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BUSINESS PLAN SUMMARY 

The plan for this business is to develop, produce and distribute innovative, popular high tech toys 

that appeal to a large market. Our plan is to initially develop a single product; RacePerspective to 

launch the business, with additional products implemented in the future. The Kickstarter funding 

model and the partnership of engineers means this business has very low risk, and a high 

potential for a stable outcome. The low cost of RacePerspective allows for an aggressive pricing 

strategy and high potential for profits after the first year. RacePerspective and has high 

entertainment value, is innovative and high tech, which suits marketing to tech minded people 

and allows for effective online marketing and sales techniques. This business is low risk, has high 

potential for profit, provides products that are easily marketable and distributable, has a plan for 

the future and has the backing of a partnership of engineers to maintain stability and innovation. 

The Business 

Business name: Beta Pty Ltd 

Business structure: Partnership 

ABN: 53 004 085 616 

ACN: 000 000 019 

Business location: 1 Science Drive, BUNDOORA VIC 3086 

Date established: 30 Mar 2015 

Business owner(s): Mahnoosh Farahani, Darby Connell, Samuel Edwards, James Moorfield, 

Ahmed Yousef. 

Products/services: RacePerspective WiFi controlled racing car 

The Market 

Target market: 

Our target market is tech savvy, smart phone users who are young or young at heart. 

Marketing strategy: 

We will target our market through an aggressive online advertising strategy. Additionally, we 

will be present at toy fairs and will approach retailers directly to encourage our product to be 

stocked on hobby shop shelves.  
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The Future 

Vision statement: 

The vision of Beta and RacePerspective is to become a market leader in innovative, perspective 

driven toys. The future of the business is to branch out into several product variations including 

remote controlled quad copters and boats. Development is also planned on a RacePerspective kit 

that can transform any remote control vehicle into a RacePerspective toy. Long term goals of the 

company include expanding into the global market and seeing a RacePerspective device adopted 

as commonplace in the average household. 

Goals/objectives: 

 Provide high quality products  

 Providing excellent customer service 

 Become a recognised brand 

In terms of long term goals we see the company and our product offerings growing to create a 

niche market in racing toys that leverage the processing power of our customers’ smart devices. 

The Finances 

The net profit planned by this business in the first year of sales is $53,590.40. The initial startup 

funding required is $145,000. This startup capital is planned to come from crowdfunding through 

Kickstarter, government grants, personal finance, a bank loan and other investors. $6,000 from each 

business partner, totaling in $30,000 is to come from the owners, with the rest of the finance from 

outside sources. 



1. THE BUSINESS 

Business Details 

This business is a start-up with low risk and is formed by a partnership of engineers. Our only 
initial product is the remote control car innovation RacePerspective. RacePerspective is a unique 
product that combines the remote control car with an innovative control method that simulates 
driving the car from the driver’s seat. Expected demand is 2000 units for the first six months. 
And 4000 for the second six months totalling 6000 units for the first year of sales.  

Registration Details 

Business name: Beta Pty Ltd 

Date registered: 01 Mar 15 

Location registered: Australia 

Business structure: Partnership 

ABN: 53 004 085 616 

ACN: 000 000 019  

Domain names: beta.com.au 

Business Premises 

Business location. 1 Science Drive, BUNDOORA VIC 3086 

Lease. The warehouse to be rented is located at 13 Oborn Road, Mount Barker, SA, this property 
has a floor space of 157m which is more than adequate for our storage needs. This property has a 
renting cost of $15,000 P/A which will be paid in monthly deposits of $1250. 
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Organisational Chart 

 

Management and Ownership 

Name of owners: Mahnoosh Farahani, Samuel Edwards, James Moorfield, Darby Connell, 

Ahmed Yousef. 

Details of management and ownership. This is a small start-up business owned by the five 

employees in the chart above. Each partner brings their own experience and skills but all are 

electronic engineers who contribute to product development. Samuel Edwards leads Research 

and Development and is responsible for technical innovation. James Moorfield is our Sales and 

Marketing director. Darby Connell is Financial Director and manages our budget to ensure the 

achievement of our goals. Ahmed Yousef leads our operations and provides risk management, 

quality assurance and future planning. 

  

CEO 

Mahnoosh 
Farahani  

Research and 
Development 

Sam Edwards 

Sales and 
Marketing 

James Moorfield 

Finance 

Darby Connell  

Operations 

Ahmed Yousef 
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Key Personnel 

Chief Executive Officer – Mahnoosh Farahani 

Electronic engineer with management and leadership background in electronic projects. 

Director of Sales and Marketing – James Moorfield 

Account manager with electronic engineering background and marketing information systems. 

Director of Finance – Darby Connell 

Experienced in Financial plan implementation and management. 

Director of Operations – Ahmed Yousef 

Operations and planning expert. 

Training Programs and Skill Retention Strategies 

All the staffs are required to undertake relevant courses in their field within the duration of their 

contract with the company. These courses will be funded by the company and are the 

responsibility of the operations manager. The company view this as an investment for the future 

and in addition, add values to personnel qualifications. The partners are also required to maintain 

industry relevant skills as well as developing management and leadership through continued 

learning. 

