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Introduction


Big Catch Fishing (BCF) was introduced as a business plan for AgEc 75.6. The producers Chad Petrack, Gerod Wiens, Colin Seefried and Rory Brick came together to find a realistic startup plan for a fly in fishing camp. This business plan was drawn up to realize the feasibility of a fishing camp in the northern parts of Saskatchewan and to attract possible investors.

1.0 Executive Summary

1.1 Operations


BCF is located 150 miles south of the North West Territories. Big Catch has a lake with about 32 sq miles of water and 40 sq miles of shoreline. With capacity to hold 12 customers for a week at a time, BCF upgraded to state of the art equipment, tools and facilities. BCF’s new upgrades to its cabins and lodge make it look both elegant and comfortable, catching the eye of customers from all over. With the privacy of a whole lake and surrounding areas, BCF’s customers are sure to have a peaceful yet exciting time.

[image: image4.png]The 3 customer cabins and 1 employee cabin all have the same basic layout. With 2 rooms per cabin except for the employee cabin, BCF has plenty of room to house everybody. With 12 single beds and 3 double, BCF is set up to cater to both the single or coupled life. 

Figure A – Cabin Layout
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Figure B – Lodge Layout

The lodge is newly renovated with new equipment and furnishings. This not only helps the resort look classy and relaxed, but also changes the mood from boating and fishing. Meals will be cooked in or near the lodge as it carries all supplies for the resort. In the lodge, there is a washer and dryer for cleaning, a pool table and a bar for an evening’s enjoyment. The lodge also includes an office where any books and organizing can be done. 

Typical stay at BCF:
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Figure C – Weekly Planner

BCF’s schedule is basic and easy to follow. Changes to the schedule can happen as the customer sees fit. Factors that could affect the schedule are as follows:

· Group of customers (gender, age etc.)

· Weather patterns

· Preferences of customers

· Etc.
1.2 Marketing

There are a lot of other fishing camps in Northern Saskatchewan that do not offer the top quality service that BCF does. We have not found any competition that gives tourists the top quality experienced that is constant at BCF.  This includes fly in fishing camps located in Saskatchewan, Manitoba, Alberta and the northern U.S. The size of the potential markets for BCF is huge: the United States and western Canada will be the main target markets.

The typical customer visiting BCF will be 35-65 years old. This age group is targeted because people in this category usually have a reasonable income and are interested in having very memorable experiences. The potential clients live and work in urban areas and desire a vacation that consists of outdoor activities in a peaceful and natural setting.  

The demographics of the customers will be middle-aged men/women with or without children. The main factors that influence the customer’s decision to participate in our world class fishing will be price, income, advertising, and the season.

The majority of advertising will be accomplished through BCF’s webpage, which is accessible on a global basis.  Tradeshows which international visitors already attend, word of mouth, and advertising through tourism associations will be the other major methods of marketing. Trips can be purchased through travel agents, the website, e-mail, or by phone.

BCF utilizes a market-based pricing policy. There are no competitors who offer the exact services BCF does. The early bird price and late season is $5635 CAN, as opposed to the regular price of $6,000 CAN. This includes airport pick-up at Saskatoon, meals, knowledgeable guides, world class fishing, beautiful nature and exquisite meals. The package will be available for 21 weeks from May through October. It is expected that 169 people will stay at the camp the first year, 182 people the second year and in  year three 186 people. The full capacity of BCF’s operation is 220 customers. The profit objective is to make at least 20% return on investment during year 3 and after.  Much lower profits are expected in years 1 and 2 due to the start up costs.
1.3 Human Resources
BCF will employ 2 permanent full-time employees and 5 temporary summer employees. To ensure customers have an enjoyable experience the staff must be enthusiastic about fishing, and the care and safety of the guests must be first priority.  The guides must have expertise in fishing, including Knowledge of rods, reels, and fish finding. A knowledge of hiking and nature is needed as well as being certified in first aid and CPR.  The cook will be trained in food safety and handling techniques as well as needing to know many ways of cooking fish.

1.4 Financial

BCF will require $1,860,000 in financing in order to meet all financial obligations.  The breakdown of this financing is shown in Table A.
Table A
 Financing Plan.

