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Mission Statement
Vir-Citi will empower college students by restructuring the process through which they are marketed to in such a way that it acts to benefit them and the institutions of higher education they attend. In doing so, our operation will also enhance the efforts of businesses for whom students are a target market.
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Executive Summary
What we offer:
Our company will provide local and national businesses with highly effective tools for marketing to college students.  The main component of our company will be a website with two core functions:
1. Help students discover local activities that match their interests whilst simultaneously enabling local and national businesses to market products/services to those students.
2. Provide students with a virtual planner to keep track of activities and other obligations whilst simultaneously providing businesses with feedback and alerting them about emerging trends within that demographic.
The website will also: allow students to trade goods with other students, form bargaining groups with other students to secure lower bulk prices, allow students to create events and invite their friends.

How will we generate revenue:
The company will make money in the following ways:
1. Charge businesses to display their activities on the focal point of the homepages belonging to students whose interests coincide with their activity offerings (They can input activities into the searchable database for free).
2. Charge a 10% fee to students that successfully sell items to other students.
3. Charge businesses that make deals with large groups of students, 10% of the revenue they make on the deal.
4. Charge $300 customized information on emerging trends within the student population and also charge a fee for firms wishing to distribute surveys through our website. 

Why college students?
College students are arguably the most sought after and elusive consumer group in the world: 
· They are a large and rapidly growing consumer group: There are over 20.4 million degree seeking students, up 10% from 1999.[footnoteRef:2] [2: ] 

· They spent $76 billion in 2010, up $ 2 billion from 2009; regardless of whether it’s mom and dad’s, they have money to spend.[footnoteRef:3] [3: 
] 

· They offer businesses a steady stream of sales; they will grow into higher income groups[footnoteRef:4] and they are forming brand loyalties that will last a lifetime.[footnoteRef:5] [4: ]  [5: 
] 

· They are responsible for the resistance college towns showed to the recession.[footnoteRef:6] [6: ] 


Why businesses need our service
College students are arguably the most difficult consumer group for businesses to target:
· They are very picky and their tastes are varied and changing. Attempts to connect with them can easily backfire.[footnoteRef:7] [7: ] 

· In most cases colleges cannot/will not give out the information businesses need to reach their students. [footnoteRef:8] [8: 
] 

· They are more likely to be influenced by friends and other students than traditional advertising campaigns.[footnoteRef:9] [9: ] 


Who we need to attract to be successful and how we will attract them:
Our company’s success will be directly linked how well we can facilitate and improve the interaction between 3 bodies: college students, the businesses that target them as consumers, and the colleges they attend. Furthermore, our success as a facilitator will lie in our ability to identify and satisfy the needs of each group. This will determine how much revenue we generate and how difficult it will be for competitors to imitate our business model. So let’s look at the pressing needs of each group and the functions of our website that meet those needs:

What do we offer college students?
College students love to explore opportunities for entertainment and socializing, they have to plan their days well, and they need to save as much money as possible. Our website will:
1. Provide them with a searchable online directory for local activities such as salsa lessons, concerts, or live sports.
2. Use a clear and easy to read virtual ‘notice board’ to suggest activities that match their interests
3. Let them create activities of their own such as study groups or surprise birthday parties.
4. Help them keep track of these activities and any other obligations using an online virtual planner
5. Allow them to interact with other college students by inviting friends to activities, providing feedback on activities, and finding out what other students thought or think of activities.
6. Enable them to form purchasing groups with other college students and negotiate bulk pricing with companies offering the products they want to buy collectively such as laptops or spring break accommodation.
7. Allow them to trade virtually any items-books, furniture etc-with other college students for a low flat transaction fee of 10%. This will help them save and make money.
8. Hire college students to market the site, verify that people that enroll are indeed students at their colleges, input activity data, and sell advertising space to local businesses. They will also help us develop the company’s strategy when necessary. 

What do we offer colleges?
Colleges are the gatekeepers with which we must align our company in order to strengthen our relationship with students. They realize that non academic social factors also play an important role in the retention of students[footnoteRef:10], they face immense government pressure to make college more affordable for students[footnoteRef:11], and their campuses are increasingly being invaded by marketers who employ their students but offer the colleges no incentives and don’t always ask for permission.[footnoteRef:12] The website will: [10: ]  [11: ]  [12: ] 

1. Help them their various departments advertise their activities by dedicating 25% of each student’s virtual “notice board” to on campus activities at no charge.
2. Let students effectively manage non academic and academic obligations in one easy to use virtual planner.
3. Make it easier for students to discover local opportunities that will enrich their overall college experience.
4. Ease the financial burdens of attending and operating a college by offering their students employment that could supplement work-study.
5. Reduce their financial pressures by paying them 10% of all advertising revenue made from their students in return for them agreeing not to align themselves with competitors for 2 years at a time. 
6. Ask for very little in return.  We will ask colleges to formally let us use their logo and name whilst denying our direct competitors this privilege and to also let our students verify that all people that sign up for our website are actually students.

