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Do you think your business idea could be a winner? Can you put together a plan to make it happen? Do you want to get advice and feedback from people who have a track record of success? Would you like to compete for a share of a £35k prize fund? 

Then enter the 2010 New Enterprise Competition. This annual competition is designed to inspire and generate new high-growth businesses and to stimulate entrepreneurial talent.

The competition is sponsored by:
Bristol City Council, Business Link, Deloitte, Edwards, IP Group, Osborne Clarke, University Hospitals Bristol NHS Foundation Trust, North Bristol NHS Trust, and The Wyvern Seed Fund,
Why enter the new enterprise competition?

Prizes

· Total prize fund worth £35,000 to help make ideas a reality 

· Cash prizes including a special cash prize for the best entry led by an undergraduate student

· A rent-free desk for six months in the SETsquared Centre pre-incubator to give your business a professional front and allow you to develop your plans away from the home or work environment 

· Professional services

Other benefits

· Receive expert business advice from the sponsors to help put your idea on the road to commercial success

· Access advice from Business West through our Business Advice Surgeries

· Improve your chances of attracting Wyvern seedcorn funding for your business (staff and contract researchers only) 

· Exposure to potential investors

· Opportunity for networking 

· Publicity for the winners and their idea, their department and the University

· Develop your understanding of enterprise and gain experience you can cite in your CV

The cash prize for the best entry led by an undergraduate student is intended as a reward for demonstrating entrepreneurial talent, whether or not they go on to establish a new enterprise.  The other cash prizes & services in the final stage of the competition are intended to support the establishment of new businesses.

How do I enter the competition?

This year’s competition will be officially launched on 19 November 2009. The launch event - taking place 12.30 – 1.45 pm  will give useful information and tips to anyone thinking of entering the competition. Email enterprise-competition@bristol.ac.uk or phone Kelly Willshire on 0117 3317336 if you would like to attend. If you can’t attend don’t worry, there will be plenty of other opportunities to get the information you need!

Eligibility
The competition is open to undergraduates, postgraduates and staff, including contract researchers. Postgraduates and staff members should ensure that line managers are aware of their competition entry. Entries are also invited from recent alumni – UG and PG students who have left the University after September 2005.

Entries may come from individuals or teams. Entries cannot be accepted from existing companies that have received equity finance or begun trading by the closing date of 23 February 2010.  (If you represent an existing company and are still in doubt about your eligibility, contact: enterprise-competition@bristol.ac.uk )
Business ideas may come from any sector, but must be original, be the basis of viable enterprises and demonstrate the potential for high growth.

Entries

The competition has two stages. The first stage concentrates on the business idea.  This is the essential basis of your business: who are your customers, what will you offer them, and why will they buy it?    

To enter the competition you need to produce a brief, clear and convincing outline of the business idea on the official entry form. The completed form must not exceed four pages in length. For help on completing the form, see the guidelines below. Competition entries must be e-mailed to enterprise-competition@bristol.ac.uk by 12.00 noon on 23 February 2010.
Based on the outline business ideas we will be selecting a group of up to 12 finalists who will be invited to submit business plans by 12.00 noon on 1 June 2010. For help on building up the business plan, see the guidelines below.

The final presentations and judging will take place on Thursday 24 June 2010 and the prize-winners will be announced at the prestigious Enterprise Dinner on Tuesday 29 June 2010  to which finalists will be invited.  (Our annual Enterprise Dinner is always over-subscribed which necessitates restricting numbers.  Unfortunately therefore, if your entry is from a team comprising two or more people, your team should decide which two members of your group will accept the invitation to attend the dinner.)
Confidentiality

Your business idea and business plan will be treated in the strictest confidence. All organisers, sponsors/judges and mentors are highly respected professionals who regularly deal with confidential information in the course of their work. However, the protection of intellectual property is the ultimate responsibility of each entrant. Be careful about disclosing any patentable concepts in your entry. If you are concerned about the protection of intellectual property contact the RED office.

What help can I get?

Seminars

This year we are running a series of afternoon New Enterprise Seminars designed to raise business awareness in the University community in general and to help those aiming to enter the New Enterprise Competition. Even if you are already attending an undergraduate or postgraduate business course, you will find these seminars useful in reinforcing and pulling together a number of ideas and helping you develop an overall view of getting a business idea translated into action. 

The seminars in the autumn term will be oriented to the business idea and those in the spring term oriented to the business plan. For more details see  http://www.bris.ac.uk/red/enterprisetrain/nec.html/
Advice Surgeries

You can get expert advice by attending a 30 minute Business Advice Surgery session. The surgeries are held on Tuesday evenings.   Further details and dates are available at http://www.bris.ac.uk/red/newco/advice/surgeries.html. E-mail business-advice@bristol.ac.uk to make an appointment. The surgeries are sponsored by Business West and are open to anyone in the University who wants advice on business matters.   

Mentoring

One of the benefits of getting to final is that you will have the opportunity to get advice from very experienced business people associated with the sponsoring companies. They can look at your plans in depth, before they are submitted to the judging panel, and give you valuable feedback.

ENTRY GUIDELINES

Business idea

Preparation

Researching the business idea is very important. Use the various courses, seminars and advice sessions to hone your thinking, and deepen your knowledge of the market and the product or service your enterprise will offer. Be prepared to test and revise the ideas with others who are prepared to give you friendly but critical feedback.

It is most important that the judges can readily understand what you are proposing and why the new enterprise will be successful. You need to give sufficient information to enable the judges to decide whether to select you as a finalist. 

Filling in the form

See below to find out what the judges will be looking for in the individual numbered sections.