Financing Plan

Bank Debt Financing
$900,000

Equity Financing
$960,000

Total Financing
$1,860,000

Table B shows the financial results for years 1, 2, 3, 5, and 10.  Results in years 1 to 3 differ because of changes in the expected number of guests.  Beyond this point, sales are expected to remain constant.  

Table B.
Summary of Financial Results.

Year 1
Year 2
Year 3
Year 5
Year 10

Net Income (after taxes)
$209,489
$122,019
$55,622
$103,690
$200,922

Net Cash Flow
$326,790
$73,005
$68,717
$102,556
$(14,164)

Dividends Paid
0
$184,489
$97,019
$52,003
$158,166

Table C.
 The following numbers represent the number of people and cash flow from base case to break even point. These numbers have been calculated as an average over 10 years.
Base Case Income/Person
Base Case

Customers
Break Even Income/Person
Break Even 

Customers



$6,000
186/People
$4,798
113/People

BCF’s most critical variables according to the sensitivity analysis, ranked from most important to least important are:

1) Number of Customers

2) Package Price

3) Operating Expenses

4)   Investment Capital

Table D shows the base case financial results for BCF.  Average annual net income is calculated after taxes.

Table D
 Base Case Financial Results (20% discount rate).
NPV
IRR
Average Annual Cash Flows
Average Annual Net Income

$117,298
19.7%
$85,403
$171,831

1.5 Summary

From the base case financial projections, the financial break-even analysis, and the calculated IRR and NPV, it appears that BCF is an economically feasible business.  BCF has very high initial capital costs with the construction of a new lodge.  It is expected that BCF will  earn a positive income and cash flow. The expected average return on equity investment is a very good 19.7%.
2.0 Main Report
2.1 Operations Plan

BCF will be equipped to cater to a maximum of twelve people per week.  This allows maximum attention given to each customer to make their experience as enjoyable as possible.  The lodge will run approximately 21 weeks of the year.  The opening week will be the first week in May and the last week will be the first or second week of October depending on the weather, as early freeze up may effect this.

2.2 Location
[image: image7.png]| ———

7
Close Lake | rH

“cd
/)

Tovew ) &)
o onasis
£

ToMontara )





BCF is located in northern Saskatchewan about 43 miles south of Points North and 150 miles south of the North West Territories border on Close Lake. Figure 1 shows the exact location of the lake.

Figure 1- Close Lake is located quite far north in Saskatchewan
The lodge is the only one on the lake, which makes for not only a lot of fish, but a lot of big fish.  The land will be leased through the Saskatchewan government and costs of this, land, our lodge and other expenditures are detailed in our financial plan.  A lodge and cabins already exist there but many renovations will need to be completed to upgrade the facility for the customer.  When finished, three of the cabins will supply the needs of the customers with a fourth provided for the employees.  The lodge and cabins will be completely stripped down and redone.  This will include floors, walls, tables, furnishings, and a few luxuries will be added like a pool table and bar. The equipment will all be new to allow maximum efficiency and flow of the day without downtime.  This will extend from the boats right to the tackle and rods.

2.3 The Yard Site
As illustrated in Figure 2, the yard layout will consist of the three customer cabins, a lodge and a cabin for the employees.  There will also be an area for a fire pit and picnic tables.  BBQ’s and socializing can be done in this area .
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Figure 2- Yard Layout
2.4 Lodge Layout
The lodge layout will be basic, but will be done quite exquisitely.  The lodge will contain a large Dufferin pool table for the customers enjoyment, as well as a bar, dining area and cooking area.  Figure 3 shows this.  
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Figure 3-Lodge layout complete with pool table.
2.5 Cabin Layout
The last of the major buildings are the cabins.  The cabins will accommodate couples and singles as needed. Each cabin will have two rooms with the exceptions of the employees which will have and extra bedroom.  Running water and washroom facilities will all be available inside the comfort of each cabin. Figure 4 illustrates the cabin layout.


