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Executive Summary

Introduction
Grain Price Texting Service (GPTS) is currently not an established company.  GPTS will be based out of Saskatchewan and will be run out of the owner’s home.  The idea of the company is to have farmers sign up to receive text messages for the grain or commodity cash prices in their local area at the local area delivery points.  The text messages would be sent out on a daily basis at a specified time.  The idea is to have the farmers sign up and have GPTS send out the text messages to the farmers and they will be charged a monthly fee for the text messaging service.

Industry Overview
Currently in Canada, there are no other companies with a business like GPTS.  However, the agricultural information services industry over the past several years have been increasingly leaning towards the use of mobile applications.  Currently, farmers can sign up with Farms.com to receive text messages of the futures grain prices, but not the cash prices for the elevators in their local area.

Operations Plan

ABC company, based out of the United States, will set up a database program that will store the farmer’s information, such as cell phone number, elevator location and commodity prices that they wish to receive.  As well, the daily commodity prices will be input into the program that will then send out the text messages to the corresponding farmers.  ABC will also set up and host a website for GPTS, which will have an online application where the farmer’s can sign up for the service. 
Human Resources Plan

The company will not require a huge staff, and currently will only require one part time employee and one full time employee.  The owner and his wife will be the key employees, with the possibility of hiring a third person if needed.  The roles of the owner and his wife will be to make sure that the daily commodity prices are received from the local elevators and then entered into the database before the cutoff time each day.  The cutoff time is to ensure that the text messages can be sent out at the same time every day.  His wife would be the marketing representative as well as do the accounting for GPTS.  The third, potential, employee would be for extra help if data input is too much for the other two, as well, this person would assist with accounting work.

Market Plan
GPTS will be selling the service of text messaging commodity prices to farmers.  Farmers will be charged a monthly fee for the use of the service.  To promote GPTS and their text messaging service, advertisements will be placed in farm papers, such at The Western Producer and The Grain News, as well as in local newspapers and have posters at the elevators.  GPTS will start their text messaging service in Saskatchewan, and depending on the interest level of the service, it could potentially expand into other provinces, such as Manitoba and Alberta.  

Financial Plan

The anticipated funding for this company will be personal investment and potentially from government funding programs, such as Agri-value Program and Value Chain Program.  The initial set up costs for this company will primarily consist of the database system that will cost $11,639 to setup and the company will require one or two computers.  On top of the set up cost for the program, there will be a monthly fee of about $300-500 for the use of the database and hosting the website.  In the base case, the IRR is 42.7%.  The critical variables in GPTS’s financial plan are the selling price of the service, the amount of sale and the expense cost of the grain prices.  If GPTS has to pay the grain companies for the prices, they can afford to pay $7,844 per year to the grain companies, which would bring GPTS’s IRR to 20%.  
Table 1 Summary of Financial Results

	Year
	2007
	2008
	2009
	2010
	2011

	Sales
	87,000
	96,390
	106,121
	116,202
	126,645

	COGS
	51,129
	45,842
	45,788
	46,107
	46,696

	NI before Tax
	-12,336
	1,377
	10,179
	18,938
	27,768

	Income Tax
	0
	0
	0
	1,816
	2,777

	NI after Tax
	-12,336
	1,377
	10,179
	17,122
	24,991

	Net Cash Flow to Equity
	14
	4,327
	12,223
	18,321
	25,586

	
	
	
	
	
	

	Year
	2012
	2013
	2014
	2015
	2016

	Sales
	137,458
	148,653
	160,242
	172,234
	184,642

	COGS
	47,485
	48,423
	49,475
	50,618
	51,834

	NI before Tax
	36,749
	45,943
	55,393
	65,135
	75,197

	Income Tax
	3,675
	4,594
	5,539
	6,513
	7,520

	NI after Tax
	33,075
	41,348
	49,853
	58,621
	67,677

	Net Cash Flow to Equity
	33,235
	41,193
	49,465
	58,059
	79,486

	 
	 
	 
	 
	 
	 

	Net Present Value (NPV)
	57,428

	Internal Rate of Return of Equity Investment
	42.70%

	External Rate of Return on Equity Investment
	36.10%
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1 OPERATIONS PLAN

1.1 Organizational Structure
Grain Price Texting Service (GPTS) is a private company.  Mr. X will be the owner and general manager of the company.  GPTS will be comprised of one full time and one part time employee, the owner/general manager and the marketing/accounting person.  There will also be the potential for a part time accounting person when the workload becomes too much for the other marketing/accounting person.  Figure 1.1 outlines the organizational structure of the company’s employees.  


[image: image2]
Figure 1.1
Organizational Structure

1.2 Location

GPTS is going to be based out of Saskatchewan, which is located southeast of Regina, Saskatchewan.  The company will be operated out of the owner’s home.  Due to the company’s simple business structure it is unnecessary to build an office space, so GPTS will start out by renting an office space in the owner’s home at a cost of $400 per month.    

1.3 Site Plan

The office for GPTS will be a room in the owner’s home.  The office is 15 feet by 10 feet in dimensions; 150 square feet.  This is all that is necessary for the company to run since the majority of the work will be done on the computer.  The office space will have both phone and internet access, as both of these are necessary for the company to function.  

[image: image3]
Figure 1.2
 Office Floor Plan
1.4 Work Plan and Flow of Work

GPTS will receive the commodity prices from the cooperating companies and then will input the daily prices into the computer database program before the daily deadline.  As well, GPTS will input the customer information into the database as customers sign up for the text messaging service.  The database will process the information and send out daily text messages of commodity prices to the corresponding customers.  The commodity prices being sent out will be the prices that are being paid out at local delivery points.  The time for data entry could be substantial, however, the database program has the capabilities of allowing the grain companies to enter the daily prices on the GPTS website which would go directly into the database program.     
 SHAPE  \* MERGEFORMAT 



Figure 1.3
Flow of Work
1.5 Average Business Cycles
The daily activities of GPTS will remain constant from day to day.  The company will run five days a week, 52 weeks a year, with the exception of some statutory holidays.  However, each employee will only work 49 weeks of the year, to allow for his or her annual holidays. 
1.5.1 Average Business Day
An average business day will consist of grain prices being received by GPTS from the grain companies and will be submitted into the computer database.  The prices must be submitted into the database before the cutoff time to ensure that the text messages are sent out at the same time each day.  The database program will send out commodity price text messages to subscribers at a specific time each day.  

1.5.2 Average Business Week
Employees will work five days of the week sending out text messages to subscribers.  As well, the marketing representative will be working to recruit new subscribers to the text messaging service.  

1.6 Capital Budget

GPTS has a small start up capital budget.  The primary investment will be the database computer program, which includes a website setup.  The database program will be bought from Internet Service Group (ABC), a company that is based out of the United States.  As well, the company will require office furniture and office equipment.
Table. 1.1 Capital Budget Summary
	
	2007

	Computer Database Program/Website Setup
	$11,639

	Laptop Computer
	$2,500

	Fax machine/copier/scanner/Printer
	$150

	Office Furniture
	$1,100

	Accounting Software
	$400

	Total
	$15,789


The cost of goods sold was calculated by adding together the direct expenses, the direct labour (including benefits) and the overhead costs.  The direct expense is the website and database maintenance fee.  The direct labour is half of the manager’s salary and half of the marketing representative’s salary.  Finally, the overhead costs are the utilities bill, phone bill, capital cost allowance and rent.  The total cost of goods sold is $51,129 and is summarized in Table 1.2 below.  
Table 1.2 Cost of Goods Sold 

	Direct Expenses
	 

	Website/Database Fee
	$6,000

	Total Direct Expenses
	$6,000

	Direct Labour
	$36,096

	Overhead Costs
	

	Business Utilities
	$960

	Phone Expense
	$960

	Capital Cost Allowance
	$2,313

	Rent Expense
	$4,800

	Total Overhead
	$9,033

	Total Merchandising Cost of Goods Sold
	$51,129


The cash conversion cycle calculation, which is shown in Table 1.3, was calculated using the average days in inventory plus the average collection period (accounts receivable) minus the average days payable (accounts payable).  GPTS does not really have an inventory since they are not manufacturing anything, but the data is sent out to farmers daily.  The collection period was estimated at 30 days because the customers will be billed on a monthly basis.  The average days payable is lower because some of the payables for the company will be cash and will be paid on demand, however some bills will be paid monthly, therefore, it is estimated at 13 days for payables. 