3. Summary of the business idea 

You need to communicate clearly, briefly and convincingly.   Aim to convince the judges the proposition is novel and exciting.  

4. The Market 

Explain what type of person or organisation will be interested in your product or service, and how they will go about buying it.   How big is this market and how is it likely to change?  (Markets grow or shrink for many reasons, many of which are predictable.  Show that you understand the trends that affect your particular market.)  

As a rule, the better you understand the target market the more successful you are.  And, it is easier to launch a new product into a market that is growing than one that is not.

5. The Product or Service

Say why the novel features are beneficial.  It is not sufficient for something to be new – it must be new in a way that customers appreciate.  

How developed is it?   Does it require ‘R&D’ or is it ready for launch?   Does a new service need to be piloted first?  

Good ideas attract attention so others may seek to compete by copying you.  What ‘barriers to entry’ are there for your business idea?  

For example, in technology-based businesses, intellectual property (IP) protection via patents is usually central to the competitive strategy.  Also, businesses that rely heavily on expert knowledge and ability have barriers to entry because the expertise may by rare or unique.  (As an exercise, pick an existing business and ask yourself what is it in the situation to make it difficult for others to successfully copy.)

6. The Competition

You should identify any direct or indirect competitors.  You need to be clear how your offering can be positioned in the minds of customers as more attractive than that of the competitors.

In some situations the idea seems so new that there are no obvious direct competitors.  This simply means that the ‘competition’ is how people are meeting the need your product addresses currently.  How will you persuade your customers to adopt your new solution? 

7. Profit Potential

How will you be able to supply the product of service profitably?

At this stage of the competition the judges are not looking for extensive financial data, but want to know that you have thought about how your business will make a profit.  

You may not feel you have enough information about prices and costs to be definite about profitability.  A common approach is to work on the basis of some clearly identified estimates, and to be prepared to revise these several times as new information becomes available. 

Timing is also a key issue.  Some businesses are able to deliver profits early in their lifetimes and others require a period of several years before profitability can be achieved.  What profile will your enterprise take? 

8. Preparation for the business plan

This section allows you to put additional details into the entry form that you will need to expand upon if you are selected as a finalist and asked to prepare a business plan.   

What will the judges be looking for at the Business Idea stage?

In summary, the judges will be looking for proposals that are:

· Exciting

· Novel

· Commercial

· Sustainable (in the long term or as a short term profitable project)

· Defendable (via IP ownership or other barrier to entry)

· Manageable (for the team involved now or proposed in future)

Business plan

In the second stage of the competition, creating the business plan requires that the ‘plan’ be developed in much more detail. Think through exactly how you will launch the business. To win a major prize the judges need to be convinced of the true potential of you and your idea and the strength of the plan for moving it forward.

The format of the business plan is left to your discretion, but you might like to use the structure below as a guide and an aid to thinking through your plan. The business plan must not be longer than 20 pages.

Summary:
· Summarise the business opportunity 

· Briefly describe the company, the product/service and the market need that your business will address 

The product/service:
· Describe the product/service 

· What are the novel features and benefits to customers? 

· What is the current development status of your technology/idea? 

· Indicate any further development work still required 

· Where appropriate, outline the status of any intellectual property 

· What opportunities do you have for future product/service innovations? 

The market:
· Who will buy your product/service and why? 

· Describe the nature, size and likely rate of growth of your target market 

· What market share do you think you can achieve? 

· Identify any key trends and influences in the target market and their likely impact on your business 

The competition:
· Outline the strengths and weaknesses of your direct and indirect competitors 

· Identify any potential new entrants to the market 

· What are the barriers to market entry by potential competitors? 

· What is your competitive advantage? 

Commercialisation plan:
· Outline how you intend to achieve your business objectives

· How will you market & distribute? 

· What are the key commercial milestones? 

· What are the main risks that you may face? 

Management:
· Describe the skills and experience of the current team relevant to the proposed business 

· What skills gaps are there and how will you fill them? 

Finance:
· Give a brief summary of the financial projections 

· How will your business make money and what is the income potential? 

· What are the main areas of expenditure? 

· When will the business become profitable and how much finance is required to get there? 

· Include any key assumptions 

Recommended Reading

For a comprehensive and clear treatment of how to construct a business plan, and how it relates to the operational plan for the enterprise, we recommend “The Definitive Business Plan: The Fast Track to Intelligent Business Planning for Executives and Entrepreneurs” (2nd Edition) by Richard Stuteley.
'The Beermat Entrepreneur” by Mike Southern is written from an entertaining personal perspective and discusses how to grow an enterprise through several stages. It gives a good sense of the team dynamic and how the structure and management of the enterprise needs to change as it grows.

What will the judges be looking for in the Business Plan? 

The judges will be looking for you to demonstrate

· a good understanding of the market for your product or service and why the value proposition will be attractive to the customers 

· the potential for profitability and high growth

· products or services that will have a sustainable competitive advantage 

· a viable plan for launching for the enterprise

· a team that has the potential to make the plan work

The judges will be senior staff from the sponsoring companies and members of the RED team.

Competition timetable

	Launch event
	19 November 2009

	Closing date for ‘business ideas’
	23 February 2010

	Meet the sponsors and finalists announced
	16 March 2010

	Closing date for finalists’ business plans
	1 June 2010

	Finalists’ presentations and judging

	24 June 2010

	Enterprise Dinner and prizewinners announced
	29 June 2010


�








PAGE  
2
H:\RED\External Relations Team\RED Events\NEW ENTERPRISE COMP\2010\full_download_details.doc

