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Executive Summary
	In light of the recent increases in consumer awareness of environmental issues, a new market for environmentally-friendly products has emerged. Of this market, one segment not currently exploited in Canada is the installation of greywater filtration systems into new homes. This need will be fulfilled with the Aquatrite Greywater Recycling System, providing new homeowners with a fully hidden water purification system. In addition to reducing the environmental impact of home water use, the Aquatrite will save owners an expected 35% on their water bills.
	Sales are expected to exceed $1.2M in the first year, allowing the company to break even after only nine months of operation. Although initial operations will be focused in Eastern Ontario, future expansion opportunities exist in all provinces in which home owners pay directly for water. Ontario and Canada's populations are expected to continue growing rapidly, providing a strong demand for the construction of new homes. Further potential for expansion exists in marketing similar units to current homeowners as well as commercial buildings.
	Marketing efforts will be concentrated on selling the product to environmentally-conscious developers. These will incorporate the product into the designs of their homes and provide the product to their consumers. As a result of this business model, Aquatrite Greywater Recycling Systems will begin operations in September 2012 to allow sufficient time to secure sales before the peek selling season of new homes.
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[bookmark: _Toc320819282]I. Introduction
	The Aquatrite Greywater Recycling System is a large water filtration system intended for use in small residential buildings. The system will be marketed to environmentally-conscious developers and installed into new homes during the construction phase with the purpose of reusing water within the home. As such, a user's water bill will be reduced substantially and less water will be wasted. The market for environmentally-friendly products has exploded in recent years; this market will be interested in purchasing a home with a greywater recycling system.

[bookmark: _Toc320819283]II. The Current Industry
	The Aquatrite will initially be marketed to housing developers within the Ottawa region, with early expansion being contained to Eastern Ontario. In the past five years, an average of 6500 new homes have been developed annually in the Ottawa region (1). Projections of construction for the next decade remain high with an average of over 6000 new homes annually (1). 
	Although sales activities will be directed towards developers, the adoption rate of developers will be dependent on the extent to which end consumers see value in such a system. 83% of Canadians have indicated that they are motivated to make personal changes which benefit the environment (2). Consumer awareness of environmental issues has become significant; therefore, many will see value in paying the additional cost for such a system.




[bookmark: _Toc320819284]III. Gap Within the Industry
	Current sales of greywater filtration systems in Canada have been solely to current homeowners as this market is larger than new developments. The installation of underground - and hidden - systems is consequently a market which has not yet been exploited. 
	Although this market is smaller, it has not yet been exploited and is growing. As the population grows and more people become environmentally-conscious, the market for green homes will also increase. 
	Instead of focusing on the end user, Aquatrite intends to work with environmentally-conscious home developers directly in order to build  and install superior, longer lasting products. These products have the advantage of being built directly into the home, hidden from view, something post-development products cannot do. This benefit adds further value for the end user. 
The implementation of the Aquatrite system will significantly reduce a user's water bill, a source of frustration for many Ontario residents. Ontario residents use an average of 271 liters of water per day (3). A household of four therefore uses approximately 1000 liters a day, resulting in an average monthly bill of $49 (4). The Aquatrite will reuse water from the laundry, shower, faucet, and bath (39% of water use (5)) to service the toilet and outdoor water taps (36% of use (5)). This will reduce water bills by roughly 35%, saving the average Ontario family $17 per month. 




[bookmark: _Toc320819285]IV. Target Market
	The Aquatrite will be marketed towards housing developers; however, the final consumer will be new homeowners. In both cases, environmentally-conscious consumers will be exclusively targeted during the early stage of the venture. Developers will be easy to identify based on their promotion of environmentally-friendly activities (one indicator is LEED certification). 

