Thoughts on the Speaker on Entrepreneurship
Last class session the speaker helped me realize that entrepreneur’s possess many attributes that I broke into two categories.  –Matthew Best
Skills

1. Find ways to improve operations and systems.

2. Able to implement their knowledge into action. 

3. Focus on the customer and service.

4. Very resourceful with limited resources.

A. Able to separate themselves from the competition whether in cost or service.

B. Able to network and bring minds, skills together.

C. Utilize the internet for credibility.

5. Constantly looking and listening for customer feedback.

6. Start out with basic, clear and concise goals.

7. Constantly probing for better opportunities, and solving problems.

8. Able to build relationships and network.

9. Know how to work with people and communicate with them.

10. Able to build alliances with organizations that compliment each others business.  (Based on SWOT Analysis).

11. Maintain highly trained staff.

12. Able to adapt internally and externally.

13. Understanding what others can benefit you.

Mindset

1. Bored with their regular employment.

2. A drive to do and achieve more.

3. Want authority and responsibilities.

4. Want to improve their living standards.

5. Willing to take calculated risks to accomplish their goals.

6. They want ownership in something larger than themselves.

7. Highly imaginative and can see possibilities and opportunities.  To see the future!

8. They like to be challenged.

9. Constantly questioning the system and process.

10. They understand themselves on ability and knowledge.

11. They see themselves as knowledgeable in many areas, and don’t limit themselves.

12. As the company grows the entrepreneur needs to relinquish duties, responsibilities, and authority.

13. Always trying to improve. 

(This portion is not part of the assignment)
BEST WIRELESS CORP.
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What is Our Business?
Best Wireless is a wireless communications startup that expects to build the next generation of wireless communications infrastructure.  This new technology will offer cell phone, high definition television, and WiMAX internet service, which is three times the speed of cable. Wireless has a range of 10 miles from each tower, in all directions.  
This new generation wireless technology is able to send signals up to 12 miles, and can offer regular phone service, cell phone, voice over internet protocol (VoIP), high definition television, and internet wireless service from the same signal.  Imagine watching television in the park, or browsing the internet from the beach.  Best Wireless would have the capability to blanket entire cities with this new technology called “WiMAX”.  WiMAX is capable through Intel components that is very new to the market and is still being perfected with research and development.  WiMAX is similar to wireless WiFi.  WiFi has larger bandwidth, but is measured in feet while WiMAX is measured in miles.
Best Wireless will require an investment of $20 million dollars from the private sector to start operations.  Investors who are qualified will be able to have a seat on our board of directors and will be eligible for stock options when the company goes public and a salary of $50,000 per year. 
We expect the technology to be improved upon by the time Best Wireless is fully funded for building infrastructure.  Best Wireless wants to be one of the first company’s to bring WiMAX technology to market.  Currently, WiMAX is being offered in certain areas of New York City and San Francisco.  Best Wireless will implement a strategy that will build WiMAX infrastructure in smaller cities, with a low cost structure.  This will avert head on competition between larger WiMAX competitors.  This strategy should give Best Wireless the opportunity to grow until we are big enough to challenge major competitors.  Southwest Airlines implemented this same strategy.  Expand in the small markets while competing on price, services, and controlling costs.
Who is our Customer?
For the first year our customers will be mainly businesses, and consumers wanting to consolidate their television, phone, and internet expenses.  Best Wireless believes we can reduce our customer’s expenses by an estimated fifty percent.  At the same time our customers will have more freedom to take their connection outside the office or home.  As long as our customers stay within city boundaries, they will always be connected to the world.
The Company Mission

Our company mission is to satisfy our customer’s communication wants and needs.  Best Wireless pledges to produce an innovative communication service at a fair price where both sides are equally satisfied.  We will educate the customer about new communication technologies that can change their lifestyle or business forever.
Consumer Marketing Objectives
WiMAX technology is in the embryonic stage and will be competing against large corporations such as Comcast and AT&T.  Both companies dominate the communications industry with coaxial cable and fiber optics to reach their customers.   Best Wireless will need to assist customers in setting up their computers, phones, and televisions to receive these WiMAX signals.  We will need to setup a local phone number to call 24 hours per day, with workman on call from 8AM to 10 PM at night.  We recognize that it will take several months to educate the customer on how WiMAX can really change the lives of people and businesses.  For this reason, we will have commercials in movie theaters and on television; perform direct mailings, and direct telemarketing.  We should have an estimated cost of $25 dollars per customer after marketing, building infrastructure, and daily operations.  The $25 dollars should shrink under $20 dollars once we have established ourselves in the marketplace.  The price of $49.99 will offer our customers a package of regular local phone service, voice over internet protocol (VoIP), high-speed internet, and basic high definition television.  The price would increase if the customer added more channels to their television.  VoIP customers will be capable of calling anywhere in the world without any additional expense.  Another positive aspect Best Wireless has is less taxes and fees, which phone companies are so notorious for.  The average consumer spends a combined total of about $100 dollars for phone, internet, and cable television.  Our pricing would offer the same services for fifty dollars less. In addition, the customer can leave the confines of their home and still be connected.  The customer must know how revolutionary this service is and how it will affect their pocket book.
Commercial Marketing Objectives

