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1. Executive summary 
Organic clothes and diapers is an online store that sale organic clothes for new born and organic diapers as well. We create this online store for customers who prefer using organic clothes and diapers made of organic ingredients for their baby’s soft skin. Our Organic clothes and diapers online store provide for our user’s unique products which is all organic and environmentally safe. Our products can take care of your baby and will not be harsh on their sanative skin. Our online store is easy to use and we can deliver your items around the world. We have fast delivery takes a maximum of 7days to deliver your items into your door. Our company's organic clothes and diapers can solve the problem of sensitive baby skin who has an allergy to regular clothes or diapers. So our products made from natural ingredients which will make babies feel comfy and happy. Also, our product is environmentally safe which is a great product that will never affect badly on the environment. Being the first company who produces organic products for babies such as clothes and diapers is an achievement that we proud of. Besides, we produce environmentally safe products because we do care about the environment. The next objective that we hope to meet in the future is to produce different types of babies' organic products such as baby powder, baby oil, and baby shampoo. We hope all these new coming products will not be only in the online store but in the big stores as well. Our company is still a new company we sell our products using the online store. Our products will attract many people who do care about organic products and do care about the environment. It's the new road to sell these days because people would like to buy online using their phones, laptops, or tablets. It's easy and fast it saves time rather than spend hours on the market. In the future, we are planning to expand and have many branches around the world.






2. Company Synopsis
Problem:
Many babies or newborns around the world face the main problem which is having so sensitive skin. Babies don't feel comfortable wearing regular clothes and diapers it does make for them allergies and redness on their skin on all small bodies. Which makes them cry and being painful all day and night. The parents feel worried about their babies and they want to do something to stop this issue.
Solution:
Our company's organic clothes and diapers are offering organic and natural ingredients products to produce clothes and diapers for newborns or babies. We sell our products online to all the countries around the world. We produce 100% organic clothes and diapers that soft and gentle for baby skin to avoid redness and allergies that will make your baby feel comfortable and happy. The parents will never feel worried about their babies any more if they are going to buy our organic products, their babies will not be suffering anymore. Our products are unique and it's only available on our online store.

3. Management Team:

In all companies, the members and the teams are the most important thing in the companies, about the team bio in the company, each member’s in the team has a good link to success and production with the company,  and he is a part of company success.






Team bio:
	The team member’s name
	Their title and position at the company
	Their professional background
	Any special skills they’ve developed as a result of their past experience
	Their role and responsibilities at your company

	Ayesha
	Customer service representative, This employee works in the customer service department
	Work to serve all customers in the company and provide assistance to the customer in all respects
	In this section, the employee develops his English speaking skills and customer communication skills, and quick adaptive at work
	The responsibility of this employee in this department is to reach customer satisfaction and work to serve them

	Shamma
	Cashier, This employee works in the sales and accounting department
	Knowing the company's buying and selling, prices and offers
	The employee in the Cashier department developed his skills in counting, as well as communicating with customers, also knowledge in finance and mathematics
	This employee is responsible for selling, responsible for the selling system

	Asma
	Store manager, she works in the store in administration Department, 
But he manages the website because our store is ( online store )
	Manages the shop and the staff and also the sale and purchases as well
	This employee develops his skills in time management, employee management and how to support them in their work, and quickie in managing and finding solutions
	This employee is responsible for the store in all sections
( online store )

	Hanan
	Assistant store manager,she also work in administration Department, with the Store Manager
	Assistant store manager works with the manager and assists him in a lot of work, he is in the manager’s position when the manager is absent from work
	This employee has developed his communication skills with a large number of employees and manage them, also, fast writing skills
	The responsibilities are to carry out the duties of the manager when the manager is absent from work

	Mariam
	Sales associate, the sales associate works in the store's sales department
	Helping in the store, consumers know there is someone who answers all their questions in the store
	The Sales associate developed skills in speed of solving problems for consumers, and skills of attention to detail in the store
	The responsibilities of this employee are the organization in the store	




