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Engineering/Management
Consultant

BUSINESS PLAN
HERMAN LIVINGSTON CONSULTANTS

3053 Harbor Drive, Ste. 206
Los Angeles, CA 90041

HLC's business plan contains informative financials for anyone considering entering the
engineering/management consulting business. One interesting aspect of the plan is HLC's plan of networking
with other similar businesses to work together and create more opportunities.

 EXECUTIVE SUMMARY
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* MANAGEMENT & KEY PERSONNEL

* MILESTONE SCHEDULE

* FINANCIAL DATA

EXECUTIVE SUMMARY

Herman Livingston Consultants (HLC) seeks to raise equity capital of $28,000.00 principal equity for start-up
costs involved with an engineering/management consulting firm. This includes the purchase of furniture,
equipment and inventory; renovations and improvements at Los Angeles, California office site, and
maintenance of sufficient cash reserves. This plan provides a description of the business opportunity and an
outline and time line of the start-up period for HLC.

DESCRIPTION OF BUSINESS OPPORTUNITY

During his eight year involvement with the architecture, engineering and construction (A/E/C) industry,
Herman Livingston realized unresolved obstacles existed in many organizations. Despite the lack of qualified
management to correct the problems, most A/E/C owners hesitate to seek outside managerial assistance.
Mainly this is due to the justifiable belief that an MBA management consultant would not have the technical
knowledge to develop applied solutions to A/E/C firms in transition.

This gap in the market place inspired Herman Livingston to establish Herman Livingston Consultants (HLC), a
professional service company specializing in providing engineering and management consulting (E/MC)
services along with software sales to A/E/C companies and public works departments to enhance and
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strengthen their organizations and to meet the needs of their clients. In conjunction with established E/MC and
software firms, HLC will provide the essential technical knowledge and products to develop goal oriented
solutions that address the client's strengths and weaknesses.

The nature of selling consulting services is difficult since the sold product is unique and varies according to the
needs of the client. The management of HLC plans to offer, but not be limited to, the following services:

* Civil, structural, and electrical engineering design
* Project management and assessment

* Quality assurance and quality control

* Computer software and hardware advisement

* Business development assistance

» Executive search

* Operations analysis

* Personnel manuals

* Competition and client analysis

* Company valuation

* Business plan preparation (Start-ups)

* Performance management systems

* Customer service bench marking (internal and external)
* Expert testimony

Because HLC will be able to chose temporary partnerships with all types of engineering companies and/or
management consulting firms based on the job at hand, the flexibility of the company is virtually unlimited.
HLC can provide cost effective services for small and large companies, from the public and private sectors.
The flexibility to create any size group is further enhanced by Herman Livingston's project management
background and strong industry understanding.

In addition to providing professional services, HLC will assess the client's computer needs, if requested, and
recommend alternate courses of action. Ultimately, HLC will work to implement both installation and training
of new software that will greatly benefit the client. The approach will involve both a thorough understanding of
the available software tools and the ability to provide cost/benefit proposals for the client to take action. HLC
plans to arrange for a percentage-of-sale fee paid by the software supplier along with a technical service fee
paid by the client. The goal here is to leave the client with a product that will greatly enhance their company.

In June 1996, HLC plans to commence business at 3035 Harbor Drive, Ste.206, Los Angeles, CA.

DESCRIPTION OF THE MARKET

HLC will provide engineering and management consulting services to A/E/C companies and public works
departments to enhance and strengthen their organizations and to meet the needs of their clients. As many
private companies and public agencies have recently trimmed their staffs, HLC will seek to provide the
services that they can no longer provide internally. Initially, HLC will target 80% engineering/20%
management consulting strategy and shift to 30% engineering/70% management consulting as the company
grows. The firm will continue to provide engineering services in order to stay in touch with clients.