Job Descriptions 

Director of Research and Development. This position is responsible for introducing new 

innovation as well as maintaining continuous innovation for the company and its products. The 

R&D role is to implement innovation in a way that it would be compatible with existing products 

and update the company with technologies to promote company capability. This will help the 

company to remain an up to date, innovative, stable organization.  This position takes care of 

customer needs through continuous and new innovation. 

Director of Sales and Marketing. Marketing and sales directors’ main role is to define the best 

marketing strategy that suits company goals. This role involves identifying, satisfying and 

retaining customers. Marketing and sales persons must know the company’s target market and be 

experienced in taking advantage of marketing tools to help the product to find its place in the 

market. This role is responsible for bringing creativity into advertisement and persuading 

customers to remember the company and the product as well as motivating them to purchase.  

Director of Finance. Financial director provides financial management and support to the 

company activities considering the budget limits. For this small private company the financial 

director is responsible for helping all parts of the business to manage their budget. The financial 
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director is responsible for maximizing investment profits and minimizing risks while ensuring 

that a control structure is in place over the transfer and investment of funds. 

Director of Operations. Operations manager is responsible for making the company’s 

management team aware of all possible risks which threaten each part of the business and 

developing possible solutions. While each member of the management team is responsible to 

provide risk management in their own area, the operational manager must provide a full 

document of risk management for the company as a whole. This document must include all the 

likely problems which can be predicted in additional to possible solutions. Legal considerations 

are also included in this role. The operational manager will contribute in any decision making 

action of the management team in order to review the risks and legal aspects of the decisions.   

The Future 

Mission 

To create fun, affordable, incredible electronic toys. 

Vision 

The vision of Beta and RacePerspective is to become a market leader in innovative, perspective 

driven toys. The future of the business is to branch out into several product variations including 

remote controlled quad copters and boats. Development is also planned on a RacePerspective kit 

that can transform any remote control vehicle into a RacePerspective toy. Long term goals of the 

company include expanding into the global market and seeing a RacePerspective device adopted 

as commonplace in the average household. 

Goals and Objectives. As a startup business, our main goal is to fit into the target market while 

maximizing the asset turnover of the company. Since asset turnover is defined as sales revenue 

divided by average assets, the maximum asset turnover is achieved by maximizing the sales 

revenue. In other words, an asset turnover of 1 or more is desirable as one of the company’s main 

visions for the duration of company’s first project (which is the race perspective car).  

In order to accomplish this goal, a proper marketing strategy needs to be implemented in a way 

that the amount of sales revenue reaches the company’s average assets. Thus, maintaining a 

suitable marketing strategy would be considered as another general vision for the company. A 

proper marketing strategy also helps the company’s fame amongst the competitors which is also 

one of the critical goals of any startup business. 
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Short term goals of the company: 

• Establish RacePerspective into the Target market 

• Initiate advertisement and pre-production marketing and production research 

• Produce 2000 units of the first product and prepare them for released 

• Provide excellent customer service to persuade consumers to enthusiastically look for the 

next products to be released 

• Make a “Brand” out of the company name by running races and crowd funding 

• Strive for company asset turnover > 1 by pushing sales revenue > average assets to 

provide enough capital for continuous manufacturing and development of new products 

Long term goals of the company: 

• Increasing product variations such as boats and helicopters 

• Adding values to staff qualifications by undertaking certificate courses relevant to their 

field 

• Maintain continuous innovation and new innovations 

• Develop RacePerspective kit which can be attached to any normal toy car, boat or 

helicopter 

Plan of Actions 

Milestone  Completion date  Responsible  

Asset turnover >= 1 Within 1 year Finance 

Developing product kit  After 1 year Research and Development 

Risk analysis Constant Operations 

Prototype completed  15 Jun 15 Research and Development 

Kickstarter campaign starts  15 Jul 15 Sales and Marketing 

Kickstarter campaign ends 01 Sep 15 Sales and Marketing 

First production run goes on sale 15 Nov 15 Entire Team 

Establish RacePerspective into 
target market  

01 Dec 15 Sales and Marketing 
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Product description 

RacePerspective (Fig. 1.1) is a product that combines the remote control car with an innovative 
control method that simulates driving the car from the driver’s seat. This product combines a 
remote control car body with a digital camera and smart device control to take advantage of the 
market for cost effective, integrated, high tech hobbies and toys. The innovation in Race 
Perspective is providing the operator with a view from the driver’s seat, increasing the sensory 
experience up to a level near driving a real race car. This product utilizes WiFi communications 
to stream image data directly to your smart-phone, tablet or computer and send control 
commands back to the racer. The high quality of construction and versatile design enables Race 
Perspective to be taken to homemade or arcade race tracks indoors and outdoors and raced 
against friends or in competition. All of this is accomplished for a reasonable price of $132, 
including GST.  

Market research concluded our planned footprint dimensions of 18 × 27 cm was our customer’s 
preferred size. The ability to operate indoors and outdoors, off-road and on-road and robust 
enough for competitive racing were also desired by our customers. 

 

Figure 1.1 RacePerspective 

Market position 

The market position of Race Perspective is a competitive entertainment product. This product fits 
into the market where high tech gadgets meet racing and entertainment. There is no product on 
the market that provides a remote control car race experience from the driver's seat. This 
compares to our main competitor of spy cars that are a budget WiFi controlled car with a camera 
mounted on top. 
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Unique selling position 

Our product will sell because of the simple innovation that will create an entirely unique 
experience for the user. This experience combined with the social gameplay and the high replay 
value will attract sales and retain customers in the long term. Customers are always looking to 
get the most from their technology and our product will provide to opportunity to get perceived 
value from their smart device in a social, high tech gaming experience.  

