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Art Glass Studio

PHYLLIS FARMINGTON, ART GLASS

76532 Rugby Court
Dayton, OH 45429

When selling art or any unique product, the market becomes somewhat unpredictable. Understanding this to
be true, this business plan lists many ideas for reaching potential buyers. As exposure increases, so do sales,
and this artist enumerates several ways she plans to come in contact with consumers. She also explains a
policy that avoids any conflict between her own sales and the sales of her goods by retailers, both important
parts of maintaining a healthy business climate.
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HISTORY AND DESCRIPTION OF BUSINESS

Phyllis Farmington, Art Glass, is a company that designs and produces handcrafted jewelry, as well as
decorative bowls and plates. The business is operated by artist Phyllis Farmington. Ms. Farmington has been
working with glass for the past year, and has began to display and sell her work as of December 1991. These
pieces may be seen at numerous art galleries in the Dayton, Ohio area.

PRODUCT AND SERVICE

To create her product, Ms. Farmington works with glass manufactured by the Watershed Glass Works. These
glasses are designed to be compatible with one another when they are fired in a kiln. The wide range of colors
available make it possible to create an almost unlimited range of designs and patterns. Some of these glasses
have metallic and iridescent effects, and are available in both transparent and opaque type. Designs are created
by layering different pieces of hand-cut glass on top of a piece of base glass. Next, the piece is fired at
temperatures up to 1600 degrees. This causes the glass to soften and partially melt, or "fuse" together. The
glass is then slowly cooled to room temperature. Often these pieces are fired a second time after having been
painted with glazes of gold, silver, or platinum. These glazes are bonded to the glass and become permanent
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and long wearing.

Working in this manner, the artist produces earrings, pendants, pins, and bolo ties. Metal jewelry parts are
attached to the pieces with epoxy and are placed onto decorative cards, which are then hand-signed. The owner
offers these jewelry items individually, and also in matched sets.

In manufacturing her bowls and plates, Ms. Farmington utilizes molds made of fired ceramic. She slumps glass
into these molds, and after the glass is cooled, it takes on the shape and form of the mold. Some of these plates
are very simple in shape and take their designs from the patterns already found in the glass. Others are
decorated in intricate patterns designed by the artist.

Ms. Farmington's work is functional, unique, and beautiful. She designs her pieces with a contemporary flair,
using bold colors and striking patterns. Her work is influenced by international folk arts, and elements of
African, Slavic, and Middle Eastern art grace her creations. Ms. Farmington brings her unique perspective to
her designs and maintains very high standards of quality.

Whether worn with casual clothing or evening wear, her jewelry is eye-catching and each is designed to be a
conversation piece. With proper care, these pieces of wearable art will give years of enjoyment.

Her decorative plates and bowls are attractive and useful. Whether displayed in the home or in an office, they
create a focal point and enhance the environment. These vessels are beautiful, yet durable. The colors in the
glass are derived from metallic sources and, as a result, do not fade over the years. They may be displayed in
areas where there is bright sunlight, with no danger of colors being affected, as in the case of a watercolor or
oil painting. In fact, these vessels are at their best when seen with light flooding through them, and the
interplay of colors that result are a delightful characteristic of art glass.

The owner can custom design work to suit a client's needs. She can design jewelry to match a costume, create a
work of art to be used in the home, or custom design art glass for display in an office setting. She offers free
delivery, and will do price quotes at no cost to the client. Ms. Farmington believes in having "something for
everyone." She strives to maintain a balance of artistic integrity as well as pleasing her clients. Whether a client
purchases fun, affordable jewelry, or one of her more expensive fine art vessels, she maintains the same quality
of excellence that her clients deserve.

LOCATION

Phyllis Farmington operates her business out of a building that is owned by her husband, fellow glass artist
Mark Farmington. The building is located on Dayton's northwest side. The building is 3200 square feet in size,
and has a parking lot adjacent. It is situated in a location that is zoned for commercial use, three quarters of a
mile from an active shopping area.

The building has previously been used as a production shop only, but Ms. Farmington, together with her
husband, are renovating the property for the purpose of expanding into retail sales. The back area which was
formerly used as a storage area, is being developed as the main production area. The Farmingtons have recently
partitioned off this previously unheated space and installed a heater. Although this work area needs further
development, it is now possible to utilize this space as a production area. This leaves the more attractive front
half of the building free for use as a retail display area. Ms. Farmington will be able to use this as a location of
special sales throughout the year.