Table 1.3 Cash Conversion Cycle
	Cash Conversion Cycle
	2007

	Average Days in Inventory
	1

	Average Collection Period (Receivables)
	30

	Average Days Payable
	13

	Cash Conversion Cycle
	18


2 THE HUMAN RESOURCES PLAN
2.1 Job Descriptions

2.1.1 Owner/General Manager

· ensures that all data is received and input into the database before the daily deadline

· oversees all of the other employees

· keeps in contact with ABC to ensure that the database and website are operating smoothly

· assists with data input

2.1.2 Marketing Representative/Accounting Manager
· oversees all financial transactions

· accounts payable

· accounts receivable

· employee wages

· assists in data input 
· in charge of advertising 

· recruits new customers

· liaison between GPTS and its customers
2.2 Labour Cost

There are two different categories of jobs at GPTS and each one will have a different pay scale.  Each of the two employees will be 50% direct labour and 50% administrative and marketing.  
The first category consists of the Owner/General Manager:

	
	Portion of Total Pay
	Pay Amount

	Total Pay
	100%
	46,792.20

	     Base Pay
	
	42,000.00

	     Indirect Pay
	
	4,792.20

	Mandatory Benefits
               CPP

               EI

               WCB
	4.95 %

1.95 % (up to 36,000)
1.2 %
	2,079.00

982.80
1,730.40


The second category consists of a part time marketing representative/accounting manager.

	
	Portion of Total Pay
	Pay Amount

	Total Pay
	100%
	24,509.80

	      Base Pay
	
	22,000.00

	      Indirect Pay
	
	2,509.80

	Mandatory Benefits
               CPP

               EI

               WCB
	4.95 %

1.95 %

1.2 %
	1,089.00
515.20
905.60


2.3 Training

There is no formal training program for new employees; however the employees will need to be familiarized with the database program that is used in the daily activities of GPTS.
2.4 Future Human Resources

There is the potential to hire another part time accounting employee to assist with accounting if GPTS has the workload to require another employee.  This employee could also assist with data input.
3 MARKETING PLAN

3.1 Overview

The marketing plan will address the marketing mix, which is the 4 P’s of marketing.  The concepts of segmentation, targeting and positioning will be included to look at the specific groups of people that are likely to buy GPTS’s service, therefore being the target consumers.  As well, a SWOT analysis of the company’s weakness, strengths, opportunities and threats will be completed.  A market analysis and market strategy will be included and the marketing plan will help to determine the price at which GPTS will be selling there service as well as where and how it will be sold.  The marketing plan will look at specific groups of people that will be more likely to buy the service, therefore being target customers.  Finally, a marketing budget for the company will be provided.   
3.2 The Survey

A short survey was conducted at the university to give an idea of the interest in the service as well as a price that people would be willing to pay.  The survey consisted of questions that asked farmers if they were interested in a text message service that would give them market information to their cell phone.  It also asked what the farmers would be willing to pay for a service of this kind.  In a total of fifty farmers surveyed, mostly students at the University of Saskatchewan, 48% said they would be interested in a service like this, 10% percent said no, 42% said maybe.  When asked what they would be willing to pay for this service, 44% said they would be willing to pay six to ten dollars per month, 38% zero to five dollars per month, 11% eleven to fifteen dollars per month and 7% sixteen to twenty dollars per month.

3.3 The Marketing Mix

3.3.1 Products and Services
GPTS will not be marketing any products to sell to customers, but will be marketing a service to sell.  The service that GPTS will be providing to customers is text messaging grain prices from local area delivery points.    
3.3.2 Pricing

Currently there are no other companies in Canada selling a similar service as GPTS, therefore pricing will not have to be set at a competitive level.  Prices will be set based on an analysis of what producers will be willing to pay for such a service.  As well, the prices set for the service will be based on the financials of the company, to ensure the company passes the breakeven point.  There will be two different price level packages varying depending on how many commodity prices the producer wishes to receive.  The first tier will cost $10 per month for up to 5 prices and the second package will cost $15 per month for up to 10 prices.  In the event that there is interest for more than 10 prices, GPTS could create more packages.  
3.3.3  Promotion

GPTS will be promoting a new service to the market.  When the company initially opens, they will try to get interviews with local agricultural publications, such as The Western Producer to promote the company.  As well, they will place advertisements in local media to further promote GPTS.  GPTS will also set up a booth at agricultural trade shows, such as The Crop Production Show and the Farm Progress Show.  
3.3.4 Place

GPTS will initially begin selling their service in Saskatchewan.  If there is sufficient interest in the service, then the company will look at moving into Alberta and/or Manitoba to attract more customers.

3.4 Segmentation, Targeting and Positioning 

3.4.1 Segmentation

Prospective customers of GPTS can be aggregated into several different groups.  The first group will be producers farming a large number of acres.  The second group will be producers farming a small number of acres; a typical family farming operation.  These two groups can further be segmented by generations; the older generation (farmers 55 years of age and older), and the younger generation (farmers younger and 55 years of age).   The Statistics Canada’s most recent census shows that the majority of Saskatchewan farmer’s are of the older generation.  Table 3.1 below summarizes the Statistics Canada census data on Saskatchewan farmers categorized by age group.
Table 3.1 Statistics Canada 2001 Census- Farmers in Saskatchewan   

	  
	Number 
	% of total 

	All operators in the province 
	66,275
	100%

	Under 35 years 
	8,135
	12%

	35-54 years 
	33,850
	51%

	55 years and over 
	24,295
	36%



Source: http://www40.statcan.ca/l01/cst01/agrc18i.htm
3.4.2 Targeting

To determine the target market for GPTS’s service, a survey was generated and a random population of agricultural persons was surveyed to determine if they would ever be interested in purchasing a service such as the one GPTS will be providing.  Since, text messaging is a newer technology, GPTS will be targeting the younger generation more aggressively than the older generation.  Larger farms will also be targeted more aggressively due to the fact that they have more crop and less time for marketing their product.
3.4.3 Positioning

GPTS’s service has an advantage over the free service that is offered by grain companies where you can log in online and get your local elevators prices.  Text messaging allows the customer to get the prices on the go no matter where they are, unlike having to check online which requires internet access and a computer.  Since the online access offered by the grain companies is free, producers may choose to stick with it to save money.  
3.5 SWOT Analysis

3.5.1 Internal Strengths
Human Resources
· Once started up and running, GPTS will have a low human resources requirement, which makes employee organization and supervision easy and minimal.
· GPTS’s marketing representative has extensive public relations knowledge

Financial
· The capital costs that are involved in starting GPTS are low compared to that of most other companies.  This makes it easy for the company to start with little financial input needed.
3.5.2 Internal Weaknesses

Human Resources

· Unsure of the workload that deals with this program, therefore the required amount of staff is pending.  
· The general manager has limited experience in managing a company of this nature

Financial

· GPTS has no substantial assets that can be used to secure a loan, therefore the company’s financing can not be done through debt, but has to be down through equity. 

3.5.3 External Opportunities

· If the demand for the text messaging service is successful in Saskatchewan, there is the potential to do a market analysis for the rest of Western Canada; Alberta and Manitoba first.
· Since there are no other similar companies to GPTS currently in Canada, there is no direct competition for customers.

· Expanding the service to also offer futures prices of commodities
3.5.4 External Threats

· Due to the low capital start up costs of a company similar to GPTS, it makes it very easy for other companies to enter the market if they see that GPTS is doing well. As well, it also makes it easy for the big grain companies to enter the market.

· For GPTS to operate, they need the cooperation of the grain companies to receive the daily prices which GPTS then can text message the prices to the customers.

