711

(217) 793-5020 extension 111 or 105

Score571@aol.com

Illinois Small Business Development Center at Lincoln Land Community College

5250 Shepherd Road

Springfield, Illinois 62794

(217) 544-SBDC (7232)

sbdc@llcc.edu
Downtown location:

#8 South Old State Capitol Plaza

Springfield, Illinois 62701

Executive Summary

Write this section last. We suggest that you make it two pages or fewer.  Include everything that you would cover in a five-minute interview.
Explain the fundamentals of the proposed business:  What will your product be? Who will your customers be? Who are the owners? What do you think the future holds for your business and your industry?
Make it enthusiastic, professional, complete, and concise.
General Company Description

Consider the following as you describe your business:

· What business will you be in? What will you do?

· Mission Statement: Many companies have a brief mission statement, usually in 30 words or fewer, explaining their reason for being and their guiding principles. * *

· Company Goals and Objectives: Goals are destinations—where you want your business to be. Objectives are progress markers along the way to goal achievement. For example, a goal might be to have a healthy, successful company that is a leader in customer service and that has a loyal customer following. Objectives might be annual sales targets and some specific measures of customer satisfaction.

· Business Philosophy: What is important to you in business?

· To whom will you market your products? (State it briefly here—you will do a more thorough explanation in the Marketing Plan section).

· Describe your industry.  Is it a growth industry? What changes do you foresee in the industry, short term and long term? How will your company be poised to take advantage of them?

· Describe your most important company strengths and core competencies. What factors will make the company succeed? What do you think your major competitive strengths will be? What background experience, skills, and strengths do you personally bring to this new venture?

· Legal form of ownership: Sole proprietor, Partnership, Corporation, Limited liability corporation (LLC)?  Why have you selected this form?

Products and Services

· Describe in depth your products or services (technical specifications, drawings, photos, sales brochures, and other bulky items belong in Appendices).

· What factors will give you competitive advantages or disadvantages? Examples include level of quality or unique or proprietary features.

· What are the pricing, fee, or leasing structures of your products or services?

Economics

Facts about your industry:

· What is the total size of your market?

· What percent share of the market will you have? (This is important only if you think you will be a major factor in the market.)

· Current demand in target market.

· Trends in target market—growth trends, trends in consumer preferences, and trends in product development.

· Growth potential and opportunity for a business of your size.

· What barriers to entry do you face in entering this market with your new company? Some typical barriers are:

· High capital costs

· High production costs

· Consumer acceptance and brand recognition

· Unique technology and patents

· How could the following affect your company?

· Change in technology

· Change in government regulations

· Change in the economy

Product

In the Products and Services section, you described your products and services as you see them. Now describe them from your customers’ point of view.
Features and Benefits

List all of your major products or services.

For each product or service:

· Describe the most important features. What is special about it?

· Describe the benefits. That is, what will the product do for the customer?

Note the difference between features and benefits, and think about them. For example, a house that gives shelter and lasts a long time is made with certain materials and to a certain design; those are its features. Its benefits include pride of ownership, financial security, providing for the family, and inclusion in a neighborhood. You build features into your product so that you can sell the benefits.
Customers

Identify your targeted customers, their characteristics, and their geographic locations. 

Competition

· What products and companies will compete with you? List your major competitors (names and addresses).
· Will they compete with you across the board, or just for certain products, certain customers, or in certain locations?

· Will you have important indirect competitors? (For example, video rental stores compete with theaters, although they are different types of businesses).
· How will your products or services compare with the competition?

Use the Competitive Analysis table below to compare your company with your two most important competitors. In the first column are key competitive factors. Since these vary from one industry to another, you may want to customize the list of factors.
In the column labeled Me, state how you honestly think you will stack up in customers' minds. Then check whether you think this factor will be a strength or a weakness for you. Sometimes it is hard to analyze our own weaknesses. Try to be very honest here. Better yet, get some disinterested strangers to assess you. This can be a real eye-opener. And remember that you cannot be all things to all people. In fact, trying to be causes many business failures because efforts become scattered and diluted. You want an honest assessment of your firm's strong and weak points.
Now analyze each major competitor. In a few words, state how you think they compare.