[image: image2.emf]Front Door

Back Door

Bed

Chest of 

drawers

Toilet

Bed

Chest of 

drawers

Table & 

Chairs

Sink

Shower

 

Figure 4- Inside of the cabin complete with running water 

2.6 Daily Operations
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One of the goals of BCF is to offer not only good fishing but an enjoyable vacation.  Diversification of activities for the customer is extremely important.  It is important to have alternative activities planned in case it is not fit to be on the lake or someone is looking for something else to do.  BCF includes alternatives to fishing to keep the customers busy and happy.  Figure 5 demonstrates a basic plan from the moment the customer is picked up at Saskatoon airport. 
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[image: image3]
Figure 5-the basic outline for a week
Now more detail will be given about daily activities throughout the week. BCF prides itself as a hassle free trip, so it has decided to pick the customers up right in Saskatoon: all they have to do is get there.  The head guide will then meet the guests and direct them to the hired plane where they will shortly board and be on their way to Close Lake. Upon arrival the head manager will do a meet and greet session and allow the customers to meet each other as they may be from different groups.  At this time the guide will familiarize the clients with the lake, its history, the equipment and go through safety features as well as any paperwork that has to be done.  This avoids losing any time on the lake as the customer arrives.  Upon arrival any luggage will be taken to the designated rooms while the guests are given a full tour of the facility.  After the guests have had time to settle in to their cabins they will be given the chance to immediately get out to do some evening fishing till dusk.  Upon arrival a supper meal will be available to them.  The chef will have access to a form filled out by the customer including any allergies or preferences of food items to avoid any problems.  Guests have a choice of domestic and imported wines, malts, and beverages.  After supper clients can retire or choose to stay and socialize for a while.  


Standard days throughout the week will begin at dawn with a hearty breakfast followed immediately by a quick overview of the day and straight to the lake to fish.  The week will be highlighted with shore lunches, which will include stories about the area, folklore, and optional hikes through strategic areas abundant in wild life and the gorgeous scenery.  The guides will have a thorough knowledge of the area and be experts on 

survival to cast down any fears the clients may have.  Many scenic sights, as well as wildlife will be available for the client to capture on film and take home. 

 Evenings will be highlighted by BBQ’s with only the finest cuts of meat available.  A fire pit will make for a great place to unwind at the end of the day and share stories of the days events.  Other attractions will include a full size billiards table as well as card games.  The seventh day will be set aside for clients to get a good rest, have a good breakfast and return in good time to Saskatoon.  Figure 6 illustrates the weeks events.


Figure 6- overview of weekly calendar
2.7 Capital Costs
BCF’s Capital Costs:
Description
Cost per item
Amount
Total cost

 Wheel barrow
$              90
1
$         90

Fishing rods
$             100
10
$     1,000

Boat Frames
$        15,000
4
$   60,000

ATV
$          8,000
1
$     8,000

Motors
$        10,000
4
$   40,000

 Rake
$              15
2
$         30

Chain Saw
$             185
1
$        185

 Weedeater Prolite trimmer
$             150
1
$        150

 6 pack work gloves
$              12
1
$         12

 Spade
$              20
3
$         60

 Fire extinguishers
$              35
4
$        140

 Garbage cans
$              12
2
$         24

 Gas cans 
$              20
10
$        200

 Lawn Mower 
$             300
1
$        300

 Yard Furniture 
$             400
2
$        800

 Picnic benches 
$             100
2
$        200

 Gazebo 
$          1,200
1
$     1,200

 Two-Way Radios 
$             100
6
$        600

Total Outdoor Equipment


$ 112,991

Table 1- Equipment Cost
 Office Supplies 
$ 5,578

 Computer 
$1,499

 Appliances 
$4,330

 Furniture 
$25,848

 Outdoor Equipment 
$112,991

 Land 
$ 50,000

 Buildings 
$619,141

 Lodge 
$1,000,000

 Fuel Tank 
$3,478

 Kitchen  
$1,321

 Total Capital Purchases 
$1,824,186

Table 2- Capital Budget

3.0 Human Resource Plan

3.1 Structural Plan

BCF hires six employees not including the contracted pilot used to transport the customers from Saskatoon to BCF resort. Two out of the three guides will run the business all year round while the rest are hired on for twenty-one weeks. 










