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This is a business plan. It does not imply an offering of securities.
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1.0 Executive Summary

COMPANY NAME is a small town supermarket located in CITY, STATE. 

COMPANY NAME
Owner:  INSERT NAME 

INSERT ADDRESS

Phone:  

Email:  

 

Being a sole community provider, the market offers grocery products to the local community and surrounding area of approximately 4,000 citizens.  Often referenced as a pillar of the community, the community's viability is dependent upon the success of their local market.  Without a successful pillar, such as the market, the community would falter and gradually deteriorate.  It has been frequently referenced that a healthy community is dependent upon the success of its businesses.

The market is seeking grant funding to assist with greater development efforts and to provide opportunities for further growth.  The building was erected in the 1920's and has received limited upgrades to support the need for energy efficient building infrastructure and equipment.  This funding will provide the necessary first steps for improving and expanding the services and enhancing the markets continued success in the community.  

 

Prior to March 1, 2007, annual sales of the market topped $500,000 with net incomes of approximately $15,000.  With only minor enhancements to the market and the addition of product, annual sales have topped $1.1 million and net income has grown to over $60,000 annually.  The community has responded positively to minor changes to the market and continues to praise the owners for "saving their community."  

 

COMPANY NAME is anticipating the receipt of funding in the amount of $600,000 in the 3rd or 4th quarter of 2010 to finance the upgrades and additions to the market.
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1.1 Objectives

1. Expand building to increase product selection and services.
2. Replace existing equipment in facility to provide an energy efficient environment.    

3. Introduce deli/coffee shop by creating commercial kitchen, involving local patrons to prepare local favorites.

4. Restore building’s historical charm by providing necessary building upgrades.

5. Boost image and awareness by establishing baseline customer satisfaction of 100%.

1.2 Mission

COMPANY NAME is committed to satisfying customers by providing a broad selection of high quality and competitively priced products as well as exceptional customer service.  The focus of COMPANY NAME is to create an environment that is warm, friendly, and clean.  We are committed to our employees by treating them with respect, fairness and integrity and exposing them to an atmosphere that fosters teamwork and professional development.  

 

The suppliers of COMPANY NAME are also partners in the success of the company and we expect the same in return.  It is our responsibility to be active stewards in our communities and to promote local involvement.  

1.3 Keys to Success

  The keys to success for COMPANY NAME are:

· Quality products and friendly service.

· Maintaining existing loyal customer base.

· Creating a positive relationship within the community.

2.0 Company Summary

The building that is currently home to COMPANY NAME was originally the local community bakery  The building was constructed in the 1920's and then transformed into the general mercantile store in the 1950's and continued as such until the 1980's.  Because of distributor requirements to order certain quantities, the store dropped non-food items and continued to sell only food items, health/beauty, and household goods.  

COMPANY NAME, originated on March 1, 2007.  The business partners structured the business into two corporations; COMPANY NAME is the grocery business and INSERT NAME purchased owns the building the COMPANY NAME leases for the business.  The lease is self renewing and is $1,710.00 monthly.  The building is approximately 7,000 sq. ft. of which approximately 5,500 sq. ft. is actual product display and the remainder is warehouse/storage.  Adjacent to the building is the store parking lot.  The grocery store provides a broad range of store brand and national products of general grocery items.  Because of the diverse population, the store also contains several gourmet and natural/organic products and produce. The owners of COMPANY NAME have partnered with local produce and meat farms to make local products available to the community.   All meat is cut locally and is sold fresh daily.  Several customers travel for miles to purchase the bologna and Longhorn Colby cheese as well as other meats and cheeses.  The customers have confirmed their loyalty to our market by stating, that they will not purchase meat form any other market.    

 2.1 Company Ownership

COMPANY NAME is a limited liability corporation owned and operated by INSERT NAME(s) each with a 50% share of ownership

2.2 Company History

COMPANY NAME was purchased by the current owners INSERT NAME(s) in March 2007.  The annual sales were approximately $500K with a net income of approximately $15K.  After installing new shelving, increasing product selection, and including bi-weekly sales, COMPANY NAME has more than doubled annual sales and has shown a net income of approximately $60K for the past two years.  

Table: Past Performance

	Past Performance
	
	
	

	
	2007
	2008
	2009

	Sales
	$733,439 
	$1,159,101 
	$1,220,803 

	Gross Margin
	$125,004 
	$297,359 
	$333,947 

	Gross Margin %
	17.04% 
	25.65% 
	27.35% 

	Operating Expenses
	$257,014 
	$234,971 
	$269,735 

	Inventory Turnover
	15.37 
	19.06 
	17.44 

	
	
	
	

	Balance Sheet
	
	
	

	
	2007
	2008
	2009

	
	
	
	

	Current Assets
	
	
	

	Cash
	$30,563 
	$57,400 
	$80,328 

	Inventory
	$39,594 
	$50,851 
	$50,851 

	Other Current Assets
	$3,656 
	$3,595 
	$44,492 

	Total Current Assets
	$73,813 
	$111,847 
	$175,671 

	
	
	
	

	Long-term Assets
	
	
	

	Long-term Assets
	$85,255 
	$86,031 
	$94,357 

	Accumulated Depreciation
	$85,255 
	$86,031 
	$94,357 

	Total Long-term Assets
	$0
	$0
	$0

	
	
	
	

	Total Assets
	$73,813 
	$111,847 
	$175,671 

	
	
	
	

	Current Liabilities
	
	
	

	Accounts Payable
	$0 
	$0 
	$22,301 

	Current Borrowing
	$0 
	$0 
	$35,000 

	Other Current Liabilities (interest free)
	$13,548 
	$0 
	$3,706 

	Total Current Liabilities
	$13,548 
	$0 
	$61,007 

	
	
	
	

	Long-term Liabilities
	$0 
	$0 
	$39,454 

	Total Liabilities
	$13,548 
	$0 
	$100,461 

	
	
	
	

	Paid-in Capital
	$182,454 
	$43,025 
	$43,025 

	Retained Earnings
	($339,454) 
	$45,179 
	$2,041 

	Earnings
	$217,265 
	$23,643 
	$30,145 

	Total Capital
	$60,265 
	$111,847 
	$75,211 

	
	
	
	

	Total Capital and Liabilities
	$73,813 
	$111,847 
	$175,671 

	
	
	
	

	Other Inputs
	
	
	

	Payment Days
	30 
	30 
	30 


Chart: Past Performance
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3.0 Products and Services

COMPANY NAME is a small community grocery store that offers store brand and national brand products.  We offer a meat department where fresh cuts are available daily and there are no pre-package meats for sale.  The store offers home delivery for local residents that are unable to travel to the store for grocery items.  Because of the diversity of the community, gourmet specialty items and natural/organic food products are available.  Supporting "local" is a firm belief of the owners and therefore; have partnered with local farmers for produce and natural/grass fed beef and buffalo.  COMPANY NAME also serves its customers by special ordering items that are not available within the store or that cannot be found at a competitor location.  

COMPANY NAME list of services and customer conveniences include:

· ATM services 

· Purified water treatment machine

· The only automated lottery machine in the community

· Central pick up location for United Parcel Services  

· Copying and faxing machines

 

Once funds are received, the kitchen will be upgraded to a commercial facility.   The upgraded kitchen will allow for single serve prepared foods to be sold.  The residents of the community prepare dishes that everyone enjoys, so the owners of COMPANY NAME will request residents to prepare local favorites, such as breakfast burritos, green/red chili, tamales, pasole, etc. and sell in the market to the community.  A future endeavor of COMPANY NAME will be to construct a casual dining area indoors as well as a patio seating area for coffee/breakfast pastries, deli sandwiches and soup.  The owners are also interested in providing money grams, becoming a full service shipment center, partnering with local artists within the community to display mosaics on exterior store wall, and partnering with local groups to host a farmer's market in the parking lot during the peak growing season.