4. Market Overview

We decide to make organic clothes and diapers it’s a production market, and also it can be IT business because we will develop an app for online orders. Organic cotton clothes are important for your baby because you want to limit their irritants and exposure to chemicals when they're developing. This will not only keep them healthier and help them develop more natural, but it will also keep them a lot more comfortable due to limiting the irritants around them, on the other hand, we found that experts recommend opting for diapers that are at least chlorine-free, They are more environmentally friendly, A baby’s skin is much more delicate than yours. It is thinner and more porous, which means it easily absorbs things it comes into contact with. Since clothing directly touches your baby’s skin all day and night, it makes sense to minimize or eliminate chemicals in those materials. By choosing organic clothes, you reduce the number of chemicals that absorb into your baby’s body, lowering the overall chemical contact for your little one. In UAE there is a website called ( Yallababy.com) they produce a baby box that covers diapers, wipes, lotions, nutrition, body care. And we found that this market in UAE is very important and Especiallymoms love this idea to be sure that the baby is comfortable. So, there is a lot of mom interested to buy this product. So we think that we will succeed in this market as I mentioned before (Yallababy ) has a lot of responded and a lot of mom buy from it also we have in UAE baby store. 

Our company have the opportunity to make a profit from this type of busnesse, because we saw that there is no a lot of competitive maybe two or three Application provide organic clothes and diapers and the rest of them is on the supermarket or website. so if we do an application that represents all organic clothes and diapers it will be great for mom and easy to make an order and have delivery because some mom can not drive or she doesn't have someone to take care of her child to go and buy so with this App she will be comfortable and she can order at home without taking any risk. Also if she goes shopping there is no a lot of organic clothes and diapers type maybe she will only find one or two types. There is a possibility to grow in this business because Nowadays the trend in UAE population and customer that there are very much into App, and the trend in UAE that people don’t drive to the pharmacy they are going to online pharmacy also mothers that live in UAE are the care and buy organic clothes and diapers. 


The SUCCESS STORIES happening with similar companies : 
Yalla Baby Box: The one-stop affordable shop for UAE mums
Already saving new parents time with the baby essentials boxes that are delivered straight to your door, Yalla Baby Box is now promising to save mums and dads money as well – music to our ears. It's no secret that having a baby can be hard on the wallet, with a constant need to replenish nappies, baby wipes, bottles, toiletries, and babygrows... the list is practically endless.
Babyshop
Babyshop stores are designed for the entire family, with comfort and convenience being our top priority. Some stores feature relaxing mother’s rooms where they can feed and change their baby in privacy, as well as fabulous play zones to keep kids safely entertained while you shop in peace.

Babystore
At Babystore, we know that being a parent is a full-time job. Whether you’re a new mother, a busy mother, or a mother on a budget, it can be difficult to make sure you have the right supplies at the ready for your pregnancy, new baby, or toddler. That’s why we created Babystore, a premiere, one-stop-shop for all of your baby needs. We embrace the “tummy to toddler” concept and ensure that we have everything you could need from pregnancy to preschool. We are truly a one-stop-shop for all of your baby needs.
At Babystore, we’ve done the shopping for you so you can spend more time with your little one. Every product in our store has been carefully hand-selected and tested by our team of experts. Our philosophy is simple- if we wouldn’t use a product ourselves, then we don’t sell it on Babystore! From feeding essentials to clothes, skincare, gears, toys & school supplies, we have made it our mission to have everything you need so you don’t have to spend time thinking about.


5. Product (How it Works):
our product’s key features are the quality, we will provide a good material which is fabric This porous fiber absorbs moisture and wicks it away from the skin, leaving baby cooler and drier than cotton or synthetic materials. style we will provide a different style, shape and color to satisfy customer needs and wants. 
customers will have the product by making order in our App that called organic clothes and diapers, it is used for baby to protect their sensitive skin. Parents and caregivers may choose our reusable diapers for many reasons, including concerns about waste, a desire to avoid exposing the infant to the chemicals in some disposable diapers.