This location does not put the owner in a good position to reach her target market. However, she will continue
to retail her work out of galleries and gift shops to reach these customers. The location is excellent for
manufacturing and storage purposes, and the owner is able to have access to equipment and tools previously
purchased by her husband. This eliminates the necessity of purchasing such items as a glass kiln. The owner
also is able to utilize her husband's computer and software and share office space with him.

One strong advantage of this location is that the owner will be able to help build her customer base by tapping
into her husband's already established clients. Mr. Farmington was the artist selected to do the art glass
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restoration at a local historical landmark, which was designed and built in 1910 by Frank Lloyd Wright. This
restoration received a Presidential Award for excellence in 1989, being judged as the finest restoration of a
historical building for that year, on a national level.

Mr. Farmington uses his contacts to help promote his wife's business, and recently Ms. Farmington was able to
make a $300.00 sale from one of these contacts. Her association with her husband's business helps to open
doors for her when doing promotional presentations as many people in the area are familiar with her husband's
work, and it creates a point of interest that she can use to promote her own company. The owner will also use
her husband's contacts to build her mailing list.

This location does not have a sign that extends away from the building. However, there is a sign that will be
completed in the near future and put into place. It is made of stained glass, is twosided, and lights up at night.
This sign will be an eye-catching display, not only promoting the location of the business, but as an example of
what can be done in the medium of glass.

TARGET MARKET

Ms. Farmington has two target markets for her artwork. For her jewelry, she will be marketing primarily to
middle income women ages 18 to 40. The main way for her to reach her target market will be through sales of
her product at various retail outlets. She also will sell a certain percentage of work out of her location, but
realizes that this will require advertising and promotion over a period of time.

Ms. Farmington received a very positive response at a local gallery from the college students who shop there.
Her jewelry especially appeals to young persons who are trendy and enjoy artistic things but would not be able
to afford an expensive piece. These persons would be more likely to purchase at a gift shop rather than a high
priced gallery. The owner will be placing work in areas where colleges are located in order to reach this
market.

The owner will be placing her work in gift shops that sell to persons purchasing gifts for holidays and other
special occasions. Recently, the owner visited a nearby floral and gift shop, and felt that it would be an
excellent place to show and sell her work. Such shops that sell flowers and gifts have a high traffic and are very
busy during holiday seasons. Shoppers can purchase flowers, gifts, and cards, all in one location. When Ms.
Farmington stopped in to this shop close to Valentine's Day, it was so busy that she was unable to speak to
anyone. At the counter she observed a woman who was asking the sales clerk if they carried any unusual glass
bowls. The clerk responded that all they had was what was on the shelves, but that they would be carrying new
merchandise shortly for the spring season. Ms. Farmington was able to obtain a card with the buyer's name and
will be contacting them.

Ms. Farmington will be targeting another segment of the population for her more expensive items. These will
be persons with a higher income level who purchase fine art for their home or office. These persons also
purchase items as gifts for others for special occasions such as holidays or anniversaries. She will be targeting
professional persons with an income level of $40,000 and up. According to American Demographics for 1990,
there are approximately 166,000 persons in the surrounding area who fall into this income bracket. The age
range is from 35 to 65, and they tend to be homeowners, single, with no children, or married, with no children.

The activities that this segment of the population enjoys are art and cultural events, home furnishing and
decoration, physical fitness, camping, avid reading, shopping by catalog, computers, and VCR viewing and
recording.

Ms. Farmington will reach this segment of the population in various ways. Her work will be placed in gift
shops and galleries and upscale boutiques frequented by this segment of the population. She will be contacting
buyers and designers at furniture showrooms that feature unusual hard-to-find decorative ware. Recently, she
has contacted the buyers from a local store who have expressed an interest in her work. This store specializes
in unique decorative ware, and sells to an upper income clientele. Upscale clothing stores are also very suitable
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for Ms. Farmington's jewelry. Recently she has met with the manager and buyer of such a boutique in
Cincinnati. Ms. Farmington will be designing a line of jewelry for this shop as well as a select line of giftware
in her more expensive price range. This store is very active in the summer season, selling to tourists who
purchase designer clothes as well as decor for their summer cottages. The owner has also spoken to the buyer
of a glass shop in Cincinnati. She was told that this shop purchases giftware in April to sell during the summer
season. This shop also has an upscale clientele.