4.0 Market Analysis Summary

CITY, STATE is located approximately 70 miles from CITY and 90 miles from CITY, which is appealing to many home and property buyers who prefer country charm while being close to certain amenities.  CITY and the surrounding community consist of a diverse population.  In the 1950s/60s CITY was noted as the Pinto Bean capital, but due to drought and limited annual rainfall, the pinto bean farms have dwindled over the years.  A number of cattle and a few sheep ranches make up the majority of the surrounding community.  CITY has a local artist community, which attracts tourists and surrounding residents to the gallery and the annual Sunflower Festival.  NAME is a development on the outskirts of CITY with approximately 300 building sites for sale.  The development has attracted retired executives from around the US, who are building $500K + homes.  The remainder of the local community is primarily the lower socioeconomic status and requires government assistance for daily living expenses.  Surrounding communities of CITY, CITY, CITY, CITY, and CITY commute to CITY to conduct business. 

 

Nearest cities: CITY, ST (13.3 miles) , CITY, ST (13.6 miles [image: image3.png]


), CITY, ST (16.8 miles[image: image4.png]


), CITY, ST (20.1 miles) , CITY, ST (7.4 miles) [image: image5.png]




4.1 Market Segmentation

 

CITY residents - This segment consists of the permanent residents with an average household size of 2.5 people.  The age ranges from infants to retirees with 57% being age 25 and older. Their average household income is $29,072.    

 

CITY residents - This segment consists of the permanent residents with an average household size of 3.1 people.  The age ranges from infants to retirees with 58% being age 25 and older. Their average household income is $27,777. 

 

CITY residents - This segment consists of the permanent residents with an average household size of 3.1 people.  The age ranges from infants to retirees with 53% being age 25 and older. Their average household income is $38,453. 

 

CITY residents - This segment consists of the permanent residents with an average household size of 2.5 people.  The age ranges from infants to retirees with 71% being age 25 and older. Their average household income is $28,642. 

 

CITY residents - This segment consists of the permanent residents with an average household size of 4.1 people.  The age ranges from infants to retirees with 35% being age 25 and older. Their average household income is $27,976. 

 

CITY residents - This segment consists of the permanent residents with an average household size of 3.2 people.  The age ranges from infants to retirees with 60% being age 25 and older. Their average household income is $18,904. 

 

All market segments visit the store regularly for the grocery needs.  COMPANY NAME is open year round for the customer's convenience. 

 

With the economic downturn, real estate development has been extremely slow. STATE is a prime area for green energy development.  

In 2009, a wind turbine farm was created just 15 miles from CITY, which created several temporary jobs and greatly benefited the community.  There will be another green energy firm developing later in 2010 and will provide approximately 30 permanent jobs for CITY and outlying community residents.  This new project and the short distance to CITY and CITY will attract potential families and increase the number of new residents in the community for a long time to come.  

 Table: Market Analysis

	Market Analysis
	
	
	
	
	
	
	

	
	
	2010
	2011
	2012
	2013
	2014
	

	Potential Customers
	Growth
	
	
	
	
	
	CAGR

	CITY residents
	3% 
	1,736 
	1,788 
	1,842 
	1,897 
	1,954 
	3.00% 

	CITY
	3% 
	474 
	488 
	503 
	518 
	534 
	3.02% 

	CITY
	3% 
	240 
	247 
	254 
	262 
	270 
	2.99% 

	CITY
	3% 
	469 
	483 
	497 
	512 
	527 
	2.96% 

	CITY
	3% 
	298 
	307 
	316 
	325 
	335 
	2.97% 

	CITY
	3% 
	60 
	62 
	64 
	66 
	68 
	3.18% 

	CITY
	3% 
	30 
	31 
	32 
	33 
	34 
	3.18% 

	Total
	3.00% 
	3,307 
	3,406 
	3,508 
	3,613 
	3,722 
	3.00% 


Chart: Market Analysis (Pie)
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4.2 Target Market Segment Strategy

Most residents in the target segments have become accustomed to driving to CITY, CITY, or CITY for most of their grocery, hardware, and other needs.  The larger chain stores such as Wal-Mart, CITY, etc. have attracted residents because of product selection, cost, one stop shopping, etc.  COMPANY NAME is used primarily as a secondary store for such items as a gallon of milk, bag of flour, or a loaf of bread.

 

When the owners purchased the COMPANY NAME in 2007, they immediately identified an eclectic community with a variety of needs such as, high end, gourmet, natural, organic, name brand, and low cost items.  It is challenging to identify the right mix of products to attract this eclectic audience, which is proof in and of itself there is a definite need for a local grocery store.  The significant increase in annual sales is a clear indication that the market has no difficulty attracting customers.  Once the local developments begin to accelerate, it will change the dynamics of the community and bring in new residents, therefore; the business will need to change and to accommodate the new residents for continued success.   

 

All market segments are equally important to the success of the store and must be targeted as segments that demand a marketing strategy.

 

4.3 Service Business Analysis

COMPANY NAME seeks to be a one stop shop for the local community, whether it be copying, faxing, shipping, or just daily shopping, we want local residents to know that we will be able provide for their diverse needs in a store with them in mind.

4.3.1 Competition and Buying Patterns

The customer base of COMPANY NAME is very diverse in that there is a group of general customers that just purchase store brand and national brand products, another group high end customer who request select gourmet products, such as capers, anchovies, specialty sugars, and the like and the cost for these items is approximately $150.00/month, and finally healthy choice customers who request a selection of natural/organic products, the cost for these items is approximately $2000.00/month.  In order to maintain our customer loyalty base and continue to increase sales revenue, we make these products available.  The community has become accustomed to these products and expects them to continue.  

 

Depending upon the size of the community, there may be several stores to choose from.  Larger communities, such as CITY, have several larger chain grocery stores as well as smaller specialty/gourmet stores, whereas, a small community may have a single grocery store, or possibly two stores to choose from.

 

BUSINESS PARTICIPANTS
The grocery industry is extremely competitive with the rise of hyper marts, convenience stores, and food/drug stores all competing for the same customers.  This presents even greater challenges for small town grocery stores to compete with the larger chain stores.  In order to compete, stores oftentimes cut costs; however, smaller grocery stores have limited profit margins and room to cut costs in order to remain profitable.  

 

Ready-to-eat items and niche markets (ethnic, natural/organic) are a prime growth area for supermarkets.  

 

Supermarket success is dependent upon economic conditions, as changes in consumer spending and market conditions affect profitability.

 

DISTRIBUTION PATTERNS
Small community grocery stores must be a part of a larger distribution network.  Depending upon the area of the country, there are regional distributors that will service their stores.  As in the case of COMPANY NAME, a regional distributor in CITY provides bi-weekly service to the market.  Grocery orders are placed with General Distributors, Inc. (GDI)) twice weekly and products are delivered on Monday/Wednesday the following week.  

 

Rather than purchase every product from the distributor, if available, the owners of COMPANY NAME have partnered with other local distributors to provide fresh produce, meats, cheeses, and natural organic products for the community.  
 