6. Customer Definition
Customers are the most important part when thinking about producing a product, so everything in the product from design and services depends on (who are the customers). The first step to the success of the new product is to define all the characteristics of the customer. 
Since our products are organic clothing and organic diapers for children up to two years of age, the target customers for our product is only children, and about the demographic of the customers, the organic clothing and organic diapers for the children are between 0 years old to two years and they are for boys and girls both. And about the number of people in this target population, according to studies, numbers, and statistics, the number of children up to the age of two is high, there is almost no house where there is no child at this age, and about where are our customers and our target customers, our customers live everywhere, children and their mothers are located in all countries of the world and our store is an online store, we can communicate, sell and reach all countries of the world. On the other hand, the purchase of our products depends on the parents, and the amount of their purchase of our products depends on the extent of their need for clothes and diapers, as well as the amount of money they earn. By the way, our products are sold at reasonable prices for all levels of living and the financial level of the parents, also when parents buying diapers and clothes for children especially diapers, they are looking for a product that does not cause any harm to children and any skin diseases, especially that the skin of the child is affected by clothes and diapers and some of the children are affected a lot from clothes and diapers, so we chose to produce Organic clothes and diapers for children as a good idea are not the same on the market.
Parents are interested and have a particular species in the clothes and diapers, obtaining appropriate sizes for the child’s body, so one of the most important characteristics that we work hard to provide is the provision of very appropriate sizes of diapers for the child’s body with different ages because Excellent sizes help the child to move and play in an excellent way, and this is what all mothers care about, and this is also what we care about in our products to save a high number of target customers.


7. Customer acquisition 
To get a large number of customers, we should plan to that and put a good marketing plan and that to expand the customer base for our new product, so in this range, there are many ways to acquire the customers like using the Online acquisition in direct sales and also the offline acquisition like use the newspaper and TV in the marketing plan.
First, there are specific subcategories of customers we should plan to target first like the new moms who want to have a new kind of unique organic baby diaper and good kind of clothes for the kids like our product. Secondly, our products will be sold online only because our store is an electronic store and we can deliver it to all countries of the world, so there is no specific place or country to sell our products and delivery will be global and for all customer, that to ensure a large number of targeted customers, second, we will provide clothes and diapers in our online store together without any shortage of any product, we didn't start to offer a product before the other one.
Finally, on how to advertise our products, we will choose to advertise via the Internet and social media, such as sponsoring social media by sending products to moms bloggers to advertise the product by photographing and explaining it, and be sure to talk about its advantages in social media programs such as Instagram and Snapchat, this way of advertising is one of the most effective and attractive ways to attract consumers all over the world.


8. SWOT Analysis
	Popularity in the market 

Trendy clothes 
Affordable price 
Outstanding and unique design of  clothing
Single portal for lacks of designs from thousands of designers
Specialized into baby clothing and diapers

	Weakness 

Bad quality
Copying other brand style 
Needs to make sure of uniqueness of designs



	Opportunities

Enter into the baby segment which is growing at a very high rate 
Cross selling of various clothes made from organic products.
Improve the environment as it is organic.
	Threats 

Political risks and legal risks in terms of organic and ethical clothing.
Many competitors.




