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BUSINESS PLAN:

COMPANY DESCRIPTION:

Historical resource and content management facility specializing in the collection, storage, preservation, and digitization of school annuals and photographs.  [Company] is an archive and research center focusing on making historical resources available to customers and clients.  [Company] houses a traditional inventory at our facility and integrates our resources with a digital inventory made easily accessible by onsite searching or via website with a paid subscription.

[Company] will bring history alive by way of branding, innovative storytelling, and consulting that will make historical resources relevant to current and future endeavors and initiatives. Ex. [Company] will create 3D computer models that display past architectural structures and spaces.  Computer generated models will allow past historical buildings to overlay current physical spaces and forms. 

[Company] goal is to be the leader among research centers and expand the use of historical resources by hosting conferences, seminars, and public outreach events to present our inventory and interact with the community.  Another goal is to partner with other organizations and groups to foster education programs and promote historical awareness.  Ex. The onsite facility will have a theater for viewing and discussing multi-media presentations and documentaries.  The theater will serve as an educational venue to specialize in enrichment programs.

MARKET ANALYSIS:

Heritage Management Companies –

Heritage Werks, Inc.— 

“Sure, we can tell you all about lignin-free archival supplies, cataloging software and other technical stuff. But your archive isn't about dusty shelves. It's about unleashing your brand. That's why our team is more than just archivists armed with acid-free paper.”

“We're experts at guarding and using your heritage to tell stories and build value.”

The History Factory – 

“The History Factory has discovered that the world’s most competitive enterprises share our appreciation for the past and its value and relevance to their future. We’re proud that heritage management is now a widely recognized and accepted resource for leveraging the collective memory of organizations—the stories told, the words used, and their commonly understood meanings—to help implement strategies and tactics that shape the future.”

“Transform our shared passion for the power of history into meaningful, actionable and long-lasting benefits for appreciative clients.” 

The Winthrop Group – 

“What makes Winthrop different? Our people. Winthrop professionals are distinguished for our skill, imagination, integrity, and commitment to our clients. Together, we have helped to make Winthrop Group a leader in the marketplace for historical and archival services for 30 years.

Digital Content Companies –

There are two divisions within the digital content market.

     Nostalgia and Family History 

Ancestry.com— 

“At our heart, we are a fast-paced, high-tech company guided by a very human mission: to help every person discover, preserve and share their family history. We work together across the globe to provide something truly priceless: authentic family stories.”

Classmates.com—

“Online Nostalgia Services. Our domestic and international nostalgia services comprise a large and diverse population of users. Classmates operates the leading online service in the U.S. for bringing high school classes together. Classmates makes it easy for its users to find and reconnect with high school friends. Classmates features the largest library of digitized yearbooks, with over 220,000 available to browse online.

Classmates offers activities that can be accessed by free members and others that are reserved for paid members. Members with free accounts can use our search feature to locate individuals in our database or in our collection of yearbooks; post information and view information posted by other members; tag yearbook photos, page through any of our online yearbooks, remember people from their high school class, scroll through a class list and make reconnections, organize reunions and engage in other reunion-related activities. To engage in premium features, including access to our Classmates® Guestbook, access to our Classmates location feature and to have the ability to send double-blind emails through our Classmates website to other members and respond to email messages from any other member, a member must purchase an All-Access Pass, which is generally available for terms ranging from three months to two years.”
Classmates.com is a social networking website.  The marketing technique is to connect with former alumni and order reprints of your school yearbook.  One can link their page to their other social media accounts, whether that is facebook, twitter, or otherwise.  The subscription rate is $1.23 a month for full access.

Ancestry.com is a for profit corporation.  They garner revenue through subscription to their website and through company partnerships.  The have no advertising on their website, except for social media links.

In regards to historical photographs, public and university libraries collect and possess these resources. There are also large for profit companies that have large databases of photographs.  These companies are Corbis Images and Getty Images.  The spectrum of content covers all media formats and time periods.  

     Digital Media

Corbis— 

“Corbis is a leading digital media company and entertainment consultancy empowering advertisers, publishers, brands, and other media producers to break through the clutter by accessing and integrating with the world's great creative content.

Through its branded websites Corbis Images, Corbis Entertainment, Corbis Motion, and Veer, the company helps the creative community produce distinctive work for websites, magazines, newspapers, books, television and films.

Corbis has offices in North America, Europe, Asia and Australia that serve more than 50 countries.” 