· Today’s aging population is unaware of what text messaging is, how it works, and they may want to wait to see how other people like the program before becoming involved. 
· Since GPTS is the first company of its kind in Canada, there is no experience and lack of knowledge of the market.
3.6 Market Analysis

3.6.1 Past Performance

Since that GPTS’s service is a new idea to the market, there is little to no information on past market history.  Farms.com, an agricultural website based out of the USA, text messages futures prices, so based on this, there is clearly some interest in the idea of text messaging services for agricultural prices.  Since there is little knowledge available about market performance, a survey was conducted to determine if there was any interest in a text messaging service, as well prices that producers would be willing to pay for the service.        
3.6.2 The Market

The text messaging service that is to be put out by GPTS will be sold to local Saskatchewan farmers.  Since that text messaging is a newer technology, the younger generations will be targeted more than the older generation.
3.6.3 The Competition

There is no direct competition because currently there are no other companies in Canada that offer a text messaging service for local elevator prices.  The only other competition would be that of grain company’s websites that allow the producers to log into the website using their producer number and check their local elevator’s commodity prices.  The online service provided by the grain companies is free of charge for producers which could potential prevent them from signing up for GPTS’s text messaging.  
3.6.4 Target Markets and Customers

To start off with GPTS will start off by targeting local Saskatchewan farmer’s and if the company is successful in Saskatchewan will look at expanding into the other Western Canadian provinces.  The customer’s will subscribe to the service on a monthly basis for the desired commodities that they wish to receive the prices.  The customer’s will mainly be those that are involved in the increasing and changing technological world and want the convenience of receiving the prices directly to their cell phone when they’re out in the field and running errands.  
3.6.5 Product Features

Commodity prices will be sent out 52 weeks a year at a specific time. Customers will be able to receive commodity prices while on the go, whether they are seeding, spraying, harvesting etc.  This is how GPTS has an advantage over the grain companies free online service they provide to producers.  
3.6.6 The Opportunities

If this company’s service has lots of interest in Saskatchewan, the opportunity for expansion to Alberta and Manitoba opens up.  There is also the potential to add the option of having commodity futures prices text messaged if there is a demand for it. 
3.7 Marketing Strategies

3.7.1 Sales and Profit Objectives
The sales objective is to sell the text messaging service to commodity producers for a monthly fee.  This service must be paid in advance prior to access. This will allow GPTS to be able to have the money to pay their monthly fee for the database program and to turn a profit.
3.7.2 Channels of Distribution

Grain companies will submit commodity prices to GPTS, who will then enter them into a database.  Then, the information will be sent to the local farmer’s who subscribe to the program via text messaging.

3.7.3 Pricing Policy

At first the prices will be set by the willingness of customers who will pay for the service.  When setting prices, the company’s financial plan will also be taken into account to ensure that they breakeven.  After more interest in the program arises, prices may increase relative to subscription demand. 
3.7.4 Selling and Advertising

GPTS will initially try to get interviews with local publications such as the Western Producer and Grain News. They will also attend tradeshows to promote their service, for example The Crop Production Show and The Farm Progress.
3.7.5 Marketing Plan Budget

In order for GPTS to get their new service known to consumers, they will be required to spend money on advertising, and therefore will require a marketing budget.  As previously mentioned, advertisements in popular agricultural publications will be a main route of advertising, as well as booths at agricultural tradeshows.  
Table 3.2 Marketing Plan Budget

	Publications (newspapers, etc)
	$3,000

	Tradeshows
	$10,000

	Total Marketing Budget
	$13,000


4 FINANCIAL PLAN

4.1 Economic Forecast

The inflation rate was set at 2.0% per year for the next 10 years.  Expenses and inputs will increase each year by the rate of inflation, with the exception of any potential bank loans, because bank loans have fixed rates.    

4.2 Revenues

GPTS will have an estimated first year sales quantity of 675, which is split between the two different service packages that are being offered by GPTS.  It is estimated that with the number of farmers in Saskatchewan about 575 will sign up for the five commodity price service and about 100 will sign up for the 10 commodity price service.  The average yearly increase was estimated at about 50 subscribers; 25 for the five commodity service and 25 for the 10 commodity service.  In the first year, the cost of the five commodity service will be $10 per month and the 10 commodity service will be $15 a month.  These prices will increase each year with inflation at a rate estimated at 2%.   
4.3 Cost of Sales (Retail)

The cost of goods sold was calculated by adding together the direct expenses, the direct labour (including benefits) and the overhead costs.  The direct expense was the website and database maintenance fee.  The direct labour is half of the manager’s and half of the marketing representative’s salaries.  Finally, the overhead costs are the utilities bill, phone bill, capital cost allowance and rent. The cost of goods sold for the company is $51,129.  The cost of goods sold is summarized in Table 1.2 in the Operations Plan section.    

4.4 Administrative, Marketing and General Expenses
 The administration, marketing and general expenses for GPTS will include a portion of the employee salaries and the marketing budget.  The owner/general manager’s salary will be 50% accounted for under administration costs.  As well, half of the marketing representative’s salary will be accounted for under the administration costs.  As for marketing expenses, there will be expenses for publications in newspapers and magazines, as well as costs for tradeshows.  The marketing expenses totals $13,000.  
4.5 The Capital Budget

GPTS has a relatively low capital budget.  The capital costs for GPTS will include, the database program, office equipment and office furniture.  The primary investment will be the database computer program that will be used to send out the text messages to consumers.    

Table 4.1 Capital Budget
	Office Furniture (class 08)
	$1,100

	Laptop Computer (class 10)
	$2,500

	Fax Machine/copier/scanner/printer (class 10)
	$150

	Database Program (class 10)
	$11,639

	Accounting Software (class 10)
	$400

	TOTAL
	$15,789


4.6 Working Capital

The working capital requirements for the company are calculated using the cash conversion cycle.  The cash conversion cycle for GPTS was estimated at 18 days.  The 18-day cash conversion cycle is based on 30 days accounts receivable and 13 days for accounts payable.  The estimated working capital requirement for GPTS in the first year is $4,175.  
4.7 Ratio Analysis

In the ratio analysis, GPTS compared all ratios: liquidity, solvency, profitability and financial efficiency.  The liquidity ratios are used to measure GPTS’s ability to meet any short-term obligations; the ratios include the current ratio and the quick ratio.  The current ratio is the company’s current assets divided by the current liabilities, and since GPTS has few assets and even fewer liabilities, they do not have an abundance of liquid assets that could be converted to cash.    

Solvency ratios are used to measure the company’s risk that is associated with debt financing and the company’s ability to pay the fixed debt payments.  The debt/asset ratio is the total assets divided by the total liabilities.  Again, since GPTS has a low investment and low debt, they have a low debt/asset ratio.  This ratio shows the proportion of the company that is financed with debt.  Since GPTS has little debt, this ratio is not as important as in other companies.

Profitability ratios are used to measure the company’s financial performance and are used to compare performance with other companies in the industry.  Profitability ratios include, gross profit margin, net profit margin, return on assets and return on equity.  The net profit margin represents the leeway between profits and losses.  GPTS has an average net profit margin or 18%, showing that GPTS has some, but not a lot of room between making money and losing money.

Finally, the financial efficiency ratios are used to measure how efficiently GPTS is using its assets, including inventory turnover and debt servicing ratio.  
Table 4.2 Ratio Analysis

	Ratio
	Company Average (over 10 years)

	1. Liquidity Ratios
	 

	Current Ratio
	13.42

	Quick Ratio
	13

	2. Solvency Ratios
	 

	Debt Ratio
	8%

	Debt to Equity Ratio
	9%

	3. Profitability Ratios
	 

	Gross Profit Margin
	62%

	Net Profit Margin
	18%

	Return on Assets
	48%

	Return on Equity
	51%

	4. Financial Efficiency Ratios
	 

	Inventory Turnover
	319%

	Debt Servicing Ratio
	0%


4.8 The Financing Budget

In the base run of the financial model, when there is zero debt financing, the internal rate of return of the company is 42.7%.  Since GPTS has no major assets that can be used to secure a loan, they will not be able to finance the business though debt, but will have to finance the company through equity.  

4.9 Income Taxes

During the first few years of business, the company will not likely be paying any income tax since the income before taxes is actually a net loss in the first year and little net profit in the first few years after that.  However, once the company has a sufficient net income, the company will be paying taxes at a rate of 21% for federal tax and 5% provincial tax for income up to $400,000.  Finally, a small business tax credit is also calculated at 16% for income up to $400,000.  
4.10 Financial Analysis and Overall Financial Performance

GPTS’s financials are fairly good and they have a net income for all years in the 10-year plan except year one, which is expected since it is the start up year and when initial start up costs are faced.  GPTS has an internal rate of return of 42.7% and an external rate of return of 36.1%.   GPTS has a positive cash flow in all of the 10 years as well as a positive ending cash balance in all years.  GPTS has a net loss in the first year, and a net income for the following years.  

Table 4.3 Summary of Financial Results

	Year
	2007
	2008
	2009
	2010
	2011

	Sales
	87,000
	96,390
	106,121
	116,202
	126,645

	COGS
	51,129
	45,842
	45,788
	46,107
	46,696

	NI before Tax
	-12,336
	1,377
	10,179
	18,938
	27,768

	Income Tax
	0
	0
	0
	1,816
	2,777

	NI after Tax
	-12,336
	1,377
	10,179
	17,122
	24,991

	Net Cash Flow to Equity
	14
	4,327
	12,223
	18,321
	25,586

	
	
	
	
	
	

	Year
	2012
	2013
	2014
	2015
	2016

	Sales
	137,458
	148,653
	160,242
	172,234
	184,642

	COGS
	47,485
	48,423
	49,475
	50,618
	51,834

	NI before Tax
	36,749
	45,943
	55,393
	65,135
	75,197

	Income Tax
	3,675
	4,594
	5,539
	6,513
	7,520

	NI after Tax
	33,075
	41,348
	49,853
	58,621
	67,677

	Net Cash Flow to Equity
	33,235
	41,193
	49,465
	58,059
	79,486

	 
	 
	 
	 
	 
	 

	Net Present Value (NPV)
	57,428

	Internal Rate of Return of Equity Investment
	42.70%

	External Rate of Return on Equity Investment
	36.10%


4.11 Risk Analysis
For the risk analysis, the base run financial model was changed to find critical variables and breakeven points.  There are two critical variables in GPTS’s financial plan, the selling price and amount of sales.  For the breakeven points, there were three different breakeven points calculated, the cash flow breakeven, the net income breakeven and the economic or net present value breakeven.  

