
COMPUTER HARDWARE BUSINESS PLAN SAMPLE

AMT Computers computer hardware reseller business plan executive summary. AMT is an ongoing business computer
reseller which also provides service and.

As we change strategies, however, we need to change the way we promote ourselves. Availability is also very
important. We have not had much success selling service contracts. One of the key points of our strategy is the
focus on target segments that know and understand these needs and are willing to pay to have them filled.
Make them understand the value of the relationship. Even though large multi-service agencies operate in the
industry, revenue is also spread among thousands of small firms and freelancers. We can help you write a
detail, strong and winning business Plan for any use. The company will seek to aggressively pursue new
opportunities. Strengths: national image, high volume, aggressive pricing, economies of scale. We are
committed to the improvement of quality computer service. Our focus group sessions indicated that our target
Home Offices think about price but would buy based on quality service if the offering were properly
presented. Upgrade offers: details would be essential in a real business plan, but not in this sample plan. Our
services include design and installation of network systems, training, and support. They benefit from national
advertising, economies of scale, volume buying, and a general trend toward name-brand loyalty for buying in
the channels as well as for products. Click here to access my free E-book and newsletter on Grants
opportunities in Nigeria and other business opportunities and information to help you discover, develop and
fulfil your business potential. Of course, one of our first tasks will be to change the messaging of our literature
to make sure we are selling the company, rather than the product. The Home Office buyers tend to want
immediate, local solutions to problems. A lot of small offices want their LAN connected to the internet. A lot
of small offices want their LAN connected to the internet. We generally buy at Everybody wants onto the
internet, and every small office wants a LAN. To provide best quality Computer maintenance service. None of
these direct competitors provides the customization and service that small businesses such as our clients truly
need. Many of them turn immediately to the superstores office equipment, office supplies, and electronics and
mail order to look for the best price, without realizing that there is a better option for them at only a little bit
more. AMT seeks to fulfill these needs and become the leader in business information technology for its
region. We can assume that we aren't talking about home offices used only part-time by people who work
elsewhere during the day and that our target market home office needs powerful technology and sufficient
links between computing, telecommunications, and video assets. In order to accomplish our objectives, our
keys to success over the next three years are: Differentiate from box-pushing, price-oriented businesses by
offering and delivering service and support--and charging for it. There are six part owners, including four
investors and two past employees. Market Analysis Summary AMT focuses on local markets, small business
and home office, with special focus on the high-end home office and the unit small business office.
Unfortunately, our home office target buyers don't expect to buy from us. We need to serve our customers
with what they need. There are several types of home offices. We need to differentiate on service and support,
and to therefore deliver as well. A third trend is ever greater connectivity. We currently depend on newspaper
advertising as our main way to reach new buyers. They almost always have a footprint of over 10, square feet
of space, usually offer decent walk-in service, and are often warehouse-like locations where people go to find
products in boxes with very aggressive pricing, but little support. We are especially focused on providing
network systems and services to small and medium business.