The goal of HLC is to be the management consultant company that the A/E/C industry and public works
departments in Southern California ("target region") look to when they are faced with unique situations.
Presently, the value of total construction in Southern California stands at $9.3 billion, which includes heavy
construction, non-residential, and multi-unit residential. The demand for architecture and engineering
companies is driven by construction activity. There are presently 20,560 A/E/C companies located in the target
region of which a majority are headquartered here. Below is the list of top A/E/C companies based in the target
region; Adwell Corporation, Hinsworth Corporation, and JAX Group are the top 3 A/E/C firms in the world.
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Company Contract Vil
Adtwall Carporation, Irving S19 587
Hinswarth Corporation, Pasadens s13361
I'he AlexanderCo. Lawndale S10753
Corbvin Consnlting, Pasadena S7.000
JAX Group, Los Angeles®** 56,381

Note: The firmy above are the five largest constiuchion management companies based i
Somthern Caltfornta. * J99 et vlnes linted arve in oillians. ** JAX Group owns

Turnwille Consirncilon internallonal, Las Angeles.

Company Contract Value*

Note: The firms above are the five largest construction management companies based in Southern California.
* 1993 contract values listed are in millions. ** JAX Group owns Turnville Construction International, Los

Angeles.

Adwell Corporation, Irvine $19,587
Hinsworth Corporation, Pasadena $13,361
The Alexander Co., Lawndale $10,753
Corbin Consulting, Pasadena $7,000
JAX Group, Los Angeles** $6,381

Although the potential for finding a niche with large A/E/C organizations is the greatest, HLC will also target
public agencies. There are hundreds of public agencies in the target region, including cities, counties,
transportation boards and state agencies. Often public agencies are not equipped to provide adequate
community services, due to both the lack of staff and knowledge specific to each project. HLC can provide
public officials with technology support to complete each complex, varied project with the greatest efficiency.

In addition to providing consulting for private companies and public agencies, HLC will strive to both assist
and partner with other management consulting firms. There will be several A/E/C company assignments that a
small firm cannot physically handle. In these situations, HLC will position itself as the industry specialist
working with the project team. There are less than a hundred management consulting firms that provide
services to the target market and work in the target region.

HLC has the potential of over 30,000 public and private clients—the "target market" as described above. These
customers will be attracted by:

* Direct approach to all management levels of the target market, including cold calls, letters and "at
work" presentations. This presentation will involve meeting the prospective client at his/her office to
discuss concerns and projects and to find common ground in which HLC can help. Typically, reference
material will include a laptop computer with various Powerpoint presentations, work portfolio, referral
lists, business cards, brochures and a calendar of upcoming events.

* Networking events where business cards and brochures can be exchanged.

» Published papers in professional A/E/C journals related to HLC's line of business.

» Referrals from other professional companies and public agencies.

* HLC's strategic location near major freeways and the Los Angeles International Airport (LAX).

The competition consists of engineering firms, management consultants, and employees at the client's office.
Even though other firms have more people and experience, HLC will win business by understanding the
interaction of technical personnel and management. The key to beating the competition is by strategically
balancing price, efficiency, and differentiation. We will provide work above the client's expectations and the
competition's ability (i.e. early completion, less cost, future paradigm analysis). Finally, in order to best
understand the competition, HLC will analyze other company's successes and failures on a regular basis.

HLC plans on capturing only a small portion of the market. Fortunately, the market is not very competitive
because most engineers become managers within engineering companies and management consulting firms
don't understand the cultures of A/E/C companies enough to quickly root out problems. A complete market
analysis will be provided in the Marketing Plan.
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LOCATION OF BUSINESS

HLC is currently utilizing approx. 500 square feet on the first floor of a two-story masonry building with
cement floor at 3035 Harbor Drive, Ste. 206, Los Angeles, CA. HLC plans to perform leasehold improvements,
including the addition of a conference room, small kitchen, and interior redecoration. The building is divided
into (1) a mechanical/electrical engineering shop; (2) a multipurpose office, including one restroom with
separate entry; (3) conference room with kitchenette and storage; and (4) upstairs office space presently being
leased by Sullivan mechanical engineers. HLC will occupy 64 sq. ft. of the multipurpose office and the entire
210 sq. ft. of the remodeled conference room.

The current building owner, Caldwell Livingston, has generously offered to provide an equity contribution to
the business for the first year. The area is zoned for commercial use. Harbor Drive is a heavily traveled, east-
west commercial/residential route with most nearby businesses either dining establishments or repair (service)
shops. Within a few blocks, there is convenient access to many of Southern California's freeways. Also nearby,
the SC transit station provides rail service throughout the South Bay cities.