Competitors' biggest strengths are their popularity and significance in the market as most of them are in the top between store, also they have a huge amount of stores and good locations for these stores, also they have trendy clothes that are available in affordable price and the capability of satisfying a huge number of different types of customers.
To neutralize those strengths we plan to make trendy items so we can get a huge amount of consumer who would love to buy our products and we will make our product (organic clothes and diapers) have a high quality to as we will offer different clothing lines with a different price range and quality and you will find garments made out of good materials for higher prices.
Competitors' biggest weaknesses and due to low prices clothes the clothes don't always have a great quality or qualitative materials also the lack of control over production and because of brands size or brand doesn't have its style and it doesn't make the trends, as it follows other brands by copying their collections and reproducing them for the mass market.
They can change the weakness to advantage by having control over their production and making their style and brand name without copying and following other brands.
Brand's opportunities are that they can collaborate with famous designers and these collaborations help to build the brand's image, have a good reputation, get huge attention from people from social media and attract new customers, another opportunity that its organic clothes and collections which is getting people attention as it becomes more and more popular in society and these clothes usually have better quality.
We can avail these opportunities by collaborating with famous market and stores and adapt new technologies in the online shopping as well as all-new gadgets and technologies which can benefit our brand also we will advertise on social media to get the highest amount of customers who would love to try and use our organic product and take action to improve our marketing strategies and tactics regularly, which competition will leave the company behind in the marketplace.
The challenge is getting someone to collaborate with as it is difficult to collaborate with start-up company as people don't know if the company is good enough to collaborate with, we can tackle with them by letting them see and test the quality of our product (clothes and diapers) so they trust our market which will make them happy to collaborate with us and all of that will make our market build a great image and have a good reputation.

9. Competitive Analysis

Direct competitors:
The Direct Competition in the clothing industry is an increasingly critical issue as lawmakers begin to open the field to alternative providers and in light of the pre-competitive stance of the clothing industry, our brand will get higher competition from Mori, Naty, The Little Green Sheep and H&M as they offer products similar to our product The Little Green Sheep have certified organic baby mattress as they have clothes for baby around bedtime such as sleepsuits, rompers and sleeping bags, which are all chemical-free and all the product is made from naturally breathable materials like cotton and wool to keep babies at the optimum temperature. Naty made nature Baby care eco-friendly diapers and they ensure that the materials that come into contact with your baby's skin are 100% bio- and plant-based.
H&M launched a Conscious collection which sits inexpensive organic baby clothing as it the lowest end of the price scale and their organic clothes have green tags in-store, these tags mean that the clothing is made of at least 50% sustainable materials like organic cotton and Mori create products for babies and as what parents expected from a sustainably focused brand their clothes are made from natural materials suitable for a baby's delicate new skin as they ensure its manufacturing methods are environmentally conscious and garments sustainably sourced.
They will affect our market growth in the industry because they have better resources as they are famous and have been in the business for a long time and owning all kind of washing plants, testing laboratories, embroidery machines and their owning and tying up with packing and sewing accessory supplying factories. As the company look into the direct competitor's tactics and new marketing strategies, some of the strategies are for small and medium-sized businesses while others are for a larger business.

Indirect competitors:
As we point out our direct competitors, we also aware of the indirect competitors we think our indirect competitors are Mothercare, Pampers and Mamas & Papas as they offer baby clothes and diapers. Mothercare is a specialist retailer of products for mothers, mothers-to-be and merchandise for children in general. Pampers is a diapers brand of baby products, the company has diversified in their product range to let parents of babies of all sizes, sexes and medical conditions have a choice. Mamas & Papas is a nursery brand and manufacturer supplying that offer baby product and furniture. They can be an indirect competitor to our brand due to the vast competition in the same line as us which is baby clothes and diapers.
There is a way in which a competitor can grow as an "Organic growth" demand for organic cotton fibre is outstripping supply today, and is likely to continue to be in future. The marketing of 'organic cotton' as a concept has been so successful over the last years that new entrants risk becoming rapidly disappointed by lack of product availability and it might generate a loss of interest in organic cotton among some of these new brands and retailers. The shortage of supply could also result in organic cotton clothes as it is positioned in higher-priced market segments. 
It's time to implement improvements based on self-assessment process to generate revenue, profitability, and customer satisfaction by attracting the target customers which are parents, the organic cotton producers should continue to aim to establish longer-term arrangements with their customers, in order to reduce risk, also building profitable partnerships between a company, since the competitors get the profit indirectly as most of their suppliers have built partnerships with the famous brands.
Must interest generated among large brands and retailers for improved cotton production as they create new opportunities for the separate marketing so they must solve the problem by having better cotton, yarn, fabrics and garments as diversification will likely occur in favour of fair trade cotton and textiles and the organic cotton sector should consider these other movements as allies rather than as competitors.  

