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 Summary Business Plan 

UK Process Facilitator

NB -The purpose of this first iteration Summary Business Plan is to focus attention on the issues relevant to a prospective Process Facilitator, and to identify what further information needs to be collated before the completed version is included in the third iteration of the Marketing and Exploitation Plan. It is hoped that the project’s industrial partner will be able to provide much useful input into this particularly ‘commercial’ document.
1 Introduction

A great potential in the daily lives of disabled and elderly people, and for those providing services to them, has been envisaged for the integration of a range of assistive technology and general systems on home networks.  A home network (also termed home system, smart house or intelligent home) is a communications infrastructure within the home that enables different domestic electronic products to exchange information and work in an integrated fashion.

The role of the Process Facilitator (PF) will be one of co-ordination and guidance. Through the use of the CUSTODIAN suite of software tools, a PF will act as a consultant to those responsible for equipping residences for the elderly and/or disabled, be they in the private or public sector. This process will be aided by the end user who will be invited to provide specific input regarding their own circumstance and need.

2 The Market

To give some idea of the potential size of the market among housing associations for home network systems, a survey of the number of housing units for elderly people provided by the major UK housing associations has been conducted.  Only associations with greater than 5,000 currently managed properties, providing a minimum of 20% residential units to elderly people were included.  A summary of the results is given in the table below.
Residential Units of Major UK Housing Associations

with over 20% Residential Units for Elderly People

Size of Association 
(No. of homes)
No. of Associations 
(In size range)
Total No. Properties (Managed & 
under development)
 % Elderly Residential Units
Total No. of Properties for Elderly People

> 10,000
14
223,560
40%
88,619

5,000 – 9,999
15
118,045
35%
45,360

All > 5,000
29
341,605
39%
133,979

Housing association properties specifically for disabled people under 65 are almost exclusively provided by small specialist associations. Figures for dwellings in England alone as at 1st April 1990 are given in the table below.

Housing Stock: Housing Association Provided Homes (as at 1st April 1990)


Housing Association
Total all Housing Sectors

Total Dwellings
562,833
19,512,063

Disabled: wheelchair-user
6,900
30,574

Disabled: other
1,118
66,886

Disabled: total
8,018
97,460

There already exists a potentially significant market amongst disabled and elderly people for home networks and, increasingly, for remote services such as community alarm systems.  Although this market may be considered small in consumer electronics terms, the high level of need of this group for such systems will mean it could play a key role in growing these markets in general, particularly in the early stages of development.

There has been steady growth in wheelchair and other disabled housing in the last 10 years.  The number of currently available dwellings are shown in the table below:


No. of dwellings in 1996

Local Authority
76,000

Housing Association
22,000

Other Landlords
69,000

Total
167,000

The recent growth in dwellings has been mainly through refurbishment, rather than new build, and the CUSTODIAN tool would be ideal for assisting in this area.  The majority of disabled adults, approximately 5.8m in Great Britain
 live in private households, with only 421,000 in communal establishments.  Again, this provides an opportunity for the CUSTODIAN tool to assist those wishing to stay in their own or family home.

Hence the potential market even today for this technology is large and more than sufficient to sustain the projected Process Facilitator businesses.  Furthermore it is a growing market.  It has been projected that there will be a 26% increase, from 1995 to 2020, in the numbers of people in the EU with disabilities who are potential users of rehabilitation technology in general
.  There is every reason to expect that this trend will be more than reflected in those potential users of home network systems.

2.1 Continue with:

· Sales forecasts

· Growth forecasts

· Demographic trends

· Economic/political factors

· NPD info from EIBA

2.2 The Competition

As with most new and emerging markets, identifying specific existing competition is difficult. What makes this task more complicated is the fact that the CUSTODIAN tool will stimulate three distinct, yet related markets:

· The specific market for the CUSTODIAN software tools

· The market for organisations with a process facilitating role

· The general market for home networked systems for disabled and elderly people 

The level of direct competition facing a PF is expected to be minimal, as they will act in a franchise manner operating a license to serve a particular area. Initially, there will be two PF’s per country, expanding as demand dictates. This will create a network of Process Facilitators across Europe who will be able to share best practice without risking their own business.

