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Men's Clothing Retailer

BUSINESS PLAN
VAN SCHAACK

58500 Marina Way
Santa Barbara, CA 96100

Business owners' of this plan provide interested plan readers with two financial five year plans, the first being
the most conservative. Owners demonstrate that the business can manage its expenses on a modest sales plan
through the first set of financials.
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VAN SCHAACK PRINCIPLE

Herringbone was once the model of the ideal better men's store. With their tweed jackets and boxy suits, they
embraced the Edwardian formality and unbending adherence to custom that ruled a man's wardrobe.
Gentlemen (or those who aspired to be) of that era emulated this image. To them it was successful, masculine,
tasteful, and presented them as they wished to be perceived by the world they lived in.

Besides the fashion statements they made, Herringbone's success was also attributable to an important
principle. They sold quality merchandise at a fair and reasonable price—an even exchange of value for value.
Their genteel image enhanced the value of their merchandise, and made Herringbone a reliable, trusted
institution.

What do the young men of the emerging Generation X think of Herringbone today?
Answer: They don't think of it.

Men today value self-expression, individualism, and freedom; they choose to make their own identities rather
than fit themselves into an idealized mold. There is no value for them in the confinement of an antique
Edwardian aesthetic, unchanging decade after decade.

There are few fashion rules for men today. But the principle of providing value for value remains as sound as it
was in former years. If a men's store is to be trusted and successful, it must, like Herringbone, be based on that
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sound principle. Van Schaack is committed to do exactly that.

The generation of men who grew up with MTV is a powerful market with growing incomes. They will
determine the future of many image-conscious retailers and their marketing strategies. As always in the
competitive world of retail, you must change with the times or be replaced.

As for replacing obsolete concepts in the world of men's stores, Van Schaack is poised and ready.

THE CUSTOMER

Van Schaack is a store concept designed for and catering to a core customer base of active, urban males aged
25 to 50.

The targeted market is image conscious and wants fashionable clothing that has a youthful, sexy, and
masculine image. The core customer will most likely work out at a gym on a regular basis. This has given him
a well-toned build, which he will want to show to its best advantage. Outside of work, he has an active, casual
lifestyle of sports, the beach, the gym, bars and clubs and excursions with friends. He wants clothes that are
versatile, attractive and becoming.

THE STORE

As a store, Van Schaack's objective is to respond to the needs and wants of its core customers.

Our cues are taken from other successful, sexy, men's clothing operations such as Men Tour and Mike Kaplan.
We borrow the best of these organizations: the customer lifestyle focus of Men Tour and the sophisticated
marketing of Mike Kaplan. However, Men Tour's strength lies in its catalog operation, and Men Tour is a
designer/vendor. Van Schaack's emphasis will be on retail stores.

Our five year business plan is the blueprint for our expansion to a multi-unit operation in urban areas where our
core customers are concentrated. We will grow our business selling a mix of moderate to better sportswear,
active wear, and underwear-along with grooming cosmetics - in a casual, open and sophisticated environment.

COMPETITION & STRATEGY

Primary competition for Van Schaack will be Men Tour. To a lesser degree, competition will also come from
moderate price sportswear specialty stores such as Runway and moderate price department stores like
Bachman, Crystal, Wolfgang, and Paolo.

The Van Schaack approach will be different from this point forward, in that, it will provide sport merchandise
that is clean and classic, simple but sexy. The colors and styling will be more masculine, avoiding the cheap
and flashy. The look will be more like Mike Kaplan, less like Men Tour. We believe this more masculine
approach in merchandising will have a broader appeal and attract a more affluent customer. In addition, we will
offer clothes that emphasize better quality and fit, elements that are conspicuously lacking in our main
competitors' assortments.

Another category that will be developed beyond any men's store competitor will be grooming cosmetics. As
one of the highlights of the merchandise strategy at Van Schaack, we will offer an expansive selection of
products in this department. Currently, no retailer offers anything approaching this concept. Cosmetic
departments in large stores are all consistently aimed at women customers. Some lines, such as Blusher, and
Silken, sell product lines designed for men. However, these are not featured, and they are overshadowed by
women's cosmetics.

The emphasis in Van Schaack's cosmetic lines will be on better quality skin care (particularly anti-aging
products), sun products, hair care, and bath and body products - not on fragrance. This department will most
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likely be called New Leaf. The anticipated success of New Leaf is based on the premises that male customers
prefer buying cosmetics in a store where everything is geared toward men, and that our core customer will
strongly respond to a department specifically aimed at helping him look attractive, healthy, and youthful.

Because Van Schaack's focus will be on retail stores, we expect to out do our main competitors in the important
arena of shopping environment. We are planning an interior similar to that found in an upscale specialty store,
with outstanding wall presentation, consistent fixturing and special tables designed to show strong merchandise
stories. The overall design objective is to create an upbeat environment that is easy to shop and shows the
goods to their best advantage.

MARKETING, ADVERTISING AND STORE IDENTITY

The marketing of Van Schaack is the vehicle by which we will communicate our image to our customers. The
projected image is that of a masculine, bare-all Adonis whose rugged individualism appeals to young men and
men who want to feel young. Outfitting the male who identifies with this image (or aspires to emulate it) will

be the store's mission - and will provide its identity.

Advertising will be directed at the core customer and will stress the projected image. A logo has been
developed, which is designed to be transferable to clothing for added sales and advertising. The company
colors are white and black, which represent the character of the company in their classic simplicity and
boldness.

Most importantly, Van Schaack fills voids in the market left by competitors like Men Tour. Voids are to be
filled by:

* Selling moderate to better quality menswear with a sexy, masculine appeal

* Pioneering a new focused approach of selling cosmetic products to an emerging market of men wanting
to be catered to in this regard

» A more hip and sophisticated shopping environment.

STORE DESIGN

Retail trade publications report that today's retail customers want bright, open shopping environments. Van
Schaack will meet this expectation by being a very bright, white store. The best way to present strong
merchandise and color statements is by using white backgrounds. All walls and merchandise tables in the store
will be white. Merchandise walls will be tall, with chrome fixturing to show expansive statements;
merchandise tables will be three levels. Walls will be architecturally broken to show separate merchandise
stories. Floor fixturing will be simple chrome and black 4-way and T-stand outfitters to better show off
merchandise groups.

Special muscular mannequins will show clothes to their advantage on tables and in windows. Ceilings will be
white with 2' x 2' fluorescent lamps for brightness and tracks of spotlamps to show off feature walls and tables.

Macho, romantic and sexy images of men will be framed and hung in clusters on walls for ambiance and
whimsy. The overall effect will be an upbeat, contemporary environment with a touch of fun.

STORE LOCATIONS

Several factors go into choosing the best location for a retail store. Among them are demographics, real estate
prices, and the actual location within a setting. Location determines whether people passing by will see your
store and come in. Another important factor in Southern California is available parking for customers.

The proposed location for the initial store is in the middle of the University area of Santa Barbara. This busy
center, anchored by Big supermarket and Lottie's Records and Video, consistently has a busy parking lot and
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very high foot traffic. The center also enjoys a rush of customer traffic from 6:00 pm to 8:00 pm because of the
supermarket and video store, a time when most malls are slow. Rent per square foot is about half what the
nearest regional mall charges.

The store has a very high visibility location within the center, with 40 feet of frontage including the entrance,
with two 15 foot windows facing the central parking lot. From either side, customers would be able to see into
the entire store through four large windows.

Future store locations would follow a regional strategy. Possible locations in the next five years include San
Diego, Oceanside, Long Beach, and Irvine.