[bookmark: _Toc320819286]V. Current Market Size 
	In the first few years, sales of the Aquatrite will be restricted to Ontario. Over the past five years, an average of 64,200 homes per year have been developed in Ontario (7). Of these, 20% were constructed using environmentally-friendly techniques (8). Research has shown that 33% of green developers would be willing to adopt a greywater filtration system (9). Using the current selling price of $11,499 per unit (see Table B.2 in Appendix B), and each unit servicing four dwellings, the potential greywater market for new homes in Ontario is an estimated $12.3M. As initial operations will be limited to Eastern Ontario, 10% of this market will be captured in the first year (equal to $1.23M). This willl require providing 106 units. 
Not only will market share increase over time as new developers adopt the Aquatrite, but the market for environmentally-friendly products is also expected to increase.  In fact, between 1993 and 2010 developed counties have experienced a growth rate of 157% in green markets (10). This growing socio-economic trend, accompanied by population growth (1.2% in Ontario annually (11)), will have a direct positive impact on the size of the 'green' home market, and in turn the greywater filtration system market. Aquatrite sales will grow with the industry by an expected additional 5% of the target market per year for the following two years. This assumption is based on the fact that no other company exists in Canada that deals directly with home developers in all stages of sales, installation, and servicing. 

[bookmark: _Toc320819287]VII. Future Opportunities
The target customers we are initially pursuing are environmentally-conscious home developers in the Ontario region. However, as the company grows, expansion will occur throughout Canada, based on consumer demand (one indicator used will be cost of water).
Future plans also include pursuing government subsidies for both home developers and homeowners. In Guelph, Ontario, there is currently a municipal subsidy provided to homeowners who switch to a greywater filtration system. Aquatrite Greywater Recycling Systems will lobby all three levels of government to help secure financial incentives for other areas. 

[bookmark: _Toc320819288]VIII. Competition
	The main competitor to the Aquatrite system will be Brac Systems Inc. (13).  Brac Systems Inc. is a Canadian-based international supplier of greywater filtration units. The vast majority of greywater filtration units sold in Ontario are produced by Brac Systems.
The size of Brac is both its strength as well as its weakness. The company is able to ship filtration units all around the world at a reasonable cost, but its size restricts it from changing its current business model. Brac relies on a series of smaller companies, which act as suppliers. These suppliers are responsible for sales and installation.
Smaller companies that provide such services include Project Innovations Inc., HTO Water Technologies Inc., Benoit Plumbing Inc., Water Smart Solutions, Atchison Plumbing & Heating Ltd, and Urban Reductions Inc. (14). These companies sell greywater filtration systems to Ontario customers; however, they target end users rather than developers. 
This business model relies on the individual homeowners becoming aware of the product, then making a purchase. The model for Aquatrite systems differs is that the company works with home developers to ensure products are built directly into new homes. Working directly with green developers will allow the company to fill large orders and supply greywater filtration to environmentally-minded end users that may not have been aware of the product otherwise. 
In addition, the price of the filtration unit is hidden from end users in the overall cost of the home.  This benefits the developer by increasing the home sale price, but also benefits the homeowner by increasing the value of their home.

[bookmark: _Toc320819289]IX. Product Description
	Greywater recycling systems are water purification tanks that collect water from one source and reuse it for other purposes, including flushing toilets, cleaning laundry, and outdoor use (e.g. lawn irrigation, washing the car). Once the water has been used in the toilet, it is considered black water and requires industrial purification.
	The Aquatrite Greywater Recycling System will consist of a Jet J-500 series BAT Media Treatment System from Jet Inc. (See Figure A.3 of Appendix A). The unit will be placed underground, with each unit servicing four homes. This unit has a capacity of treating 500 gallons (1890 liters) per day. As each home would require 350 liters per day (35% of 1000 liters - see Gap Within the Industry), the four homes will be supplied with an adequate supply. In the event that the system has an excess or deficit of water, control systems are built into the unit to divert the flow of water to ensure that the home has a sufficient supply of fresh water.
	The design changes required to existing home designs is minimal, limited principally to changing a few pipe connections and placing the unit underground. The Aquatrite technician will integrate the system into each developer’s home designs. 
	Regular maintenance of the units is required and will be provided by Aquatrite Greywater Recycling System every 18 months. This is limited to a full cleaning of the unit and refilling the chlorine tablets, but will require some specialty equipment, which will be rented. As market geography and the number of units to service increase, this work will be subcontracted to a third party.