DESCRIPTION OF THE COMPETITION

There are four consulting firms providing services similar to those contemplated by HLC:

Schwimmer & Associates— an independent, management consulting firm run by Calvin Schwimmer, a
registered civil engineer and college professor. Mr. Schwimmer is a project management consultant assisting
engineering firms and public agencies in proposal preparation, cost estimating, project scheduling, and project
management activities. Many of Mr. Schwimmer's clients are also present engineering clients of Herman
Livingston. His previous employer was the Alexander Co., where Mr. Schwimmer worked as a project
manager. Since Schwimmer & Associates is small and focuses on project management, HLC has confidence
that the two firms will have several opportunities to work together rather than compete.

The Coleman Group— a twenty-four year old management consulting firm that caters strictly to the A/E/C
industry. According to President Aaron Coleman, The Coleman Group has worked with more than 1,000 clients
(less than 0.1% of the market) and is headquartered in San Antonio. The firm has only 13 consultants (6
architects, 4 engineers, and 3 behavioral scientists) that respond proactively to clients by understanding the
market and by writing and speaking to professional organizations. Consultants are not salaried, but rather rely
on assignment fees. The Coleman Group will be used as a model for HLC both in business development and
proactivity, but their limited size minimizes The Coleman Group as a competitive threat.

As with Schwimmer & Associates, HLC will meet with The Coleman Group to discuss partnering
opportunities for large consulting assignments. The benefits to The Coleman Group are those in the business
description outlined above.

Piedmont & Co. — with 80,000 people in offices worldwide, Piedmont claims to have broad experience in
serving the global engineering and construction industry by providing a variety of consulting, audit and tax
related services. Piedmont's services include business process reengineering, performance measures, strategic
planning, organizational design, customer satisfaction, ISO 9000, project management, global best practices,
human resource management, materials and costs management, business systems, and litigation. Piedmont's
engineering and construction industry group is headed by Ms. Connie Hall and is headquartered in Atlanta,
Georgia.

HLC learned during a year of competitive research that Piedmont was not able respond to a request of an
engineering manager seeking assistance. After several calls to reach the right person, HLC finally received a
generic brochure package addressed to the wrong company. This was the extent of Piedmont's pursuit of
potential work. HLC can much more successfully reach the A/E/C market in southern California.

Fowler Reynolds (A Subsidiary of the Hinsworth Corp.)— has 16 quality centers throughout the United
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States claiming to provide new and innovative quality methods, systems and technologies that are providing
radical improvements to their clients. Fowler Reynolds states that they provide "the leading edge in changing
the Architectural/Engineering and Construction Community and directly affecting the bottom line." Their intent
is to help companies and agencies that the Hinsworth Corp. works with (which is extensive) in providing
higher quality, ISO 9000 certification, and executive management support.

In July 1995, HLC met with Mr. Steve Jenkins, Director of Quality Assurance, to discuss both Fowler
Reynolds' business and potential partnering opportunities. First impressions of Fowler Reynolds were that this
business unit was being driven by one man, Shawn Reynolds, who had good intentions, but a flawed business
philosophy. The problem is that A/E/C companies do not want a competitor knowing what is wrong with their
business. Also, Fowler Reynolds has the same bureaucratic structure that potential clients deal with in their
own businesses. By meeting's end, Mr. Jenkin's almost desperately asked that HLC come back with ideas to
help them build their business. Since this meeting, no mention within the industry has been made about Fowler
Reynolds.

Indirect competition exists from internal staffs at HLC client offices. If clients have the options, they will and
should have their staff provide the service. HLC will direct the client to use their internal staff if it is
determined prudent to do so. However, from an objectivity standpoint, an outside consultant will often be the
best solution.

MANAGEMENT & KEY PERSONNEL

Management

Herman Livingston is a native Californian and has resided in Southern California all his life. After graduating
valedictorian from South High School, he attended the University of Southern California (USC) and received
his BS in Building Science in 1987. He began his professional engineering career with the State of California
Department of Transportation (Caltrans), working in both construction and project planning. Then, Mr.
Livingston worked for Trudell Engineering Company focusing on engineering design, business development,
and research. Finally, he worked as a project and office manager for Johnson Associates Infrastructure, Inc.
(JAD.

