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Bridal Salon  
MEGAN'S BRIDAL BOUTIQUE 

4596 S. Huppard Dr. 
Green Bay, WI 54303 

This business plan for the establishment of a bridal boutique does an excellent job of assessing area  
competition. The detailed analysis of both the strengths and weaknesses of rival businesses effectively  
illustrates the need for a high quality and reasonably priced bridal salon in the region. It is also apparent that  
this entrepreneur is aware of fashion trends and receptive to customers' needs. 

GENERAL BUSINESS DESCRIPTION 

• INVENTORY DESCRIPTION, ANALYSIS, AND STRATEGY 
• PROMOTION PLAN 
• FUTURE PLANS 
• RESUME 
• START-UP EXPENSES 
• PROJECTED STATEMENT OF SALES AND EXPENSES 

GENERAL BUSINESS DESCRIPTION 
Megan's Bridal Boutique will be a full-service bridal salon and dress shop catering to the Wisconsin customer 
who is searching for reasonable quality products at affordable prices. 

The inventory will consist of wedding gowns, bridesmaid dresses, headpieces, crinolines, jewelry, shoes, party 
dresses, more casual dresses, and tuxedo rentals. 

I will run the business myself full-time and hire sales assistance as well as a bridal alterations specialist. The 
store has the potential of employing up to six full-time employees, estimating a minimum of three to start. The 
hours will be 10:00 a.m. to 5:00 p.m. Monday through Saturday, with evening appointments available for 
brides and their parties. All daily bookkeeping will be done by me. An accountant will take care of the 
necessary month-end work. 

Megan's Bridal Boutique will be located on Hubbard Drive. I'm currently negotiating a lease on a very nice 
property of 1725 square feet. The rent on the space is only $435 per month plus approximately $250 per month 
for utilities. This is a good price, compared to other less desirable locations I've looked into. I plan to invest 
$5,000 in building renovations to meet the special needs of a bridal salon. The renovations will be free-
standing and can be taken with me to another location if need be. 

Megan's Bridal Boutique will open in mid to late October. 
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INVENTORY DESCRIPTION, ANALYSIS, AND STRATEGY 
Line: Bridal 

Description: This line will consist of re-orderable wedding gowns, re-orderable headpieces, dyeable satin 
shoes, crinolines, re-orderable bridesmaid gowns, and jewelry. Megan's Bridal Boutique will carry 60 wedding 
gown samples featuring three manufacturer's lines (20 pieces at $200 wholesale, 20 at $300, 20 at $400, for a 
total start-up cost of $18,000). Three brands of bridesmaid gowns will also be carried with 12 samples per 
brand offered (36 pieces at $100 wholesale for a total start-up cost of $3,600). One headpiece line will be made 
available with 15 samples in the store (at a median price of $50 per piece wholesale for a start-up cost of $750). 
These items will be special order only items. A full range of sizes of basic dyeable shoes, in three heel heights, 
will be available in the store for off-the-rack purchase (30 pair of each style at $12 each wholesale for a start-
up cost of $1,080). A catalog of other styles will complete the offering. Megan's Bridal Boutique will also carry 
full-length crinolines of all sizes, for purchase only (20 pieces at $15 each wholesale for a start-up cost of 
$300). Crinolines will be available free of charge for use in the dressing rooms for clients purchasing wedding 
or bridesmaid gowns or needing them for in-store alterations. In addition, a line of off-the-shelf jewelry will be 
carried and special order jewelry catalogs will be available (30 pair of earrings and 30 necklaces at $15 each 
wholesale for a start-up cost of $900). 

Position of Marketplace: The items in the bridal line will consist of basic styles in the low to mid-price range 
appealing to the Wisconsin client. Megan's Bridal Boutique will develop a reputation for dependable service, 
fair pricing, and reliability. 