“Founded in 1989 by Bill Gates, Corbis® is a leading digital content and worldwide entertainment and licensing company. We empower agencies, brands, publishers, and other media producers to capture the attention of their audiences worldwide by integrating premium and timely content into their communications. From exceptional creative, documentary, archival, fine art to current events, breaking news, sports and entertainment content, and product integration-Corbis can elevate projects, amplify brands, and captivate any audience.”

Getty Images— 

“In 1995, Mark Getty and Jonathan Klein founded Getty Images to bring the fragmented stock photography business into the digital age. And that's exactly what they did. We were the first company to license imagery online - and have continued to drive the industry forward with breakthrough licensing models, digital media management tools and a comprehensive offering of creative and editorial imagery, microstock, footage and music.

thinkstockphotos.com – Website for purchasing Getty Images

There are several online companies that have searchable annuals and yearbooks, one of which is ancestry.com.  Their market is national and international. They have a huge network of services and resources available to them.  Their goal is to acquire full collections across all time periods and regions.  Their obstacles tend to be the wide net that they cast.  The challenge will be competing for market share with this company.  

[Company] will operate on a local to regional scale to build inventory and create a solid position in the market. This process should be implemented regionally.  The target area would be to focus on a metropolitan area.  In this case, [Company]would focus on the Dallas / Fort Worth Metropolitan Area.  [Company] will seek to create a deep and extensive collection of historical materials.  

[Company]’s customer base will be a very diversified group of clients.  The potential customers will be family historians, historical organizations, research universities, and documentary studios.

The current market for housing annuals and yearbooks has been in the domain of public libraries.  These entities are subsidized by the city.  Their collections are acquired by accepting customer donations. Their larger collections, based on historical significance, tend to be purchased by committee approval.  

Most urban and suburban public libraries have historical resources that clients can access during traditional business hours.  The largest collections are housed in the “Special Collections” of the downtown Dallas Public Library and the Fort Worth Public Library.  

Many colleges and universities also have libraries that have significant collections that are available for access from the public.  Their resources are funded by the state and by university supported financing, by way of tuition.  They also receive many resources by way of donations.

In the case of public libraries and university libraries, the resources that are digitized and placed online are selective based on individual exhibits and their limited monetary resources prevent the entirety of their resources from being made available online.  Primarily, their collections must be viewed and researched in person and any costs applied to the customer are from photocopies.  They have no research fees or subscription fees.  

[Company]’s photography collections will be focused on historical / biographical / documentary style images.  The scope of [Company] is to capture the reality side of photography of documenting a time, event, and individual.  The creative or artistic side of photography is not within the frame of our focus.  Though these are [Company]’s current criteria, developing new standards and collecting different resources may be implemented in future plans. 

The price structure of other databases is based on purchasing of images for use based on how the image is used and the number of reproductions made.  It cost nothing to search the online databases.  Images are branded and full pricing involves method of use, specifications of the image(s), and the media method requested for use.

There are also many stock photography websites that collect revenue from the sale of images.  These websites do not have a research center nor do they position themselves as an authority on preserving, interpreting, and valuing the historical record.

ACQUISITIONS:

Resources must be bought and acquired to create a collection available for research, for digital conversion, and for proprietary stamping.

This process should be implemented regionally.  The target area would be to focus on a metropolitan area.  In this case, [Company] would focus on the Dallas / Fort Worth Metropolitan Area.  [Company] should seek create singular ownership of select materials.  

The goal would be to have authority over a locality and time period.  Materials published before 1923 will be in the public domain.   There will be no legal barrier to complying with the Federal Copyright laws.  The price point on school annuals ranges from $5.00 to $100.00.  With annuals and photographs, price points fluctuate based on customer demand.  In the arena of the collector’s market, it may take a larger fiscal commitment to obtain significant resources.

Historical resources created after 1923 will be researched for provenance and searched for copyright restrictions.  Licensing of said materials will be submitted and documented for use.

LABOR:       

This is a list of essential positions that must be filled to start up [Company] operations.   

Archivist: This position will be responsible for accessing, appraising, preserving, cataloging, storing, and researching our historical materials.  Full provenance and description of resources is mandatory.  [Company] resources are both a working collection but also function information resource. Original forms must be preserved with modern techniques and the digital representation fully available to customers. 

Starting Salary: 40,000 – 50,000

Digital Imagist: This position will be responsible for digitizing each resource in its entirety.  In regards to school annuals, each page must be scanned and given a digital file.  The person must know file formats, migration patterns, resolution adjustment, storage creation, digital editing, and other features of creating, supporting, and accessing digital information.

