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1.0 Executive Summary

[COMPANY NAME] 

[NAME] 

[ADDRESS] 

[CITY, STATE  ZIP]

Phone: XXX-XXX-XXXX

Email: 

 

[COMPANY] is a sole proprietorship, 100% owned by [NAME] and [NAME]. [NAME] has a degree in Interior Design and has over three years experience in operating an antiques store. The Company sells antiques, collectibles, shabby chic furniture, primitives, revamped painted furniture and home decor items. We pride ourselves on the personal service to our customers and the warm, inviting and friendly environment we have created for a truly unique shopping experience. Our store has a great variety of products at a fair price.

The focus of this business plan is to put forth objectives to work efficiently and effectively, expand internal operations giving the Company the opportunity to grow. [COMPANY] is ready to elevate to the next step. The Company is seeking grant funding in the amount of $375,000. The grant funding will be used to:

· Purchase the building the store is located in and begin building improvements for more efficiency in building space.

· Purchase a surveillance system to cut down on theft.

· Purchase an Office Computer for more internal efficiencies.

· Upgrade the workshop for refurbishing and add a spray paint booth.

· Develop and launch our website and EBay store.

· Launch our Advertising Campaign and attend Trade Shows.
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1.1 Objectives

[COMPANY] has the following objectives: 

  

1. Launch an Advertising Campaign to build a loyal customer base 

2. Upgrade the look and feel of our Antiques store and building as a place customers want to visit 

3. Develop an informative Website with social media tie-in and EBay store 

4. Hire employees to give the owners opportunity for more customer interaction and pursuit of items for the store

1.2 Mission

The mission of [COMPANY] is to provide a desirable product line at a fair price in a friendly, warm and inviting retail environment to shop in. To provide a personal service - If we don't have it, we will find it, fix it or build it.

1.3 Keys to Success

The [COMPANY]' keys to success are: 

  

1. Inviting retail environment - Inviting Store Front, Clean Store, Good Lighting, Attractive Displays 

2. Great product selection at a fair price 

3. Warm and friendly atmosphere 

4. Personal service to cater to our customers needs

2.0 Company Summary

[COMPANY NAME] is located in [CITY], [STATE], [COUNTY]. 

[NAME] 

[ADDRESS] 

[CITY, STATE  ZIP]

Phone: XXX-XXX-XXXX

Email: name@hotmail.com 

[COMPANY] sells antiques, collectibles, shabby chic furniture, primitives, revamped painted furniture and home decor items. We pride ourselves on the personal service to our customers and the warm, inviting and friendly environment we have created for a truly unique shopping experience. Our store has a great variety of products at a fair price.

2.1 Company Ownership

[COMPANY] is a sole proprietorship for tax purposes, 100% owned by [NAME] and [NAME]. [NAME] has a degree in Interior Design and has over three years experience in operating an antiques store. 

2.2 Company History

[COMPANY] was given to [NAME] and [NAME] in August 2009 when the former owner retired at age 80. The store is located in a historical building in downtown [CITY], [STATE]. [NAME] operated the store for the former owner before he transferred the store with its inventory over to [NAME] and [NAME], August 1, 2009. There was no company debt at the time of transfer.  

[COMPANY]sells antiques, collectibles, shabby chic furniture, primitives, revamped painted furniture and home decor items. Our store has a great variety of products at a fair price. 

  

The Company Profit and Loss is for the August 1, 2009 - December 31, 2009 period. [COMPANY]has maintained its customer base during the transfer of ownership. The Company currently has two streams of revenue, first from sales of inventory from their store. Secondly, a section of the building is segregated for individuals and companies to rent space for item sales. Vendors and individuals can rent space for a booth with a rental fee and 5% commission on sales from or pay no rental fee and pay a 40% commission on sales.

 

Once the Grant Funding is received, the Company will buy the building and be able to collect rent monthly from the four rental apartments on the second floor. Additionally, the Company will use the Grant Funding to aggressively attack the market increasing sales by 10% - 20% per year for the next few years. Gross Profit % will increase from 28% in 2009 to an average of 47% in future years due to the increase in rental income and direct sales from the store.

 

Table: Past Performance

	Past Performance
	
	
	

	
	2007
	2008
	2009

	Sales
	$0 
	$0 
	$46,797 

	Gross Margin
	$0 
	$0 
	$14,514 

	Gross Margin %
	0.00% 
	0.00% 
	31.01% 

	Operating Expenses
	$0 
	$0 
	$15,670 

	Inventory Turnover
	0.00 
	0.00 
	3.72 

	
	
	
	

	Balance Sheet
	
	
	

	
	2007
	2008
	2009

	
	
	
	

	Current Assets
	
	
	

	Cash
	$0 
	$0 
	$4,225 

	Inventory
	$0 
	$0 
	$2,000 

	Other Current Assets
	$0 
	$0 
	$0 

	Total Current Assets
	$0 
	$0 
	$6,225 

	
	
	
	

	Long-term Assets
	
	
	

	Long-term Assets
	$0 
	$0 
	$626 

	Accumulated Depreciation
	$0 
	$0 
	$626 

	Total Long-term Assets
	$0 
	$0 
	$0 

	
	
	
	

	Total Assets
	$0 
	$0 
	$6,225 

	
	
	
	

	Current Liabilities
	
	
	

	Accounts Payable
	$0 
	$0 
	$6,050 

	Current Borrowing
	$0 
	$0 
	$0 

	Other Current Liabilities (interest free)
	$0 
	$0 
	$0 

	Total Current Liabilities
	$0 
	$0 
	$6,050 

	
	
	
	

	Long-term Liabilities
	$0 
	$0 
	$0 

	Total Liabilities
	$0 
	$0 
	$6,050 

	
	
	
	

	Paid-in Capital
	$0 
	$0 
	$6,107 

	Retained Earnings
	$0 
	$0 
	($4,776)

	Earnings
	$0 
	$0 
	($1,156)

	Total Capital
	$0 
	$0 
	$175 

	
	
	
	

	Total Capital and Liabilities
	$0 
	$0 
	$6,225 

	
	
	
	

	Other Inputs
	
	
	

	Payment Days
	0 
	0 
	30 


Chart: Past Performance
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3.0 Products and Services

[COMPANY] sells antiques, collectibles, shabby chic furniture, primitives, revamped painted furniture and home decor items. We pride ourselves on the personal service to our customers and the warm, inviting and friendly environment we have created for a truly unique shopping experience. Our store has a great variety of products at a fair price. Direct sales from the store accounts for approximately 11% of total sales and 17% of Gross Profit.