Client Demographics: Some women will travel all over the state, or farther, to shop for their wedding gowns. 
The majority of Megan's Bridal Boutique's clients will be limited to the areas surrounding Green Bay. Nine out 
of 10 women eventually marry although, in general, they are waiting later in life to marry for the first time. 
Remarriages account for half the weddings taking place nationally. Sixty percent of couples currently living 
together will eventually get married. What all this means is, although one would think the economy, general 
trends, and changes in society would have a great impact on marriages, there has been only a 1.5% change in 
marriage rates over the past 27 years. Where the economy does have a big impact on weddings seems to be 
generally limited to reception and honeymoon expenses, with a lesser effect on the dollar amount spent on 
wedding gowns and accessories themselves ( Vows, June/July 1996 issue). According to a recent published 
study, eight marriages took place per 1000 residents per year. Based on the surrounding area of eastern 
Wisconsin, Megan's Bridal Boutique will draw from, one can count on 1,888 weddings per year. Each of these 
couples will spend, on the average, $852.00 for a wedding dress, $167.00 on a headpiece, and $50.00 for shoes. 
Estimating four attendants per wedding, spending $175 each on dresses and shoes, an additional $1,321,600 
can be added. Added together, there are $3,339,872 dollars to be captured in this line alone, per year, in eastern 
Wisconsin. 

Pricing Strategy: To meet the needs of the eastern Wisconsin client, all of Megan's Bridal Boutique's offerings 
will be in the low to mid price range. Specifically: 

Wedding Gowns: $350.00-$800.00 
Headpieces: $25.00-$40.00 
Bridesmaid Dresses: $100.00-$150.00 

Cost: $24,630 start-up inventory cost. 
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Competition 
I have broken down the competition, product line by product line, following each line's inventory description. 
The overall competition for the bridal line can be broken down into two: local shops (Mary Ann's) and regional 
shops. I feel the threat created by Mary Ann's can be easily overcome through good service, great selection, 
and affordable pricing. The competition created by the out-of-town shops will be harder to address. Details of 
how I will deal with each follow the competition descriptions. 

1. Local Competition 

Mary Ann's Bridal Salon 
Oshkosh, Wisconsin 

Weaknesses: Mary Ann's Bridal Salon is a very poorly run retail outlet featuring old and outdated stock off the 
rack. Most merchandise is sold "as is." This shop experiences almost no repeat business and is generally 
thought of as the last place to go for bridal and prom needs. 

Strengths: Mary Ann's has been in business for 40 years (although there have been three different owners). 
Old warehoused stock originally priced at $500.00 to $1000.00 is bought from other shops and sold at 
attractive prices of $350.00 to $500.00. 

Overcoming Local Competition 
Service: Megan's Bridal Boutique will be a cleaner, more attractively designed store offering a variety of 
guaranteed services at reasonable prices, or in some cases, free services. For example, Mary Ann's charges 
$8.00 to dye shoes purchased in the store and $15.00 to dye shoes purchased elsewhere. A dye job takes about 
five minutes. I will dye my shoes for free and charge $5.00 to dye shoes purchased elsewhere. 

Although Mary Ann's provides skilled seamstresses for the alterations, pricing is set by the owner on a per 
dress basis. A client may be told at the time of purchase her alterations will cost $25.00, only to discover upon 
picking up the dress that the charge is $50.00. Worse yet, many clients are never told there is a charge at all. 
Megan's Bridal Boutique will have a published list of charges provided at the time a purchase decision is being 
made. There will be no surprises, and the client will know exactly how much to budget for her total expenses. 

Mary Ann's also has a problem getting special orders in the store in a timely manner. All special orders are 
delivered COD and often the cash is not available, resulting in returns and re-orders. Many suppliers will not 
deliver until prior problems are reconciled, again resulting in delays. I have found most suppliers have liberal 
terms and are very willing to work with new accounts. It is only after payment problems occur, and are not 
resolved, that these shipping problems take place. Megan's Bridal Boutique will be able to get special orders in 
the store and to the client in a more timely manner by establishing and maintaining good terms with all 
suppliers. 

Pricing: Mary Ann's's pricing has always been high. The idea on management's part has been to price 
everything high, then offer a "special deal." Megan's Bridal Boutique's pricing will be more modest and clients 
will know they can find value everyday. I will accomplish this by working with the lower-priced suppliers 
while maintaining healthy profit margins. The question of course is, why doesn't Mary Ann's do this already? 
The following scenario will provide an explanation: Mary Ann's used to buy shoes from Supplier A for $12, 
marking them up to $25. After numerous payment problems, Supplier A refused to deal further with Mary 
Ann's. Next, Mary Ann's found Supplier B who wholesaled the same shoe for $15. Mary Ann's maintained the 
selling price of $25 resulting in profit erosion. After the same payment problems occurred with Supplier B, 
Mary Ann's moved onto Supplier C which charged $17 for the same shoe. This time the cost was passed onto 
the customer. The shoes are now priced at $33 plus $8 for dyeing. Of course sales have dropped off 
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significantly. This is just one specific example. The same type of thing has happened with dozens of other 
suppliers covering all lines offered by Mary Ann's. I have already established contact with the "Supplier A" 
types and will be offering these lower priced, good quality lines. 