2.3 Continue with market information from EIB relating to:

· Suppliers
· Market share
· Existing arrangements between suppliers and the market
3 The Business Offering

A ‘smart-home’ (or home network/home system/intelligent home) is a communications infrastructure within the home that enables different domestic electronic products to exchange information and work in an integrated fashion. The systems that would be of particular benefit to the elderly and disabled include environmental controls systems (enabling easy and often remote control of products in the home), safety and security systems (including remote monitoring), and energy management systems. Organisations currently involved in the provision of support and care services, such as Local Authorities, Community Care Providers and Housing Associations, do not have the necessary technical expertise to specify a system that meets their clients needs. Neither do they have the knowledge to source and integrate the products necessary to construct it. The Custodian software tool has been designed to provide a design facility for care providers that will help them specify the particular components and products that most closely match the end user’s needs. The Process Facilitator will manage the process from client/provider interaction, through to system specification, as shown in the diagram below:
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3.1 The Marketing Plan

3.1.1 What are the marketing objectives for the business? 

· Is there a desire to project a particular image to the target market? 

· What are the sales objectives for the business? 

· How much of the primary target market's business are you trying to capture? 

· How much of the secondary market's business? 

The marketing objectives for the business should be stated in one or two succinct paragraphs.

The customer

· Who is the primary market for the business? 

· Is there any analytical study or research that supports this identification? (include any detailed studies as appendices) 

· How do customers within the primary target market make purchasing decisions when it comes to products or services like those being offered? 

· How will the business concept meet the needs of the target customers better than the competition? Include charts, sales volume figure comparisons, service comparisons, and anything else that will distinguish the business from its competitors. 

· Who is the secondary target market? Refer to any support material in the appendix. 

Marketing communications strategy

· What must be accomplished with the communications efforts being planned?

· Must they explain a new concept to the target customer? 

· Will they differentiate the business from the competition? 

· What benefits will the communications efforts attempt to get across? 

· How was the name of the business chosen? 

· Does the name do anything to help the business achieve its communications objectives? 

Pricing

· What is the pricing strategy? 

· Will credit financing be offered? 

· Is there anything unique about the way the service will be priced? 

Advertising

· What kind of advertising mix can be used to best reach the target market? Mention some specifics. 

· If advertising agency have developed a media plan, include it as an appendix to the business plan.

3.1.2 Summary Financial and Operating Statements

· Include items such as software, licenses, fixtures, equipment, vehicle, pre-opening training, utilities, and rent; and post-opening advertising/PR. Include all expenses of getting the business up and going. 

· Also include a summary balance sheet for years one through five of the business. The summary balance sheet can be based on year-end and provide the basics to give the reader a sense of estimated performance.

3.1.3 Other Issues

· Start-up funding – SMART scheme etc… (info to follow from Business Link Thames Valley)

· ‘Approved’ status requirements for working with councils and local authorities, covering issues such as insurance, working standards and employment practices etc…

· As the business is a new concept, will the target market be willing to try something new? 

· How can their current way of thinking be changed/shaped? 

· What contingency plans exist if projections for sales or profits are not met? 

· What if the competition tries to undermine your entry into the field? 

· What operating problems might occur? 

· How will they be dealt with?

‘User Needs Analysis’ Report





Custodian Software Tool





Product shopping list


Cost  estimates


Installation information


Network & testing information








� Source: National Federation of Housing Associations  “Housing Association Directory & Year Book 1995”, NFHA, 1994


� Source: The Housing Corporation “Housing for People with Disabilities, The needs of Wheelchair Users”, THC 1991.


� Source: Care of Elderly People – Market Survey 1999, Laing & Buisson


� Carruthers S. Humphreys A. & Sandhu J., "The Market for R.T. in Europe: a Demographic Study of Need", Rehabilitation Strategies for the European Union, IOS Press, Amsterdam, 1993
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