 

Additionally, the Company rents space in their building to vendors and individuals to sell products. The company charges a rental fee with a 5%commission on sales or no rental fee and a 40% commission on sales. Rental fee income is estimated at $2,400 a month for 2010 with commissions making up the difference in Gross Profit.

 

Once the Grant Funding is received, the Company will buy the building and be able to collect rent monthly from the four rental apartments on the second floor. The apartment will net the Company $1,300 a month of revenue and is estimated to start September 1, 2010.

4.0 Market Analysis Summary

[COMPANY] is located in [CITY], [STATE]. The Company draws its customers from the [COUNTY] area and the surrounding counties, [COUNTY], [COUNTY], [COUNTY], [COUNTY], [COUNTY] and [COUNTY]. 

  

[CITY] is a city in and the county seat of [COUNTY], [STATE].  As of 2000, the population of [COUNTY] was 24,131 and has since ballooned to 39,713 as of the Census Bureau's 2008 estimates making it the third most populated county in the state. Its county seat is [CITY] and is one of the top 10 fastest growing counties in the United States in terms of rate of population increase, rate of housing unit increase, and many other factors. This is due to the growth of the [NAME] metropolitan area through the expansion of [NAME] to the south and the growth of the suburbs. 

  

[COUNTY] is a county located in the U.S. state of [STATE]. As of the Census Bureau's 2009 estimates, the population was 183,048, making it the most populous county in [STATE]. 

  

[COUNTY] is the most northwesterly county of the U.S. state of [STATE]. As of 2000, the population is 11,763. 

  

[COUNTY] is a county located in the U.S. state of [STATE]. As of 2000, the population was 31,589. 

  

[COUNTY] is a county located in the U.S. state of [STATE]. It is part of the Sioux City, IA-NE-SD Metropolitan Statistical Area. As of the 2000 census, the population was 12,584. 

  

[COUNTY] is a county located in the U.S. state of [STATE]. As of 2000, the population was 13,537. 

  

[COUNTY] is a county located in the U.S. state of [STATE]. As of 2000, the population was 8,849. 

  

The Company also works with wholesale dealers from around the country. The Company advertises in the Central area Antiques Travel Guide to enable the Company to reach wholesale dealers.

4.1 Market Segmentation

[COMPANY] has the following market segments: 

  

1. Residents of [COUNTY] and the surrounding Counties for direct product purchases from the Companies retail store. 

2. Vendors that rent space from the Company to display their own product in the Companies Building 

3. Wholesale Antique and Furniture dealers 

  

Currently [COMPANY] advertises during the peak summer season to obtain new customers. They have built a solid loyal customer base. The Company plans to increase sales to its market segments with an aggressive advertising campaign starting the end of the third quarter 2010 along with the development of a website and Ebay Store. 

Table: Market Analysis

	Market Analysis
	
	
	
	
	
	
	

	
	
	2010
	2011
	2012
	2013
	2014
	

	Potential Customers
	Growth
	
	
	
	
	
	CAGR

	County
	3% 
	24,131 
	24,855 
	25,601 
	26,369 
	27,160 
	3.00% 

	County
	2% 
	183,048 
	186,709 
	190,443 
	194,252 
	198,137 
	2.00% 

	County
	2% 
	11,763 
	11,998 
	12,238 
	12,483 
	12,733 
	2.00% 

	County
	3% 
	31,589 
	32,537 
	33,513 
	34,518 
	35,554 
	3.00% 

	County
	2% 
	12,584 
	12,836 
	13,093 
	13,355 
	13,622 
	2.00% 

	County
	2% 
	13,537 
	13,808 
	14,084 
	14,366 
	14,653 
	2.00% 

	County
	2% 
	8,849 
	9,026 
	9,207 
	9,391 
	9,579 
	2.00% 

	Total
	2.20% 
	285,501 
	291,769 
	298,179 
	304,734 
	311,438 
	2.20% 


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

[COMPANY] will target its market segments as follows: 

Residents - The Company will launch an aggressive advertising campaign in the [COUNTY] and surrounding County areas. This will be done with direct mailers, door hangers, yellow pages, newspaper advertising, and industry magazines. Additionally the Company will develop a website with the ability to tie-into social media websites. The Company will launch an Ebay store in the fourth quarter of 2010. 

Rental Vendors for Product - The Company will target ads in industry magazines and Chambers of Commerce from the surrounding communities to draw more small businesses for their vendor program. 

  

Wholesale Dealers - The Company will advertise in the Antiques Travel Guide for the Central US area. In 2011, the Company plans to expand advertising to the Eastern region. 

 

4.3 Service Business Analysis

Direct sale customers for [COMPANY] retail store will come from the local residents of [COUNTY] and the surrounding Counties. The Company distinguishes itself from the competition by offering the highest quality product at a fair price. The Company prides itself on the personal service to our customers in a warm, inviting and friendly environment. To provide a personal service - If we don't have it, we will find it, fix it or build it. 

The Company is building a solid loyal customer base for growth in future years. Skillful use of advertising and strong communication will bring the business the Company desires.

4.3.1 Competition and Buying Patterns

There are three other Antique stores in the surrounding area. Although there are other stores offering the same merchandise that we do, they cannot compete with our impeccable customer service skills, cleaner better decorated retail store environment, and wider selection of merchandise and at better prices. Our goal is to fulfill our customer’s demands because it will aid us in generating future business. If our customer is happy, they will recommend us to others who will want our merchandise. Word of mouth is very important for the Company's type of business and satisfied customers are a key ingredient to the Company's success.  

5.0 Web Plan Summary

The Painted Lady Antiques' website will be an opportunity to offer current information on merchandise offerings, company background, announcements and special discounts. The website will be another method to generate steady business in our area.