Figure 7-structual plan

3.2 Employees

Board Of Directors

· Investors in the operation.

· Meet with president once a month to keep them up to date on what is going on.
President (1)

· Part of the board of directors.
· Looks at how the manager is operating.
· Hires and fires the manager.
· Has to meet with board of directors every month during operation.
Manager/Guide (1)

· Expected to know the layout of the lake and all the best fishing spots.

· Knowledge of weather and weather patterns.

· Knowledge of general area, scenic views trails and wildlife.

· Must be able to plan and organize trips.

· Must take care and make sure the place is kept up.

· Looks after and records work habits of the cook, maid and other guides.
· Has the ability to hire and fire the other employees.

· Has to report to the president every Month.

Guides (3)

· Responsibility is to show the customers a great experience.

· Know and find the best fishing spots.

· Keep the customers happy, cheerful and busy.

· Upkeep and cleanup of the camp.

· Has to report to the manager/guide every week.

· Must be able to cook a shore lunch.

Maid

· Maintain and cleanup cabins everyday.

· Make sure lodge is in tip - top shape.

· Wash towels and sheets everyday after use.

· When maid is done daily chores she will help the cook with preparing meals and organizing planned events.

· Has to report to the Manager/Guide every week.

Cook

· Prepare two full meals a day, including breakfast.

· Must be able to cook a wide variety of food and some specialty dishes. This would include a few dishes of fish.

· Must maintain a happy atmosphere with customers.

· Has to maintain and clean up kitchen and surrounding areas. 

· Has to report to the Manager/Guide every week. 

Pilot

· Contracted out, the pilot will not be a full time employee. 
· Pilot will be hired for twenty-one weeks between months of May and October. 

· The pilot must be accredited and able to perform his own maintenance on aircraft.

· Contract on pilot will be one round trip per week from Saskatoon to BCF 

· Picked up supplies will have to be brought out when needed.

3.3 Salaries

Employee
President
Manager Guide
Guide
Guide
Guide
Cook
Maid
Total

Salary yr 1
$ 5,000
$ 30,000
$13,000
$13,000
$ 13,000
$13,000
$10,000
$97,000

Table 3-Salaries

· All new employees start at a base wage. 

· If hired again will receive a 2% increase in wage per year.

· Benefits that will be paid out will equal $13,342

3.4 Training Programs
Program
Year 1

First Aid and CPR Training
 $ 540 

Safe Food Handling Course
 $ 290 

Safety Boating Program
 $ 300 

Total Employee Training
 $1,130 

Table 4-Training Programs

· All employees have to participate in the above programs.

· BCF funds all programs because it is a requirement for hiring and during operation.

· BCF is responsible to set up times and places for renewal of programs when needed. 

4.0 Marketing Plan

4.1 Introduction

From a tourist perspective, the northern part of this province is considered to be quite busy.  Saskatchewan has a lot to offer, from farming, tourism, cultural, mining and sport.  The following paragraph contains information that would be included in a brochure for BCF.

BCF is located 150 miles south of the North West Territories, on a privately owned lake called Close Lake.  BCF is offering a seven-day all-inclusive package during the spring, summer and fall months.  This week long fishing trip will incorporate fishing in a well-stocked lake and scenic views including hiking and wildlife.  The resort is a comfortable place to stay while giving you the feeling of “ruffing it” in the backcountry.  This fishing camp is stocked with trophy sized Arctic Grayling, Northern Pike, Walleye and Lake Trout that you would be proud to hang up on your wall at home or in your office. Most fishermen who come to the lake practice catch and release but they can also take the fish home as they choose. Like all other fish camps, there is a limit that has to be followed by the fishermen. 

4.2 Market Analysis

The size of the potential markets for BCF is large.  The United States and western Canada will be the main target markets.  According to Statistics Canada, people living in the United States, come to Canada and make high expenditures while visiting.  This is illustrated in Table 15.  

