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Sheila Kaiser: Thesis Abstract 

 Wysp is an online peer-to-peer marketplace that allows busy individuals, working 

parents, as well as retirees to outsource their to-do list to the local college community. The 

business plan provided here encompasses work over the past year in order to convey the business 

model to potential investors as well as professors. The Wysp idea is to provide local college 

students with flexible jobs where the student has the ability to choose their hours. On the other 

side of the business are the working families, professionals as well as retirees who need someone 

to help them with household duties such as grocery shopping, meal preparation, or 

transportation.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Sheila Kaiser: Team Roles & Responsibilities 

 

Team Member Role Responsibilities 

Sheila Kaiser General Manager Establishing and meeting 

deadlines, turning in 

assignments, & coordinating 

meetings with outside parties. 

Cassie Kramer Marketing Manager Forming press releases, 

promoting the marketing 

campaign, and establishing a 

sales strategy. 

Jon Pulito Financial Manager Creating financial statements 

and turning in assignments 

Kevin Severson Operations Manager Internship and student 

workforce coordinator, trade 

show booth coordinator, and 

coordinating meetings with 

outside parties.  

 

 



Wysp 
Your Time. Your Way.                                                           

Sheila Kaiser    Cassie Kramer    Jon Pulito    Kevin Severson 
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Wysp Executive Summary 
 
One Line Pitch: Wysp is an online, 
peer-to-peer marketplace that allows 
busy individuals to outsource their  
to-do lists to local college students.  
 
Business Summary: Wysp creates an 
online marketplace that allows 
professionals, families, and retirees to 
outsource their tasks. Therefore 
allowing Wysp customers to save time 
and spend their time in a way they 
desire. The success of Wysp relies on an 
intuitive and user friendly customer 
interface that helps to streamline 
Wysp’s overall process. Wysp’s target 
market includes young professionals, 
busy families, and retirees.  
 
Customer Problem: On average, 
Americans have 5.2 hours of leisure 
time per day. Of this time, roughly 40% 
is spent doing household chores. This 
statistic signifies that Americans lack 
the time and energy to complete their 
daily to-do lists, while also having time for leisure.  
 
Product/Services: Wysp utilizes a website and phone application platform that 
allows Wysp customers to post a job they need completed and for a student to see 
the posting and respond to the inquiry. The website and application will 
incorporate geo-fencing in order to streamline operations, which will increase our 
competitive advantage by making business processes more quick and efficient.  
 
Target Market: Our primary target market consists of young professionals, ages 
26-35, with income between 60k and 100k. This group is generally concerned about 
career advancement and building a nest egg for a potential family. They generally 
have less time available to spend time with friends or run errands. Our secondary 
target markets include busy working families and retirees. Initially we will focus on 
the markets in the Tucson areas, but we will expand to the Southwest by the end of 
year five. 
 
Customer Validation/# of Customers: Primary research suggests 97% of 
surveyed respondents would use at least one service that Wysp provides, 90% 
would use two services, and 75% would use three or more services.  

Company Profile: 
URL: www.gowysp.com 
Industry: Electronic Shopping/     
Business Concierge 
Contact: Jon.Pulito@gowysp.com 
  

Financial Information: 
Company Stage: Beta 
Previous Capital: N/A 
Monthly Burn Rate: N/A 
Pre-money Valuation: 250k-500k 
Capital Seeking: 20k-30k 

 
Management: 

Sheila Kaiser – General Manager 
Cassandra Kramer – Marketing 
Jonathan Pulito – Finances 
Kevin Severson – Operations  

 
Advisors: 

Gino Pulito – Managing Partner, 
Pulito and Associates 
Scott Richmond – Founder and 
CEO, Rock’n Web Services 
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This market research validates the need for Wysp due to the positive customer 
reactions and feedback. Wysp expects to receive approximately 200 customers per 
month by the end of the year one. 
 
 
Sales/Marketing Strategy: The key marketing strategies involve guerrilla 
marketing techniques, search engine optimization, and social media campaigns. 
Techniques and tactics such as tabling, canvassing, print and email blasts will raise 
awareness for Wysp. In terms of social media, Facebook and Twitter account 
management will entail daily blogging and updates to generate buzz. 
 
Business Model: Wysp utilizes an aggregate business model where our customers 
post a job they would like completed and names their price on the website or 
phone application. Then, Wysp’s student workforce views the customer’s posting 
through an aggregated list and selects the jobs they wish to complete. At the 
completion of the job, the customer as well as the student has the ability to rate 
their overall experience.   
 
Competitors: The largest competition facing Wysp is TaskRabbit. TaskRabbit was 
founded in 2008 in Boston, MA and now proves revenue of $3.5 million and a 
presence in 18 major U.S. cities. Zaarly, located in the Bay Area, is our second 
largest competitor. Founded in 2011, Zaarly recognized revenue of approximately 
$900K in 2012.  
 
Competitive Advantage:  Our competitive advantage lies in Wysp’s intuitive user 
experience, tiered subscription revenue model, and mobile student workforce.  
 
IP and technology/processes: Scott Richmond is the team member who is the 
technology leader. Currently, Wysp has an online presence in terms of a landing 
page while our website is in development. In the future, Scott Richmond will 
develop the mobile application.  
 
 
Financials 2014 2015 2016 2017 2018 

Revenues 57,000   230,000 598,000 1,390,000 2,840,000 

Expenditures 79,000 135,000 267,000 469,000 791,000 

Net (22,000) 95,000 331,000 921,000 2,049,000 
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Industry Overview 
 
In 2012, the business concierge industry recognized revenue of $220 million. Over 
the past decade, this industry has seen roughly 0.3% growth annually due primarily 
to the fact that these services have only been offered to celebrities and wealthy 
individuals. However, over the next four years this industry is projected to grow by 
approximately 3.7% annually to arrive at revenue of $264 million by the end of 
2017.  
 
The reason this industry has grown at a more rapid pace is because of the 
introduction of companies such as TaskRabbit and Zaarly. These companies have 
started to crowdsource routine, mundane jobs, which allow individuals to save both 
time and labor. The Bureau of Labor Statistics estimates that Americans have an 
average of 5.2 hours of leisure time daily, with two of these hours spent doing 
household activities. Depending on where you live, what job you need completed, 
and how much disposable income you have, these companies are working to save 
the average American’s most precious resource, time.    
 
TaskRabbit is the most well known of the business concierge services targeted to 
the average American. Since being founded in 2008, TaskRabbit has experienced 
substantial growth. In 2010, revenue for TaskRabbit was roughly $450,000, but by 
the end of 2012 that revenue had climbed to nearly $3.45 million. Similar to the 
industry as a whole, TaskRabbit saw modest growth initially, but is now seeing 
significantly higher growth. Privco, reports one-year revenue growth rate of 301.2% 
and a one-year employee growth rate of 169.2%.  
 
In addition, Zaarly is a major competitor within the industry. Since being founded in 
2011, Zaarly has seen impressive growth over the first two years. In 2011, Privco 
reports that Zaarly had revenue of $180,000. At the end of 2012, it is reported that 
Zaarly had revenue of roughly $900,000. Furthermore, Privco reports that the one-
year revenue growth rate for Zaarly is 400% and the one-year employee growth 
rate is 43.3%.  
 
As noted from the above statistics in terms of growth, the business concierge 
industry is catering to the average consumer, which is our target market.  
As the economy continues to rebound, and Americans have more disposable income 
available, this industry will continue to grow at an increasingly rapid rate.  
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Venture Overview 
 
Wysp is an online marketplace allowing individuals to outsource mundane, time-
consuming jobs to local, background-checked college students. We will accomplish 
this by initially using a website, but then expanding to include a mobile application.  
 