Currently, the Company has been in conversation with several persons qualified to provide an attractive and exciting web page; however, the Company hasn't made a final decision. The Company is only considering web designers that are residents of the [COUNTY] community. The Company feels very strongly in keeping its funds within the community

5.1 Website Marketing Strategy

Our website will be promoted on all of our marketing materials. We will advertise our site on our business cards as well as in other industry related publications. 

Additionally, the Company will open a store on EBay. This will enable the Company to sell merchandise to individuals throughout the US.

As numerous studies have documented, most people buy based on the conversation and recommendations of trusted friends, family and colleagues. Finding the people that influence their peers' decisions where to shop and what to buy has long been viewed as the Holy Grail of marketing. Increasingly, online social networks are being seen as venues for locating these influencers. The Company plans to tie-into social media sites to expand our presence on the web to our targeted customers. 

5.2 Development Requirements

The Company will increase it's presence on the web by promoting the site during the Advertising Campaigns and joining the EBay family of vendors. The Company plans to tie-into social media sites to expand our presence on the web to our targeted customer base. 

6.0 Strategy and Implementation Summary

[COMPANY NAME] has clearly defined the target market and has differentiated itself by offering a solid solution to fulfilling its customers' needs. Reasonable sales targets have been established with an implementation plan designed to ensure the goals set forth below are achieved.

6.1 SWOT Analysis

The SWOT analysis aids in displaying the internal strengths and weaknesses that [COMPANY] must address. It allows us to examine the opportunities presented to the Company as well as potential threats. The company's strength will help it to succeed. These strengths are: 

1. Customer Service - Personal touch, building relationships with our customer base 

2. Retail Store Environment - Clean, warm and inviting for a unique shopping experience 

3. Merchandise - A wide variety of merchandise at fair prices 

4. Loyal customer base

Strengths are valuable, but it is also important to realize the weaknesses the Company must address. [COMPANY] main weakness is lacking the funds to grow the business.

The Companies strengths will help it capitalize on emerging opportunities. These opportunities include, but are not limited to:

1. Growing our market with an aggressive advertising campaign

2. Strategic alliances with vendors to increase booth space sales

3. Website Development and Social Media Marketing

4. Launch EBay store

5. Purchase Building for rental income from apartments on the second floor

6. Expand our reach to other parts of the country with our wholesale partners

Threats that the company should be aware of include, the economy and keeping current on market trends.

6.1.1 Strengths

[COMPANY] Strengths are: 

1. Customer Service - Personal touch, building relationships with our customer base 

2. Retail Store Environment - Clean, warm and inviting for a unique shopping experience 

3. Merchandise - A wide variety of merchandise at fair prices 

4. Loyal customer base

6.1.2 Weaknesses

[COMPANY] weaknesses come from the lack of funding to grow the business. Grant money will be used to aggressively advertise to their market segments. Additionally grant money will be used to purchase the building and upgrade the interior of the retail store.

6.1.3 Opportunities

Opportunities for [COMPANY] include: 

· Growing our market with an aggressive advertising campaign

· Strategic alliances with vendors to increase booth space sales

· Website Development and Social Media Marketing

· Launch EBay store

· Purchase Building for rental income from apartments on the second floor

· Expand our reach to other parts of the country with our wholesale partners

6.1.4 Threats

The only threats that could cause problems for the Company are the economy and market trends. The owners have budgeted for trade shows to keeping current with marketing trends in their industry.

6.2 Competitive Edge

[COMPANY] competitive edge is the skill, caring and talent that [NAME] brings to the Company. Her design talent and creativity are well known by her customers. The Company has an honest and trustworthy reputation in the [COUNTY] community. The Company will maintain an equally talented staff to assist [NAME]

The Company has a loyal base of customers to draw business from as word of mouth is an important factor in the retail trade. [COMPANY] is known as a warm, friendly and inviting place to shop. 

6.3 Marketing Strategy

[COMPANY] marketing strategy is to continue to expand services into the [COUNTY] and surrounding County area by utilizing an aggressive advertising campaign, website social media advertising and an EBay store.

The Company will target residents with Direct Mailers, newspaper & magazine advertising and through social websites. [NAME] plans on contacting/introducing/expanding its vendor rental booth and wholesale dealer business. A personal touch will be needed for this effort as a trust will have to be formed to secure vendors for the booth sale area and sales to wholesale dealers from around the country. 

6.4 Sales Strategy

The owners of [COMPANY] believe strongly in customer service, friendly, courteous and timely customer service. Making sure the customer is satisfied not only with the merchandise they purchased with the customers service provided and shopping experience.  

  

The Company will use grant money to purchase the building and improve the internal environment for a more upscale shopping experience. The Company will also increase their inventory of merchandise for sale giving the customer a wider variety of goods for purchase. 

  

Currently, [COMPANY] is working on an Advertising Campaign starting the end of the third quarter 2010 that will include the following:

1. Direct Mailers and Door Hangers.

2. Newspaper Advertising.

3. Magazine and Travel Guide Advertising

4. Develop and launch EBay store

5. Develop and launch Website and social media advertising.

The Advertising Campaign will give the Company new customer leads in [COUNTY] and the surrounding Counties. 

6.4.1 Sales Forecast

The sales forecast shows a consistent increase in sales over the next three year period due to the following: 

1. Once Grant Funding is received, the Company can increase inventory and upgrade refurbishing creating an increase in merchandise sold.

2. Launch of our Advertising Campaign.

3. Once Grant Funding is received, the Company will purchase the building and will be able to collect rent for the four apartments above the store.

4. Hire an additional full time employee giving the owners the opportunity to spend more time on merchandise inventory and cultivating customers in the area.

5. Upgrade building improvements to expand vendor and consignment booth area.

6. Increased economic growth in the market. 

The sales for 2010, 2011 and 2012 are $124,000, $148,600 and $164,900, respectively. Once Grant Funding is received, giving [COMPANY] the ability to purchase the building, upgrade refurbishing department, inventory and buying power, the Company will be able to purchase additional goods for sale increasing sales by 20% in 2011 and 11% in 2012. Gross Profit for 2010, 2011 and 2012 are 45.73%, 48.28% and 47.03%. 