While at JAI, Mr. Livingston received his professional engineering registration from the States of California
(1993) and Florida (1995). He completed his MS in Engineering Management in 1994 learning about proven
management techniques used in all engineering industries.

Karen Livingston, wife of Herman Livingston, is also a native Californian. After graduating in the top 5% of
her class at Beachside High school, Ms. Livingston moved to Los Angeles to pursue a BFA at the prestigious
California College of Design. Ms. Livingston worked seven years at Nouveau Fashion Industries as technical
designer and import manager where her responsibilities included developing and updating procedural manuals
for the fitting and import departments. During this time, she also wrote two novels and had several short stories
published. In 1995, Ms. Livingston started her own business and has worked with such companies as Nostalgic
Antiques, developing a computerized inventory system, designing marketing campaigns and product displays
and creating an updated business plan.

Both Mr. and Ms. Livingston believe their complementary knowledge and goals will make HLC a success. In
particular, Mr. Livingston understands the A/E/C industry and is a highly regarded member of the community
while Ms. Livingston is a proven quality assurance and report writing expert. Since Mr. Livingston has
industry track record and management experience, he will be responsible for business development and project
control. Ms. Livingston will be primarily responsible for proposal preparation, research and product quality
assurance and control. Together they will set all business policies and personnel decisions.

The Livingston's will draw a combined salary of $5,000/month based upon a minimum 40% billing utilization.
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Ms. Livingston will retain outside business activities earning approximately $500/month and expected to
increase. The Livingston's personal expenditures total approximately $4,500/month, including housing,
automobiles, insurance, etc.

In order to augment their skills, HLC has enlisted an advisory board consisting of John Commons, founder and
president of Capital Management; Dean White, office manager of Dunstable, Goody & Company; Alice Reed,
senior associate of Corbin Consulting; Darin Johnson, project manager of Parkway Co.; Trent Silman, vice
president of XRS Group, Inc.; and Calvin Schwimmer, founder and principal of Schwimmer & Associates.
This board along with several other professional associates will provide on-going management review.

Personnel

Initially, HLC will not hire any outside office administrative help. HLC will strive to grow the business quickly
in order to maximize profits, but only two additional employees have been planned during the first two years.
Employees will be chosen based upon their superior knowledge and understanding of their business and will be
compensated accordingly.

MILESTONE SCHEDULE

Preliminary Business Plan
June 2, 1996
Work in progress using "The Business Planning Source" by Duke Binman

Send Out Business Plan for Review
June 3, 1996
Confidential review by advisory board, family, friends, and professional associates

Meet with Attorneys
Week of June 3, 1996
Referrals presently sought

Gather Required Service Information
Week of June 10, 1996
Medical, dental, professional insurance, supplies, retirement plan, equipment

Cease Present Employment
June 14, 1996
8-week phase-down period through August 9, 1996

HLC Opens to Business
June 17, 1996
Hard work & commitment

Finalize Business Plan
June 30, 1996
Send to advisory board, family, friends, professional associates, and handouts for HLC Open House

Begin Construction of Office
July 6, 1996
Contingent upon Perform Engineering Company clearance office area

Finish Construction of Office
December 15, 1996
Finish before the Holidays

Start All Required Services
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Week of August 5, 1996
Begin services on Sept. 16, 1996

HLC Open House - Xmas Party

January 1997

Existing and potential clients, friends, partners, associates

FINANCIAL DATA

Sources of Funding

Sources

1. Bank Accounts

2. Money Market Accounis
Tatal

Applications

1. Capital Equipment

2. Invemtory

3, Working Capital

4. Cush reserve for contingencies
Total

Sources
1. Bank Accounts

2. Money Market Accounts

Total
Applications

1. Capital Equipment

2. Inventory
3. Working Capital

4. Cash reserve for contingencies

Total

57527
S20465
$27,002

87,120
300
87,50
S13.072
27,003

Sae Sheel B, Capital Fquipmenl
Estimatad

$7,527
$20,465
$27,992

$7,120
$300
$7,500
$13,072
$27,992

Capital Equipment List

MajorEquipmentancd
Normal Accessories Mixlel

25" Color Television

WOR

3.5 x I'Confaence Tuble

Copiar Shamp
HPE20C X ColoPrintery HF

Swivel Chairs (6
Laptop Computer

Compuier Natwork & Hub
(2EEADX2 Computers

17" SVGA Monilor X
Fax Maching Sharp
Total

MincrOiMice Equipment:
Miscellaneois Computer Winng
Interior Decorting

Total

Rookeasas(5)
File Cabings (3}
Desk

Software

Total

Capital Equipment Total

Cost or List Price
iwhichever is lower)

