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ABSTRAKT

Bakal&ska prace se zabyva tématikou obchodu, obchodiémo,pmarketingového planu
a strategii. V teoretick&sti jsou vysetleny pojmy tykajici se podnikani a obchodu — co je
to obchod, jeho @ibéh a funkce, jaké formy obchodu a podnikéani existujCeské
republice; a také obchodniho planu — objasrierminu a ptvodce vytvéenim vlastniho
obchodniho planu.

Praktickacast se zagfuje pimo na obchodni plan spétesti Sun-Flower aipdstavuje
jednotlivé body, které jsou popséany v teoreti¢hsti. Informuje o spotamosti Sun-Flower,
jejich produktech a nabidkach, ¥ib médii pro reklamni kampa finartni situaci. Snazi
se poukazat na vyhody a nevyhodu daného typu padnikgipadré doporwit napady pro

jeho zlepseni.

Kli¢ova slova: obchod, obchodni plan, marketingovy plaarketing, operativni plan,

planovani

ABSTRACT

The Bachelor Thesis deals with the topics suchlassmess, business plan, marketing plan
and its strategies. In the theory are explainedairerterms related to a business and
business activities — what is it a business, it&€@ss and functions, which legal entities do
we have in the Czech Republic; and also busineas [ explained in this part —
clarification of the conception of a business péard some advices or techniques how to
write a business plan.

Analytical part focuses directly on the businesanpbf the company Sun-Flower and
presents individual points which are mentionechm theory. It informs about Sun-Flower
Group, s.r.o., its products and services, markestrgtegies, and financial situation.
Analysis tries to show advantages and disadvantafdhis type of the business and

eventually recommend ideas for its improvement.

Keywords: business, business plan, marketing premketing, operational plan, planning
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INTRODUCTION

A business plan is a very importdatument about the history of a company.
The plan presents an actual situation, a visioa cdmpany, and plans how to realize this
vision. Essential parts of the business plan ae alfinancial analysis and marketing mix.
From the marketing point of view there are unifedtinformation aboufproducts of a
company, theiprices, kinds ofpromotion which a company uses, apthce of a business.

On the base of this information it is possible datinue with new ideas and innovations.

The theoretical part speaks firathyput an importance and meaning of a business,
its process, and legal entities in the Czech Reépuhlbusiness plan has the main role in
the whole work and that is why this topic occupies rest of the work. Thanks to a plan
can be found a great deal of answers for signifiqgaestions and situations.

The basic information which can be visible ipraspectus of the companyr the core of
their entrepreneurial activity . In the beginning of every business plan is @aroduction
about certain company and presentation of its prsdu To be good and successful
company is crucial to analyze ipotential customers and their motivationfor buying
company’s products. Together with these facts anbas plan shows a summary of
company'’s previous and existing promotion and desearchhow these customers get
knowledgeof these products and services.

From the point of a company, a business plan pteskaia relating ta management of a
company. Is a management really able to lead a company® lHey can ensure
fundamental functions of their business? How muchoney does a company need for its

beginning?

Business planning is one of the miosportant parts of setting and even
successful running of a business / a company. klghosen this work of creating a
business plan for the company Sun Flower to prefmréhem an analysis of everything

they have done and also to help them analyze éwegythey can and are able to do.

The phrases | have highlighted abewe the main points of a business plan, |
would like to answer properly because the compamyaminently and surprisingly easily

benefit from them. A plan punctuates important prois and opportunities, focuses on
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resources, makes marketing more efficient, and shawot of other advantages and
disadvantages which can totally change a flow efdbmpany.

The goal of this business plan is to summarizerthst important facts about the company,
display the situation within the market and the €@zgovernment, and write new ideas and
strategies on the paper to be aware of all advesiagisadvantages, and mainly

possibilities the company has.
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1. BUSINESS

To be able fully understand the topic ‘a busindss @nd how to create one’ is better to

make clear what is it ‘a business’.

“Business is the organized effort of individualspimduce and sell, for a profit, the goods
and services that satisfy society’s need. The gémerm business refers to all such efforts
within a society (as in ‘American business’) or it an industry (as in ‘the steel
business). However, a business is a particular pizrtion, such as Kraft Foods, Inc., or
Cracker Barrel Old Country Stores. To be successfubusiness must perform three
activities. It must be organized. It must satis@eas. And it must earn a profit” (Pride,
Hughes and Kapoor 2009, 9).

This definition of a business needs to be explamede into details. ‘An organized effort
of individuals’ sounds very obvious but under thége words can be hidden a great deal
of acts, researches, studying, ideas and sometpags One cannot be sure what is
necessary to do for organizing of the effort. Gatenis known that for a business to be
organized, it must combine four types of resouraesterial, human, financial, and
informational. Material resources mean the raw netérom which can be produced the
final product. Human resource includes people whookvand earn money for running a
business. Financial resource is money which is sszeg for purchasing a material,
furniture, machinery, or for paying to employeesidAinformational resources tell to

managers how the others resources are comhifieédde, Hughes, and Kapoor 2009, 9)

Another definition of a business is: “a businesansenterprise that provides products or
services desired by customers. According to theddniStated Labor Department, more
than 800 000 businesses are created in the UnitdelsSvery year. Along with large, well-
known businesses such as The Coca-Cola CompanyBAhdthere are many smaller
businesses that provide employment opportunities @oduce products or services that
satisfy customers. What do Madonna, a casino, a Darital firm, a local hairdresser, the
New York Yankees organization, a plumber, and orfaworite restaurant have in
common? They are all businesses that provide pteducservices desired by customers”
(Madura 2006, 3).
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Some of the more important decisions, together astlablishing of a business, are:
- Is it worthwhile to create this business?
- What resources does this business need to prdsidernvices?
- What types of stakeholders must this business pttensatisfy?
- What are the key functions that managers must perfo manage this business?

- What characteristics in the business environmerst tine managers monitor?

All businesses must take these types of deciswihsther they provide car rentals, produce

computers, offer dentistry services, or build hsugsladura 2006, 3)

% | What resources are needed?

-2 || How to satisfy stakeholders?

Performance of % Value of

Decisionfo create a _
the business

business _l_’ the business

hd Key functions of managers?

» How to deal with environmental
concems?

Figure 1. Motives and Functions of a Business
Source: Data adapted from Jeff Madura, Introductiorbusiness (USA: Cengage
Learning 2006) 3.

The factors:consumer willingness to spend, consumer buying poamd producer’s

efforts to sell are affected by thbusiness cycleThe business cycle is the periodic but

irregular up and down movement in economic actjuityeasured by fluctuations in real

GDP and other macroeconomic variables. It is aepatof economic fluctuation that

includes four scenarios: prosperity, recessiontetesion, and recovery.

O Prosperityis the period which combines low unemploymenthhigcome, and strong
willingness to spend at the same time. Buyers am&ident about their job and

economy and are willing to buy more products fayhler prices. Sellers / marketers
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usually increase the volume of their product lingspmotional budgets, and
distribution channels. They may also raise theggridt means that prosperity brings
low interest rates as well as high buying power.

0 Recessiois the stage in which unemployment rises and aoesiouying power drops.
It appears from this that people (consumers) lbs# jobs and because of that they
have limited buying power and tend to base purcigedecisions on price and value.

0 Depressionis characterized by extremely high unemploymem, baying power and
wages, minimal disposable income, and general tdcgonfidence in the economy.
This situation is most critical part of the busimegcle because it has devastating effect
on business and individuals.

0 Recoveryis moving from the depression stage towards pragpeEmployment
growths and together with it the incomes as waliyds are more satisfied and willing
to spend some money which means that the markebeanore confident about the
future. (Bovéé, Houston, and Thill 1995 36-37)

Economic activity

Time

Figure 2. Business cycle (own creation)

The Czech Commercial Code has very similar de@initf business activity but it explains
that in a legal way: Business according to the Censral Code is a systematic activity
which is done by a businessman under his own narderesponsibility in order to earn
some profit. Based on this rule a businessman)ist person who is registered in the
companies register; b) a person who runs a busimigissa trade license; c) a person who
runs a business on the base of a license whictondirmed according to particular
regulations; d) a person who is engaged in agtalltfarming and is recorded in an
evidence according to particular regulations. Adrads of a place of running a business of

a physical entity is registered in the companiagster or into some evidence which is



TBU in Zlin, Faculty of Humanities 15

authorized by law. A businessman is obliged to méd¢us real place of a business into the

companies register. (Obchodni zakonik, UplngzA010, 7-8)

1.1. Types of business entities

There are several types of businesses in the CRegplblic and it is very important to
know the differences between them. The businesdivisled into two main types: a
physical entity (a person) and a legal entity (cames / corporation). Each of them is very

specific and is characterized with more details.