A major factor in deciding to pursue the purchase of the grocery store was sustainability.  Because food is an item that everybody must consume, the owners determined that in poor economic times a grocery business will still be profitable, all be it, not as profitable as it could be in good economic times, thus, the decision to purchase this type of business (rather than restaurant).  In other words, the food industry is not impervious to peril; however, if you run the business well, you will sustain tough economic times and larger competition.  Small community grocery stores are similar to larger chains, in that, you are connected to a distribution warehouse to provide you with product.  There are several grocery distributors in the US.  You just need to identify a distributor that provides service to your community.  Start up costs was a factor in determining the grocery distributor.  Several require certain upfront costs and a commitment of certain $$ amount of weekly service, the owners selected General Distributors, Inc. out of CITY to provide bi-weekly service to the community market.  The proximity and lower service fees were a contributing factor.  Summarizing, a grocery store must be a part of a larger distribution network to receive product deliveries.  

 

Consumers purchase products based on cost, availability, freshness, and convenience.  Certainly it is convenient to have a local grocery store rather than commute 45 miles to the nearest Wal-Mart or other large chain store.  On the other hand, items will be priced somewhat higher.  A number of factors will determine the higher cost.  1) a small town grocery store does not have the turnover volume of a larger food chain; 2) products are purchase via possibly several middle handlers that all need a piece of the financial pie (larger chains will work directly with manufacturers that cut out middle handlers); and 3) space is limited to carry only items with rapid turnover, thus limiting product selection.

 

Major competitors in the area are Wal-Mart, Albertson's, Smith's, Lowe's, Family Dollar, and Costco/Sam's.  Although a small community grocery store cannot begin to compete with the larger chains, there are two other small community grocery stores that are similar to COMPANY NAME.  Sturgis Market and Moriarty Foods are similar in size and have similar competitors

 

Because the community is primarily of lower socioeconomic status, price is a major factor in their product selection.  If the price is right, the consumer will purchase the product.  Bi-monthly sales have helped the market attract more local customers.  To some consumers in the community, name brand is important.  However, majority of consumers are accustomed to store brand and will purchase it for cost.  The nearest grocery store is approximately 40 miles from CITY.  

 

MAIN COMPETITORS
Although the following chains are a significant competition, a small community grocery store cannot even begin to compete with the large chains.  Thus I prefer to compare COMPANY NAME to smaller community grocery stores such as INSERT NAME(s).  However, most consumers shop at the larger national chains.  

Wal-Mart – A national chain with direct and volume purchasing power.  Lower cost and brand image is a significant strength.  A weakness is that they manufacture products in China, which to several consumers is a detriment.  They have own their own brand, which can be offered a much lower pricing that other store brand products.  Wal-Mart is a huge impact not only to the small community stores, but also the larger chains that compete in the same market.  Shopping experience is a factor for the consumer.  Strategy appears to be that of matching any competitor’s price.  

 

INSERT NAME(s) - A national chain with direct and volume purchasing power and offer most every product that is available for purchase.  

 

Costco/Sam's Club - A national chain with direct and volume purchasing power to offer bulk items at competitive pricing.  

 

5.0 Web Plan Summary

COMPANY NAME 's website will be the virtual business card and portfolio for the market, as well as its online home.  The web site will provide information about the market (mission, vision, etc.) and to be a resource for nutritional related topics.  There will be links to "sign up" for news and updates, access current sales ad, local and surrounding community events with a food/nutrition flare, educational resources regarding buying local, organic, pesticide free, etc.  

 

5.1 Website Marketing Strategy

A large segment of the local community do not have access or the knowledge to access the internet, thus, an internet only blitz would reach the Internet savvy people of the community.  Several customers have suggested an email blitz (weekly, bi-weekly, monthly….) with new items and updates at the market.  There are residents from several local communities that shop at the market.  Targeting those audiences with mailers would inform them with news/updates from the market as well as to keep the market "fresh in their minds."  By creating a web site, there would be a connection to the local Chamber of Commerce web page, that receives up to and oftentimes exceeding 1000 hits per month.  Word of mouth is an effective method to get the word out in a small community, such as CITY.  Residents communicate with each other and can certainly benefit or be a detriment to your business, as comments can influence others to perform similarly.  

5.2 Development Requirements

Website development has been discussed; however, never implemented.  The domain name bstreemarket.com is reserved for web site development.  Considerable thought has been given to the content of the web page and the services of a local webmaster have been engaged to discuss the web page vision.

6.0 Strategy and Implementation Summary

We have clearly defined the target markets and have differentiated ourselves by offering a unique solution to our customers’ needs. Our sales and marketing strategy will be a combination of community mailers as well as Internet email blasts. Reasonable sales targets have been established with an implementation plan designed to ensure the goals set forth below are achieved.

6.1 SWOT Analysis

COMPANY NAME has a valuable inventory of strengths that will help it succeed. These strengths include: a positive cash flow, major highway location, and fresh cut meats daily. Strengths are valuable, but it is also important to realize the weaknesses COMPANY NAME must address. These weaknesses include: inferior cooling and freezer units, and limited grocery deliveries.

 

COMPANY NAME's strengths will help it capitalize on emerging opportunities. These opportunities include, but are not limited to, offering prepared foods and a deli for consumers, growing population within the community, and indoor/outdoor dining for consumers. Threats that COMPANY NAME should be aware of include, larger store chains, and emerging local competitors.

6.1.1 Strengths

The strength's of COMPANY NAME include:

· Finances - We have positive cash flow, net income, and approximately $35K reserve for emergency

· Building - We are located on major highway, 1920's historic building with charm and ambiance

· Product Selection - We have the basic grocery needs for variety of consumers

· Owners attributes/values - detail oriented, hard working, educational background

· Meet Department - customers come for miles around to purchase fresh cut meat daily

6.1.2 Weaknesses

The weaknesses of COMPANY NAME include:

· Inferior cooling and freezer units- current systems has limited capacity for products and frequently breaks down.

· Shopping experience - store is in need of interior and exterior upgrades to improve consumer's overall shopping experience.

· Inability to compete with larger national chains.

· Limited grocery deliveries - The market receives deliveries only twice weekly.

6.1.3 Opportunities

The opportunities of COMPANY NAME include:

 

· Offering prepared foods and a deli for consumers

· Growing population within the community

· Indoor/outdoor dining for consumers

6.1.4 Threats

· Larger store chains - The larger store chains have attracted customers and can be a distraction to increasing sales.

· Emerging local competitors- If community continues to grow, this would be prime location for Dollar General or similar type store to open.

· Price increases by suppliers - When gas prices are escalating, suppliers add fuel surcharges and prices increase to the point consumers had to choose whether or not to purchase an item.

6.2 Competitive Edge

The market is the only grocery store in the community.  The momentum for success is strong in the market and the community continues to voice support.  

6.3 Marketing Strategy

Establish web site that is available to all who have the ability to access it, also provide email blasts and mailers to target segments that announce new products and demos.  

6.4 Sales Strategy

A bi- weekly sales ad is distributed in advance of the sale.  The bi-weekly ad is created by a distributor and has pre-planned sale items with an option to include your sales items as well.  Prior to purchasing the business, we engaged a graphics design artist to develop the business logo and logo colors.  Most recently, we engaged a sign company to create the store sign.  Plans include business cards, web page, and letterhead.  

 

Ordering the correct product selection and quantity can be challenging.  It is the plan of COMPANY NAME to optimize the method for ordering while selecting the right product mix for the consumer, by introducing new products via product demos for the consumers to taste.  Currently, the owners obtain consumer feedback regarding product, use direct mailing, and Internet blasts to announce the introductions of the products and/or services.