4.11.1 Critical Variables
There are three critical variables in the GPTS financial plan; the selling price of the service, the amount of sales and the expense of the commodity prices.  In the worst-case scenario, the selling price and the amount of sales were changed to make the internal rate of return equal to 0%.  For GPTS, the worst-case scenario would occur when the selling price is $77.17 per year selling price or when the amount of sales drops to 336 subscribers per year.  For the best-case scenario, the critical variable values were raised from the base case.  The best-case values are the values from the base case increased by 20% to get values that could be a best-case scenario for the company.   
Table 4.4 Critical Variables

	

	Best Case

(IRR~71%)
	Base Case

(IRR=42.7%)
	Worst Case

(IRR=0%)

	Selling Prices (per year)
	$145
	$120
	$77.17

	Amount of Sales
	690
	575
	336

	Expense to Grain Companies
	$0
	$0
	$13,666


4.11.2 Break-Even Analysis

The three breakeven points that were calculated for GPTS were calculated by changing the selling price of the company’s service.  The breakeven points were calculated for cash flow, net income and economic or net present value.  With the economic breakeven, in the last two years of the 10-year plan, the selling price has to be below $0 for the net present value to be zero.  Figure 4.1 below illustrates the company’s breakeven points.    
[image: image5.emf]Breakeven Analysis

$0

$20

$40

$60

$80

$100

$120

$140

$160

2006 2008 2010 2012 2014 2016 2018

Year

Selling Price

Net Income Breakeven

Cash Flow Breakeven

Economic Breakeven

Base Case


Figure 4.1 
Breakeven Analysis

5 CONCLUSION

In order for this business plan to be successful, GPTS must have full cooperation of the grain companies.  Another direction that GPTS could go would be to add the option of sending future prices from Winnipeg Commodity Exchange or the Chicago Board of Trade, or weather.  If the grain companies did give GPTS the cooperation that they need, this could be a very successful business venture. GPTS will also have to focus a significant amount of time to attract producers to sign up for this service.  
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RATIOS

		Ratio		Company Average (over 10 years)

		1. Liquidity Ratios

		Current Ratio		13.42

		Quick Ratio		13

		2. Solvency Ratios

		Debt Ratio		8%

		Debt to Equity Ratio		9%

		3. Profitability Ratios

		Gross Profit Margin		62%

		Net Profit Margin		18%

		Return on Assets		48%

		Return on Equity		51%

		4. Financial Efficiency Ratios

		Inventory Turnover		319%

		Debt Servicing Ratio		0%





BREAKEVEN 

		Breakeven		2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Net Income		141.5		120.25		108.5		98.25		89		80		72		64		56.5		49.5		(cost/yr)

				99363		95100		95903		97291		99043		100715		102877		104860		107057		109513

		Cash Flow		147.5		114.5		103.5		93.5		84		75		66.25		58		50		42

				102813		91650		92778		94203		95668		97215		98709		100360		102020		103513

				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		NI		99363		95100		95903		97291		99043		100715		102877		104860		107057		109513

		CF		102813		91650		92778		94203		95668		97215		98709		100360		102020		103513
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Critical Variables

		Critical Variables						(for IRR to be 0%)

				Base Case		Best Case		Worst Case

		Selling Price		120		180		77.17

		Amount of Sales		575		875		336





Salaries

		GM				Direct		Admin

		Total Pay		$46,792.20		$23,688.00		$23,104.20

		Base Pay		$42,000.00		$21,000.00		$21,000.00

		Indirect Pay		$4,792.20		$2,688.00		$2,104.20

		Benefits

		CPP		$2,079.00		$1,039.50		$1,039.50

		EI		$982.80		$573.30		$409.50

		WCB		$1,730.40		$1,075.20		$655.20

		Marketing Rep

		Total Pay		$24,509.80		$12,408.00		$12,101.80

		Base Pay		$22,000.00		$11,000.00		$11,000.00

		Indirect Pay		$2,509.80		$1,408.00		$1,101.80

		Benefits

		CPP 4.95%		$1,089.00		$544.50		$544.50

		EI 2.73%		$515.20		$300.70		$214.50

		WCB 1.2%		$905.60		$562.80		$342.80

		TOTALS

		Total pay		$71,302.00		$36,096.00		$35,206.00

		Base Pay		$64,000.00		$32,000.00		$32,000.00

		Indirect Pay		$7,302.00		$4,096.00		$3,206.00

		Benefits

		CPP		$3,168.00		$1,584.00		$1,584.00

		EI		$1,498.00		$874.00		$624.00

		WCB		$2,636.00		$1,638.00		$998.00





CCA Rates

		Capital Cost Allowance (CCA)

		In this list, you will find the more common depreciable properties a farming business may use. The CCA rates

		appear at the end of the list. For details on the CCA rates for classes 13, 14, 34, 43.1, and Part XVII of the

		Income Tax Act, Call our Business Enquiries line at 1-800-959-5525.

		Class #		Depreciable property

		9		Aircraft – Acquired after May 25, 1976

		10		Automobiles

		8		Bee equipment

		7		Boats and component parts

				Breakwaters

		3		Cement or stone

		6		Wood

		8		Brooders

				Buildings and component parts

		6		Wood, galvanized, or portable

				Other

		3		Acquired after 1978 and before 1988

		1		Acquired after 1987

		8		Fruit and vegetable storage (after Feb 19, 1973)

		8		Casing, cribwork for waterwells

		10		Chain-saws

		8		Cleaners – grain or seed

				Combines

		8		Drawn

		10		Self-propelled

		10		Computer hardware and systems software

		8		Coolers – Milk

		8		Cream separators

		8		Cultivators

		1		Dams: Cement, stone, wood, or earth

		8		Diggers – All types

		8		Discs

		3		Docks

		8		Drills – All types

		6		Dugouts, dikes, and lagoons

				Electric-generating equipment - portable

		8		Acquired after May 25, 1976  Electric motors

		8		Electric motors

		8		Elevators

		8		Engines – Stationary

		6		Fences – All types

				Forage harvesters

		8		Drawn

		10		Self-propelled

		8		Graders – Fruit or vegetable

		8		Grain-drying equipment

		8		Grain loaders

		8		Grain separators

				Grain-storage building

		6		Wood, galvanized steel

		1		Other

		6		Greenhouses (all except as noted below)

				Greenhouses of rigid frames covered with replaceable

				flexible plastic (this applies to tax years after

		8		1988 for greenhouses acquired after 1987)

		8		Grinder

		10		Harness

		8		Harrows

				Hay balers and stookers

		8		Drawn

		10		Self-propelled

		8		Hay loaders

		8		Ice machines

		8		Incubators

		8		Irrigation equipment – Overhead

		6		Irrigation ponds

		13		Leasehold interest

		8		Manure spreaders

		8		Milking machines

		8		Mixers

		8		Mowers

		8		Nets

		8		Office equipment

		10		Outboard motors

		10/10.1		Passenger vehicles

		2		Piping – Permanent

		8		Planters – All types

		8		Ploughs

		8		Pumps

		8		Rakes

		17		Roads or other surface areas – Paved or concrete

		8		Silo fillers

		8		Silos

		10		Sleighs

		8		Sprayers

		8		Stable cleaners

		8		Stalk cutters

				Swathers

		8		Drawn

		10		Self-propelled

		8		Threshers

		8		Tillers – All types

				Tools

		12		Less than $200

		8		$200 and more

		10		Tractors

		10		Trailers

		10		Trucks

		16		Trucks (freight)

		10		Wagons

		6		Water towers

		8		Weeders

		8		Welding equipment

		8		Well equipment

				Wharves

		6		Cement, steel, or stone

		6		Wood

		8		Windchargers

				Wind-energy conversion equipment

		34		acquired before February 22, 1994

		43.1		acquired after February 21, 1994

		Class #		Rates

		1		4%

		2		6%

		3		5%

		6		10%

		7		15%

		8		20%

		9		25%

		10		30%

		10.1		30%

		12		100%

		16		40%

		17		8%

		45		45%

		46		30%

		Class #		Description CCA		rate

		1		Most buildings made of brick, stone, or cement acquired after 1987, including their component parts such as		4%

				electric wiring, lighting fixtures, plumbing, heating and cooling equipment, elevators, and escalators

