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GOLD LEVEL BUSINESS PLAN SAMPLE

1.0 Executive Summary

QZO ;000,000
@M ,000,000,000

Q\/

O\/

)

O

O $200,000,000

COMPANY NAME REDACTED is a new smartphone application created by %R NAME REDACTED
that aims to connect homeowners and other target users with nearb de dent contractors
specializing in a wide variety of home services. The COMPANY NA TED application will be
released under the corporate entity, COMPANY NAME REDACTED .

launched in the iTunes Store and Google Play stores, it available for dow dditional
markets, as and when COMPANY NAME REDACTED, LLC®

markets.
COMPANY NAME REDACTED will function muchgike “Uber” for home ser » Though focused
primarily on traditional home services, COMPAV% E REDACTED will ow users to find loca
plumbing, landscaping, handyman professiw nd even home as to help with erra w
household chores. The primary users f NY NAME REDACTE iJf include homeow Qm Il
offices and startups, realtors, and broker® vacation and short-terN rental owners, and woR&

parents in the United States.

The app itself will connect thesgfu ith registered home%mce professionals %respond
to immediate service reques scheduled for fut ndytecurring services.% p contains
both messaging and pay tionality, which al o¥a seamless booking an yment
experience for both use Widependent home_ser

The company is see X 2,000,000 invest T Jhe utilization of the s is shown below in
Section 2.2 Starté ary. @ V
Chart: Higr@ \% 6

contractors.

A

$800,000,000 4
|:| Sales
56M000,00 V- . Gross Margin
(w |:| Net Profit

,000,000

1.1 Ke@wccess

Targeted Launch - COMPANY NAME REDACTED will initially implement a targeted marketing
strategy specific to the United States. This will allow the company to develop a strong user base and
revenue streams within a concentrated geographical area before reaching out to Canada, Europe,
and additional foreign marketplaces.

Page 1



GOLD LEVEL BUSINESS PLAN SAMPLE
Marketing - The company has developed an extensive marketing strategy for social media and a
high-profile launch event that will help build early brand recognition. @
Unique Concept - There are currently no mobile applications on th rke¥ utilizing the unique set
of data that COMPANY NAME REDACTED has developed. Q
other target audiences with local home services contra rimarily home cl syénd other

service providers ranging from babysitters to handyfge vices for immedia scheduled home
services. The application will have two interfaces: r homeowners, or eeking servicesj,@

2.0 Company Summary @
COMPANY NAME REDACTED is a new smartphone appli% hat will connect ho wneérs and
n

and another for home services contractors, or ooking for home se%ca? rk in their area.
s

application was created by OWNER NAME REDA , a financial prof; with significant
personal experience in the home services redl estate industry h% QV
COMPANY NAME REDACTED will no Ilep its users find fa rdable, and high-qeali
services but will also help indepenc%ome service contra onnect with more lgaga ts to
grow and expand their busines application once laurighetl through iTunes %Ie Play,

i marketing and gr rategies may

will be available throughout gre"gniged States. Howev iti
be focused on smaller tex s within the comp me state of Texag.

me

The primary users for PANY NAME REDACT! ill initially be new h
dozens of services {fi thevshort period coveri -in. COMPANY NAM
g
e

edyners, who require

ACTED’s target market

for its homeownegl ace will include e omeowners, small 8ffice® and startups, realtors,

and brokers, kifg parents with child r the age of 12, -8fm rental owners, and first-
time home he target market | ome services contra®or interface will be home service
a

workers ("C8 ANY NAME REDAC illed in cleaning, ing, landscaping, child sitting, and
genera@e ervices that wou% der a traditional n category.
T @DANY NAME REDAGQJEDNapplication will be c@t, easy to use, and will include all the
edegssary tools to searc pay, and review jo iphin the application. When users desire to
in home service con r for either immedj cheduled service, the user will download the
MPANY NAME REDACTED application or vig d& MPANY NAME REDACTED website and create
V a %ﬁome address, and email address.

n account with%’ rmation such as ,
Q The user Wi% ve the opportunio credit card or payment information upfront. Users can
i ¥hin the application ¥ rch for home service contractors in the nearby area,

Itg through a set of search Witers that help users prioritize which features are most
hem. These cany depthe user’s desired service (cleaning, plumbing, general home
sepgices M landscaping), t j e for service (immediate, on-demand service, or scheduled

< @ for a future date anao e), available contractors’ geographical radius distance, the
coMyactors’ average ran m other COMPANY NAME REDACTED users, or contractors’ advertised

O for services. Onc suylts have populated based on these search filters, users can browse

available contract an®View profiles, allowing them to learn more about contractors’ skills, rates,
and other informa?:&fhe user can then book a preferred contractor and communicate any specific
instructions a quiests through an in-app messaging tool. Once the service has been completed,
the COMPANY NAME REDACTED application will handle all payments through the application in a

secure p Wportal. Users can then leave a rating and review based on the service received.

ve the opportunity to schedule their favorite "COMPANY NAME REDACTED" for recurring
) such as bi-weekly lawn mowing or monthly home cleaning. The application will allow users
"COMPANY NAME REDACTED" in advance for recurring time slots, as long as the "COMPANY
NAME REDACTED’s" in-app schedule shows them to be available during those times.

Page 2



OV . Steam cledyi

GOLD LEVEL BUSINESS PLAN SAMPLE

The company needs to ensure that its service is not only convenient for users but is also safe. When
each home services contractor registers through the application, the contgfctor will have to submit a
background check. Once a contractor has passed the background check, r profile will include a
green check mark to show that they have been verified by COMPANY NAM DACTED. This will help
to put users’ minds at ease and help to reduce the overall risk ass with using the application.

Since COMPANY NAME REDACTED is operating as a platform f ecting users to hgyhe services
contractors, no set rates will be applied to cleaning or othe ervices. Instead, %ntractor
will be able to set their rate. The contractors can also d r%?which factors willQe u to charge
for services. For example, one contractor may charge t% our, while anoth Mtor may
charge by the size of the space to be cleaned. To h in se the efficiency oking services,
COMPANY NAME REDACTED will encourage users details to their prqfile ch will be saved

for future bookings. These details could includ proximate square foo of their home, as

well as any special cleaning or service requestz%sed on this informati&s the filters set by th

t 0

user, COMPANY NAME REDACTED will be aN&o( ecommend three % p available "COM
P

NAME REDACTED" for the user. These ree available "CQM NAME REDACTED,
most likely be a good match for the user{desired service.

will

e same size, and t homes
j heme. The servicenprovigers will provide th

COMPANY NAME REDACTED un%@s that not all homes
|
a

cannot fall under a general py

users will determine, base tions and revie eMast "COMPANY NAM ACTED" for
the job. As an example of icing can vary grea The following chart diSglays the different
types of cleaning servj s will be able to thrdough COMPANY NA ACTED as well as
the estimated pric Si r

o these servicesn C)
N S S n\/v

N X
ential Cleaning: \ Estimated Senficg.Costs (to be set by each contractor):

A, Ca

Vo
7oy N/ Regular/Basic cleantag”_J By home size; \'j
Q‘O Spring/Deep cleaNjng 1 bed $80- @
0

| * Tidying up 2bed$
. Clearance 3 bed \
. Spot ¢ ing
. Movg-i -out cleaning (= er:
. Po ation cleaning NI ci®aner: $20-$30 per hour
. igdow cleaning eaners: $30-$50 per hour
. @ﬁace cleaning, including: or more cleaners: Varies according to the contractor.