1.1.1. Physical entity

A person who wants to do a business in the Czeghilbtie, as a legal entity, has to submit
a request to the trades licensing office for pwaian of a license, according to the law
(concretely the law no. 455/1991 coll. about a hess).

A business with a license is a pursuit which isdrwarted independently, in one’s own

name, one’s own liability, in order to make a pradind under the conditions which are set
by the law. A businessman can be engaged in ma@i@dss only with a trading license for

each of them. A business / trade is divided into gnoups in the Czech Republic. They are

areporting businessand dicense trade The first type of business is easier to get.

1.1.2. Legal entity
A legal person is an association of people (compmra) or property (foundations etc.).
There are several types of legal persons such as:
o Corporations:
- Company / corporationwhich includespublic limited company and limited
partnership/Ltd.
- Corporate enterprisewhich includes limited company/Inc. and joint-stock
company
0 Another forms of businesses
- cooperative civic association budgetary organizations contributory

organizations, foundations (Obchodni zakonik, Gplné &mi 2010, 32-90)
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2. A BUSINESS PLAN

One can say that a business plan is a writtenneutlhat evaluates all aspects of the
economic viability of a business, including a dgg@n and analysis of a business
prospect. It analyses a business and gives detaitgections about its future. (McKeever
2010, 6)

“Writing a business plan focuses your thoughts &etps you refine your goals, identify
risk, organize your thinking, set priorities, ancepare for problems and opportunities. It
also shows those who may fund your business idegestors, bankers, and management
— that your idea is worthy of financial or managesupport. It also proves you have the

skill, talent, and team to execute your businesa’igFiore 2005, 11).

There are reasons for writing a business planelpshto get money (if a company wants
lend some money from a bank requires a businesg plainvestors), it makes one’s

decision making simpler (a plan sums up informaabout company’s future), taxes and
tax strategies, and many other advantages. Ontlieg band a business plan isn’t easy
project. It is a long journey through a great deflpapers, numbers, books, and even
through the minds of people. Thanks to a businkssips possible to make planning and
executing of a business a lot easier.

It is like cooking without a cook-book or traveljnwithout maps. We are just human
beings not somebody who can do everything withaytgeparation or who can remember
all numbers which he has ever seen. So why we ghddbok for more comfortable ways

of living and even setting and running of businesg§&brahams 2007, 8)

“They don’t plan to fail. They failed to plan” (Fre 2005, 1).

Although business plans vary in their structure eotent, they all have some features in
common; they propose and describe business mogetsjucts or services, their
corresponding markets, ways of production and eservielivery. Indeed, external
addressees of business plans usually want to know:

- who the shareholders are

- how much capital is required

- how and for what purpose capital is utilized
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- which type of financing will be chosen, and

- in what period of time an adequate return on inmestt can be realized.

Every business plan should clearly discuss theseng&al issues, and present them
concisely and in a convincing way. The reader ghdod in a position to understand the
business as a whole and to gain confidence witlconapany.
In order to deal with these issues in a sophigtcaind professional manner, it is wise to
draw up a business plan within the framework obmpgany-wide project; this is called the
“business plan project”.
It is not advisable to start writing a businessnphghen one is still unprepared as regards
organization and then to expect that everything @l compiled and explained by itself.
Instead, sound project planning should preceddé¢kelopment of a business plan.
A business plan project is usually structured fivte phases:

- Data collection

- Data analysis

- Design of the business plan

- Drawing-up of the business plan

- Presentation of the business plan.

A business plan should be structured into cleaefined sections. These sections should

show the different aspects of a business or a comg&chwetje and Vaseghi, 2007, 9)
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3. HOW TO WRITE A BUSINESS PLAN

As it is mentioned above business plans have tivléed into some sections. In general,
the sections of the business plan correspond terelift business fields. The business plan
as a complex of all necessary information shouttviple clear explanation of the company

and its business. (Schwetje and Vaseghi, 2007, 10)

Steps for creating a business plan:
3.1. Executive summary
3.2. General company description (Sun Floer,)
3.3. Products and Services
3.4. Marketing plan
3.5. Management and Organization

3.6. Financial Analysis

3.1. Executive summary

An introduction should be short and smart. Thig p&a business plan highlights the most
important and interesting things of whole text. rardhe point of a position, the
introduction is the first and unfortunately ofteetlast part which readers consider.
Investors and bankers are usually very busy to felhd¢ontent of a business plan. They
often read just an introduction and if they areedothey will never come back to go
through the document.

Sometimes is better to write an introduction afteishing a plan because at that time are
already known all advantages and financial possésl of a company. With this
knowledge can be offered to readers exactly whegt want to see.

An introduction should contain information about@mpany, its products and services, a
target market, a competition, marketing strategied selling, management, future, and
finance. It is an overall summary of whole businglss but we have to underline the most

valuable information for readers. (Abrahams 200/719)
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3.2. General company description
In this part it is necessary to introduce a compdimg introduction of the company has to
cover all information about the business. (Abrah2037, 28)
In the introduction should be included very impattéacts like:
- what is a real name of the company, basic inforamaéibout the company
- who is an owner of the company, and what type sihless it is
- a history of the company, when it was established
- Company’s products and servicdsis crucial to write something about company’s
products but it doesn’'t have to be very deep in&drom. This part should provide
the readers basic information about the produatssanvices and their functioning.
General company description is usually read asfiteeone or directly after the
executive summary so it is important to be writterunderstandable language and
it should hold readers’ interests. If somebody wantinvest some money into a
company he / she doesn’t need very detailed infoomabout the products and its
production policies but he / she needs to gain sombeeest to be able to read more

and be really interested.

3.3. Products and Services

Some information about products and services has ladready mentioned in the part
‘General company description’. This part shouldl tee investment source exactly what
the corporation make or what service they proviaey they make the product or provide
the service, and whether they are looking to expaed business by including new and
better products and services that will result icréased revenues and a larger bottom line
profit. In writing this section is necessary to bare to carefully explain what the
company’s products and services are they can hié easlerstood by the investment
source. Potential lenders and investment group$ awily lend capital if they have
confidence that the business plan has been clezsbarched, identified, calculated, and

thoroughly thought-out. (Covello and Hazelgren 2(81H
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3.4. Marketing plan

3.4.1. Executive summary of the marketing plan

First part of the marketing plan should represebtief overview of the proposed plan for
quick and cursory information for the executive fabaf the company. (Kozak 2010, 31)

In the beginning of the meaning of the term “markgtplan” there is more complex

concept “marketing operating”. The marketing opearatis a process which includes a
planning, realization, and control in marketing e(sBgure 4). A decision making,

communication, and motivation are important factwithin the marketing operating and
its phases. (Blazkova 2007, 15)

Wik ching plincis Feakmion of the Markeling conitol
marketing plan

Decisi Ain Communication, . ,
ecision making Decisionnaking Decision making

Motivation
Marketing operating

Figure 3. The process of marketing operating
Source: Data adapted from Martina Blazkova, Mankgtivérizeni a planovani pro malé a
stedni firmy (Praha: Grada Publishing, a.s., 2007) 15

The term marketing planning is used to describe rtiethods of applying marketing
resources to achieve marketing objectives. This swayd simple, but it is in fact a very
complex process. The sources and the objectivésary from firm to firm and will also
change with time. Marketing plan is used to segmmeatkets, identify market position,
predict market size, and to plan viable market eshaithin each market segment.
(Westwood 2006, 6) The marketing part of the bussn@an defines all of the components
of the company’s marketing strategy. The markefhgn will address the details of a
marketing analysis, sales, advertising, and puphograms with new media (online)
strategies. Thanks to the marketing planning threpamy is able to find a suitable market

and make money. (Pinson 2008, 43)
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Basic marketing questions:

- Whoare the customers? Who are the competitors?

- Whatis the company selling? What quantities and prafethe products will the
company sell?

- Whereis the company’s target market located? Wheretlsarcompany reach its
target market?

- When are the customers most likely to buy? Whenhedusy seasons?