For the commercial sector Best Wireless will offer high-speed Internet, and VoIP services for only $34.99 every month.  Best Wireless plans to market businesses through a direct customer sales strategy, customized direct mailings and television commercials.  Internet service or VoIP could be bought individually for $19.99 every month.  
Commercial & Innovation Objectives
To generate more revenue every company needs to innovate.  At Best Wireless we plan to execute a marketing strategy for multiple products to multiple commercial industries.  For example, we plan on outsourcing the development of a WiMAX antenna to be placed on an automobile.  This antenna will be manufactured by RF Monolithics (RFMI) and will be marketed to: 
1. Business Executives – Increased Capability Fully Linked to the World
2. Insurance Agents and Claims People – Process Claims Faster
3. Fire and Ambulance Services – Access Victim Information Quicker
4. FBI and Other Federal Law Enforcement – Access Databases Quicker
5. State and Local Police – Fill Out Reports and Access Databases Quicker
6. Realtors – Process a Sale of a House Quicker
7. Car Dealership Maintenance Services – Car Can Alert Dealership of a Future Problem
8. Legislators & Reporters Wireless Phone or Lap Top – Verify Latest Legistlative, Executive, Judicial Information 

RF Monolithics will also produce a fixed antenna for:
1. Power Utility Companies – Wireless Meter Reader to Save Costs and Speed up Accounts Receivable
2. Home Security Industry – Able to Increase Capability to Home Security Systems
3. Marketing Billboards Become Digital and Wireless – Able to Update Bill Boards Quicker, Create Wireless Billboards at Red Light Intersections, Generating More Revenue, Decreasing Costs
4. Law Enforcement Security & Intelligence Agencies – Secret Service, FBI, CIA, NSA, Monitor High Valued Assets
5. Hotel and Hospitality Industry – Offer Internet & Television Daily Rates for Visitors ($5 dollars per day)
Impacts on Best Wireless
Best Wireless will need to conform to industry standards, which is regulated by the Federal Communication Commission (FCC).  The frequency our products will use is 802.16, which is currently the industry standard for WiMAX communication.  However, we will still need to gain an FCC license to operate our products on this frequency.  Based on our compliance with industry standards, we don’t see any problems attaining this license from the FCC.

Because our service is so revolutionary, we may have some small delays on setting specific dates.  Best Wireless will remedy this by focusing on our accomplishments rather than expectations.  All expectations will be handled internally and not released the public until it’s accomplished.
Growing Better Not Bigger
Best Wireless will begin operations in three carefully selected locations:
1. District of Columbia  – The District of Columbia has a large population of 582,049 and an area of 177 square kilometers, with many government offices. (Population Density: 3,481sq. km.)
2. Grand Rapids, Michigan – Grand Rapids has a population of 197,800 and an area of 117 square kilometers.  (Population Density: 1,711sq. km.)
3. Newark, New Jersey – Newark has a population of 280,451 and an area 67 square kilometers.  (Population Density: 4,167sq. km.)

4. Trenton, New Jersey – Trenton has only a population of 85,402, however only occupy’s 21 square kilometers. Trenton’s population density is just short of the city of Chicago.  (Population Density: 4,305sq. km.)
5. Paterson, New Jersey -  Paterson has a population of 149,222 and an area of 23 square kilometers.  (Population Density: 6,488sq. km.)
Best Wireless has chosen cities with high populated density, with smaller city boundaries.  This strategy will decrease the cost of building infrastructure, while reaching as many customers as possible.  This gives us the highest revenue potential with as little investment as possible.  These selected cities are state and federal cities with numerous government offices.  WiMAX could help security cameras outside state and federal office buildings, multiple agencies would have access to all cameras.  These cameras would be wireless and easy to move so potential criminals or terrorists could not easily predict response time.
The competition in Los Angels will need to build WiMAX infrastructure over 1,290 sq. km. to reach a density of 3,165 per sq. km.  The result is higher cost of revenue (Cost of Goods Sold), and higher cost per customer.  The competition will make the added cost up in volume, but we have not the time or resources to enter into such a large competitive market.  For example, Los Angels is 62 times the size of Trenton, New Jersey.  However, Trenton has much more population density in a much smaller area.  Trenton, New Jersey is a better investment for our small company with limited infrastructure and resources.  Best Wireless expects at least 5 percent of the population to add our services by the end of the first year of operations.  