- arpet cleaning V
V Hardwood More specialized cleaning services vary.
< :> Tife/Specfar‘tyA

. Clutteregleant

. La drNce, including:
o wash
o @Sh
o Owicfeaning
<~ Dishes
g Organization

. Pool cleaning
. Drain, dryer vents
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\Aﬁnal touches such as pald ooring @
and lighting) \
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Z

P

Commercial Cleaning: Estimated Service Costs (to t by”each contractor):
. Office/Building, including: By the hour (per cleaner):
o Janitorial $20-%45 not including restroo
o Deep cleaning $45-365 including restroo

Vacuuming ; V
Mopping By office size: a
r

o Carpet cleaning Starting at $0.1484gua ot Q
o Restroom sanitation

. Real Estate, including: v v
o Open house/New property V %

Foreclosed homes Q
Rental property |

. High-rise window cleanin v«J

. Steam cleaning V %

. Pressure cleaning/ (]

. Spot cleaning ;

. Healthcare/M ning

(will be added late, me HIPAA

rules) %

. Edugatio ity Cleaning

(health ¢ ] oducts to sanitize

Ieaming% for students and staff %

. In rial cleaning (custom)j & %

A\ @) o
L © Construction cleaning
\ cleaning. Prepares proPerty Jor

open to authogifedpa rity) \%

Q \4 D
2.1 Compan nerShip @

0

a ansactions associated oking and receiving home services. The company will manage
@parate revenue s rz@%1 m within the application. First, the company will receive 4.0
per®ent of every tran jon that is completed through the application. Second, the company will

er advertising or prodQoon opportunities for contractors to highlight their profiles at the top of an

applicable search rw age. Additional advertising opportunities may also be opened up to other
third parties t ffeMhome-related goods and services.

In addition to -demand home services booking platform, COMPANY NAME REDACTED plans to
dycational games within the application. By introducing an array of home-themed
NY NAME REDACTED can keep users interested in the application and encourage

feature f
games
fre@ ts to the app. Monthly gift certificates will be given to top-scoring households. This will

OMPANY MAME REDACTED Wte as a free download application, but users will pay for any in-
0

he PANY NAME REDACTED to remain top of mind for users and increase the opportunity for
Cco Y NAME REDACTED to be used regularly.

The company will also offer a rewards system for users. This program will allow users to accumulate
points as they book services through the application. Accumulated points can be redeemed for
coupons on popular home-related items such as dishwasher detergent, and laundry detergent, or
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higher-priced items such as kitchen appliances and other home tech gadgets. This is just another
way that the company plans to encourage and incentivize users to regulagf use COMPANY NAME
REDACTED for all their home service needs.

The company is registered as COMPANY NAME REDACTED, LLCin t tegpof Texas. The sole owner
and LLC Membership Holder pre-investment round will be OWNER E REDACTED.

2.2 Startup Summary @

The following table and chart show the start-up cost OMPANY NAME R TRD LLC and
the pre-launch expenses for the COMPANY NAME RE ED Application

Table: Startup ‘ @ @
Startup Qx N 6 Q
Requirements % : . @
Startup Expenses 6 VE E
App Development Pre-Launc $60,000

Pre-Launch Brand Identity a eting $240,000 ?

Pre-Launch Graphic Desj $30,000

Pre-Launch Travel % $45,000
Pre-Launch Entert i% %% SZS,%

Offering Commigsio NASD Broker-Dealgfs S@
$4 0

Total Startup, S
Startu \
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Chart: Startup

Startup

$2,000,000

$1,800,000 -

$1,600,000

$1400000

$1,200,000 é

$1,000000 v
sso0,000

$600,000 T
$400,000 %
$200,000

$0

Expelinses E ss;ts Invest: E . E
3.0 Industry Outlook %\ %% v

COMPANY N ACTED will functi @e smartphone app @o ers industry, which is an
industry th ues to thrive in nt and has a soligeprogiession rate for the future. This
industry incl both companies Wadividuals that devel bile applications for smartphones

inclu 'Wle and Android dewyc e smartphone’s pularity and high adoption rate
stingl evelopers to quicliy 1 duce worldwide yse its full capabilities and superior
fuRc ity by offering evégythipg from gaming, e inpment, productivity, lifestyle, and social
. However, as smar reach the hands of every American, saturation within the
@a et means that indu evenue growth wi\ ightly in the coming years. i

The increase of%yne users both in %ed States and around the world has helped this
n u

industry to ex significant growt g the five years before 2018. Applications are created
for everythjmg,f productivity tool@ s and social channels, though most include very
i r

rvices. Another gro rend includes traditional desktop-optimized sites
developin lications to cater o audi€nces who only access their information via smartphones. As

vghue grew at an annualized rate of 13.5 percent, reaching $2.4
bijen in¥018 with $114.1
.Q@ high levels of co

in profit. Profit, however, is expected to decrease moving forward
O\th both the iTunes

this number increa%

0 are used by copeymens daily. According to Nielsen, the average user in the United States has no
more than 3 on his or her phone, with only five being categorized as "heavily used." Although
coNghues to grow, in-app revenue is expected to slow as saturation in the smartphone

ess, this industry’s revenue will outpace the overall economy as smartphone adoption and
ternet connectivity continue to rise. Over the five years to 2023, revenue is expected to
grow at an annualized rate of 6.2 percent to reach a total of $3.3 billion in 2023.

As shown in the figure, key external drivers of the industry include the number of mobile internet
connections, the percentage of services conducted online, external competition, and corporate profit.
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The number of mobile internet connections translates to the total number of consumers who own a
broadband internet-capable device, such as a smartphone. This means thaf today, as the number of
mobile internet connections rises, so does the number of smartphones. I , the number of
mobile internet connections increased, representing a growth opportufyjty the industry. The
percentage of services conducted online displays the trend for bot Mals and businesses to buy
and sell goods and services online rather than in a physical retai ervice location. In addition,
external competition refers to the difficulty that incoming appli face regarding the amount of
competition in the app stores. It can be difficult to break thgQu e seemingly endl| ream of
apps available for download and use. V

This industry is highly fragmented and will continue o &n so throughout Q}rﬁ years.

Large companies in this space do not generate m n 1.0 percent of rexe his high
fragmentation is due to the number of nonem %o join the indus @easing rates.
However, the low barriers to entry translate top%hbarriers to success.% only developme%

knowledge, a computer, and internet accesﬁe4 eeded to enter thefi try, achieving hig
success requires an understanding of t , access to a highly d workforce, a u

friendly interface, and an appropriate pridnhg structure.

3.1 Market Analysis % ?\ ?\
o)

The target audience for C AME REDACTED I both users of CQM NAME
REDACTED's home service he contractors who vide home service PANY NAME
REDACTED will initiall\ s marketing and @routh efforts in The Uni ates to build a strong

user base and reve m before branc utgto other areas inclu nada and Europe.
Test markets for sarvices for COMPANY REDACTED may testied in a smaller Houston
area market bgfor nationwide laungfl.

COMPANY !@REDACTED’S targ %t for its homeowngér intertace will include homeowners,
small Qffices afid startups, realtges, brokers, working with children under the age of 12,
shor; %&ntal owners, an @overs from the st t%a ifornia. Data on these target groups
re opportunities ayaila r COMPANY NA TED in the Phoenix metropolitan area’s
t growing econom s

%Qcording to data from the:.s. Census and N Community Survey dataset, the greater

V hoenix area ha ation of 4.6 milli € in 2016. The area’s population has a median age
of about 36.5 dian household igco $58,075, slightly higher than the national average.
Q Approximately 0 adults betwe es of 25 and 44 live in the Phoenix metro area; this is
statistical %
ted by healthcare and social assistance, retail, educational
sepicesNfccommodation a ervices, and manufacturing industries. These top industries
up 48.3 percent ofﬁw omy in 2016.

ost likely age grou ve young children under the age of 12. ii
ween 2015 and Z%e population of this urban center experienced a 1.9 percent increase and
the median houselw me experienced a 4.6 percent increase, indicating an economy of growth.
The median propert ue in the greater Phoenix area is $231,000, about $26,000 higher than the
national averoughly 61.0 percent of households own their own home rather than rent.