GENERAL AND ADMINISTRATIVE

Van Schaack will be in charge of General and Administrative duties, and will work in partnership with Jay
Sanders on Merchandise Assortment, Store Design, and Marketing.

Jay Sanders will be in charge of Merchandising, Store Planning, Marketing and Sales.
Steve Kotlik will be in charge of Finance and Operations.

Jeremy Nelson will work as a consultant to Jay on Merchandising and Sales Planning.

TEAM VAN SCHAACK

Van Schaack, Jay Sanders, Steve Kotlik, and Jeremy Nelson all caught the retail bug at an early age through
working part time in stores while attending college.

Van and Jay began in sales, Van at Can's Department Store in Newport and Jay at Morrow's in Tustin; both
have used Reed's as their executive training ground. This has given them valuable experience working within
an aggressive corporate structure, and has instilled in them a deep appreciation for teamwork, as the means by
which goals are attained.

Along with working on numerous store openings together, Van and Jay worked together successfully for two
years during the $10 million renovation of the Hawthorne store. This collaboration helped form the basis of
their partnership in the venture of Van Schaack.

Their paths converged with Jeremy Nelson, who has been a Vice President and General Manager at Lutz.
Jeremy brings 40 years of experience in retail to the team.

The strengths of this complementary partnership are Van's strategic planning, marketing and design acumen
merged with Jay's ability to think like a customer, his extensive knowledge of general merchandising and his
instinct to sense trends and grow a business. Aiding them is Steve, with his knowledge and experience in
running and growing a small business.

Guiding this team is Jeremy Nelson, with his invaluable experience and counsel. All four are team players
dedicated to making Van Schaack the store where active men want to shop.

INVESTORS' QUESTIONS

Q: Why are there two financial plans?

A: Plan 1 is a very conservative plan whose purpose is to demonstrate that Van Schaack can manage its
business expenses on a modest sales plan. Plan 2 is more aggressive.

Q: How did you arrive at the sales figures?

A: First we began with a merchandise matrix. This is a detailed account of every item that would be carried in
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the store, right down to the number of each size and color along with their retail prices. For example, 24 blue
tank tops @ $ 15.00 each; 4 small, 4 medium, 8 large, and 8 extra large.

The numbers of units and the retail prices are then totalled. This forms the basis of the item called "Open to
Buy" in Schedule 2(b).

In a conservative retail plan, the store would replenish, or "turn," its inventory no less than twice annually. So if
the store had an "Open to Buy" plan of $ 1,000.00 and its sales plan is based on two turns of inventory, it
would have a sales plan of $2,000.00 annually.

Q: How much do I need to invest to become a part of Van Schaack?

A: The Van Schaack partners would like to sell shares in the Corporation in blocks of one thousand at a price of
$ 1.00 per share.

Q: What kind of return can I expect on my investment?

A: Van Schaack is a money-making venture from which everyone involved expects to profit. The objective is
to take the Corporation public no sooner than five years from now. The potential to multiply your original
investment is enormous for those investors who come in at the start.

This type of investment is sometimes termed a "flyer," meaning that it is akin to a roll of the dice. However, in
Van Schaack's case, we believe the dice are loaded in its favor.

Q: Are there any other benefits?

A: As an initial investor, you will receive a20% discount on all merchandise, including cosmetics and sales
items.

Q: What about a Van Schaack catalog?

A: We are definitely interested in this idea. Once the retail store is successfully launched, we expect to have the
resources to pursue this and other avenues of expansion. Sales through direct mail and computer network are
both possibilities to pursue.

Q: What are some of Van Schaack's other long range plans?

A: We expect to continue growing our business by opening additional stores through a regional strategy, which
involves opening approximately three stores in a given metropolitan market. In addition, we foresee building
much larger stores than those initially planned. The projected larger stores will retain the character and
methods of operation of the initial stores, which differ from traditional department stores in critical ways.

FINANCIAL DATA
Plan 1

Financial Structure of Van Schaack

Crwners Fquity 40,000

.1 Allowanes from Landlord 13,0061
SHEABankloan 0000

Tuotal Cash at Startup 133,000

Total Stariup Cosls 105,000

Ciperating Capital 28,000
Owners Equity $40,000
T.I Allowance from Landlord 13,000
SBA/Bank Loan 80,000
Total Cash at Startup 133,000
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Total Startup Costs 105,000
Operating Capital 28,000

* Of'the $40,000 equity, 10% (34,000) will be provided by Van Schaack, 10% ($4,000) by Jay Sanders,
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5% ($2,000) by Steve Koblick, and 5% (32,000) by Jeremy Nelson.
*  The remaining 70% of the equity will come from the sale of stock

* 813,000 will be credited to Van Schaack Corp. for tenant improvements at the proposed University

District store location.

* 380,000 is to be in the form of an SBA bank loan.

.
Ownership

Wan Schaack, Chairman ofBoard ofDirectors 28%
Jay Sanders, President/Chie M Merchan 2%
Stewe, Vice President - Operations 20%
Jaramy Nelson, Vica President 0%
Stockholders (19

Van Schaack, Chairman of Board of Directors 28%

Jay Sanders, President/Chief Merchant
Steve, Vice President - Operations

Jeremy Nelson, Vice President
Stock holders

Five Year Plan Number 1 *

Yearl Yarl Yerd*  Yeard*™  Yearsee
Hales
S leliing SILEM SuEeol SLIEAMT  SIAAW SR
Halles-ommitics LA BA1AM SEAEET ML S48
{23 Toial Sales SMEES] 5408228 ST ASHONM S1EA0 008 §3028.210
130 ot (Gl s Sold L7093 S:S 112 SET04AT  SRALE00 SLEI0IDE
Ciroas Profil SITOO2T  SIOR112 SATRAET  SRALS00 SLEINI0S
Expenses
Slioitage A 5,0 LIk S6FE S
Fraps and Tewes 51439 130 e 7002 sAnT
Hangers 720 S 2860 % BHA
(3 Operating Fxpenves $5.578 6690 RILITE  WLAST  seaTT
Sallanics & Wages SRR SRR SIS SI2EN S50, 000
Payredl Added Cosls SHUETS SIZEM  RRT D LS SROHN
(£1Employee Costs F00E3S  S11T004 S350 S4ELO0G  STSRA00
Iem SN SILES RBAEAD RIS 3050
| il wics 5100 SAa0 811,552 b =] M.
MMamicnanoe S S Ry X571 Sl
Insmanoe $1a L2 bt ] [ERE] T el
Deprecution i IR pYAEH o L SIOER) = als
(531 Cecupancy Cosls S44LIBI BE24F  FINISSO SINATUl SS1LESD
Aulvensang S Singm STRm KIngn B25000
Vsl 5| S0 = (i L L] S0
Pramstion Fxpenses L0800 SULAMe  R3F e 534000 £33 0040
Hlice Supphes S S0 S2000 8200 S0
Tebephwoine 51,40 §1.700 53900 S0 F7000
liscellineous 51,200 81,50 SRS S3O00 F7000
Addmsinksrative Coals $3.240 34,200 9. T00 20500 S8, 000
‘Total Expemes FIALA3E  SINARLT  RAUD.GED  SHOLI4G $1570.527

Net Profit, Refare Taxes RTA%1  SIS26E EROBOR RH02F1 SIIRETHE

* Phas Nuwmber I 0 Do 2.5 " T of e valie o the morcRawliee ERock U Vedr ofe
el emaENg Years
Pl 2 i3 based or the average pefannawe of@ deperivewl store sellieg souler hpe
merchamilise,

== ¥ear 3, store 82 opers,.. Vowr 5, siore 83 e, Seeschedede 2 iy jor soles forvoast,

Year 1

years.