Stock: Mary Ann's's stock is old and outdated. In fact, I am asked several times per week if Mary Ann's is a 
used clothing store (these inquiries were made to me while I was an employee there). Megan's Bridal 
Boutique's stock will be fresh and new. As stock ages, it will be discounted. If still not sold, it will be taken off 
the rack and stored, until sidewalk sales, and then the price will be drastically slashed. Anything left after that 
will be donated to charity or destroyed. 

2. Regional Competition 

Appleton Bridals 
Appleton, Wisconsin 

Weaknesses: Poor management makes shopping at Appleton Bridals a difficult experience. Customers are 
treated as a bother instead of as an opportunity. Because of the location, most area people assume the prices are 
considerably higher in general. Actually, their pricing structure is about the same as other shops in the area and 
they carry the same lines. 

Strengths: Location. Appleton Bridals can draw very easily from Green Bay and Oshkosh because of the 
proximity. Clients from all over eastern Wisconsin will travel to this shop based on the location alone. The 
town of Appleton has an excellent reputation for being a place to shop for variety and most people will expect 
Appleton Bridals to be a well run establishment with good selection, but with higher prices. Megan's Bridal 
Boutique's reputation for good prices and excellent service, as well as a regional advertising plan, will draw 
many clients away from this shop. 

White Bird Bridal 
Manitowoc, Wisconsin 

Weaknesses: Poor sales techniques, lackluster stock, and ugly displays explain why people will travel all over 
Wisconsin to shop for their bridal needs instead of spending their money at White Bird. The general 
atmosphere in this shop would be fine for a discount store or a warehouse, but not for a shop which sells 
women's clothing for special occasions. The pricing structure is similar to other bridal shops and offers no real 
advantage for clients. 

Strengths: The Apple Blossom is also a flower shop specializing in bridal arrangements. The advantage to this 
is increased traffic, but it also adds to the junky atmosphere. The Apple Blossom also spends a considerable 
amount of money on TV advertising during the prom season. 

CJ's Bridal Shop 
Fond du Lac, Wisconsin 

Weaknesses: This store is very difficult to shop in due to the way the dresses are literally packed into one 
place. I found it hard to pull even one dress out to examine and the poor lighting made it even more difficult to 
see what I had my hands on. The prices were average and the displays nonexistent. It was a chore to even get 
around the place. 
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Strengths: They carried almost every line available and the sales staff was quite helpful. Although they do no 
advertising in this area, many potential clients from eastern Wisconsin will delay their purchasing decision 
until they have made the trip down to Fond du Lac, not only for wedding dresses, but even more so for prom 
dresses. 

Sarah's Bridals 
Cheboygan, Wisconsin 

Weaknesses: Sarah's owner recently moved to this smaller facility from a large and beautiful location. She is 
suffering from burnout and has cut back considerably on her inventory. She no longer has the commitment or 
interest in her business she once had. 

Strengths: This is a well-run attractive shop with standard pricing and good service. 

Other Shops to Be Explored: 

I Do Bridals, Green Bay, Wisconsin 
Bridal Fashions, Milwaukee, Wisconsin 
Bridals on the Bay, Milwaukee, Wisconsin 

Meeting the Regional Competition 
Advertising: Most of my ad dollars will be spent on small awareness-generating, space ads in nonlocal 
newspapers. Money will also be spent on listings in the surrounding areas, including Milwaukee's Yellow 
Pages and phone guides. Some radio ads will be placed during the grand opening weeks. In addition, different 
promotions will take place throughout the year. 

Line: Party Dresses and Other Dresses 

Description: A variety of party and less formal dresses will be offered. These dresses will appeal to the client 
who wants to go all out for that special occasion such as the prom, New Year's Eve, cruises, plus off-the-rack 
dresses for work or formal occasions will be available. The dresses will be strictly off-the-rack ranging in sizes 
3-24 with the emphasis on sizes 10-18. 