Catalog sales are another area that the owner will be working in. In the near future, she will be sending letters
and photographs to potential buyers. She will offer to work with these buyers in the same manner that has been
previously mentioned, designing gift items to appeal to the catalog's customers.

PRICING POLICY

The owner's pricing policy is based upon her operating expenses and what she feels the market will bear. She
has priced all of her products in the following manner. First, the owner needs to know what the bottom line
production cost is on each item. She takes into account the cost of her materials, other variables, her fixed
operating expenses, the time involved, and the hourly wage that she needs to receive to meet her personal
expenses.

She then sets a suggested retail price, which is what she feels the item would sell for in a retail outlet. This is
also the price the artist would sell the item for in her shop. If the item is sold on a consignment basis, the store's
commission is subtracted from this retail price. If she sells the item on a wholesale basis, the price for which
the item is sold to the store would be determined by that store's markup policy.

In doing her pricing research, the frequent complaint was heard from buyers that artists often undercut the
retail outlets where their works are being sold. This creates a conflict of interest, and may result in the store's
refusal to accept further work from that artist. For example, an artist may sell a piece for $100.00 to a store
which then marks it up to $250.00. If the artist sells the piece for $100.00, eventually people will buy directly
from the artist to get a discount. As soon as the retail outlet sees what is happening, they feels as if the artist is
in competition with them. The owner does not want this situation to happen, as she will be very dependent on
her retail outlets to help her to reach her target market. By selling the item out of her studio for the same price
as the retail outlet, this problem will be avoided.

The owner has prepared a price list for all of the products that she offers. On the list she has included the
production cost of each item and the suggested retail price. By being aware of what her production costs are on
each item, she will be able to price her products with confidence, knowing that she will be able to meet her
expenses and make a reasonable profit.

She will be able to determine how many units of a given item need to be sold on a monthly and yearly basis to
meet her expenses. She will use this tool when planning her marketing strategy and to help her meet sales
goals.

The terms of sale for the first year will be cash or check only. If a client commissions a piece of custom work,
she will require a 50% deposit to start the work, with the remainder to be paid upon completion.

MARKET STRATEGY

The owner has several sources of competition in the area: The Glass Palace, artists and hobbyists who do art
and craft shows, and Gemstone Studio.

The Glass Palace: This competitor is a large, well-stocked store that sells supplies to art glass
hobbyists as well as gift items. They are also the main source of Ms. Farmington's retail supplies.
They are located close to Westerland Mall. This competitor's staff is very knowledgeable and
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helpful, and they are located in an accessible high traffic area. Ms. Farmington will compete with
this business on the quality and uniqueness of her giftware. The items that the Glass Palace sells are
well made, but mostly made from patterns and kits. These items are pretty and attractive, but
usually not very artistic. Ms. Farmington will only market and sell her original designs. Although
her location is out of the way, she will work hard to promote her business and make her target
market aware of where they can find her. If a client shows an interest in stained glass, the owner
will turn the customer over to her husband, and he can answer questions and design and create
leaded glasswork to their specifications. Also, Mr. Farmington specializes in repair work of antique
glass which the Glass Palace does not do.

Hobbyists Who Do Art Fairs: Art fairs are very popular in Ohio, and many glass artists
participate in these events. Ms. Farmington has seen much stained glass, and some fused glass
jewelry at these shows. The prices are usually low, and the quality of these products range from
mediocre to high. Some of the participants are artists, while others are hobbyists who do this work
as a sideline. Ms. Farmington gets the impression that these exhibitors carefully keep an eye on one
another so that they can produce similar work in the same price range. At a recent show the owner
attended, she visited 5 art glass displays. The work of each booth was almost identical, right down
to the types of glass and the colors that were used. Also, fused glass is seldom found at these
shows. Ms. Farmington does not want to appeal to a person who wants the best price on a piece of
work, but the discriminating person who will pay a little more for a conversation piece. She
carefully watches her competitors so that she can do work that is deliberately different than theirs.