Ottsdale area remains an incredibly popular destination for visitors and tourists, and
y of short-term vacation rentals has grown substantially. In 2016, hosts for the popular
vaghti tal company Airbnb earned $50.9 million in supplemental income from over 325,000
visRors/ Year over year, the number of guests increased by 152.0 percent, indicating a thriving
short-term rental economy. iii

Though new movers are arriving in Arizona from all over the country, U.S. Census data estimates
that in 2017 alone, nearly 60,000 people moved from the state of California to Arizona. The lower
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cost of living remains one of the most attractive features for relocation to Arizona and its metro

areas.iv %
Finally, according to the Arizona Department of Real Estate, 73,500 esfdte agents and brokers
are licensed within the state of Arizona, and the average number n¥breclosure homes that
were sold in 2018 in the Phoenix metropolitan area averaged @ 850 per month. v, vi

Several applications and companies exist that offer sim%.rI EDACTED.
e

While other applications and online booking sites are th jary competition PANY NAME
REDACTED will also be competing with more traditiorgl cleaning services suc aid Complete,
irect competition, of other home @

Tidy Casa, and Maids of Honor. For this plan, the

services booking applications and sites, will be explored. ?\

HomeAdyvisor QV % QV
homeadvisor.com % i . @
HomeAdyvisor was launched

with pre-screened service
company Angie’s List to fo

HomeAdvisor and \

viteMagic in October 9999 &s a resource to cofin omeowners
nals. In 2017, H or merged with popu ome services
I Homeservices InCcNii

st utilize proprie %ching software to co?& consumers looking for

home services. 1 ion, these solution rJnore than 1,200 howe-rdlated articles for DIY or

home repair e@@m. HomeAdvisor coey# n&arly all metropoli r of the U.S. and parts of

Canada an e ore than 500 hom ces, from contractor€xperienced in cleaning to

remodelingeAdvisor is a free for consumers, a erates a revenue stream from

service, profesSionals paying advgsti fees. In addition, cgyprofessionals pay a fee for each

lead %ﬁeive. HomeAdvis ns all contractors a me service businesses before allowing
d for jobs. The profesgi Is undergo a cogbrghesfSive search that includes identity

th
Q‘ﬁ ion, criminal histgsy,Nicghsing, and more. v
%‘.kl %

N\
Q\/ o \;((}’ \)%

\V
>

O

Takl origigfal nched in Nashville @6 and is now available in over 75 metro areas across the
United StNEsThe company wa%-fou ded in 2015 by Willis Johnson, Greg McCollum, and Steve

Cohan©Nyiii %
kl platform conneq%s mers who need chores completed with background-checked, self-
a

empPfoyed providers w, arn money using their skills on their schedule. Takl offers a wide

ge of over 400 ser cluding not only home services and cleaning, but delivery/pick-up, pet
care, moving, and fnk yf€moval, and even a "build your own job" category. More than 40,000
providers serv etr@folitan areas across the United States. Customers can book services seven
days a week @ptions for on-demand, same-day, or for a future date, all available through a web
portal or fgee le app. Takl requires customers to take photos of the chore they want completed
al ors understand the extent of the job. Home services contractors are also required to
photos, once they have completed their work, to help assist support in the event of a
Xl payment for services is handled through the Takl platform. viii

Facebook Marketplace

facebook.com
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U.S. Facebook users browsing the Facebook Marketplace will be able to search thousands of home
service professionals through a new feature that helps users locate top-r. and vetted
professionals like house cleaners, plumbers, contractors, and others, as receive quotes. The
services experience will show up on Facebook’s Marketplace but is po% with data from

Facebook partners Handy, HomeAdvisor, and Porch. ix Q
For home services professionals to list services on Facebook ace, they must sigh up with
one of the partners and the listing must comply with Facebgak’ mmunity Standar

Facebook Marketplace, but contractors must still pay a Advisor, or

arged by HandQ
Porch.ix
Amazon Home Services ?? @
amazon.com V %?\ V
ich

Amazon launched Amazon Home S March 2015 as a d simple way to b
schedule professional services suc i
repair, and plumbing directly o

Commerce Policy. Facebook currently does not charge adgit fees for posting sgrvicewfto
% ch &

rniture assembly, leaning, TV moun one
n.com. Amazon Homa&¢Services offers easef §fe Tor existing
egistered with Amga2qn ig"the one charged f(% vice. A

Amazon customers; the credif c

predefined, pre-packaged ce with an upfront pr' an¥be added to a cusgpmeme®Amazon cart

with the ability to sche pointment time _fram&, Many products avag on Amazon also
u

have the option to inc an installation or ass service as part of ase. Customers

simply choose the include the servje® wi he product purchas% no special sign-up or

subscription is%e % V

During the process, customer % three preferre datQand time frames for service. An

Amazon-vet pro" will confirm t intment arrival tir%:er email or by phone. All of the
usipgss background-checked, insured,

servicgpros have been handpic% are required to b

, if applicable. Add] ly, any pros trave)j customer’s home must pass a
ackground check.qVh ost services avai ough Amazon Home Services take place
e¥ustomer’s home rvices can be ful

fi specified store location, or even virtually,
te tech support opt re available for w ervice can take place, and customers have
opportunity to choose teir preferred Ioc% ore adding the service to the shopping cart.x

N/ raigstit A((’ Q)\)

craigs/ist@

In 1995, cpaigslist.org was cr, WCraig Newmark as a free, no-frills, uncensored bulletin board
edpwith which people could communicate, exchange goods and

uring the new era of online connection. Craigslist allows users to

ted under a geogradig#tl heading, such as "New York City" or "Chicago." According to Craigslist's

t proved the ease and
S s, and create co unit
v ads for goods an%\; s on localized Craigslist pages, meaning that each set of ads must be
S

help pages, the sitw rages only local transactions, in which goods and services are paid for in
cash and exch ed MCe-to-face, making geographical proximity a must to pick up items and pay
for them. xi Q

Curren iGslist for the Houston metro area alone has 1,972 postings advertising home services.

Everyt om swimming pool repair, home cleaning, and window and drywall repair are included
in fhe e services board. Though previously free, as of March 2018, posters must now pay a
sm to advertise a service on Craigslist. Users can create a Craigslist account, or simply use

their email address to post to the site. No sort of vetting or background check occurs with any
postings to Craigslist. Additionally, companies, independent contractors, and small businesses can all
advertise services within a Craigslist bulletin board.xi
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Handy

handy.com @

Handy, formerly known as Handybook, was founded in 2012 as a Molution for finding top-
rated, effective professionals for common household services. W tending Harvard Business
School, Oisin Hanrahan and classmate Umang Dua developed to build the easi

convenient way for busy people everywhere to book house rvices. Handy offers a 60-
second booking process, including secure in-app paym ayd the Handy "Happin®gs Gi¥rantee": if
unsatisfied with the quality of the service on the Hand m, the company s another pro

at no extra charge for the next booking. xii §
Handy cleaners do not set their rates; most ar icNone of four hourly V{t etween $15 and $2@
ew¥in

based on how highly rated they are and how magy jobs they have w he past 28 days.%
Porch

average cleaner makes around $17 an hQeg\iii

porch.com %% V; %Q

Porch was launched in Se 2013 in Seattle, @ngton. Porch offers eowners two
h

experiences: Porch Se ere Porch man t Xperience on beh e homeowner from
start to finish by pr Sx pfront pricing an :%d professional, or ch Professional
Network, which car%; ct the homeowner% veral local professiondfs who can complete the
project. With the RQr ro Network, ho WRefs get their estim ng'manage the messaging
and schedulié eniselves. xiv

All Porch Ser pros are vetted ckground checked i for the service, licensed, and

insur. Wre required. xiv %
3.3@%% Edge 0
%mp

Q> ¥

etitor Strenth?
The competitorgNigled benefit from estallis ustomer bases and well-known brand names. In
addition, some §orNgetitors, namely F Marketplace and Amazon Home Services, benefit from
a vast cugibm ase that already h unts through each of their primary services. For these
compani added convenience of existing account and/or payment information could be seen

asa t*@ ing advantage fo;Wustomers.

stablished contractor pools with home service independent

f the competition also
co ctors who alrea2§u d understand the application or service. As a dual-interface

lication, COMPAN REDACTED will have to not only homeowners and other target users,
but home services«ont ors who are already potentially doing business through one of these
competitors as weH.V

Com petit@nesses

None competitors listed focus primarily on home cleaning services, instead opting to focus on
all de ome services. Facebook Marketplace and Craigslist do not offer the ability for users to
paWwfor/services in a secure online portal. With these competitors, payment must occur outside of
the site where contractors are found and booked. Finally, many of these companies have
applications that are built to benefit companies or contractors with prior reviews and ratings through
the application. This makes it exceedingly difficult for new contractors to connect with homeowners
and build their businesses.