		3		Most buildings made of brick, stone, or cement acquired before 1988, including their component parts as		5%

				listed in class 1 above

		6		Buildings made of frame, log, stucco on frame, galvanized iron, or corrugated metal that are used in the		10%

				business of farming or fishing, or that have no footings below-ground; fences and most greenhouses

		7		Canoes, boats, and most other vessels, including their furniture, fittings, or equipment		15%

		8		Property that is not included in any other class such as furniture, calculators and cash registers (that do not		20%

				record multiple sales taxes), photocopy and fax machines, printers, display fixtures, refrigeration equipment,

				machinery, tools costing $200 or more, and outdoor advertising billboards and greenhouses with rigid

				frames and plastic covers

		9		Aircraft, including furniture, fittings, or equipment attached, and their spare parts		25%

		10		1Automobiles (except taxis and others used for lease or rent), vans, wagons, trucks, buses, tractors, trailers,		30%

				drive-in theatres, general-purpose electronic data-processing equipment

				(e.g., personal computers) and systems software, and timber cutting and removing equipment

		10.1		Passenger vehicles costing more than $30,000 if acquired after 2000		30%

		12		Chinaware, cutlery, linen, uniforms, dies, jigs, moulds or lasts, computer software (except systems		100%

				software), cutting or shaping parts of a machine, certain property used for earning rental income such as

				apparel or costumes, and videotape cassettes; certain property costing less than $200 such as kitchen

				utensils, tools, and medical or dental equipment

		13		Property that is leasehold interest (the maximum CCA rate depends on the type of the leasehold and the		N/A

				terms of the lease)

		14		Patents, franchises, concessions, and licences for a limited period – the CCA is limited to whichever is less:		N/A

				■ the capital cost of the property spread out over the life of the property; or

				■ the undepreciated capital cost of the property at the end of the taxation year

				Class 14 also includes patents, and licences to use patents for a limited period, that you elect not to include

				in class 44

		16		Automobiles for lease or rent, taxicabs, and coin-operated video games or pinball machines; certain tractors		40%

				and large trucks acquired after December 6, 1991, that are used to haul freight and that weigh more than

				11,788 kilograms

		17		Roads, sidewalks, parking-lot or storage areas, telephone, telegraph, or non-electronic data communication		8%

				switching equipment

		38		Most power-operated movable equipment acquired after 1987 used for moving, excavating, placing, or		30%

				compacting earth, rock, concrete, or asphalt

		39		Machinery and equipment acquired after 1987 that is used in Canada primarily to manufacture and process		25%

				goods for sale or lease

		43		Manufacturing and processing machinery and equipment acquired after February 25, 1992, described in		30%

				class 39 above

		44		Patents and licences to use patents for a limited or unlimited period that the corporation acquired after		25%

				April 26, 1993. However, you can elect not to include such property in class 44 by attaching a letter to the

				return for the year the corporation acquired the property. In the letter, indicate the property you do not want

				to include in class 44

		45		Computer equipment that is “general-purpose electronic data processing equipment and system software”		45%

				included in paragraph f of class 10 acquired after March 22, 2004

		46		Data network infrastructure equipment that supports advanced telecommunication applications, acquired		30%

				after March 22, 2004. It includes assets such as switches, multiplexers, routers, hubs, modems and domain

				name servers that are used to control, transfer, modulate and direct data, but does not include office

				equipment such as telephones, cell phones or fax machines, or property such as wires, cables or structures

		Note

		You can choose to keep an outdoor advertising sign and any property you would usually include in class 38 in a

		separate class. To do this, attach a letter to your income return for the year you bought the property. In the letter,

		list the properties you are including in a separate class.





Input Worksheet

		Sask Grain Prices

		Financial Projections		Input Description		2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Statement of Income and Retained Earnings

		For the year ended December 31				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Sales Revenue:

		Text Messaging Service (up to 5 prices)		Schedule 2		69,000		73,440		78,030		82,774		87,677		92,743		97,976		103,382		108,964		114,729

		Text Messaging Service (up to 10 prices)		Schedule 2		18,000		22,950		28,091		33,428		38,968		44,715		50,677		56,860		63,270		69,913

		Product #3		Schedule 2		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #4		Schedule 2		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #5		Schedule 2		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #6		Schedule 2		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #7		Schedule 2		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #8		Schedule 2		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total Sales Revenue		=Sum		87,000		96,390		106,121		116,202		126,645		137,458		148,653		160,242		172,234		184,642

		Cost of Goods Sold		Schedule 4		51,129		45,842		45,788		46,107		46,696		47,485		48,423		49,475		50,618		51,834

		Gross Profit		= A16-A18		35,871		50,548		60,333		70,095		79,948		89,973		100,231		110,767		121,616		132,808

		Administration, Marketing and General Expenses

		Marketing Expenses		Schedule 5		13,000		13,260		13,525		13,796		14,072		14,353		14,640		14,933		15,232		15,536

		Administration Salaries		Schedule 5		35,206		35,911		36,629		37,361		38,109		38,871		39,648		40,441		41,250		42,075

		Interest on Long Term Debt		Schedule 8		0		0		0		0		0		0		0		0		0		0

		Total Admin & Marketing Expenses		=Sum		48,206		49,171		50,154		51,157		52,180		53,224		54,288		55,374		56,482		57,611

		Income Before Taxes		= A19 - A25		(12,336)		1,377		10,179		18,938		27,768		36,749		45,943		55,393		65,135		75,197

		Income Taxes		Schedule 10		- 0		- 0		- 0		1,816		2,777		3,675		4,594		5,539		6,513		7,520

		Net Income (Loss)		= A27 - A28		(12,336)		1,377		10,179		17,122		24,991		33,075		41,348		49,853		58,621		67,677

		Beginning Retained Earnings				- 0		(12,336)		(10,973)		(5,121)		(222)		6,448		13,937		22,050		30,711		39,867

		Net Income (Loss)		= A29		(12,336)		1,377		10,179		17,122		24,991		33,075		41,348		49,853		58,621		67,677

		Dividends		Schedule 7		- 0		14		4,327		12,223		18,321		25,586		33,235		41,193		49,465		58,059

		Ending Retained Earnings		= A31+A32-A33		(12,336)		(10,973)		(5,121)		(222)		6,448		13,937		22,050		30,711		39,867		49,486

		Balance Sheet

		as at December 31

		Assets				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Current Assets:

		Cash		=A68-A50-A43-A42		14		4,327		12,223		18,321		25,586		33,235		41,193		49,465		58,059		66,981

		Accounts Receivable		Working Capital		7,151		7,922		8,722		9,551		10,409		11,298		12,218		13,171		14,156		15,176

		Total Inventories		Working Capital		16		17		19		20		21		22		23		25		26		27

		Total Current Assets		=Sum		7,181		12,267		20,964		27,892		36,016		44,555		53,434		62,660		72,241		82,185

		Long-Term Assets:

		Buildings, Machinery & Equipment		Schedule 6 & 9		15,789		15,789		15,789		15,789		15,789		15,789		15,789		15,789		15,789		15,789

		Accumulated C.C.A.		Schedule 9		(2,313)		(6,257)		(9,037)		(11,000)		(12,386)		(13,366)		(14,061)		(14,553)		(14,903)		(15,152)

		Land		Schedule 6		0		0		0		0		0		0		0		0		0		0

		Total Long-Term Assets		=Sum		13,476		9,532		6,752		4,789		3,403		2,423		1,728		1,236		886		637

		Total Assets		= A44 +A50		20,657		21,799		27,716		32,681		39,419		46,978		55,162		63,896		73,127		82,821

		Liabilities				0.17		0.15		0.11		0.10		0.08		0.07		0.06		0.05		0.05		0.04		0.09

		Current Liabilities:

		Accounts Payable		Working Capital		2,993		2,771		2,836		2,903		2,971		3,041		3,112		3,185		3,260		3,336

		Long-Term Liabilities

		Long Term Debt		Schedule 8		0		0		0		0		0		0		0		0		0		0

		Total Liabilities		= A56+A57+A59		2,993		2,771		2,836		2,903		2,971		3,041		3,112		3,185		3,260		3,336