Three sources of competition:
Naty
Naty company was founded in 1994 and it offers environmentally friendly disposable diapers and it Slow to grow the industry, they focus, and patience have been critical to Naty's success, which remains a relatively smaller player in an extremely large industry and today's leading diapers consist mainly of oil-based plastic materials and superabsorbents that are non-renewable and non-compostable.
Since that idea is more than 25 years ago, Naty has grown into a professional fast-moving consumer goods company with high turnover from selling in 18 countries on 4 continents, their product range has also expanded to include complementary baby care products, feminine care products and even eco-clothing for babies and children and despite the enormous success of Naty, the journey getting there hasn’t always been easy. they faced tough challenges and the company went from being highly profitable to carrying a loss but they kept going as it is important to stay focused, be patient and never give up.



H&M
H&M is a Swedish clothing retailer, and since its founding in 1947 H&M has grown to one of the largest fashion retailers in the world, they succeed as they rely on “fast fashion”, which is taking advantage of fashion trends as they appear and getting products onto the shelves as quickly as possible, the store has grown into one of the most recognizable brands in the fashion industry, but despite its consistent store expansion rate, H&M is in danger of facing slowing growth, which comes with maturity.
MORI
MORI is an e-commerce retailer company launched in London in 2015, they are selling baby and toddler clothes that made from natural materials from sustainable sources, their signature material is made from organic cotton and very soft fabric that is comfortable, breathable and safe. In five short years, MORI has seen extraordinary growth, the company meet its burgeoning demand while focusing on developing the brand to its position as they are paying attention to detail and reliability, and now they are looking at new ways to use personalisation service to expand their product inventory into new materials such as wooden toys.
Revenue model
Our revenue model will be essential if we want to achieve our objectives. The purpose of the model will enhance grot hoof our company through cash flows (Speith and Schneider 2016).  It will help us in tracing the avenues in which our company will be obtaining cash and how this cash is spent. This will lead to the proper management of our company's revenue.
One of the essential factors will be the terms of payment that are agreed between the client and the customers. Customers are susceptible to the collection plan, and we can, therefore, push them very hard on the days that cash will be collected from them. If we push them, they will judge our collecting plan, which might have some consequences on our revenue. However, there are instances where we will have the power to bargain instead o the customer. This will be in the case of informal traders and our actual customers too. This will necessitate the need to develop a system of the receivables, which will be agreed by both the involved parties. In our revenue model, we will have the following;
1) Cash flow as our priority, growth our second, and profit our third priority.
2) A fundamental arrangement that will give our customers value and maintain a healthy workplace.
3) Respect to our company's forecast and the conservation of our financial management and the cash flows.
The revenue model will depend on several assumptions. We are aware that the collection days are very sensitive. However, this factor cannot be influenced easily. This is the issue that we are planning to improve on. The underlying conservative assumptions include; interest rates, tax rates, and personal burdens. Other assumptions include the following;
1) We will assume a strong economy with minimum recessions.
2) We will assume that there will be no unforeseen changes in the economic policy that will make our products suddenly obsolete.
Other assumptions will include an average of 30 collection days, sales which will be done entirely on the invoice, which will include a deposit policy that will be favorable to our customers, invoice payment to our customers after 30days on average, current interest rates and expenses on the average net of one month.
Key financial indicators.
We expect higher growth in sales as compared to other operating expenses.  We also expect a bump in our collection days as we plan to improve our business. The collection days are vry essential. We can't allow them to go below 30 days. This can lead to vital problems in our cash flow since our working capital is very tight. This factor is, however, challenging to control because we still need to control and maintain a good relationship with our clients.