Page 10



GOLD LEVEL BUSINESS PLAN SAMPLE

Competitive Advantages

While COMPANY NAME REDACTED will be offering additional home servic
will first and foremost promote its ability to connect cleaning professj
other users. This will be a benefit to its target market who may pri

services. In addition, COMPANY NAME REDACTED will help to en
u

the name implies, it
th homeowners and

e searching for cleaning
fairer marketplace for
contractors by allowing newer or less reviewed contractors th

to still be seen wjghin the app’s
search function. This will be an enticing benefit for contract Itimately could ¢ nge them
to switch their business to COMPANY NAME REDACTED %%?reach a wider aud@
4.0 Critical Risks and Solutions

As with virtually any business, COMPANY NAM CTED will face a c ﬁl of risk as it @
N

begins operations. By proactively identifying po tAeir solutions, COM%
i is will set the athl

NAME REDACTED will be well-equipped t ggle any negative eff :
The biggest risk for the application% possibility that tec%iissues may occur t@e full
sUs,

up for the highest probability of overall

functionality for users. This cou e possible server is ugs within the , curity
issues with interference fro party. These ris oty could damage t)% ation or
functionality of the applic could prevent us o utilizing the app’sservie€s and therefore
create revenue loss. O ME REDACTED apd th§,company plans to mgiRiMsize these risks by
employing a full-time anager and working %ther third-party pa% who are capable of
ca
ill

repairing and proa nstructing the a ioN's security features. ANY NAME
REDACTED’s IT ent group, whick wif initially be outsourcew e in charge of
implementing %y best practices fo ication maintenanc urity protocols. In addition,
constant te routine maintenan e application and it8ecurity software will help
protect aga@vterference or malx .
or risk involved i %p is the possibilit t% new competitor will enter the market
a the application’segtr e and offerings. offfipany has actively worked to protect
this threat by apptfin r a patent with the\gj a patent attorney. While the patent is
ntly pending, once%ved, the patent wj t COMPANY NAME REDACTED's unique
% ne does infringe upon the application with an

u

%ﬁvice and give the compay a legal benefitj
V mitative alterna'@

Q 4.1 Marketing S@ 0
OV The mar%strategy employ

by CQPANY NAME REDACTED will involve a heavy social media
and inw presence, as wel ical distribution of advertisements and marketing tools in

stye edlnited States. The company is currently partnered with a creative
5 cial media marketing campaign. A creative campaign highlighting

) egic¥Ocations through
that is driving a stro
CONPANY NAME RED rough superhero imagery is creating a memorable campaign that
trays home servic risers available through COMPANY NAME REDACTED’s app as the
Osuperheroes fory hoMe. This campaign includes multimedia graphics and videos and is focused

on the targetei'ho jXK area. COMPANY NAME REDACTED also plans to partner with influencers,

namely mothghoQd, real estate, and luxury lifestyle influencers, who can promote the app and its
benefits tothg afidience, who are also the key targets for COMPANY NAME REDACTED's services.

In addi @ he company is seeking to partner with an outdoor media company to secure billboard
spafe'g ghly trafficked freeways throughout the United States. After the launch of the application,
oth§r pJacements may include advertisements on or near public transportation and public
transportation hubs.

Finally, the company is planning an extensive launch party event to spread awareness of the app
soon after launch. This event will take place at a 5 star hotel in Houston. The event will be fully
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catered with bar service and offer fun activities for attendees including photography, prizes, and

raffles. Demonstrations of the application, and reviews by attendees who jé€st the application, will be
featured during the event so attendees can learn about the service and hayf tg use it themselves.

Guests at the launch event will include exclusive speakers who ar [-Rfown business and political

leaders within and outside of Houston. The prominent speakers, aunch gala, will entice many
influential Houston area bloggers to attend this exciting event come more enga@ith

touting COMPANY NAME REDACTED's application and servir?~
4.2 Sales Forecast % QV

The below Sales Table shows only service fee-rel%venue. Service fe d revenue will
cover all home and corporate services. The fe regardless of am ) e remaining amou
minus card transaction fees, will be passed% he service provide% ly. V

S
Jo)
%
W
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Table: Sales Forecast

GOLD LEVEL BUSINESS PLAN SAMPLE

Sales Forecast

V4

Unit Sales

Average Home Cleaning
Ticket

Average Corporate
Cleaning Ticket
Average Other Home
Service Ticket

Total Unit Sales

Unit Prices

Average Home Cleaning
Ticket

Average Corporate
Cleaning Ticket
Average Other Home
Service Ticket

Sales

Average Home Clean
Ticket

Average Corpor

Cleaning Tic
Average Otr@n
Service Tick

Total

Di 1t Costs

’h&ge Home Cleaning
icket
erage Corporate

Cleaning T1cket
Average Other
Service Tic

Direct Cos les
Averag o, eCleamng

e Corporate
ing Ticket

Year 1 Year 2 Yea V' Year 4 Year 5
494,756 865,823 1,@ 1,948,103 @2,922,154
166,238 290,917 W,375 654,5N 981,844
352,266 616,4 % 924,699 1, 69 1,118,886

1,013,261 1,7 % 2,659,810 419,835 5, 022

Year 1 ar 2 Year ?\ Year 4 w
$110.00 Q 10.00 $110.00 10.00
$750% $750.00 $750.00 &750 00

@@o $80.00 \§~ SB% $80.00

4,423,191 $9 @ $142,860,875 1,313 $321,436,969

$124,678,582 @ ,519 $327,281§ 0,921,917 $736,382,875
$28,181,3 9,317,306 $734%5,9 $81,373,555 $89,510,910

$207,2 $362 745,408 112 $786,586,784  $1,147,330,755
ar 1 Year. Year 3 Year 4 Year 5

05.60 $1 $105.60 $105.60 $105.60
$720.00 $720.00 $720.00 $720.00

$76.80 0 76.80 $76.80 $76.80 $76.80

% $91,430,960 $137,146,440 $205,719,660 $308,579,491
1 439

$209,460,018 $314,190,027  $471,285,040 $706,927,560

\érage Other Home @27,054,065 $47,344,614 $71,016,920 $78,118,612 $85,930,474

Service Ticket

$198,991,767  $348,235,592  $522,353,387 $755,123,313  $1,101,437,524

Subtotal Direct t&
Sales

C9
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Chart: Sales Monthly

Sales Monthly @
$40,000,000 H QV
$36,000,000 i &

$32,000,000 - i
$28,000,000 i V
s . vergge Home Cleaning Ticket Q
24,000,000 -

$20,000,000 R Average Corporate CIeaning@
$16,000,000 - TITI g g Average Other Home Se%et
$12,000,000 -+ i % Q
$5.000,000 T . E §
$4,000’000 ""ﬂ | v v

%0 : s : : :

Month 2 h Month 10
Month 4 E onth 8 Month 12

Chart: Sale@
Sales by Year

| &

)\ &

$800,000,000 Q' N
\ Vv

$600,00(®

|:| Average Home Cleaning Ticket

. Average Corporate Cleaning Ticket

|:| Average Other Home Service Ticket

r 1 ’ ’
Year 2 Year 4

5.0 Managmmary

CO@Y NAME REDACTED is owned and operated by Rei W. OWNER NAME REDACTED. OWNER
NA EDACTED has a unique background, having personally worked in both the financial and
realtor sides of the real estate market, the services featured in the COMPANY NAME REDACTED
application, are services that she knows are in demand. OWNER NAME REDACTED uniquely
understands the industry and its shortcomings as well as its opportunities.
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Currently, OWNER NAME REDACTED manages all day-to-day operations for the application including

networking, launch planning, marketing, sponsorships, content developm
OWNER NAME REDACTED has built and now manages a network of indus
independent contractors. IT development, creative branding, and ma

development, are all carried out by a team of independent contrac?

reasons. First and foremost, working with independent contracto
money as payroll taxes, benefits, and other payroll fees are a
i

remote contractors, the company does not need a phyS|caI
first fiscal year and can avoid paying the extensive costs of
REDACTED hopes to maintain this model of employme
needs of the business will grow to the point where hjring

office spaces will help drive company growth and gev

5.1 Personnel Plan

ue.

v

t, and scheduling.
eyperts who work as
as well as content

is beneficial for several
n help the company save

n addition, with team of
fi ace until halfway h the
p until necessary. O NAME
ong as possible, Ily, the

-time employees ecuring larger

N4

As the Personnel Plan shows, the co pects to mak ad nvestments inp nel
over the next three years, always keepg |n mind that ad I staff will result inghi
office leases and overhead. é ?“
Table: Personnel @ QV 6E
Personnel Plan ‘\% a\ %
Ye ~ Year 2 ear?% Year 4 Year 5
President, Ms. Rei n S, $75,000 $126,000 $132,300
Secretary / $72,000 $75,600 $79,380
Director of N00 $96,000 6, OOO $100,800 $105,840
Vice Presiden es \ ,498 $85, OO $85,000 $89,250 $93,713
Finan anager 40,002 $80 $8O 000 $84,000 $88,200
Indgfe Sales Reps (each) $20,000 $40,000 $42,000 $44,100
Cukt ervice Reps (eacho $20,000 $40,000 $42,000 $44,100
'% of Brand Marketing $40,000 $80,000 $84,000 $88,200
ireCtor of IT $42,500 5, OOO $85,000 $89,250 $93,713
tal People \ 11 1 11
Total Payroll ¢ y $653,000 $698,000 $732,900 $769,545

\/
S
X

ei

22
\%
N

ng an initial investment of $2,000,000

owth will be based o
company wHIQ siual profits into growth, with the majority of profits set aside as cash
alance.

