UniTEEr, Inc.

With the popularity of the game of golf at an all-time high it has become increasingly difficult for players to obtain tee times at their favorite local courses as well as prestigious resort courses.  UniTEEr, Inc. will be a one-stop website to satiate the demand of golfers by making those hard to get tee times available to all for a minimal fee.  In its early stages the site will focus on the golf courses of Southern California.  Building relationships with management at local golf courses will be imperative to the site’s success.  The anticipation is that our sales force will be able to procure a number of daily tee times from the busiest courses in the region.  Golf Course management will be enticed to grant us these valuable times because we will provide advertising space on UniTEEr.com for them to highlight the features of their courses as well as the chance to offer discount prices in times of minimal traffic.  When golf course traffic is high these courses are able to charge a premium for their green fees and not only that, players are willing to pay premiums for tee times that can be booked in advance of the golf course’s normal policies as our target market will be the vacation golfer that is trying to coordinate his or her rounds.  We foresee a staff of 4 employees, all of which will be focused on the procurement of these tee times and the building and maintenance of the website and database.  This staff and server fees will lead to a first year operating budget of approximately $200,000.  This budget will grow as we enter new markets and the need for additional staff arises.

By undertaking this enterprise, we seek to achieve a competitive advantage in this market by offering a service to the golf playing public that is, to the best of our knowledge, not currently available within Southern California.  We will be applying a Transformation business model where the business will provide a transition and link between the current legacy systems that 90% of Southern California courses utilize.  This current method requires the customer to contact the individual course via phone or in person to make a tee time thus, making it difficult as the consumer has to look up the information on each course.  We look to streamline this current system by providing a connection between the Web and the golf courses in order to provide an e-commerce platform from which to do business.  This will facilitate the process for both parties and eliminate paperwork and the use of outdated tracking systems on the golf courses’ end, while keeping all of the available tee times in the database.  This will also allow the pro shops to attend to the customers that are there in person and allow them to process those transactions more efficiently and quickly.  This is a common problem at most shops where there are normally several people in line with only one representative to account for them.  Consumers will be able to look online at a listing of golf courses in Orange County and will be able to reserve tee times and confirm green fees.  This is an added advantage of this platform because green fees often vary depending on the day of week and the time of day and frequently vary. The website will process transactions that will communicate with the database of courses, schedule of tee times, and their corresponding green fees. 

We can identify a number of common DBM applications for Electronic Commerce or E-business to utilize. These are:

· Use of Portals to support “a Community” of users

We will focus on our website content, format and access, to facilitate site adhesion and create a golf community. Our customers could share valuable information regarding golf courses, their locations, golf tournament and Golf classes with other members of the community. The community formation on the web could bring more customers to our website, therefore adding value to our business. Based on our initial research, there is a potential niche market for our service in Orange County and we will focus our attention on developing a strong e-commerce golf brand. 

· Direct Sales

The customers will purchase the service “tee-times” directly from our company.

We will facilitate the customer in making a purchase, by providing an environment that our customer will relate to, as an efficient, informative and productive activity. Our site will give customers the ability to order quickly and efficiently and provide service to support it.

· Customer Relationship Management

We will create customized and personalized list for each customer, which will reduce their future re-order time. The service dynamics of the sale, of course will be carried through customer fulfillment, when the tee-time is purchased, the order is dispatched to the golf course and the service is delivered.
The protection and security of information is clearly a major concern for our company’s passing sensitive and proprietary information between our customers, suppliers, and partners. We will use updated technological tools for a strong protection from unauthorized and unlawful access to our database and to our customers’ personal information. We believe that it’s not only important, but also necessary to focus on a tight data protection. We will honor the information security and privacy act, while maintaining the balance among privacy and public safety.

The generic type of data model we are planning to use in our business is a relational database model.  To create this model we plan to use the ER modeling technique.  The key entities in the model will be the golf courses and the customers, each with their own attributes.  We have not yet determined the level of searchable detail we plan to offer so the attributes are still being determined.  The relationships, of the ER model, will come from matching the customers demands up against the entity’s (golf course) attributes.

We have identified various data object types that will be stored in our database in order to facilitate our operation.  These data object types are listed and explained in the following table:

	Data Objects
	Explanation

	Text
	Names and other descriptive information about customers and golf courses

	Numbers
	Address, statistics, and quantity of reservations

	Date/time
	Date and time of reservations

	Currency
	Cost of and charges accessed for reservations

	Hyperlink
	Links to golf courses, partners, and advertiser web sites

	Images
	Images of listed golf courses


To accommodate the storage of information on our customers, their reservations, as well as information on the listed golf courses, we estimate the required size of our database to be between 300 to 500MB.  This will include information on approximately 150,000 customers, each record requiring 1kb of storage.  In addition, the database will store information of about 500 golf courses in southern California.  Each of these records too requires 1kb of storage.  We are allowing additional room in our database for scalability.  We plan to expand into Northern California and we also plan to add images of each of the golf courses.

