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A youth  company which wants to  have success in its field must  integrate Internet  in its activities. Indeed, it is necessary to make known its products throughout the world, to seek partners, etc.

Nowdays, using internet for business become more and more important and revenues from e-entreprise are increased these last year. It is an opportunity to reduce cost for many enterprise.

 Thus, it is important for the youth “entrepreneur” to initiate themselves with the conception  of a business plan (first step) and to know how to put this plan of busines in Internet (second step).

My communication will turn around the following points: 

I/ Definition of a business Plan

The drafting of a plan of development (' business plan') corresponds to a basic work necessary to the installation of a project of company. This consequent work makes it possible to the contractor to be posed a whole of questions on all the aspects of the creation and the development of its project, and to bring brief replies there.

The plan detailed below corresponds to a general model which must obviously be adapted by the contractor with his project. This one thus can, with its suitability, to develop or reduce some of the parts, the average length of a plan of development being from 15 to 40 pages.

The plan detailed below corresponds to a general model which must obviously be adapted by the promoter with his project. This one thus can, with its suitability, to develop or reduce some of the parts, the average length of a plan of development being from 20 to 50 pages.

With the reading of this document, the potential investor must have the feeling which the contractor presents a coherent and solid project. Within the framework of a first contact with the investors, the operational summary (' executive summary') accompanied by an agreement of confidentiality can only being communicated to some companies of venture capital carefully chosen by the contractor. If one or more of these companies are interested by the project, it will then be advisable to forward to them the plan of development.

1.1/ Content of a business Plan :

 To elaborate a business plan, here are some essential elements:

· presentation of the services;

· description of the market;

· description of the team

· financing

A- Presentation of the services

Which are the functionalities of the product or service suggested? 

- is the product or service protected (patents, marks, licences) 

- In what produces it or service corresponds to a non covered need by the market?

- Which pays the product or provided service?

B- Description of the market

-Which is the valorization of the market concerned? 

-Which is the volume of the market concerned?

- Which are the prospects for market trends? 

- Which is the percentage of the market aimed by the company? 

- Which are the direct or indirect competitors identified?

- Which are the elements of differentiation compared to competition?

- Which mode or distribution network is likely to be set up?

C- Description of the team

Who are the key members of the management team? 

- Which responsibilities were exerted?

- Which are recruitments considered?

D- Financing

Which is the need for total financing of the project? 

· Which is rising required funds? 

·  Which are the estimated and plane results of treasury over the first 12 months? at three years? 

·  Which is the mode of exit of the investor?

1.2/ Presentation of the products 

The object of this fundamental part is to manage to clearly expose the characteristics of the products and/or services offered. Although the field is generally technical, the presentation will have to be clear, the investor not being necessarily an expert on the matter (definition of the technical terms in a glossary; explanatory diagrams, etc.)

A- Nature of offer

- To carry out a presentation of the product or service (photographs, screen printing, drawings, etc), - Which are the functionalities of the product or the service (principal functions, secondary functions) - Which are the performances of the product or the service (made savings, comfort of use, speed of execution, etc.) ? - is the product or the service registered in a chain of products or services provided by the company? by thirds? - Which are the strong points of the offer? weak points? 

B -Stage of development of the project 

- is a which stage of development the project located? (concept, R/D, prototype/maquette, patent, beta test, marketing, etc.) ?

C- Technologies used, patents, marks 

- On which technologies the project is it founded? - are they technologies standardized or developed specifically for the project? - Which holds technologies used (patent, licence, etc.) ? - Which marks are deposited (in your country, other country, etc.) ? by which?

 D. Price

 - Which pays the product or the provided service? Which are the sources of income of the company (users and/or third)?

1.3/  COMPETING ENVIRONMENT

 the market research is a delicate operation, especially within the framework of emerging markets. If market research were carried out, it will be necessary to state the methods used to draw up these studies. The lesson drawn from experiments abroad will have to be appreciated with their right value. The collected data will have to appear reliable and indeed transposable with project 

A. Nature of the market

 - Which is the valorization of the market? - Which is the volume of the market? - is this a market with national or international dimension? - Which is the market trends? - Which are the actors of the market? in your country? abroad? - This market is it regulated in your country? abroad? (conditions of access; conditions of exercise) - Which percentage of this market is it aimed by the company? 