Table 5. 
Expenditures by visitors to Canada Top 15 countries of origin, 1999 overnight stays.
Country of Origin
Spending in Canada,  millions
C$ Trips
Nights spent, thousands

United States
$7,149
$15,180
58,471

United Kingdom
$883
$780
5,725

Japan
$572
$516
3,192

Germany
$481
$392
5,158

France
$465
$414
4,895

Taiwan
$227
$194
1,835

Australia
$194
$162
1,835

Switzerland
$141
$101
1,299

South Korea
$136
$99
819

Mexico
$130
$127
1,126

Hong Kong
$128
$134
1,198

Netherlands
$125
$121
1,609

Italy
$108
$111
1,257

Israel
$58
$62
569

India
$47
62
808

Source: Statistics Canada, Culture, Tourism, and the Center for Education Statistics

Table 5-Expenditures by different countries

The top fifteen states will be the focus of our advertising (New York, Michigan, Washington, Oklahoma, California, Ohio, Pennsylvania, Massachusetts, Illinois, Minnesota, Texas, New Jersey, Wisconsin, Florida, Maine, and Virginia). In the future 

the target markets of Big Catch Fishing may be adjusted according to trends which impact future sales.

4.3 Competition

As a fly-in fishing camp in northern Saskatchewan, there is a lot of competition.   Each competitor in the target market shares a good portion of the market.  Some providing all-inclusive stays while others are not. The fishing industry in our target market that provides competition for BCF consists of many lakes across western Canada and in the southern United States.

4.4 Target Market : Typical Customer

The typical customer that will be targeted is the 30-60 years old.  This age group is targeted because people in this category usually have a reasonable income and are interested in trying new things. Customers will probably be equal male and female and they will have a relatively high-income level, probably over $60,000 per year.  The typical occupation of these people would be professionals such as doctors and dentists, managers, and office workers.  These people work indoors most of the time and would be more likely to want a vacation that consists of outdoor activities.  The family life cycle of the customers will be middle-aged married couples with or without children, and also middle-aged single people. Most customers will likely come from urban areas since city people are most likely to want a quiet, peaceful, vacation where they can escape the busy city life.  
4.5 Customer Behavior

Factors influencing a customer’s decision to purchase:

· Price: The package offered by BCF has a price that is competitive with other fishing camps.  

· Income: people with high income will be targeted since a customer would need a reasonable disposable income to afford a vacation like one offered by BCF.

· Advertising: Advertising is a very important factor since people must know that BCF exists and be familiar with its services before they will consider it for their vacation. 

Customers will purchase vacations at BCF for the spring, summer and fall months (May-October), but they should book their holiday in advance since there will be an Early-Bird/Late-Season Special.  This means that people who book their stay in April or October will recieve a $335 discount from the regular price.  Trips can be purchased through travel agents, the website, e-mail, or by phone. 

.     

4.6 Marketing Strategy : Sales and Profit Objectives

The objective of BCF is to be a viable long-term fishing resort that provides tours for 21 weeks during the spring summer and fall.  During the operating season the expected demand by fishermen is 6 people per week during the early bird week 10 people per week during the regular weeks and 8 people during the late season. All numbers are calculated for 85% efficiency. Full capacity is 12 people per week. The profit objectives are to make at least 10% profit the first year and 15% every year after that. 

It is important that the employees of BCF develop a strong relationship with customers in order to encourage either return visits or positive word-of-mouth advertising.  At the end of the week BCF wants the fishermen to leave with a positive attitude about the camp and Saskatchewan.

4.7 Pricing Policy
BCF does not have a lot of control over their prices.  There are many competitors who offer the same or similar service across the Prairie Provinces. BCF service will be equal if not better when compared to other fishing camps and their services. Prices vary between $4500/USD per person per week all-inclusive to $2380/USD per person per week, all-inclusive. Some fishing camps do not offer an all-inclusive trip.

The pricing policy will be market-based, with prices set relatively similar to other fly-in fishing camps, at $4082/USD or $6,000/CND per person for a seven day stay.  The fishing package will be sold at the same price in different markets.  An early bird and late bird special will be offered for $3843/USD or $5,635/CND to tourists that book their own fishing trip. Prices will be adjusted by a 2% increase each year to reflect inflation.