		Owner Equity

		Owner Equity		Schedule 7		30,000		30,000		30,000		30,000		30,000		30,000		30,000		30,000		30,000		30,000

		Retained Earnings		ST of Income & R.E.		(12,336)		(10,973)		(5,121)		(222)		6,448		13,937		22,050		30,711		39,867		49,486

		Total Owner Equity		=Sum		17,664		19,027		24,879		29,778		36,448		43,937		52,050		60,711		69,867		79,486

		Total Liabilities and Owner Equity		= A61 +A66		20,657		21,799		27,716		32,681		39,419		46,978		55,162		63,896		73,127		82,821

		Statement of Cash Flow

		For the year ended December 31

		Cash In-Flow From (Used-In) Operating Activities:				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Net Income (Loss)		ST of Income & R.E.		(12,336)		1,377		10,179		17,122		24,991		33,075		41,348		49,853		58,621		67,677

		Depreciation		Schedule 9		2,313		3,944		2,780		1,962		1,386		980		694		493		350		249

		Change in Accounts Payable		Balance Sheet		2,993		(221)		65		67		68		70		71		73		75		76

		Change in Accounts Receivable		Balance Sheet		(7,151)		(772)		(800)		(829)		(858)		(889)		(920)		(952)		(986)		(1,020)

		Change in Inventory		Balance Sheet		(16)		(1)		(1)		(1)		(1)		(1)		(1)		(1)		(1)		(1)

		Net Cash From (Used-In) Operations		=Sum		(14,197)		4,327		12,223		18,321		25,586		33,235		41,193		49,465		58,059		66,981

		Cash In-Flow From (Used-In) Financial Activities:

		Owner Equity		Balance Sheet		30,000		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Long Term Debt		Balance Sheet		0		(0)		(0)		(0)		(0)		(0)		(0)		(0)		(0)		(0)

		Dividends		ST of Income & R.E.		- 0		(14)		(4,327)		(12,223)		(18,321)		(25,586)		(33,235)		(41,193)		(49,465)		(58,059)

		Net Cash From (Used-In) Financial Activities				30,000		(14)		(4,327)		(12,223)		(18,321)		(25,586)		(33,235)		(41,193)		(49,465)		(58,059)

		Cash In-Flow From (Used-In) Investment Activities:

		Buildings, Machinery & Equipment		Balance Sheet		(15,789)		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Land		Schedule 6		(0)		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Net Cash From (Used-In) Investment Activities				(15,789)		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Increase (Decrease) in Cash		=C79 +C86+ C92		14		4,313		7,896		6,098		7,265		7,649		7,958		8,273		8,594		8,922

		Beginning Cash		Previous Year's Ending		- 0		14		4,327		12,223		18,321		25,586		33,235		41,193		49,465		58,059

		Ending Cash		=A94 +A95		14		4,327		12,223		18,321		25,586		33,235		41,193		49,465		58,059		66,981

		Supporting Schedules

		Schedule 1:  Economic Forecast

						2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Long Term Debt Interest Rate		Input Interest Rate		8.0%		8.0%		8.0%		8.0%		8.0%		8.0%		8.0%		8.0%		8.0%		8.0%

		Rate of Inflation (expenses)		Input Inflation Rate		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%

		Schedule 2: Revenues

		Growth in Selling Prices (%)				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Text Messaging Service (up to 5 prices)		Input Percentage		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%

		Text Messaging Service (up to 10 prices)		Input Percentage		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%		2.0%

		Product #3		Input Percentage		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%

		Product #4		Input Percentage		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%

		Product #5		Input Percentage		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%

		Product #6		Input Percentage		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%

		Product #7		Input Percentage		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%

		Product #8		Input Percentage		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%		0.0%

		Quantity of Sales (units)

		Text Messaging Service (up to 5 prices)		Input Amount of Sales		575		600		625		650		675		700		725		750		775		800

		Text Messaging Service (up to 10 prices)		Input Amount of Sales		100		125		150		175		200		225		250		275		300		325

		Product #3		Input Amount of Sales		1		1		1		1		1		1		1		1		1		1

		Product #4		Input Amount of Sales		1		1		1		1		1		1		1		1		1		1

		Product #5		Input Amount of Sales		1		1		1		1		1		1		1		1		1		1

		Product #6		Input Amount of Sales		1		1		1		1		1		1		1		1		1		1

		Product #7		Input Amount of Sales		1		1		1		1		1		1		1		1		1		1

		Product #8		Input Amount of Sales		1		1		1		1		1		1		1		1		1		1

		Selling Prices (per unit)

		Text Messaging Service (up to 5 prices)		Input $ / unit First Year		120.00		122.40		124.85		127.34		129.89		132.49		135.14		137.84		140.60		143.41

		Text Messaging Service (up to 10 prices)		Input $ / unit First Year		180.00		183.60		187.27		191.02		194.84		198.73		202.71		206.76		210.90		215.12

		Product #3		Input $ / unit First Year		0.00		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #4		Input $ / unit First Year		0.00		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #5		Input $ / unit First Year		0.00		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #6		Input $ / unit First Year		0.00		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #7		Input $ / unit First Year		0.00		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #8		Input $ / unit First Year		0.00		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Sales Revenue

		Text Messaging Service (up to 5 prices)		= A117*A126		69,000		73,440		78,030		82,774		87,677		92,743		97,976		103,382		108,964		114,729

		Text Messaging Service (up to 10 prices)		= A118*A127		18,000		22,950		28,091		33,428		38,968		44,715		50,677		56,860		63,270		69,913

		Product #3		= A119*A128		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #4		= A120*A129		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #5		= A121*A130		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #6		= A122*A131		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #7		= A123*A132		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Product #8		= A124*A133		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total Sales Revenue		=Sum		87,000		96,390		106,121		116,202		126,645		137,458		148,653		160,242		172,234		184,642

		Schedule 3: Cost of Goods Manufactured

		Direct  Expenses

						2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Website/Databade Maintenance Fee		$/year		6,000		6,386		6,785		7,198		7,624		8,065		8,520		8,990		9,475		9,976

		Expense Item #2		$/year		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Expense Item #3		$/year		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Expense Item #4		$/year		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Expense Item #5		$/year		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Expense Item #6		$/year		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Expense Item #7		$/year		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Expense Item #8		$/year		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Expense Item #9		$/year		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Expense Item #10		$/year		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total Direct Expenses		=Sum		6,000		6,386		6,785		7,198		7,624		8,065		8,520		8,990		9,475		9,976

		Direct Labour Costs

		Direct Labour				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Salary Labourers		Input Number		0.75		0.75		0.75		0.75		0.75		0.75		0.75		0.75		0.75		0.75

		Wage Labourers		Input Number		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00

		Total Labour		=Sum		0.75		0.75		0.75		0.75		0.75		0.75		0.75		0.75		0.75		0.75

		Salary Workers

		Salary Labour		Input Year One Salary		32,000		32,640		33,293		33,959		34,638		35,331		36,037		36,758		37,493		38,243

		Wage Earning Employees

		Wage		Input Initial $/hour wage		$   - 0		$   - 0		$   - 0		$   - 0		$   - 0		$   - 0		$   - 0		$   - 0		$   - 0		$   - 0

		Hours per worker		Input hours per		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total  Wage Labour		=A181*A182*A174		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total Direct Labour		= A178 + A183		32,000		24,480		24,970		25,469		25,978		26,498		27,028		27,568		28,120		28,682

		Benefits for Salary Employees

		Employment Insurance		2.73%		874		891		909		927		946		965		984		1,003		1,024		1,044

		Canada Pension Plan		4.95%		1,584		1,616		1,648		1,681		1,715		1,749		1,784		1,820		1,856		1,893

		Workers Compensation ($/100)		$5.12		1,638		1,671		1,705		1,739		1,773		1,809		1,845		1,882		1,920		1,958

		Total Benefits for Salary Employees		=Sum		4,096		4,178		4,261		4,347		4,434		4,522		4,613		4,705		4,799		4,895

		Benefits for Wage Earning Employees

		Employment Insurance		2.73%		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Canada Pension Plan		4.95%		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Holiday Pay		5.80%		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Workers Compensation ($/100)		$5.12		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total Benefits for Wage Employees		=Sum		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total Direct Labour & Benefits		=A185+A201+A208		36,096		28,658		29,231		29,816		30,412		31,020		31,641		32,273		32,919		33,577

		Variable Overhead Costs				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Utilities Bill		Input $		960		979		999		1,019		1,039		1,060		1,081		1,103		1,125		1,147

		Phone Bill		Input $		960		979		999		1,019		1,039		1,060		1,081		1,103		1,125		1,147