5300
S150
S50
LA00
400
s700
82500
&
SR
LA00
5250
B, 600

5
100
§100

s100
8320
5
5-
410

57120
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See Sheet B. Capital Equipment

Estimated
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Major Equipment and Model Cost or List Price
Normal Accessories (whichever is lower)
25" Color Television $300
VCR $150
3.5' x 7' Conference Table $500
Copier Sharp  $500
HP 820 CXi (Color Printer) HP $400
Swivel Chairs (6) $700
Laptop Computer $2,500
Computer Network 8 Hub $-

(2) 486 DX 2 Computers $800
17" SVGA Monitor CTXra $500
Fax Machine Sharp  $250
Total $6,600
Minor Office Equipment:

Miscellaneous Computer Wiring $—
Interior Decorating $100
Total $100
Bookcases (5) $100
File Cabinets (3) $320
Desk $—
Software $—
Total $420
Capital Equipment Total $7,120

Balance Sheet

Asgels Liabilities
Currenl Assels Curreni Liabililies
Cash 520,872 Acoounts Payabla -
Accounis Receivable (nety 515000 Current L-T Dbt SROE0
Merchandise Inventory 5 Total Current Liahilities SBO040
Supplies 200
Prz-Paid Expenses &
Total Current Assets: 336,372 Long Term Liahilities
Mote Payahlz 5
Bank Loan Payabla L TN
Fined Assets Fquity Loan Payahle 5
Fixtures and Leasehold Total Long Term Liabilities  S10,0HH)
Improvanats 5.
Equipment 525000
Total Fixed Assels §15.000 Toial Liahilitics S00.040
NelWaorth
Cwner's Equity 528 GAR)
Tolal Assels 61372 ‘Total Liabilities and $61.372
NelWaorth
Assets Liabilities
Current Assets Current Liabilities
Cash $20,872 Accounts Payable $-
Accounts Receivable (net) $15,000 Current L-T Debt $80,040
Merchandise Inventory $300 Total Current Liabilities $80,040
Supplies $200
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Assets Liabilities
Current Assets Current Liabilities
Pre-Paid Expenses $-
Total Current Assets: $36,372 Long Term Liabilities
Note Payable $—
Bank Loan Payable $10,000
Fixed Assets Equity Loan Payable $—
Fixtures and Leasehold Improvements $— Total Long Term Liabilities $10,000
Equipment $25,000
Total Fixed Assets $25,000 Total Liabilities $90,040
Net Worth
Owner's Equity $(28,668)
Total Assets $61,372 Total Liabilities and Net Worth $61,372
Fixed Cost 00k 36570 per month
Herman's Rate FELE 590
iy i - -
Break-Even Analysis
Rates
Fixed Cost $80,040 $6,670 per month

Herman's Rate $38.46 $90

Karen's Rate  $24.04  $60

Multiplier 2.34 $75 Average
Serviee July Augusi September Oetober
Enginearing - - S9,0000 £10, 000
Mgmt Comsulting 5 5 = &
Soltware Sales 5 5 5 5
Total Sales 5- L 50,000 S10.000
Total cxpenses BI5965 59,003 10,543 510,273

Projected Income - '""Most Likely"

November December
10,0060 10,000

5 5

& 5-
10000 R10,0HH
§10.273 510,273

Service July August September October November
Engineering $— $— $9,000 $10,000 $10,000
Mgmt Consulting $— $— $— $- $—
Software Sales  $— $— $— $— $—

Total Sales $— $— $9,000 $10,000 $10,000
Total expenses  $15,965 $9,003 $10,543 $10,273 $10,273