Season
Time
Price

Early Bird
Week
 $     5,635 

Regular
Week
 $     6,000 

Late Season
Week
 $     5,635 

Table 6-Prices

Figure 8- Our Competitors 
4.8 Advertising

The success of BCF depends on the number of customers that purchase a fishing package.  Advertising will be a very important part of the marketing campaign.  Most advertising will be done via the Internet.  A web page will be designed for advertising purposes.  This web page will have several pages, and will be linked to the Saskatchewan fishing and recreation page and Tourism Saskatchewan’s web pages.  Web Pages 

development costs are $200/hour, and a web page similar to those set up by competitors will take 15 hours to design.

Pamphlets and business cards will be printed.  These will be used at Calgary Stampede and the two American Trade shows.  As well, color brochures and pamphlets with details about the fishing package and area, will be printed and sent out when people inquire for more information and when customers register.

4.9 Marketing Budget
Trade Booth Allow.


$     3,000

Magazine


$   13,000











Travel Allowance
Nights(12) / meals(36)
 $   13,560 



Car Rental
 $     6,128 



Flight(4) 
 $     7,542 
$   27,230

Business Cards
10000@$0.0774/card

$     1,000

Brochure
1000*1.27/sheet

$     1,270

Webpage


$     3,000


linked to Sask Tourism 

$         50

Laptop*


$     1,450

Total 


$   50,000

Table 7- Marketing Budget

4.10 Strategy
BCF will offer a high quality service that is different from most competitors and is available at a reasonable price.  The vacation being offered is different from that of competitors because BCF offers an all-inclusive trip and accommodations from Saskatoon. This will allow the fishermen to enjoy the peacefulness of fishing.  Most competitors do not have an all-inclusive trip.

One competitive advantage of BCF is that there is no access to the lake except by plane. This allows you and other fishermen to enjoy the relaxation and scenic views that fishing provide with out any interruptions from non-guests.

BCF offers a high quality-fishing trip at a price that is very reasonable.  The trip will offer a newly renovated, comfortable lodge to eat in and newly renovated cabins for guests to stay in.  It will also include fresh cooked fish meal’s, with other exquisite items offered such as roast beef and steak. 
5.0 Financial Plan

5.1 Financing Budget
In order to calculate the financial statements, it has been assumed that 24 of the guests each year will purchase an early bird special and that 130 customers will purchase at regular price with 32 people in the late season.  In order to meet all financial obligations, BCF will require $1,860,000 in financing.  The following table shows the financing mix.

Source
Amount

Bank Debt Financing
$960,000

Equity Financing
$900,000

Total Financing
$1,860,000

Table 8-Financing

For equity, financing 200 shares valued at $4,800 each, will be sold. The other $900,000 will be obtained through a bank loan.  The bank loan will have the following terms:

amortized over a 10 year period, interest rate of 8%.
Year
2004
2005
2006
2007
2008
2009
2010
2011
2012
2013

 Beginning Balance 
                                - 
             $837,873 
                 $770,777 
                        $698,312 
                  $620,051 
                   $535,528 
                 $444,244 
                $345,657 
                  $239,183 
                       $124,191 

 Additions 
                 $900,000 
                           - 
                                - 
                                      - 
                                - 
                                 - 
                                - 
                              - 
                                - 
                                   - 

 Payment 
                   $134,127 
               $134,127 
                   $134,127 
                         $134,127 
                   $134,127 
                     $134,127 
                   $134,127 
                  $134,127 
                   $134,127 
                      $134,127 

 Interest 
                    $72,000 
               $67,030 
                     $61,662 
                          $55,865 
                    $49,604 
                     $42,842 
                    $35,540 
                  $27,653 
                      $19,135 
                         $9,935 

 Principal 
                     $62,127 
               $67,097 
                    $72,464 
                          $78,262 
                    $84,522 
                      $91,284 
                    $98,587 
                 $106,474 
                   $114,992 
                       $124,191 

 Ending Balance 
                 $837,873 
             $770,777 
                  $698,312 
                        $620,051 
                 $535,528 
                   $444,244 
                 $345,657 
                 $239,183 
                    $124,191 
                                  0 

Table 9-Amortization Schedule 

5.2 Dividend Policy

Dividends will be paid to shareholders when Prairie Pride Retreat makes a profit.  The dividend policy is to pay dividends at 60% of net income.  The remaining net income will be retained in the business.