Table: Sales Forecast

	Sales Forecast
	
	
	

	
	2010
	2011
	2012

	Sales
	
	
	

	Direct Store Sales
	$13,000 
	$15,000 
	$17,000 

	Vendor Booth Sales
	$51,000 
	$58,000 
	$66,000 

	Consignment Booth Sales
	$26,000 
	$30,000 
	$34,000 

	Booth Rental Fees
	$28,800 
	$30,000 
	$31,500 

	Apartment Rental Fees
	$5,200 
	$15,600 
	$16,400 

	Total Sales
	$124,000 
	$148,600 
	$164,900 

	
	
	
	

	Direct Cost of Sales
	2010
	2011
	2012

	Direct Store Sales
	$1,300 
	$1,500 
	$1,700 

	Vendor Booth Sales
	$48,450 
	$55,100 
	$62,700 

	Consignment Booth Sales
	$15,600 
	$18,000 
	$20,400 

	Refurbishing Supplies
	$1,950 
	$2,250 
	$2,550 

	Subtotal Direct Cost of Sales
	$67,300 
	$76,850 
	$87,350 


Chart: Sales Monthly
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Chart: Sales by Year
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6.5 Milestones

In order to achieve the growth and marketing goals that have been outlined in this business plan, the Company has the following deadlines to meet and ideas to implement. Some of these are outlined below:  

1. Obtain Grant Funding to expand, grow and improve the business.

2. Purchase the building the store is located in and begin building improvements for more efficiency in building space.

3. Purchase a surveillance system to cut down on theft.

4. Purchase an Office Computer for more internal efficiencies.

5. Upgrade the workshop for refurbishing and add a spray paint booth.

6. Develop and launch our website and EBay store.

7. Launch our Advertising Campaign and attend Trade Shows.

Table: Milestones

	Milestones
	
	
	
	
	

	
	
	
	
	
	

	Milestone
	Start Date
	End Date
	Budget
	Manager
	Department

	Purchase Building
	8/1/2010
	8/1/2010
	$275,000 
	Owners
	Operations

	Building Improvements
	8/2/2010
	8/31/2010
	$25,000 
	Owners
	Operations

	Purchase Office Computer
	8/2/2010
	8/2/2010
	$1,000 
	Owners
	Administrative

	Purchase Surveillance Equipment
	8/2/2010
	8/6/2010
	$1,000 
	Owners
	Administrative

	Purchase Company Van
	8/9/2010
	8/9/2010
	$40,000 
	Owners
	Operations

	Upgrade Workshop
	8/9/2010
	8/31/2010
	$5,000 
	Owners
	Operations

	Build Spay Paint Booth
	8/23/2010
	8/31/2010
	$5,000 
	Owners
	Operations

	Website Development & EBay
	8/2/2010
	8/31/2010
	$3,000 
	Owners
	Marketing

	Attend Trade Shows
	9/20/2010
	9/24/2010
	$3,000 
	Owners
	Marketing

	Launch Advertising Campaign
	9/1/2010
	12/31/2010
	$9,000 
	Owners
	Marketing

	
	8/1/2010
	8/1/2010
	
	
	

	Totals
	
	
	$367,000 
	
	


7.0 Management Summary

[NAME] is co-owner of [COMPANY].  [NAME] is responsible for administrative aspects of the company including payroll, accounts receivable/payable, accounting and refurbishing operations.  Administrative and operations decisions are also shared with co-owner [NAME]. [NAME] will handle the operations section of the business.

7.1 Personnel Plan

The table below contains the details of our personnel plan. [NAME] and [NAME], owners of [COUNTY], are responsible for all administrative and operations aspects of the business. Mr. & Mrs. [NAME] will not take any compensation in 2010 except for a year end distribution of profits based on Net Profits and Cash Flow. Currently, the Company has one fulltime employee at minimum wage. 

Once Grant funding is received, the Company will hire an additional fulltime employee at minimum wage. This will enable [NAME] more sales time and developing accounts. 

Table: Personnel

	Personnel Plan
	
	
	

	
	2010
	2011
	2012

	[NAME]
	$0 
	$0 
	$0 

	[NAME]
	$0 
	$0 
	$0 

	Full Time Employee
	$15,600 
	$16,000 
	$16,600 

	Full Time Employee
	$5,200 
	$15,600 
	$16,000 

	Total People
	0
	0 
	0 

	
	
	
	

	Total Payroll
	$20,800 
	$31,600 
	$32,600 



8.0 Financial Plan

The current financial plan for [COMPANY NAME] is to obtain grant funding in the amount of $375,000. The grant will be used to: 

Purchase the building the store is located in and begin building improvements for more efficiency in building space.

Purchase a surveillance system to cut down on theft.

Purchase an Office Computer for more internal efficiencies.

Upgrade the workshop for refurbishing and add a spray paint booth.

Develop and launch our website and EBay store.

Launch our Advertising Campaign and attend Trade Shows.

The following sections of this plan will serve to describe [COMPANY] financial plan in more detail: 

· General Assumptions 

· Break-even Analysis 

· Profit and Loss 

· Cash Flow 

· Balance Sheet

· Ratios

8.1 Important Assumptions

The table below presents the assumptions used in the financial calculations of this business plan. 

[COMPANY NAME] is a Sole Proprietorship owned by [NAME] and [NAME] and is taxed accordingly, estimated at a 25% tax rate. The average Gross Profit % is estimated to be 45.73% in 2010, 48.28% in 2011 and 47.03% in 2012 based on historical data. Depreciation expense is based on the scheduled additions in the Milestones Table. Insurance, utilities and all other expenses assume a 5% increase due to inflation & other cost variables during 2011 and 2012.

8.2 Break-even Analysis

For the Company's break-even analysis for 2010, the monthly revenue break-even is projected to be $11,285. Operating Expenses as a % of sales will continue to decrease over the 2011, 2012 and 2013 periods. Sales are projected to increase 20% for the 2011 and 11% for 2012 due to the expansion of services throughout the [COUNTY] area along with the Advertising Campaign, Ebay Store and Website Marketing. 

Table: Break-even Analysis
	Break-even Analysis
	

	
	

	Monthly Revenue Break-even
	$11,285 

	
	

	Assumptions:
	

	Average Percent Variable Cost
	54% 

	Estimated Monthly Fixed Cost
	$5,160 


Chart: Break-even Analysis
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8.3 Projected Profit and Loss

[COMPANY]Pro Forma Profit and Loss statement was constructed from a conservative point-of-view, and is based in large part on historical data and current market conditions.