QOOur financial pIan b

6.1 Startup W

Cco
th

Table: Startup Funding

d on conservative estimates and assumptions. We will need to plan on

initial investr@to ake the financials work.

AME REDACTED, LLC. seeks to raise $2,000,000 in exchange for a 20% equity stake in
any, with a five-year exit strategy in place.
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Startup Funding

Startup Expenses to Fund
Startup Assets to Fund
Total Funding Required

Assets

Non-cash Assets from Startup
Cash Requirements from Startup
Additional Cash Raised

Cash Balance on Starting Date
Total Assets

Liabilities and Capital
Liabilities

Current Borrowing
Long-term Liabilities

Other Current Liabilities (interest-

Total Liabilities

Capital

Owner
Investor

To p

A N

@ V s
Planned Investment %\s
Additional Iny, N@ Requirement
Total Plann% ment

Loss artup (Startup Expenses

$460,000
$1,540,000
$2,000,0

%00
?‘ $0
% ,540,000
1,540,000 §

@% Capital and Liabiliti@

Total Funding

$1,540,000
r~ ,\_
$2,000,000

V: 6.2 Key Fina@n icators
O The fo

) @ses.
RN
O \/Q\’
O
@)

Q)\S’

ing chart shows ch@(key financial indicators: sales, gross margin, and operating

N

Page 16



GOLD LEVEL BUSINESS PLAN SAMPLE

Chart: Benchmarks

Benchmarks

@ _____

40 ‘4 ............................

Sales

0SS Mérgin%

6.3 Break-even Analys%\ %%
The foIIowin% akjJeven analysis sho e gevenue necessary Qjayeven in the first year of

operation. illbrates revenue a ses. As shown belgw, Company is expected to incur
average mon fixed costs of $1 6. To cover fixed co variable expenses, the Company

must Wrage, achieve ZO,A%Xked jobs a month.%
Table: %( 0 @

& -even Analysis
& M
reak-even Analysi
~
20,488

Monthly Units B en

Monthly Re, reak-even @ $4,191,147
Assumgtion V
AverageRer-Unit Revenue *Q/ $204.57

e Per-Unit Variable Co $196.39
\E/ ed Monthly Fixed £ost,\ $167,646

QO
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alysis

Break-even

Chart:

Break-even Analysis

o o o
o o o @
s) [s] o

z z Z — ~
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6.4 Projected Profit and Loss

COMPANY NAME REDACTED LLC. intends to deploy its funding to maximi%wth and profitability.
In the Profit and Loss table below, gross margin equals sales minus w ts. The "bottom line" or
profit (as measured before and after interest, taxes, depreciation, aMfortization) equals gross
margin minus operating expenses.

The detailed monthly pro-forma income statement for t irs% year is included in%ppendix.
The annual estimates are included here.

S

QVvé

Table: Profit and Loss

Pro Forma Profit and Loss

Yéa M Year 2 Year 4
Sales $207 , $362,745,408 S5 112 $786,586,784 , R
Direct Cost of Sales $1 67 $348,235,592 4552A353,387 $755,123 1,101,437,524
Other Costs of Sales $0 V $0 $0
Total Cost of Sales 1,767 $348,235,5 $522,353,387 $755, ,3 $1,101,437,524
Gross Margin \s $8,291,324 86 $21,764,724 3,471 $45,893,230
Gross Margin % 0% 4.00% .00% 4.00% 4.00% 4.00%
Expenses @ 2
Payroll S3 m) $653,000 %,OOO $732,900 $769,545
Mark /Promotion $1 $2,000,000 ,000 $2,205,000 $2,315,250
jat S0 S S0 S0 S0
17,500 $30, $31,500 $33,075 $34,729
ies/Phone/Internet $5,600 6 $10,080 $10,584 $11,113
nsurance $2,100 $3,780 $3,969 $4,167
yroll Taxes $59,550 0 $104,700 $109,935 $115,432
Other Q $30,000Q $30,000 $31,500 $33,075 $34,729
Total Opera Qp ses $2,011 ,% ,824,150 $2,979,560 $3,128,538 $3,284,965
Profit Bef@erest and $6,279,573 $11,685,666 $18,785,164 $28,334,933 $42,608,265
TaxesV
EBJRDA @,573 $11,685,666 $18,785,164 $28,334,933 $42,608,265
ﬂ@ pst Expense Q S0 S0 S0 SO S0
&s Incurred @ 1,883,872 $3,505,700 $5,635,549 $8,500,480 $12,782,480
< ,Net Profit N $4,395,701 $8,179,966 $13,149,615 $19,834,453 $29,825,786
N 2.12% 2.26% 2.42% 2.52% 2.60%

Net Profit/Salesz
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Chart: Profit Monthly

Profit Monthly
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Chart: Gross Margin Monthly

Gross Margin Monthly @
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Q $20,000,000 - e R
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$5.00N”
O
Year 1

N

0 Projected Cash F|ON

The foIIowing@tions of COMPANY NAME REDACTED projected cash flow show that the Company
expects to Maiptain sufficient cash balances over the five years of this plan. The "pro forma cash
flow" t| ers from the "pro forma profit and loss" (P&L) table. Pro forma cash flow is intended
to et the actual flow of cash in and out of the Company.

Year 3 Year 4 Year 5

In cOMparison, the revenue and expense projections on the P&L table include "non-cash" items and
exclude funding and investment illustrations. The cash flow projection shows that provisions for
ongoing expenses are adequate to meet the needs of the company as the business generates
sufficient cash flow to support operations.
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Table: Cash Flow

> SN s

Pro Forma Cash Flow \ »

Year 1 Year 2 Ye v Year 4 Year 5
Cash Received §
Cash from Operations @
Cash Sales $207,283,090 $362,745,408 54%118,112  $786,586 w 147,330,755
Subtotal Cash from $207,283,090 $362,745,408 118,112 $786,5 1,147,330,755

Operations Q
Additional Cash s @
Received ?“ ?‘

Sales Tax, VAT, HST/GST 0 N/ % 50

Received Q

New Current Borrowing 0 S0 0 S0 S0
New Other Liabilities % 50 0 50 50

(interest-free)

New Long-term %$0 S0 E S0 i S0

Liabilities \/ %

Sales of Other Current E S0 S0 ? 0 S0
S0

Assets

Sales of Long-term \ %O S0 S0 S0
Assets % %
New Investmen S0 V S0 S0

SO
Received
Subtotal Ca@eived $207,283® 62,745,408 $54%8,1 $786,586,784 $1,147,330,755

Expe re Year 2 ear 3 Year 4 Year 5

tions
sh Spending 2,887,389 $354 A $530,968,497 $766,752,331 $1,117,504,969
btotal Spent on $202,887,389 S$3 M41  $530,968,497 $766,752,331 $1,117,504,969
V Operations 0
Additional e
Sales Ta , /GST S0 S0 S0 S0
Paid Out
Princirwcayment of VO S0 S0 S0 S0
Cyrrent BSrrowing
iabilities A 50 50 50 50 50
PrirMpal Repayment
g-term Liabilities S0 S0 S0 S0 S0
O Principal Repaymenw

Purchase Other Giyre S0 S0 S0 S0 S0
Assets
Purchase L@ng-t S0 S0 S0 S0 S0
Assets
Dividen S0 S0 S0 S0 S0
Su@ Spent $202,887,389 $354,565,441 $530,968,497 $766,752,331 $1,117,504,969
Net Cash Flow $4,395,701 $8,179,966 $13,149,615 $19,834,453 $29,825,786
Cash Balance $5,935,701 $14,115,667  $27,265,283  $47,099,736 $76,925,522
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6.6 Projected Balance Sheet

The projected Balance Sheet for the first five years is detailed in the follo%able.
The balance sheet shows healthy growth of net worth and a s @fi ncial position. The
monthly estimates are included in the appendix.