The problem we have identified is the lack of affordable concierge services geared 
toward the average American consumer. Young professionals, families, and retirees 
do not have the time or ability to efficiently complete their to-do list. Young 
professionals can reach up to seventy or eighty hours per week during their busy 
season, leaving them with virtually no time to run errands or complete household 
chores. Families may have two or three children that need to be in various places at 
one time and therefore cannot make it to the grocery store or do the laundry. 
Independent living retirees often have the time, but may lack the ability to transport 
themselves to the bank or post office..  
 
Wysp’s solution is to match our customers with local college students who want to 
earn additional income with a flexible job. Utilizing Wysp’s website, customers 
would be able to post a job with specified information, including the amount they 
are willing to pay for the service to be completed. The college student workforce 
observes the job postings and has the opportunity to accept and complete the job. 
Upon completion of the service, the customer as well as the student has the ability to 
rate their experience on the website or mobile application.  
 
Once we have launched a website, we will begin to develop an application that 
allows our workforce to mobilize. We aim for this application to include a geo-
fencing features that allow students to see the postings most relevant to them based 
on geographic location and proximity to store locations. This will allow us to 
streamline operations and provide a more agile workforce.  
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Alternative Value 
 
Although many of the services we perform for our customers are considered “odd-
jobs,” we are able to provide a lot of value to the communities we operate in. After 
the 2008 financial crisis, our country was hit with our most recent and significant 
recession. Unemployment levels have reached their peek in the past few decades, 
and finding work has been a struggle for not only those who had been laid off as a 
result of the recession but even college graduates trying to start their careers in 
their vocational specialty.  
 
Our service provides flexible, great-paying jobs to college students looking to 
supplement their income. More than ever before, college tuition and the price 
associated with great education are higher than ever. With the money college 
students earn through our service, they are able buy their class textbooks, pay living 
expenses, and help pay off any college loans they may have under their name.  
 
With the time working families are able to save by using our service, they are able to 
spend more time with family, enjoying their hobbies, or accomplishing their 
personal goals they haven’t had time for up until we came into their lives. We are 
also helping to connect the community members with one another through our 
service and helping to grow the camaraderie within the community.   
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Management Overview 
 
Wysp’s management team consists of four University of Arizona students: Sheila 
Kaiser, Cassie Kramer, Jon Pulito, and Kevin Severson. In order to complete our 
management structure, Wysp includes a technology partner, Scott Richmond, as 
well as several key advisors. Gino Pulito, Wysp’s legal advisor, assists in the liability 
issues as well as contracts and document preparation. This cohesive team of 
partners and advisors helps complete and strengthen Wysp’s business initiatives. 
 
Sheila Kaiser is a Finance and Entrepreneurship major as well as a Spanish minor at 
the University of Arizona. Sheila has diverse work experience working in sports, 
metal manufacturing, and clothing sales for various companies. In addition, Sheila is 
currently the Sports Marketing Intern for USA TODAY Sports Media Group with a 
concentration in event activation. Sheila serves as the General Manager for Wysp by 
leading and organizing the team to meet deadlines and uphold the reputation of the 
brand. 
 
Cassie Kramer is a Marketing and Entrepreneurship major at the University of 
Arizona. Cassie currently is a Search Engine Optimization Intern for G/O Digital and 
also has experience in sales and lead generation. As the Marketing Manager for 
Wysp, Cassie plans to build the brand and successfully attract the target market 
through guerilla marketing techniques. 
 
Jonathan Pulito is an Accounting and Entrepreneurship major at the University of 
Arizona. Jon has diverse work experience in sales, administrative assistance, and 
accounting. Previously, Jon  interned for Dick’s Sporting Goods as a Corporate 
Merchandising Intern. He serves as the Financial Manager for Wysp and is in charge 
of the financial objectives, expenditure breakdowns, funding channels, and long-
term financial well-being. 
 
Kevin Severson is a Finance, Physiology, and Entrepreneurship major at the 
University of Arizona. Kevin has diverse work experience in the medical industry 
and is currently a Kaplan MCAT Instructor as well as being involved in several other 
medical positions. Kevin serves as the Director of Operations for Wysp through 
coordinating the internship program, community outreach, student-workforce 
relations, and web development.  
 
In order to fulfill the technology aspect of Wysp, we acquired an additional partner, 
Scott Richmond. Scott is a web developer based out of Cleveland, Ohio with 
entrepreneurial experience. He is the founder and CEO of Rock’n Web Services, 
which provides small businesses with websites and mobile applications. Scott owns 
7.5% equity in Wysp, with the option to earn additional equity depending on 
performance standards. It is through partnering with Scott that we believe Wysp 
will benefit in the technology realm.  
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In addition, Wysp enlisted the services of Gino Pulito, Attorney at Law and Managing 
Partner at Pulito & Associates. Mr. Pulito assists Wysp with user agreements for the 
website, address any liability concerns, assist us in the incorporation process, and 
stay on as general counsel.   
 
Wysp has built a strong and efficient team that addresses the weaknesses of the 
venture. The key advisors and contacts Wysp has made enhance Wysp’s reputability 
and provide influential direction for Wysp’s next steps. We believe that with the 
right blend of expertise, passion, and innovation, Wysp will be a successful name in 
the business concierge industry.  
 
 
Management Team Role Area of Expertise 
Sheila Kaiser General Manager Finance, Sales 
Cassandra Kramer Marketing Manager Marketing, Sales 
Jon Pulito Financial Manager Accounting, Sales, Small 

Business Operations 
Kevin Severson Operations Manager Finance, Physiology 
Scott Richmond Technology Partner Website Development 
Gino Pulito Legal Advisor General Counsel 
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Marketing Strategies 
 
We plan on initially targeting young professionals, families, and retirees in the 
Tucson area, including Oro Valley and the surrounding foothills.  This area is 
comprised of a variety of ages allowing us to reach each of our target markets, and 
the average home in this area has enough disposable income to utilize our services. 
For example, in zip code 87518, the median age is 52 and the median income is 
$68,800 and in zip code 85742, the median age is 39 and the median income is 
$64,300. This unique Tucson landscape provides a terrific opportunity to help get 
our business off the ground. 
 
We plan on expanding rapidly after the initial launch of Wysp. Our goal is to have a 
presence in all of Arizona by the end of year one, expand to Utah, Colorado, and New 
Mexico by the end of year three, and finally capture the Southwest including 
California and Nevada by the end of year five. This would provide us with the 
potential for 13 million customers and $171.6 million in revenue.  

 
To arrive at these projections, we plan to use a cross media marketing strategy 
utilizing e-mail, print, mobile, and social media channels. Database marketing will be 
used to access our target market and we will use canvassing and an intern outreach 
program in order to build brand awareness, build our supplier network, and 
provide information to target market.  
 
Canvassing is defined as a systematic initiation of direct contact with a target group 
of individuals. Our team is currently reaching out to a variety of condo, apartment, 
and homeowner associations, which will allow us to enter these neighborhoods and 
distribute information directly to the residents. We have also begun to canvass the 
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University of Arizona and other public areas in Tucson. The majority of targeted 
associations reside within our target areas and are comprised of individuals within 
our target markets. We believe that by continuing on this path, we can gain access to 
approximately 17,000 individuals residing in the Tucson area.  
 
To gain additional exposure throughout Arizona, we plan on setting up tables at the 
major universities in Arizona: Arizona State University, Grand Canyon University, 
Northern Arizona University, and the University of Arizona. This tabling will allow 
us to make a concerted effort to reach out to the student body at each school. We 
estimate that we will have exposure to over 10,000 students across the four major 
universities in Arizona. We plan on enlisting interns from the various institutions to 
represent Wysp at these tabling events. After contacting these universities, we were 
able to offer a non-paid, for-credit internship program. These interns will be 
responsible for lead generation, tabling, and additional market research. This will 
provide our company with an inexpensive workforce that will act as student 
ambassadors at each of the respective universities. Not only will this help to 
increase our exposure, but it will also help in our expansion efforts. 
 