Plan 2 is based on the average performance of a department store selling similar type merchandise.

22%
20%
20%
10%

Year 2

Year 3** Year 4** Year 5%*

* Plan Number 2 is based on 2.5 "turns" of the value of the merchandise in stock in year one and ensuing

** Year 3, store #2 opens... Year 5, store #3 opens... See schedule 2 (a) for sales forecast.

Sales
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Sales-Clothing
Sales-Cosmetics
(2) Total Sales

(3) Cost of Goods Sold

Gross Profit
Expenses
Shortage

Bags and Boxes
Hangers

(3) Operating Expenses

Salaries & Wages
Payroll Added Costs
(4) Employee Costs
Rent

Utilities

Maintenance
Insurance
Depreciation

(5) Occupancy Costs
Advertising

Visual

Promotion Expenses
Office Supplies
Telephone
Miscellaneous
Administrative Costs
Total Expenses

Net Profit, Before Taxes

Year 1
$301,854
$40,000
$341,854
$170,927
$170,927

$3,419
$1,439
$720
$5,578
$88,960
$10,675
$99,635
$30,996
$3,206
$600
$2,394
$6,986
$44,182
$9,000
$1,800
$10,800
$600
$1,440
$1,200
$3,240
$163,435
$7,492

Year 2
$348,691
$61,534
$410,225
$205,112
$205,112

$4,102
$1,727
$864
$6,693
$105,280
$12,634
$117,914
$32,858
$3,402
$600
$2,394
$6,986
$46,240
$10,000
$1,800
$11,800
$1,000
$1,700
$1,500
$4,200
$186,847
$18,265

Year 3**
$1,165,247
$193,687
$1,358,934
$679,467
$679,467

$13,589
$5,722
$2,861
$22,172
$314,500
$37,740
$352,240
$160,832
$11,352
$1,886
$7,524
$21,956
$203,550
$18,000
$4,000
$22,000
$2,000
$3,900
$3,800
$9,700
$609,662
$69,805
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Year 4**
$1,435,650
$253,350
$1,689,000
$844,500
$844,500

$16,890
$7,112
$3,556
$27,557
$412,500
$49,500
$462,000
$221,640
$16,380
$2,571
$10,260
$29,940
$280,791
$20,000
$4,000
$24,000
$2,000
$4,000
$3,900
$9,900
$804,249
$40,251
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Year 5%*
$2,567,179
$453,032
$3,020,210
$1,510,105
$1,510,105

$30,202
$12,717
$6,358
$49,277
$670,000
$80,400
$750,400
$426,930
$24,276
$14,364
$14,364
$41,916
$521,850
$25,000
$7,000
$32,000
$4,000
$7,000
$7,000
$18,000
$1,371,527
$138,578
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Plan 1 Schedule 1(a) - Start-Up Costs & Cash Requirements Prior to Opening

Imitial Imvenbory

Merclande: S
Supplies

Hangers K140
Roxes & Hags £1500
Tolallvenlory SRT 000

Eapuipmeniand Muchinery

Computer System and Poml of Puschase 2,000
Adarmn System LA
Ticketing Sydem Lue)
Soumd Sysiem Mwsic L]
Telephones Fax hachin: L]
Salilion 50
Tatsl Eapsipment snd Mechinery 300
Lesscheoddd Improvenseals

Polissad Concrete Floar £5m0
Walls, Filting Rovans, Sckmoom AR
Canling, Laghiting, Elecincal S
Signa - Exterior& Windowns S24
Ardnect & Foes 81,500
“Total Lenselbok! Improvensents F20,00H)
AMerchandise Display and Visuslk

Haridwame For Walls, Kiy Stmping 2500
Fauirgs, T-slaruls, +wuays,

Romders, Tables, Wrap Stand LTI
Forms, Manoeguins A1 500
Blehmdese Sizns & Hokllers badi]
Fhategrapty - Vianls £E)
e & Shockroen Fonins L]
Totuil Merchandise Display and Visusk LSCN
Carand Dipering Promotios

Adbvernsing 82400
Fgarchlzght, Grand Cipening Had 500
Tota | Cirandl Opcm| ez Expe oo K1.500
Tkl Start-1p Cosls 1047

Initial Inventory
Merchandise $64,000

Supplies

Hangers $1,500
Boxes & Bags $1,500
Total Inventory $67,000

Equipment and Machinery
Computer System and Point of Purchase  $2,000

Alarm System $1,500
Ticketing System $300
Sound System/Music $750
Telephones/Fax Machine $500
Safe/Box $150
Total Equipment and Machinery $5,200
Leasehold Improvements

Polished Concrete Floor $500
Walls, Fitting Rooms, Stockroom $8,000
Ceiling, Lighting, Electrical $8,000
Signs - Exterior & Windows $2,000
Architect & Fees $1,500
Total Leasehold Improvements $20,000
Merchandise Display and Visuals

Hardware for Walls, Key Striping $2,500

Fixtures, T-stands, 4-ways,

Hcemounuk ousnec-naana: hitp://www.referenceforbusiness.com



http://www.openbusiness.ru/
http://www.referenceforbusiness.com/business-plans/Business-Plans-Volume-04/Men-s-Clothing-Retailer.html
http://www.live-and-learn.ru/
http://www.1000ideas.ru/

Coob6wecTBO MHPOPMALIMOHHbLIX MPOEKTOB, COAENCTBYHOLLMX Pa3BUTUIO Manoro U cpegHero 6usHeca

Rounders, Tables, Wrap Stand
Forms, Mannequins
Merchandise Signs & Holders
Photography - Visuals

Office & Stockroom Fixtures

Total Merchandise Display and Visuals

Grand Opening Promotion
Advertising

Searchlight, Grand Opening Bash
Total Grand Opening Expenses
Total Start-Up Costs

$4,000
$1,500

$500
$750
$750

$10,000

$2,000

$500

$2,500
$104,700
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Plan 1 - Schedule 2(b) Basis For Initial Revenue Forecast

Depl. Description Unils Retail
12 Tees 1044 S0
14 Tanks ™2 1122
15 Shorts (=13 12212
6 Flesce 294 8052
7 Panis 54 w2
21 Denim 42 34,050
24 Sporswear lops am 6, ThE
25 Fashion Athletics LS 700
Zj' 3 204 B350
33 72 120
o4 3 155 2418
55 Underwear 2082 2B AST
73 Hesiery 78 1520

Total Clothing %150,927
M Cosmelics 20,000

Tolal Retail"Open to Buy" Inventory 170,027

Clothing Revenue Forecast, based on 2.0 turns of inventary
Cosmelies Revenue Forecast, based an 2.0 turns ofinventory

Ol otal
1007,
6,60
T.2%
5.2%
5 1%
0.5%
4.0%
44%
5.0
0.9%
(2
1658
11%

FA01.854

S0, HH)

Summary Of Initial "Open To Buy"

See Schedule 2(c) for detail of ""Open to Buy"

Dept. Description

12 Tees

14 Tanks

15 Shorts

16 Fleece

17 Pants

21 Denim

24 Sportswear tops
25 Fashion Athletics
27 Twill bottoms

33 Innerwear/Sleepware
64 Accessories

66 Underwear

73 Hosiery

Total Clothing

94 Cosmetics

Total Retail "Open to Buy" Inventory

Hcemounuk ousnec-naana: hitp://www.referenceforbusiness.com

Units
1,044
792
666
294
354
642
222
306
204
72
186
2,082
276

Retail
$17,040
11,292
12,312
8,952
8,712
34,980
6,768
7,500
8,556
1,620
2,418
28,857
1,920