Table: Balance Sheet ?\ &

Pro Forma Balance Sheet »

Year 1 r Year 3 SY'ear 4 Ye
Assets ?N ?\ V
Current Assets V % Q
Cash $5,935,70 $14,115,667 $27,2608,283 $47,099,736 5,522

Other Current Assets SO SO S0 S0

0
Total Current Assets $%% $14,115,667 , 283 $47,099,7 76,925,522
Long-term Assets V %
Long-term Assets S0 % 0 S0
S0
S0

S0
Accumulated Depreciati S0 S0
$0 $0

Total Long-term Ass

$0
e \ 50 50

Total Assets % $5,935,701 @ 667 $27,265,z</ 47,099,736 $76,925,522
3

Liabilities and it Yea Year 2 Year 4 Year 5
Current Liabi 6
Current\Borrowing S0 S0 S0 S0
Ot t Liabilities SO SO S0 S0
% allurrent Liabilities SO SO S0 S0
ong-term Liabilities @ SO é} SO S0 S0
tal Liabilities V S0 \ S0 S0 S0 S0
V Paid-in Capital @ $2,000,00 ;000,000 $2,000,000 $2,000,000 $2,000,000
Q Retained Earg% ($460§% 3,935,701 $12,115,667  $25,265,283 $45,099,736

Earnings 54,3958 $8,179,966  $13,149,615  $19,834,453  $29,825,786
\/ Total Cap $5,935,70¢  $14,115,667  $27,265,283  $47,099,736 576,925,522
Totausw s and Capital M35/701 514,115,667  $27,265,283  $47,099,736  $76,925,522
4
) @rth \ 96/035,701  $14,115,667 _ $27,265,283 _ $47,099,736 576,925,522

Business Ratios &

Business rati the years of this plan are shown below. Industry profile ratios are based on the
Standard I% al Classification (SIC) code.
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Ratio Analysis

Sales Growth

Percent of Total Assets
Other Current Assets
Total Current Assets
Long-term Assets
Total Assets

Current Liabilities
Long-term Liabilities
Total Liabilities

Net Worth

Percent of Sales

Sales

Gross Margin

Selling, General &
Administrative Expenses

Year 1

0.00%
100.00%
0.00%
100.00%

0.00%
0.00%
0.00%
100.00%

100.00%
4.00

&Sﬁé

Year 2 Year 3 Yeg/4 Year 5 Industry
Profile
75.00% 50.00% 4.56 45.86% -3.61%
0.00% 0.00: 2O.OO% 0.00% 66.50%
100.00% 100,Q0% 100.00% 10 74.73%
0.00% 0. 0.00% 0. 25.27%
100.00% % : 100.00% Q\W% 100.00%
0.00% .00% 0.00% 0.00% 10.88%
0.00% 0.00% 0.0 0.00% 48.00%
0. 0.00% 0.00% 58.
1% 100.00% % % 100.00% W
QO0.00%

1.74% 1.

100.00 100.00%
4.00% 4.% 4.00%

100. ;)0.00%
0 82.50%
28.71%
%20%

Advertising Expenses . 0.55% % 0.28% 1.65%
Profit Before Interest and 3% 3.22% 3.45% 3.60% 3.71% 10.67%
Taxes
Main Ratios % %
Current 0.00 0.00 0 0.00 1.38
Quick 0.00 .00 0.00 Q 0.00 0.00 1.28
Total Debt t ssets 0.00% .00% 0.0 0.00% 0.00% 58.98%
Pre-tax Retur et 105.7 82.79% 68. 60.16% 55.39% 17.56%
Worth
Pre@M on Assets 1 % 82.79% 2909 60.16% 55.39% 7.20%
Qi al Ratios r1 Year 2 %ar 3 Year 4 Year 5
et*Profit Margin 2.12% 2.26% 2.42% 2.52% 2.60% n.a
urn on Equity 74.06% 5% 48.23% 42.11% 38.77% n.a
\/ Activity Ratios \/
Accounts Payabl 5.53 A7 12.17 12.17 12.17 n.a
Turnover
V Total Asse@ver 34.92 25.70 19.96 16.70 14.91 n.a
O Debt Ra V
) DEHTNO Net Worth 0400 0.00 0.00 0.00 0.00 n.a
% Liab. to Liab. .00 0.00 0.00 0.00 0.00 n.a
\djidity Ratios @
Net Working Capital V $5,935,701 $14,115,667 $27,265,283 $47,099,736  $76,925,522 n.a
0 Interest Covera 0.00 0.00 0.00 0.00 0.00 n.a
Additional Rg b
Assets tg/5m 0.03 0.04 0.05 0.06 0.07 n.a
Current® Total 0% 0% 0% 0% 0% n.a
Ass
Aci@ 0.00 0.00 0.00 0.00 0.00 n.a
Sales/Net Worth 34.92 25.70 19.96 16.70 14.91 n.a
Dividend Payout 0.00 0.00 0.00 0.00 0.00 n.a
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6.8 The Investment Offering
COMPANY NAME REDACTED LLC. is offering up to 20% ownership of cofMpany to outside
investors with an investment of $2,000,000. Based on the conser eWfrojections set forth IRR will
be 133.69%. This figure is based on 20% of the earnings-based ation at exit year, (end of fiscal
year 5, 10x multiple).

Table: Investment Offering %?~ &

Investment Offering Round 1 N} d?2

Proposed Year: 2 ?b 3

Valuation, Investment, Shares Y % V
Investment Amount QSZ, 00,000 s S0 S0 s

Equity Share Offering 20.00% 0.00%
Percentage

Valuation % $10,000,000 ?\ S0 W98,260,000
Investor Exit Payout $59,652,000Q V S0 %
Investor Years Until Exit @ 3
Investor IRR % 133,69% 0.00% QOO%
Share Ownership \ Yaas 1 Year 2 ?“ Year 3 Year 5
@%J,OOO 800,0 800,000 800,000
0

Founders' Shares
0

0 0

% 200,000 0
Price pgr share \ $10.00 .00 $0.00 $298.26
Opti Mrs‘ Shares % 0 % 0 0 0
0 200,00 200,000 200,000 200,000
0

Y nyestors’' Shares

% vestors' Shares 0 0
3 Investors' Shares @ % 0 0

Tgtal Shares Outstan% %\ 1,000,000 1,000,000 1,000,000

o
o

V Equity Ownershi age ear 1 Year 2 Year 3 Year 5

Founders' Equit 80.00% 80.00% 80.00% 80.00%

Option Hol ity 0.00% 0.00% 0.00% 0.00%

V Year 1 In@ Equity 20.00% 20.00% 20.00% 20.00%
O Year 2¢|nveswgfs' Equity V 0.00% 0.00% 0.00%
Year 3 ors' Equity 0.00% 0.00%

4 quity \ 100.00% 100.00% 100.00% 100.00%

In rs' Equity 2\ 20.00% 20.00% 20.00% 20.00%

Swders' & Employees@fty‘ 80.00% 80.00% 80.00% 80.00%
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6.9 Valuation

This anticipated increase in the company's valuation will

%of return of 167% on

yield an

int I r
an initial outside investment of $2,000,000, which purchases ZO%meany's ownership.