Gemstone Studio: This competitor is located in Springfield, Ohio. It is a small studio that sells
supplies to the glass trade, as well as fused glass jewelry. Their staff is knowledgeable and helpful,
and the quality of their work is high. They also sell jewelry out of retail stores in the area. Most of
these pieces are very heavy in weight and tend to be rendered in dark colors. The edges of the glass
are covered with metal solder, which contributes to the weight, and adds a very heavy look to the
pieces. Ms. Farmington's pieces are lighter in weight and more wearable. She offers a wide variety
of colors and styles. Her earrings are light in weight and comfortable to wear, and there is no solder
used in these designs.

SHARE OF MARKET

Ms. Farmington's strong points are her unique sense of style, her attention to quality, her high degree of
professionalism, and her natural born sales ability. She will capture a relatively small share of the market, but it
will be those persons who are very discriminating and will appreciate her work. Her enthusiasm and
dedication, as well as her excellent customer servicing, will help her to hold those clients once she has them.
Nowhere else will they be able to find what she has to offer, because her unique personality and personal vision
is such an integral part of her work.

PROMOTION AND ADVERTISING

The owner will promote and advertise her business utilizing the following methods:

* Gallery presentations and sales.

* Specially designed promotional materials.
* Customer mailing list.

* Art show participation.
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* Articles and photos submitted to trade publications.

The owner will use a combination of these techniques to promote her business and increase sales. There will be
a series of seasonal shows and sales throughout the year on location. A Christmas Open House will be held at
the beginning of December. This will be a festive event with live music and refreshments. A sale will go into
effect at that time and continue through December 25. Similar sales will be held Valentine's Day and Easter.
These sales will feature items with seasonal themes.

In this manner, customers will be able to shop in a festive atmosphere, avoid crowded shopping malls, and
meet and chat with the artist. Gift certificates will also be offered for sale.

In the summer, two weeks before the Fourth of July holiday, Ms. Farmington will hold a mini art fair onsite.
She will feature her work as well as the work of other local artists. This fair will be held inside as well as
outside. This event will also be promoted by way of the mailing list.

The owner will promote these events with the use of flyers, ads, word of mouth, signs at the studio, and by
direct mail. Promotional materials will be sent to all persons she is beginning to sell work to. She will continue
to compile this list with information taken from company sales receipts. Ms. Farmington will be able to utilize
her husband's computer for these promotional activities. The mailing list will be kept on the computer and it
also will be used to print labels. A local community magazine will be utilized for advertising. This publication
lists all cultural events in the Dayton area. Ms. Farmington feels this is an excellent way to reach her target
market.

Ms. Farmington is using the services of a professional photographer to take photos of her work. These will be
used in her promotional materials. She has designed a folder that will have photos of her work as well as a brief
biography. This folder will be given to buyers when Ms. Farmington does presentations. On the folder is a
space where she can attach her business card. This folder can also be given to persons who have purchased a
piece of work from a gallery, in which case the gallery can attach their business card. This will promote the
gallery and artist at the same time. This piece of literature is designed to create an image of quality and
elegance. When the owner does a presentation at a gallery she will also utilize photographs and slides to show
samples of her work.

Ms. Farmington will have business cards and stationery printed using her distinctive signature as her logo.
These will be color coordinated and will match her promotional folder. In speaking with buyers and gallery
owners, Ms. Farmington has heard the frequent complaint that artists are often poor business persons and
present themselves in an unprofessional manner. By being prepared with promotional materials and carefully
cultivating a dynamic and professional demeanor, she will create a positive image with the people who are in a
position to promote her business.

The owner will be participating in art shows that have high standards of quality and that attract the target
market that she wishes to sell to. In speaking with other artists who participate in the events she has learned
important information. There is no guarantee that you will make a profit.

Some of these events are not appropriate for the type of product that the owner is selling. She has decided to be
very selective in this area, and to see shows as a promotional opportunity rather than a direct sales opportunity.
She will enter events where she has to chance to compete for awards. Any prizes or awards will be excellent
publicity for her business. She also will use this as an opportunity to directly meet and talk with her target
market. Promotional materials can be distributed, and if a person purchases a piece from her or shows a strong
interest, they will be added to her mailing list.