5.3 Economic Forecast

To arrive at the base case projections, a 2% inflation rate has been used.  All prices and expenses have been inflated by 2% per year for the 10 year. There is a growth in sales up until year 3.  After this point, operations will be at 85% capacity, which is BCF’s expected average. Table 22 shows the Opening Balance Sheet:
Table 22.
Opening balance sheet.

Assets

Buildings and Equipment
$1,824,186

Cash
$35,814

 Total Assets 
$1,860,000

Liabilities and Equity

Liabilities


 Long Term Debt 
$900,000

Equity 


 Equity Capital 
$960,000

Total Liabilities and Equity 
$1,860,000

Table 10-Assets and Liabilities

5.4 Working Capital

Working capital assumptions have been made using an average period of 30 days for accounts payable.  BCF will not have accounts receivable or significant inventory.  There is no account’s receivable because customers will pay for their trip before they arrive at the camp.  

5.5 Ratio Analysis

Table 11.
Financial ratios for years 1, 5, and 10.

Financial Ratios
2004
2008
2013

Liquidity Ratios




Current Ratio
7
10
11

Solvency Ratios




Debt Ratio
43%
34%
5%

Debt to Equity Ratio
75.6%
52.2%
5.7%

Profitability Ratios




Net Profit Margin
21.1%
8.8%
15.5%

Return on Assets
10.2%
5.9%
13.7%

Return on Equity
17.9%
8.9%
14.5%

Other Ratios




Key Operating Exp. As a % of Sales
74%
89%
81%

Table 11-Financial Ratios

5.6 Financial Analysis

There are two main variables that are critical to the success of BCF, the number of customers that attend each year, and the price that those customers are charged.  This will be affected by the successfulness of the marketing of BCF. Also trends such as low air travel that is a result of the war and the slow US dollar.

Table 12.
Summary of Financial Results.

Year 1
Year 2
Year 3
Year 5
Year 10

Net Income (after taxes)
$209,489
$122,019
$55,622
$103,690
$200,922

Net Cash Flow
$326,790
$73,005
$68,717
$102,556
$(14,164)

Dividends Paid
0
$184,489
$97,019
$52,003
$158,166

Table 13.
 The following numbers represent the number of people and cash flow from base case to break even point. These numbers have been calculated as an average over 10 years.
Base Case Income/Person
Base Case

Customers
Break Even Income/Person
Break Even 

Customers



$6,000
186/People
$4,798
113/People

BCF’s most critical variables according to the sensitivity analysis, ranked from most important to least important are:

4) Number of Customers

5) Package Price

6) Operating Expenses

4)   Investment Capital

Table 14 shows the base case financial results for BCF.  Average annual net income is calculated after taxes.

Table 14
 Base Case Financial Results (20% discount rate).
NPV
IRR
Average Annual Cash Flows
Average Annual Net Income

$117,298
19.7%
$85,403
$171,831

From the base case financial projections, the financial break-even analysis, and the calculated IRR and NPV, it appears that BCF is an economically feasible business.  BCF has very high initial capital costs with the construction of a new lodge.  It is expected that BCF will  earn a positive income and cash flow. The expected average return on equity investment is a very good 19.7%.
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Prairie Pride Retreat’s business plan was used extensively in the making of Big Catch Fishing’s business plan. 

Appendix A.  10 Year Financial Projections
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Location
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Andrew lake lodge Alberta

Designated trophy lake.  All inclusive

$3500CDN/person/


week



Island lake lodge Fort McMurray Alberta

Catch and release program

$980US/person/week



Selwyn lake lodge


Saskatchewan

Great fishing, expert guides and gourmet fishing

$3950US/person/week



Northern Canada

World class walleye fishing

N/A



Laurie River Lodge


Manitoba

Great Northern Pike and Lake Trout fishing

$4000US/person/week
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