Position in Marketplace: Green Bay offers little to the public in the way of dresses. The few women's shops 
currently open in town offer only a handful of casual dress styles to choose from. The majority of dress 
purchases made by women in Green Bay are made out of town, usually during day, or weekend-long shopping 
trips. Those who do not plan ahead, and find themselves in need of a lastminute outfit, are simply out of luck. 
Megan's Bridal Boutique will be filling a need in the community by offering a wide selection of dresses at a 
good price. No longer will having to "dress up" automatically mean an out-of-town shopping trip. By keeping 
Green Bay women in town for their dress purchases, other monies often spent on these trips will also remain in 
Green Bay. In addition, regional shoppers will be brought in spending their money not only at Megan's Bridal 
Boutique, but in other area retail establishments and restaurants as well. 

Client Demographics: Women, age 16-50, will travel regionally to shop for these types of dresses. The party 
dresses will appeal to the younger age of this market segment in general, other lines appealing of the mid to 
upper age range. There will be considerable crossover depending on the type of event the client is planning. 
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Pricing Strategy: Prices will be in the low to mid range to appeal to the Wisconsin client who does not want to 
spend a lot on a dress she may wear only a few times at the most. These dresses will range in price from 
$75.00-$150.00. 

Cost: Start-up cost for this line will be $12,000.00 (200 dresses at $60 per dress). 

Competition: There are no other dress shops in the immediate area. Several retail outlets in Green Bay offer a 
few dresses to choose from, and only a very limited selection is available. 

Weaknesses: Very limited selection available. A person dress shopping in Green Bay can see all there is to see 
in five minutes at local dress shops since they carry only a handful of dresses which are of low quality or 
overpriced (respectively). 

Strengths: There are basically no competitor strengths in this category. 

Line: Tuxedos 

Description: One full-service line will be offered which will include a variety of tuxedos (tails, double-
breasted, shawl, and notch collar, as well as the popular Western style), shirts, shoes, ties, cumberbuns, and 
vests. Clients will be able to customize their choices with a wide variety of color-coordinating accessories. 
Tuxedos offer the opportunity to bring in thousands of dollars worth of business per month, while taking up 
only a few square feet of selling space. 

Client Demographics: The majority of clients for this line will not be the actual decision makers. The decision 
makers will be the party dates and brides who will pick out the tuxedos she wants to accessorize her outfit. The 
draw will be limited to Green Bay and the immediate area. 

Pricing Strategy: Prices will be at industry suggested retail pricing of $65.00 to $95.00 for the complete outfit. 

Cost: The cost to carry this line will be limited to try-on jackets at $1,000 for a selection of 10. 

Competition: 

Smith's Apparel 
Green Bay, Wisconsin 

Weaknesses: Smith's only edge over the competition in this case is purely by taking advantage of the 
opportunity to sell to someone who is already in a decision-making state of mind. While the client is making 
the wedding gown purchase, she is ripe for additional sales such as tuxedos. Once enough trust has been 
established for her to spend several hundred dollars on a gown, the hardest part of the sale is already complete 
and add-ons will be relatively easy. In addition, the floor space and initial investment needed to carry tuxedos 
is so small, it would be foolish not to carry the line. 

Strengths: This store will be tough to compete with for several reasons. For one, it's a store carrying men's 
clothing and, in general, men will feel more comfortable walking into this shop than a dress shop. The 
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reputation and prices are also very good. 

PROMOTION PLAN 
Almost every month the business will feature a special event or some type of sale. Window and store front 
displays will promote the event, as well as a few small local space ads and more frequent non-local space ads. 
For a real big event, radio will be used to strengthen the promotion. Listed below is an event calendar for the 
first year. Each promotion will be evaluated and the following year's plan will be based on the successes of 
prior events. Each year several new ideas will be tried as well. 

 
Month Event 
  
October Grand Opening 
  Host First BPW Meeting of the year 
  
November Fall Dress Promotion 
  Host Business After Hours Party 
  
December Early Bird 1998 Promotion 
  New Year's Dress Sale 
  
January Post Christmas Engagement Promotion 
  Early Tux Registration Promotion 
  
February Early Tux Registration Promotion 
  
March Early Tux Registration Promotion 
  Prom Tux Sale 
  
April Prom Tux Sale 
  Prom Dress Sale (First Week of the Month) 
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Month Event 
May, June, July No special promotions needed for these three busy 
  Bridal months, just awareness advertising 
  
August Summer Sidewalk Sales 
  
September Homecoming Dress Promotion 

FUTURE PLANS 
In general, the product line, offerings, service, and pricing strategy will remain the same for the first two years, 
with the following expectations: 

• After a year of doing business, some samples will be old and no longer re-orderable. These items will 
be significantly discounted and sold off the rack as is. 