B- Customers 

- Which is the customer-target? which is the profile of the various potential customers concerned? - What seeks the potential customers concerned? Which are their needs? With what are they sensitive? - Which is the interest of the offer for the potential customers concerned? - Which is the principal direct competitors of the company? Where are they localised (in your country, abroad)? - Which is their profile (positioning, public image, shareholding, capital, sales turnover, profitability, shares of market, strategy, etc.) ? - Which are their strong points compared to the project? their weak points? - are they in measurement to carry out the products or services of the company? under which times? - Which are the elements of differentiation of competition compared to the project? - Which are the indirect competitors of the company (produced or services of substitution)?

1.4 OBJECTIVES

 the plan of development is an instrument of management which must make it possible to learn the lessons from last and to authorize certain readjustments. For this reason, the plan must include/understand objectives stages which the company will have to carry out. If the realism of the laid down objectives makes it possible to check the total coherence of the project in particular in comparison with the need for total financing, the conditions of realization (or nonrealization) of these key stages will be source of lessons.

A/ Calendar of exploitation

· Which is the calendar of the investments? - Which is the calendar of introduction or startup? – 

· Which is the calendar of marketing

   B/  Shares of market 

· Which share of market has to be held to remain on the market? to benefit? 

· Which share of market east aimed by the company? in which term? 

C- Sales turnover

· Which are the assumptions of forecasts of sales turnover? - In how long these forecasts of sales turnover will be carried out?

 D. Profitability 

·  Which is the sales turnover to realize to reach the dead point? - When the dead point have does to be reached? - When the company start will to make benefit? - Which are the prospects for remuneration of the investors? . 

1.5 / Strategies of the company

 the object of this part is to state the strategies selected to carry out the laid down objectives. The key elements of the offer will have to be analyzed: products, prices, distribution and the communication.

 A. Strategies 

- Which are the strategies installation by the company (control of key competences, alliances or associations possible, etc.) ? - Which is the strategy of the company as regards research? as regards industrial protection? - Which is the strategy of the company as regards development (internal growth, external growth, etc.) ? 

B. Production/Sous-Treatment

 - What will produce the company? - Which means are necessary? - Which provisioning are necessary? - Which will be the production entrusted to subcontracting? - Which are the financial needs related to the cycle for production?

 C Distribution 

- Which system of distribution was retained? - will the company have network of an internal or external sale? in your country? abroad? - Which are the investments necessary to set up the network (recruitment, etc.) ? - Which are the financial needs related to the cycle for marketing?

 D. Marketing Plan

 - How the company will communicate to make known its offer? - Which is the strategy of mark? - Which policy of communication will be implemented? Which type of promotion? Which type of publicity? on which media? –

A which level the company plans it to communicate (level regional, national, abroad, etc.) ? - Which is the pricing policy retained by the company? (' qualité/prix report/ratio ') - Which are the investments necessary to make known the offer of the company? - Which is the cost of acquisition of a customer? Which is the cost of development of consumer loyalty of a customer?

 E- Installations and equipment 
- Which are the equipment necessary to the correct operation of the company (machines, material, furniture, etc.) ? - Which are the needs for the company in the real plan (surface of buildings, etc.) ? - Which are the corresponding investments to realize (specific installations, etc.) ? - Which are the needs for financing related to the implementation of the exploitation?

 F- Strategic Partnerships

 - were partnerships (or they will be) concluded? near which? at which price?

 G Suppliers 

- Which will be the suppliers of the company? Will the company depend on one or several of its suppliers? Will it be able to change some? - will the suppliers of the company be localised in France? abroad? - Which will be the terms of payment? delivery periods?

H. Results reached 

- Sales turnover as of now realized, - Progress report of the project (realization of a prototype, deposit of a patent, constitution of a line of goods or services, etc), - Progress report in the commercial plan (signed prospective customers, contracts, etc). 

1.6/  MANAGEMENT TEAM - MANAGEMENT HUMAN RESOURCES 

It acts to introduce in this part the key people of the project by describing their role, their experiments and their complementarity, in order to reveal the adequacy between these people and the project.