 

The owners of COMPANY NAME have always had a vision to create a commercial kitchen and to prepare items for take-out and a limited in-house menu with gourmet and unique options.  Upgrading to a commercial kitchen, opening up the casual dining area and the outdoor seating patio would be unlike any other in CITY.  The majority of the population has not been introduced to foods that are not unique to the local area.  The owners also would like to introduce new and unique foods to the locals at reasonable prices.  CITY recently opened a coffee shop that offers gourmet coffee, deli sandwiches, and soups, which would be a competitor.  In addition to the commercially prepared foods, the owners would also like to add rotisserie prepared meats.  Over the past two years, customers have requested rotisserie prepared chicken.  Locally, a small convenient store offers rotisserie prepared meats upon request.  The community is located on a major highway and offers Pueblo ruins that attract tourists to the area.  In addition to tourists, the demand for prepared frozen foods is a major sales item in the market.  Knowing that prepared foods are a demand, the addition of a different type of prepared food (perhaps beginning with pizza and lasagna, etc.) would be attractive to the entire community.  Other gourmet meals would be attractive to other segments of the population.  The community does not have an outdoor dining area.  The "backyard" to the store is a great venue for an outdoor dining experience.  

 

6.4.1 Sales Forecast

Although the business is relatively new, sales have increased by approximately 100K each year.  By introducing prepared foods and a deli, the owner anticipate a greater increase in sales revenue.

Table: Sales Forecast

	Sales Forecast
	
	
	

	
	2010
	2011
	2012

	Sales
	
	
	

	Food Items 
	$1,200,920 
	$1,250,000 
	$1,300,000 

	Non Food Items
	$154,186 
	$160,000 
	$165,000 

	Prepared Foods
	$5,036 
	$6,000 
	$7,000 

	Total Sales
	$1,360,143 
	$1,416,000 
	$1,472,000 

	
	
	
	

	Direct Cost of Sales
	2010
	2011
	2012

	Food Items
	$49,667 
	$55,000 
	$60,000 

	Subtotal Direct Cost of Sales
	$49,667 
	$55,000 
	$60,000 


Chart: Sales Monthly
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Chart: Sales by Year
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6.5 Milestones

The building and equipment are in desperate need of upgrades.  With the receipt of grant funding to make the necessary improvements, the business can expand the services and products while enhancing the shopping experience.  By developing a web page, the market will have the ability to communicate with a wide audience in technological advanced ways.  

 

Once grant funding is received the owners of COMPANY NAME will accomplish the items in following detailed list: 

· Installation of the following energy efficient items, display coolers and freezers, walk-in coolers and freezer, heating/cooling system, ceiling/tile insulation, windows, and doors

· Reduce debt to prior owner

· Install indoor/outdoor security system

· Upgrade electrical and plumbing

· Install new store lighting

· Parking lot refinish 

· Refurbish 1920's hardwood floor

· Upgrade cash register system

· Install exterior signs

· Upgrade kitchen to commercial facility to prepare deli/take-out

· Casual dining area / patio dining area

Table: Milestones

	Milestones
	
	
	

	
	
	
	

	Milestone
	Start Date
	End Date
	Budget

	Obtain grant funding
	9/6/2010
	11/30/2010
	

	Pay off loan to previous owner
	12/1/2010
	12/1/2010
	$18,944 

	Advertising / Marketing
	12/1/2010
	12/31/2010
	$35,000 

	Perform interior / exterior refurbishing/

Parking lot refinish

 
	12/1/2010
	2/28/2011
	$275,000 

	Replace coolers and freezers
	12/1/2010
	2/28/2011
	$100,000 

	Establish Commercial Kitchen
	12/1/2010
	2/28/2011
	$75,000 

	HVAC Installation
	12/1/2010
	2/28/2011
	$50,000 

	Install Security System
	1/3/2011
	1/17/2011
	$5,000 

	Casual dining area / patio dining area
	2/1/2011
	3/31/2011
	$42,000 


7.0 Management Summary

The company has 5 employees and one manager, INSERT NAME, 50% owner.  The additional owner is primarily responsible for bookkeeping management.  With the current store volume, the staffing needs are sufficient.   

 

INSERT NAME - Owner and manager of the store.  His educational background includes a B.S. in Nursing, a Masters in Business Administration and a Masters in Healthcare Administration.  His work history includes various positions as a critical care registered nurse, hospital marketing, Medicare fraud and abuse auditing, and compliance officer for a publically traded fortune 500 healthcare corporation.

 

INSERT NAME - owner and bookkeeper of store.  Educational background includes a B.S. and Master of Science in Computer Software.  His work history includes software engineer in telecommunications for a large national and international technology corporation as well as various startup companies.

 

INSERT NAME - prior owner of the market.  Responsibilities include managing day-to-day operations of market in absence of owners, ordering products, computer entries of daily sales figures.

 

Although we have an individual to maintain day-to-day operations while the owners are away from the business (personal days/vacation, work related activities, etc.), the business is not run as if it were when the owners are present.  There is a plan to identify another individual that has the skills and determination to run the market when the owners are not available for extended periods of time in conjunction with INSERT NAME.  

 

All employees report directly to INSERT NAME.

7.1 Personnel Plan

2 FT Cashiers, 2 PT Cashiers, 1 Merchandise Stocker, 1 Meat Cutter.

 

INSERT NAME is the prior owner and has maintained her employment after the purchase of the market.  In addition to cashier duties, she will functions as store manager in the absence of an owner as well as perform certain management functions as assigned.  Each employee receives an annual bonus and is dependent upon the success of the business at year's end.  I have previously looked into medical insurance for all FT employees, however, was cost prohibitive.  Assuming responsibilities remain constant, the annual increases in salary are based on 5% performance raises.  All FT employees are allowed 2 weeks annual leave, funeral/jury leave, and 5 paid sick leave days.  

Table: Personnel

	Personnel Plan
	
	
	

	
	2010
	2011
	2012

	INSERT NAME
	$36,000 
	$36,000 
	$36,000 

	INSERT NAME
	$22,099 
	$23,204 
	$24,365 

	INSERT NAME
	$15,629 
	$17,784 
	$18,678 

	INSERT NAME
	$5,760 
	$6,350 
	$6,672 

	INSERT NAME
	$8,130 
	$8,536 
	$8,960 

	INSERT NAME
	$2,772 
	$2,910 
	$3,054 

	Total People
	6
	6 
	6 

	
	
	
	

	Total Payroll
	$90,390 
	$94,785 
	$97,729 


8.0 Financial Plan

Prior to the purchase of this business on March 1, 2007, total sales were approximately $500,000.00.  With some minor changes such as new shelving units and additional products, sales nearly doubled in the second year of business.  During the third year of business total sales increased approximately 5%, while net income decreased approximately 6%.  I contribute the decrease in net income to the increased cost of utilities, equipment/building repairs, and salaries.  Growth strategy is to maintain a small, while steady, growth and to produce profits.  

 

The 1920's building is in desperate need of interior and exterior upgrades.  First impressions are a necessity to any business.  We are trying to create an appeal that will attract new customers as well as to maintain the loyalty of existing customers.  Old and inefficient equipment is not attractive to customers.  This will limit the amount of products that customers may select, drain energy to run, and frequently breakdown leading to high repair costs.  Funds would be used primarily to expand the building, replace existing food storage equipment and to install new walk-in coolers and freezers as well as to upgrade the interior and exterior of the market.  

