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Overview

Pet Project Inc. is a startup organisation that will design as well as market pioneering pet products. Pet Project Inc. is founded and owned by Kelly Brant, a dedicated dog owner who has over 15 years of experience in product design while working as a project manager and mechanical engineer. While working as a product designer, Brant has been involved in designing numerous products since conception up to production. Pet Project Inc. will be operated as an S-corporation.
Mission Statement

The mission of Pet Project Inc. is to develop pet products that will make pet owners enjoy their pets. The company aims at developing innovative pet products which address the needs of pet owners. As such, the main objectives of Pet Projects Inc. are:

1. To successfully bring pet products to market by September Year 1.

2. To develop a sustainable product business that designs, develops, and markets original pet products.
Product Description

Petkeeper is a unique waste clean-up product developed so that pet owners do not undergo the struggle of contacting dog waste. Using a one-handed operation, Petkeeper encloses the waste inside a bag in a sealed plastic casing. After closing, automatic sealing of the pack takes place. When Petkeeper has opened again, an automated discharge of the liner bag together with its contents into a waste receptacle occurs. Furthermore, it is possible to deposit average plastic liner bags into a proper waste receptacle awaiting disposal. Likewise, it is possible to deposit biodegradable liner bags into a toilet pending disposal. The compact size of petkeepers makes them ideal for usage when walking while the liner bags prevent contamination of the device. Pet Project Inc. products will largely depend on help from strategic partners in the manufacture, delivery, and marketing of products. The development of maintenance of these partners is thus critical.
Petkeeper is an innovative dog waste cleaning and disposal device marketed to pet owners. While pet owners have been presented with numerous products to assist in cleaning up dog waste, they are primarily ineffective and cumbersome to use. Moreover, most of these available products demand the user to smell, touch, and see the waste in the course of cleaning. The products tend to be unsuitable for usage while walking. However, Petkeeper offers the benefits mentioned below:

• Has a modest one-handed operation making it easy to use.
• It has an easy disposal mechanism where there is an automatic deposition of waste into a waste receptacle ready for disposal.
• Has a compact size which makes it ideal for usage while walking.
• It is clean as the liner bag prevents contamination of the device.

• It is environment-friendly since it is possible to dispose of the biodegradable bags into a toilet.
The key to Petkeeper's simple operation is an elastic-edge liner bag. When Petkeeper is closed, there is an automatic closure of the liner bag together with its contents. Accordingly, there are two different liner bags available for use:

1. Standard plastic bags are made of polyethene film and have an elastic edge. The disposal of the aforementioned bags should be in a proper waste receptacle.
2. Another type is biodegradable bags made of water-soluble film and has an elastic edge. The above bags' type can be disposed of at an appropriate waste receptacle and any toilet.
Human Resources

To attain consistency with the overall strategy of mitigating fixed costs, Pet Project Inc. does not plan to employ a large operation or employee infrastructure. Among the product design operations, in addition to the manufacturing and delivery processes, will be outsourced. The above move drastically minimises the in-house necessities for human power. In aligning with the company's operations strategy, Pet Project Inc. has assembled a group of consultants to offer direction and expertise in fundamental areas (Nikitenko et al., 2017). Furthermore, the company has organised an Advisory Board comprising critical people who will offer professional advice during strategic decision-making. The Advisory Board encompasses people with specific expertise in new product development and engineering, small business planning, and entrepreneurship.
Pet Project Inc. had adopted a moderately flat organisational structure. Mr Brant will function majorly in the position of general manager, giving direction and coordinating outside resources. Considering the incomplete nature of the development of the opening product line, Mr Brant will stress advertising and marketing activities, handling administrative duties, and coordinating the significant outside resources to boost the product. Before the product launch, one person will be needed who will be tasked to constantly monitor the production activities, control gratification of order, and coordinate the necessary manufacturing resources, as well as another individual who is zealous about sales activities (Nikitenko et al., 2017).