$150,927

20,000

$170,927

Of Total
10.0%
6.6%
7.2%
5.2%
5.1%
20.5%
4.0%
4.4%
5.0%
0.9%
1.4%
16.9%
1.1%
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Summary Of Initial "Open To Buy"
See Schedule 2(c) for detail of ""Open to Buy"

Clothing Revenue Forecast, based on 2.0 turns of inventory  $301,854
Cosmetics Revenue Forecast, based on 2.0 turns of inventory $40,000

Plan 1 - Schedule 2(a) Sales Forecast Per Store

Store #1 Store #2 Slore #3 All Stores
Year#l Clothing WA (A 8301554
Cozmaelics S0 A0
Total $341.854 $341.854
Year#2 Clothing ES LT I £ 534801
Commatics §al.534 551534
Tolal F410.225 F410,225
Year#l Clothing 451,247 4TI () 51163247
Cosmelics SET,6ET 5126000 R193 4587
Tatal 5518924 S840, 000 51,358,934
Year#d Clothing G50250 (D) TREAW (G 51435650
Cosmetics 5114750 S138,600 5253350
Total TR 000 024,000 1689, 000
Year#s Clothing TIS2T5 By RASIO4 (H)y sess 00 (I SZSET1TR
Cosmetics 126,225 S152.807 174,000 553,032
Total FRAL500 SL018. 710 Sl.le0.000 3,020,210
Store #1 Store #2 Store #3 All Stores
Year #1 Clothing 301,854 (A) $301,854
Cosmetics $40,000 $40,000
Total $341,854 $341,854
Year #2 Clothing 348,691 (B) $348,691
Cosmetics $61,534 $61,534
Total $410,225 $410,225
Year #3 Clothing 451,247 (C) 714,000 (F) $1,165,247
Cosmetics $67,687 $126,000 $193,687
Total $518,934 $840,000 $1,358,934
Year #4 Clothing 650,250 (D) 785,400 (G) $1,435,650
Cosmetics $114,750 $138,600 $253,350
Total $765,000 $924,000 $1,689,000
Year #5 Clothing 715,275 (E) 865,904 (H) $986,000 (I) $2,567,179
Cosmetics $126,225 $152,807 $174,000 $453,032
Total $841,500 $1,018,710 $1,160,000 $3,020,210
o il o bW s410235
5 equal 15, 04 of total revenue 561,534
[ Store #1 Lotal increase, 3nd vear 10.0%:total 51,247
Cosmetics equal 15.0%% ollotal revenue S67 587
A. See Schedule 2(b) Summary of "Open to Buy."
B. Store #1 total increase, 2nd year 20.0% total $410,225
Cosmetics equal 15.0% of total revenue $61,534
C. Store #1 total increase, 3rd year 10.0% total $451,247
Cosmetics equal 15.0% of total revenue $67,687
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13, Storedl, 4thyr., expandad from 1400 0 3,000 5, 1.

Ravenue per square . 52 55.00 tolal revenoe

Commalics equal.. 15,004 oftotal revenua
E. Store # 1 tolal increase, Sth year 10,0zl

Crmmaics equal 1500 oftotal revenue
F. Sfore 2 opaned 3rd yoar, revenue based on 3,000 sq. .

Revenue persquare 1. 5280.00 total revenue

Cosmetics equal 15,086 oftolal revenue
G, Store 62 total increase, 4th vear 10, FGtotal

Cosmetics equal 15,074 oftotal revenue
H. Store #2 total increase, Sthoyear 10 3% otal

Cosmetics equal 15074 oftotal revenue
I Store #3 opened Sth year, revenue based on

Rievenme per square L. S290.00 todal revenua

Cozmitics aqual 15,08 oftotal revenoe

D. Store #l, 4th yr., expanded from 1,400 to 3,000 sq. ft.
Revenue per square ft...$255.00

Cosmetics equal...

E. Store #1 total increase, Sth year

Cosmetics equal

www.1000ideas.ru — Bce camoe UHTEpecHOe, HeobbluHOE, BAOXHOBNSOLEE U 6e3ymMHOe B Mype BusHeca
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ET65.000
s114.750
441500
512655

SR
5126000
SO 000
3138600
SLOIRTI0
152807
4000
81,160,000
£174.000

total revenue

15.0% of total revenue
10.0% total

15.0% of total revenue

F. Store #2 opened 3rd year, revenue based on 3,000 sq. ft.

Revenue per square ft...$280.00

Cosmetics equal

G. Store #2 total increase, 4th year

Cosmetics equal

H. Store #2 total increase, 5th year

Cosmetics equal

I. Store #3 opened 5th year, revenue based on
Revenue per square ft...$290.00

Cosmetics equal

total revenue

15.0% of total revenue
10.0% total

15.0% of total revenue
10.3% total

15.0% of total revenue

total revenue
15.0% of total revenue

Plan 1 Schedule 3 - Cost of Goods & Operating Expenses

Clothing 500,074 of Sales
Cosmetics 35.0%aof Sales
Cost of Goods

Clothing  50.0% of Sales

Cosmetics 33.0% of Sales
Siles

Theft'shorage 1P o
Bags and Boxes
Hangars

Operating
Theft/shortage  1.0% of Sales
Bags and Boxes 0.4% of Sales

Hangers 0.2% of Sales
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$765,000
$114,750
$841,500
$126,255

$840,000
$126,000
$924,000
$138,600
$1,018,710
$152,807
$4,000
$1,160,000
$174,000
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Plan 1 - Schedule 4 Payroll & Related Expenses

Firvt Full ¥ear (1 sforeh
20l £ SAL

First Full Year (1 store)

2.0 Executive FTEs @ $32,000 $64,000
1.5 Sales clerks @ 16,640 24,960
Total Salaries $88,960
Year Two (1 Store)

2.0 Executive FTEs @ $36,000 $72,000
2.0 Sales clerks @ 16,640 33,280
Total Salaries $105,280
Year Three (2 stores)

2.0 Executive FTEs @ $48,000 $96,000
0.5 Bookkeeper @ 25,000 12,500
1.0 #1 Store manager @ 25,000 25,000
2.5 #1 Sales clerks @ 17,000 42,500
1.0 #2 Store managers @, 28,000 28,000
6.5 #2 Sales clerks @ 17,000 110,500
Total Salaries $314,500
Year Four (2 stores)

2.0 Executive FTEs @ $54,000 $108,000
0.5 Bookkeeper @ $25,000 12,500
1.0 #1 Store manager @ 28,000 28,000
6.0 #1 Sales clerks 18,000 108,000
1.0 #2 Store managers @ 30,000 30,000
7.0 #2 Sales clerks @ 18,000 126,000
Total Salaries $412,500
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Year Five (3 stores)

1.0 President @ 60,000 $60,000
1.0 Vice-President @ 60,000 60,000
1.0 Administrator @ 32,000 32,000
1.0 Clerical @ 21,000 21,000
1.0 #1 Store manager @ 30,000 30,000
1.0 #1 Asst. Store manager @ 22,000 22,000
5.0 Sales clerks @ 18,500 92,500
1.0 #2 Store manager @ 32,000 32,000
1.0 #2 Asst. Store manager @ 22,000 22,000
6.0 #2 Sales clerks @ 18,500 111,000
1.0 #3 Store manager @ 35,000 35,000
1.0 #3 Asst. Store manager @ 23,000 23,000
7.0 #3 Sales clerks @ 18,500 129,500
Total Salaries $670,000