Search engine optimization (SEO) is key tactic we will use to position our website in 
front of our target market that is already searching the Internet for the services that 
Wysp can provide. Since this is a fairly new industry, it is very difficult to pinpoint 
the exact phrase or terminology that will lead users to our site. According to the 
marketing research site SpyFu, there are nearly 50,000 monthly searches containing 
concierge. This same site also states that there are approximately 27,000 monthly 
searches containing courier, 8,000 monthly searches containing personal assistant, 
and 10,000 monthly searches containing errand. Using SEO, we believe we can 
capture one percent of these monthly searches that will drive additional traffic to 
our website and translate to over 11,000 customers annually. 
 
Finally, we plan on utilizing direct mailing campaigns and e-mail campaigns in 
conjunction with our database marketing efforts. We have already spoken with The 
University of Arizona Alumni Association in an effort to gain access to their listserv. 
By reaching out to Alumni, we will be able to get information about our company to 
more places more efficiently. By engaging in these campaigns, we believe that we 
will be able to reach more cities and towns because Alumni are generally dispersed 
throughout the country. Once we establish our brand nationwide, there will be 
greater opportunity for organic growth and additional revenue. 
 
By effectively using each of these marketing strategies, we will be able to reach the 
greatest number of people, for the lowest possible cost. By keeping our costs low, 
we can maintain, or lower, our cost of customer acquisition (CAC). Currently, our 
cost of customer acquisition is $26.26. As we continue to reach more people, our 
CAC will decrease and allow us to more adequately manage our marketing budget. 
Our marketing budget will be discussed in a later section, and our CAC calculation 
can be found in the appendices section on page 19. 
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Competitive Analysis 
 
In the concierge industry there are many local and national competitors. Nationally, 
our direct competition is TaskRabbit and Zaarly, and our indirect competition is 
Uber and Airbnb. These companies are all utilizing the crowdsourced model that 
allows them to be agile and adaptable.  
 
Within the Tucson market, we are in competition with not only concierge services, 
but with other businesses that deliver goods and services. Mooi concierge, Shaffer 
dry cleaning, The Maids cleaning services, and Delicious Deliveries food delivery are 
all competition within the local Tucson market. We plan to create an online 
marketplace that satisfies all our consumers’ needs. Rather than contacting Shaffer 
to have dry cleaning delivered, The Maids to clean your home, and Delicious 
Deliveries to bring you dinner, we envision a website that becomes your “one-stop 
shop”. When you post your to-do list to our site, it is our mission to provide you with 
affordable, quality service within the customers desired timeframe. One of our 
students would pick-up your dry cleaning, grab you dinner, and then clean your 
house while you relax and eat with your family. We want to revolutionize the way 
you complete your to-do list. 
  

 
 
 
While studying each of the companies mentioned above, a trend emerged of a lack of 
controls in place for quality assurance. There are many documented cases of 
employees discussing work experiences, some experiences were positive but many 
were extremely negative. To correct this quality assurance problem, we have 
implemented a three-layer approach. The first layer is a background check for every 
student worker, ensuring that these students are reliable which gives our customers 
more peace of mind in letting an unknown student into their home and around their 
family.  The student is responsible for purchasing their own background check, this 
as an investment in their independent contractor work and shows that they are 
willing to work. The second layer is a verification of identity using Facebook, 
Twitter, LinkedIn, or some other social media site. The third layer of quality 
assurance is a review system implemented for the benefit of our customers. The 
customers are able to rate and review any student that completes a job for them. 

Industry Posit ion 

Higher Price  

Lower Benefits 

TaskRabbit 

Mooi 
Concierge 

Do it  yourself… 

Us 

Craigslist 

Independent 
Contractors 

Zaarly 
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This allows for the customers to get an idea of who will be performing the jobs for 
them. If a student does not perform his duty adequately, then he will be removed 
from our workforce. 
 
To ensure that our students are being treated fairly, there will also be a rating 
system in place for the students to rate customers. If a student was asked to deliver 
furniture, but the customer threatens to withhold payment unless it is also 
assembled, we want to have that documented. Since one of our core competencies 
will be the process by which we match students and customers, we need to ensure 
that we have the most information for both sides of the market to be able to 
maintain the best student work force and the best customers. 
 
We have also seen that many of the companies within our industry use the same 
revenue model. This model consists of taking a variable “posting fee” off of each 
transaction conducted by the company; if the price of a service is $35, then the 
company may take a 30% fee. Rather than charging our customers set fees based on 
the cost of the service, we have decided to employ a hybrid-subscription model. If 
the customer elects not to purchase a subscription, he will be charged a posting fee 
of 30%. If however, the customer decides to purchase the highest subscription level, 
then he will not be charged any posting fee. The customer will pay the monthly 
subscription fee at the beginning of every month, and depending on which level 
elected, will then simply name their price and watch as their to-do list melts away.  
 
Revenue Model 
 
Subscription Level Posting Fee  

No subscription 30%  
Level 1 - $7.99 20%  
Level 2 - $14.99 15%  
Level 3 - $24.99 10%  
Level 4 - $34.99 0% 

 
 
By targeting a student workforce, we are able to cater our services. We place a 
higher emphasis on those activities students are best suited for. Rather than 
exclusively targeting four-year universities and community colleges, we are also 
going to target vocational schools. This will allow us to expand our service menu to 
include things such as stylist work, plumbing work, electrician work, mechanic 
work, and even personal chef work.  
 
Due to the combination of aforementioned factors, we believe that we are truly 
revolutionizing the way people will spend their time. We are able to study, and learn 
from, these other organizations. We will replicate the strategies that we have found 
to be successful, but we will also be able to differentiate ourselves by improving 
upon strategies proven to be unsuccessful. 
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Risk 
 
From a financial perspective, our business model’s risk isn’t heavily determined by 
our input costs. Our input cost is essentially our labor costs of hiring the student 
independent contractors. If their cost goes up, our flat rate reflects that increase in 
our pricing. Additionally, as the current model stands, if our receivables collection 
cycle increases another 1% net 30 days, our year-end net cash flow decreases by 
0.5%, indicating a relatively inelastic collection cycle. 
 
Currently, our main value driver is our generous markup percentage rate. 
Additionally, another key value driver is our fast receivable cycle (90% same day). 
Our current model relies on the fast receivable cycle so any delay in that cycle will 
increase our risk. If our receivable cycle increases, there is a greater likelihood that 
our allowances and uncollected receivables will also increase, thereby further 
decreasing our free cash flow annually, which will ultimately lower the firm’s value. 
 
Exhibit: Survival Revenue Projections vs. Achieved Revenue Projections 

 

 Year 1 Year 2 Year 3 Year 4 Year 5 
Survival 
Revenue 
Projection 

$209,050 $234,877 $531,110 $759,887 $1,463,840 

Achieved 
Revenue 
Projection 

$57,000  $230,000 $598,000  $1,400,000  $2,800,000 

 

The exhibit above compares our survival revenues projections against our achieved 
revenue projections. As you can see, in Year 3 we easily surpass our survival 
revenue projections with our achieved revenue, indicating that once we hit Year 3, 
the revenue we generate is more than enough to sustain our annual operations by 
itself without any new cash injections. However, we almost surpass our survival 
revenue in Year 2, just falling short of a reachable $5,000, indicating that our 
operations could even be self-sustaining beginning immediately after Year 2 rather 
than Year 3.  
 
