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1.1 Abstract
“The Grand Scheme I Call HadooToo” is a business plan written with the intention of
external distribution to garner job applicant or partner/investor interest, and internal future use
as a “constitution” and reference. HadooToo is an attempt to create a consulting firm with the
sole purpose of providing “directional” advice to aid decision making for businesses that wish to
embark on a “big data” project.

2.1 Executive Summary
This business plan encompasses the essential foundation as an elaboration of the idea
realized by Devon Guerrero in early January 2015. It includes the usual elements of a plan such
as the core concepts/values, marketing, description of offerings, and financial documents. A key
unique section that this document provides unlike others is a comprehensive listing and general
analysis of the “big data” marketplace. We believe it is crucial to have an understanding of the
services and products available, in order to give a holistic, accurate, and unbiased consultation.

2.2 Mission Statement
To revolutionize businesses into the next level of data-driven organizations while
optimizing their project costs and maximize resource utilization.

2.3 Vision Statement
To enable every business to fulfill their dreams of letting data provide insight for better
decision making.

2.4 Objectives
Through an ever changing marketplace, we aim to provide a central point from where
businesses can come to for the latest, unbiased information on all systems related to “big data”,
data complexity, scalability, and analytics, and ultimately provide consultation that will aid in
critical decision making regarding investments in this technology.

2.5 Mission
We believe that every business has the right to pursue opportunities that create data
driven decisions. We can direct businesses to optimal, economic, and feasible solutions that
enable those opportunities, or further enhance existing solutions with complements or
substitutes that improve the overall processes.

2.6 Keys to Success








Through multiple strategic partnerships with related vendors, services, and other
external consultants, we will provide a much needed consultation that will craft a unique
set of value added offerings from our various partners.
By understanding such a relatively new marketplace and capitalizing on the scarcity of
expertise and ambiguity of common buzzwords, we will provide clarity to businesses who
wish to improve on their current systems or who wish to invest in related technologies
but are unclear where to start.
Upon the point when a business has decided to make an investment in a particular
system, a finder’s commission from the vendor and a commission from the customer for
providing a value added system would both be received in return.
Gather leads, opportunities, and contacts from trade shows nationally and
internationally, whether they represent a big data related vendor, or represent a business
who wishes to utilize this technology in the future.
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5.1 Target Market/Audience/Segmentation

6.1 Services Offered
6.2 Consulting Rates

7.1 Organization and Management

8.1 Marketing
8.2 Branding
8.3 Website Design

9.1 Sales Pitch

10.1 Partnerships
Endless new opportunities and discoveries can come through connections and formal
partnerships. HadooToo seeks to provide objective consulting though having a complete
understanding of what other firms can offer. Since HadooToo recognizes its limited resources in
obtaining mastery and precise expertise in each product offered in the industry, we must grow
and fortify connections with other businesses in order to truly offer the best consulting.
Maintaining these partnerships will be time consuming, yet worthwhile. They can allow us to
provide additional services and value added products while generating new leads and
opportunities. Many other businesses offer partnership programs, which we will carefully
consider the terms and apply for; a more in depth analysis is found in the Marketplace Analysis.

11.1 Challenges Faced
11.2 Initial
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12.1 Big Data Marketplace Analysis
The purpose of these categories is to provide a semi-logical way to partition the various
companies as opposed to a single bundled listing. As a shortcoming, the categories can be an
over generalization of what each company offers and are not meant to definitively define each
company.

12.2 Hadoop and Platform Producing (Backend)
Simple description of what this is

Company
Logo

Website

Facebook

Description
Offerings
Partnership?

Cloudera
Started in 2008, Cloudera has worked as the
first to create their own distribution of Hadoop
as a foundation for a big data platform that
aims to be enterprise ready, which includes
added security, management, and governance.
One of their main value added offerings is
implementation and support, which can be
supplemented by their many partnerships.

cloudera.com

CDH, Cloudera Manager, Cloudera Navigator,
Cloudera Director, Impala

facebook.com/cloudera

Cloudera is one of the leaders in the industry
and has the largest partnership program.
Therefore, a partnership with Cloudera would
only be natural.
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