• All lines will be expanded to offer more choices, and slow moving stock will be moved from the re-
orderable section to the sale rack. 

• The stock will be honed to increase profitability. Research will be conducted to determine what is 
selling best, most profitable price points, etc. 

Client surveys will be conducted. After a wedding, brides will be contacted and asked about the quality of the 
service, product, and selection. This information will be used to improve the shop and help me determine 
where to increase my efforts. 

At the end of the third year, I plan to purchase my own building and expand the business to offer a larger 
selection. At this time, the number of employees will be at least six full-time. 

RESUME 

Megan Martin 

HIGHLIGHTS OF QUALIFICATIONS 

• Nine years experience in multiple-media marketing. 
• Five years management experience in Chicago firms, running each product line as an independent 

entity. Additional two years in management at manufacturing facility. 
• Extremely well organized and self motivating. 
• Committed to producing results above and beyond what is expected, through good management of 

resources and sound decision-making abilities. 
• Works very well with people and is generally liked by clients and co-workers alike. 
• Two years experience as executive administrator to the president at Chicago Paper Company, wearing 

many hats including human resources manager, collections manager, and public relations coordinator. 

RELEVANT EXPERIENCE 

Marketing 

• Set sales records for 75% of product lines which fell within responsibility at Burton Engineering. 
• Developed new markets for multiple product lines. 
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• Proven successful at new product research and development. 
• Product manager for one company's flagship line, increasing sales by 25% while reducing expenses by 

30% over two years. 
• Coordinated all marketing and logistic efforts for 110 educational seminars per year (Burton). 
• Originated and implemented new marketing strategies which bolstered sales of aging product line. 
• Designed, coordinated, produced, and distributed the company's four 64-page catalogs per year at 

Burton. 
• Successfully sold and distributed $6,000.00 worth of technical training programs through direct mail 

marketing techniques. 

Management 

• Five years of success in marketing management. 
• Two years management in manufacturing environment. 
• Completely implemented new 401K program with 94% sign-up rate. 
• Developed, implemented, and continue to manage collections program for multi-million dollar 

manufacturing facility. 
• Run anti-union campaign. 
• Created, implemented, and continue to manage review system for production employees. 
• Proven success as skilled, multi-faceted, and valuable employee (increased salary from $13,520 to 

$41,100 in two years). 
• Developed and implemented effective cost-cutting measures which streamlined operations and 

improved productivity. 
• Represented the organization at company-sponsored conferences throughout the United States and acted 

as the Italian liaison. 
• Coordinated and supervised multiple interdepartmental products. 
• Responsible for marketing department's strategic planning and implementation including all facets of 

annual budget management. 
• Developed ideas for creating new business throughout the company. 
• Prioritized work projects within the department: designed and implemented follow-up procedures 

which resulted in more efficient and profitable workflow. 
• Interviewed and hired top-notch marketing and administrative staff. 
• Currently responsible for all aspects of hiring at every level at Chicago Paper Company. 

 
EMPLOYMENT HISTORY 
*Concurrent 

Источник бизнес-плана: http://www.referenceforbusiness.com

http://www.referenceforbusiness.com/business-plans/Business-Plans-Volume-06/Bridal-Salon-Business-Plan.html
http://www.1000ideas.ru/
http://www.openbusiness.ru/
http://www.live-and-learn.ru/


Сообщество информационных проектов, содействующих развитию малого и среднего бизнеса
                                          www.openbusiness.ru – портал бизнес-планов и руководств по открытию бизнеса
           www.1000ideas.ru – все самое интересное, необычное, вдохновляющее и безумное в мире бизнеса
                                                            www.live-and-learn.ru  - современный журнал практической психологии

1995-
Current 

Executive Administrator and Human 
Resources Manager Chicago Paper Company Green Bay, Wisconsin 

  
1994-1995* Retail Salesperson Mary Ann's Bridal Salon Oshkosh, Wisconsin 
  

1993-1994* Owner Greystone Antiques Lighting Restoration 
Milwaukee, Wisconsin 

  
1992-1993 Manager Polk Publishing Detroit, Wisconsin 
  
1985-1992 Sr. Marketing Manager Marketing Division Burton Engineering Toledo, Ohio 
  