- How will the company reach its customers (stordBceas, web site, catalogs)?
(Pinson 2008, 45)

If a company wants to have a good place withinrtagket, wants to be clear about the
direction of a company, and knows theision and missionalready from the beginning.
There is necessary to be careful with defininghef Yision and mission because between
these two terms exist some differences. The visi@picture of a company’s future, about
some changes and improvements of a firm. It ismaptex of specific ideas and priorities
of a company (why is a company special and uniqli®e mission describes basic
functions of a company within the society todayeThission is what a company does and

the vision is what a company would like to do. g&ova 2007, 25-27)

3.4.2. Common marketing study

Here should be explained certain basic informagibout a market, products, competitions,
distribution and macro-environment. (Kozék 2010, 31

To know a company’s surroundings and a target nbaitkés necessary to know its
competition. There for sure a great deal of comgmim a market which produce or sell the
same or similar products. It can be very usefukéarch inside a market and make an

advantage from gained information.

Primary Market Research

Primary data is data that has not been collectéatdaen other words, it didn’t previously
exist. Primary data is usually collected in oradeatidress a specific problem. The types of
primary data that are important for marketing reseaare: demographic and socio-
economic characteristics, psychological and petsoharacteristics, attitudes, opinions,

awareness, knowledge, intentions, motives and ¢hawor of people and / or enterprises.
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Primary data can be collected through either gtetivie research or qualitative research.
(Wiid and Diggines 2010, 85) Quantitative reseaschisually used when a company wants
to know customers’ opinions, grounds, motives, saaf certain behavior etc. — it is not
possible to express them in numbers. Qualitatigearch techniques include focus groups,
in-depth interviews, predictive techniques, bransing, interviews (usually with a
psychologist), and focus groups. (Blazkova 2007), BBese relationships can be best
illustrated diagrammatically, as shown in Figurbelow, which also identifies secondary
data in order to put primary and secondary datéecidn into perspective. (Wiid and
Diggines 2010, 85)

data

— | 1
W/ Vi
Secondary data Primary data
' |
TI_T J— — P
Y Y v ¥
Internal External Quantitative data Qualitative data
secondary secondary ‘
data data
AL, i
*f v v
Surveys Observation Experiments
i A7 Y
In-depth Projective Focus
mterviews techniques groups

Figure 4. Market research (own creation)
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The parts of primary research are also two analy®eST and SWQT

PESTIs a simple framework for environmental analy$iattdistinguishes four categories
or areas (Wetherly and Otter 2008, 24-26):

- Political: the legislation regulating the business and detengp the taxation (of the
businesses or individuals); regulations for theenm&tional business; consumer
protection; labor law; prescriptions and regulagiogoverning the competitive
environment; government decisions, regulationsfructions; European Union
prescriptions, another international law or indfiut, prescriptions for patents or
trade-marks protection; protection of environment.

- Economic: GDP; economical growth (generally or in speciiield); expenses of
consumers; monetary policy (interest rates); gawemt expenditures;
unemployment policy (minimum wages, benefits foemmployed people); taxation;
rate of exchange (money); inflation.

- Social: distribution of income; demographic factors (faample: age, sex, size of
families, ageing process of population); mobility labor; changes of lifestyle
(working from home, free time activities); educatidashion; hobbies; culture;
regional differences.

- Technological: government expenditures on researches; focuseadoktry on
improvement of technologies; new inventions; paerdevelopment of new
technologies; consumption of energy and expense®riergy; Internet; satellite

communication. (BlaZzkova, 2007, 53)

“SWOT analysisombines internal and external analyses — thagitie and weaknesses of
an organization coupled with the opportunities tmdats in the external environment. The
capacity of a business to take advantage of oppitids and resists threats will depend on
its internal strengths and weaknesses. An oppaytisinot simply a feature of the external
environment” (Wetherly and Otter 2008, 25).

Secondary Market Research
This means that a company is using published ssusaeh as industry profiles, trade

journals, newspapers, magazines, census dataegamapdaphic profiles.
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3.4.3. An analysis of opportunities and results
An analysis of opportunities and results identifies main opportunities and serious risk,

strengths and weaknesses, and the results whidiefee the products.

3.4.4. Goals
Goals which a company wants to achieve in fieldya@time of sales, proportion of a
market, and profit have to be defined. (Kozak 210,

3.4.5. Marketing Strategies

After defining goals is necessary to define hous ipossible to achieve them. A strategy
means'a certain scheme which implies how to achievedbals under given conditions;
an overview of possible steps and activities whencompany doesn’t know all the future
details and specifications” (Horakova 2003, 1$gtting of the corporate strategy is a very
important phase. The quality of this phase depemdthe management of a company and
their decision making process. (Blazkova 2007, 3Be marketing strategy is the
comprehensive approach the business will take hoeae its objectives. The marketing
strategy integrates the activities involved in nedirkg, sales, advertising, public relations,
and networking. Each of these components of theatlvenarketing strategy serves a
unique purpose, offers specific benefits, and cemeits every other component. All
components must work together to enhance the compaage, reinforce the brand
strength, and ensure that a company is distinan fits competitors. The traditional
(offline) and new media (online) components of tharketing strategy should all fit
together precisely. These components include priomaif a company’s range of services
and products; determination of the company’s prioesate structure; creation of an
advertising plan; public relations endeavors; prbomal campaigns; and a long list of

multi-media considerations. (Pinson 2008, 44-45)
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Corporate strategic planning

The wision and mission

Why the company exists? i definition.

Corporate goals and

What the company wants : o
! —b strategies defintion.
to achieve and how? =

Definition of the factors

What are the company's . .
lal ey _b which are mmportant for
critical factors of success? i the - gids.

Figure 5. The basic activities within the corporateategic planning
Source: Data adapted from Martina Blazkova, Mankgtivérizeni a planovani pro malé a
stedni firmy (Praha: Grada Publishing, a.s., 2007) 23
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“The purpose of strategic planning is to find wayswhich a company can best use its
strengths to take advantage of attractive oppdrasin the environment. The best-known
portfolio planning method was developed by the BosConsulting Group, a leading
management consulting firm. Using the Boston CdimgylGroup (BCG) approach, a
company classifies all its strategic business uadtsording to the growth-share matrix
shown in figure n. 6. On the vertical axis, margewth rate provides a measure of market

attractiveness. On the horizontal axis, relativerk®ia share serves as a measure of
company strength in the market.

Market share

Market growth

Cash Cows

Figure 6. The Boston Consulting Group approach (aneation)

The growth-share matrix defines four types of sgat business units:

- Starsare high-growth, high-share businesses or prodd¢tsy often need heavy
investment to finance their rapid growth. Eventuafieir growth will slow down,
and they will turn into cash cows.

- Cash cowsare low-growth, high-share businesses or produdisse established
and successful strategic business units need nesstment to hold their market
share. Thus, the produce a lot of cash that thgpaagnuses to pay its bills and to
support other strategic business units.

- Question marksire low-share business units in high-growth matketey require a

lot of cash to hold their share, let alone increasklanagement has to think hard
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about which question marks it should try to buittoi stars and which should be
phased out.

- Dogs are low-growth, low-share businesses and produitey may generate
enough cash to maintain themselves but do not geini be large sources of cash”
(Armstrong, Harker, Kotler and Brennan 2009, 46-47)

The Boston Matrix offers a very useful map of ofigation’s products and services
strengths and weaknesses as well as the likelyflcags.

Market share (which can be seen in the figure abowdicates likely cash generation,
because the higher the share the more cash wikeherated. (David Mercer 1996, 180-
184)

3.4.6. An action program / operational plan

In this section should be explained some answeredain questions:
- What will be done?
- Who will do that?
- When it will be done?

- How much it will cost? (Kozak 2010, 31)

An operational plan is an essential part of a lessrplan because it tells the reviewer or
reader how a company is going to get its productd services out to market. An
operational plan has to include some at least badarmation about: production or

manufacturing, facilities, inventory, distributicsrpd maintenance and service.
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3.5. Management and Organization

A company has to be led by some people. Usuallgstors want to know who is a
management of a company and that these peopleialiey. Introduce main managers of
the team is good way of informing the reader — weheesponsible for a company, who is
responsible for running of the business / productamnd who is responsible for marketing

or human resources.

3.6. Financial Analysis

The last but one of the most important parts oflibsiness plan. Financial analysis of a
company is very difficult and time consuming bugives a real overview of a financial
situation of the company. Readers create an ideatabsues like: how a company gains
and wants to gain money.