 
From a legal perspective, our liability risk is minimal. Because our workforce utilizes 
independent contractors rather than employees, we are able to mitigate a significant 
portion of any liability risk. Our contractors will sign legal agreements 
acknowledging that they understand and agree to the fact that when they are 
working in the field, they are not protected under any company liability insurance 
because they are independent contractors. Therefore, any liability will be assumed 
on the part of the contractors in the field, not our company. As long as we perform 
our due diligence in hiring safe and competent contractors, we would be protected 
from any significant liability action against our company. We will, of course, have 
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liability insurance regardless. However, even though we would be protected from 
most liability action in the case an accident were to occur in the field, if the situation 
isn’t addressed and corrected immediately to the customer’s satisfaction, the 
customer might spread negative publicity of our company in the community, which 
could significantly damage our reputation and perceived value in the eyes of the 
public. 
 
Another addressable risk, not just with our company, but also with the entire 
industry is the tendency for customers to circumvent our platform after we have 
connected them with the contractor of their choice. Once a customer has met with 
and is satisfied with a given contractor’s service performance, the customer might 
decide to contact the contractor directly next time such service is needed and save 
money by not going through us. We plan to help alleviate this potential risk by 
offering a loyalty rewards program, where the customer continues to save on their 
next service as they continue to utilize our service on a regular basis.  
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Financial Objectives 
 
To build our financial projections, we made a few initial assumptions. We plan on 
initially offering services related to household chores, deliveries, personal shopping, 
administrative support, event staffing, and tutoring. Pricing becomes extremely 
important in any financial projection; without the proper pricing structure, the 
projections are likely to be inaccurate. To determine the average price associated 
with each of these services, we searched for industry historical data. Since this is a 
new industry, this meant we had to look at the history of both TaskRabbit and 
Zaarly. We broke down the historical prices of TaskRabbit by city and job type.  
 
After we had come up with averages across the various cities, we began to look at 
population density to determine which sets of prices were most relevant. Tucson 
has a population density per square mile of approximately 2,294. The most 
comparable city was Austin, TX, with a population density per square mile of 
approximately 2,653. Not only did we decide to use the average prices of Austin, TX, 
we also decided to use the average annual one-year growth rate of jobs completed 
within the city.  
 
From an accounting standpoint, we treat each transaction as though we process it. 
This means that we book the entire cost of the service completed as revenue. 
Consequently, we then record the price agreed upon by both parties as a cost of 
goods sold: labor. This leaves us with a profit of the subscription cost and variable 
transaction fee if applicable. Using these three critical assumptions, we were able to 
build our financial projections. 
 
Looking at the income statement for year one, we project revenue of approximately 
$104,000, but an operating loss of roughly $46,000. This is primarily due to the fact 
that we have estimated it will cost $50,000 to develop a minimally viable website 
and application. If we break down the first year further, we see that by month six we 
begin to break even. Months one and four are the least profitable because we 
assume the cash expenditure for the website occurs in month one while the 
expenditure for the application occurs in month four.  
 
Revenue projections increase from year two through year five, when we project 
revenue of $2.8 million. We also project an operating gain of roughly $2 million in 
year five. As outlined earlier in the marketing section, we perceive rapid growth and 
expansion. While these projections do incorporate this rapid growth vision, they do 
not incorporate any organic growth that will occur throughout the process. We 
found that our projections were in line with industry trends and standards, and feel 
that with a strong brand we may be able to exceed those projections.  
 
Along with revenue, our projected operating expenses rise over the five-year 
projection period. As previously noted, we have substantial cash outlays in year one 
for developmental projects. We also have expenditures for things such as salary, 
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rented server space, advertising, screening costs, website maintenance, and general 
liability insurance.  
 
As a group, we have decided not to take substantial distributions until we believe 
the company has a solid foundation. Even in year five, we still do not take an 
excessive distribution because we feel that we should put as much money as 
possible back into the venture to enable it to grow and expand. The majority of the 
salary expense comes from the hiring of campus ambassadors, customer service 
representatives, and other employees deemed necessary. Like our salaries expense, 
the other operating expenses increase over the projection period. Again, the larger 
the business becomes, the more money we will need to spend.  
 
Midway through year two we begin renting a more permanent office space to meet 
with customers and hold meetings. This introduces new expenditures such as 
furnishing the office, renter’s insurance, and utilities. We increase all of our 
projected operating expenditures monthly based on average annual inflation rates. 
We feel this gives us a better representation of what future costs will be.  
 
The projected financial statements can be found in the appendices section, along 
with a breakdown of the first year income statement and a breakdown of operating 
expenses. 
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Funding Proposal 
 
To get this venture off the ground, we will need $35,000. The founders are going to 
commit $5,000 to this venture, leaving a necessary $30,000 investment. This 
investment will be spread through people, places, and things.  
 
Since we brought Scott on as a partner, a majority of the technological development 
has been taken care of through the issuance of equity. Scott will receive 7.5% equity 
in the company, with an option to earn an additional 2.5% depending upon 
performance and time at the company. Since Scott has a full time job at this time, he 
is only working on our website when he can get time away from work. We plan on 
allocating $5,000 to this project to help expedite this process. This will allow Scott to 
maintain his current schedule, but outsource some of the work to get the website 
developed faster.  
 
In terms of places, we believe that we can initially setup a virtual office to run our 
company from. Since we will not offer any brick and mortar services, we feel as 
though a virtual office would work well and help save money for other, more 
important expenses such as marketing. As we progress however, we will need to 
rent, or purchase, an office to hold meetings with investors and with our staff.  
 
The largest portion of the investment will be allocated to sales and marketing. One 
of our larger marketing strategies revolves around social media. Things such as 
creating and maintaining a Facebook account, a Twitter account, a LinkedIn account, 
an Instagram account, or a Pinterest account will all be fairly inexpensive and will 
only require man-hours. When we initially launch, the founders will be responsible 
for the maintenance of these various accounts and we therefore do not allocate any 
money to our social media campaign.  
 
The majority of our marketing budget lies in our peer-to-peer marketing strategies. 
Within this strategy, we have numerous tactics including canvassing, tabling, and 
direct mail/email campaigns. Our marketing budget can be broken down as follows: 
 
Marketing Budget 
 
Marketing Activity Cost 
Canvassing $3,000 
Tabling $3,500 
Email/Mail Campaign Budget $5,500 
Materials Budget $10,500 
Search Engine Optimization $2,500 
 
We discussed each of these tactics at length in the marketing section of the business 
plan, so we will not discuss them all again. We would however, like to draw your 
attention to the materials budget. In order to solidify our brand image, we will be 
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actively branding every event we are apart of. The majority of our materials budget 
is comprised of branding all of our marketing memorabilia in an effort to gain brand 
recognition. By gaining substantial brand recognition, we believe we will be better 
suited to gain additional market share and increase our revenues.  
 
With a pre-money valuation of $300,000 based on the present value of projected 
future cash flows, your $30,000 investment gives you 10% of the company. This also 
brings our post-money valuation to $330,000. Looking ahead to year five, we see 
that our EBITDA projection is roughly $1,997,000. If we take that EBITDA and use a 
multiple of 5, we see that our exit is approximately $9,985,000. As a 10% owner of 
Wysp, this would entitle you to roughly $1,000,000, or a 33 times return on 
investment.  
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Conclusion 
 
Over the next five years, the business concierge industry will grow from $220 
million to $264 million in revenue. This signifies an annual growth rate of 
approximately 3.7%. The reason for this growth is simple; the average American is 
beginning to use concierge services. Until recently, these services were reserved for 
celebrities and highly wealthy individuals. With the introduction of low cost 
alternatives to this market, concierge services have become much more prominent 
throughout the middle class. 
 
We are creating an online marketplace that allows individuals to outsource their to-
do lists to local college students. Rather than spending hours mowing the lawn, 
running errands, or doing laundry, simply log onto our website, post what you 
would like completed, name your price, and let us take care of the rest. Our qualified 
student workforce will see the job post and complete it. You pay through our 
website so no cash needs to change hands. We want to revolutionize the way the 
middle class spends time. 
 