 

Because the market has not performed a survey of customers, a portion of the funds would be used to launch a campaign to obtain customer feedback and make the necessary changes based on the feedback received.  In addition, a portion of the funds would be used to establish a web site to provide weekly sales information to customers.  

 

It is anticipated that the $600,000 will grant funding will provide necessary capital to cover the costs of the following: 

	Pay off existing loan to previous owner

Expand the building
	 

	Advertising / Marketing

Interior / Exterior refurbishing / Parking lot refinish
	

	Replace coolers / freezers
	

	Upgrade kitchen

HVAC Installation

Install Security system

Casual dining area/ Patio dining area
	


 

COMPANY NAME expects to maintain a healthy gross margin and net profit margin during the next two years.  The net profit for 2010, 2011 and 2012 is forecast to be

$661,682, $686,989, and $713,669, respectively.

The following chart (Highlights Planned) sets forth the company's anticipated profitability analysis.  COMPANY NAME Net Worth is expected to be $1,336,893 in 2010; $2,023,882 in 2011; and $2,737,551 in 2012, respectively.  

 

8.1 Important Assumptions

The following table shows the General Assumptions for COMPANY NAME.  The average percent variable cost is 4%. The estimated monthly fixed cost is $30,140.

8.2 Break-even Analysis

For our break-even analysis, we assume approximately $31,282 per month is needed to break-even, which includes our full payroll, rent, and utilities, and an estimation of other running costs. 

Table: Break-even Analysis

	Break-even Analysis
	

	
	

	Monthly Revenue Break-even
	$31,282 

	
	

	Assumptions:
	

	Average Percent Variable Cost
	4% 

	Estimated Monthly Fixed Cost
	$30,140 


Chart: Break-even Analysis
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8.3 Projected Profit and Loss

Sales have increased because we have attracted a greater customer base after purchasing the store.  We have been able to establish a $30K reserve money market account for emergencies.  Once we have purchased all the new equipment, we'll be able to depreciate those assets.  

 

The sales for 2010, 2011, and 2012 are forecast to be $1,360,143, $1,416,000, and $1,472,000, respectively.   
 

The net profit for 2010, 2011 and 2012 is forecast to be $661,682, $686,989, and $713,669, respectively.  The net profit/sales are forecast to be 48.65%, 48.52%, and 48.48%, respectively.

Table: Profit and Loss

	Pro Forma Profit and Loss
	
	
	

	
	2010
	2011
	2012

	Sales
	$1,360,143 
	$1,416,000 
	$1,472,000 

	Direct Cost of Sales
	$49,667 
	$55,000 
	$60,000 

	Total Cost of Sales
	$49,667 
	$55,000 
	$60,000 

	
	
	
	

	Gross Margin
	$1,310,476 
	$1,361,000 
	$1,412,000 

	Gross Margin %
	96.35% 
	96.12% 
	95.92% 

	
	
	
	

	
	
	
	

	Expenses
	
	
	

	Payroll
	$90,390 
	$94,785 
	$97,729 

	Marketing/Promotion
	$10,509 
	$13,000 
	$6,000 

	Depreciation
	$12,945 
	$49,500 
	$94,500 

	Lottery expense
	$77,950 
	$80,000 
	$80,000 

	Repairs
	$18,687 
	$20,000 
	$20,000 

	Rent
	$20,520 
	$20,520 
	$20,520 

	Utilities
	$19,595 
	$20,500 
	$20,500 

	Insurance
	$15,353 
	$16,000 
	$18,000 

	Payroll Taxes
	$13,559 
	$14,218 
	$14,659 

	Accounting
	$4,500 
	$4,500 
	$4,500 

	Business Plan/Grant Writing
	$28,000 
	$0 
	$0 

	Other
	$49,667 
	$44,000 
	$13,500 

	
	
	
	

	Total Operating Expenses
	$361,675 
	$377,022 
	$389,909 

	
	
	
	

	Profit Before Interest and Taxes
	$948,801 
	$983,978 
	$1,022,091 

	EBITDA
	$961,746 
	$1,033,478 
	$1,116,591 

	  Interest Expense
	$3,541 
	$2,565 
	$2,565 

	  Taxes Incurred
	$283,578 
	$294,424 
	$305,858 

	
	
	
	

	Net Profit
	$661,682 
	$686,989 
	$713,669 

	Net Profit/Sales
	48.65% 
	48.52% 
	48.48% 


Chart: Profit Monthly
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Chart: Profit Yearly
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Chart: Gross Margin Monthly
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Chart: Gross Margin Yearly
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8.4 Projected Cash Flow

There has not been a significant shift in cash flow for the market.  During the summer months, sales may be slightly higher than during winter months.  

 

Because the majority of community residents rely on monthly Social Security Income and or government assistance, sales are particularly strong during the initial 5 days of the month.  The remainder of the month may be slower, in terms of daily sales; however, it is not noticeable in the big scheme.  Average daily sales are approximately $3000 - $3500 (some days higher, some lower).  

 

The checking account balance is regularly greater than $40K at the end of each month.  Monthly net income will vary depending upon the timing of the weekly GENERAL DISTRIBUTORS, INC. (GDI) draw to pay for prior week’s grocery delivery.  All vendors, with the exception of GDI, are paid upon product delivery.  GDI will perform electronic draws on the invoice for products that were delivered 2 weeks prior.  There are currently (10) businesses allowed to charge products on a monthly basis and invoices are submitted at the end of each month to these businesses for payment.  Total accounts receivable are approximately $1000.00 monthly.  

Table: Cash Flow

	Pro Forma Cash Flow
	
	
	

	
	2010
	2011
	2012

	Cash Received
	
	
	

	
	
	
	

	Cash from Operations
	
	
	

	Cash Sales
	$1,360,143 
	$1,416,000 
	$1,472,000 

	Subtotal Cash from Operations
	$1,360,143 
	$1,416,000 
	$1,472,000 

	
	
	
	

	Additional Cash Received
	
	
	

	Sales Tax, VAT, HST/GST Received
	$0 
	$0 
	$0 

	New Current Borrowing
	$0 
	$0 
	$0 

	New Other Liabilities (interest-free)
	$0 
	$0 
	$0 

	New Long-term Liabilities
	$0 
	$0 
	$0 

	Sales of Other Current Assets
	$0 
	$0 
	$0 

	Sales of Long-term Assets
	$0 
	$0 
	$0 

	New Investment Received
	$600,000 
	$0 
	$0 

	Subtotal Cash Received
	$1,960,143 
	$1,416,000 
	$1,472,000 

	
	
	
	

	Expenditures
	2010
	2011
	2012

	
	
	
	

	Expenditures from Operations
	
	
	

	Cash Spending
	$90,390 
	$94,785 
	$97,729 

	Bill Payments
	$523,187 
	$609,386 
	$565,562 

	Subtotal Spent on Operations
	$613,578 
	$704,170 
	$663,291 

	
	
	
	

	Additional Cash Spent
	
	
	

	Sales Tax, VAT, HST/GST Paid Out
	$0 
	$0 
	$0 

	Principal Repayment of Current Borrowing
	$35,000 
	$0 
	$0 

	Other Liabilities Principal Repayment
	$0 
	$0 
	$0 

	Long-term Liabilities Principal Repayment
	$0 
	$0 
	$0 

	Purchase Other Current Assets
	$0 
	$0 
	$0 

	Purchase Long-term Assets
	$225,000 
	$0 
	$0 

	Dividends
	$0 
	$0 
	$0 

	Subtotal Cash Spent
	$873,578 
	$704,170 
	$669,716 

	
	
	
	

	Net Cash Flow
	$1,086,565 
	$711,830 
	$802,284 

	Cash Balance
	$1,166,893 
	$1,878,723 
	$2,681,007 


Chart: Cash
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8.5 Projected Balance Sheet

The balance sheet shows healthy growth of net worth, and strong financial position. The monthly estimates are included in the appendix. 