Table: Investment Analysis

Investment
Analysis \ \N
Start Year 1 Year 3 N Year 4 ear 5
Initial
Investment v ?\
Investment $2,000,000 $ \/ 50 % 50 \/ $0
Dividends S0 Q S0 S0 S0
Ending S0 S0 S0 S0 8,932,000
Valuation %
Combination  ($2,000,000) 0 S0 v S0 $458,932,000
as Income V %
Stream @
Percent %
Equity
Acquired \ ?\
Net Present  $2 %68 %
Value (NPV) 6 \/
Internal 167%
Rate of @
Return Q{)/ %\ %
As @ S %
DisSo 10.00Q
uation 6 10 \i 10 10 10 10
arnings V %
Multiple
Valuation 2 2 2 2
Sales
Multiple @
$2,000,000 \/ S0 50 50 50 50
* 50 50 50 50 50
@ 43,960,000 $81,800,000 $131,500,000 $198,340,000 $298,260,000

A%

Valuation
Calculated

Sales-base\/:

Valuatigrf™N

$414,570,000 $725,490,000

$1,088,240,000 $1,573,170,000 $2,294,660,000

$229,265,000 $403,645,000

Calc Ed )
Avdfra
ValBati

$609,870,000 $885,755,000 $1,296,460,000
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Table: Sales Forecast

Appendix

QY
N

Sales
Forecast

=

Unit Sales

Average
Home
Cleaning
Ticket
Average
Corporate
Cleaning
Ticket
Average
Other Home
Service
Ticket
Total Unit
Sales

Unit Prices

Average
Home
Cleaning
Ticket
Average
Corporate
Cleaning
Ticket
Average
Other Home
Service
Ticket

Sales

Average
Home
Cleaning

Cleaning
Ticket
Average
Other Home
Service
Ticket
Total Sales

Ticket O
Average 4
Corporate

D

Month 1 Month 2

12,500 15,000

4,200 5,040

8,900 10,680

25,600 30,720

Month 1
$110.00

Month 2
$110.00

$750.00 $7,

X
N

$3,150,000 @oo $4,
$71 54,400 $1,
s;@,ooo $6,284,400 $7,

N%

V;;E,OOO $1,650,000 @JG

Month 3 Month 4 Month 5 Month Month 9

37,325 ;m,?* 53,748

12,5 15,049
22,146Q\6)55

18,000 21,600

Mon@ Month 7
25,920 ?o?
9 2 10,451

12,816 15,3%%5,455
36,864 \§37
M% :: Month 4

108

$110.00

6,048 7,258 18,059

31,890

91’?“& 110,075
Q11o.o

$750.00

76,441

Month 7
$110.00

(o)

Month 9
$110.00

o

$750.00 »O

@%m

$3,421,440

$750.00

$80.00 $80.00

$2,376,000  $2,85T%

536,000 ss,mm SYLMO
025,280 S,@b $1,476,403

A%

’@@' $9,049,536  $10,859,443  $13,031,332

y 3

$4,105,728  $4,926,874  $5,912,248

$7,838,208  $9,405,850 $11,287,020 $13,544,423

$1,771,684  $2,126,021  $2,551,225  $3,061,470

$15,637,598 $18,765,118 $22,518,141

2\,
@ 1
%E 45,922 55,106

Month 10 Month 11

77,397

26,005

132,090 158,508

Month 10
$110.00

Month 11
$110.00

$750.00

$750.00

$80.00 $80.00

$7,094,698  $8,513,638
$16,253,308  $19,503,970
$3,673,764

$4,408,516

$27,021,770  $32,426,124

Month 12

92,876

31,206

66,128

190,210

Month 12
$110.00

$750.00

$80.00

$10,216,365

$23,404,764

$5,290,220

$38,911,348

O
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Direct Unit
Costs
Average
Home
Cleaning
Ticket
Average
Corporate
Cleaning
Ticket
Average
Other Home
Service
Ticket

Direct Cost
of Sales
Average
Home
Cleaning
Ticket
Average
Corporate
Cleaning
Ticket
Average
Other Home
Service
Ticket

Month 1 Month 2

96.00% $105.60 $105.60

96.00% $720.00 $720.00

96.00% $76.80 $76.80

$1,320,000  $1,584,000

$3,024,000 $3,628,800

$683,520 $820,224

Subtotal
Direct Cost
of Sales

Month 3 Month 4

$105.60 $105.60

$720.00 $720.00

$76.80 $76.80

Month 5 Month 6 Month 8 Month nth 10

$105.60 $105.60 @ 0 $105.60 N $105.60

$720.00 $Z220. $720.00 $720.00 $720.00 $720.00

Appendix Q
M @

Month 11

$105.60

$720.00

$76. QV6 .80 $76.80 0 $76.80 QBOV $76.80

@

$1,900,800 280%@ ,737,152 $3,284,582Q,9 1,499  $4,729,799 §67& $6,810,910

$4, 35%%\ ,472

69 $1,181,123

$6,270,566 % $9,029,616 $10V; $13,002,646 $15,603,176
$1,® 1,700,816 $2,040% SM449,176  $2,939,011 $3,526,813

p 3

$8,173,092

$18,723,811

$4,232,176

Month 12

$105.60

$720.00

$76.80

$9,807,710

$22,468,573

$5,078,611

$5,027,520 $6 4,757,239,629 $8,687,5

5,065 $12510079® 94  $18,014,513  $21,617,416  $25,940,899

$31,129,079

$37,354,894

%
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Appendix
Table: Personnel v @
Personnel Plan \N % “Q
Month 1 Month 2 Month 3 Month 4 Mol Month 6 Month 7 n\h®  Month9  Month Month 11 Month 12
President, Ms. Rei W. Ryan S0 S0 S0 S0 S0 $4,00 0 $4,000 $4, $4,000 $4,000
Secretary $6,000 $6,000 $6,000 $6,000 ;0 $6,000 $6,000 6,000 $6,000 6,00 $6,000 $6,000
Director of Marketing $8,000 $8,000 $8,000 $8,0 ,000 $8,000 S $8,000 $8,000 $8,000 $8,000
Vice President Sales S0 S0 S0 S0 S0 $7, $7,083 $7,0 $7,083 $7,083 $7,083
Finance Manager S0 S0 S0 S0 S ,667 $6,667 S $6,667 $6,667 $6,667
Independent Sales Reps (each) S0 S0 S0 S0 S0 0 $3,333 $3,333 $3, $3,333 $3,333 $3,335
Customer Service Reps (each) S0 S0 S0 S0 $3,333 $3,333 ) $3,333 $3,333 $3,335
Head of Brand Marketing S0 S0 S0 S0 $6,667 $6,6 ,667 $6,667 $6,667 $6,665
Director of IT S0 S0 S S0 S 0 $7,083 $7,08 $7,083 $7,083 $7,083 $7,085
Total People 0 0 : 0 0 0 11 1 11 11 11 11
Total Payroll §14,000 53000\, $$14,000  $14,000 \fﬁ $14,000  $52,167 *166  $52,166 52,166  $52,166  $52,170
O Page 3



Table: Profit and Loss

Appendix

<&

Pro Forma Profit and

Q\/

Loss \ y
Month 1 Month 2 Month 3 Month 4 Month 5 onth 6 Month 7 w Month 9 Magith Month 11 Month 12
Sales $5,237,000 $6,284,400 $7,541,280 $9,049,536 $10,859,443 1,332 $15,637,598 18  $22,518,141 $27,02TNZY $32,426,124 $38,911,348
Direct Cost of Sales $5,027,520 $6,033,024 $7,239,629 $8,687,555 $10,429%065 12,510,079  $15,012,0 014,513  $21,617,416 404899  $31,129,079  $37,354,894
Other Costs of Sales S0 S0 S0 S0 S0 S0 S0 S0 S0
Total Cost of Sales $5,027,520 $6,033,024 $7,239,629 $8,687,555 S$1074g5,065 $12,510,079 $15,018094 $18,014,513 $21,617,4 5,940,899 $31,129,079 $37,354,894
Gross Margin $209,480 $251,376 $301,651 $361 1%434,378 $521,253 ,504 $750,605 $1,080,871 $1,297,045  $1,556,454
Gross Margin % 4.00% 4.00% 4.00% 4.00% 4.% 4.00% 4.00% 4.00% 4.00% 4.00% 4.00%
Expenses @ Z
Payroll $14,000 $14,000 $1 N $14,000 $14,000 %14,000 $52,167 66 $52,166 $52,166 $52,166 $52,170
Marketing/Promotion $200,000 $200,000 S $200,000 $200,d00 00,000 $50,000 50,000 $50,000 $50,000 $50,000 $50,000
Depreciation S0 S0 S0 S0 S0 S0 S0 S0 S0
Rent S0 S0 S0 S0 $2,500 $2,500 $2,500 $2,500 $2,500 $2,500
Utilities/Phone/Internet S0 S0 S0 0 $800 ) $800 $800 $800 $800 $800
Insurance S0 S0 S S0 $300 $300 $300 $300 $300 $300 $300
Payroll Taxes 15% $2,100 $2,100 $2,100 S $2,100 $2,10, ,825 $7,825 $7,825 $7,825 $7,825 $7,826
Other $2,500 VOO $2,500 $2,500 $2 $2,500 $2,500 $2,500 $2,500 $2,500 $2,500
Total Operating $218,6 218,600 $218,600, 00 $218,600 0f $116,092 $116,091 $116,091 $116,091 $116,091 $116,096
Expenses < b
Profit Before Interest 0) $32,776 ,051 $143,381 $215,%\ 99,053 $509,412 $634,514 $784,635 $964,780  $1,180,954  $1,440,358
and Taxes V
EBITDA ($9,120) $32,776 83,5051 $143,381 15, $299,053 $509,412 $634,514 $784,635 $964,780  $1,180,954  $1,440,358
Interest Expense < S0 Q S0 S0 S0 S0 S0 S0 S0 S0 S0
Taxes Incurred \ (52,736) 783 $24,915 $43,014 4,733 $89,716 $152,824 $190,354 $235,390 $289,434 $354,286 $432,108
y