Total Payroll Added Costs (Taxes & Fringe) 12.00%

Plan 1 - Schedule 5 Occupancy Expense

Stergd]  Seapg B} Sserg#1 AN Shorey
Square fan L o e
Mt por g . I
Veansl
- N ey,
LR e S0 120
Munemie  Odlpeisg. Nl L] b
fch brwmance 1 Mg N w2 S35
iy heprociatem 4 ST 1 g [y
Tokal (ko iy EITREH LITRLH
Bl . L amar
RETE H
Ra@ . -
l

$24% pormy fi ] 02

¢ Gdtpasgll e i
meace  ETipersg pae] w2
) egrocmiion 4 %ping. L i s
Tesis Chormpancy LTS Sdi T
R oy g L e L
Yeardd
R PTTT N
LT Sl fkper sgi, (1 H e LITELH
Aumimance  @diparsg s LT Tl
) e LT s = i L]
ol iproion 45pciag L .08 BT (L
Tutal dcoauacy L2 LR LN P e
P oy ng, 8 = LT
Vemrbl
al R swme G R
Bilhilims  SETL pr g . b Ere L
Musiernuncy AT persg N 1% 21,75 w2
ot I V7o A Frae [
A I iaton A ¥y N LT ey 2
Tolal{hcapasey SITASE  SERRLITE s2m0. 781
Mo por ag T BIEH wam18 e

Wearsd

o M
b Uides 52 Fiper sy A
1) Insrama: L7l persg. i

idpiparctn 9o, &

Store #1 Store #2 Store #3 All Stores

(a) 6.0% rent increase for inflation per year.
18.0% Store #I rent increase in year 4, due to expansion & up-grading.
Store #1 square feet expansion to 3,000 Year #4

(b) 6.0% utility rate increase, due to inflation, per year.

(c) 5.0% insurance rate increase, due to inflation, per year.

(d) Depreciation includes: Equipment & Machinery $1,490
Leasehold Improvements 3,650
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Square feet
Rent per sq. ft.
Year#1

(a) Rent

(b) Utilities
Maintenance

(c) Insurance
(d) Depreciation

Total Occupancy

Rent per sq. ft.
Year#2

(a) Rent

(b) Utilities
Maintenance

(c) Insurance
(d) Depreciation

Total Occupancy

Rent per sq. ft.
Year#3

(a) Rent

(b) Utilities
Maintenance

(c) Insurance
(d) Depreciation

Total Occupancy

Rent per sq. ft.
Year#4

(a) Rent

(b) Utilities
Maintenance

(c) Insurance
(d) Depreciation

Total Occupancy

Rent per sq. ft.
Year#5

(a) Rent

(b) Utilities

(c) Insurance
(d) Depreciation
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Display & Visuals

Total per year

$2.29 per sq. ft.

0.43 per sq. ft.
1.71 per sq. ft.
4.99 per sq. ft.

$2.43 per sq. ft.

0.43 per sq. ft.
1.71 per sq. ft.
4.99 per sq. ft.

$2.58 per sq. ft.

0.43 per sq. ft.
1.71 per sq. ft.
4.99 per sq. ft.

$2.73 per sq. ft.

0.43 per sq. ft.
1.71 per sq. ft.
4.99 per sq. ft.

$2.89 per sq. ft.

1.71 per sq. ft.
4.99 per sq. ft.

Store #1 Store #2 Store #3 All Stores

1,850
$6,990
1,400
$22.14

$30,996
$3,206
$600
$2,394
$6,986
$44,182
$23.47

$32,858
$3.,402
$600
$2,394
$6,986
$46,240
$24.88

$34,832
$3,612
$600
$2,394
$6,986
$48,424
$29.36

$88,080
$8,190
$1,286
$5,130
$14,970
$117,656
$31.12

$93,360
$4,046
$2,394
$6,986

3,000

$42.00

$126,000
$7,740
$1,286
$5,130
$14,970
$155,126
$44.52

$133,560
$8,190
$1,286
$5,130
$14,970
$163,136
$47.19

$141,570
$8,670
$5,130
$14,970
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4,000

$48.00

$192,000
$11,560
$6,840
$19,960

$30,996
$3,206
$600
$2,394
$6,986
$44,182

$32,858
$3,402
$600
$2,394
$6,986
$46,240

$160,832
$11,352
$1,886
$7,524
$21,956
$203,550

$221,640
$16,380
$2,571
$10,260
$29,940
$280,791

$426,930
$24,276
$14,364
$41,916
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Store #1 Store #2 Store #3 All Stores
Total Occupancy $106,786 $170,340 $230,360 $507,486

Plan 1 - Schedule 6 First Year Sales By month

Muonth January  February March Agpril Wy June

% olyear Sales 0% 5004 6% 6% A% L

Amount S17,03 17,083 203511 0511 20511 T8

Jaly Angast  Seplember October  November Deeember

W of year Sales 100 LA 10 BN 1407 14,0,

Amount 534185 TR HES 27348 47860 47RAD

Total First Year Sales 341,853
Month January February March April May June
% of year Sales 5.0% 5.0% 6.0% 6.0% 6.0% 8.0%
Amount $17,093 17,093 20,511 20,511 20,511 27,348

July August  September October November December
% of year Sales 10.0%  8.0% 10.0% 8.0% 14.0% 14.0%
Amount $34,185 27,348 34,185 27,348 47,860 47,860
Total First Year Sales $341,853

Plan 1 - Schedule 7(a) Quarterly Income Statement

Year One

Oel-Dee Jan-Mar Apr-Jun Jul-Sep  Tolal
Sales.. Y. per quarter 36.0% 28.0%, 2000 1605 108004
Amount 123068 554,697 FERITH §95.718  S41.853
(13 Cast ol Goods and Related
Expensesm §1.63% 43,540 28240 3529 40419 ThAos
(20 Payroll & related expenses 24,909 24908 M4 R 2490 A6
(3) Ocenpancy Costs 9,209 0299 9299 529 EpAL
(4 Promotion Expense 27000 2,700 2,700 270 1080
Cosls A0 &0 810 sla 3240
Cash Income /Luss FILEID (811.261) ($4.64T) SRA81 14483
{halore depreciation) 14483
(6 Dpreciation 147 1747 147 1LH7 5558
Income/Loss L0635  (R13.008) (56,304 sa, 834 87405
{ befone taxes) 57495

(1) fucludes Operating expenses, eg. Daes & bags, afc.
23 Yol 500655 Payroll & related expenses for vear ane, everly distribied throngh
el quarier

(A Tl 33700 Ocoupancy cosly, Less depreciation for vear one, evenly distribuled
each quarier

@) Total 300500 Promafion expenses fiv year ore,  everfy disivibded Brongh each
qurter

5 Total 33,240 Admimisivative expenses for vear one, everly disrituted through eack
uarier

(0 Total 56,986 Deprecration for year one, evenly distrinited throngh each quarter

Year One

Oct-Dec  Jan-Mar  Apr-Jun Jul-Sep Total
(1) Includes Operating expenses, e.g. boxes & bags, etc.
(2) Total..899,635 Payroll & related expenses for year one, evenly distributed through each quarter
(3) Total..837,196 Occupancy costs, Less depreciation for year one, evenly distributed each quarter
(4) Total..810,800 Promotion expenses for year one, evenly distributed through each quarter
(5) Total $3,240 Administrative expenses for year one, evenly distributed through each quarter
(6) Total $6,986 Depreciation for year one, evenly distributed through each quarter
Sales...% per quarter 36.0% 28.0% 20.0% 16.0% 100.0%
Amount $123,068  $54,697 $68,370 $95,718  $41,853
(1) Cost of Goods and Related
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Year One