All sites will work autonomously within their state, unless there is a natural disaster.  These are the five cities in which we will create our foundation.

Financial & Strategy Objectives

First Year: 1,294,924 Total Population X 5 percent = 64,746 Customers X $49.99 Avg. Price
= $3,236,663 Monthly Revenue X 12 Months = $38,839,950 Annual Revenue X 

Est. 50% Cost of Revenue = $19,419,975 Gross Margin – Est. $35 Million Expenses

= -($15,580,024) Est. Net Loss
(Figures do not include the funding of $20 million dollars to start operations.)

Second Year: 1,294,924 Total Population X 8 percent =103,594 Customers x $49.99 Avg. Price
= $5,178,664 Monthly Revenue X 12 Months = $62,143,969 Annual Revenue X

Est. 50% Cost of Revenue = $31,071,984 Gross Margin – Est. $20 Million Expenses

= $11,071,984 Est. Net Profit

In the second year Best Wireless expects to build WiMAX infrastructure in:

1. Annapolis, Maryland (20 sq. km. / 36,217 pop. = 2,056 density)

2. St. Paul, Minnesota (146 sq. km. / 287,151 pop. = 2,101 density)

3. Albany, New York (57 sq. km. / 94,226 pop. = 2,118 density) 
4. Dearborn, Michigan (63 sq. km. / 97,775 pop. = 1,550 density)
5. East Lansing, Michigan (33 sq. km. / 46,525 pop. = 1,597 density)

These five cities will add 562 thousand to the 1.29 million already able to use our service (1,856,818).  The following is a financial estimate for these five new cities.
Second Year:  561,894 Total Population X 5 percent = 28,095 Customers X $49.99 Avg. Price
= $1,404,454 Monthly Revenue X 12 Months = $16,853,449 Annual Revenue X

Est. 50% Cost of Revenue = $8,426,724 Gross Margin – Est. $30 Million Expenses
= -($21,573,276) Est. Net Loss

The second year will see us develop the most revolutionary products for production, and create WiMAX infrastructure for 10 cities in America.  
By the third year I expect to have more competition from large corporations.  However, by this time our new products such as the wireless meter reader for the utility companies and the digital wireless billboard for the advertising industry would be in full production.  Other products in full production would be the wireless camera placed in high areas such as buildings, towers, and helicopters.  Best Wireless has signed a letter of intent with FLIR Systems to manufacture cameras powerful enough to surveillance high-valued assets for Homeland Security.  This should help Best Wireless to remain one step ahead of the competition.  Best Wireless should breakeven after the third year of operations.
Within 5 years our objective is to generate over $250 million dollars in revenue, with multiple product lines generating a net profit.  Best Wireless plans to take the company public by this time to help generate more cash flow into the company.  I would not doubt that our company would be a prime takeover candidate if we meet all of these objectives.
Picking the right People
The most significant employees to this company are the people that market to our customers, while creating products for our customers.  Engineers, technicians, and our sales teams will make up 90 percent of our employees.  We will look for high energy, enthusiastic individuals who are excited about building a company and satisfying the wants and needs from our customers.  A team with passion is the difference between good and great companies.

Employee Environment & Development 
It’s important for management to know their employees.  If an employee or the entire team needs to be rewarded, management could easily satisfy the employee’s desires.  For example, if an employee in Trenton, New Jersey liked the Yankees, maybe give him 2 tickets near the Yankees dugout with VIP parking.  Little actions like this cost a few hundred dollars, yet make the difference of letting each individual know you recognized their hard work.  Other employees see their colleagues getting rewarded and want similar recognition.  However, sometimes the most gratifying is a simple pat on the back or a letter of recognition.  
It’s very important to constantly train our employees with the latest and innovative technology.  As a cutting edge communications company, it’s vitally important for our employees to remain up on the latest news and information.  This requires management to enlist employees in updated classes, seminars, and even magazine subscriptions.  Management will need to go to these events as well to know the new trends in the communications industry.

Social Responsibility
Management has a social responsibility to be honest to our employee’s, investors, customers, and our local communities.  In this environment of World Com and Enron, we feel ethics and honesty is our most important objective.  Management needs to clearly define the ethical standards.  Before interviewing job applicants, an ethical test would need to be taken.  When employees are hired they must clearly be taught these clear ethical standards.  Any compromise from those ethical standards would be immediate dismissal from their position.  From the CEO, down to the lowest employee, everyone will be accountable to the company’s ethical standards.  These standards would be reinforced at every appraisal, and an occasional speaker.
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