		Overhead Cost Item #3		Input $		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Overhead Cost Item #4		Input $		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total Variable Overhead Cost		=Sum		1,920		1,958		1,998		2,038		2,078		2,120		2,162		2,205		2,250		2,295

		Fixed Overhead Costs

		Rent		Input $		4,800		4,896		4,994		5,094		5,196		5,300		5,406		5,514		5,624		5,736

		Fixed Overhead Cost Item #2		Input $		0		0		0		0		0		0		0		0		0		0

		Fixed Overhead Cost Item #3		Input $		0		0		0		0		0		0		0		0		0		0

		Property Taxes		Input $		0		0		0		0		0		0		0		0		0		0

		Capital Cost Allowance		Schedule 9		2,313		3,944		2,780		1,962		1,386		980		694		493		350		249

		Total Fixed Overhead Cost		=Sum		7,113		8,840		7,774		7,056		6,582		6,280		6,100		6,006		5,974		5,986

		Total Overhead Costs		= A217+ A225		9,033		10,798		9,772		9,093		8,660		8,400		8,262		8,212		8,224		8,280

		Cost of Goods Manufactured				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Total Direct Expenses		= A169		6,000		6,386		6,785		7,198		7,624		8,065		8,520		8,990		9,475		9,976

		Total Direct Labour & Benefits		= A210		36,096		28,658		29,231		29,816		30,412		31,020		31,641		32,273		32,919		33,577

		Total Overhead Costs		= A227		9,033		10,798		9,772		9,093		8,660		8,400		8,262		8,212		8,224		8,280

		Total Cost of Goods Manufactured		=Sum		51,129		45,842		45,788		46,107		46,696		47,485		48,423		49,475		50,618		51,834

		Schedule 4:  Cost of Goods Sold

						2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Beginning Inventory		Input $ Amount		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Cost of Goods Produced		Schedule 3		51,129		45,842		45,788		46,107		46,696		47,485		48,423		49,475		50,618		51,834

		Cost of Goods Available for Sale		= A237+ A238		51,129		45,842		45,788		46,107		46,696		47,485		48,423		49,475		50,618		51,834

		Ending Inventory		Working Capital		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Cost of Goods Sold		= A239- A240		51,129		45,842		45,788		46,107		46,696		47,485		48,423		49,475		50,618		51,834

		Schedule 5:  Administration  and Marketing Expenses

		Salary and Wages

		Staffing				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Secretarial (Salaried)		Input Number		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Secretarial (Hourly)		Input Number		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Seasonal Marketers		Input Number				- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Manager		Input Number		0.5		0.5		0.5		0.5		0.5		0.5		0.5		0.5		0.5		0.5

		Marketer		Input Number		0.25		0.25		0.25		0.25		0.25		0.25		0.25		0.25		0.25		0.25

		Total Staff		=Sum		0.75		0.75		0.75		0.75		0.75		0.75		0.75		0.75		0.75		0.75

		Total Annual Salaries

		Secretarial Salary		Input $		-		-		-		-		-		-		-		-		-		-

		Manager		Input $		21,000		21,420		21,848		22,285		22,731		23,186		23,649		24,122		24,605		25,097

		Marketer		Input $		11,000		11,220		11,444		11,673		11,907		12,145		12,388		12,636		12,888		13,146

		Total Salaries		=Sum		32,000		32,640		33,293		33,959		34,638		35,331		36,037		36,758		37,493		38,243

		Hourly Workers

		Secretarial Wage		Input Initial $/hour Wage		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Seasonal Worker Wage		Input Initial $/hour Wage		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Secretarial Hours Per Secretary		Input hours		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Hours per Seasonal Worker		Input hours		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total Season Wage		=A260*A262*A247+A261*A263*A248		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Benefits for Wage-Earning Employees		(Rates for 2005)

		Employment Insurance		1.95%		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Canada Pension Plan		4.95%		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Holiday Pay		5.80%		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Workers Compensation ($/100)		$3.12		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total benefits for Wage Employees		=Sum		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Benefits for Salary Employees		(Rates for 2005)

		Employment Insurance		1.95%		624		637		649		662		676		689		703		717		731		746

		Canada Pension Plan		4.95%		1,584		1,616		1,648		1,681		1,715		1,749		1,784		1,820		1,856		1,893

		Workers Compensation ($/100)		$3.12		998		1,018		1,039		1,060		1,081		1,102		1,124		1,147		1,170		1,193

		Total Benefits for Salary Employees		=Sum		3,206		3,271		3,336		3,403		3,471		3,540		3,611		3,683		3,757		3,832

		Total Administration & Marketing Salaries, Wages and Benefits				35,206		35,911		36,629		37,361		38,109		38,871		39,648		40,441		41,250		42,075

		Marketing Expenses				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Publications		Input $		3,000		3,060		3,121		3,184		3,247		3,312		3,378		3,446		3,515		3,585

		Tradeshows		Input $		10,000		10,200		10,404		10,612		10,824		11,041		11,262		11,487		11,717		11,951

		Marketing Expense Item #3		Input $		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Marketing Expense Item #4		Input $		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Marketing Expense Item #5		Input $		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Marketing Expense Item #6		Input $		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Marketing Expense Item #7		Input $		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Marketing Expense Item #8		Input $		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Marketing Expense Item #9		Input $		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Marketing Expense Item #10		Input $		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total Marketing Expense		=Sum		13,000		13,260		13,525		13,796		14,072		14,353		14,640		14,933		15,232		15,536

		Summary of Administration & Marketing Expenses

		Administration Salaries & Wages		=A279		35,206		35,911		36,629		37,361		38,109		38,871		39,648		40,441		41,250		42,075

		Marketing Expenses		=A296		13,000		13,260		13,525		13,796		14,072		14,353		14,640		14,933		15,232		15,536

		Interest on Long Term Debt		Schedule 8		0		0		0		0		0		0		0		0		0		0

		Total Admin & Marketing Expenses		=Sum		48,206		49,171		50,154		51,157		52,180		53,224		54,288		55,374		56,482		57,611

		Schedule 6:  Capital Budget

						2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Land		Input $ Cost		0

		Buildings and Infrastructure: Class 06		See CCA Rates Worksheet

		Building Type #1		Input $ Cost

		Building Type #2		Input $ Cost

		Building Type #3		Input $ Cost

		Building Type #4		Input $ Cost

		Infrastructure Type #1		Input $ Cost

		Infrastructure Type #2		Input $ Cost

		Total Class 06		=Sum		0		0		0		0		0		0		0		0		0		0

		Equipment (Without Motors): Class 08		See CCA Rates Worksheet

		Office Furniture		Input $ Cost		1,100

		Class 08 Equipment Item #2		Input $ Cost

		Class 08 Equipment Item #3		Input $ Cost

		Class 08 Equipment Item #4		Input $ Cost

		Class 08 Equipment Item #5		Input $ Cost

		Class 08 Equipment Item #6		Input $ Cost

		Class 08 Equipment Item #7		Input $ Cost

		Class 08 Equipment Item #8		Input $ Cost

		Class 08 Equipment Item #9		Input $ Cost

		Class 08 Equipment Item #10		Input $ Cost

		Total Class 08		=Sum		1,100		0		0		0		0		0		0		0		0		0

		Machinery (With Motors): Class 10		See CCA Rates Worksheet

		Computer Equipment		Input $ Cost		2,500

		Fax Machine/Copier/Printer		Input $ Cost		150

		Database Program		Input $ Cost		11,639

		Accounting Software		Input $ Cost		400

		Class 10 Machinery Item #5		Input $ Cost

		Class 10 Machinery Item #6		Input $ Cost

		Class 10 Machinery Item #7		Input $ Cost

		Class 10 Machinery Item #8		Input $ Cost

		Class 10 Machinery Item #9		Input $ Cost

		Class 10 Machinery Item #10		Input $ Cost

		Class 10 Machinery Item #11		Input $ Cost

		Class 10 Machinery Item #12		Input $ Cost

		Class 10 Machinery Item #13		Input $ Cost

		Total Class 10		=Sum		14,689		0		0		0		0		0		0		0		0		0

		Other Equipment <$200: Class 12		See CCA Rates Worksheet

		Equipment Item #1		Input $ Cost

		Equipment Item #2		Input $ Cost

		Equipment Item #3		Input $ Cost

		Equipment Item #4		Input $ Cost

		Equipment Item #5		Input $ Cost		-		-		-		-		-		-		-		-		-		-

		Total Class 12		=Sum		-		-		-		-		-		-		-		-		-		-

		Total Equipment Costs		=A314+A326+A341+A348		15,789		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total Land & Equipment		=A349+ A306		15,789		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Statement of  Working Capital