Anticipated demand 

The anticipated demand per customer is 1-4 every year that a new version is released. The 
average customer is expected to purchase one product and then either purchase enough to host 
racing, or encourage their friends to purchase their own. Each version of the product is expected 
to satisfy the needs of the customer until the release of the next version. There is also the 
customer base that will buy in large quantities such as arcades that intend to host larger scale 
races and race tournaments. This is anticipated to result in orders from 20 to 50 units once off, 
then upkeep units of 10-15 per year.  

Pricing strategy 

The primary pricing strategy to be employed with this product is the creaming/skimming pricing 
strategy. In this case the product will be sold up to five times greater than cost in order to cover 
overheads, the costs of the initial investment, and promote the perception of quality of the 
product. This will also set the benchmark for a unique product that combines the markets for 
games, high tech gadgetry and hobby cars. The product price of $132 will provide this while 
leaving the opportunity to utilise other pricing strategies to suit the developing market. 

Value to customer 

The customer will view this product as a luxury that is used for entertainment purposes. The tech 
savvy young people that make up the primary market will see the value of this device in its social 
entertainment aspects as well as providing additional perceived value to their smart devices. 
Controlling a physical object via smart device adds real world value to the device rather than 
being limited to the virtual world.  

Growth potential 

The growth of this product is predicted to be 25% every year from the initial year of release. This 
is expected to be driven by the self-marketing that this product will produce, as well as the 
constant innovation that will be applied to the product. This product will have great self-
marketing potential because the vast majority of users will post race videos on social media 
through RacePerspective applications according to the market research. This will encourage a 
wider customer base to become informed and motivated to use the product. Race Perspective 
will be subject to constant innovation both in the physical product and in the underlying 
software. This will include variants of the physical racer, race and track accessories and 
improvements to the design. Constant software innovation will be of great importance to 
maintain ease of use, replay value and quality of performance. This innovation will keep the 
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product fresh for existing customers and appealing to new customers in order to promote future 
growth.  

 
Research and development 

The innovative aspect of RacePerspective is the combination of well-established technologies to 
form an entirely unique device. Remote control cars, digital cameras and WiFi communication 
are common to many households. This innovation combines the three to form a new device with 
potential to enter many homes as children's toys, adult hobbies and even create a new miniature 
car racing sport. 

Research and development (R&D) for Race Perspective will be conducted in order to produce an 
easy to use, enjoyable and robust product. R&D will be conducted in the following areas: 

• software development 

• smart device implementation 

• video compression algorithms 

• real-time data streaming   

• battery life optimisation 

• dedicated silicone development 

Software development includes the user-end control software as well as the embedded device 
software. User end software will be crucial to the RacePerspective experience because it is the 
driving factor in ease of use, interactivity and replay-value. Ease of use when connecting remote 
devices can heavily impact the user’s experience with a device. RacePerspective connectivity 
will be fast and reliable within device range. Interactivity is very important in gaming and 
controlling hobby devices. Software development will focus significantly on easy to use controls, 
including touch screen controls, inertial controls (tilting device acts as a steering wheel) and 
alternative control support such as external controllers. Replay value will be controlled 
significantly by the software implementation on the control devices. Software additions like lap 
timers/counters, where the car is placed, power-ups, and alternative objectives like capture the 
flag and destruction derby are all possible through software implementation and have the 
potential to add replay value to the device.  

Embedded device software will serve the purpose of establishing a connection via WiFi and 
transmitting the image data back through the WiFi module. It will also serve to execute the 
commands sent to it from the control device with regards to steering and throttle. Smart device 
implementation of software includes porting the developed software onto android, iOS and 
windows devices. The free RacePerspective application download will be applied to all three 
major operating systems for tablets, phones and PC. This will allow all users the opportunity to 
use the device of their choice as the control for RacePerspective. An important consideration is 



! 9!

that all platforms will be able to race together regardless of operating system and that they all 
look and operate the same. The exception to this is the PC implementation. PC will be 
implemented with additional support for external controllers and will be capable of more 
intensive image processing should the game require it.  

Video compression algorithms will be investigated for their application in faster data 
transmission and improved image quality. They will be implemented when required within the 
embedded system, as well as on the control device in order to efficiently store saved race 
footage. Development of video compression will take into consideration the limited processing 
power on board the race car, as well as the data transmission rate available to maintain image 
quality and frame rate. Control devices also have processing limitations for consideration when 
displaying and storing the race footage.  

Real-time data streaming will be crucial to the Race Perspective experience. Product 
development will be constrained by a maximum display and control lag of 300ms with optimum 
being below 100ms. This will provide a real-time feel to the display and control of the device 
while allowing processing and transmission time.  

Battery life optimisation will be performed in hardware and software. Hardware chosen will 
reflect the need for efficient power use while maintaining high quality. Software will be 
developed to reflect the need to conserve battery life. This will be done by ensuring components 
are off when not required and used as minimally as possible while still maintaining full 
functionality. This includes the processor, which will be used as efficiently as possible by 
minimising any image processing computations.  