Yearl Year 2 Year 3

iWlid-Aove.) Herman
Q6407 9T/98 9899 S00.00
Sales
Enginearing 111,000 %150,140 SIED2E0 0%
Memt Consulting SL8.000 Sla0320 SUIZHD 4504
Software 85,500 56,050 86,655
Total Sales S134,500 316,500 98,575
WV* Codt of Materials §- 5 5
N Variahle Labior - 5 4
Cosl olGoods Sold [ % 5
Gross Margin S134.500  $316.510 498,575

Utilization Rate(Year 3)

Karen Emplovee 1
S70.00 SR0.00
% R
T 0%

10%6 Inerease par Y aar

Cash Flow Projection: Three-Year Summary

Year 1 Year 2
(Mid-Ave.)
96/97 97/98

Year 3
Herman

98/99 $90.00
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December
$10,000
$—

$—
$10,000
$10,273

Utilization Rate (Year 3)
karen Employee 1

$70.00 $80.00


http://www.openbusiness.ru/
http://www.referenceforbusiness.com/business-plans/Business-Plans-Volume-04/Engineering-Management-Consultant.html
http://www.live-and-learn.ru/
http://www.1000ideas.ru/

Coob6wecTBO MHPOPMALIMOHHbLIX MPOEKTOB, COAENCTBYHOLLMX Pa3BUTUIO Manoro U cpegHero 6usHeca

www.openbusiness.ru — nopTan 6u3Hec-nnaHoB 1 PyKOBOACTB MO OTKPbITUIO Gu3Heca
www.1000ideas.ru — Bce camoe UHTepecHoe, HeobblvHOe, BAOXHOBNSAWLEee 1 GesymHoe B Mupe GusHeca
www.live-and-learn.ru - coBpemeHHbIii X)XypHan NpakTM4eckoin ncuxonorum

Cash Flow Projection: Three-Year Summary

Sales

Engineering $111,000 $150,140  $189,280 30% 0% 80%
Mgmt Consulting $18,000 $160,320  $302,640 45% 70% 0%
Software $5,500  $6,050 $6,655 10% Increase per Year

Total Sales $134,500 $316,510  $498,575

V* Cost of Materials $— $— $—

V Variable Labor $— $- $—

Cost of Goods Sold $— $- $-

Gross Margin $134,500 $316,510  $498,575

T)Ilm;:ll::z e 8- sE00 SEN

F Salaries Sa0000 S16T,778 S275,556 4 Employees(Year 3}

F Payroll Taxes 88,400 523450 3 1 4% Malaries

ViF Benalils 518,00 830,233 2R6T AL “alaries

F Business Development SATIS 515,826 £24 029 505 of Tolal Sales

F Ofice Supplies 0870 83,500 54,300 51,000 per additi onal employee

F Insurance 54310 5,110 55010 5800 perad ditional employee

F Maintenance and claaning 1151 51,214 51,253 CPI increase only

F Legal and Accounting 85,000 85,150 85305 CPlincrease only

VIF Delivery expensas 81,190 82,000 52,200 Sirict Control of Deliveries

I Licenses 5275 2300 300 2 Engineers + Business License

W Internal Relaticns SE00 000 51,200 2x employees

F Telephone 52426 3000 £3.500

" Daepreciation 53,000 54,000 4000 3-Yr1 Straight Line Depreciation

F Travel 83,651 83,770 S3RET 1 employespart-time) marketing

Operating Expenses

F Utilities $— $600 $600

F Salaries $60,000 $167,778 $275,556 4 Employees (Year 3)

F Payroll Taxes $8,400 $23,489 $38,578 14% of Salaries

V/F Benefits $18,000 $50,333 $82,667 30% of Salaries

F Business Development $6,725 $15,826 $24,929 5% of Total Sales

F Office Supplies $9,870 $3,500  $4,500  $1,000 per additional employee
F Insurance $4,310 $5,110  $5,910  $800 per additional employee

F Maintenance and cleaning $1,181 $1,216  $1,253 CPI increase only
F Legal and Accounting $5,000 $5,150  $5,305  CPI increase only

V/F Delivery expenses $1,190 $2,000  $2,200  Strict Control of Deliveries

F Licenses $275 $300 $300 2 Engineers + Business License
V Internal Relations $600 $900 $1,200  2x employees