A financial planning includes financial reportsydncial analysis, and a statement of cash-
flow. The statement of cash-flow describes how mmcimey comes to the company every
day and vice versa. These cash-flows show, if yauehenough money to pay bills.
(Abrahams 2007, 127-150)
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II.  ANALYSIS
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4. Executive Summary

Sun-flower Group, Inc. is the company which is emegh in a distribution and an
installation of photovoltaic power stations (PV mte$). The solar-energy power-stations
produce an electric energy from the solar radiadéiod this electric energy can be used in a
personal electrical power network at home or casdié into a distribution network. The
electric energy which is sold to the distributiostwiork by the owner of the photovoltaic
power-station is financially supported by the goweent.

The company Sun-Flower Group, Inc. is able to zeathe installation on family houses,
industrial buildings or directly on the land. Theyke normal power-stations (PV) or the
power-stations with higher power (MW) or only thengls can be supplied separately. The
products which the company offers are high-qualitgl the producer guarantee warranty
15-20 years (which is very unique).

Members of the company help customers with fulfdimof all administrative acts, project
documentation and naturally with the installation.

The company specializes on customers who are iadola environmentalism, making

money, independency on the state electrical poe®vark etc.

Sun-Flower Group, Inc. operates in the Czech Repuiviore precisely in the region of

Moravia very advantageous and profitable with thghést concentration of the solar

radiation in the Czech Republic. According to tiaist there is a great deal of companies in
the region offering similar products and service$San-Flower. To be better and be able to
offer to customers new products and services tmepeoy prepared, as the part of the
business plan, a competitive analysis to see it rmampetitors and analyze them all

together. From the analysis is visible that Sunsélois not the biggest segment of a
market but has its own part which is fortunatelpwgh to cover all the expenses of the
company. There are bigger companies operating witté market and Sun Flower doesn’t
need to compete with them because it wouldn’t be tomanage larger part of the market

at this time.

The main competitor of all the companies within tharket is the government and the
companies administrating the electric network aratipcing of the electricity itself. The

financial support from the government has beenpsdpand the situation about the PV
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power-stations is not clear today. The governmeak ta break and applications for the

financial supports and not accepted in these days.

The company’s goals are closely connected witrsttuation in the Czech Republic. Sun-
Flower would like to expand to the Slovakian marketl try to do the business there.
Concerning the Czech market the company wantsf¢éo different products and services to
its current but also potential customers. The ttlagh there is no possibility to build the PV
power-stations doesn’t mean that Sun-Flower caoffet the additional equipment and

services.

Sun-Flower has its own office and doesn’t need 4y Eent. The company has some
workers but the amount of them usually dependsmauat of orders and on the season.
The owner of the company has experiences withrtsiliations of the PV power-stations
and also with the leading of the company. Beforestablished the company Sun-Flower

Group, Inc. he was the IT assistant in the com@ogor in Zlin.
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5. General Company Description

5.1. General Company Information

Sun-Flower Group, Inc. was established in 2009 rasiles in Zlin, the Czech Republic.

The company is engaged in a distribution and ilstah of the photovoltaic solar energy

(PV modules). The seat of the company and the ggoagea are situated in the city centre
next to each other and the owner of the compamgisLubomir Zak.

Sun-Flower Group, Inc. was registered last yedahenCzech Republic. The form of entity

is the limited liability company (LLC / Inc.) whicieans that the copartners are liable for
commitments only up to these deposits. A businessenhas to contain a denotation

‘limited company’ which idnc. (in the Czech Republic it &r.0.).

5.2. Products and Services

Sun-Flower Group, Inc. provides products and sesvicelated to the solar energy —
installations and distribution of the photovoltgianels and all sorts of accessories. The
company is able to realize the installations onilfahouses, industrial buildings or directly

on land.

5.2.1. Services

The firm provides the whole service which includeth the installation, delivery of the
PV modules on the place of the installation, anshiacstrative work which is needed to be
done. The firm helps the customers with fulfillmesft all administrative acts, project

documentation and naturally with the installation.



TBU in Zlin, Faculty of Humanities 33

6. Products and Services

6.1. General Description of Products
Photovoltaic solar panels / power-station
As is already mentioned above in the part Geneoah@any description the company sells
the photovoltaic power-stations. Whereas the dasen of the products and services is not
very deep in previous section the attention wilplaé to them in this part.
Figure number 3 is an overview of the function lo¢ photovoltaic solar panel (how it
works). There can be seen the sunlight which tdhehsurface of the photovoltaic solar
cells. The light knocks loose electrons, creatingekectron imbalance. The electrons then
flow from the backside of the solar cells to thentrside. This flow of electrons is what we
know and use as electricity. Multiple solar celds1de connected in what is known as a
module. Multiple modules are created to form amyarA PV system is suitable for both
northern and southern climates since it dependtheramount and intensity of sunlight,
not the amount of heat like its counterparts wimake use of the sun’s heat.
Although the intensity of sunlight does
increase as you get closer to the equator, there

are many people that get great use from

photovoltaic systems in more northern
e latitudes. Every part of Earth is provided with
sunlight during at least one part of the year.
The amount of sunlight available is one
Flow Btk / || |'| factor to take into account when considering
|

1o 895 ~{ using solar energy. There are a few other
Bogoss, o) | e | mawe
== | Stfieen | sllieen factors, however, which need to be looked at

Junction

':‘""" Solar Panel when determining the viability of solar energy
_ Diagram . . .
Ry /el in any given location.

Figure 7. Functions of the panels
Source: Home-made energy, http://www.homemadeemsigw.com/blog/photovoltaic-

solar-panels/ (accessed April 3, 2011)
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These are as follows: geographic location, timélaf, season, local landscape, and local
weather. Because the Earth is round, the suntkiwurface at different angles, at different
locations on the globe. This ranges from 0° (jlsive the horizon — a good example of
this is the North Pole during the winter) to 90t€dtly overhead, at and near the equator).
When the sun’s rays are vertical (directly overhetiee Earth’s surface gets a maximum of
solar energy. The more slanted the sun’s raystlaeelonger they have to travel through
Earth’s atmosphere before reaching the surfaceo(beg more scattered and diffuse as
they go along). Areas such as the United StatesEamdpe receive more solar energy
between May and September — not only because daysrager, but also because the sun
is almost directly overhead during this seasonrZa010)

In the appendix lis mentionecEarth’s energy budgdtom which can be seen the flow of
incoming solar energy and its utilization. From theture is visible the amount of 51% of
the solar radiation which is absorbed by land. Thesans that there is a big potential of
usage of solar radiation for the PV power-statidriee energy budget is presented by two
pictures, first of them is a picture of the eartkisergy budget, and second one is the

graphic representations of it.
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6.2. Products
The company offers a set of certain products whsatecessary to introduce together with

the price list:

a) The Photovoltaic module:
This type of the photovoltaic module is producedamthe name Sunnywatt 180W and it
is constructed from the mono-crystalline silicon iebh is more powerful than the
polycrystalline silicon. The panel is formed by 3@ries connected cells. The producer

guarantees the warranty for 25 years.

Parameters:

Supplier: Sunnwatt CZ, s.r.o.

Type: SUNNYWATT 180W

Proportions: 1581 x 800 x 46 mm Weight: 17kg
Price: 10 000 K(The Czech currency)

*
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Figure 8. The panel
Source: SUNNYWATT, http://www.solagkebrny.cz/wp-
content/uploads/2010/01/Sunnywatt-180W-Data-shdfetaecessed April 20, 2011)

The company offers one price for all the necessayipment which is used in the
installations of the solar power-stations and 75000k’ /per 1kW/h In this price is
included all the equipment such as the panelsinterter, the construction etc. which is

necessary for the power-station.

— The type of the photovoltaic panel mentioned alisewube most favorite and customers
usually order SUNNYWATT 180W. If there would be aother requirements about the
PV panels the company Sun-Flower Group, Inc. i€ dbl order different types of the

panels.
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b) Inverters:
The inverters, a very important part of the solawer-stations, supply power into the
electric network. It transfers the unidirectionalltage into the alternating voltage and
ensures that the PV power-stations are working wmtaximum efficiency, and the
electricity is safe and quality. The company Sumwir is not a producer of this additional

equipment so there is a possibility to order mgpes$ of the inverters from the producer.