Marketing Activities

The fundamental aim of the company's sales and marketing plan is to succinctly and directly explain the product to the target market. In this case, a detailed and complete explanation of the innovative product is superlatively achieved through a visual illustration. Focus group research on the target market reveals that whereas there is a high level of attention in the product, according to verbal description, the interest is significantly influenced by visual demonstration. Therefore, the accomplishment of retail product demonstration will be achieved through point-of-purchase displays, which allow the target market to test the product. Furthermore, the product packaging is in a way in which clients can operate themselves and view how it works (De Mooij, 2018). Subsequently, visual demonstrations of the product will be possible through the product website. Additionally, presentations on home shopping television channels will be considered. The abovementioned options offer an ideal platform for product demonstrations and an opportunity to reach a large customer base.
Generally, the pet products industry is quite large and further increasing. The pet product and supplies segment is rapidly growing and represents 5.5% of the industry (Kestenbaum, 2018). The abovementioned segment is expected to increase in the next few years based on the past growth trends further. The reason behind this rapid growth pattern in the pet product and supplies sector is the increasing population of pets and pet owners.
Pet Project Inc. is positioned to tackle the above-market need using an inventive, patented product, together with a management group with marketing experience and extensive product design. The company has spent significant time developing and researching Petkeepet to ascertain its capability to meet the market needs for a highly effective and easier waste clean-up invention (Razi, 2021). Pet Project Inc. will market a few innovative products. Ideally, consumers within a target niche need to be educated on the merits to obtain market acceptance as well as penetration. Accordingly, the marketing strategy needs to reflect the aforesaid reality.
The management team will work in collaboration with the marketing and advertising partners to generate precise marketing strategies for the products. The above effort will differentiate the products from several competitors who appear to lack a clear marketing strategy. Generally, advertising and marketing by competitors are virtually non-existent, even in other segments (Razi, 2021). Hence, the competitors appear content to simply getting products to the stress and hoping the customers will select their products ahead of other available alternatives.
Website Marketing Strategy

The target market for Petkeeper mainly uses the Internet. In this case, the marketing plan is primarily focused on the website as the most effective approach for reaching potential clients. The primary purpose of the product is to offer users a convenient basis for replacement bags. The website provides a platform to reach the target market. The website will provide information and service about the product. In addition, the website will be well-designed, simple, and well-advanced in keeping with new developments in the user interface. The website will have a graphic design that corresponds with the product or corporate identity design.
Advertising and marketing on the Internet have proven to be quite challenging in terms of efficacy. As such, this type of marketing might not be aggressively sought initially. Nonetheless, website awareness and education will be achieved through various traditional forms of product purchases and advertising (Eugenia, 2017). The company will outsource professionals to develop the websites. Incrementally, the management will work jointly with the website developers to create a well-designed and simple site that meets the needs of Petkeeper’s target market. E-commerce and site hosting transactions will be tackled by the ordering provider.
Petkeeper is carefully positioned where it is an innovative device that meets a significant share of market needs compared to other competitors. The company's marketing strategy is based on presenting this information to the target market through graphics, creative ad copy, and point-of-purchase illustrations (Eugenia, 2017). The aforesaid marketing strategy will make the product exceptional among other products from competitors, which seem to lack a precise marketing strategy.
Financial Resources

Considering the high capital needed for the project, the financial resources will be sourced from various sources. Research and development of the work will be self-funded. Based on a detailed financial forecast, if the company is sufficiently funded to launch Petkeeper, it will run profitably in the first year and earn a net profit.
Pet Project Inc. is a marketing company and product innovator of pet products based on an agile and lean operations plan. The company will leverage minimal resources through using external resources for marketing, product development assistance, fulfilment, and manufacturing. The company might further finance accounts receivable factoring to mitigate administrative while guaranteeing an affirmative cash flow. As a result of the above operations plan, it will be possible to quickly and effectively develop new pet products, start manufacturing processes, and deliver the products with limited fixed and upfront costs (Drover et al., 2017). The operations strategy will help the company remain lean through utilising the professionalism of each external resource and attain agility considering the changing consumer needs.
Product sales create the primary revenue path for Pet Project Inc. Therefore, the financial forecast is closely linked to the sales projections. While there is the belief that the presented sales projections are conservative and represents an accurate picture of the market, the projections might be led or lagged by other considered scenarios in the market (Drover et al., 2017).
SWOT Analysis