In the final column, estimate the importance of each competitive factor to the customer.  1 = critical; 5 = not very important.

Table 1: Competitive Analysis

	Factor
	Me
	Strength
	Weakness
	Competitor A
	Competitor B
	Importance to Customer

	Products
	
	
	
	
	
	

	Price
	
	
	
	
	
	

	Quality
	
	
	
	
	
	

	Selection
	
	
	
	
	
	

	Service
	
	
	
	
	
	

	Reliability
	
	
	
	
	
	

	Stability
	
	
	
	
	
	

	Expertise
	
	
	
	
	
	

	Company Reputation
	
	
	
	
	
	

	Location
	
	
	
	
	
	

	Appearance
	
	
	
	
	
	

	Sales Method
	
	
	
	
	
	

	Credit Policies
	
	
	
	
	
	

	Advertising
	
	
	
	
	
	

	Image
	
	
	
	
	
	


Now, write a short paragraph stating your competitive advantages and disadvantages.

Niche

Now that you have systematically analyzed your industry, your product, your customers, and the competition, you should have a clear picture of where your company fits into the world.

In one short paragraph, define your niche, your unique corner of the market.

Marketing Strategy

Outline a marketing strategy that is consistent with your niche.  Explain how you will promote your product or service.

Proposed Location

Probably you do not have a precise location picked out yet. This is the time to think about what you want and need in a location. Many startups run successfully from home for a while.
You will describe your physical needs later, in the Operational Plan section. Here, analyze your location criteria as they will affect your customers.

· Is your location important to your customers? If yes, how?

· If customers come to your place of business:

· Is it convenient? Parking? Interior spaces? Not out of the way?

· Is it consistent with your image?

· Is it what customers want and expect?

· Where is the competition located? Is it better for you to be near them (like car dealers or fast food restaurants) or distant (like convenience food stores)?
Distribution Channels
Describe how your product or service will reach your customers.  Consider how you sell your products or services.  How will you use the following?

· Retail

· Direct (mail order, Web, catalog)

· Wholesale

· Your own sales force

· Agents

· Independent representatives

· Bid on contracts

Sales Forecast

Now that you have described your products, services, customers, markets, and marketing plans in detail, it’s time to attach some numbers to your plan. Use a sales forecast spreadsheet to prepare a month-by-month projection. The forecast should be based on your historical sales, the marketing strategies that you have just described, your market research, and industry data, if available.
You may want to do two forecasts: 1) a "best guess", which is what you really expect, and 2) a "worst case" low estimate that you are confident you can reach no matter what happens.
Remember to keep notes on your research and your assumptions as you build this sales forecast and all subsequent spreadsheets in the plan. This is critical if you are going to present it to funding sources.

Operational Plan

Explain the daily operation of the business, its location, equipment, people, processes, and surrounding environment.

Production

How and where are your products or services produced?

Explain your methods of:

· Production techniques and costs

· Quality control

· Customer service

· Inventory control

· Product development

Location

What qualities do you need in a location? Describe the type of location you’ll have, including the importance of customer access.
Legal Environment

Describe the following:

· Licensing and bonding requirements

· Permits

· Health, workplace, or environmental regulations

· Special regulations covering your industry or profession

· Zoning or building code requirements

· Insurance coverage

· Trademarks, copyrights, or patents (pending, existing, or purchased)

Personnel

· Number of employees

· Type of labor (skilled, unskilled, and professional)

· Where and how will you find the right employees?

· Pay structure

Inventory

· What kind of inventory will you keep: raw materials, supplies, finished goods?

· Average value in stock (i.e., what is your inventory investment)?

· Rate of turnover and how this compares to the industry averages?

· Seasonal buildups?

· Lead-time for ordering?

Credit Policies

· Do you plan to sell on credit?

· If yes, what policies will you have about who gets credit and how much?

· How will you check the creditworthiness of new applicants?

· What terms will you offer your customers; that is, how much credit and when is payment due?