Sun-Flower offers the inverters produced by the mamy SMA:

Type: SMC 6000TL / SMC 7000TL / SMC 8000TL
Prices: 65 000K/ 45 000K / 47 000K

Figure 9. The inverter
Source: SUNNYWATT, http://www.solarnielektrarnygztontent/uploads/2010/01/Data-
sheet-SMC6000-8000TL.pdf (accessed April 20, 2011)

Type: SB 4000TL / SB 5000TL
Prices: 60 00@K 30 000K

Figure 10. The Inverter
Source: SUNNYWATT, http://www.solarnielektrarnyvwpztontent/uploads/2010/01/Data-
sheet-SB4000_5000TL.pdf (accessed April 20, 2011)

c) Network islands:
The network island is a special mechanism whichbig to work as an individual entity
without the support of the electric network. Thisqluct is new and there weren'’t installed
many of them so the company is still trying to oy it and be better. Bur basically this
system is very good for households or buildingsciwhion’'t have the possibility to be

connected to the network. The price is dependablevery project.
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d) Additional components:
The company Sun-Flower offers some additional mgent to the PV power stations such
as:
cables (line connector, trunk cable, electric cawe-layer-sheath cable etc.)
meter board cabinets

fuses, switch-connector-fuses, overvoltage praiastiarresters

O o o O

clampers, electrometers, relays etc.

In the appendix Il. is shown a picture of the whpletovoltaic power-station with all
components, such as the inverter, and especialyltistration of the flow of the energy
which is going to the electric network. From thetpre is easily understandable how the

PV power-stations work.

6.3. Services

Installation— the company offers the installation of PV panélsey are able to realize the
installations on family houses, industrial buildsngr directly on the land. The firm is able
to manage the normal power-stations (PV), the petagions with higher power (MW) or
they can supply separately only the panels. Théomers will be instructed during the
fulfillment of all administrative acts, project domentation and naturally the installation.
Administrative acts— advices and help with completing the documentschv the
customers need for establishment of the powerestalihe members of the company will

draft out the project documentation.

The company offers:
0 non-stop emergency service
O regular servicing of the photovoltaic power-station
O verification and keeping the records from the etuoeter, invoicing

00 security guard — monitoring systems
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7. Marketing plan

7.1. Executive summary of the marketing plan

The marketing plan of the company Sun-Flower dsfithee target market and customers.
From the analysis is possible to see that the cagnpperates within the best area in Czech
Republic because in the south Moravia is the higbaar radiation.

On the other hand the political situation in thesgs isn’t the best one and the company
cannot fully work. The program called ‘The greenisgs’ was stopped and there is no
final solution of this situation. Because of thlae ttcompany is finishing orders from last
year and doesn’t have so many customers who wdkédid build the PV power station
without the help of this program.

The company has to offer some additional products services to attract the customers

and in the same time find some job for the compamembers.

7.2. Common marketing study
The common marketing study defines certain facsrthe market, target market, products,

competition, distribution, and macro-environment.

7.2.1. The market / target market

For defining of the target market is necessaryniovkthe company as the whole unity — its
strengths, weaknesses, opportunities, and thréatdind the target market is also very
crucial to be aware of the surrounding environmbatause there are always some
political, economic, socio-cultural, and technobtajyi factors. For analyzing these

environments is very useful to create the PEST ysisl

PEST Analysis

— Political factors, Economical factors, Socio-ctdilfactors, Technological factors

a) Political Factors- The political environment is not stable in thgguation. The
politicians are discussing about the grants forerwmf the PV power-stations now.

There are two programs called for supporting thepBWer-stations. One of them is called
‘The green Bonus’ and second one ‘The redemptide’.r&oth of them are quite

advantageous, they have just slightly differentdttoons of the financial help.
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The law and its conditions have been changed aoecadly during this year (2011) it is
very obvious that there will be more and changes.afmendment of the act about the
support of the renewable resources was carriedinwitie senate in the end of the year
2010. The most important facts are that from 201ill e supported just the power-
stations which are connected to the distributiotwnek — the PV power-stations which
don’t supply the electricity into the network binetowner has it only for his / her own
usage. This provision is concerned only on the pestagions which have been installed in
the year 2011 a later. The change will not affeetexisting power-stations.

The financial support will be not provided to thewn power-stations which would be
established on the land (esplanade) and to the rpstatons with a power bigger than
30kW from March 2011. This implies that there vad the support only for the PV power-
stations with the power to 30kW which are situabedroofs and buildings. This change
will not affect the power-stations built in 2010dae@arlier. A redemption price for one kW
(kilowatt-hour) was set on 7,5¢KCzech currency). For better understanding theasdn
and knowing the prices the redemption price wer@8 Ke/kW (for the green bonus) and
12,25 K/KW (for the redemption rate program).

Nowadays, there is a period of stagnation becdwesgdvernment doesn’t have money for
the support. The government stopped the possilafitgpplying for the financial support
and is discussing the current situation. The fir@nbelp is unfortunately for the
government stated in the law number 180/2005 Ctile law about the financial support
of a production of the electricity from renewabbeisces’).

In this period, the company has to wait for theislens of the government. If the
government will allow more applications or theralso a possibility that they will change
the conditions of the program.

The situation is also complicated by the organimaCEZ (the biggest distributor and also
producer of the electric energy) which is arguibhgwt the PV power-stations. CEZ says
that the power-stations are real menaces for thetifining of the distribution network.
The power-stations increase production of the eteenergy together with the sun — the
more the sun is shining the more electricity isdoiced by the PV power-stations and vice-
versa. This can cause serious problems for theepriomctioning of the network because
there are no regulations of nuclear power-stationsother sources of the energy in
accordance to the sun. Czech energetic associaiomot able to manage the big

fluctuations of the electricity within the network.
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The government can easily affect the business edhgany has to pay taxes, need to have

some permission for installations and has to kéldpves and regulations.

b) Economical Factors The Economical factors are very important too. ifis¢allation or

purchase of PV modules is ether expensive andeifcdmpany wants to attract as much
people as is possible, is needed good, prospetates economy. Then people will have
money and they should be interested in photovofiaiger-stations more than before. An

interest rate is also very important. People cad lmoney with advantageous interest rate.

c) Socio-cultural Factors Religion is not the most important thing in thigee of business.
Of course, people who are interested in some ogigyiwhich are connected with the
environmentalism can be also interested in renesvgdlirces of energy.

More than on the religion depends on an attitudpeafple to foreign products, services,
and renewable sources. Today is a trend that paéasethe prices from abroad are lower
than in their own countries. For example the préslfrom China are generally known for
their low prices and it does not mean that the petslare not high-quality.

In these days are people able to speak every lgegumathe world. The products can
diffuse into the market and people are able to fatidinformation about them in their
native language.

The society is very refreshed. Women and men aegjiral position. People have so much
of a leisure time. There is new idea of green plamaich has a lot of followers and

organizations.

d) Technological factors A technology is very significant and vital for costjive

advantage of the market. The technology can all@vproducts to be made more cheaply
and with a better standard of quality. The new aratlern technology offers customers
definitely innovative services than ever beforest@mers can find any information about
products via the Internet. Actually they can buyatdver they want via the Internet. These
new technologies are great simplification for eveompany. Customers can find more
information about them (especially Sun Flower),irtipeoducts and services. Sun Flower
can create a great deal of advertisements by mafanew Media and they are able to
communicate with customers in many ways. On therdtfand the Internet is available to

all people, entrepreneurs and companies. Thepgally big competition because customers
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can within a day or two find all individual compasiwhich provides photovoltaic power-

stations. They can analyze what is the best by ¢bares.

The target market / location

Sun Flower Group, s.r.o. works and trades in CZRepublic, mostly in Moravia and
southern Moravia. This region is very good and pobide for constructions of the PV
power-stations because there is geographicallyitabdel terrain. The company is able to
deliver their product and service within 150km fréimeir place (Zlin). In this area is lot of
cities and villages which means that there can ¢peat deal of potential customers.

The climatic conditions in this part of Czech Relpulare quite stable. Four seasons are
going one after another in regular intervals. Friima point of the PV stations is the
northern Moravia best place in Czech Republic. Fthenfigure below is visible that the

biggest amount of solar radiation is exactly there.

Figure 11. Solar radiations in Czech Republic

Source: Solargis, http://solargis.info/doc/indexppkelect=48 (accessed April 10, 2011)

Customers

To be the efficient company is necessary to kn@acitstomers or potential customers.
With knowing them it's easier to produce produats affer servicer which are closer to
the customers and which can easily satisfy thezdselt is very useful to check the market,

ask potential customers what they want or need soahn company etc.
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Sun-Flower Group, Inc. is primarily oriented on dereor middle-sized orders.

The targeted customers:

a) They should to have some basic capital of samgepty.

b) They should have an interest about the natilme énvironmentalism.

c) It is necessary to want to make the businedsis-kind of business is about making
money and the customers have to believe the com(@&uiy-FLOWER).