A. Presentation of the management team

 It could thus be answered the questions hereafter: - Which is the key members of the team? (name, first name, age) - Which formations were followed? - Which responsibilities were exerted? which experiments were acquired? - Which professional achievements can be used as references? - Which are their fields of competence in the project? 

B Constitution of the management team

 - From which does the idea come from the project? Who is at the origin of the project? - How the management team was constituted around this project? - How is the management team organized? - Which are qualities and complementarities of the members of the management team?

 C- Management 

- human Resources - To present a flow chart of the company - Which are current manpower of the company, manpower necessary to reach? - Which are the strong points and weak points of current manpower? - Which are the measures to be taken to cure the weak points (recruitment, etc.) ? - Which is the calendar of recruitment? - will a system of profit-sharing of the employees be set up? (stock options, etc.) 

1.7/  LEGAL ASPECTS

 the description of the legal structure and the distribution of the capital, as well as policy of evolution of the capital, proves to be necessary to appreciate the degree of coherence of the legal assembly retained (with the possible obstacles or constraints) compared to the development under consideration of the company. In the same way, the capacities of the management team, investor and other partner within the company (as their evolution in the long term) will have to be specified.

 A. Legal form 

- Calendar - Which the legal shape of the company will est/sera? the amount of its capital? - Which are the legal representatives? - Which is the calendar of creation of the company? - was the company made up? did it begin its activity? 

B Evolution of the authorized capital 

- Which is the current distribution of the capital (identity of the shareholders, quota of the capital held, etc.) ? - were pacts of shareholders concluded? - Which will be the evolution of the capital in the long term (control, opening of the capital, introduction out of purse, etc.) ? - Which are the effects of the new issues of capital in terms of dilution? - the employees will be able to become shareholders of the company (stock options, etc.) ? 

C Industrial protection

 - Which is the lifespan of the product? - were patents deposited? Who is owner of the patents? Do there exist competitor patents? - does the company hold a particular know-how? developed by the company? - were marks deposited? Were domain names recorded? 

1.8 NEEDS FOR FINANCING

 the object of this essential part is to determine the amount of the various needs for financing considered it necessary to ensure the good end of the project. 

A. Need for total financing 

- Which is the need for total financing of the project? - Which are the funds whose company must lay out to finance the project under best the conditions? - Which is the destination of the financing (investments to be realized, requirement in working capital, etc.) ? - Which is the quota of the financing assigned to the expenditure of advertising/marketing? with the external loads? with the personnel costs? 

B Assembling required funds 

- Which is rising funds sought near the investors? - Which type of actions is proposed to the investors? - Which proportion of capital is proposed to the investors? Which is the valorization of the company? - Which is the calendar of the needs for financing?

 C Profitability of the investment 

- Which are the elements likely to improve the profitability of the project? 

1.9/ FINANCIAL DOCUMENTS

 the financial documents appearing in this part must reveal all the assumptions as well as the various options retained in the plan of development (shares of market, growth of the sector, costs, investments, sales turnover, etc), without revealing of inconsistency. The various assumptions retained in the financial documents will have to reveal a certain flexibility authorizing of the margins of man?uvre (in particular in the event of not-realization partial or total of the forecasts). The financial documents will reveal the risks at the various stages of the project and the means of curing it (share of financing being used as reserve of safety, external refinancing, etc). The various budgets will have to appear with a level of important detail in order to as well as possible determine the incidences in terms of treasury (the detail of the financial statements will be able with the need to appear as an annexe).

 A. Estimated tables of financing

 - calendar of the needs, - nature of the successive new issues of capital, - forecasts of dilution of the capital. 

B Monthly estimated income statements over the first 12 months On the level of the products:

 - identification of the various categories of products (sales, publicity, etc), - identification of the unit price of the product or the provided service, - volume of the sales turnover considered, - incidences of nonthe achievement of objectives (effects of competition, etc). On the level of the loads: - identification of the fixed loads (supported loads whatever the level of activity of the company), - identification of the variable costs (costs proportional according to the activity), - identification of the unit cost of cost of the product or the provided service.