Custom silicone refers to the development of a customized gate array to act as the embedded 
processor through programming in VHDL, and developed using an FPGA. This method is viable 
only with very large quantities and would be a long term development consideration. The end 
result would be a very cost effective, efficient, capable processor dedicated to the product.  

Intellectual Property 

The innovation of this product is to be protected through the use of a patent for the particular 
product design. RacePerspective trademark and registered business name is reserved explicitly 
for use within the RacePerspective business. Standard operating procedure is for every employee 
to sign a confidentiality and intellectual property agreement to protect the integrity of the 
innovation until the official release of the product, as well as to maintain the intellectual property 
surrounding the product design. Manufacturing partners of RacePerspective will be required as 
part of their contract to agree to confidentiality regarding the innovative aspects of race 
perspective. 

Technology 

The technology required for this business will be used to design a website, build the applications 
for android, iOS and windows and develop embedded software for the device. Website design, 
software is expected to cost $150, while development software for android, iOS, windows and 
the embedded system can all be sourced free. The cost of developing these technologies will be 
in the time spent by the business partners. The electronic engineer qualified business partners are 
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expected to provide 100 to 200 hours of labour without monetary cost to the business in order to 
develop the product. The development of the website will include financial transfer software as 
well as informative and marketing aspects. This is expected to cost $1000 and will be contracted 
out to a third party. 

Operations: 

Production process 

The production of RacePerspective is planned to take place in stages in China, before it is 
shipped to our Australian warehouse. There is a planned partnering to take place with the 
ToysBase factory in China, which is to receive shipments of components from other parts 
suppliers in China. The verbal partnering agreement is for RacePerspective production runs to 
take place in the ToysBase factory, combining the remote control car body produced on site with 
additional components produced by our other suppliers. Re-tooling costs for each production run 
are to be set at $1500 with a 100% mark-up on the original cost of producing the car body to 
assemble the RacePerspective components. The units will then be packaged and shipped in bulk. 
Shipping to customers will take place from the Australian warehouse. 

Suppliers 

The main suppliers are ToysBase Co. Ltd. Supplying the car frame and assembling the 
components, TxHang Electronics Co. Ltd. Supplying the WIFI module and Shenzhen 
Technology Co. Ltd. Supplying the battery. Other suppliers providing lower cost components 
have been selected and are subject to competitive selection closer to production.   

Plant and Equipment 

Current equipment can be seen in the below table. Included is personal contributions from the 
business partners to develop the product. 

 

Equipment Purchase date  Purchase price Running Costs 

Dell laptop Jan 2015 $650 Included in overheads 

Acer laptop July 2014 $700 Included in overheads 

Mac book pro July 2011 $1300 Included in overheads 

Sony Laptop March 2013 $1100 Included in overheads 

HP laptop Oct 2014 $800 Included in overheads 
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Insurance 

Beta Pty Ltd will be insured by AAMI small business insurance at a cost of $1,200 annually. 
This insurance provides for loss and damage of stock due to fire, theft, flood and other factors as 
well as protecting from damage due to employee accident. 

Risk Assessment 

The main areas of risk that were identified for mitigation were: imitators, shortfall in sales on 
initial product run, web threats, and physical damage or injury caused by the product. The full 
risk assessment summary is in annex A. After mitigation, the overall greatest threat category is 
due to imitators which has been assessed as high risk. Insufficient sales due to difficulty 
obtaining market share is assessed as a medium risk, after risk controls are implemented. All 
other risks, after remediation, are assessed as low. 

Legal 

RacePerspective will be subject to a world-wide patent. This is to discourage imitators targeting 
markets before our business is able to grow to reach them. Our business complies with all 
Australian laws and understands that being a good corporate citizen is not only legal compliance. 
We desire to be a company that our retailers find us easy and professional to work with. 

Sustainability plan 

Product packaging will be made of 100% recycled materials to reduce our environmental 
footprint. By using quality components RacePerspective is designed to have a long product life 
and not end up in landfill after a few weeks. The car includes a rechargeable lithium ion battery 
that offers great performance and avoids disposable battery waste. Beta is committed to purchase 
a minimum of 50% of our energy requirement from renewable sources. It is planned that our use 
of renewables will expand significantly as our business grows. We aim to be a leader in 
sustainability as our company grows. 
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THE MARKET 

Customer Demographics 

RacePerspective is a recreational product that leverages the technology built into modern 
mobile phones. Our customers will therefore likely be tech-savvy and invested in consumer 
electronics. Morris et el 20001 identified younger people as being more likely to readily 
accept new technology but notes that over time older consumers adoption rates quickly start 
to catch up. Our early adopters will most likely be young. Smart phones can also be quite 
expensive. Our customers will be looking for ways to employ their phones to add perceived 
value and validate their purchase. 

Market Research 

A survey of a group of 26 university students undertaking a management course in the 
science, technology and engineering college at La Trobe University, Melbourne. This group 
was predominantly school leavers who were close to completing their studies. As young, 
technology literate innovators, they are representative of our target market. The survey results 
are in annex B, the survey data is in annex C, and a copy of the survey used is in annex D. All 
those asked completed the survey as requested. 