The sales for 2010, 2011 and 2012 are $124,000, $148,600 and $164,900 respectively. The average Gross Profit % is estimated to be 45.73% in 2010 and 48.28% in 2011 and 47.03% in 2012. The Company will show a Net Loss for 2010, 2011 and 2012 of $5,220, $11,710 and $7,960, respectively. The Company will show a positive EBITDA of $20 in the 2010, $4,010 in 2011 and $7,760 in 2012. The Operating expenses as a percentage of sales for this period were 50%, 56% and 52%, respectively. The percentages of the net profit to sales for this period were (4.21) %, (7.88) % and (4.83) %, respectively. The Operating Expenses and Net Profit to Sales for the 2011 and 2012 period are affected by the internal expansion of the Company. Operating Expenses to Sales will continue to decrease in future years as the Company builds a revenue base of customers. Net Profit and Net Profit to Sales Percentage will continue to rise in future years as the internal expansion and investments in Marketing and Advertising bear fruit.

The Company will develop a website during 2010 with an initial cost of $3000. The Company will also attend Industry Trade Shows to be able to monitor market trends, build vendor relationships and wholesale customer contacts.

Table: Profit and Loss

	Pro Forma Profit and Loss
	
	
	

	
	2010
	2011
	2012

	Sales
	$124,000 
	$148,600 
	$164,900 

	Direct Cost of Sales
	$67,300 
	$76,850 
	$87,350 

	Other Costs of Sales
	$0 
	$0 
	$0 

	Total Cost of Sales
	$67,300 
	$76,850 
	$87,350 

	
	
	
	

	Gross Margin
	$56,700 
	$71,750 
	$77,550 

	Gross Margin %
	45.73% 
	48.28% 
	47.03% 

	
	
	
	

	
	
	
	

	Expenses
	
	
	

	Payroll
	$20,800 
	$31,600 
	$32,600 

	Marketing/Promotion
	$9,000 
	$9,000 
	$9,000 

	Depreciation
	$5,240 
	$15,720 
	$15,720 

	Rent
	$7,000 
	$0 
	$0 

	Utilities
	$3,800 
	$5,600 
	$5,800 

	Auto Expense
	$4,400 
	$4,800 
	$5,000 

	Trade Shows
	$1,500 
	$3,000 
	$3,000 

	Insurance
	$1,760 
	$3,000 
	$3,200 

	Payroll Taxes
	$3,120 
	$4,740 
	$4,890 

	Other
	$5,300 
	$6,000 
	$6,300 

	
	
	
	

	Total Operating Expenses
	$61,920 
	$83,460 
	$85,510 

	
	
	
	

	Profit Before Interest and Taxes
	($5,220)
	($11,710)
	($7,960)

	EBITDA
	$20 
	$4,010 
	$7,760 

	  Interest Expense
	$0 
	$0 
	$0 

	  Taxes Incurred
	$0 
	$0 
	$0 

	
	
	
	

	Net Profit
	($5,220)
	($11,710)
	($7,960)

	Net Profit/Sales
	-4.21% 
	-7.88% 
	-4.83% 


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

[COMPANY] has applied for a grant of $375,000. In 2010, the Company forecast that it will receive $375,000 in the month of July. After receipt of the Grant Funding, it will use the grant to:

· Purchase the building the store is located in and begin building improvements for more efficiency in building space.

· Purchase a surveillance system to cut down on theft.

· Purchase an Office Computer for more internal efficiencies.

· Upgrade the workshop for refurbishing and add a spray paint booth.

· Develop and launch our website and EBay store.

· Launch our Advertising Campaign and attend Trade Shows. 

The Company has no Long Term Debt or Current Borrowings. The Company will have a positive Cash Flow from Operations in 2011 and 2012 with a break-even Cash Flow from Operations in 2010.  

The following table displays [COMPANY] cash flow and the chart illustrates monthly cash flow in the first year. Monthly cash flow projections are also included in the appendix.

Table: Cash Flow

	Pro Forma Cash Flow
	
	
	

	
	2010
	2011
	2012

	Cash Received
	
	
	

	
	
	
	

	Cash from Operations
	
	
	

	Cash Sales
	$124,000 
	$148,600 
	$164,900 

	Subtotal Cash from Operations
	$124,000 
	$148,600 
	$164,900 

	
	
	
	

	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
	$375,000 
	$0 
	$0 

	Subtotal Cash Received
	$499,000 
	$148,600 
	$164,900 

	
	
	
	


	Expenditures
	2010
	2011
	2012

	
	
	
	

	Expenditures from Operations
	
	
	

	Cash Spending
	$20,800 
	$31,600 
	$32,600 

	Bill Payments
	$100,068 
	$112,652 
	$123,853 

	Subtotal Spent on Operations
	$120,868 
	$144,252 
	$156,453 

	
	
	
	

	Additional Cash Spent
	
	
	

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

	Principal Repayment of Current Borrowing
	$0 
	$0 
	$0 

	Other Liabilities Principal Repayment
	$0 
	$0 
	$0 

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

	Purchase Other Current Assets
	$8,000 
	$0 
	$0 

	Purchase Long-term Assets
	$355,000 
	$0 
	$0 

	Dividends
	$0 
	$0 
	$0 

	Subtotal Cash Spent
	$483,868 
	$144,252 
	$156,453 

	
	
	
	

	Net Cash Flow
	$15,132 
	$4,348 
	$8,447 

	Cash Balance
	$19,357 
	$23,705 
	$32,152 


Chart: Cash
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8.5 Projected Balance Sheet

[COMPANY NAME] net worth is $369,955, $358,245 and $350,285 for 2010, 2011 and 2012, respectively. The Company will be debt free at the end of 2010 with Total Assets of $378,442, $367,573 and $360,541 for 2010, 2011 and 2012, respectively. Other Current Assets are the additions of inventory and refurbishing supplies paid for with Grant Funding.