						2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Accounts Receivable		Formula		7,151		7,922		8,722		9,551		10,409		11,298		12,218		13,171		14,156		15,176

		Raw Inventory		=A169*A362/360		16		17		19		20		21		22		23		25		26		27

		Inventory in progress		Formula		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Finished Inventory		=A233*A364/360		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Accounts Payable		Formula		2,993		2,771		2,836		2,903		2,971		3,041		3,112		3,185		3,260		3,336

		Total Working Capital				4,175		5,169		5,904		6,668		7,459		8,279		9,129		10,010		10,923		11,868

		Average Days Inventory

		Raw Inventory		Input Number of days		1		1		1		1		1		1		1		1		1		1

		Inventory in progress		Input Number of days		0		0		0		0		0		0		0		0		0		0

		Finished Inventory		Input Number of days		0		0		0		0		0		0		0		0		0		0

		Total Days Inventory				1		1		1		1		1		1		1		1		1		1

		Average Days Accounts Receivable and Payable

		Average Days Receivable		Input Number of days		30		30		30		30		30		30		30		30		30		30

		Average Days Payable		Input Number of days		13		13		13		13		13		13		13		13		13		13

		Schedule 7:  Financing Budget

						2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Long Term Debt		Input $		0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Owner Equity		Input $		30,000		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total  Debt & Owner Equity		=Sum		30,000		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Dividends Paid		=A95-(A334*A376)		-		14		4,327		12,223		18,321		25,586		33,235		41,193		49,465		58,059

		Dividend Policy Factor		Cash-(Working Cap* Factor)		-		-		-		-		-		-		-		-		-		-

		Schedule 8: Long Term Debt

						2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

				Payment Period (Years)		15

		Beginning Balance				- 0		0		0		0		0		0		0		0		0		0

		Addition		Schedule 7		0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Interest		=(A381+A382)*A103		0		0		0		0		0		0		0		0		0		0

		Debt Payment		Formula		0		0		0		0		0		0		0		0		0		0

		Ending Balance		=A381+A382+A383-A384		0		0		0		0		0		0		0		0		0		0

		Schedule 9: Capital Cost Allowance

						2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Class 06: Buildings and Infrastructure		See CCA Rates Worksheet		10%

		Beginning Balance		Input $ Value		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Additions		Schedule 6		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Disposals		Input $ Value		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Capital Cost Allowance		Formula		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Ending Balance		=A390+A391-A392-A393		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Class 08: Production Equipment		See CCA Rates Worksheet		20%

		Beginning Balance		Input $ Value		- 0		990		792		634		507		406		324		260		208		166

		Additions		Schedule 6		1,100		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Disposals		Input $ Value		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Capital Cost Allowance		Formula		110		198		158		127		101		81		65		52		42		33

		Ending Balance		=A397+A398-A399-A400		990		792		634		507		406		324		260		208		166		133

		Class 10: Production Machinery		See CCA Rates Worksheet		30%

		Beginning Balance		Input $ Value		- 0		12,486		8,740		6,118		4,283		2,998		2,098		1,469		1,028		720

		Additions		Schedule 6		14,689		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Disposals		Input $ Value		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Capital Cost Allowance		Formula		2,203		3,746		2,622		1,835		1,285		899		630		441		308		216

		Ending Balance		=A404+A405-A406-A407		12,486		8,740		6,118		4,283		2,998		2,098		1,469		1,028		720		504

		Class 12: Miscellaneous Equipment		See CCA Rates Worksheet		100%

		Beginning Balance		Input $ Value		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Additions		Schedule 6		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Disposals		Input $ Value		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Capital Cost Allowance		Formula		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Ending Balance		=A411+A412-A413-A414		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Total CCA Expense		=A393+A400+A407+A414		2,313		3,944		2,780		1,962		1,386		980		694		493		350		249

		Schedule 10: Income Tax

						2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Income Before Taxes		ST Income & R.E.		(12,336)		1,377		10,179		18,938		27,768		36,749		45,943		55,393		65,135		75,197

		Accumulated Loss Carry forward		Logical Statement		(12,336)		(12,336)		(10,959)		(780)		- 0		- 0		- 0		- 0		- 0		- 0

		Loss Carry forward Used		Logical Statement		- 0		(1,377)		(10,179)		(780)		- 0		- 0		- 0		- 0		- 0		- 0

		Taxable Income		Logical Statement		- 0		- 0		- 0		18,158		27,768		36,749		45,943		55,393		65,135		75,197

		Federal Tax @ 21%		21%		- 0		- 0		- 0		3,813		5,831		7,717		9,648		11,632		13,678		15,791

		Small Bus Tax Credit @16% up to $400K		16%		- 0		- 0		- 0		(2,905)		(4,443)		(5,880)		(7,351)		(8,863)		(10,422)		(12,031)

		Capital Tax @0.15% of CTB over $20M		0.2%		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Provincial Tax @5% up to $400,000, 14%		5%		- 0		- 0		- 0		908		1,388		1,837		2,297		2,770		3,257		3,760

		Total Taxes		=Sum		- 0		- 0		- 0		1,816		2,777		3,675		4,594		5,539		6,513		7,520

		Schedule 11: Ratio Analysis

		Liquidity				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Current Ratio		=A44/A56		2.4		4.4		7.4		9.6		12.1		14.7		17.2		19.7		22.2		24.6

		Debt Structure Ratio		=A56/A61		100%		100%		100%		100%		100%		100%		100%		100%		100%		100%

		Solvency

		Debt/Asset Ratio		=A61/A52		14%		13%		10%		9%		8%		6%		6%		5%		4%		4%

		Profitability

		Gross Profit Margin		=A19/A16		41%		52%		57%		60%		63%		65%		67%		69%		71%		72%

		Net Profit Margin		=A29/A16		-14%		1%		10%		15%		20%		24%		28%		31%		34%		37%

		Return on Assets		=(A29+A24)/A52		-60%		6%		37%		52%		63%		70%		75%		78%		80%		82%

		Return on Equity		=A29/A66		-70%		7%		41%		57%		69%		75%		79%		82%		84%		85%

		Cost of Debt		=A24/A61		0%		0%		0%		0%		0%		0%		0%		0%		0%		0%

		Financial Efficiency

		Turnover Ratio		=A16/A52		421%		442%		383%		356%		321%		293%		269%		251%		236%		223%

		Debt Servicing Ratio		=(A24+A84)/A16		-0%		0%		0%		0%		0%		0%		0%		0%		0%		0%

		Cash Flow toTotal Debt		=(A27+A24+A203)/A61		-335%		192%		457%		720%		981%		1241%		1499%		1755%		2009%		2262%

		Interest Coverage Ratio		=(A27+A24+A203)/A24		-12528105858%		6905551655%		17542595402%		29673336623%		43694247121%		60161081287%		79877410046%		104049551815%		134574297067%		174614351966%

		Debt Carrying Capacity (D/E=.5)		=(A66*0.5)-A61		5,840		6,742		9,603		11,986		15,253		18,928		22,913		27,171		31,674		36,407

		Schedule 12: Investment Analysis				2007		2008		2009		2010		2011		2012		2013		2014		2015		2016

		Required Return on Equity		Input % Rate		20%

		Present Value of Equity Investment

		Equity Investment		Schedule 7		30,000		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Present Value of Equity Investment				30,000		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		Present Value of Equity Returns

		Net Cash Flows to Equity		ST of Cash Flow		14		4,313		7,896		6,098		7,265		7,649		7,958		8,273		8,594		8,922

		Dividends		ST of Income & R.E.		- 0		14		4,327		12,223		18,321		25,586		33,235		41,193		49,465		58,059

		Salvage Value		Input $ Value		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		12,504

		Total Net Cash Flow to Equity		=Sum		14		4,327		12,223		18,321		25,586		33,235		41,193		49,465		58,059		79,486

		Present Value of Net Cash Flows		Calculation		87,428

		Total Cash Flows to Equity		(30,000)		14		4,327		12,223		18,321		25,586		33,235		41,193		49,465		58,059		79,486

		Net Present Value of Equity Investment				57,428

		Internal Rate of Return on Equity Investment				42.7%

		External Rate of Return on Equity Investment

		Equity Investment		(30,000)

		Dividends				- 0		14		4,327		12,223		18,321		25,586		33,235		41,193		49,465		58,059

		Salvage Value				- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		79,486

		Total to Equity Investor		(30,000)		- 0		14		4,327		12,223		18,321		25,586		33,235		41,193		49,465		137,544

		External Rate of Return on Equity Investment				36.1%
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Manufacturing and Processing top Tax rate is 10%