The results of the survey provided information useful to the development of a pricing 
strategy. Fig. 2.1 shows customer retail price expectation. The relationship between price and 
product dimensions was found to be largely independent in all categories except for the micro 
size (that was preferred by 15% of respondents). 4% of respondents indicated they would pay 
$150 or more; 31% indicated $95 or more; 54% indicated $70 or more; and 92% of 
respondents indicated $45 or more. 

 

Figure 2.1 Customer expected retail price. 

Fig. 2.2 shows the proportion of total use by driving surface as indicated by the respondents. 
RacePerspective would be used on surfaces typically encountered outdoors 71% of the time. 
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1$MORRIS, M. G. and VENKATESH, V. (2000), AGE DIFFERENCES IN TECHNOLOGY ADOPTION 

DECISIONS: IMPLICATIONS FOR A CHANGING WORK FORCE. Personnel Psychology, 53: 375–403. 

doi: 10.1111/j.1744-6570.2000.tb00206.x$
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85% of our customers were satisfied with dirt roads being the most difficult surface our 
product was capable of racing on. These observations suggest expending resources on 
developing extensive difficult terrain capabilities would be wasteful but an ability to tolerate 
outdoor conditions is required. 

 

Figure 2.2 Percentage of use by ground surface. 

Of note is that 73% of the respondents cited a desire to post their races on social media. This 
suggests the software component of RacePerspective will need to be modern and well 
developed. Efficient integration of social media will greatly support the positive user 
experience that is desired. It is likely that software development will require significant 
development effort and will be one of the main determinants for success. 

Market Targets  

The target market is young, or young at heart. Our customers will find the idea of car racing 
exciting and enticing. They are tech savvy and be fimiliar with apps and app stores. They are 
also smart phone owners and have invested sometimes hundreds of dollars in high tech smart 
phones.  

Industry Analysis 

An analysis of our industry and where we fit into it is shown in the SWOT analysis in the next 
sections. There are no businesses marketing a WiFi capable racing product like our product. 
Our closest competitors produce ‘spy cars’. While these spy cars feature WiFi and similar 
cameras, they are not marketed as a faimly product like RacePerspective. Moreover, their 
products do not integrate with social media in the same way as our product. The industry is 
highly fragmented with many retailers and maufacturers in competition. 

Customer Management 

Our customer management strategy will be centred around maintaining a database of our 
retailers and our web presence. Our contact database will be integrated with our invoicing 
system and aims to nurture our retail relationships and build trust in our brand. We are 
actively looking for retailers that will present our product favourably to our target market. Our 
website will allow us to keep in contact with our customers by email. 

Concrete$

Wood$

Carpet$

Dirt$

Brick$



2"3$

$

SWOT Analysis 

Strengths Weaknesses 

• Crowd funded. Kickstarter alone insufficient to generate the required 

capital for future growth and to maintain cash flow. 

• Market understanding. As an Australian based company, directors 

have a good understanding of the lucrative western market. 

• Engineering expertise. Employees highly skilled in software and 

electronic engineering with the majority about to graduate as electronic 

engineers from a top Australian university. 

• Low initial financial risk. Due to successful crowd funding being a 

precognition of significant expenditure.  

• Capital. Very limited capital, especial

product run. 

• Product Diversity. Only one product a

• Experience. Our people are young and

especially with regard to manufacturin

• New. Cannot draw on the reputation of

$

Opportunities Threats 

• Creation of an ecosystem. Developing software in house means we are 

best placed to develop product accessories. 

• Software developer. May be able to sell or license our software for use 

in other applications. 

• Holiday season. Product is readily suitable as a holiday season gift. 

 

 

• Imitators. Decision to compromise on

being exploited by internationally com

• Suppliers. Outsourcing manufacturing

manufacturing standards. 

• Currency fluctuations. High Australia

businesses to compete internationally. 
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Competitor Details 

 

The following table lists our major competitors. 

  

Competitor Established 

date 

Size Market 

share 

(%) 

Value to 

customers 

Strengths 

Kogan 2006 22 Less than 

1% 

Internet exclusive 

sales model 

- Price 

- Similarity with our product 

- Established 

Cool Chi Unknown Unknown Less than 

1% 

Cheap mass 

produced cars 

- Very low price 

- WiFi products 

Modelflight 1975 25 10% Australian based, 

local hobby 

knowledge 

- customer service 

- wide range of products 

- local knowledge 

Hobby 

Warehouse 

Unknown Unknown 10% Large range of 

hobby products 

from one site 

- deal direct to manufacturers 

- large range of products 

- webstore 

- customer service 

RC High 

Performance 

Hobbies 

1989 Unknown 2% Australian based, 

local knowledge, 

quality products 

- fast delivery 

- high quality products 

- specialist products 
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Advertising & sales 

Advertising and Promotional Strategy. Our advertising stratergy will follow two main 

approaches. To target our specific tech savvy demographic, we will invest the majority of our 

advertising budget on internet advertising using established providers such as Google and 

Facebook. These businesses will allow us to concentreate out advertsiing in the most efficient 

way. Our second approach will be to attend major events such as the Australian Toy 

Association’s Toy Fairs. These events will allow us to meet face-to-face with our future 

retailers to ensure we find the right people to sell our products.  

Sales & Marketing Objectives. Our initial objectives is to sell our initial product run of 

2,000 units within the first six months. Our second product run is to be sold in the subsequent 

six months making total product sales in the first six months to be not less than 6,000 units. 