Companies like TaskRabbit and Zaarly have recently entered into this marketplace, 
and have been fairly successful. After seeing the early success of these companies, 
we went out into the Tucson community and administered a survey. Out of 150 
respondents, 97% said they would use at least one of our services, 91% said they 
would use at least two of our services, and 75% said they would use three or more 
of our services.  
 
To ensure we could compete with these companies, we began to study their 
operations. Out of this research came what we perceive to be our competitive 
advantage. First, we have three layers of quality assurance to ensure the best 
experience for both our customer base and our student workforce. Second, we have 
implemented a revenue model that is unique to the industry. Lastly, we have 
employed a flexible student workforce, something that is also unique to the 
industry.  
 
We believe we can translate our competitive advantage and the need for an 
affordable, middle class concierge service into a successful business. This success 
should translate into a sizable financial gain, which we have projected below: 
 
 
Financials 2014 2015 2016 2017 2018 
Revenues 57,000   230,000 598,000 1,390,000 2,840,000 
Expenditures 79,000 135,000 267,000 469,000 791,000 
Net (22,000) 95,000 331,000 921,000 2,049,000 
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Appendices 
 
 
 
Marketing Budget 
 
Marketing Activity Cost 
Canvassing $1,000 
Tabling $1,500 
Email/Mail Campaign Budget $2,000 
Materials Budget* $6,000 
 
 
*The materials budget consists of venues for fundraisers, as well as pamphlets, 
brochures, and business cards 
 
 
Cost of Customer Acquisition (CAC) 
 
Monthly Searches 49,500 
Click-Through Rate 0.3% 
Number of Clicks per Month 14,850 
Cost per Click $2.25 
Cost per Month $33,413 
Conversion Rate  8.5% 
Number of Customers 1,262 
Cost of Customer Acquisition $26.26 
 
First determine the number of monthly searches and multiply it by the industry 
click-through rate, giving you the number of clicks per month. Multiply that number 
by the average cost per click to arrive at the total monthly cost for the industry. Take 
the number of clicks per month, and multiply it by the conversion rate, bringing you 
to the number of customers. Divide the total monthly industry cost by the number of 
customers to arrive at cost of customer acquisition. (CAC) 
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Five-Year Income Statement 
 

 
 
 
Five-Year Balance Sheet 
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Five-Year Cash Flow Statement 
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Breakdown of Operating Expenses 
 

 
 
 
 
 
Year One Income Statement Broken Down by Month and Quarter 
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Sheila A. Kaiser 
28407 N. 104th Way, Scottsdale, Arizona 85262 ● 480.235.4989 ● skaiser@email.arizona.edu  

 

EDUCATION          ACADEMIC AWARDS  
University of Arizona, Graduation: May, 2014       Arizona Certified Public Accounting Award, 2012  

Honors College: Eller College of Management            Wildcat Excellence Award, 2010-2014  

Double Major: Finance & Entrepreneurship; Spanish Minor             Dean’s Award, 2012  

Cumulative GPA: 3.910         Finance Endowment Fund Recipient, 2013  

 

WORK EXPERIENCE  

 

USA TODAY SPORTS MEDIA GROUP           New York, NY  

Marketing Intern               May 2013 – Aug 2013 

 Prepared budgets of $500K, scouted venues, and communicated with management for a 200 

person 2014 Super Bowl event  

 Created a best practices and strategic initiatives USA TODAY Sports Marketing newsletter that 

was received by 1,000 account executives and industry contacts; featured the PGA TOUR, 

NASCAR and Gatorade Athlete of the Year 

 Led group discussions and made presentations to staff and senior management regarding event 

activation for various Gannett properties 

 Presented PGA TOUR research to management to help them prepare for future client meetings  

 Conducted marketing research regarding four revenue opportunities for new partnerships with 

advertisers, league offices and professional sports teams  

 

THE ORIGINAL RETROBRAND                Tucson, AZ  

Sales and Marketing Intern       August 2010-August 2013  

 Collaborated with management and customers to increase sales and develop marketing plans to 

expand market share 

 Organized a seasonal sales event for the Company’s largest customer, which led to an 18% 

increase in order size 

 Participated in marketing commercial for the BCS Championship in 2011  

 

P-K TOOL & MFG.                  Chicago, IL  

Junior Sales Member, Assemblywoman               Summers 2009-2012  

 Promoted to a marketing role where I assisted executives with various sales functions; these duties 

included preparing customer presentations, interacting with clients and managing travel 

arrangements and reimbursements 

 Assisted with general bookkeeping and tax codes at the company, which improved understanding 

of GAAP accounting rules and tax regulations 

 Prepared invoices, documents, and packages for customers while working on the assembly line 

during the summer of 2009  

 

GREENTHUMB                  Tucson, AZ  

Inventor, Team Leader                      Fall 2010  

 Created GREENTHUMB, an iPhone application idea used to promote university public 

transportation 

 Collaborated with U of Az. Department of Transportation to implement application for existing 

transportation services  

 Coordinated our effort at U of Az. with other universities to introduce product as part of their 

campus services  
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LEADERSHIP EXPERIENCE  

 

GAMMA PHI BETA, Alpha Epsilon Chapter               Tucson, AZ  

Executive Board Member, Officer            Fall 2010-2012  

 Elected as an executive officer- responsibilities included motivating 250 women to uphold the 

code of conduct and maintain the sorority’s ethical standards  

 Communicated with Headquarters and Alumni regarding required documentation issues and 

adherence to ethical standards  

 Edited and updated over 300 files to create an organized academic information system to enhance 

Chapter GPA  

 

RONALD MCDONALD HOUSE CHARITIES              Phoenix, AZ  

Volunteer                 2005-Present  

 Led student project spanning four years, performing over 150 hours of service, which included 

remodeling Phoenix location  

 

ELLER BOARD OF HONOR & INTEGRITY               Tucson, AZ  

Honorary Member                2012  

 Contributing member of student leader organization that promotes ethics and values within Eller 

College of Management at the U of Az.  
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CASSANDRA LAREN KRAMER 
480.710.2337                       ckramer1@email.arizona.edu 

 

OBJECTIVE 

Technology savvy and entrepreneurial student seeking a dynamic career. 

 

EDUCATION AND HONORS 

 The University of Arizona, Tucson, Arizona 

 Bachelor of Science in Marketing, GPA 3.588, May 2014 

 McGuire Entrepreneurship Program 

 

 The Arizona Board of Regent’s High Honors Tuition Scholarship 

 Dean's List: Spring 2012, Spring 2013 

Dean's List Honorable Mention: Fall 2012 

Dean’s List With Distinction: Fall 2013 

Eller’s 50 Collegiate Women of the Year Honorable Mention: 2012-2014 

Member of Honorsociety.com 

Order of Omega Greek Honorary 

 

EXPERIENCE 

AT&T Internship through EdVenture, Advertising Intern, Tucson, Arizona, January 2014-May 2014 

 Create advertising campaigns and promotions to attract students to start a career with 

AT&T 

 Design logo for internal advertising agency and other creative materials for main event 

 Brainstorm and strategize fundraising techniques to extend the $1000 budget  

Care Haven, Business Consultant, Tucson, Arizona, January 2014-May 2014 

 Analyze current business operations, marketing, and financials seeking ways to improve 

the business 

 Design an operational dashboard to improve day to day operations 

 Develop a cash management plan and a strategic growth plan for the next five years 

G/O Digital, Search Engine Optimization Intern, Phoenix, Arizona, May 2012-current 

 Create 15-20 audits per week for existing and potential clients  

 Perform keyword research in order to improve Google search results to increase business 