Table: Balance Sheet

	Pro Forma Balance Sheet
	
	
	

	
	2010
	2011
	2012

	Assets
	
	
	

	
	
	
	

	Current Assets
	
	
	

	Cash
	$19,357 
	$23,705 
	$32,152 

	Inventory
	$1,325 
	$1,828 
	$2,068 

	Other Current Assets
	$8,000 
	$8,000 
	$8,000 

	Total Current Assets
	$28,682 
	$33,533 
	$42,221 

	
	
	
	

	Long-term Assets
	
	
	

	Long-term Assets
	$355,626 
	$355,626 
	$355,626 

	Accumulated Depreciation
	$5,866 
	$21,586 
	$37,306 

	Total Long-term Assets
	$349,760 
	$334,040 
	$318,320 

	Total Assets
	$378,442 
	$367,573 
	$360,541 

	
	
	
	

	Liabilities and Capital
	2010
	2011
	2012

	
	
	
	

	Current Liabilities
	
	
	

	Accounts Payable
	$8,487 
	$9,328 
	$10,256 

	Current Borrowing
	$0 
	$0 
	$0 

	Other Current Liabilities
	$0 
	$0 
	$0 

	Subtotal Current Liabilities
	$8,487 
	$9,328 
	$10,256 

	
	
	
	

	Long-term Liabilities
	$0 
	$0 
	$0 

	Total Liabilities
	$8,487 
	$9,328 
	$10,256 

	
	
	
	

	Paid-in Capital
	$381,107 
	$381,107 
	$381,107 

	Retained Earnings
	($5,932)
	($11,152)
	($22,862)

	Earnings
	($5,220)
	($11,710)
	($7,960)

	Total Capital
	$369,955 
	$358,245 
	$350,285 

	Total Liabilities and Capital
	$378,442 
	$367,573 
	$360,541 

	
	
	
	

	Net Worth
	$369,955 
	$358,245 
	$350,285 


8.6 Business Ratios

The table below presents the projected business ratios from the Furniture Store Market for businesses with sales below $500,000 as a reference.

Table: Ratios

	Ratio Analysis
	
	
	
	

	
	2010
	2011
	2012
	Industry Profile

	Sales Growth
	164.97% 
	19.84% 
	10.97% 
	-0.46% 

	
	
	
	
	

	Percent of Total Assets
	
	
	
	

	Inventory
	0.35% 
	0.50% 
	0.57% 
	30.05% 

	Other Current Assets
	2.11% 
	2.18% 
	2.22% 
	32.89% 

	Total Current Assets
	7.58% 
	9.12% 
	11.71% 
	86.76% 

	Long-term Assets
	92.42% 
	90.88% 
	88.29% 
	13.24% 

	Total Assets
	100.00% 
	100.00% 
	100.00% 
	100.00% 

	
	
	
	
	

	Current Liabilities
	2.24% 
	2.54% 
	2.84% 
	45.01% 

	Long-term Liabilities
	0.00% 
	0.00% 
	0.00% 
	49.07% 

	Total Liabilities
	2.24% 
	2.54% 
	2.84% 
	94.08% 

	Net Worth
	97.76% 
	97.46% 
	97.16% 
	5.92% 

	
	
	
	
	

	Percent of Sales
	
	
	
	

	Sales
	100.00% 
	100.00% 
	100.00% 
	100.00% 

	Gross Margin
	45.73% 
	48.28% 
	47.03% 
	33.62% 

	Selling, General & Administrative Expenses
	49.94% 
	56.16% 
	51.86% 
	13.25% 

	Advertising Expenses
	7.26% 
	6.06% 
	5.46% 
	0.71% 

	Profit Before Interest and Taxes
	-4.21% 
	-7.88% 
	-4.83% 
	3.97% 

	
	
	
	
	

	Main Ratios
	2010
	2011
	2012
	Industry Profile

	Current
	3.38 
	3.59 
	4.12 
	1.75 

	Quick
	3.22 
	3.40 
	3.92 
	1.08 

	Total Debt to Total Assets
	2.24% 
	2.54% 
	2.84% 
	94.08% 

	Pre-tax Return on Net Worth
	-1.41% 
	-3.27% 
	-2.27% 
	324.51% 

	Pre-tax Return on Assets
	-1.38% 
	-3.19% 
	-2.21% 
	19.22% 

	
	
	
	
	

	Additional Ratios
	2010
	2011
	2012
	

	Net Profit Margin
	-4.21% 
	-7.88% 
	-4.83% 
	n.a

	Return on Equity
	-1.41% 
	-3.27% 
	-2.27% 
	n.a

	
	
	
	
	

	Activity Ratios
	
	
	
	

	Inventory Turnover
	48.00 
	48.74 
	44.83 
	n.a

	Accounts Payable Turnover
	12.08 
	12.17 
	12.17 
	n.a

	Payment Days
	29 
	29 
	29 
	n.a

	Total Asset Turnover
	0.33 
	0.40 
	0.46 
	n.a

	
	
	
	
	

	Debt Ratios
	
	
	
	

	Debt to Net Worth
	0.02 
	0.03 
	0.03 
	n.a

	Current Liab. to Liab.
	1.00 
	1.00 
	1.00 
	n.a

	
	
	
	
	

	Liquidity Ratios
	
	
	
	

	Net Working Capital
	$20,195 
	$24,205 
	$31,965 
	n.a

	Interest Coverage
	0.00 
	0.00 
	0.00 
	n.a

	
	
	
	
	

	Additional Ratios
	
	
	
	

	Assets to Sales
	3.05 
	2.47 
	2.19 
	n.a

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

	Acid Test 
	3.22 
	3.40 
	3.92 
	n.a

	Sales/Net Worth
	0.34 
	0.41 
	0.47 
	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
	
	
	
	
	
	
	
	
	
	
	
	
	

	Direct Store Sales
	
	$800 
	$800 
	$800 
	$800 
	$1,000 
	$1,200 
	$1,400 
	$1,400 
	$1,200 
	$1,200 
	$1,200 
	$1,200 

	Vendor Booth Sales
	
	$4,000 
	$4,000 
	$4,000 
	$4,000 
	$4,400 
	$4,600 
	$4,800 
	$4,800 
	$4,400 
	$4,000 
	$4,000 
	$4,000 