Oct-Dec Jan-Mar  Apr-Jun Jul-Sep Total
Expenses @ 51.63% 63,540 28,240 35,299 49,419 76,498
(2) Payroll & related expenses 24,909 24,909 24,909 24,909 99,636
(3) Occupancy Costs 9,299 9,299 9,299 9,299 37,196
(4) Promotion Expense 2,700 2,700 2,700 2,700 10,800
Costs 810 810 810 810 3,240
Cash Income /Loss $21,810 ($11,261) ($4,647)  $8,581 14,483
(before depreciation) 14,483
(6) Depreciation 1,747 1,747 1,747 1,747 6,988
Income/Loss $20,063 ($13,008) ($6,394) $6,834 $7,495
(before taxes) $7,495

Plan 1 Schedule 7(b) Cashflow Year One

Opening
Balanee  Owei-Dec  Jan-Mar  Apr-Jun  Jul-Sep

From imvestors 40000
From bank 1G0T
Opening cash balance 200,000
Totalstartup costs 5154964
Cash incomeloss fmm operations S2LEID (S1L250) (54547 58581
Cash halance, ed of quarter S450% e 555,585 SAH38  BS0.5]10+

*= Corl avarkable for expansion

Opening

Balance Oct-Dec Jan-Mar Apr-Jun Jul-Sep

* Cash available for expansion

From investors 40,000

From bank 160,000

Opening cash balance $200,000

Total startup costs $154,964

Cash income/loss from operations $21,810 ($11,261) ($4,647) $8,581
Cash balance, end of quarter $45,036 $66,846 $55,585 $50,938 $59,519*
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Plan 2

Five Year Plan Number 2*

Hules Yearl
Sabos-Clothang PErakil)
Sabes-{nsmdics SAON

(2 Tatal Sales ST
43) Cosl ofGoods Sold 8213659
Cirovs Prolid §213.659

Expenses

Shomize 84273
gz and Boxesd 81,7
Hangers L]

L Operating Expemwes $6.972

Slarwrs £ Wages QIR RS
Payroll Addod Casta 1174
(A EmployeeCosts S109.299
Remi LI
Uliliges 83206
Maimenanes S0
Insurance 5239
Deprecistion B0 TEG
(Specupuncy Cosls %44 182
hdvertising 9,00
Wamwial 51,500
Froimolinn Exprenss 510,800
Ciiice Supphes S
Telapbione Bl A0
Muscel Latioois S0

Addminisirative Cosly §a.40
Totsl Expenscs 8174793
Wt Profit, Before Taxes  $38.866

* Pl Numiber 2

Sales

* Plan Number 2 is based on 2.5 "turns " of the value of the merchandise in stock in year one and ensuing
years. Plan 2 is based on the average performance of a department store selling similiar type merchandise.

** Year 3, store #2 opens... Year 5, store #3 opens... See schedule 2 (a) for sales forecast.

Sales-Clothing
Sales-Cosmetics
(2) Total Sales

Year?  Year§*®
LSRR R Y 2
ST §235.5%4
S51.TA1 SLARS. 168

prbee | FEIT.S
S256.391  SH2T.SH4
§5,128 516,552
2,15 6
Slmo S48
8366 S17008
S04 i S345.950
813,807 H1E4
128,702 SART.A6L
SALEER S K32
3402 S11.382
S 8160
523 §7.524
56,085 221,056
S46.240 S200,550
5,000 SIS0
1,500 4,000
S11.800 22,0001
S0 200
$1.000 SO0
1500 S350
§4.20001 59,700
S100,301 5849710
356,079 SITIEGR

(3) Cost of Goods Sold

Gross Profit
Expenses
Shortage

Bags and Boxes
Hangers

(3) Operating Expenses

Salaries & Wages

Payroll Added Costs
(4) Employee Costs

Rent
Utilities
Maintenance
Insurance
Depreciation

Yeard®™ Years=™
S1LMSATI 806018
sudmm RIRRALE

SLAIERLE SARRY.433

SLISTE SLMETR
SLIST O S1.%44.716
223,158 SAERM
0,751 16377
K75 s
SITTHE 583480
ML STEITOW
HHA0 SHAH0
SR0R200  SAISA40
SXZIEA0 26030
516,50 S24276
22571 S1434
SHIZ60 §143%4
29,040 906
SIRD.TRI 5S21.BE0
X000 S25.000
S0 S7Amn
S24.000 E32.000
8200 S0
SO ST
S350 {7000

%9900 14 H0
SHEDGTE 51460740
SITIR 8481947

x bersed om 28 T © of the valie of te mereiamdive b stock I vear one
el R Bhe METdRe P 2]

% Yewr 5 store B3 apews.., Seeschodde 2 b for safesiors cast.

Year 1

$377,318
$50,000

$427,318
$213,659
$213,659

$4,273
$1,799
$900
$6,972
$97,856
$11,743
$109,599
$30,996
$3.,206
$600
$2,394
$6,986

Year 2

$435,864
$76,917

$512,781
$256,391
$256,391

$5,128
$2,159
$1,080
$8,366
$115,808
$13,897
$129,705
$32,858
$3,402
$600
$2,394
$6,986

Year 3**

$1,419,584
$235,584
$1,655,168
$827,584
$827,584

$16,552
$6,969
$3,485
$27,005
$345,950
$41,514
$387,464
$160,832
$11,352
$1,886
$7,524
$21,956
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Year 4**

$1,968,471
$347,377

$2,315,848
$1,157,924
$1,157,924

$23,158
$9,751
$4,875
$37,785
$453,750
$54,450
$508,200
$221,640
$16,380
$2,571
$10,260
$29,940

Year 5%*

$3,306,018
$583,415

$3,889,433
$1,944,716
$1,944,716

$38,894
$16,377
$8,188
$63,459
$737,000
$88,440
$825,440
$426,930
$24,276
$14,364
$14,364
$41,916
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Sales Year 1 Year 2 Year 3%* Year 4** Year 5%*
(5) Occupancy Costs $44,182 $46,240 $203,550 $280,791 $521,850
Advertising $9,000 $10,000 $18,000 $20,000 $25,000
Visual $1,800 $1,800 $4,000 $4,000 $7,000
Promotion Expenses $10,800 $11,800 $22,000 $24,000 $32,000
Office Supplies $600 $1,000 $2,000 $2,000 $4,000
Telephone $1,440 $1,700 $3,900 $4,000 $7,000
Miscellaneous $1,200 $1,500 $3,800 $3,900 $7,000
Administrative Costs $3,240 $4,200 $9,700 $9,900 $18,000
Total Expenses $174,793 $200,311 $649,719 $860,676 $1,460,749
Net Profit, Before Taxes $38,866 $56,079 $177,865 $297,248 $483,967
Plan 2 - Schedule 1(a) Sales Forecast Per Store
Store #1 Store #2 Slore #3 All Stores
Year#l t_'h.\ll1i\|l1il; ‘\;'i;.:-ll: A 1:_::
Total crmae :ii'.'.]l& .ﬂ'i'_.:llB
Year#l E:|Ilulil'l;_.i 425?&!’»2 [151] .l.i'«:_an
Tolal e 5[;:;5:]' ."‘];.I.'.:.Elll
Year#d  Clothing SEHED (10 BE52sS (P 1419534
Cosmatics B4R 150,875 235584
Tostal 648,668 L6, S L6585 168
Yearsid  Clothing 735 (I MLOTE (G 138471
Cosmetics 181308 166073 27377
Total 1L.208.698 L1077 150 215848
Year#s  Clothing L1303 (H) G518 (1) L1407y 3306018
Cosmetics 199433 182 580 201 300 SRT41E
Total 1,320,568 1217865 1342000 3,889,433
Store #1 Store #2 Store #3 All Stores
Year #1 Clothing 377,318 (A) 377,318
Cosmetics 50,000 50,000
Total 427,318 427,318
Year #2 Clothing 435,864 (B) 435,864
Cosmetics 76,917 76,917
Total 512,781 512,781
Year #3 Clothing 564,059 (C) 855,525 (F) 1,419,584
Cosmetics 84,609 150,975 235,584
Total 648,668 1,006,500 1,655,168
Year #4 Clothing 1,027,393 (D) 941,078 (G) 1,968,471
Cosmetics 181,305 166,073 347,377
Total 1,208,698 1,107,150 2,315,848
Year #5 Clothing 1,130,133 (E) 1,035,185 (H) 1,140,700 (I) 3,306,018
Cosmetics 199,435 182,680 201,300 583,415
Total 1,329,568 1,217,865 1,342,000 3,889,433