Break-even analysis
The company adopted the breakeven analysis as to determine the stage of the company that the sales of commodity against the operating costs would be profitable. It informs how the revenues generated cover on the costs of production and whether the firm makes any profit or not.  Our company's breakeven analysis will dwell on the running costs, which is the cost that will be necessary to sustain our business, such as salaries and wages, water and electric bills, rent, maintenance costs, insurance premiums, among other factors against the revenues generated. We approximate that our company will go beyond the breakeven sales capacity.
[image: ]
Revenue generation.
Our company will receive its revenue from product sales. Our main products of sale will be baby diapers and organic clothes. We will also look at whether it is possible to have another source of revenue from the by-products that will be obtained after manufacturing our main products. This will necessitate us to do more research.
Expense forecast.
We forecast that our expenses will initially be very low as we will only be paying for the electric bills required for generating our products. This expense will increase due to the transport costs that we will incur in moving our finished products to our customers. Calls in making and confirming orders will also contribute to an increase in our expenses. As we progress, we plan on undertaking marketing strategies so that we can create awareness to the public about the existence of our product. This will lead to an increase in expenses.
Projected profit and loss.
We estimate that our profit will come from the sales, which we expect an increase from 748,800 during the first year to above 1,075,200 in the second year and 1,142,400 during the third year. We expect profits which will be above the breakeven point during the first year. Regarding the breakeven point, we expect to conserve our costs of sales and the gross margin as well.  Our expected cost of sales should be below and the gross margin above.
Operation model
The operating model
General
Our business operating model will include various items (Dahl 2019). The business will run for ten hours in one day, which will be from 9 am to pm. It will operate five days a week. That is from Monday to Friday. The business will not be operating during the weekends. The seasonality of our business will depend on the market demand for our end-products. We will try and observe our market trend as our business progresses. Based on the pattern, we will be able to know which months to increase production and the months to reduce production. Our product market will depend on the months that most babies are born since our product is mostly used by newborn children.
The physical plant.
Our physical plant will be centrally located in a densely populated location to increase the market for our products. There will several buildings which will include the factories, offices, stores and such. These will be very important to our proposed business as they will shelter the necessary operations taking place within them.
Equipment.
The equipment needed to run our business will be purchased from the capital that we have. We have also made plans on another source of capital, which is a loan from Equity bank. This plan will facilitate gathering the amount o money required in purchasing the equipment. The loan will then be repaid in installments.
Assets.
Our business will require various assets to enable effective operation. We will require vehicles that will be transporting raw materials to our operation site. We also require vehicles that will be transporting our finished products to customers. We estimate a minimum requirement of ten vehicles. Five will be transporting the raw materials while the remaining five will be transporting the end products to our customers.
Special requirements.
Our business will require some special requirements such as a constant water supply, which will be essential in cleaning all the buildings. We will also require a power supply that will be essential in running all the machinery and providing light to our industry.
Production.
We approximate our business to make a hundred diapers in one hour and fifty items of clothing in one hour. These will depend on the number of workers that are available for production purposes. During the high season, we will increase the number of workers so that our daily production can also increase to meet the high demand.
Financial statements
Projected Profit and loss account
	PROFIT AND LOSS
	YEAR 2
	YEAR 3
	YEAR 4