What do we offer businesses targeting college students?
Businesses targeting college students are our main revenue source. They have realized the enormous potential of online social marketing and are looking for ways to stay in touch with young people’s ever changing interests in order to create and sustain authentic, long term relationships with them.
1. Allow them to list activity based services (e.g. concerts) or promotions in the form of an activity (e.g. grand openings, happy hour) in a free online directory that students can search through.
2. Allow them to place advertisements for activity based services or promotions on the virtual “notice boards” of students whose interests they match; at rates comparable to less effective newspaper advertising.
3. Help businesses secure group orders from students wanting to buy products/services collectively for a discount.
4. Help businesses improve services by letting them view feedback from students on their services/products.
5. Keep businesses up to date with emerging trends by providing them with anonymously collected general information on the habits of students as a consumer group for a small annual fee of $200.

Why is this the right venture and why is this the right time?
1. The business model does not simply aim to attract traffic and then figure out how to make money like a lot of other social media sites. It includes very real ways of generating revenues as previously mentioned.
2. The business model includes several innovative techniques to stand out from our current competition and to deter imitators:
· Our exclusivity provides security for college students and also establishes us as a trusted member of their ‘inner circle’.
· Hiring college students as our frontline employees builds credibility with them and the businesses targeting them.
· Being able to offer colleges financial incentives in the form of commissions and student employment, and non financial incentives such as the enrichment of their students’ college experience will allow us to stand out from competitors.
· Securing a two year agreement from colleges will virtually eliminate the possibility of competitors aligning themselves with colleges to the same extent and make it hard to establish the same level of credibility.
3. The opportunity is right:
· Young active spenders are becoming immune to traditional forms of advertising and businesses are turning to social media.
· Several marketers are already attempting to hone in on college students as a target market and they are already looking at social media sites such as Facebook to assist them.
· Colleges are financially stressed. Prices are rising yet politicians have made it very clear that funding will be cut unless colleges can reduce costs.
· I am young enough to connect with college students but also professional and knowledgeable. I graduated in May 2011 with a BA in Economics and a minor in Communication. I attained a score of 700 in the GMAT exam taken on November 5th, 2012.
· I have completed all but two of the courses required for a BA in Business Administration-including Entrepreneurship and Ecommerce. I completed a Management internship with the owner of a local State Farm Agency. I carried out research for Westminster’s Career Center and Center for Institutional Research-including research on how to better engage students. I now work as a Wireless Consultant for Verizon Wireless’ largest premium retailer: Cellular Sales.

Our aim is for the company to grow and branch out into related industries but if the threat from established companies is too great, our exit strategy will be to sell to a larger company as Google.  


Market Analysis
Broad Analysis: Advertising and Branding Industry
The advertising and branding industry achieved global revenues of 427 billion in 2011 and $449 billion in 2012, despite taking a large hit from the global recession[footnoteRef:13]. Advertising revenues in the U.S. were projected to grow from $173.5 billion in 2011 to 178.5 billion in 2012. Although significantly lower than the $206.1 billion revenues of 2007, these numbers reflect a comeback for the industry as the economy recovers and optimism returns to the market. The fastest growth in advertising comes from emerging markets such as Brazil, China, Malaysia, and Argentina. The rapid improvements in household incomes, consumer spending, and business investment in within these countries resulted in a 15% revenue growth in 2011. [13: ] 


The best growth areas within the industry have been in mobile device, online, and movie screen advertising.  Global mobile advertising is expected to reach $13 billion by 2013 and online advertising hit $78.5 billion in 2011. Magna forecast global online advertising to grow to $98 billion in 2015. This is partly due to the increase in the number of people gaining access to the internet and using cell phones for the first time. Another factor to consider is that that traditional advertising media are losing control over the audiences who now demand more and more control over the advertising they might be exposed to. This is especially prevalent within younger demographics. 

In the United States, specifically, Internet advertising revenues for 2011 were $31.74 billion[footnoteRef:14], and Q1 of 2012 saw revenues hit a record high of $8.4 billion[footnoteRef:15]. This was a 15% increase from the $7.3 billion revenues recorded in Q1 of 2011[footnoteRef:16]. Over the past 10 years, annual revenues have increased at a steady compound annual growth rate of 20.3%. As illustrated in the table below, Search and Display related advertisements are the most lucrative formats. Additionally although classifieds raked in more revenues, their revenue growth has been stagnant. Mobile advertising, with the most promising growth rate of all formats, is likely to overtake classifieds in revenues.  [14: ]  [15: ]  [16: ] 

		Format





	Revenues ($)
	% of total 2011 revenues
	% Growth from 2010

	Search
	$14.8 billion
	46.5%
	27%

	Display-related
	$11.1 billion
	34.8%
	15%

	Classifieds
	$2.6 billion
	8.1%
	0%

	Mobile
	$1.6 billion
	5.0%
	149%

	Lead generation
	$1.5 billion
	4.8%
	15%

	Email
	$213 million
	.7%
	9%



The largest source of total revenues in 2011 came from retail advertisers. Collectively they spent $7.1 billion on internet advertising, accounting for 22% of total revenues:






Q: 2: A group of 18 year olds ask you, a bank manager, for a £7000 loan to start a car wash business.
They have found a space for reasonable rent of £500/ month. They hope to be in profit after a year.

1. What information would you expect to see in their business plan? (10)
· I expect to see the mission statement, aim and market analysts of the business .I would also expect to see a table which shows the growth of the company in the next for the next two years.
2. Why are good business plans important?
· a good business plan is important because it give you a good vision on how your business will grow . 
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