Hcemounuk ousnec-naana: hitp://www.referenceforbusiness.com



http://www.openbusiness.ru/
http://www.referenceforbusiness.com/business-plans/Business-Plans-Volume-04/Men-s-Clothing-Retailer.html
http://www.live-and-learn.ru/
http://www.1000ideas.ru/

Coob6wecTBO MHPOPMALIMOHHbLIX MPOEKTOB, COAENCTBYHOLLMX Pa3BUTUIO Manoro U cpegHero 6usHeca
www.openbusiness.ru — nopTan 6u3Hec-nnaHoB 1 PyKOBOACTB MO OTKPbITUIO Gu3Heca

www.1000ideas.ru — Bce camoe UHTepecHoe, HeobblvHOe, BAOXHOBNSAWLEee 1 GesymHoe B Mupe GusHeca

www.live-and-learn.ru - coBpemeHHbIii X)XypHan NpakTM4eckoin ncuxonorum

AL Bee Schedule 2. (b Summary of"open o Buy."

B Stored 1 tomal increase, 2nd year 20, 1% otal 8512781
Cosmetics agqual 15.0%, aftotal revenue 576917
C Spome #] tolal increase, 3nd year 10.0% ofal 8564059
Cosmetics aqual 15.0% oftotal revenue SR 609
0. Store # 1, 4thyr. expanded from 1400 G0 3,000 sq. it
Revenue persquare 1., 540290 Lol revenua £1,208 656
Cosmetics aqual 15.0%: of otal revenue 5181303
E  Store# 1 total increase, Sthoyear 100 otal £1.320,568
Cosmetics equal 15.0%, ofotal revenue R190435
F.  Store #2 opened 3nd year, revenoe based on 3,000 sq. [
Fevenue persquare 11533350 tolal revenue 1006500
Cosmalics equal 15.0%, oftotal revenue 150,575
G Store #2 total increase. 4ih year 1. Cftotal 81,107,150
Commatics equal 15,0846 ofotal revenue 166,073
H. Store #2 total increasa, Sthyear L. (R Gtckal 81217855
Commetics aqual L5.0%% olictal revanue SIE2680
L Store #3 opmed Sthoyear, evenne basad on 4,000 5,
Ravenue persquara . 533550 lotal mevenue 51342000
Cosmetics equal 15.0% oftotal revanue 3201, 500

A. See Schedule 2. (b) Summary of "open to Buy."
B. Store # 1 total increase, 2nd year 20.0% total $512,781
Cosmetics equal 15.0% of total revenue $76,917
C. Store #1 total increase, 3rd year 10.0% total $564,059
Cosmetics equal 15.0% of total revenue $84,609
D. Store # 1, 4th yr., expanded from 1,400 to 3,000 sq. ft.
Revenue per square ft... $402.90 total revenue $1,208,698
Cosmetics equal 15.0% of total revenue $181,305
E. Store # 1 total increase, Sth year 10.0% total $1,329,568
Cosmetics equal 15.0% of total revenue $199,435
F. Store #2 opened 3rd year, revenue based on 3,000 sq. ft.
Revenue per square ft...$335.50 total revenue $1,006,500
Cosmetics equal 15.0% of total revenue $150,975
G. Store #2 total increase, 4th year 10.0% total $1,107,150
Cosmetics equal 15.0% of total revenue $166,073
H. Store #2 total increase, 5th year 10.0% total $1,217,865
Cosmetics equal 15.0% of total revenue $182,680
I.  Store #3 opened 5th year, revenue based on 4,000 sq. ft.
Revenue per square ft...$335.50 total revenue $1,342,000
Cosmetics equal 15.0% of total revenue $201,300

Schedule 3 Cost of Goods and Operating Expenses

Conmts A
Cost of Goods

Clothing  50.0% of Sales
Cosmetics 33.0% of Sales
Theltshortage 1Ph  of Sales
i ot
Operating

Theft/shortage  1.0% of Sales
Bags and Boxes 0.4% of Sales
Hangers 0.2% of Sales
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Schedule 4 Payroll & Related Expenses

First Full Year (1 storc)

20 Exeanive FTEw 35,14 §I0.400
1% Sales clerksi HEIN §ITAk
Trlal Salarkes LLER 11

Year Twoil sterc)

20 Execunne F TRz F0, 600 R0
20SaksE ok SIENEE FIE 4504
Tokal Sakaries LIER LS

Year Three (2slores)

141458
§137.000

TotaPaprell A ded o (Tasen Fringe) 1200
First Full Year (1 store)

2.0 Executive FTEs@ $35,200 $70,400
1.5 Sales clerks@ $18,304 $27,456
Total Salaries $97,856
Year Two (1 store)

2.0 Executive FTEs@ $39,600 $79,200
2.0 Sales clerks@ $18,304 $36,608
Total Salaries $115,808
Year Three (2 stores)

2.0 Executive FTEs@ $52,800 $105,600
0.5 Book keeper $27,500 $13,750
1.0 #1 Store manager $27,500 $27,500
2.5 #1 Sales clerks@ $18,700 $46,750
1.0 #2 Store managers $30,800 $30,800
6.5 #2 Sales clerks@ $18,700 $121,550
Total Salaries $345,950
Year Four (2 stores)

2.0 Executive FTEs@ $59,400 $118,800
0.5 Book keeper $27,500 $13,750
1.0 #1 Store manager $30,800 $30,800
6.0 #1 Sales clerks@ $19,800 $118,800
1.0 #2 Store managers $33,000 $33,000
7.0 #2 Sales clerks@ $19,800 $138,600
Total Salaries $453,750
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Year Five (3 stores)

1.0 President@ $66,000 $66,000
1.0 Vice-President(@, $66,000 $66,000
1.0 Administrator@ $35,200 $35,200
1.0 Clerical@ $23,100 $23,100
1.0 #1 Store manager $33,000 $33,000
1.0 #1 Asst. Store manager $24,200 $24,200
5.0 #1 Sales clerks@ $20,350 $101,750
1.0 #2 Store manager $35,200 $35,200
1.0 #2 Asst. Store manager $24,200 $24,200
6.0 #2 Sales clerks@ $20,350 $122,100
1.0 #3 Store manager $38,500 $38,500
1.0 #3 Asst. Store manager $25,300 $25,300
7.0 #3 Sales clerks@ $20,350 $142,450
Total Salaries $737,000
Total Payroll Added Costs (Taxes & Fringe) 12.00%