Recently, the owner submitted slides and an application for a national art glass competition. Those artists
selected to be semi-finalists are to be notified in early spring. Ms. Farmington is awaiting news on this
competition. Also, she has recently sent a photo and letter to the Dayton Observer , suggesting that she be
featured. There is a feature in the paper every Sunday in the Home section which highlights unusual home
furnishings and gift items available locally. Publicity received from these events will be used to promote her
business. Even if she is not immediately successful in these ventures, she will remain persistent in her efforts to
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increase her visibility.

The owner will be sending photos, slides, and articles to trade publications in order to promote her work. These
publications welcome submissions of this sort and frequently feature work of emerging artists. Her
photographs and slides are of very high quality and designed for publication. Ms. Farmington has good writing
ability and is confident that this will be a successful method of promotion. This will increase her visibility to
her target market and will be a good tool to use when designing future promotional materials.

EVALUATING RESULTS OF ADVERTISING

Computer files will record labor, materials, expenses for each advertising method, as well as the amount of
sales generated. This information will be analyzed to measure the effectiveness of each advertising strategy.

START-UP COSTS

SUPPLIES

1 case Bullsaye Glass'Shipping S800.00
fapprosamately 20 shoets of

class in assorted colors.

Includas S80.00 shipping

Jewelry parts from Rings 'n” Things 125000

PROMOTIONAL MATERIALS
500 business cards specklad gray
fibar papar with gold thermographic
lettering. Print Masters-Wazan Crrey

fibar papar 34.00

500 shagts and 500 envelopes of

matching stationery-black logo 10000

1060 promotional folders

orey &0 1h, paper with ypesd 0,00

TOTAL H1. 109,00

SUPPLIES

1 case Bullseye Glass\Shipping $800.00

(approximately 20 sheets of glass in assorted colors. Includes $80.00 shipping)
Jewelry parts from Rings 'n' Things 125.00

PROMOTIONAL MATERIALS
500 business cards speckled grey fiber paper with gold thermographic lettering. Print Masters-

Wasau Grey fiber paper 34.00
500 sheets and 500 envelopes of matching stationery-black logo 100.00
100 promotional folders grey 80 1b. paper with typeset 50.00
TOTAL $1,109.00
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BALANCE SHEET

AS OF MARCH 6. 1992

fl\:.::lll?\l BANK 0o I‘\.:f:]:!lllll'ﬂrll‘fl\’\\‘\lill oo

|‘;5Vr.|['rlql .|I|::|'JI|':1I.I?.I CEIVABLE 40,00 .(;‘:!;I‘ IIEI:I\'“TIE'I' WORTH ::.E::::

B i —_ liahilities)

Founders” Place 125,00

E.M. Art Glass S0, 000

Faw materials on hand 300,00

TOTAL ASSETS FLAGS.00

AS OF MARCH 6, 1992

ASSETS LIABILITIES

CASH IN BANK 0.0 ACCOUNTS PAYABLE 0.0
ACCOUNTS RECEIVABLE 40.00 OWNERS NET WORTH 1,365.00
INVENTORY (Assets minus liabilities) 1,365.00
Davis Gallery 400.00

Founders' Place 125.00

E.M. Art Glass 500.00

Raw materials on hand 300.00

TOTAL ASSETS $1,365.00

SALES FORECAST FOR FIRST YEAR

This section shows projected sales goals for the coming year, how many units the owner sells to pay her
operating expenses, loan principal and interest, and income taxes.

The owner has selected four products that show a wide price range in order to give a realistic projection. She
has also estimated how many would be sold retail, wholesale, and on a consignment basis. Also included are
services rendered, which represents income from a seasonal part-time job for the Photography House in
Dayton. The owner provides art services for this studio on a subcontract basis over the holiday season.

There are periods of highs and lows in this business. As the owner is selling mainly to a giftware market, sales
revolve around periods when her target market purchases these items. Highs also are caused by the sales that
the owner will be having at her location.

U.C. stands for unit contribution and represents the net profit of each item after the production costs have been
subtracted from the selling price.

The owner has based these figures upon what she feels she can realistically sell in one year, and also by what
she needs to make to meet her minimum operating and personal expenses. She then used the sales projection as
a basis for her estimated cash flow, which follows.