[bookmark: _Toc320819290]X. Schedule
	As the Aquatrite will be installed into new homes, its selling cycle necessarily follows that of the housing market. The majority of homes are sold between the months of March and June. As a result, a sale with a developer should be secured in February at the latest (15). This will allow a month to incorporate the Aquatrite into the home designs and educate sales agents about the product. The venture will begin to operate in September allowing five months (September 2012 - February 2013) to secure the necessary sales.
	Units will be installed throughout the summer and early fall as homes are constructed. The installation of units will be performed during the plumbing stage of construction, in the latter stage of exterior construction.
	This selling cycle will continue into future years, with the majority of sales promotion being performed between the months of September and February and construction during the summer months. 
	
[bookmark: _Toc320819291]XI. Pricing
	The sale price of units will be based on a cost-plus-profit method. As indicated in Table B.2 in Appendix B, the major cost will be that of the greywater filtration unit. Other costs include labour for installation (for which a subcontractor will be used), equipment, the cost of bonding, and overhead. A profit margin of 25% is added to arrive to a selling price of $11,499.
	Developers would raise the price of a home by $5000 or more with the addition of such a system (9). As each unit would service four homes, a developer can make an additional $20,000 per unit, providing upwards of $8000 profit for the developer. This point will be key is selling the Aquatrite to developers.

[bookmark: _Toc320819292]XII. Economics of Business
	The major cost associated with this business is the purchase of greywater filtration systems. Over 80% of projected costs for the first 16 months of operation are for the purchase of units; 10% are for fixed costs and 10% for contingency (see Table B.2 of Appendix B). As such, the risk of operating the business is minimized as the purchase of units will only be required if sales are made. In addition, fixed costs are recovered with the sale of very few units. 
	With an estimated profit of $2000 per unit sold (see Table B.2 Appendix B), the line of credit will be paid with the sale of 15 units. Although an initial investment of $120,000 is required, a large portion of this is to cover the cost of units between the time that they are purchased and when accounts are received from developers. As most of this capital will be recovered as accounts are received, the number of units to sell to break even is 25. It is predicted that this will occur during the month of May 2013 (9 months from start of business). This, however, is largely dependent on the receipt of accounts from developers.
	In order to cover the cost of regular maintenance of the units (once every 18 months), a $100 fee will be charged to owners on an annual basis (see Appendix D). As four homes will be sharing each unit, this cost will cover maintenance and provide the company with an additional annual revenue of $45 per home.

[bookmark: _Toc320819293]XIII. Sales Tactics
	Sales promotions will rely primarily on directly contacting home developers and informing them about the Aquatrite system. Developers will benefit from the profit margin which they make from purchasing the Aquatrite system and incorporating it into their homes. The home developer can use the Aquatrite as a selling point for their homes as such a unit increases a property's value by an average of 8% in total value (16). This will be justification for the developer's increase in the sale price of a home. 
	As mentioned above, the main selling tactic will be to approach home developers directly and inform them of the value we will add to their products. This will include sending newsletters, attending developer conferences, attending trade shows, as well as making phone calls directly to the heads of development companies.
	As mentioned in the Scheduling section, the months of September to February will be our busiest months for marketing, as this is a down time for home building.





[bookmark: _Toc320819294]XIV. Team (Management and others)
The Aquatrite management team will be structured as follows:

Manager/Sales – Responsible for overseeing the overall operation of the organization. He/she will also receive orders from the developers and assist in coordinating sales. In the early stages on venture, the manager will also act as a salesperson in order to obtain the first crucial sales. This person must be a highly motivated and production driven team player with good organizational and problem solving skills. Oral and written communication skills are essential to this role.  