Table: Balance Sheet

	Pro Forma Balance Sheet
	
	
	

	
	2010
	2011
	2012

	Assets
	
	
	

	
	
	
	

	Current Assets
	
	
	

	Cash
	$1,166,893 
	$1,878,723 
	$2,681,007 

	Inventory
	$4,844 
	$31,525 
	$33,879 

	Other Current Assets
	$44,492 
	$44,492 
	$44,492 

	Total Current Assets
	$1,216,229 
	$1,954,739 
	$2,759,378 

	
	
	
	

	Long-term Assets
	
	
	

	Long-term Assets
	$319,357 
	$319,357 
	$319,357 

	Accumulated Depreciation
	$107,302
	$156,802
	$251,302 

	Total Long-term Assets
	$212,055 
	$162,555 
	$68,055 

	Total Assets
	$1,428,284 
	$2,117,294 
	$2,827,433 

	
	
	
	

	Liabilities and Capital
	2010
	2011
	2012

	
	
	
	

	Current Liabilities
	
	
	

	Accounts Payable
	$48,232 
	$50,253 
	$46,722 

	Current Borrowing
	$0 
	$0 
	$0 

	Other Current Liabilities
	$3,706 
	$3,706 
	$3,706 

	Subtotal Current Liabilities
	$51,937 
	$53,958 
	$50,428 

	
	
	
	

	Long-term Liabilities
	$39,454 
	$39,454 
	$39,454 

	Total Liabilities
	$91,391 
	$93,412 
	$89,882 

	
	
	
	

	Paid-in Capital
	$643,025 
	$643,025 
	$643,025 

	Retained Earnings
	$32,186 
	$693,868 
	$1,380,857 

	Earnings
	$661,682 
	$686,989 
	$713,669 

	Total Capital
	$1,336,893 
	$2,023,882 
	$2,737,551 

	Total Liabilities and Capital
	$1,428,284 
	$2,117,294 
	$2,827,433 

	
	
	
	

	Net Worth
	$1,336,893 
	$2,023,882 
	$2,737,551 


8.6 Business Ratios

COMPANY NAME's ratios can be seen in the table below. Standard Industrial Classification code 5411 (Supermarkets and Other Groceries) was used for Industry Profile comparisons.

Table: Ratios

	Ratio Analysis
	
	
	
	

	
	2010
	2011
	2012
	Industry Profile

	Sales Growth
	11.41% 
	4.11% 
	3.95% 
	1.32% 

	
	
	
	
	

	Percent of Total Assets
	
	
	
	

	Other Current Assets
	3.12% 
	2.10% 
	1.57% 
	33.42% 

	Total Current Assets
	85.15% 
	92.32% 
	97.59% 
	82.61% 

	Long-term Assets
	14.85% 
	7.68% 
	2.41% 
	17.39% 

	Total Assets
	100.00% 
	100.00% 
	100.00% 
	100.00% 

	
	
	
	
	

	Current Liabilities
	3.64% 
	2.55% 
	1.78% 
	37.13% 

	Long-term Liabilities
	2.76% 
	1.86% 
	1.40% 
	30.42% 

	Total Liabilities
	6.40% 
	4.41% 
	3.18% 
	67.55% 

	Net Worth
	93.60% 
	95.59% 
	96.82% 
	32.45% 

	
	
	
	
	

	Percent of Sales
	
	
	
	

	Sales
	100.00% 
	100.00% 
	100.00% 
	100.00% 

	Gross Margin
	96.35% 
	96.12% 
	95.92% 
	19.29% 

	Selling, General & Administrative Expenses
	47.70% 
	47.60% 
	47.44% 
	8.62% 

	Advertising Expenses
	0.77% 
	0.92% 
	0.41% 
	0.29% 

	Profit Before Interest and Taxes
	69.76% 
	69.49% 
	69.44% 
	1.72% 

	
	
	
	
	

	Main Ratios
	
	
	
	

	Current
	23.42 
	36.23 
	54.72 
	1.91 

	Quick
	23.32 
	35.64 
	54.05 
	1.28 

	Total Debt to Total Assets
	6.40% 
	4.41% 
	3.18% 
	67.55% 

	Pre-tax Return on Net Worth
	70.71% 
	48.49% 
	37.24% 
	26.20% 

	Pre-tax Return on Assets
	66.18% 
	46.35% 
	36.06% 
	8.50% 

	
	
	
	
	


	Additional Ratios
	2010
	2011
	2012
	

	Net Profit Margin
	48.65% 
	48.52% 
	48.48% 
	n.a

	Return on Equity
	49.49% 
	33.94% 
	26.07% 
	n.a

	
	
	
	
	

	Activity Ratios
	
	
	
	

	Accounts Payable Turnover
	11.39 
	12.17 
	12.17 
	n.a

	Total Asset Turnover
	0.95 
	0.67 
	0.52 
	n.a

	
	
	
	
	

	Debt Ratios
	
	
	
	

	Debt to Net Worth
	0.07 
	0.05 
	0.03 
	n.a

	Current Liab. to Liab.
	0.57 
	0.58 
	0.56 
	n.a

	
	
	
	
	

	Liquidity Ratios
	
	
	
	

	Net Working Capital
	$1,164,292 
	$1,900,781 
	$2,708,950 
	n.a

	Interest Coverage
	267.96 
	383.69 
	398.55 
	n.a

	
	
	
	
	

	Additional Ratios
	
	
	
	

	Assets to Sales
	1.05 
	1.50 
	1.92 
	n.a

	Current Debt/Total Assets
	4% 
	3% 
	2% 
	n.a

	Acid Test 
	23.32 
	35.64 
	54.05 
	n.a

	Sales/Net Worth
	1.02 
	0.70 
	0.54 
	n.a

	Dividend Payout
	 0.00 
	0.00 
	0.00 
	n.a


Table: Sales Forecast

	Sales Forecast
	
	
	
	
	
	
	
	
	
	
	

	
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	Sales
	
	
	
	
	
	
	
	
	
	
	
	
	

	Food Items 
	
	$92,591 
	$95,922 
	$96,461 
	$96,249 
	$100,881 
	$108,086 
	$109,332 
	$110,098 
	$96,223 
	$97,462 
	$99,015 
	$98,601 

	Non Food Items
	
	$11,569 
	$11,686 
	$12,040 
	$12,191 
	$13,187 
	$15,658 
	$15,689 
	$15,845 
	$11,301 
	$11,324 
	$11,777 
	$11,919 

	Prepared Foods
	
	$360 
	$373 
	$373 
	$375 
	$401 
	$494 
	$503 
	$502 
	$459 
	$420 
	$404 
	$374 

	Total Sales
	
	$104,520 
	$107,981 
	$108,874 
	$108,815 
	$114,469 
	$124,238 
	$125,524 
	$126,445 
	$107,983 
	$109,205 
	$111,197 
	$110,894 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Direct Cost of Sales
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	
	
	$3,500 
	$3,605 
	$3,713 
	$3,824 
	$3,939 
	$4,057 
	$4,179 
	$4,304 
	$4,433 
	$4,566 
	$4,703 
	$4,844 

	Subtotal Direct Cost of Sales
	
	$3,500 
	$3,605 
	$3,713 
	$3,824 
	$3,939 
	$4,057 
	$4,179 
	$4,304 
	$4,433 
	$4,566 
	$4,703 
	$4,844 