G/O Digital, Lead Generator, August 2011- May 2012 

 Constructed and maintained Excel lists of customized leads for sales representatives  

 Brainstormed and provided new lead generation sources 

G/O Digital, Multimedia Marketing Consultant, June 2011- August 2011 

 Consulted with business owners to discuss their participation in 

www.dealchicken.com 

 Formulated specialized deals for each business to optimize deal purchases by 

consumers 

Level Apartments, Leasing Agent, Tucson, Arizona, September 2012-December 2012 

 Developed strategic partnerships with local businesses to promote the apartments 

 Spearheaded creative marketing strategies to use at special events 

 Met weekly leasing goals of approximately 30 leases per week 

SKILLS 

 Computers: Sales Force, Microsite Masters, AtTask, Ahrefs, Woorank, Google AdWords 

 Professional: customer service, sales, communication, teamwork, writing, attention to detail 

 

LEADERSHIP 

American Marketing Association, Member, Tucson, Arizona, August 2012-current 

 Network with students and potential employers that speak at biweekly meetings 

 Percentage night committee member, organize event and promote word of mouth 

marketing 

 Pi Beta Phi Sorority, Member, Tucson, Arizona, August 2010-current 

mailto:ckramer22@yahoo.com
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 Policy and Standards Board member 

 Arrowspike Committee, annual Arrowspike philanthropy proceeds go to First Book 

 Volunteer at Tucson Elementary School book fair and Bens Bells 

Sports Marketing Association, Member, Tucson, Arizona, August 2010-current 

 Volunteer at various U of A sporting events including women’s basketball and volleyball 

 Gain career knowledge from experienced professionals in the sports marketing field  

 

VOLUNTEER EXPERIENCE 

Friends For Life: No Kill Animal Shelter, Volunteer, Gilbert, Arizona, May 2007- September 2010 

 Extended help with bathing, playing with, and walking the dogs and cats 

 Trained new volunteers in the rules and procedures of the shelter 

 Nuestros Pequenos Hermanos Mission Trip, Volunteer, Mexico, June 2009 

 Interacted with the orphans and special needs children through crafts and recreational 

sports 

 Performed daily chores including cleaning, cooking, and feeding the farm animals 
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JONATHAN ALLAN PULITO 
jpulito@email.arizona.edu 

 
Current Address:                                    Permanent Address: 
3750 E. Via Palomita, Appt. 6103                             37777 State Route 303 
Tucson, Arizona 85718                   Grafton, Ohio 44044 
(440) 865-3396            (440) 926-7004 
 

Education 
The University of Arizona, Honors College 

  Bachelor of Science in Accounting, expected May 2014 
  Bachelor of Science in Entrepreneurship, expected May 2014 
  Majors: Accounting and Entrepreneurship  
  Dean’s List with Distinction 
  GPA: 4.0 
 

Experience 
Corporate Internship, Dick’s Sporting Goods                   Pittsburgh, PA 

 Dick’s Sporting Goods Store Support Center 
 Responsible for nearly $20 million throughout the course of the summer 
 Created multiple reports which were utilized by senior level executives 
 Developed and presented a project to be implemented in all new stores 

 
Activities Chair, Accounting Student Association           Tucson, AZ 

 The University of Arizona, Eller College of Management 
 Organize various philanthropic, social, and professional events for ASA 
 Correspond regularly with various firms and organizations  
 Promote networking between club members and outside firms  

 
Volunteer Income Tax Assistant                                                         Tucson, AZ 
Goodwill Job Connection Center 

 Received certification from the IRS for the 2012 tax season 
 Prepared tax returns for low income families and students 

 Assisted in tax related research in an effort to more adequately serve clients 
 
Activities 

Eller Economic Development Program                                               January 2013 – May 2013 
Initiate, Beta Alpha Psi                September 2012 - present 
PwC Case Competition                                    November 2012 

  
Awards     

Beta Alpha Psi Outstanding Member               April 2013 
Academic Year Highest Academic Distinction                                August 2011- May 2013 
Eller Multicultural Night of Excellence Award                            April 2012 
Arizona Excellence Award                        August 2010- present 

 

Skills 
 Proficient in Office 2011  
 Work well in groups and with others 
 

mailto:jpulito@email.arizona.edu
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Kevin Severson 
 

-Mail: kevins1@email.arizona.edu 

 

EDUCATION 
University of Arizona          Tucson, Arizona 

Bachelor of Science: Finance            August 2009 – Present 

Bachelor of Science: Entrepreneurship 

Bachelor of Science: Physiology 

GPA : 3.95 

 

WORK, CLINICAL, & RESEARCH EXPERIENCE 
 

Kaplan Test Prep          Tucson, Arizona 

Medical College Admissions Test (MCAT) Instructor                           May 2013 – Present 

 Instruct students in mastering the concepts of Physics, General Chemistry, Organic 

Chemistry, Biology, and Verbal Reasoning 

 Provide individual attention to every student to ensure they are able to reach their target 

score 

 Teach testing strategies to students and how to use their limited testing time effectively 

and efficiently 

 

Arizona Simulation Technology and Education Center (ASTEC Lab, UAMC)        Tucson, Arizona 

Research & Instructional Assistant                May 2012 - Present 

 Assist Emergency Medicine Instructors in their instruction to UA health professional 

students 

 Assist in lab research of the ASTEC Lab including artificial tissue and surgical training 

technique research 

 Mentor younger volunteers in the lab for their educational development 

 

American Medical Student Association (AMSA)                 Washington, D.C. 

Premedical Regional Director, Region 5 of the United States        May 2012 – May 2013 

 Oversee all AMSA premedical chapters in the following states: 

o  

 Aid chapter development through consultation of meetings, events, and operations 

logistics 

 Facilitate quarterly web conferences with chapter leaders 

 Accommodate any and all needed chapter resources 

 

CPR Start                        Tucson, Arizona 
Founder & President; AHA Basic Life Support, Heartsaver, & First Aid Instructor       January 2012 – Present 

 Instruct and certify collegiate undergraduate and community high school students in BLS 

CPR 

 Manage operations, scheduling, website, networking, marketing, and finance activities of 

organization 

 

Kaplan Test Prep                       Tucson, Arizona 

Campus Representative        January 2012 – May 2013 

 Provide friendly and helpful customer service 

 Discuss all the benefits and opportunities of a Kaplan course with students on a regular 

basis 

 Attain highest sale conversion ratio as Senior Student Representative in Northwest 

Region 
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 Assist students with course enrollment 

 Coordinate local student organization & Kaplan joint events 

 

Kindred Hospital Tucson         Tucson, Arizona 

Certified Nursing Assistant, Medical Surgical Unit – PRN                  December 2011 – Present 

 Assist nurses in patient care 

 Specialize in respiratory and wound care through hospital training 

 Perform all CNA responsibilities in providing complete patient care to patients through 

kind, considerate, and efficient care practices 

 

Barrow Neurological Institute        Phoenix, Arizona 

Research Assistant         June 2010 – August 2010 

 Researched the neurophysiological control of locomotion 

 Analyzed neuron action potential frequencies for data analysis 

 Trained cats to walk correctly during experimentation 

 Actively participated in the neuronal recordings during experimentation 

 Presented the anatomy and physiology of the pyramidal tract to lab colleagues 

 

VOLUNTEER EXPERIENCE 
 

Junior Achievement, Arizona         Tucson, Arizona 

Community High School Teacher, Pueblo High School        January 2013 – Present 

 Teach high school students the basic logistics of entrepreneurial ventures 

 Inspire students to compose their own original business or organization plans 

 Facilitate classroom discussion and activities about entrepreneurial opportunities 

 Help students see and understand that they can accomplish anything 

 