Accountant/Sales – Responsible for processing all financial operations and transactions, external payables, and accounts receivable. He/she will also be in charge of promoting the company’s products and services to developers. This person must be well organized with strong numerical and computer skills. In addition, the person must be able to travel and have excellent communication skills.

Technician – Responsible for incorporating Aquatrite into home designs as well as scheduling installation of units. This person will coordinate and oversee all installation and maintenance. Skills required for this role are the technical knowledge of construction and site operations, problem solving skills and organizational skills. In addition, the person must be able to work under pressure and communicate very well. 


[bookmark: _Toc320819295]XV. Risks and Other Considerations
[bookmark: h.5d34cf14385b]	One of the major risks associated with greywater recycling systems is that greywater cannot be stored more than 24 hours due to the potential growth of micro-organisms (17). The Aquatrite system is not only a greywater recycling and rerouting system, but it serves as an on-site treatment plant, utilizing filtration, aeration, and chlorination procedures. This results in a high quality outflow of reusable water, even suitable for laundry purposes. 
	Installation of greywater recycling tanks may require extensive work such as digging and landscaping. This will be minimized by properly coordinating activities with developers in the design and construction phase of homes. The system will be adapted to the home design to ensure compatibility and optimal performance.
	Another risk associated with this system are the extreme temperatures of the Canadian winters. Frozen greywater in the tank would cause severe damage to the plumbing system. To ensure the smooth circulation of greywater, the tank will be installed below the freezing depth  of the ground and in compliance with the Canadian Plumbing Code. Our technical team member will adapt the design of the circulation system and tank positioning to the locality of the house. 

	Greywater is wastewater generated from water consumption, which does not contain sewage. Prior to implementing this unique system in Canadian climate, a cold weather system test is required by the Provincial Construction Board. The test examines the performance of the biological treatment system in extreme cold weather, which is unique to our environment. Cold weather testing conditions can be simulated in a controlled environment, in order to receive provincial approval as quickly as possible. 
	Testing will be performed in conjunction with the installation of a prototype to ensure suitability. The development team includes various engineering students with the necessary skills to expedite provincial and municipal technical submissions, such as reports and test data. This data is required prior to commencing product and service sales.
	
	A key consideration in the installation of the Aquatrite will be following government standards and laws. The applicable governing bodies for greywater/sewage works include the following:
· Environmental Assessment Act (EAA)
· Ontario Water Resources Act (OWRA)
· Clean Water Act (CWA)
· Nutrient Management Act (NMA)
· Environmental Protection Act (EPA)
· Ontario Ministry of the Environment (Environmental Bill of Rights, 1993 (EBR))
 
	The statutory requirements for approval of sewage works are contained in Section 53 of the OWRA. A full design of the Aquatrite system will need to be submitted to the local district office of the ministry for pre-submission consultation regarding applications for approval of the proposed Greywater system.
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Table A.1: Projections of New Dwellings in Ottawa from 2006 to 2031 (1)




[image: ]
Figure A.3: Technical Sketch of Jet Inc. Greywater Recycling Tank (18)
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Revenues:
Sale of Units	The majority of house sales are made between March and June (15), therefore it is expected that our accounts would be paid between May and August once they have been installed.
Personal Investment	The members of the management team will each initially invest $10,000 into the business for start-up costs. A further investment of $30,000 per member will be required in April.
Line of Credit	The assumption is made that at least one member of the start-up team is a student when starting the business. A student line of credit ($30,000) would be available at 4.5% annually (19). The minimum monthly payment is to pay the interest for that month. Capital is paid following graduation. Once all members have graduated, this would no longer be available and a business line of credit with a higher rate would be considered.
Maintenance Fees	A yearly fee of $100 will be charged to every end customer, which allows for a cleaning of the system every 18 months. This fee will be charged in November.