Net Profit (56,384) \SZZA $58,136 Sw* $151,044 $209,337 $356,589 $444,160 $549,244 $675,346 $826,668  $1,008,251

'\ap -0.1 37% 0.77% ‘%) 1.39% 1.61% 2.28% 2.37% 2.44% 2.50% 2.55% 2.59%
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Appendix

Table: Cash Flow

QY

Pro Forma
Cash Flow

X ¥

y

Cash
Received

Cash from
Operations
Cash Sales

Subtotal Cash
from
Operations

Additional
Cash
Received
Sales Tax,
VAT, HST/GST
Received
New Current
Borrowing
New Other
Liabilities
(interest-
free)
New Long-
term
Liabilities
Sales of Other
Current
Assets
Sales of Long-
term Assets
New
Investment
Received
Subtotal Cash
Received

/

Expenditure

Expenditures
from
Operations
Cash Spending

Subtotal

O $5,237,000 $6,284,

Spent on

Month 1 Month 2 Month 3 Month 4 Month 5

$5,237,000
$5,237,000

$6,284,400
$6,284,400

$7,541,280  $9,049,536
$7,541,280  $9,049,536

13,031,332
$13,031,332

0.00%

S0
S0

S0 Qo 50
t& 280 $9,049,536

@84 $6,261,457  $7,
5,293,384 $6,261,457 $7,4

5\@443 $13,031,332

Month 1 2 Month 3 Month 5 Month 6

$8,949,169
$8,949,169

$10,708,399
$10,708,399

$12,821,995
$12,821,995

Nﬁ:th Month 7

?

Month 10

1,770 $32,426,124
021,770 $32,426,124

onth 11

MonEE SNonth 9

765,118 $22,518,141
8,765,118  $22,518,1

%)
QV§

% 50
‘</c‘)$:

$15,637,59

$1 5,63?\
S0 $0 $0
S0 S0
S0

S0

S0

S0

S0

S0
S0

S0
S0

S0
S0

$15,637,598  $18,765,118  $22,518,141 $27,021,770  $32,426,124

Month 7 Month 8 Month 9 Month 10 Month 11

$15,281,010
$15,281,010

$18,320,958
$18,320,958

$21,968,897
$21,968,897

$26,346,424  $31,599,456
$26,346,424  $31,599,456

Month 12

$38,911,348
$38,911,348

S0

S0

S0

S0

S0

S0
S0

$38,911,348

Month 12

$37,903,097
$37,903,097

O
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Appendix

Operations

Additional
Cash Spent
Sales Tax,
VAT, HST/GST
Paid Out
Principal
Repayment of
Current
Borrowing
Other
Liabilities
Principal
Repayment
Long-term
Liabilities
Principal
Repayment
Purchase
Other Current
Assets
Purchase
Long-term
Assets
Dividends

Subtotal Cash
Spent

Net Cash Flow

$5,243,384

S0

S0

S0

S0

S0

S0

S0

(56,384 §

S0

S0

S0

S0

S0

50 0% 50
2
$6,261,457 $7, 4l

v

4 $58, 1

SOS % ) ) gq 50 50 50
?s 50 50 so@ 50
50 50 Q 50 s@é 50 50 &250 50
50 $0 Eo $0 @E $0 $0

50 % 50 0 i > 50 50 50
S(@% $0 $0 $0 $0 $0

S0 2 $0 $0 $0 S0

%\ $12,821,995 515,281%318,320,958 $21,968,807 $26,346,424 $31,599,456

36 $100,3( 151,044

S0
S0

S0

&

$0 S0
44 $8,949,169

$209,337A 350,589 $444,160 $549,244 $675,346 $826,668

S0

S0

S0

S0

S0

S0

S0
$37,903,097

$1,008,251

Cash Balance

$1,533,616’*6, 9 $1,614,695 $1,7

) N?51,866,106  $2,075,44 32,032 $2,876,192 93,425,436  $4,100,782  $4,927,450

$5,935,701

4
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Table: Balance Sheet

Appendix

cX

Pro Forma v 4
Balance Sheet \ R

Month 1 Month 2 Month 3 Month 4 Month 5 6 Month 7 Mo * Month 9 Month 1 Month 11 Month 12
Assets Starting

Balances V
Current Assets V %
Cash $1,540,000 $1,533,616 51,556,559 $1,614,695 $1,715,062 § ,106  $2,075,444  $2,432,832 ,876,192  $3,425,436 ,782  $4,927,450 $5,935,701
Other Current S0 S0 S0 S0 S S0 S0 S0 S0 S0 S0
Assets
Total Current $1,540,000 $1,533,616 $1,556,559 $1,614,695 $1,7 6 ,866,106  $2,075,444 2 $2,876,192 $3,42% 4,100,782 $4,927,450 $5,935,701
Assets
Long-term Assets V %
Long-term Assets S0 S0 S0 S0 S0 S0 S0 S0 0 S0 S0 S0 S0
Accumulated S0 S0 S0 S0 S0 0 S0 S0 S0 S0 S0
Depreciation \
Total Long-term $0 S0 S0 S0 S0 S0 S0 S0 S0 S0
Assets
Total Assets $1,540,000 $1,533,616 S1 ,556,55@ ,695  $1,715,062 S% $2,075,444 $2,432Q 6,192  $3,425,436 $4,100,782 $4,927,450 $5,935,701
Liabilities and Month 1 M Month 3 Month 5 Month 6 nth Month 8 Month 9 Month 10 Month 11 Month 12
Capital \ %
Current V %
Liabilities
Current S0 S0 S0 S0 S0 S0 S0 S0 S0 S0 S0
Borrowing
Other Current S0 S0 S0 S0 S0 S0 S0 S0 S0 S0 S0
Liabilities \
Subtotal Current S0 S0 S0 S0 0 S0 S0 S0 S0 S0 S0 S0
Liabilities \/ \/
Long-term $0 0 $0 $0 00 $0 $0 $0 $0 $0 $0 $0
Liabilities
Total Liabilities \/ 50 50 50 50 50 50 50 50 50 50 50 50
Paid-in Capital )2,000,000 $2,000,000 §S$2,000¥000 $2,000,000 S2 0 o $2,000,000 $2,000,000 $2,000,000 $2,000,000 $2,000,000 $2,000,000 $2,000,000 $2,000,000
Retained (5460,000)  (5460,000 ,000)  ($460,000) (5460,000)  (5460,000) ($460,000) ($460,000) ($460,000) ($460,000) (5460,000) ($460,000)
Earnings
Earnings S0 ($6 $16,559 $74,6 175,062 $326,106 $535,444 $892,032 $1,336,192 $1,885,436 $2,560,782 $3,387,450 $4,395,701
Total Capital $1,540,000 $4,533, $1,556,559  $1,61 715,062 $1,866,106 $2,075,444 $2,432,032 $2,876,192 $3,425,436 $4,100,782 $4,927,450 $5,935,701
Total Liabilities $1,540,000 6 $1,556,559 $1,6 $1,715,062 $1,866,106 $2,075,444 $2,432,032 $2,876,192 $3,425,436 $4,100,782 $4,927,450 $5,935,701
and Capital
o~
Net Worth $1 ,5{,0 $1,533,616  $1 ,556,5'&6 ,61%695 $1,715,062 $1,866,106 $2,075,444 $2,432,032 $2,876,192 $3,425,436 $4,100,782 $4,927,450 $5,935,701
O Page 7
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