Table: Personnel

	Personnel Plan
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	INSERT NAME
	
	$3,000 
	$3,000 
	$3,000 
	$3,000 
	$3,000 
	$3,000 
	$3,000 
	$3,000 
	$3,000 
	$3,000 
	$3,000 
	$3,000 

	INSERT NAME
	
	$1,842 
	$1,842 
	$1,842 
	$1,842 
	$1,842 
	$1,842 
	$1,842 
	$1,842 
	$1,842 
	$1,842 
	$1,842 
	$1,842 

	INSERT NAME
	
	$1,302 
	$1,302 
	$1,302 
	$1,302 
	$1,302 
	$1,302 
	$1,302 
	$1,302 
	$1,302 
	$1,302 
	$1,302 
	$1,302 

	INSERT NAME
	
	$480 
	$480 
	$480 
	$480 
	$480 
	$480 
	$480 
	$480 
	$480 
	$480 
	$480 
	$480 

	INSERT NAME
	
	$678 
	$678 
	$678 
	$678 
	$678 
	$678 
	$678 
	$678 
	$678 
	$678 
	$678 
	$678 

	INSERT NAME
	
	$231 
	$231 
	$231 
	$231 
	$231 
	$231 
	$231 
	$231 
	$231 
	$231 
	$231 
	$231 

	Total People
	
	6 
	6 
	6 
	6 
	6 
	6 
	6 
	6 
	6 
	6 
	6 
	6 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Payroll
	
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 


Table: Profit and Loss

	Pro Forma Profit and Loss
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	Sales
	
	$104,520 
	$107,981 
	$108,874 
	$108,815 
	$114,469 
	$124,238 
	$125,524 
	$126,445 
	$107,983 
	$109,205 
	$111,197 
	$110,894 

	Direct Cost of Sales
	
	$3,500 
	$3,605 
	$3,713 
	$3,824 
	$3,939 
	$4,057 
	$4,179 
	$4,304 
	$4,433 
	$4,566 
	$4,703 
	$4,844 

	Total Cost of Sales
	
	$3,500 
	$3,605 
	$3,713 
	$3,824 
	$3,939 
	$4,057 
	$4,179 
	$4,304 
	$4,433 
	$4,566 
	$4,703 
	$4,844 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Gross Margin
	
	$101,020 
	$104,376 
	$105,161 
	$104,991 
	$110,530 
	$120,181 
	$121,345 
	$122,141 
	$103,550 
	$104,639 
	$106,494 
	$106,050 

	Gross Margin %
	
	96.65% 
	96.66% 
	96.59% 
	96.49% 
	96.56% 
	96.73% 
	96.67% 
	96.60% 
	95.89% 
	95.82% 
	95.77% 
	95.63% 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Expenses
	
	
	
	
	
	
	
	
	
	
	
	
	

	Payroll
	
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 

	Marketing/Promotion
	
	$700 
	$728 
	$757 
	$787 
	$818 
	$851 
	$885 
	$920 
	$957 
	$995 
	$1,035 
	$1,076 

	Depreciation
	
	$500 
	$530 
	$562 
	$596 
	$632 
	$670 
	$710 
	$753 
	$798 
	$2,346 
	$2,397 
	$2,451 

	Lottery expense
	
	$3,645 
	$4,010 
	$4,411 
	$4,852 
	$5,337 
	$5,871 
	$6,458 
	$7,104 
	$7,814 
	$8,595 
	$9,454 
	$10,399 

	Repairs
	
	$1,243 
	$1,293 
	$1,345 
	$1,399 
	$1,455 
	$1,513 
	$1,574 
	$1,637 
	$1,702 
	$1,770 
	$1,841 
	$1,915 

	Rent
	
	$1,710 
	$1,710 
	$1,710 
	$1,710 
	$1,710 
	$1,710 
	$1,710 
	$1,710 
	$1,710 
	$1,710 
	$1,710 
	$1,710 

	Utilities
	
	$1,545 
	$1,560 
	$1,576 
	$1,592 
	$1,608 
	$1,624 
	$1,640 
	$1,656 
	$1,673 
	$1,690 
	$1,707 
	$1,724 

	Insurance
	
	$1,145 
	$1,168 
	$1,191 
	$1,215 
	$1,239 
	$1,264 
	$1,289 
	$1,315 
	$1,341 
	$1,368 
	$1,395 
	$1,423 

	Payroll Taxes
	15% 
	$1,130 
	$1,130 
	$1,130 
	$1,130 
	$1,130 
	$1,130 
	$1,130 
	$1,130 
	$1,130 
	$1,130 
	$1,130 
	$1,130 

	Accounting
	
	$300 
	$312 
	$324 
	$337 
	$350 
	$364 
	$379 
	$394 
	$410 
	$426 
	$443 
	$461 

	Business Plan/Grant Writing
	
	$28,000 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Other
	
	$3,500 
	$3,605 
	$3,713 
	$3,824 
	$3,939 
	$4,057 
	$4,179 
	$4,304 
	$4,433 
	$4,566 
	$4,703 
	$4,844 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Operating Expenses
	
	$50,950 
	$23,578 
	$24,251 
	$24,974 
	$25,750 
	$26,586 
	$27,486 
	$28,455 
	$29,500 
	$32,128 
	$33,347 
	$34,665 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Profit Before Interest and Taxes
	
	$50,070 
	$80,797 
	$80,910 
	$80,016 
	$84,779 
	$93,594 
	$93,858 
	$93,686 
	$74,050 
	$72,511 
	$73,146 
	$71,384 

	EBITDA
	
	$50,070 
	$81,327 
	$81,472 
	$80,612 
	$85,411 
	$94,264 
	$94,568 
	$94,439 
	$74,848 
	$74,857 
	$75,543 
	$73,835 

	  Interest Expense
	
	$363 
	$354 
	$346 
	$337 
	$328 
	$319 
	$310 
	$301 
	$292 
	$197 
	$197 
	$197 

	  Taxes Incurred
	
	$14,912 
	$24,133 
	$24,169 
	$23,904 
	$25,335 
	$27,983 
	$28,065 
	$28,015 
	$22,127 
	$21,694 
	$21,885 
	$21,356 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Profit
	
	$34,794 
	$56,310 
	$56,395 
	$55,776 
	$59,116 
	$65,293 
	$65,484 
	$65,369 
	$51,631 
	$50,620 
	$51,064 
	$49,831 

	Net Profit/Sales
	
	33.29% 
	52.15% 
	51.80% 
	51.26% 
	51.64% 
	52.55% 
	52.17% 
	51.70% 
	47.81% 
	46.35% 
	45.92% 
	44.94%



Table: Cash Flow

	Pro Forma Cash Flow
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	Cash Received
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash from Operations
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Sales
	
	$104,520 
	$107,981 
	$108,874 
	$108,815 
	$114,469 
	$124,238 
	$125,524 
	$126,445 
	$107,983 
	$109,205 
	$111,197 
	$110,894 

	Subtotal Cash from Operations
	
	$104,520 
	$107,981 
	$108,874 
	$108,815 
	$114,469 
	$124,238 
	$125,524 
	$126,445 
	$107,983 
	$109,205 
	$111,197 
	$110,894 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Additional Cash Received
	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales Tax, VAT, HST/GST Received
	0.00% 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	New Current Borrowing
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	New Other Liabilities (interest-free)
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	New Long-term Liabilities
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Sales of Other Current Assets
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Sales of Long-term Assets
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	New Investment Received
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$600,000 
	$0 
	$0 