  Marketing Administrator Conferencing 
Division   

  

  Assistant Marketing Administrator 
Membership Division   

  

RELEVANT EDUCATION 
Bachelor of Science, Business Administration and Marketing 
Chicago University-1983 

Daytimer Time Management Techniques Seminar-1992 

Dale Carnegie Sales Course-1993 

Franklin Management Program-1994 

Successful Negotiations-Wisconsin State University-1995 

Successful Supervisor Techniques-Fred Pryor Seminars-1997 

OTHER 
Public Relations Director 
Green Bay Business and Professional Women's Club 

Past Member 
Green Bay Public Library Millage Committee 

Member 
Green Bay Chamber of Commerce Ambassadors Club 
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START-UP EXPENSES 

 
STOCK 
Bridesmaid dress samples $ 3,600 
Cocktail dresses 12,000 
Crinolines 300 
Headpieces samples 750 
Jewelry 900 
Shoes 1,080 
Tuxedo Try-On Jackets 1,000 
Wedding Dress Samples 18,000 
Misc. 1000 
Total Starting Stock/Samples $38,630 
  
OFFICE 
Adding Machine 70 
Calculator 10 
Chairs (2-Used) 85 
Computer (3,000 Value-Personal) 0 
Copier (Used) 500 
Desk (Used) 100 
Filing Cabinet (4 Drawer-Used) 50 
Misc. Supplies 500 
Total Office Set-Up 1,315 
  
SHOP 
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Business Cards 35 
Cash Drawer Start-Up 300 
Bags 400 
Chairs and Settee 2,500 
Coffee Maker/Supplies 70 
Credit Card Terminal 250 
Crinolines for Alterations 120 
Dye Set-Up 300 
Filing Cabinet (2-Drawer) 100 
Forms/Contracts 300 
Hangers 125 
Iron 100 
Mannequins (4) 350 
Misc. 300 

 
Rolodex 25 
Sewing Machine (500 Value-Personal) 0 
Shelving/Racks 600 
Signage 300 
Sissors 25 
Stationery 250 
Steamer 150 
Stereo 360 
Telephones (2, one w/machine) 200 
Telephone Installation 120 
Vacuum (200 Value-Personal) 0 
Window Display Fixtures 500 
Decorating and Construction 5,000 
Contingencies 3,000 
First Month Rent/Deposit 870 
Total Shop Set-Up 16,650 
  
Working Capital 5,000 
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Total Start-Up Cost $61,595 

August 4, 1997 

Mr. Victor Case 
Executive Vice-President 
Wisconsin BIDCO, Inc. 
P.O. Box 170 
Milwaukee, WI 00000 

Dear Mr. Case: 

Attached, please find the information we discussed in our meeting last week, specifically the cash flow 
analysis, statement of income and expenses for three years, personal financial statement, and balance sheet for 
my proposed business, Megan's Bridal Boutique. 

I am requesting a loan in the amount of $65,000.00 to cover start-up inventory, office and shop expenses, and 
$5,000.00 working capital for my shop. The business will be wholly owned by me as an individual 
proprietorship and I plan to run it myself, with the help of one full-time assistant, who will also do the 
alterations. When the shop is fully established (approximately 3-5 years), it could employ up to six full-time 
employees at various skill levels. 

I have access to $5,000.00 cash and my mother is willing to give me property, valued at approximately 
$35,000.00 to use as collateral. I also have $3,700.00 in equipment. 

I would like to discuss this proposal further with you, prior to your board meeting next week. I can be reached 
at 616-628-1234. As we discussed, this project must remain confidential as I would have to leave Chicago 
Paper Company to pursue my dream of owning my own business. I wouldn't want to jeopardize the wonderful 
relationship I have with my boss if this project fails to get off the ground. 

Thank you for your time and consideration in this matter. 