Expenses:
Cost of Prototype	This includes the cost of materials and installation for the original unit, which will be installed in one of our homes. See Table B.2 for a breakdown of this cost.
Cost of Units 	Units will be bought a month before they are required in order to ensure that we have them on time. See Table B.2 for a breakdown of this cost.
Office	This includes the cost of three office spaces at $795 per office per month. The office, located 377 Dalhousie Street, is offering office space at a per desk fee with many services included (20).
Parking	An amount of $500 per month is allocated to parking.
Installation Equipment	Equipment will likely be required to install the prototype. Equipment will not be required for the units sold, which will be provided by the labourer (specialty equipment will be rented).
Vehicle	The vehicle used for travel will be owned by a team member so no initial cost is incurred.  The cost of $100/month is for maintenance and gas. 
Installer Vehicle	$200 is allocated for gas and maintenance of the installer's vehicle as this will be used on a daily basis. An initial cost for the vehicle is placed in May, as this is the month before it will be needed.
Developer Cost	15% of our sales will be paid to the developer as an incentive to sell our products in homes.
Travel Expenses	This item includes all costs resulting from travel in order to obtain sales, except the cost of vehicle. This cost is highest during our peak promotional period (September to February). Costs should be kept minimal by attempting to obtain sales as close to our area as possible.
Office Supplies	Very little supplies are needed, but a small amount is allocated to the cost of paper, pencils, calculators, workbooks, etc. The assumption is made that our personal computers can be used.
Cell Phones	Three cell phones will initially be needed at a monthly cost of $50 per phone for service, with an additional $100/phone for initial purchase.
Website Development	For the development of a simple website where the product is displayed and explained, along with examples of the product. Sales will not be made online. As this website will be very basic, estimated building time is 15 hours at a cost of $30/hour.	
Paying Line of Credit	This is the payment of interest and capital on the money taken from the line of credit. The annual interest rate is 4.5% (see Line of Credit). The minimum (interest) will be paid in the first months. The balance will be paid in May when accounts are received.
Billing of Maintenance Fee	This is for the cost of materials and postage to send invoices to customers for the maintenance fee. An account will be set up where customers can transfer money to make the payment (21) (22). 
Bank Fees	As a relatively few transactions will be required for most of the year, the small business plan at $29.95/month with TD Canada Trust was chosen (23). $70 is allocated for December due to the increased transactions resulting from maintenance fees.	
Legal Fees	A fee of $60 is required to register our company as a partnership (24). In addition, an amount of $500 is allocated twice yearly to account for any lawyer-related, fees which may arise.
Training of Sales Staff	$500 is allocated to a half-day training session of the developer's sale staff to ensure that they understand our product and its benefits and can properly explain it to consumers.
Contingency	10% contingency is added to monthly expenses to account for unexpected expenses.
Other Notes	No cost is allocated to the payment of employees as the labour portion of this cost is included in the sale price of units.
	No expense is recorded for maintenance as this will begin the following year. This cost will be $55 annually per home (See Table B.2 of Appendix B) and will be offset by the annual fee (See Revenue).
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Suppliers

We will be using the wastewater purification system from Jet Wastewater Solutions. Jet is a wastewater-purification system manufacturer based in Cleveland, Ohio. Jet Inc. is the largest supplier of on-site wastewater treatment systems in North America and is rated A+ by the Better Business Bureau (BBB) (2). 

Jet Inc. 750 Alpha Drive Cleveland, OH 44143
Phone: (440) 461-2000 or (800) 321-6960
Fax: (440) 442-9008
email@jetincorp.com
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Table A.2. Water Consumption in Residential Use (5).
Drinking	1.0000000000000011E-2	Cooking	6.0000000000000039E-2	Car/Garden	6.0000000000000039E-2	Dishwashing	0.1	Laundry	0.12000000000000002	Toilet	0.2	Bath/Shower	0.3900000000000004	Others	6.0000000000000039E-2	
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