	Sales
	       748,800.00 
	       1,075,200.00 
	   1,142,400.00 

	Direct Cost of Sales
	       361,920.00 
	           389,760.00 
	       389,760.00 

	Other
	                         -   
	                            -   
	                        -   

	TOTAL COST OF SALES
	       361,920.00 
	           389,760.00 
	       389,760.00 

	Gross Margin
	       386,880.00 
	           685,440.00 
	       752,640.00 

	Gross Margin %
	51.67%
	63.75%
	65.88%

	Expenses
	
	
	

	Payroll
	          43,824.00 
	             76,174.00 
	       104,661.00 

	Sales and Marketing and Other Expenses
	          16,200.00 
	             20,400.00 
	         20,400.00 

	Depreciation
	          10,800.00 
	             10,800.00 
	         10,800.00 

	Maintenance
	                800.00 
	               1,000.00 
	               800.00 

	Utilities
	            2,400.00 
	               3,000.00 
	           4,200.00 

	Installation Costs
	                600.00 
	                            -   
	                        -   

	Insurance
	          12,000.00 
	             12,000.00 
	         14,400.00 

	Rent
	          12,000.00 
	             13,200.00 
	         14,520.00 

	Payroll Taxes
	            6,574.00 
	             11,426.00 
	         15,699.00 

	Other
	                      -   
	                            -   
	                        -   

	Total Operating Expenses
	       105,198.00 
	           148,000.00 
	       185,480.00 

	Profit Before Interest and Taxes
	       281,682.00 
	           537,440.00 
	       567,160.00 

	EBITDA
	       292,482.00 
	           548,240.00 
	       577,960.00 

	Interest Expense
	                         -   
	                            -   
	                        -   

	Taxes Incurred
	          50,552.00 
	             91,365.00 
	       102,561.00 

	Net Profit
	       231,130.00 
	           446,075.00 
	       464,598.00 

	Net Profit/Sales
	30.87%
	41.49%
	40.67%

	
	
	
	



Estimated cash flow statement

	STATEMENT OF CASH FLOWS
	
	
	

	
	YEAR 1
	YEAR 2
	YEAR 3

	Cash Received
	
	
	

	Cash from Operations
	
	
	

	Cash Sales
	187,200
	268,800
	285,600

	Cash from Receivables
	462,480
	763,194
	847,905

	SUBTOTAL CASH FROM OPERATIONS
	649,680
	1,031,994
	1,133,505

	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
	9,000
	0
	0

	SUBTOTAL CASH RECEIVED
	658,680
	1,031,994
	1,133,505

	
	
	
	

	Expenditures
	
	
	

	Expenditures from Operations
	
	
	

	Cash Spending
	43,824
	76,174
	104,661

	Bill Payments
	455,291
	539,916
	560,907

	SUBTOTAL SPENT ON OPERATIONS
	499,115
	616,090
	665,568

	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
	0
	0
	0

	Purchase Long-term Assets
	0
	0
	0

	Dividends
	0
	0
	0

	SUBTOTAL CASH SPENT
	499,115
	616,090
	665,568

	Net Cash Flow
	159,565
	415,904
	467,937

	Cash Balance
	196,608
	612,512
	1,080,449




Projected balance sheet

	BALANCE SHEET
	 
	 
	

	 
	YEAR 1
	YEAR 2
	YEAR 3

	Assets
	 
	 
	

	Current Assets
	 
	 
	

	Cash
	 196,608.00 
	 612,512.00 
	   1,080,499.00 

	Accounts Receivable
	   99,120.00 
	 142,326.00 
	       151,222.00 

	Inventory
	   35,728.00 
	   38,476.00 
	         38,476.00 

	Other Current Assets
	                -   
	                -   
	                        -   

	TOTAL CURRENT ASSETS
	 
	 
	

	Long-term Assets
	 
	 
	

	Long-term Assets
	   54,277.00 
	   54,277.00 
	         54,277.00 

	Accumulated Depreciation
	   10,800.00 
	   21,600.00 
	         32,400.00 

	TOTAL LONG-TERM ASSETS
	   43,477.00 
	   32,677.00 
	         21,277.00 

	TOTAL ASSETS
	 374,933.00 
	 825,991.00 
	   1,292,023.00 

	Liabilities and Capital
	 
	 
	

	Current Liabilities
	 
	 
	

	Accounts Payable
	   39,803.00 
	   44,786.00 
	         46,220.00 

	Current Borrowing
	                -   
	                -   
	                        -   

	Other Current Liabilities
	                -   
	                -   
	                        -   