	Subtotal Cash Received
	
	$104,520 
	$107,981 
	$108,874 
	$108,815 
	$114,469 
	$124,238 
	$125,524 
	$126,445 
	$107,983 
	$509,205 
	$111,197 
	$110,894 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Expenditures
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Expenditures from Operations
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Spending
	
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 
	$7,533 

	Bill Payments
	
	$24,241 
	$57,587 
	$40,025 
	$40,685 
	$41,158 
	$43,364 
	$46,716 
	$47,647 
	$48,323 
	$43,608 
	$44,187 
	$45,646 

	Subtotal Spent on Operations
	
	$31,773 
	$65,119 
	$47,558 
	$48,218 
	$48,691 
	$50,896 
	$54,249 
	$55,180 
	$55,855 
	$51,140 
	$51,719 
	$53,179 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Additional Cash Spent
	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales Tax, VAT, HST/GST Paid Out
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Principal Repayment of Current Borrowing
	
	$1,784 
	$1,784 
	$1,784 
	$1,784 
	$1,784 
	$1,784 
	$1,784 
	$1,784 
	$1,784 
	$18,944 
	$0 
	$0 

	Other Liabilities Principal Repayment
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Long-term Liabilities Principal Repayment
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Purchase Other Current Assets
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Purchase Long-term Assets
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$225,000 
	$0 
	$0 

	Dividends
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Subtotal Cash Spent
	
	$33,557 
	$66,903 
	$49,342 
	$50,002 
	$50,475 
	$52,680 
	$56,033 
	$56,964 
	$57,639 
	$295,084 
	$51,719 
	$53,179 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Cash Flow
	
	$70,963 
	$41,077 
	$59,532 
	$58,813 
	$63,994 
	$71,557 
	$69,491 
	$69,481 
	$50,344 
	$414,121 
	$59,478 
	$57,715 

	Cash Balance
	
	$151,291 
	$192,368 
	$251,900 
	$310,713 
	$374,706 
	$446,264 
	$515,755 
	$585,236 
	$635,580 
	$1,049,701 
	$1,109,178 
	$1,166,893 


Table: Balance Sheet

	Pro Forma Balance Sheet
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	Assets
	Starting Balances
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Current Assets
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash
	$80,328 
	$151,291 
	$192,368 
	$251,900 
	$310,713 
	$374,706 
	$446,264 
	$515,755 
	$585,236 
	$635,580 
	$1,049,701 
	$1,109,178 
	$1,166,893 

	Inventory
	$50,851 
	$47,351 
	$43,746 
	$40,033 
	$36,209 
	$32,270 
	$28,213 
	$24,034 
	$19,730 
	$15,297 
	$10,731 
	$6,028 
	$4,844 

	Other Current Assets
	$44,492 
	$44,492 
	$44,492 
	$44,492 
	$44,492 
	$44,492 
	$44,492 
	$44,492 
	$44,492 
	$44,492 
	$44,492 
	$44,492 
	$44,492 

	Total Current Assets
	$175,671 
	$243,134 
	$280,607 
	$336,426 
	$391,414 
	$451,469 
	$518,969 
	$584,281 
	$649,458 
	$695,369 
	$1,104,924 
	$1,159,699 
	$1,216,229 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Long-term Assets
	
	
	
	
	
	
	
	
	
	
	
	
	

	Long-term Assets
	$94,357 
	$94,357 
	$94,357 
	$94,357 
	$94,357 
	$94,357 
	$94,357 
	$94,357 
	$94,357 
	$94,357 
	$319,357 
	$319,357 
	$319,357 

	Accumulated Depreciation
	$94,357 
	$94,857 
	$95,387 
	$95,949 
	$96,545 
	$97,177 
	$97,847 
	$98,557 
	$99,310 
	$100,108 
	$102,454 
	$104,851 
	$107,302 

	Total Long-term Assets
	$0 
	($500)
	($1,030)
	($1,592)
	($2,188)
	($2,820)
	($3,490)
	($4,200)
	($4,953)
	($5,751)
	$216,903 
	$214,506 
	$212,055 

	Total Assets
	$175,671 
	$242,634 
	$279,577 
	$334,834 
	$389,226 
	$448,649 
	$515,479 
	$580,081 
	$644,505 
	$689,618 
	$1,321,827 
	$1,374,205 
	$1,428,284 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Liabilities and Capital
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Current Liabilities
	
	
	
	
	
	
	
	
	
	
	
	
	

	Accounts Payable
	$22,301 
	$56,253 
	$38,670 
	$39,316 
	$39,717 
	$41,807 
	$45,129 
	$46,031 
	$46,870 
	$42,136 
	$42,670 
	$43,983 
	$48,232 

	Current Borrowing
	$35,000 
	$33,216 
	$31,432 
	$29,648 
	$27,864 
	$26,080 
	$24,296 
	$22,512 
	$20,728 
	$18,944 
	$0 
	$0 
	$0 

	Other Current Liabilities
	$3,706 
	$3,706 
	$3,706 
	$3,706 
	$3,706 
	$3,706 
	$3,706 
	$3,706 
	$3,706 
	$3,706 
	$3,706 
	$3,706 
	$3,706 

	Subtotal Current Liabilities
	$61,007 
	$93,175 
	$73,807 
	$72,670 
	$71,287 
	$71,593 
	$73,131 
	$72,249 
	$71,304 
	$64,786 
	$46,376 
	$47,689 
	$51,937 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Long-term Liabilities
	$39,454 
	$39,454 
	$39,454 
	$39,454 
	$39,454 
	$39,454 
	$39,454 
	$39,454 
	$39,454 
	$39,454 
	$39,454 
	$39,454 
	$39,454 

	Total Liabilities
	$100,461 
	$132,629 
	$113,261 
	$112,124 
	$110,741 
	$111,047 
	$112,585 
	$111,703 
	$110,758 
	$104,240 
	$85,830 
	$87,143 
	$91,391 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Paid-in Capital
	$43,025 
	$43,025 
	$43,025 
	$43,025 
	$43,025 
	$43,025 
	$43,025 
	$43,025 
	$43,025 
	$43,025 
	$643,025 
	$643,025 
	$643,025 

	Retained Earnings
	$2,041 
	$32,186 
	$32,186 
	$32,186 
	$32,186 
	$32,186 
	$32,186 
	$32,186 
	$32,186 
	$32,186 
	$32,186 
	$32,186 
	$32,186 

	Earnings
	$30,145 
	$34,794 
	$91,104 
	$147,499 
	$203,275 
	$262,391 
	$327,684 
	$393,168 
	$458,537 
	$510,167 
	$560,787 
	$611,851 
	$661,682 

	Total Capital
	$75,211 
	$110,005 
	$166,315 
	$222,710 
	$278,486 
	$337,602 
	$402,895 
	$468,378 
	$533,748 
	$585,378 
	$1,235,998 
	$1,287,062 
	$1,336,893 

	Total Liabilities and Capital
	$175,671 
	$242,634 
	$279,577 
	$334,834 
	$389,226 
	$448,649 
	$515,479 
	$580,081 
	$644,505 
	$689,618 
	$1,321,827 
	$1,374,205 
	$1,428,284 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Worth
	$75,211 
	$110,005 
	$166,315 
	$222,710 
	$278,486 
	$337,602 
	$402,895 
	$468,378 
	$533,748 
	$585,378 
	$1,235,998 
	$1,287,062 
	$1,336,893 