7.2.2. Products
The customer's point of view can be totally différthan the company’s point of view. The
customers want earn money and it is necessary tawage of this fact. Offer a good
product and invest their money into it, and forrapée big amount of money, is not easy.
On the other hand the company has to be smartesnthe advantages of its products. The
sun will be here always and the solar energy tbas the simplest and surest way of
making money. There is a great deal of informa#ind researches on this topic that people
can have a total summary of everything in a minute.
Another advantage is the environmentalism. Gainireg electricity from the PV power-
station is absolutely ecological.
The PV power-station can be useful for people whiw'tchave any other possibility to get
electric energy. They can install the PV poweristain the middle of green field, on the
roofs, or somewhere on the hills.
The features of the PV power stations are alreagytioned above. The summary of real
and potential benefits:

o financial supporfrom the government

o the environmental usag¥ sunlight - pollution-free during use

o Installations can operate for many years withditthaintenance or intervention
after their initial set-up, so after the initialpil cost of building any solar power
plant, operating costs are extremely low compavegkisting power technologies

o compared to fossil and nuclear energy sources,litdeymoney has been invested
in the development of solar cells, so there is d@mable room for improvement

o independencen the supply from some organizations

0 can be constructed everywhere

0 return of money
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o

guaranteedavarranty 15-20 years high lifetime

And there are of courgbe benefitdrom it:

o

A pride of ownership of PV power-statior it means the customer can be pride
that he/she helps the world to be better. In sefidbe environmentalism, better
living conditions for everybody thanks to enviromtadly friendly PV stations.
There is no pollution and the sun (for the pressamd near future) is not the
exhaustible source.

There is naturallya financial securityfor the customer and her/his family. As we
mentioned above, the PV power-stations have ceytaihinvestment return, and
not only of the primary investment of the custornet the power-station is able to
earn more money than he/she put into this business.

The customer can share the power-station with thloers of family, neighbours

etc.

7.2.3. Competition

Companies which directly compete with the compang-Blower produce or mediate the

same products. And that are the photovoltaic majulee PV power-stations, and the

installation of them.

The major competitors (companies in the Czech nbarke

ZAKZLIN — Vinohrady 660, 76001 Zlin (http://www.zakn.cz/)
JMS Stavebni, s.r.o. - Kvitkova 4703, 760 01 Ziittp://www.jms-stavebni.com)

FVE SOLAR GROUP sr.o. — J. Silného 2349, 76701 nhkidz
(http://www.fves.cz)
ECOSYSTEM Olomouc s.r.o. — Chvalkovicka 151/82, @172 Olomouc

(http://www.ecosystem.cz)
AJ SOLAR — Moravskéa 619, 76811 Chropy(inttp://www.ajsolar.cz)

A.BCD ENERGY -  PrakSicka 2354, 68801 Uhersky Brod
(http://www.abcdenergy.cz)
Solarlight, s.r.o. - $pnicka 1164, 686 06 Uherské Hradist

(http://www.solarlight.cz)
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The market is really saturated with the companiéschv provide the same goods and
services as Sun-Flower. The list of the major cditges is not complete. There are only
few companies but the point is that all of thesmganies are from Moravia. In Moravia is
maybe the biggest collectedness of this kind of mames in the Czech Republic. In this
case the company has to observe the strategidseafthers and try to better and offer

better additional services which the others areabts to realize.

There are of course some indirect competitors iiotiis area it is very complicated. It can
be some company which offers wind power-statiomsyater power-stations but these
types of the power-stations are much more expernbae the photovoltaic power-stations

and normal customers cannot achieve them.

To be able to understand the strategies of the ctirapanies is very useful to prepare the
competitive analysis. Then the company can obsaliihe advantages and disadvantages
in one place. The analysis distinguishes certaitofa and thanks to them is possible to
compare one company (Sun-Flower) with the otherBC® ENERGY and FVE SOLAR
GROUP s.r.0.). In the end there is ‘a choice’ whghalled ‘Importance to Customer’ and
it means that every factor has to be evaluateduoybers (1-5): number 1 is the best and

number 5 is the worst.

The competitive Analysis:

FVE
A.BCD SOLAR Importance
Factor SUN- Strength | Weakness | ENERGY | GROUP to Customer
FLOWER 1.0
Inc.
Low price, | Small They offer
The PV quick and | company - They offer | the same
Products | modules /| reliable limited the same as | but they are
power- installation | power- Sun Flower. | able to 1
station. . stations. install huge
amount of
PV

modules.
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Not the Good price| Less They are They have
Price lowest but | for high earnings really very good 1
very quality. than other | expensive. | prices.
acceptable. companies.
It is the Higher price| They offer | They offer
thing what | than for the same as | the same as
Quality High the poor-quality | Sun Flower. | Sun Flower. 2/3
customer | product.
wants.
Selection of They offer | They offer
almost all the same as | the same as 2
Selection | types of PV| Large | -------------- Sun Flower. | Sun Flower.
modules. | selection.
The
installation
of PV A lot of | They offer| They offer 2
Service modules, | Wide offer| work can be the same asthe same as
transport, | of services.| difficult. Sun Flower. | Sun Flower.
admin.
work.
High-level | It can| Big | cannot say | cannot say
Reliability | of attract the engagement. how they arg how they 2
reliability. | customers. reliable. are reliable.
It can They are| They are
Stability | Very stable| attract theg --------------- relatively stable 3
company. | customers. new company.
company in
the market.
Longtime | Sun Flower| Sun Flower| They providel They
experienceg can offer| has to check good and provide
Expertise | with PV | the new professional | good and 2
power- customers | innovation, | information | professional
station. many trend etc. all information
advices. the time.
Good There isn’t| There isn't
Nowadays, | reputation | Sun Flower| so much| so much
Company | is good. is big plus| has to be information | information 1/2
Reputatio for the| careful about  this| about this
n company. | about it. company. company.
Zlin, Czech| Good placg Sun Flower
Republic for doing|is not able

this

to offer such
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business. | a The same asThe same as 4
Location High commission| Sun Flower; Sun Flower
intensity of| to the| = Moravia. | = Moravia.
sunlight. customers
living in
another
place.
Advertising They do not They have
of Sun Sun Flower| Sun Flower have the good sales
Sales Flower has to gain| cannot gain | price list in| method they 2
Method company, | alot of any their change thei
pricing, customers. | customer. | websites. prices  all
promotion the time.
etc.
Sun Flower| Sun Flower| They do not They do not
Credit does nof ------------- can lose offer any| offer  any 3
Policies offer any some of our credit. credit.
credit. customers.
Internet
websites,
adverts in| Sun Flower, Some They have They have 4
Advertisin | newspaperg can gain g customers | websites. websites.
g , special| lot of | do not like
magazines | customers.| the adverts.
etc.

This kind of business is so specific that thersaglifficult to find any differences. Usually
the companies provide the same goods and servic&siFlower. It is really crucial to
make up some innovations into the company and bee nmberesting for the customers

than the others.

7.2.4. Distribution
Sun-Flower is a retailer which means that the comps buying the PV panels from other
companies which are:
1) FVG Energy - Manufacturing Photovoltaic modules
Address: Via San Giorgio,
33050 Carlino - (Udine) - ITALY
Fax +39 0431 68558
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— the company has all types of the PV modules instioek. They are producing the
modules in ltaly and also in China. They are ablal¢liver the goods anywhere or the
customer can arrange his / her own transport. F\f@rdy is stable and long acting

company in the market.

2) Sunnywatt, s.r.o.
Address: Cukrovarska 230/1
19600, Praha €akovice

Tel.: +420 238 931 081

Distribution of the products is very direct — Suloswer buys the products from a producer

and offers them directly to the customer togethié tine services.

7.2.5. Macro-environment

The macro-environment is a demographic environmeobnomic environment, natural
environment, technological environment, politicavigonment, and cultural environment.
The PEST analysis has already defined a politeabnomic, social, and technological

environment.