 C Annual income statement on 3/5 years - calendar of profitability

 D. Plan of treasury monthly magazine over the first 12 months

 - Which are the terms of payment of the customers? conditions of payment of the suppliers? - Which are the identified peaks of treasury? the amount of the bank overdrafts? reasons for those? means of curing it? - In the event of does realization of a sales turnover lower than 20% of the forecasts, the company incur the risk of a state of suspension of the payments?

1.10/  MODES OF EXIT OF the INVESTORS 

are taken into account by the investors as well the appreciation suitable for be carried out by the investor as the liquidity of the investment. The modes of exit will be able to consist, according to the strategy of development retained, in: - an introduction out of purse, - the repurchase by an industrialist, - the repurchase by a financier.

II/  Integration business Plan in internet : Keys points

2.1/ Safety on Internet

 Many companies mention that safety is their principal concern, as regards transactions on line. Indeed

Several dangers exist on the motorway of information and could possibly cause damage in the active of your company.  It is very important to know the possible dangers that your information system and your commercial data run is the first measurement to take to effectively arm you against the virtual threats like the viruses, the data-processing pirates, etc.

 One knows that the viruses stop the activities of the companies in the whole world in a few seconds - but you can avoid this kind of problems with a little knowledge and precaution. A fire wall can control the visits with your Web site and inform you of any intrusion dishonest person. To know how to manage your preferences as regards navigators can also protect you from possible threats. The coding of the emails is another means of protecting the delicate information. 
It is necessary to learn how to keep up to date an antiviral software and to discover various procedures of help aiming at protecting the commercial data 

· to admit various extensions of files 

· including/understanding coding .

2.2/ Information system 

 keep the customers informed of your activities .  If you seek a tool of profitable and powerful marketing, you should seriously plan to you to create an information system for exemple an electronic bulletin for your company. The electronic bulletin is one of the promotional tools most effective of which you laid out, tool whose implementation is not expensive since it is not relatively expensive to produce and to distribute. This tool enables you to increase your customers, to remain in relation to former customers and partners and to promote your products and services. Moreover, the electronic bulletins make it possible your company to quickly disseminate information and the good moment. The electronic bulletins can also establish and reaffirm credibility on line of your company. The electronic bulletins are recognized more and more as of important tactics of marketing which fidelize the customers, increase sensitizing with the public image and multiply the sales. The capacity to keep the parts interested and the customers the informed of your activities and informed of the products and services new or improved that you offer becomes also an asset essential to success.     
2.3/  Planning of a Web site  

Seven particular elements make Planning of a Web site: 

· Objectives of the Web site :  Outline of the principles of design, the format and the implementation of the site. 

· Examination of competition  : Location of your competitors on the Web - to know which is already on line.   

· particularity related on the hardware and the software :  Examination of existing technology on the spot in order to establish the required minimal levellings, for example, the fretterers or the email. 

· Lodging of the Web site  : Choice of a suitable recording domain name of your field. 

· Contains of the Web site  : Fast outline of the tools of imagery and HTML, the transfer of the files and good photographs of products.  

·  Questions related on human resources and the company  : The questions like the identification of the company and the engagement of the employees are very important in a market on line.

·  Guide of implementation of a Web site :  Register of all the details which you should not forget like the use of logos, colors, the contents, the marks of trade, policies (for example: personal information/safety, forwarding, returns, guarantees) and chart of the site.

2.4/  Promotion on line  

The Web sites with success transform  visitsors in requests, demands for relations and relations in sales.  To succeed in being established in the total competitive market, Small and medium enterprise (SME) must know that the implementation of a commercial Web site constitutes only the beginning of the step. It is of the highest importance to attract the visitors with your site and to transform them into purchasers. 

2.5/ Sale by Internet  

  As the solutions aiming at the electronic trade are softened and that the confidence of the consumer increases, of small increasingly many companies their products and their services on line sell. It is important to know how to add a function supplements of electronic trade to the Web site of your company in order to better meet your aims of sales.

   The sale by Internet can be  composed of five principal sections:

· Composantes of a Web site : technical elements, safety, role of the supplier of payment and establishments financial. 

· Options of payment :   This points include/understand the transactions by credit card in real time, emergent technologies (electronic species, smart cards, microphone-payments, wallets numerical, etc), how to avoid the frauds and they also options of payment of company treat with company.  