Sincerely, 
Megan Martin 

Asset Equipment 

 
Packard Bell Pack-Mate 3500 CD Computer and Deskjet 682C Hewlett Packard 
Printer Est. Value: $3,000.00 

  
Kenmore Sewing Machine   $500.00 
  
Hoover Elite Vacuum Cleaner   $200.00 
This page left intentionally blank to accommodate tabular material following. 
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Cash Flow/Requirement Analysis 

 
1997 Start-Up Oct Nov Dec Jan Feb March April 
  
Beginning Cash 5,000 5,892 9,624 6,196 7,048 9,900 10,752 
  
Cash Inflows 
Collection of A/R   2,640 5,280 7,260 7,260 7,260 7,920 
Other Income/Sales 8,000 8,000 6,000 8,000 8,000 8,000 10,000 
Total Cash Inflow 8,000 10,640 11,280 15,260 15,260 15,260 17,920 
  
Cash Outflows 
Accts. Payable 0.0 0.0 8,000 8,000 6,000 8,000 8,000 
Past Due: Accts. Payable 
Operating Expenses 5,319 5,119 4,919 4,619 4,619 4,619 5,119 
Taxes 589 589 589 589 589 589 589 
Other Expenses 
Total Cash Outflow 5,908 5,708 13,508 13,208 11,208 13,208 13,708 
  
Cash Position 7,092 10,824 7,396 8,248 11,100 11,952 14,964 
Short-Term Loan 
Long-Term Loan 1,200 1,200 1,200 1,200 1,200 1,200 1,200 
  
Ending Cash 5,892 9,624 6,196 7,048 9,900 10,752 13,764 
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May June July Aug Sep 
  
13,764 18,236 21,368 25,160 28,952 
  
8,580 9,240 9,900 9,900 9,900 
10,000 10,000 10,000 10,000 8,000 
18,580 19,240 19,900 19,900 17,900 
  
8,000 10,000 10,000 10,000 10,000 
  
4,319 4,319 4,319 4,319 4,819 
589 589 589 589 589 
  
12,908 14,908 14,908 14,908 15,408 
  
19,436 22,568 26,360 30,152 31,444 
  
1,200 1,200 1,200 1,200 1,200 
  
18,236 21,368 25,160 28,952 30,244 
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Statement of Income and Expense-Year One 

 
  Oct Nov Dec Jan Feb 
  
Net Sales 16,000 16,000 12,000 16,000 16,000 
  
Cost of Goods Sold 50% of net sales 50% of net sales 50% of net sales 50% of net sales 50% of net sales 

  
Gross Margin 8,000 8,000 6,000 8,000 8,000 
  
Expenses 
Salaries 3,000 3,000 3,000 3,000 3,000 
Advertising Expenses 800 800 600 300 300 
Business Insurance 59 59 59 59 59 
Telephone 170 170 170 170 170 
Membership/Subscriptions 200 0 0 0 0 
Rent/Utilities 700 700 700 700 700 
Accountant 140 140 140 140 140 
Travel, Entertainment, Gifts 100 100 100 100 100 
Misc. Expenses 100 100 100 100 100 
Donations 50 50 50 50 50 
  
Total Operating Expenses 5,319 5,119 4,919 4,619 4,619 
  
Net Operating Profit 2,681 2,881 1,081 3,381 3,381 
(Before Taxes and Loan Payment) 
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March April May June July Aug Sep 1st Year End 
  
16,000 20,000 20,000 20,000 20,000 20,000 16,000 208,000 
  
50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales   

  
8,000 10,000 10,000 10,000 10,000 10,000 8,000 104,000 
  
3,000 3,000 3,000 3,000 3,000 3,000 3,000 36,000 
300 300 0 0 0 0 300 3,700 
59 59 59 59 59 59 59 708 
170 170 170 170 170 170 170 2,040 
  
0 0 0 0 0 0 200 400 
700 700 700 700 700 700 700 8,400 
140 140 140 140 140 140 140 1,680 
  
100 600 100 100 100 100 100 1,700 
100 100 100 100 100 100 100 1,200 
50 50 50 50 50 50 50 600 
  
4,619 5,119 4,319 4,319 4,319 4,319 4,819 56,428 
  
3,381 4,881 5,681 5,681 5,681 5,122 3,266 47,098 
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Statement of Income and Expenses-Year Two 

 
  Oct Nov Dec Jan Feb 
  
Net Sales 18,400 18,400 13,800 18,400 18,400 
  
Cost of Goods Sold 50% of net sales 50% of net sales 50% of net sales 50% of net sales 50% of net sales 