Demographics segmentatiea this type of segmentation is based on general |pbpn
characteristics:

a) Age:the customer should be over 18 year and finagciatlependent, and otherwise,
he/she would have some income.

b) Gender:in these days of equality of women and men doésmadter which gender will
choose the products and services.

c) Location: as has been already mentioned few times, suifabktion is Moravia in
Czech Republic. In the picture ‘Solar radiationdrech Republic’ are described certain
circumstances in certain areas.

d) Income levelit is not necessary to be so high because fofidteinvestment to the PV
power-stations the customer can lend money fronksdBut actually for this lending he /
she should have some possession. So there is apcasbave either some money or some

possession.
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e) Social class and occupatiois. nearly the same as an income level. It doeslepéend
on the class the customer belongs. But there igealfal payment in the beginning (a
purchase of the PV modules, the installation et if the customers are from the lowest
class there is some possibility that they will have money for it and banks will not give
them any loans. The occupation definitely dependssituation of the customer. If the
customer has a lot of money from a heritage he¢sinaot have any work. In this case is
necessary to point out that this customer wouldoedirom the lowest class.

f) Education:is not important in this kind of business.

d) Professional knowledgés not necessary. The company’s members are tfiegsionals
and they can provide all information directly te ttustomer.

e) Size of firmis not unlimited. The company accepts only suanrogssions which they

are able to manage.

7.3. An analysis of opportunities and results

“SWOT analysis combines internal and external aseay- the strengths and weaknesses of
the organization coupled with the opportunities #meats in the external environment.
The capacity of a business to take advantage afrtymties and resist threats will depend
on its internal strengths and weaknesses. An oppityt only really exists if an

organization has the necessary skills or resources.

helpful harmfil
&
'g Strengths Weaknesses
g
& -
% Opportunities Threats
%
[T

Figure 12. SWOT Analysis (own creation)
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a) Internal factors:

o Strengths

The modules/panels are relative new and devela@erproducing better and better things
like improvements and innovations. The companyrgy’ a retailer but the workers have

quite a lot of experiences with installations, wsagd types of PV panels.

Sun-Flower is trying to do its work as much faingadily as possible and in higher quality.
The business is located almost in the middle obttst area for building the power stations
in the Czech Republic. The company has its own itebhand an office in Zlin.

0 Weaknesses

The weaknesses can be the size of the company-ISwer has just one office and a few

workers. The company is able to manage smallersttian some others.

b) External factors:

0 An Opportunity

The company’s websites — they are really in goaalittons and very understandable. As a
weakness there is mentioned that the company éstalvshanage small orders. On the other
hand, nowadays, there is not easy to gain permigsidbuilding the bigger power-stations.
It can be an opportunity for Sun Flower because ¢bmpany will not lose any customers.
0 A threat

There are a lot of competitors on the market amige of a competition Sun-Flower has
to fight with other companies. Sun-Flower has terofmore additional products or services

to be better and to attract the customers witlebetinditions.

From the SWOT analysis is visible that Sun-Flovgeenot the biggest part of the market
but it can find it own place there and be totalljisfied with it. Even if the company hasn’t
so many members they have a big advantage in lthegtion — the south Moravia is the
best place with the best natural conditions. Orepanbably the worst thing is the political
situation in the Czech Republic. The government'dlidliow the financial help from the
state budget for the buildings of the power-statiand it is a real threat for the companies.
There has to be some decisions about the futulplitses in the field of the solar power-

stations.
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7.4. Goals

The company has set certain goals in previous 840 and the main executives were
quite satisfied with that. Because of the factdbmpany started to work in the end of the
year 2009 they are not a long time in the prodesthis period had Sun-Flower Group, Inc.
goals and achievements which wanted to fulfilllzecame a part of the market, became a
known company within the market, gain some custos@t a certain amount of products
and services etc. The executive of the companywareal that the company was working
very efficiently and they have built a great debltlee PV power-stations and offered a
considerable amount of services.

The goals for the year 2011 weren'’t really cleairaghe previous planning terms. The
situation within the government was generally knogince November 2010 and this
uncertainty forced the ability of decision makinga a difficult position. The company
Sun-Flower has certain goals which are necessafylfith. It is already sure that these
goals will be totally different than the others aiihave been planned within the company
throughout the history of the company. One of tigesas is to determine the products and
services and eventually add some change. Becaube stagnation in the field of the PV
power-stations in the Czech Republic the comparg thaoffer more products, better
product and new products. The example of these uptedcan be some additional
equipment for the power-stations, reserve partsp&\els etc. The services have to be also
extended: servicing and administration of the PWemestations, additional servicing like
electrical equipment or camera system for monitpdhthe stations.

The new and very interesting goal of the companNStLOWER is to start making
business in Slovakia (mostly) and other Europeamt@s. The changes actual in the
Czech Republic don’t touch the policy of other dbieés so there shouldn’t be problems
with that.

7.5. Marketing Strategies

Marketing strategies have always its necessaryegsavhich contains the marketing
situation analysis, designing of the marketingtsttgy, marketing program development,
and finally the implementing and managing markestrgtegy. (David W. Cravens 1990)
The markets, buyers, and competition have beemadjranalyzed. The analysis of these

three main articles shows that there is the mawketh contains some people with
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particular needs and wants (the PV power-statiand)there are also some people who are
able and willing to produce and provides the PV @oestations which satisfy the needs.

It is very useful and important for the companktow what the customers think about the
product.

Designing the marketing strategies:

Market targeting and positioning strategiMarket targeting determines the people (or
organizations) that management decides to purstle the marketing program. The
targeting has been already finished in the parga&ed markets’ and ‘targeted customers’
and the positioning strategy is created from tharketing mix strategwhich is the
combination of product, price, place, and promostnategies a firm uses to position itself
against its key competitors in meeting the needsveants of the market target. (Cravens
1990)

a) Product / Service strategythe consumers are evaluating the company vesiiyaly.

The biggest advantage is easy and trouble-freeepdicg with the executives of Sun-
Flower. The products are in high-quality and thenpany offers the 15 years warranty
period. The installation of the power-station isryveuick and the workers act as
professionals. The company manages only small dtlieisized orders and that can be a
problem for some customers. (these informationneeded to be able to develop a new
strategy)

Developing plans for new products and services:

The company will sell and provide the same typethefPV panels because the customers
didn’t have problems with the company’s supply. Wisanecessary to do is offer some
additional products — the company will sell alse #dditional equipment as cleansing
articles, special screws, construction design enshape, electrical equipment, and camera
systems for monitoring the power-stations. The taoltkl services are considered:
servicing of the PV power-stations, administratodrthe stations, and cleaning (after rain;

snow etc).
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b) Place / Distribution strategy Fhe distribution channel which Sun-Flower useshis t

longest one but the company is almost in the erideothannel.

Retailer =

SUN FLOWER Lol

Producer Wholesaler

Figure 13. Distribution channel of the company SBINDWER Group, Inc. (own creation)

Sun-Flower isn’'t a producer of the product the campoffers but it is not a handicap for
them. Nowadays, most of the competitive companresretailers because the cheapest
(and also high-quality) production of PV panelsnsChina so the companies are buying
the product from producers. Unfortunately Sun-Flodeesn’'t have a big store to become
a wholesaler. The prices of the products are vHoydable and this situation allows the

company to have a profit and satisfy the need sfauers.

c) Price strategy- as it has been mentioned above the prices afdimpany’s products are
very affordable both for the company and for thetaemers. Even if the company is not a
producer it can offer the same prices as the catigret

According to this fact setting the correct priceaikey to any business’s survival. Poor
pricing can result in financial disaster, evenhié other three marketing mix elements are
planned and executed effectively. (Bovée, HoustmhThill 1995, 330)

d) Promotion strategy- there is several types of promotion and it iseseary to use at
least two of them to successfully promote the camgpa

The company Sun-Flower uses advertising which igl, paon-personal communication
with the market. The advertisement in televisiostil very expensive for the company so
it uses the advertisements in newspapers and nmegadihe company has also paid to the
Czech internet portal Seznam.cz to be the firstcehduring the searching process of the
customers. Basically it means that if the custolmek for companies which are selling and
providing the PV power-stations on Seznam.cz thieapwill offer them Sun-Flower as the
first page.

In the beginning the company used a bit sales ptiomorlhey were offering sales on their

products to find new customers and convince theroth buy the products from Sun-
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Flower. This decision was right because Sun-Fldwaet few customers already from the
time they have started.

The last type of promotion which is the companil sging is promotion through public
relations. Public relations use nonpaid commurocatd influence public opinion of the
company and its products. Sun Flower has its owbsites and thanks to the portal

Seznam.cz can be very visible among the currenpatehtial customers.

Boston Consulting Group:

Market share

Market growth

Cash Cows

Figure 14. The Boston Consulting Group (own cragtio

Stars —in the stars is considered the administrative wamknected with the photovoltaic
power-stations. This administration is relativegmnand it is in the growth phase. Because
the administration has high market share, howeves,generating sufficient gross profits
to cover its current investment needs. This sersitauld be moved to the next stage, the
‘cash cows’ to be more printable for the company.