We have assessed this as highly achievable but establishing sustainable growth is preferable 

to growing faster than we can control. 

Unique Selling Position. RacePerspective offers the following unique selling positions: 

• WiFi capable race car 

• Deep smart phone integration 

• Social media integration 

Sales and Distribution Channels. Our initial primary sales channels will be through our 

Kickstarter and webstore. This will expand to australian retail hobby shops within our first 

year of operation. All local distribution will be via our South Australian warehouse and 

business headquarters. 



The Finances  

Key objectives & financial review  

Financial objectives  

In the first 6 months of operation Beta Pty Ltd plans to sell 2,000 RacePerspective units with 

a manufacturing cost of $19.36 a unit, to the public for a price of $120 per unit less GST 

($132 per Unit including GST). The price break down for each shipment (2000 units) of 

RacePerspective units along with the individual cost per product can be seen in the following 

table. 

 

In the following 6 months 4000 units are planned to be sold with price dependant on sales 

figures from the first shipment. The predicted financial outcome for the first shipment of 

units can be seen in Table 1.2. The initially profit margin is minimal, but long term 

expenditures decrease and the profit margin increases significantly.  The plan is based on the 

assumption that partner salaries will be nil in the first year as a way to encourage the long 

term success of the business.  Any profit in this first year will be reinvested into the business 

to enable expansion.  The reinvested profits will allow Race Perspective to advertise to a 

broader audience with the aim of continuing to increase sales and thus increasing profit and 

further expansion.                                                                               

Part  Cost per 2000 units  

Car Shell  $6,000  

WIFI Module  $5,000  

Battery (2 Batteries Per Car)   $3,000  

Assembly fee and packaging   $11,500  

Electronics $6,000  

Camera   $360 

Shipping  $4,500 

Price per 2000 units - 
Warranty  

$36,360 

Warranty/Faults (1%)  $363.60  

Cost to insure quality  $2,000  

Total Cost for 2,000 units  $38,723.60  

Price Per Unit  $19.36  

The below table shows income, expenditure and net profit of the business after the first year 

of sales assuming 600 units sold.  

Category Value (AUD) 
Income $201,276.40 

Start Up Expenditure $117,326 

Business Upkeep $30,000 

Profit $53,950.40 

 

 

 



Finance required   

The finance required to start up the business will come from several sources, the breakdown 

of which can be seen in the below table. The main funding source for this product will come 

from crowd funding.  This proposal is founded on the assumption that it is possible to attain 

at least the initial $50,000 in funding from a crowd funding kick starter project float. Kick 

starter was chosen due to RacePerspective target market in the technology domain, increasing 

the likelihood that people will donate to this product based on their aspiration to own the 

product.  Contingencies are built into the proposed funding formula.  If the crowd funding 

target amount of $50,000 is not achieved then a larger loan from the bank will be sought after 

to cover the shortfall.  Alternatively, if the target amount is exceeded, this will enable a 

smaller bank loan to be taken out resulting in the reduction of longer term expenses 

associated with loan repayments.  The assumptions include requirement of a cash reserve of 

$27,674 consisting of the gap between the proposed start-up costs and expected expenditure 

itemised in the budget.   

                                               

Start Up Funding  Amount  

Crowd Funding/Kick Starter   $50,000  

Bank Loan  $30,000 with an interest rate of 9%. $32,893 
over 2 years ($1,371 per month)  

Investors + Business angels    $15,000  

Personal Finance   $30,000  

Government Grants (First Business grant)  $20,000   

Total Funding  $145,000  

Reserve Cash   $27,674  
 

Trading hours: During the launch of RacePerspective we will be selling our product online, 

through our website and other websites such as eBay and Amazon. This will allow our 

customers to shop at times that meet their personal schedules from the convenience of their 

own homes.  The product launch is planned to coincide with the Christmas sales period with 

the expectation that initial sales will be maximised.  With the expectation of high initial sales, 

sufficient time will need to be allocated to checking and processing orders.  

Communication channels: Customer service will be a critical feature with multiple points of 

contact.  Customers can contact our business via direct email, online support accessed 

through links on the website, via phone, fax and/or social media such as Facebook.  Attention 

to detail and high regard for prompt response times will lead to an expectation that customer 

queries will be followed up within the same day, seven days a week with weekend sales 

shipped on the following Monday.  

Payment types accepted: In the start-up phase the products will only be available online and 

payment method will be via either PayPal or major credit cards.  