	Consignment Booth Sales
	
	$2,000 
	$2,000 
	$2,000 
	$2,000 
	$2,200 
	$2,400 
	$2,600 
	$2,600 
	$2,200 
	$2,000 
	$2,000 
	$2,000 

	Booth Rental Fees
	
	$2,400 
	$2,400 
	$2,400 
	$2,400 
	$2,400 
	$2,400 
	$2,400 
	$2,400 
	$2,400 
	$2,400 
	$2,400 
	$2,400 

	Apartment Rental Fees
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$1,300 
	$1,300 
	$1,300 
	$1,300 

	Total Sales
	
	$9,200 
	$9,200 
	$9,200 
	$9,200 
	$10,000 
	$10,600 
	$11,200 
	$11,200 
	$11,500 
	$10,900 
	$10,900 
	$10,900 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	Direct Store Sales
	
	$80 
	$80 
	$80 
	$80 
	$100 
	$120 
	$140 
	$140 
	$120 
	$120 
	$120 
	$120 

	Vendor Booth Sales
	
	$3,800 
	$3,800 
	$3,800 
	$3,800 
	$4,180 
	$4,370 
	$4,560 
	$4,560 
	$4,180 
	$3,800 
	$3,800 
	$3,800 

	Consignment Booth Sales
	
	$1,200 
	$1,200 
	$1,200 
	$1,200 
	$1,320 
	$1,440 
	$1,560 
	$1,560 
	$1,320 
	$1,200 
	$1,200 
	$1,200 

	Refurbishing Supplies
	
	$120 
	$120 
	$120 
	$120 
	$150 
	$180 
	$210 
	$210 
	$180 
	$180 
	$180 
	$180 

	Subtotal Direct Cost of Sales
	
	$5,200 
	$5,200 
	$5,200 
	$5,200 
	$5,750 
	$6,110 
	$6,470 
	$6,470 
	$5,800 
	$5,300 
	$5,300 
	$5,300 


Table: Personnel

	Personnel Plan
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	[NAME]
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	[NAME]
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Full Time Employee
	
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 

	Full Time Employee
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$1,300 
	$1,300 
	$1,300 
	$1,300 

	Total People
	
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Payroll
	
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$2,600 
	$2,600 
	$2,600 
	$2,600 


Table: Profit and Loss

	Pro Forma Profit and Loss
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	Sales
	
	$9,200 
	$9,200 
	$9,200 
	$9,200 
	$10,000 
	$10,600 
	$11,200 
	$11,200 
	$11,500 
	$10,900 
	$10,900 
	$10,900 

	Direct Cost of Sales
	
	$5,200 
	$5,200 
	$5,200 
	$5,200 
	$5,750 
	$6,110 
	$6,470 
	$6,470 
	$5,800 
	$5,300 
	$5,300 
	$5,300 

	Other Costs of Sales
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Total Cost of Sales
	
	$5,200 
	$5,200 
	$5,200 
	$5,200 
	$5,750 
	$6,110 
	$6,470 
	$6,470 
	$5,800 
	$5,300 
	$5,300 
	$5,300 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Gross Margin
	
	$4,000 
	$4,000 
	$4,000 
	$4,000 
	$4,250 
	$4,490 
	$4,730 
	$4,730 
	$5,700 
	$5,600 
	$5,600 
	$5,600 

	Gross Margin %
	
	43.48% 
	43.48% 
	43.48% 
	43.48% 
	42.50% 
	42.36% 
	42.23% 
	42.23% 
	49.57% 
	51.38% 
	51.38% 
	51.38% 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Expenses
	
	
	
	
	
	
	
	
	
	
	
	
	

	Payroll
	
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$2,600 
	$2,600 
	$2,600 
	$2,600 

	Marketing/Promotion
	
	$125 
	$125 
	$125 
	$125 
	$150 
	$175 
	$175 
	$2,000 
	$1,500 
	$1,500 
	$1,500 
	$1,500 

	Depreciation
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$1,310 
	$1,310 
	$1,310 
	$1,310 

	Rent
	
	$1,000 
	$1,000 
	$1,000 
	$1,000 
	$1,000 
	$1,000 
	$1,000 
	$0 
	$0 
	$0 
	$0 
	$0 

	Utilities
	
	$250 
	$250 
	$250 
	$250 
	$250 
	$250 
	$250 
	$250 
	$450 
	$450 
	$450 
	$450 

	Auto Expense
	
	$350 
	$350 
	$350 
	$350 
	$350 
	$350 
	$350 
	$350 
	$400 
	$400 
	$400 
	$400 

	Trade Shows
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$1,500 
	$0 
	$0 
	$0 

	Insurance
	
	$100 
	$100 
	$100 
	$100 
	$100 
	$100 
	$100 
	$100 
	$240 
	$240 
	$240 
	$240 

	Payroll Taxes
	15% 
	$195 
	$195 
	$195 
	$195 
	$195 
	$195 
	$195 
	$195 
	$390 
	$390 
	$390 
	$390 

	Other
	
	$400 
	$400 
	$400 
	$400 
	$400 
	$400 
	$400 
	$500 
	$500 
	$500 
	$500 
	$500 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Operating Expenses
	
	$3,720 
	$3,720 
	$3,720 
	$3,720 
	$3,745 
	$3,770 
	$3,770 
	$4,695 
	$8,890 
	$7,390 
	$7,390 
	$7,390 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Profit Before Interest and Taxes
	
	$280 
	$280 
	$280 
	$280 
	$505 
	$720 
	$960 
	$35 
	($3,190)
	($1,790)
	($1,790)
	($1,790)

	EBITDA
	
	$280 
	$280 
	$280 
	$280 
	$505 
	$720 
	$960 
	$35 
	($1,880)
	($480)
	($480)
	($480)

	  Interest Expense
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	  Taxes Incurred
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Profit
	
	$280 
	$280 
	$280 
	$280 
	$505 
	$720 
	$960 
	$35 
	($3,190)
	($1,790)
	($1,790)
	($1,790)

	Net Profit/Sales
	
	3.04% 
	3.04% 
	3.04% 
	3.04% 
	5.05% 
	6.79% 
	8.57% 
	0.31% 
	-27.74% 
	-16.42% 
	-16.42% 
	-16.42% 