Cash cow- the photovoltaic panels together with the postations. These products are
really stable within the market and the numberustemers is so high that there is no need
to recruit new customers and almost no demand dar plant. On the other hand the PV
panels are the main generator of cash, of the tpwafich will cover the on-going
investment in new products.
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Question marks (sometimes called also ‘Problendghil the servicing of the photovoltaic
power-stations is the part of question marks. ™asvice is relatively new within the

company and doesn’t have the share to deliver nedd® profits. It can be requested
service in the future and it can easily move todéieh cow.

Dogs — Sun-Flower doesn’'t have any dogs or at least ang-term gods within the

company.

— The Boston Consulting Group / Boston Matrix shawat Sun-Flower doesn’t have
dogs which means there is no products or servicehwis not profitable at all. This
information is very good and even in such politisglbation in the Czech Republic is

perfect to analyze the company’s work.

7.6. An action program / Operational plan
The operational plan has some parts which shouldmsntioned: production or

manufacturing, facilities, inventory, maintenanoe aervice.

a) Production or Manufacturing — as has already beentioned few times the company
Sun Flower is a retailer so they don’t produce phetovoltaic panels. Producers from
which the company buys the products are changimgriing on price, place, type of
transport, innovations etc. Usually the PV panetspaoduced in China in some affiliated
companies of the main company in Europe. When Sowdf buys some goods from

another company the executive board wants alwags kas possible information about a
product as the company can.

The company produces constructions used for bgldthe power-stations. The

constructions are made from iron which is hot-divgnized. This material adjustment is
done because it increases the quality of the ametgins. The constructions cannot rust
and corrode. The iron used during the creationhef ¢onstructions is usually bought
hardware stores in Zlin and zincing is usually dbgeghe company Signum in Moravsky
Pisek.

b) Facilities — the company uses transportationpzaonies to deliver products to customers.
According to high prices of the photovoltaic panéte producers don't charge for

transportations big amounts of money. Together withpurchase of the goods from the
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producer certain goods is delivered directly totanngers who store their products till the
time of installation. This process is very shortdngse Sun-Flower always prepares the
constructions and the necessary equipment forrsiliations in advance so customers
don’t have to store their goods for a long time.

The company has its own company car which can tagenecessary things over. Sun-
Flower orders the PV panels from Prague or Italyh&we is no problem with location of
customers. The company moves within the Moraviagiore so the delivery of the

constructions and the other equipment with the @mar is absolutely unchallenged.

c) Inventory — this kind of business doesn’t needigainventory. Based on the fact the
company doesn’t work on huge orders evidencesttiegbower-stations aren’t so big to be
stored in some special inventories. Sun-Flowebis & store materials for the PV power-

stations with powers till 30kW/h.

d) Maintenance and Service — Sun-Flower offersiapeapport and services to its current
customers. The necessary part of every order oofse the installation of the power-
stations but after finishing the process the custsmare not left alone with their new
products. The company offers servicing of the PWegmestations, help with issuing new
invoices (because this is not really easy, custohaer to make evidence and keep an
account of results of his/her power-station) whack lately sent to the government etc.
There is a number of activities which the compaan offer to be in touch with its

customers and communicate with them.

7.6.1. Office Requirements and General Operatingrsio
Sun-Flower Group, Inc. has its own office located a
Vinohrady 660,

760 01, Zlin.

The office is located almost in the city centerZiiin and is very accessible. It is very
important for the company because the commissimnbuwge and very often is necessity of

large space for vans and big cars.
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Figure 15. The plan/map of the company office (omeation)

Sun-Flower intends to operate Monday thru Fridaymfr8am to 4pm. But after some

consultation we can arrange a meeting in anothes.ti
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8. Management and Organization

Sun-Flower Group, Inc. has two owners who are shyatie company: Ing. Lubomir Zak

and David Ji¢ek. Ing. Lubomir Z&ak is the majority owner of thengpany and has a right

to decide about the company by himself. Mr. Zakdasckground of experiences with the
installations of the PV power-stations and all #heditional services. He is usually

completing the list of product and services. Mti¢ék is in charge of public relations,

communication with other companies (especially poeids and main partners) and also

completing and adding new ideas into the list ofdoicts and services.

The company has few regular employees as an a@udyuntho is very important to be

within the company, secretary and cleaner.
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9. Financial Analysis

First company analysis is for the year 2010 fromuday till December. For appropriate

analyzing of the financial situation of the compaisy necessary to know all the

circumstances during the year 2010:

January Sun-Flower built one solar power-statiora damily house with the
power 7kW/h and sold three inverters — 1 piece SMQ0TL and 2
pieces SB 5000TL. During this period were workinghe company
just two people (owners).

February 3 power-stations: 9kW/h + 4kW/h + 6kW+#h one of the powert
stations was built on the land. Sun-Flower hadntpley one person
as a part-time worker.

March 2 power-stations: 8kW/h and 7kW/h. The empéofrom February
stayed in the company.

April One solar power-station with the power of 4K\\and one inverter
SMC 5000TL. Two owners + one employee.

May One solar power-station with the power of 6kWIihe employee
left the company.

June One solar power-station with the power of 10kW

July One solar power-station with the power of 9kW/

August One solar power-station with the power d&\Aih.

September One solar power-station with the power 4&tW/h and 30
photovoltaic panels sold separately.

October One solar power-station with the powerldWVh.

November One solar power-station with the poweflkdt/h.

December One solar power-station with the powetkdf/h.

To be informed about the company’s money and bassirtbere is prepared an income
statement below. This document shows that the coynpad some problems in April and
also projects the situation within the Czech Rejouldlccording to the interruption of the

applications for the financial support there wetéod many orders in the year 2010. In the
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beginning the reality looked great and till Martle tompany had usually 2 or more orders.
During March the government started to speak albo@tproblems and possibility of
cancellation of the support. Based on this factcthmpany attracted a great amount of the
customers, sent the applications for the finargigiport and divided them into individual
months. Finally Sun-Flower scheduled some workthié end of the year 2010 and was
able to financial survive this period and have sqmuit.

From the income statement is also visible thahéldeginning of the year the company had
one part-time employee but after some time, becatisge absence of work, stayed only
the owners of the company and worked by themsetvbs profitable. The advertising and
marketing wasn't also really popular in the secbatf of the year but it is very clear that
the company didn’'t want to spend the money at itme when the applications weren’t
open.

To sum up the company’s year 2010 it is suitableayp that even if the company didn’t
have 5 or more employees the founders and alsortlyetwo workers earn good money

and can be satisfied with the results the compaxy h
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Figure 16. The income statement of the companyFBwmer Group, Inc. (own creation)
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CONCLUSION

Sun-Flower Group, Inc. is like any other companythe fact that it has the business plan
can be very advantageous.

The goal of every business plan is to providerdtbimation about the company from the
point of every possible field. The goal of this imess plan is to somehow sum up the
information about the company to help to understi#edsituation which appeared within
the market. Sometimes it is the only way how tdizeathe company’s potential and
possibilities to be better or even stable.

Finally I have come with some new ideas togethéh e executives of Sun-Flower and |
can say the business plan vitalized the comparfpr&¢he plan was written there weren’t
ideas about expanding on new markets abroad, siifdr a great deal of new products and

services, and at least even try to start from #grining.

The business plan presents basic but crucial irdbom about the company, its products
and services, marketing strategies, management,finadcial situation. It was a real
experience to be part of this plan and think aboedv ideas and innovations of the
company | have never thought before. | have leamdat of information both from the
field of marketing and management and from the tdgal situations, the company’'s
functioning, about the problems which can alwayseap, and mainly about the challenges

we can meet during the life.
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APPENDIX1.: EARTH'S ENERGY BUDGET

EARTH'S ENERGY BUDGET
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Figure 17. Earth’s energy budget

Source: EDRO, http://edro.wordpress.com/energylesagnergy-budget/ (accessed April
25, 2011)
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Figure 18. Earth’s Energy Budget Pie Graph

Source: Henrico County Public School, http://hcjescespot.com/science6/?p=3
(accessed April 25, 2011)



APPENDIXII.:  The photovoltaic system

How a Photovoltaic System Works

Solar Panels convenl
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Figure 19. How a PV system works

Source: Southern Vermont Renewable Energy, hibpegten.org/photovoltaic-pv/
(accessed April 25, 2011)