 



Assumptions  

The financial tables on the subsequent pages are based on the assumptions detailed below: 

Balance sheet forecast  

Timeframe (6 Months of Sales)
Average price of each product/service sold 

(Excluding GST) $120.00
Average cost of each product/service to 

make/deliver $20.00

Start Up Costs (First 6 Months) $117,326.00

Percentage of price that is profit 83.33%

Total sales needed to break-even $140,791.20

Number of units sold needed to break-even 1,173.26

BREAK-EVEN CALCULATOR

 



START-UP COSTS Cost ($)

Registrations 

Business name $78

Domain names $77

Trade marks/designs/patents $15,000

More… $3,700

Accountant fees $5,000

Solicitor fees $10,000

Rental lease cost (Rent advance/deposit) $7,500

Utility connections & bonds (Electricity, gas, water) $1,500

Phone connection and Internet per Year $83

App and Website development $5,000

Stock $38,724

Insurance Inculdes all bellow $4,000

Building & contents

Public liability

Professional indemnity

Product liability

Workers compensation

Business assets

Business revenue

Printing $400

Stationery & office supplies $300

Marketing & advertising $15,000

Plant & equipment

Computer equipment $5,000

Office Equipemnt $3,000

Security system $3,000

Total start-up costs $117,362



PROFIT & LOSS FORECAST [Year 1] [Year 2] [Year 3]

Sales $720,000 $936,000 $1,152,000

less cost of goods sold $116,172 $145,215 $174,258

Repayment to Kick-Starter 

Suppoters (In the form of products)
$134,000 $0 $0

More…
Gross profit/net sales $469,828 $790,785 $977,742

Expenses

Accountant fees $20,000 $30,000 $30,000

Advertising & marketing $83,000 $90,000 $90,000

Bank fees & charges $10,000 $10,000 $10,000

Bank Loan Repayments $16,464 $16,464 $0

Utilities (electricity, gas, water) $25,000 $25,000 $25,000

Telephone and Internet $990 $990 $990

Lease payments $15,000 $15,000 $15,000

Repairs & maintenance $6,000 $3,000 $3,000

Stationery & printing $700 $800 $850

Insurance $4,000 $4,000 $4,000

Superannuation $0 $25,000 $35,000

Income tax $93,966 $158,157 $195,548

Wages (including PAYG) $0 $250,000 $350,000

Computers and Software $5,000 $7,000 $7,000

Furniture $10,000 $3,000 $3,000

Next oder of stock (4000 units) $77,448 $77,448 $77,448

R&D $10,000 $10,000 $30,000

More… $58,577 $15,000 $10,000

Total expenses $436,145 $740,859 $886,836

NET PROFIT $33,683 $49,926 $90,906



EXPECTED CASHFLOW 
[FIRST YEAR of 

Operation]

Cash incoming

Sales $24,000 $48,000 $36,000

Asset sales

Debtor receipts

Other income $30,000 $50,000 $65,000

Total incoming $30,000 $50,000 $0 $65,000 $0 $24,000 $48,000 $36,000

Cash outgoing

Purchases (Stock etc) $38,724

Accountant fees $800 $900 $1,500 $700 $600 $500 $1,200 $1,400

Solicitor fees $5,000 $5,000 $10,000

Advertising & marketing $700 $800 $5,500 $8,000 $20,000 $11,000

Bank fees & charges $1,250 $1,250 $1,250 $1,250 $1,250 $1,250 $1,250 $1,250

Loan Payment including 

intrest
$1,372 $1,372 $1,372 $1,372 $1,372 $1,372 $1,372 $1,372

Utilities (electricity, gas, 

water)
$3,333 $3,333 $3,333 $3,333 $3,333 $3,333 $3,333 $3,333

Telephone $83 $83 $83 $83 $83 $83 $83 $83

Rent & rates $1,650 $1,650 $1,650 $1,650 $1,650 $1,650 $1,650 $1,650

Repairs & maintenance $1,000 $750 $700 $550 $650 $200 $400 $250

Stationery & printing $58 $58 $58 $58 $58 $58 $58 $58

Insurance $333 $333 $333 $333 $333 $333 $333 $333

More… $250 $300 $750 $1,000 $1,500 $2,900 $2,500 $2,300

Total outgoing $15,829 $15,829 $21,029 $49,053 $16,329 $19,679 $32,179 $23,029

Monthly cash balance $14,171 $34,171 -$21,029 $15,947 -$16,329 $4,321 $15,821 $12,971

CLOSING BALANCE $14,171 $48,342 $27,314 $43,261 $26,932 $31,253 $47,074 $60,045

Dec JanJun Jul Aug Sep Oct Nov

 

 



 

 

 

References;  

Batteries http://www.alibaba.com/product-detail/Rechargeable-lipo-rc-hard-case-

battery_60164889459.html  

WIFI Module  http://www.ebay.com/itm/ESP8266-Serial-WIFI-Wireless-Transceiver-

Module-Send-Receive-LWIPAP-STA-A-/201205524305  

Car Frame http://www.alibaba.com/product-detail/1-18-scalr-rc-big-wheel_483167481.html  

Camera  http://car-dvr.en.alibaba.com/product/1121026128- 

801121433/Hidden_mini_car_key_camera_1280_960_HD_video_portable_DVR.html  

Shipping Cost http://australiatrade.com.au/Shipping/Price/Imports/index.htm  

Ware House http://www.realcommercial.com.au/property-industrial+warehouse-sa-

mount+barker-501547111  

Bank Loan  http://www.nab.com.au/business/calculators-and-tools/business-loan-

repaymentcalculator?ps_kwcid=QBLoKyTs|dc  

Kick-Starter Funding 

https://www.kickstarter.com/discover/advanced?category_id=16&woe_id=0&sort=magic  

Company Tax https://www.ato.gov.au/Rates/Company-tax/  

Phone & Internet Plan https://www.telstra.com.au/small-business/bundles/tbundle-

bizessentials#plans  

Import Tax http://www.customs.gov.au/webdata/resources/files/ACBPN201366.pdf  
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Risk Assessment 