  
Gross Margin 9,200 9,200 6,900 9,200 9,200 
  
Expenses 
Salaries 4,000 4,000 4,000 4,000 4,000 
Advertising Expenses 800 800 600 300 300 
Business Insurance 59 59 59 59 59 
Telephone 170 170 170 170 170 
Membership/Subscriptions 200 0 0 0 0 
Rent/Utilities 700 700 700 700 700 
Accountant 140 140 140 140 140 
Travel, Entertainment, Gifts 200 200 200 200 200 
Misc. Expenses 100 100 100 100 100 
Donations 100 100 100 100 100 
  
Total Operating Expenses 6,469 6,269 6,069 5,769 5,769 
  
Net Operating Profit 2,731 2,931 831 3,431 3,431 
(Before Taxes and Loan Payment) 
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March April May June July Aug Sep 1st Year End 
  
18,400 23,000 23,000 23,000 23,000 23,000 18,400 239,200 
  
50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales   

  
9,200 11,500 11,500 11,500 11,500 11,500 9,200 119,600 
  
4,000 4,000 4,000 4,000 4,000 4,000 4,000 48,000 
300 300 0 0 0 0 300 3,700 
59 59 59 59 59 59 59 708 
170 170 170 170 170 170 170 2,040 
  
0 0 0 0 0 0 0 200 
700 700 700 700 700 700 700 8,400 
140 140 140 140 140 140 140 1,680 
  
200 700 200 200 200 200 200 2,900 
100 100 100 100 100 100 100 1,200 
100 100 100 100 100 100 100 1,200 
  
5,769 6,269 5,469 5,469 5,469 5,469 5,769 70,028 
  
3,431 5,231 6,031 6,031 6,031 6,031 3,431 49,572 

Источник бизнес-плана: http://www.referenceforbusiness.com

http://www.referenceforbusiness.com/business-plans/Business-Plans-Volume-06/Bridal-Salon-Business-Plan.html
http://www.1000ideas.ru/
http://www.openbusiness.ru/
http://www.live-and-learn.ru/


Сообщество информационных проектов, содействующих развитию малого и среднего бизнеса
                                          www.openbusiness.ru – портал бизнес-планов и руководств по открытию бизнеса
           www.1000ideas.ru – все самое интересное, необычное, вдохновляющее и безумное в мире бизнеса
                                                            www.live-and-learn.ru  - современный журнал практической психологии

Statement of Income and Expenses-Year Three 

 
  Oct Nov Dec Jan Feb 
  
Net Sales 21,160 21,160 15,870 21,160 21,160 
  
Cost of Goods Sold 50% of net sales 50% of net sales 50% of net sales 50% of net sales 50% of net sales 

  
Gross Margin 10,580 10,580 7,935 10,580 10,580 
  
Expenses 
Salaries 5,000 5,000 5,000 5,000 5,000 
Advertising Expenses 800 800 600 300 300 
Business Insurance 70 70 70 70 70 
Telephone 200 200 200 200 200 
Membership/Subscriptions 200 0 0 0 0 
Rent/Utilities 700 700 700 700 700 
Accountant 140 140 140 140 140 
Travel, Entertainment, Gifts 200 200 200 200 200 
Misc. Expenses 150 150 150 150 150 
Donations 150 150 150 150 150 
  
Total Operating Expenses 7,610 7,410 7,210 6,910 6,910 
  
Net Operating Profit 2,970 3,170 725 3,670 3,670 
(Before Taxes and Loan Payment) 
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March April May June July Aug Sep 1st Year End 
  
21,160 26,450 26,450 26,450 26,450 26,450 21,160 275,080 
  
50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales 

50% of net  
sales   

  
10,580 13,225 13,225 13,225 12,335 13,225 10,580 136,650 
  
5,000 5,000 5,000 5,000 5,000 5,000 5,000 60,000 
300 300 0 0 0 0 300 3,700 
70 70 70 70 70 70 70 840 
200 200 200 200 200 200 200 2,400 
  
0 0 0 0 0 0 0 200 
700 700 700 700 700 700 700 8,400 
140 140 140 140 140 140 140 1,680 
  
200 800 200 200 200 200 200 3,000 
150 150 150 150 150 150 150 1,800 
150 150 150 150 150 150 150 1,800 
  
6,910 7,510 6,610 6,610 6,610 6,610 6,910 83,820 
  
3,670 5,715 6,615 6,615 5,725 6,615 3,670 52,830
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