	SUBTOTAL CURRENT LIABILITIES
	   39,803.00 
	   44,786.00 
	         46,220.00 

	Long-term Liabilities
	                -   
	                -   
	

	TOTAL LIABILITIES
	   39,803.00 
	   44,786.00 
	         46,220.00 

	Paid-in Capital
	   10,900.00 
	 109,000.00 
	       109,000.00 

	Retained Earnings
	     5,000.00 
	 226,130.00 
	       672,205.00 

	Earnings
	 231,130.00 
	 446,075.00 
	       464,598.00 

	TOTAL CAPITAL
	 335,130.00 
	 781,205.00 
	   1,245,804.00 

	TOTAL LIABILITIES AND CAPITAL
	 374,930.00 
	 825,991.00 
	   1,292,023.00 

	Net Worth
	 374,130.00 
	 781,205.00 
	   1,245,804.00 




Projected ratio analysis
	RATIO ANALYSIS
	YEAR 1
	YEAR 2
	YEAR 3
	INDUSTRY PROFILE

	Sales Growth
	0.00%
	43.59%
	6.25%
	0.00%

	Percent of Total Assets
	
	
	
	

	Accounts Receivable
	26.44%
	17.23%
	11.70%
	27.60%

	Inventory
	9.53%
	4.66%
	2.98%
	11.20%

	Other Current Assets
	0.00%
	0.00%
	0.00%
	27.70%

	Total Current Assets
	88.40%
	96.04%
	98.31%
	66.50%

	Long-term Assets
	11.60%
	3.96%
	1.69%
	33.50%

	TOTAL ASSETS
	100.00%
	100.00%
	100.00%
	100.00%

	Current Liabilities
	10.62%
	5.42%
	3.58%
	33.80%

	Long-term Liabilities
	0.00%
	0.00%
	0.00%
	20.00%

	Total Liabilities
	10.62%
	5.42%
	3.58%
	53.80%

	NET WORTH
	89.38%
	94.58%
	96.42%
	46.20%

	Percent of Sales
	
	
	
	

	Sales
	100.00%
	100.00%
	100.00%
	100.00%

	Gross Margin
	51.67%
	63.75%
	65.88%
	33.60%

	Selling, General & Administrative Expenses
	20.44%
	22.26%
	24.68%
	21.20%

	Advertising Expenses
	0.96%
	0.89%
	0.84%
	0.40%

	Profit Before Interest and Taxes
	37.62%
	49.99%
	49.65%
	2.90%

	Main Ratios
	
	
	
	

	Current
	8.33
	17.71
	27.48
	1.77

	Quick
	7.43
	16.85
	26.65
	1.24

	Total Debt to Total Assets
	10.62%
	5.42%
	3.58%
	53.80%

	Pre-tax Return on Net Worth
	84.05%
	68.80%
	45.53%
	6.20%

	Pre-tax Return on Assets
	75.13%
	65.07%
	43.90%
	13.50%

	Additional Ratios
	
	
	
	

	Net Profit Margin
	30.87%
	41.49%
	40.67%
	n.a

	Return on Equity
	68.97%
	57.10%
	37.29%
	n.a

	Activity Ratios
	
	
	
	

	Accounts Receivable Turnover
	5.67
	5.67
	5.67
	n.a

	Collection Days
	57
	55
	63
	n.a

	Inventory Turnover
	10.91
	10.51
	10.13
	n.a

	Accounts Payable Turnover
	12.44
	12.17
	12.17
	n.a

	Payment Days
	27
	28
	30
	n.a

	Total Asset Turnover
	2
	1.3
	0.88
	n.a

	Debt Ratios
	
	
	
	

	Debt to Net Worth
	0.12
	0.06
	0.04
	n.a

	Current Liab. to Liab.
	1
	1
	1
	n.a

	Liquidity Ratios
	
	
	
	

	Net Working Capital
	291,653
	748,528
	1,223,927
	n.a

	Interest Coverage
	0
	0
	0
	n.a

	Additional Ratios
	
	
	
	

	Assets to Sales
	0.5
	0.77
	1.13
	n.a

	Current Debt/Total Assets
	11%
	5%
	4%
	n.a

	Acid Test
	4.94
	13.68
	23.38
	n.a

	Sales/Net Worth
	2.23
	1.38
	0.92
	n.a

	Dividend Payout
	0
	0
	0
	n.a
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