F Telephone $2,426 $3,000  $3,500

F Depreciation $3,000 $4,000  $4,000  3-Yr Straight Line Depreciation
F Travel $3,660 $3,770  $3,883 1 employee (part-time) marketing
January February March April Mixy June Tolals

‘lu" ét 'Ita I. :'IL( ;. ':'@

.‘HS,I]I?EI FIS_[I[-IFI ﬁ:G.III[III il-ﬁ..}_.-Sll Slﬁ;ﬁ['“ ﬁ1f~,.';"ﬁll Fl.'i.-.t-:'u[lfl

510,573 510573 R10A33 510,648 B10.663 510,678

January February March April May June Totals
$12,000 $12,000 $12,000 $12,000 $12,000 $12,000 $111,000
$3,000  $3,000 $3,000 $3,000 $3,000 $3,000 $18,000
$— $— $1,000 $1,250 $1,500 $1,750 $5,500
$15,000 $15,000 $16,000 $16,250 $16,500 $16,750 $134,500
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January February March
$10,573 $10,573  $10,633

I Miscellaneous 51345 83,165
F Reni 5- 56000
TotalOperating Expenses 125982 R296.137
Other Expenses

Interest (Morgage) 3- 5
Interest (AUt Lease) 4,116 54116

F Miscellaneous
F Rent

$1,345
$—
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April  May June Totals

$10,648 $10,663 $10,678

S4086 1% of Sales
6,00 S500/mo. starting Your2
65,365
L

S48 3-YrBankLease

$3,165
$6,000

$4,986
$6,000

1% of Sales
$500/mo. starting Year 2

Total Operating Expenses $125,982 $296,137

$465,365

Other Expenses
$—
$4,116

$—
$4,116

$—
$4,116

Interest (Mortgage)

Interest (Auto Lease) 3-Yr Bank Lease

July Augusi  Seplember hetohier Nmvember  Decombser Japmary
Sles
Engmeonag 8- 5 SEROHI Ry (] LY LU L1 LRt ul] B 200
Mgron ol fing = % 5 5o 5 L S5 000
Software % % 3 S 8. £ .3
Total Sales (- 5 0008 S 10, S0 LY S15.000
% 5 = 5 5= - 3
bt % 5 “ § §- 5 L2
ot ol noeds Sald - & 3 5 LE LS 5
v Margin LN <. 50, () S0 S oo S0, 15,000
O perating Expeaves
Liilitees 5 S 5 5 & % .8
Salarkes ES000 LATE I &5 1 B500 58 000 SR S5 000
Pravroll Tases  14%) L7006 700 s ST ST 30 5700
Henediis (5074 S1A0 LK H1.5m S1.500 1,500 &850 1500
Huaness Development | 946 5 S S450 S300 S0 L] 750
37,120 250 3540 250 250 25 3250
e S S190 Se0 Skl S350 535 3360
Marseranee amd chanmg 53510 Sl Hlon S . (1] K14xi BT
Pl aid Adoosmiing e L pacel] S S S50 w500
e hvery expomses o Kl lim B (L S paCL] Rt
Licenscs L35 L3 . 1] fxi] SH) 3 30
Imtermad Relatioms 50 S50 2540 S50 L] 8401 S0
Telephoae 526 50 S200 S0 pov 1] S0 200
Dipreciatien 22450 B350 K150 150 w250 RI&0 w250
Travel 360 L300 S300 S S 530 LT
Plise.i |96 Sales) - S b Shi L1 L] Ra[ix] 150
Rent 5 S % % S 5. 5
Tulal {hper. Fxpenses SI5622 SH.AA0 S10. 24 S9.530 50,938 2930 S
Ciher Eipenae
Tinberzat f Mol gape] L3 5 5 & 5 3 &
Temenest { Amio Lase) L 33 S341 (3T s34 141 341
Moty (it Led % - 5 e L ko 5
ToladOhiber Expemes 2343 243 343 LERE] LERE] LxEE] 343
“Fotal Expense $15,945 $9063 510543 S10.273 510273 510273 SI0S73
Net Profit (Loss)  S{1Z065)  S{9.003) 2(1.543) S2TH E{271) 11 B4