Risks Initial risks Mitigated Risks 

Likelihood Impact Consequence Risk Controls Likelihood Impact Consequence Tasks 

1. Imitators 

challenge product on 

price 

Likely Major Extreme (21) World wide patent,  software 

and hardware quality control, 

attractive pricing to encourage 
max retailer take up 

Likely Moderate High (17) 1.1 Regi

 – Oper

1.2 Prov

1.3 Attra

2. Insufficient sales 
of first product run 

Possible Moderate High (16) Business loan, increase time 
between first and second 

product runs, target discount 

market 

Possible Minor Medium (9) 2.1 Be pr
16 – Fin

2.2 Be pr
runs by 

2.3 Be p

discount

3. Network attacks Unlikely Major Medium (13) Employ reputable, 
experienced, local website 

developers using well 

established security techniques 

Rare Moderate Low (7) 3.1 Empl
01 Jul 15

4. Customer injury Possible Major High (19) High vis decals and colouring, 

high friction underside to 
prevent undercarriage sliding if 

stood on, safety warnings on 

packaging/product, suspension 
bottoms-out if stood on 

Rare Moderate Low (7) 4.1 Use 

01 Jul 15

4.2 Use 

suspensi
safety p

by 01 Jul

4.3 Tes

15 Sep 

4.4 Prod
and Dev

4.5 Safe
by 15 A

5. Battery hazards Unlikely Severe High (23) Use quality components from 
reputable supplier 

Unikely Minimal Low (2) 5.1 Use 
establis

Develop

6. Product 

modification 

Rare Moderate Low (7) Product modification safety and 

warranty warning 

Rare Minimal Low (1) 6.1 Produc

warning
Resear

!
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Survey Results 
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Survey Results 

Chart 1. Preferred Product Size 

 

Chart 2. Customer Expected Retail Price 

 

Chart 3. Average Customer Expected Retail Price by Product Size 
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Chart 4. Percentage of Use by Ground Surface 

 

Chart 5. Expected Most Difficult Ground Surface Requirement 

 

Chart 6. Battery Life Expectation for Normal Use 
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Chart 7. Percentage of Respondents Planning to Post about Product on Social Media 

  

Yes!
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Survey Data 
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Survey Data  

 
Table 1. Preferred Product Size 

 

Size (Footprint) No. of Respondents  

Small (110×75mm) 4 
Medium (230×150mm) 6 
Large (270×180mm) 10 
Extra Large (300×200mm) 6 

  
Table 2. Customer Expectation Retail Price 

 

Retail Price (AUD)   No. of Respondents  

Won’t Buy 2 
$45 - 70 10  
$70 - 95 6 
$95 - 150   7 
$150+  1 

 
Table 3. Average Customer Expected Retail Price by Product Size 

 

Size (Footprint) Retail Price (AUD)  

Small (110×75mm) $57.50 
Medium (230×150mm) $91.00 
Large (270×180mm) $84.45 
Extra Large (300×200mm) $77.00* 

 
Table 4. Percentage of Use by Ground Surface 

 

Ground Surface   Percentage of Total Use
†
 

Concrete 27% 
Wood 18.8% 
Carpet 20.8% 
Dirt   25% 
Brick  8.3% 

 
Table 5. Expected Most Difficult Ground Surface Requirement 

 

Ground Surface   Percentage of Respondents  

Concrete 11.5% 
Wood 11.5% 
Carpet 19.2% 
Dirt   42.3% 
Brick  15.4% 

 
  

!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!
*!$150+ category was weighted at $187.50 for calculating average price for size. 
†!Percentages!do!not!sum!to!100%!due!to!rounding!to!one!decimal!place.!
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Table 6. Battery Life Expectation for Normal Use 
 

Time (Minutes) No. of Respondents 

10 1 
20 16 
30 7 
40 2 

 
Table 7. Percentage of Respondents Planning to Post about Product on Social Media 

 

Response Percentage of Respondents 

Yes 73.0% 
No 26.9% 
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Product Survey 

!

!

RacePerspective® - In the Driver Seat! 
  Beta™ 

!

!

RacePerspective® is an exciting new remote control car being 

developed by Beta™. You will soon be able to use your Android, 

Apple or Windows phone to race a great little Wi-Fi car. 

 

Video is streamed from the car to your phone to put you in the driver’s 

seat! Race friends around your home! Save replays of your thrilling 

races! Who will be the best racer?  

 

Thankyou for taking the time to help make our car the coolest gadget 

around! (Colour the appropriate circles). 

Q1. What would be your preferred size for your racer? 

Mouse Brick Lunchbox Shoe box 

! ! ! ! 

Q2. Thinking about the surfaces around your house, which surface would 

you expect to race on? (Mark all that apply) 

Wood Carpet Brick Concrete Dirt 

! ! ! ! ! 

Q3. How long would you expect your typical racing session to last? 

0-10 mins 10-20 mins 20-30 mins 30-40 mins 40 mins + 

! ! ! ! ! 

Q4. How much would you be willing to spend on this type of racer? 

$45-70 $70-95 $95-150 $150 + Wouldn’t 

buy 

! ! ! ! ! 

Q5. Would you consider posting your best racing videos online? 

Yes No 

! ! 
 