Management and Organization

Who will manage the business on a day-to-day basis? What experience does that person bring to the business? What special or distinctive competencies? Is there a plan for continuation of the business if this person is lost or incapacitated?
If you’ll have more than 10 employees, create an organizational chart showing the management hierarchy and who is responsible for key functions.

Include position descriptions for key employees. If you are seeking loans or investors, include resumes of owners and key employees.

Professional and Advisory Support

Outside expertise can help you avoid common mistakes in the successful operation of your business.  If you are planning on having a Board of Directors, please list the make-up of your board members.
Financial Plan

The financial plan consists a one-year profit and loss projection, a cash-flow projection, a projected balance sheet, and a break-even calculation. Together they constitute a reasonable estimate of your company's financial future. More important, the process of thinking through the financial plan will improve your insight into the inner financial workings of your company.

One-Year Profit Projection 

The One-Year Profit projection is for those who want to carry their forecasts beyond the first year.   Of course, keep notes of your key assumptions, especially about things that you expect will change dramatically after the first year.
One-Year Projected Cash Flow

If the profit projection is the heart of your business plan, cash flow is the blood. Businesses fail because they cannot pay their bills. Every part of your business plan is important, but none of it means a thing if you run out of cash.
The point of this worksheet is to plan how much you need before startup, for preliminary expenses, operating expenses, and reserves. You should keep updating it and using it afterward. It will enable you to foresee shortages in time to do something about them—perhaps cut expenses, or perhaps negotiate a loan. But foremost, you shouldn’t be taken by surprise.
There is no great trick to preparing it:  The cash-flow projection is just a forward look at your checking account.
For each item, determine when you actually expect to receive cash (for sales) or when you will actually have to write a check (for expense items).
You should track essential operating data, which is not necessarily part of cash flow but allows you to track items that have a heavy impact on cash flow, such as sales and inventory purchases.
You should also track cash outlays prior to opening in a pre-startup column. You should have already researched those for your startup expenses plan.
Your cash flow will show you whether your working capital is adequate. Clearly, if your projected cash balance ever goes negative, you will need more start-up capital. This plan will also predict just when and how much you will need to borrow.
Explain your major assumptions; especially those that make the cash flow differ from the Profit and Loss Projection. For example, if you make a sale in month one, when do you actually collect the cash? When you buy inventory or materials, do you pay in advance, upon delivery, or much later? How will this affect cash flow?  Are some expenses payable in advance? When?
Are there irregular expenses, such as quarterly tax payments, maintenance and repairs, or seasonal inventory buildup that should be budgeted?  Loan payments, equipment purchases, and owner's draws usually do not show on profit and loss statements but definitely do take cash out. Be sure to include them.
And of course, depreciation does not appear in the cash flow at all because you never write a check for it.

Projected Balance Sheet

A balance sheet is one of the fundamental financial reports that any business needs for reporting and financial management.  A balance sheet shows what items of value are held by the company (assets), and what its debts are (liabilities). When liabilities are subtracted from assets, the remainder is owners’ equity.
Use a startup expenses and capitalization spreadsheet as a guide to preparing a balance sheet as of opening day. Then detail how you calculated the account balances on your opening day balance sheet.
Optional:  Some people want to add a projected balance sheet showing the estimated financial position of the company at the end of the first year. This is especially useful when selling your proposal to investors.
Appendices

Include details and studies used in your business plan; for example:

· Brochures and advertising materials

· Industry studies

· Blueprints and plans

· Maps and photos of location

· Magazine or other articles

· Detailed lists of equipment owned or to be purchased

· Copies of leases and contracts

· Letters of support from future customers

· Any other materials needed to support the assumptions in this plan

· Market research studies

· List of assets available as collateral for a loan. 
Confidentiality Note: The only individuals who will have access to your application will be the judges who are assigned to read it. These judges are largely professional investors who regularly deal with confidential information in the course of their work. We have asked them to treat your work product with the same care and respect for confidentiality. We also ask them to remove themselves from judging your plan if they do have a real conflict of interest. You should feel free to mark your plan confidential and to exclude any information you regard as truly proprietary.

Please sign and date your application:

Signature __________________________________________

Title (if applicable)__________________________________

Date_____________________________