Cash Flow Projection by Month, Year One

July August September October November December January

Sales
Engineering $9,000 $10,000
$—

$—
$10,000

$10,000
$—
$—
$10,000

$10,000
$—
$—
$10,000

$12,000
$3,000
$—
$15,000

Mgmt Consulting
Software

Total Sales

Cost of Materials
Variable Labor
Cost of Goods Sold
Gross Margin $10,000 $10,000 $10,000 $15,000
Operating Expenses
Utilities

Salaries

$—
$5,000

$—
$5,000

$—
$5,000

$—

$5,000 $5,000  $5,000 $5,000
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Cash Flow Projection by Month, Year One

Payroll Taxes (14%) $700 $700 $700 $700 $700 $700 $700
Benefits (30%) $1,500 $1,500  $1,500 $1,500  $1,500 $1,500 $1,500
Business Development (5%) $— $— $450 $500 $500 $500 $750
Office Supplies $7,120 $250 $250 $250 $250 $250 $250
Insurance $190 $190 $690 $360 $360 $360 $360
Maintenance and cleaning ~ $81 $100 $100 $100 $100 $100 $100
Legal and Accounting $— $— $500 $500 $500 $500 $500
Delivery expenses $90 $100 $100 $100 $100 $100 $100
Licenses $55 $20 $20 $20 $20 $20 $20
Internal Relations $50 $50 $50 $50 $50 $50 $50
Telephone $226 $200 $200 $200 $200 $200 $200
Depreciation $250 $250 $250 $250 $250 $250 $250
Travel $360 $300 $300 $300 $300 $300 $300
Misc. (1% Sales) $— $— $90 $100 $100 $100 $150
Rent $— $— $- $— $— $— $—
Total Oper. Expenses $15,622 $8,660 $10,200 $9,930 $9,930 $9,930 $10,230
Other Expenses
Interest (Mortgage) $— $— $— $— $— $— $—
Interest (Auto Lease) $343 $343 $343 $343 $343 $343 $343
Interest (Credit Line) $— $— $— $- $- $— $—
Total Other Expenses $343 $343 $343 $343 $343 $343 $343
Total Expenses $15,965 $9,003 $10,543 $10,273 $10,273 $10,273 $10,573
Net Profit (Loss) Pre-Tax ~ $(15,965) $(9,003) $(1,543)  $(273) S$(273)  $Q273)  $4,427
Februsry March Aprl My Jue Tetl
sion  spem S s Sz Sim
5 5 5 < 5 .
s 243 20 26 o8 ss
s s Sem wEm swm sam
February March April May June Total

$12,000  $12,000 $12,000 $12,000 $12,000 $111,000
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February March April May June Total
$3,000 $3,000 $3,000 $3,000 $3,000 $18,000
$— $1,000 $1,250 $1,500 $1,750 $5,500
$15,000 $16,000 $16,250 $16,500 $16,750 $134,500
$— $— $- $— $— $—

$- $- $- $— $- $-
$15,000 $16,000 $16,250 $16,500 $16,750 $134,500
$- $- $- $- $- $-
$5,000 $5,000 $5,000 $5,000 $5,000 $60,000
$700 $700 $700 §700 $700 $8,400
$1,500 $1,500 $1,500 $1,500 $1,500 $18,000
$750 $800 $813 $825 $838 $6,725
$250 $250 $250 $250 $250 $9.,870
$360 $360 $360 $360 $360 $4,310
$100 $100 $100 $100 $100 $1,181
$500 $500 $500 $500 $500 $5,000
$100 $100 $100 $100 $100 $1,190
$20 $20 $20 $20 $20 $275
$50 $50 $50 $50 $50 $600
$200 $200 $200 $200 $200 $2,426
$250 $250 $250 $250 $250 $3,000
$300 $300 $300 $300 $300 $3,660
$150 $160 $163 $165 $168 $1,345
$- $- $- $- $- $-
$10,230  $10,290 $10,305 $10,320 $10,335 $125,982
$- $- $- $- $- $-

$343 $343 $343 $343 $343 $4,116
$— $— $- $— $— $—

$343 $343 $343 $343 $343 $4,116
$10,573  $10,633 $10,648 $10,663 $10,678 $130,098
$4,427 $5,367 $5,602 $5,837 $6,072 $4,402
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