Schedule 5 Occupancy Expense

Ferg @l Sredl el Al Seen
Sapuns ot e o ey
LT Rl

Fee sW

bl 150
S w0
2 L
[ i
Tl coupabay LR H LTRSS
Rt [ . L2E4T
Vawrs
WRem 18 A
ST SE4l pring B A L
Matnkemus Al parng B D i
LR 131 pen g I L AL
s Ipecciaton 47 el g 1 s S
Telalikrapuacy Sdatan i 20
Rawi perng. il s L0
THEIT BIAE AE
T s T
£ b bt 505
s 1 Tam
s THIT KL
MiAH SRR pE il
20 i
Vearsd
L Rt LT (] e
Bilshie 42 Thprag 0 W 1w LI
Mymigmae 043 porsg, SHIR LE- wan
T T 171 g, LAk AL o0
dilhpecoulnn A% 0 S A% L2080
Tt (ecupucy TTAM SN LS Tl
[T, w10 w1 s
Yea WS
R BANG  SHIAN SHLUN SANST
B3R pew g, S WET R RS 2w
LTipasy & ALk 150 Sk Sk
L M AR SR ML

SIRETEE  SITOLSE  SIMAMG  SSATRE

u il por
R ——

vesr
B —

Feupeweik Machinery  S1 48

Lewsobl lmpaovmeats EL680

ks & Veen) s

Tootsl s vrar e

Store #1 Store #2 Store #3 All Stores

(a) 6.0% rent increase for inflation per year.
18.0% Store #1 rent increase in year 4, due to expansion & up-grading.
Store # 1 square feet expansion.

(b) 6.0% utility rate increase, due to inflation, per year.

(c) 5.0% Insurance rate increase, due to inflation, per year.

(d) Depreciation includes (see Start-  Equipment & Machinery $1,490
up)
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Year #1

(a) Rent

(b) Utilities
Maintenance

(c) Insurance

(d) Depreciation
Total Occupancy

Year #2

(a) Rent

(b) Utilities
Maintenance

(c) Insurance

(d) Depreciation
Total Occupancy

Year #3

(a) Rent

(b) Utilities
Maintenance

(c) Insurance

(d) Depreciation
Total Occupancy

Year #4

(a) Rent

(b) Utilities
Maintenance

(c) Insurance

(d) Depreciation
Total Occupancy

Year #5

(a) Rent

(b) Utilities
(c) Insurance
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Display & Visuals
Total per year
Square feet

Rent per sq. ft.

$2.29 per sq. ft.
0.43 per sq. ft.
1.71 per sq. ft.
4.99 per sq. ft.

Rent per sq. ft.

$2.43 per sq. ft.
0.43 per sq. ft.
1.71 per sq. ft.
4.99 per sq. ft.

Rent per sq. ft.

$2.58 per sq. ft.
0.43 per sq. ft.
1.71 per sq. ft.
4.99 per sq. ft.

Rent per sq. ft.
$2.73 per sq. ft.
0.43 per sq. ft.
1.71 per sq. ft.
4.99 sq. ft.
Rent per sq. ft.

$2.89 per sq. ft.
1.71 per sq. ft.

Store #1 Store #2 Store #3 All Stores
Leasehold Improvements $3,650

$1.850
$6,990
1,400

$22.14

$30,996
$3.,206
$600
$2,394
$6,986
$44,182
$23.47

$32,858
$3,402
$600
$2,394
$6,986
$46,240
$24.88

$34,832
$3,612
$600
$2,394
$6,986
$48,424
$29.36

$88,080
$8,190
$1,286
$5,130
$14,970
$117,656
$31.12

$93,360
$4,046
$2,394

3,000 4,000

$42.00

$126,000 —
$7,740 —
$1,286 —
$5,130 —
$14,970 —
$155,126 —
$44.52

$133,560 —
$8,190 —
$1,286 —
$5,130 —
$14,970 —
$163,136 —
$47.19 —

$141,570 $192,000

$8,670  $11,560
$5,130  $6,840

$30,9%
$3.,206
$600
$2,394
$6,986
$44,182

$32,858
$3,402
$600
$2,394
$6,986
$46,240

$160,832
$11,352
$1,886
$7,524
$21,956
$203,550

$221,640
$16,380
$2,571
$10,260
$29,940
$280,791
$48.00

$426,930
$24,276
$14,364
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Store #1 Store #2 Store #3 All Stores
(d) Depreciation 4.99 per sq. ft. $6,986  $14,970 $19,960 $41,916
Total Occupancy $106,786 $170,340 $230,360 $507,486

Schedule 6 First Year Sales By Month

Munth Ist Ind rd 4ih Sh Bth
% ofyear Sale  5.0P% 5.0% 6.0% Gl 6. 8.0
Amount 21 566 21366 25630 25039 25,630 M85

Jul Aug Sep Ot Now D
Y of year Sale 10,00 B0 100% B 14,005 14.0%
Amount 42,732 34183 42,732 34,085 SR 0,524

Total First Year Sales 5427518

Month 1st 2nd 3rd 4th Sth 6th
% of'year Sale 5.0% 5.0% 6.0% 6.0% 6.0% 8.0%
Amount 21,366 21,366 25,639 25,639 25,639 34,185

Jul Aug Sep Oct Nov  Dec
% of year Sale 10.0% 8.0% 10.0% 8.0% 14.0% 14.0%
Amount 42,732 34,185 42,732 34,185 59,824 59,824
Total First Year Sales $427,318

Plan 2 Schedule 7(a) Quarterly Income Statement Year One

Oci-Ilee Jan-Mar  Apr-lun Jul-8 Total
Sales... % per quarter 0% 2800 20 16,0 100.0%
Amount 153,833 §64.371  S85463  BL1D.640 S427.316
i1y Cost of Goods and Related
Expenses @ 31.63% 570424 S3RA00 B44.025 86l 775 5220624
12§ Payroll & related expenses 527400 827400 527400 27400 S100600
(31 Ocenpancy Costs 0,290 9,200 50.X0 0200 53T 19
4} Promotion Expense $2,70 52,700 52700 S0 S10.R0
(51 Adminisiative Costs 3810 SE10 SEID SEID 53240
Cash Income/Loss 34200 (57.138) 51,129 SIT.665  §45,856
{before deprecintion) S5 E56
(61 Depreciation 51, M7 SLT4T 51,747 S1747 56,088
Income/oss $31.453  (38.BB5) (S618) SI5018  $3R.BER
(hefore taxes) SA8.R68

i1} Includes Operating expenses, e.g. boxes & bags, ete.

2) Tatal .5 109 5% Payroll & related expenses for vear one, evenly distributed through each
quarter

i3) Tatal 537,106 Oecupancy costs, less depreciation for vear coe, evenly distributed, each
quarter

43 Total... 510,800 Promotion expenses for vear one, evenly distnbuted through each quarter

15 Total...53,240 Administrative expenses for year one, evenly distnbuted through each quarter

151 Total..56,986 Depreciation for year one, evenly distributed through each quarter

Oct-Dec Jan-Mar Apr-Jun Jul-Sep Total
(1) Includes Operating expenses, e.g. boxes & bags, etc.
(2) Total...$ 109,599 Payroll & related expenses for year one, evenly distributed through each quarter
(3) Total...$37,196 Occupancy costs, less depreciation for year one, evenly distributed, each quarter
(4) Total...$10,800 Promotion expenses for year one, evenly distributed through each quarter
(5) Total...$3,240 Administrative expenses for year one, evenly distributed through each quarter
(6) Total...$6,986 Depreciation for year one, evenly distributed through each quarter
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