·  Choice of the good option : It consist to compare solutions of electronic trade with complete service, the virtual carriages and the personalized solutions. It will also examine simpler ways and less expensive to take the orders and it will tackle questions concerning the payments.

·  Composantes of a good store on line :  It consist to use examples of existing stores on line to illustrate various functions that the customer will be able to incorporate in his Web site. 

III/ Recommendation for the creation of e-enterprise

Four principal questions are very important to integrate by the creators : material, software, web site and enterprise.  

3.1 Questions related to the material

It consist to examines technology with your place of businesses and reference mark the sectors which must be levelled or modified. That includes/understands the working stations, connectivity Internet, the accessories numerical, the material like printers and modems, the storage and the data protection.  

 3.2 Questions related to the software  

 It’s necessary to examine the individual commercial needs which can include operating systems,  products of office automation, the accounting packages, the fretterers, the email, the software of protection against the viruses, the tools of imagery and edition HTML and the file transfer protocol (ftp).

3.2 Questions related to the Web site 

It concern questions in connection with the recording of domain names, lodging, the graphs, the photographs of products, technical and strategic marketing and the planning of the electronic trade.   

3.3 Questions related to the company 

The fact of adding an electronic window to a traditional company means that it is necessary to readjust the commercial processes so as to work in a virtual market. It is very important to  establish a set of priorities and examine the commercial questions which refer to the activities on line like the attribution of human and financial resources, the identification of the company, safety and the information personal, the companies of forwarding and haulage, the taxes and the customs, the rules of payment and many other questions.

IV/ CONCLUSION

4.1/ Opportunity to develop youth business

The sector of the NTIC is today, and by far, that which offers the most new opportunities, as the examples of several  countries and in particular the developing countries. 

The cost of a software is for exemple almost a fixed cost and practically does not depend on the number of customers: if you multiply per 1000 the number of your customers you practically divide by this same figure your unit cost price…

More than in other fields, the creation of companies in the NTIC practically concerns the young people as of the end of their studies as show it many success-stories   Few capital and necessary professional experiment to start    at least in a very first stage, to create a company in this field, requires very few 

 In the NTIC generaly , the creator will focus himself more on the creation of appreciations, in the long term guarantees strong growth, that on the realization of fast benefit . 

  A youth  which in general does not have yet a dependent does not have anything to lose in the adventure. He is at one time of his life particularly favorable to this type of taking risk.

4.2/ Opportunity to create youth employment by e-enterprise

·   Companies exploiting the Internet to develop their activities:    publicity, small advertisements,   

·  Companies created to develop tools contributing to the electronic trade:   Are concerned the software of electronic payment, the search engines, the plays (infograme,…), catalogues tools for training, the data retrieval,  translation   

·  Service firms Internet:   - Suppliers of access, software firm, , safety. 

·   Companies not using by necessarily Internet but created starting from the new needs that it generates:   Logistics, specialized reviews, training, distributors,

4.3 Some first measures to be taken to facilitate the creation of companies in the field of 

       the NTIC and e-enterprise      

·  The creator of company needs to save his time:   He must devote himself to his project and especially to his customers and this in his heart of trade.   For that it will be useful for him to be able to find before to have even created juridically its company reception facilities (incubating) bringing a logistic support to him (offices suitably connected to Internet, rooms conference, means general,…) able to provide precise and complete information for which has creative young need and facilitating the achievement of the administrative formalities of which everyone agrees to find that they remain still notably too heavy.

·  to be able to answer the difficulties encountered during the development of the project.    financial (capital of proximity, banks,…) for the financial arrangement of the project, industrialists because the small company will be able in general to develop only while remaining centered on its trade and will undoubtedly need partners or subcontractors, suppliers and customers.   This is why it appears completely important to encourage the creation of “incubators” or the development of those which start to be set up   - connected well certainly to centers of technological resources but also, and they is also determining for success, with educational establishments ensuring a formation the creation of companies and whose professors are likely to accompany the creators in particular in the field by management and the right.   - and established in a technopolis near seedbeds of companies, connected well to industrial and financial fabric.

·  These incubators must also be able to be used as centers of resources for the other youth
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