Ginkgo, Project Holistic Health Day        Tucson, Arizona 

Strategic Operations Management Consultant          August 2011 – December 2011 

 Provided guidance for non-profit startup organization focused on community holistic 

health initiatives 

 Organized executive meetings for early stage organization development 

 Originated organization name and logo 

 Presented organization’s mission, logistics, strengths, and opportunities to capital 

investors with co-founders 

 

Northwest Medical Center         Tucson, Arizona 

Clinical Volunteer, Emergency Department       February 2011 – December 2011 

 Visited with patients and their families 

 Offered and provided refreshments to families waiting with their loved one 

 Organized patient charts and restocked when necessary 

 Restocked and organized medical supply room as needed 

 Assisted nurses and physicians with any and all responsibilities asked of me 

 

CERTIFICATIONS 
 Certified Nursing Assistant through Arizona State Board of Nursing June 2011 – Present 

 American Heart Association Basic Life Support Instructor April 2011 – Present 

 Healthcare Provider CPR certified through American Heart Association April 2011 - Present 
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STUDENT ACTIVITIES 
 President, American Medical Student Association, UA premedical chapter May 2011 - May 2012 

 Event Coordinator, American Medical Student Association, UA premedical chapter May 2010 – 

May 2011 

 Member, American Medical Student Association August 2009 - Present 

 Member, Physiology Club August 2009 - May 2010 

 Arizona Intramural Soccer March 2010 – Present 

 

SKILLS 
 Effective communication among large and small groups of people 

 Kind and friendly interpersonal skills 

 Incredibly efficient time management 

 Quick adaptation to stressful and/or unfamiliar situations 

 Taking of initiative 

 

HONORS 
 Phi Beta Kappa Honorary Society 2012 – Present 

 Dean’s List with Distinction 2009 – 2010, 2012 & 2013 

 Dean’s List 2011 

 Employee of the Month, Kaplan Test Prep September 2012 
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I. Core Self-Evaluation Scale (CSES) 

 In this core self-evaluation scale found below in Exhibit 1.1, I scored a 3.75. The average 

or mean score is roughly 3.8 to 3.9. Using a five point Likert scale, I rated myself on the twelve 

listed items based on what I felt and perceived myself to be. Since my score of 3.75 was slightly 

below the average or mean, this is indicative that I view myself in a more negative light than the 

average person. A high score represents a person who has a high self-esteem and believes in their 

capabilities and success. In reflection, I feel that this score is a true and honest impression of my 

personality. I am harsher on myself in terms of gaining and working towards success. I hold 

myself to a very high standard and sometimes, when that standard is not met perfectly, I tend to 

have a lower self-esteem and lack the confidence in my decision making capabilities. In that 

sense, I have a desire to control the outcome of situations because I believe I am in control of 

what happens in my life as well as my career. The core self-evaluation scale helped me realize 

that I need to be and act in a more confident manner when it comes to my accomplishments. I do 

feel I am capable of coping with problems that arise in my life, but I sometimes have doubts on 

whether or not I made the correct decision. This is an indicator that I perhaps may lack the 

confidence and not be completely satisfied with my job performance. In addition, the CSES 

score that I received accurately describes my personality as well as my leadership style. I can be 

timid at times. However, I do believe that I am in control of what happens to me and that my 

decision making will influence outcomes down the road. I also feel that my score shows my 

personality in that I am one to set the bar of standards very high for myself and I am confident 

that I will be able to succeed. Below in Exhibit 1.1 comprise the answers for my CSES survey 

that I completed.  
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Exhibit 1.1  

5 I am confident I get the success I deserve in 

life. 

3 Sometimes I feel depressed.  

4 When I try, I generally succeed. 

4 Sometimes when I fail I feel worthless. 

5 I complete tasks successfully.  

2 Sometimes, I do not feel in control of my 

work.  

4 Overall, I am satisfied with myself.  

3 I am filled with doubts about my competence. 

4 I determine what will happen in my life.  

2 I do not feel in control of my success in my 

career. 

4 I am capable of coping with most of my 

problems. 

3 There are times when things look pretty bleak 

and hopeless to me.  

 

II. Tolerance of Ambiguity Score and Explanation  

 After taking the Tolerance of Ambiguity scale, I received a score of 47. This score 

indicates that I am less tolerant of ambiguity. With most people or the average person scoring 

between 40-44, I am more intolerant of ambiguity in comparison to others. I feel that this score is 

an accurate description of my tolerance level for ambiguity. I am a straight forward and 

thoughtful person. In that sense, I like and expect things to be direct and without distractors that 

take away from the main point. For example, when I complete a project for my internship, I 

expect that the feedback I receive, whether positive or negative be straight forward, to the point, 

and unambiguous.  In addition, I feel that this score accurately describes me because I do like 

clear direction for assignments. I feel more comfortable performing a task if I know exactly what 

is expected of me and what the standards are. Below in Exhibit 2.1 is a list of the responses I 

gave for the Tolerance of Ambiguity Scale  
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Exhibit 2.1  

4 An expert who doesn’t come up with a definite 

answer probably doesn’t know much.  

6 I would like to live in a foreign country for a 

while.  

3 There is really no such thing as a problem that 

can’t be solved.  

3 People who fit their lives to a schedule 

probably miss most of the joy of living.  

3 A good job is one where what is to be done and 

how it is to be done are always clear.  

6 It is more fun to tackle a complicated problem 

than to solve a simple one.  

2 In the long run it is possible to get more done 

by tackling small, simple problems rather than 

large and complicated ones.  

7 Often the most interesting and stimulating 

people are those who don’t mind being 

different and original.  

5 What we are used to is always preferable to 

what is unfamiliar.  

4 People who insist upon a yes or no answer just 

don’t know how complicated things really are.  

2 A person who leads an even, regular life in 

which few surprises or unexpected happenings 

arise really has a lot to be grateful for.  

7 Many of our most important decisions are 

based upon insufficient information.  

5 I like parties where I know most of the people 

more than the ones where all or most of the 

people are complete strangers.  

4 Teachers and supervisors who hand out vague 

assignments give one a chance to show 

originality and initiative.  

3 The sooner we all acquire similar values and 

ideals the better.  

7 A good teacher is one who makes you wonder 

about your way of looking at things.  
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III. Skills of Effective Leaders Scale 

 In terms of my leadership style and leadership ability, I would say I am an effective 

communicator as well as a listener. For formal presentations, I am able to articulate my thoughts 

well as well as remember what I practiced. I do get nervous in front of crowds. However, I try 

my best to conceal my nerves and put my best foot forward. In addition, I feel I am excellent at 

time management as well as organization. I keep my team up to date with deadlines through easy 

to read emails. In addition, I motivate my teammates to continually meet and accomplish 

assignments in order to receive the best grade possible as a group. I do however struggle with 

stress management. I tend to get very stressed when there is a lot going on or when there is 

conflict. To deal with stress, I sometimes shut down rather than being productive. In order to 

avoid those stressful situations, I try to be as organized as I can be and I try to set goals for 

myself by accomplishing one item at a time. In addition, I feel that I am able to delegate tasks 

fairly and divide up the work so each person partaking in the team has an equal amount of 

responsibility. I also hold myself accountable and try to lead by example. 

Exhibit 3.1 

Outstanding.  Communication, including listening and 

making formal presentations. 

Adequate. Time and stress management. 

Outstanding.  Decisiveness: Managing and making timely 

decisions.  

Good. Organizational/technical competence: 

Recognizing and solving problems.  

Good. Motivating and influencing others.  

Outstanding. Managing people: 

Delegation/fairness/patience/respect/tolerance. 

Adequate. Setting goals/articulating a vision.  

Good. Self-awareness. 

Good. Team-building/team spirit. 