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
	
	$9,200 
	$9,200 
	$9,200 
	$9,200 
	$10,000 
	$10,600 
	$11,200 
	$11,200 
	$11,500 
	$10,900 
	$10,900 
	$10,900 

	Subtotal Cash from Operations
	
	$9,200 
	$9,200 
	$9,200 
	$9,200 
	$10,000 
	$10,600 
	$11,200 
	$11,200 
	$11,500 
	$10,900 
	$10,900 
	$10,900 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	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 
	$375,000 
	$0 
	$0 
	$0 
	$0 
	$0 

	Subtotal Cash Received
	
	$9,200 
	$9,200 
	$9,200 
	$9,200 
	$10,000 
	$10,600 
	$386,200 
	$11,200 
	$11,500 
	$10,900 
	$10,900 
	$10,900 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Expenditures from Operations
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Spending
	
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$2,600 
	$2,600 
	$2,600 
	$2,600 

	Bill Payments
	
	$6,281 
	$6,943 
	$7,620 
	$7,620 
	$7,644 
	$8,344 
	$8,682 
	$9,058 
	$9,890 
	$10,547 
	$8,659 
	$8,780 

	Subtotal Spent on Operations
	
	$7,581 
	$8,243 
	$8,920 
	$8,920 
	$8,944 
	$9,644 
	$9,982 
	$10,358 
	$12,490 
	$13,147 
	$11,259 
	$11,380 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	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
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$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 
	$8,000 
	$0 
	$0 
	$0 
	$0 

	Purchase Long-term Assets
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$355,000 
	$0 
	$0 
	$0 
	$0 

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

	Subtotal Cash Spent
	
	$7,581 
	$8,243 
	$8,920 
	$8,920 
	$8,944 
	$9,644 
	$9,982 
	$373,358 
	$12,490 
	$13,147 
	$11,259 
	$11,380 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Cash Flow
	
	$1,619 
	$957 
	$280 
	$280 
	$1,056 
	$956 
	$376,218 
	($362,158)
	($990)
	($2,247)
	($359)
	($480)

	Cash Balance
	
	$5,844 
	$6,801 
	$7,081 
	$7,361 
	$8,417 
	$9,374 
	$385,592 
	$23,434 
	$22,444 
	$20,197 
	$19,837 
	$19,357 


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
	$4,225 
	$5,844 
	$6,801 
	$7,081 
	$7,361 
	$8,417 
	$9,374 
	$385,592 
	$23,434 
	$22,444 
	$20,197 
	$19,837 
	$19,357 

	Inventory
	$2,000 
	$1,300 
	$1,300 
	$1,300 
	$1,300 
	$1,438 
	$1,528 
	$1,618 
	$1,618 
	$1,450 
	$1,325 
	$1,325 
	$1,325 

	Other Current Assets
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$8,000 
	$8,000 
	$8,000 
	$8,000 
	$8,000 

	Total Current Assets
	$6,225 
	$7,144 
	$8,101 
	$8,381 
	$8,661 
	$9,855 
	$10,901 
	$387,209 
	$33,051 
	$31,894 
	$29,522 
	$29,162 
	$28,682 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Long-term Assets
	
	
	
	
	
	
	
	
	
	
	
	
	

	Long-term Assets
	$626 
	$626 
	$626 
	$626 
	$626 
	$626 
	$626 
	$626 
	$355,626 
	$355,626 
	$355,626 
	$355,626 
	$355,626 

	Accumulated Depreciation
	$626 
	$626 
	$626 
	$626 
	$626 
	$626 
	$626 
	$626 
	$626 
	$1,936 
	$3,246 
	$4,556 
	$5,866 

	Total Long-term Assets
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$355,000 
	$353,690 
	$352,380 
	$351,070 
	$349,760 

	Total Assets
	$6,225 
	$7,144 
	$8,101 
	$8,381 
	$8,661 
	$9,855 
	$10,901 
	$387,209 
	$388,051 
	$385,584 
	$381,902 
	$380,232 
	$378,442 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Current Liabilities
	
	
	
	
	
	
	
	
	
	
	
	
	

	Accounts Payable
	$6,050 
	$6,689 
	$7,366 
	$7,366 
	$7,366 
	$8,055 
	$8,381 
	$8,729 
	$9,536 
	$10,259 
	$8,367 
	$8,487 
	$8,487 

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

	Other Current Liabilities
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Subtotal Current Liabilities
	$6,050 
	$6,689 
	$7,366 
	$7,366 
	$7,366 
	$8,055 
	$8,381 
	$8,729 
	$9,536 
	$10,259 
	$8,367 
	$8,487 
	$8,487 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	Total Liabilities
	$6,050 
	$6,689 
	$7,366 
	$7,366 
	$7,366 
	$8,055 
	$8,381 
	$8,729 
	$9,536 
	$10,259 
	$8,367 
	$8,487 
	$8,487 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Paid-in Capital
	$6,107 
	$6,107 
	$6,107 
	$6,107 
	$6,107 
	$6,107 
	$6,107 
	$381,107 
	$381,107 
	$381,107 
	$381,107 
	$381,107 
	$381,107 

	Retained Earnings
	($4,776)
	($5,932)
	($5,932)
	($5,932)
	($5,932)
	($5,932)
	($5,932)
	($5,932)
	($5,932)
	($5,932)
	($5,932)
	($5,932)
	($5,932)

	Earnings
	($1,156)
	$280 
	$560 
	$840 
	$1,120 
	$1,625 
	$2,345 
	$3,305 
	$3,340 
	$150 
	($1,640)
	($3,430)
	($5,220)

	Total Capital
	$175 
	$455 
	$735 
	$1,015 
	$1,295 
	$1,800 
	$2,520 
	$378,480 
	$378,515 
	$375,325 
	$373,535 
	$371,745 
	$369,955 

	Total Liabilities and Capital
	$6,225 
	$7,144 
	$8,101 
	$8,381 
	$8,661 
	$9,855 
	$10,901 
	$387,209 
	$388,051 
	$385,584 
	$381,902 
	$380,232 
	$378,442 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Worth
	$175 
	$455 
	$735 
	$1,015 
	$1,295 
	$1,800 
	$2,520 
	$378,480 
	$378,515 
	$375,325 
	$373,535 
	$371,745 
	$369,955 
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