Starting Salary: 30,000 – 40,000

Web Designer / Graphic Artist: This position is the last stage for internal operations for getting our digitized resources onto a platform for access by our customers.  We are looking for an individual with web design experience who can create and vision new and innovative methods for content interaction. [Company] would like to have a fresh interface, but well structure for easy access and maneuvering through the Web site. 

Starting Salary: 45,000 – 55,000

Public Relations / Outreach / Sales / Marketing: The position will be responsible for disseminating [Company] mission and goals.  We expect this individual to be a self-starter and have excellent communication skills. One resource of revenue will be to sell Web site space to companies.  We expect this individual to know our market and to uphold the standards and integrity of the [Company].  A degree of latitude, flexibility, and visionary license will be extended to this position to spread [Company] service. 

Starting Salary: 55,000 – 65,000

Database Administrator: 

Starting Salary: 50,000 – 60,000

Network and Computer System Administrator:

Starting Salary: 60,000 – 70,000

Information Security Analyst:

Starting Salary: 60,000 – 70,000

ACCESS AND CUSTOMER SERVICE:

Aside from building inventory, [Company] will need to have an on site building to store the inventory.  The storage facilities will also be the same location for client meetings and customer visits.  The building must be retrofitted to meet current preservation and archival specifications for storage.  

Another important service the building will provide is conference rooms, study rooms, and personal computer stations for customers.  All group rooms will contain modern technological hookups and access points for wired and wireless access.  Multi-media equipment and peripherals will be installed into the rooms.

The primary method of customer access to our inventory will be through the digitization catalog.  On site searching will be available as well as special requests to view hard copy assets.  On site services are provided for meeting with clients for accession of historical resources.  The digital assets will be available online from our special designed website.  Subscription to this website will be necessary for full access to materials.  On site access will require membership with the purchase of a facility card.  

Rates for the cards will vary based on six month, annual, five year, and lifetime memberships.  Day passes will be issued for one time, temporary, group visits, and special request visits.

ORGANIZATION AND MANAGEMENT:

Owner / Proprietor:  Jeff Prater

Ownership of Company: 100%

Company Name: [Company] / Charley Dog Historical Resources [CDHR] [Charley Dog]


Prototype Logo: 

Responsibilities / Involvement: Oversee operations, development, staffing, and organization structure of the company.  Responsible for all decisions regarding the inventory of resources, the creation of all internal operations, and the marketing of all products and services.

SERVICE AND PRODUCT LINE:

The service that [Company] is selling is the content and use of historical resources.  The content [Company] is providing to customers are:

· Annuals / Yearbooks 

· Photographs 

· Other Resources (Ex. School Newsletters, Newspapers, Corporate Newsletters)

The customer base using [Company] will be a very diversified group of clients.  The potential customers will be family historians, historical organizations, research universities, and documentary studios. 

On a wider scale, the preservation and digitization of our historical resources will be used in corporate marketing and corporate branding.

The services and products sold will have value in perpetuity.  The historical resources will always hold informational integrity.  The demand for content will be the only obstacle to growth.  Larger inventory will provide wider interests and meet the needs of our customers.  Trends in research will also affect are demand for products and services.  We will have to ride high with trends, but have a stable market share to whether wild fluctuations.

FURNITURE: 

[Company] will need a multitude of tools and furnishings to prepare the facility for operations.  Shelving and archival supplies will be necessary to store [Company] assets.  Tables, chairs, office equipment, computers, and software applications will be purchased to equip the research rooms, work stations, and employee offices.  

Individual research stations will be furnished.

REVENUE:

Streams of revenue will be generated from many sources.  

· Subscriptions to facility and Website

· Advertising sales to Website

· Corporate partnerships

· Facility rentals

· Auctions of historical resources
· Donations from trustees, corporations, and clients
· Consulting services
MISSION STATEMENT:
The service that [Company] is selling the content and information of historical resources.  The content [Company] is primarily providing to customers are:

· Annuals / Yearbooks 

· Photographs 

· Other Resources (Ex. School Newsletters, Newspapers, Corporate Newsletters)

The customer base using [Company] will be a very diversified group of clients.  The potential customers will be family historians, historical organizations, research universities, and documentary studios. 

On a wider scale, the preservation and digitization of our historical resources could be used in corporate marketing and corporate branding.
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