Strengths
None of the currently available dog-waste clean-up products can match the efficacy of Petkeeper. The product fills a market need as it offers an aesthetically pleasant and easy operational device that prevents the user from contacting the waste. Additionally, the reusability of the device during collection and packaging of the waste in a closed receptacle for convenient disposal supersedes the available options in the market. Petkeeper has the competitive advantage of form and function. Typically, the product is easier to operate and works better than its competitors (Kestenbaum, 2018). The ergonomic and aesthetic form of Petkeeper received careful attention. On the other hand, almost all the competitive products are sketchily manufactured and crudely designed.
The company has a highly-skilled workforce obtained through learning and successful training. The employment of an Advisory Board and special experts will ensure a highly skilled and focused workforce. Furthermore, there are highly successful and effective marketing and operations strategies for the product.
Weaknesses

The organisational structure is solely compatible with the existing business model, hence limiting future expansions in product segments. The company lacks established strategies to tackle challenges put forward by new market entrants, thus might lose market share, especially in niche categories. Pet Project Inc. also lacks a direct internal feedback mechanism from the sales team to present emerging market challenges. Moreover, limited attention outside the core business results in challenges in changing the market and operations strategy when faced with challenges in the product segment.
Opportunities
In the recent past, pet owners have received numerous criticisms for leaving their pet wastes on private property and public spaces. Consequently, some communities have enacted laws that require pet owners to clean up their pet wastes and carry equipment to perform the task. Unfortunately, the available waste clean-up devices are cumbersome to operate and crudely designed, increasing frustration among pet owners and less inclination to clean up the waste. Petkeeper has come up as a suitable and most effective option to satisfy the needs of pet owners, together with their communities, as it accomplishes effective, simple, and clean work.

New customers could easily be obtained from an online platform-the company substantially relies on marketing and advertising on online channels. As a result, this has opened new sales channels for the company. Over the next few years, Pet Project Inc. can take advantage of this opportunity to gain a better understanding of customers and meet their demands through big data analytics. More so, it is possible to decrease transportation costs due to lower shipping prices. The company relies on online purchases and delivery, making the lower shipping costs a considerable advantage for the company in terms of improved profitability and an opportunity to gain a larger market share.
Threats

Changing customer purchasing behaviour from online platforms could present a threat to the current physical infrastructure geared by the supply chain model. Rising prices for raw materials also might pose a threat to the company’s profitability. Similarly, the growing power of local distributor might be a threat where competition in some markets pays higher margins to local distributors.
12-Month Cash Flow Forecast
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Cash Received


























Cash from Operations














Cash Sales

$0 
$0 
$0 
$0 
$9,516 
$9,969 
$10,422 
$11,328 
$13,553 
$14,091 
$15,081 
$15,703 

Cash from Receivables

$0 
$0 
$0 
$0 
$0 
$952 
$28,592 
$29,952 
$31,356 
$34,207 
$40,713 
$42,371 

Subtotal Cash from Operations

$0 
$0 
$0 
$0 
$9,516 
$10,920 
$39,014 
$41,280 
$44,909 
$48,298 
$55,794 
$58,074 













Expenditures









Expenditures from Operations









Cash Spending

$5,500 
$5,500 
$5,500 
$5,500 
$5,500 
$5,500 
$5,500 
$5,500 
$5,500 
$5,500 
$5,500 
$5,500 

Bill Payments

($110)
($174)
($232)
($118)
$1,354 
$24,798 
$36,001 
$29,456 
$33,601 
$40,133 
$42,041 
$42,947 

Subtotal Spent on Operations

$5,390 
$5,326 
$5,268 
$5,382 
$6,854 
$30,298 
$41,501 
$34,956 
$39,101 
$45,633 
$47,541 
$48,447 

Additional Cash Spent














Long-term Liabilities Principal Repayment

$0 
$1,400 
$1,400 
$1,400 
$1,400 
$1,400 
$1,400 
$1,400 
$1,400 
$1,400 
$1,400 
$1,400 

Subtotal Cash Spent

$5,390 
$6,726 
$6,668 
$6,782 
$8,254 
$31,698 
$42,901 
$36,356 
$40,501 
$47,033 
$48,941 
$49,847 

Net Cash Flow

($5,390)
($6,726)
($6,668)
($6,782)
$1,261 
($20,778)
($3,887)
$4,924 
$4,409 
$1,264 
$6,853 
$8,227 

Cash Balance

$94,610 
$87,884 
$81,216 
$74,433 
$75,695 
$54,917 
$51,030 
$55,954 
$60,363 
$61,627 
$68,480 
$76,707
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