Weak.  Managing conflict.  
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IV. Personal Strengths and Weaknesses  

 Through self-reflection and examination, I was able to answer the skills of effective 

leaders. In order to further reflect on my leadership style, I found it pertinent to ask my fellow 

teammates about their opinions about my leadership effectiveness, strengths as well as 

weaknesses. In terms of leadership strengths, my teammates thought I was a leader who was able 

to delegate work responsibilities in an efficient manner. In addition, I strive to keep the team and 

followers ahead of the curve by completing assignments early rather than late. I was also noted 

as being one to pay attention to detail and initiating action. One of my teammates said I was 

direct, organized and prepared for meetings by being able to manage time effectively. In terms of 

weaknesses from my teammates, I received a comment that I am at times unable to hold my 

ground and should communicate more personal opinions and viewpoints. In addition, I can be 

timid at times rather than being more open and speaking my thoughts.  

 In addition to my strengths and weaknesses from the viewpoint of my teammates, they 

also described my leadership style as very organized by making sure all materials, processes, and 

plans are well into place. Also, my teammate described me as straight to the point as well as 

keeping everyone on task. My third teammate described my leadership style as taking a hands-

off approach and delegating well to others. As for my personality, I was described as kind, 

respectful, focused, understanding, and laid-back. In addition, my teammate described me as 

easy to get along with and soft-spoken. Based on their feedback, I was also a consistent leader 

and my leadership style did not really change over the course of the semester. I was responsible 

throughout the entrepreneurship process in terms of meeting deadlines ahead of time and 

delegating work equally as well as effectively.  
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 In addition to my teammates, I also asked the same leadership style questions from my 

parents. They said that in terms of strengths, I am organized and pay close attention to the 

details. In addition, I am thorough and stay on task. In terms of weaknesses, at times I can be 

rushed as well as get frustrated if people on the team are not pulling their weight. In terms of my 

leadership style, I listen to what people have to say, and then I determine a plan of action that 

allows every team member to be involved. In addition, my parents described my personality as 

outgoing, not afraid of challenges as well as friendly and able to get along with others. I thought 

that was similar to how my one teammate described me as easy to get along with. I also asked 

my parents to comment on my ability to effectively lead. Their response was that I look outside 

the box for ideas that might work as well as that I never assume that I do not have to put in as 

much work as the rest of the team because I expect everyone to do an equal amount of work. 

V. Leadership Improvement Guidelines  

 After reflecting on what my teammates as well as parents said about my strengths, 

weaknesses and leadership style, I feel there are some areas of which I can improve upon over 

the next two years. I feel that I can be more assertive with my opinions as well as express my 

viewpoints in a more aggressive manner. I tend to be softer spoken and I would benefit greatly if 

I were more outspoken with my thoughts and feelings. In addition, in order to avoid group 

conflict, I can be more of a people pleaser at times. In order to combat these obstacles and 

leadership challenges, I can work on being more direct with my thoughts and unafraid of what 

others may think of me. I feel that at times I can be conscientious about how other people view 

me. In reflection, I should be more bold and assertive in my mannerisms and how I carry myself 

and I will be aware of changing this over the next two years. In addition, I expect to face certain 

barriers to me not becoming the most effective leader as I can be. I can be stubborn in my ways 
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at times, which may lead to me not accomplishing my goal of becoming the most effective leader 

that I can be. In order to overcome and minimize the effect of these barriers, I foresee myself 

establishing a new way of looking at problems. I will be more open to listening to other people’s 

opinions and thoughts. This will enable me to tackle complex problems in an easier fashion and 

be a more effective leader.  

VI. Self-Reflective Essay 

 After completing these mental self-assessment exercises, I was able to reflect on my 

leadership style and the areas that I thrive at as well as the areas that I need improvement. From 

my experience through college, I have had many opportunities to be a leader as well as a 

follower. Through these experiences, I have naturally risen to be a leader in most situations when 

called upon. I find that it is in my nature to lead others instead of follow a group norm. In 

addition, after receiving input from my friends, family, and fellow teammates, I have concluded 

that I am an effective leader and I have the potential to continually improve my leadership style. 

Through my experience in the entrepreneurship program, I have learned when to lead and when 

to follow. By that I mean there are certain times when the situation calls for a leader to step aside 

and let others take control. Leading is about knowing how to effectively delegate because one 

person cannot complete everything on their own. In addition, through the executives, leaders and 

prominent figures who attended class to speak to the honors students, I have learned about 

different leadership styles and tips that I will take along with me in my future.  

 As a leader I want to be seen as competent and having the ability and power to create 

positive results both in the projects as well as the work environment that is created. I think it is of 

utter importance to surround yourself with the right people in the workplace. I think this carries a 
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lot of weight in importance because the people around you influence your decision making as 

well as your attitude every day. As a leader in a company or a leader in a school project, it is 

important to set the tone of a positive attitude and efficiency in order to rally the teammates to 

get tasks accomplished. In addition, I feel it is important to learn and grow from others. Whether 

other people make bad mistakes or good choices, I feel that there is a learning opportunity in 

every situation. A leader can learn just as much from a negative role model as they can a positive 

one. Through my experiences, I have had negative people on team projects in the past. I have 

learned that it is important to stay uplifting and positive so that one person does not bring the 

entire group down with them. In addition, I think as a leader it is imperative to be approachable 

and willing to help others. Leaders cannot be a feared figure in the workplace. A leader needs to 

be informed about all of the things that are happening, both good and bad. An approachable 

leader is one that listens to other people’s needs and is understanding without being harsh or too 

opinionated. In addition, a leader must be willing to help their employees or teammates in times 

of need.  

 In addition to a leader being approachable and willing to help others, it is also important 

for a leader to continually evaluate their performance as a leader as well as a follower. I find that 

since I fall into a leadership role more frequently, it is important to check with others if I am 

performing my duties in an effective manner. It is important for leaders to surround themselves 

with a personal advisory board. This personal advisory board is comprised of people you respect 

and admire. This statement goes back to when I discussed the importance of surrounding 

yourself with the right type of people. A personal advisory board is an effective way to 

continually monitor your leadership progress as well as leadership effectiveness. I think that I 
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will be conscientious about who I surround myself with because I want to be admired and seen 

as a leader who is always improving and is not stagnant.  

 It is also a leader’s responsibility to create a pleasing work environment that fosters 

creativity and innovation. Employees or teammates must be treated with respect at all times or 

they will lose respect in their leader. I think responsibility as well as reward is two vital 

components of an effective work environment. In addition, it is important for the leader to find 

people who are passionate about what they do. In my opinion, passion drives success and 

passionate people are more thoughtful and innovative in the workplace. It is my conclusion that 

taking these factors into consideration, I will be a more effective leader that is more assertive in 

order to execute in a better fashion.  

 In addition to fostering a competitive yet productive work environment, a leader must 

also be able to drive the mission or vision behind a project. I think it is the leader’s responsibility 

and role to execute the project in an unselfish and trusting manner. As a leader, I pride myself on 

being trustworthy and honest. I may not always have the right answer at the exact moment, but I 

am unselfish and do not have a personal agenda that conflicts with the needs of the team as a 

whole. I find that leaders who act in a selfish manner end up surrounding themselves with 

followers that are too timid or afraid to stand up against them. As a leader, I want to be 

approachable at all times and foster an environment that promotes open communication across 

management lines. Since a young age, I have always had a hard work ethic. That is something I 

take pride in as I am always trying to put my best foot forward. In addition, I think a leader 

should have a vision for the future. By constantly thinking about the future, this allows a 

company to make decisions that are relevant and the best for the situation. In addition, it is 

important for a leader to be able to recognize what is strategically important for a company and 
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act upon that. Sacrifice and contribution are two vital necessities for an effective leader to 

embody. I want to be the most tenacious leader I can be by making decisions with the 

information provided and surrounding myself with the right people. Over the next few years, I 

will continue to learn more about my leadership style and the areas I can improve upon.  
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