(How many to sell to break even on fixed expenses.)
C=Consignment R=Retail W=Wholesale
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Produet Monthly
Specimm Bowl-W &
Spacinm Bowl-(C L
Spacirum Bowl-R 4

Phoznix Plate-W
Phoenix Plate-C

Cilass Pin-C 10
Gilass Pin-R 17
Earrings- L
SLIRTOTAL

SERVICES RENDERED

TOTALS

Product

Spectrum Bowl-W
Spectrum Bowl-C

Spectrum Bowl-R

Phoenix Plate-W
Phoenix Plate-C

Glass Pin-C
Glass Pin-R

Earrings-R

SUBTOTAL

Yearly  Total Cash

0 $2,100,00
95 3.420,00
40 24,000,000

5 135500

4 1,200,000
115 2,084.00
200 470000
100 1,350,000
18,6509, 000

1.219.33

[RX 8%
H1.468.00
256300
2,035,040

&31.00
&40,

1,063 0
297600

T773.00
12,1 83000

121900

FI9.82R33 §13.402.00

Monthly Yearly Total Cash U.C.

6
8
4

10
17

SERVICES RENDERED

TOTALS

Agpril May June July Ang Sep et
Bep. Cash 21170 §353.71 S4¢.34 ST2RAR LU [ LR
CASH 1N
Retmil Rlo0A0 R15000 0 R2TE0 SE0000 SEEON 56,00 SR
Whelesale 510000 S0 S250.0K1 S300.081 §T35.00 §532.00
Comsign. 311700 817500 RITSOD R9S.00 SEO0LK 570500 505000
Services 511933 S300.00
Laan 81,1000 601
Tustal 51 A2a00 SR4200 SLISATL  S1455.3%d S1L1TRAR SR0RTAS 546870
CASH T
lmventory 925,00 SE00LI0
CNT. Supyy. 13400 325.00 R25.00 B25.00 52500 525.00 52500
Ake, Promo, 35000 S175.0K 520000
Taxes 513284 BETEAT
Car SA0.00 B0 40,080 S40.081 540,00 540,00
Renv il B200000 20000 8200000 8200110 LaEIRET] 200,00
Misc, 325,00 525051 %25.000 §25.00 525.00 515.00
Principal RT.4A £ER.21 =920 HO0LIE S0, 06 55100
Tnieresi S1LE 510.22 .33 =y 57.54 S6.063
Todal CAL 51,109.00 SIRR A3 §563.53 532130 SUNR.E3 S3NR.E3 126500
s 700 545347 559018 501305 5] 18905 5189896 53,4219
Withelreal 5000 S06TE  R1Z0E4 52547 §1al.79 559377 STS2ER
Enil Cash 51700 5371 S4a0.14 ST28.48 SO2ELG BIIO518 RIES03]
Ml RI5R50 0 R1364T 523647 547361 546147 S1LTWMEN S131TAE
.
April May June July Aug
Beg. Cash $317.00 $353.71 $460.34  $728.48

70
95
40

115
200

100

$2,100.00
3,420.00
24,000.00

1,355.00
1,200.00

2,084.00
4,700.00

1,350.00

18,609.00

1,219.33
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$1,468.00
2,563.00
2,039.00

631.00
640.00

1,093.00
2,976.00

773.00

12,183.00

1,219.00

$19,828.33 $13,402.00

Sep Oct
$928.16  $2,105.19
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April May June July Aug Sep Oct
CASH IN
Retail $100.00  $150.00 $275.00  $500.00 $550.00 $600.00  $800.00
Wholesale  $100.00  $200.00 $250.00 $300.00 $735.00 $532.00
Consign. $117.00  $175.00 $275.00 $495.00 $600.00 $705.00  $950.00
Services $119.33  $300.00
Loan $1,109.00
Total $1,426.00 $842.00 $1,153.71 $1,455.34 $2,178.48 $3,087.49 $4,687.19
CASH OUT
Inventory $925.00 $600.00
Off. Supp. $134.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00
Adv. Promo. $50.00 $175.00 $200.00
Taxes $132.86 $676.47
Car $40.00  $40.00 $40.00 $40.00 $40.00 $40.00
Rent/Util. $200.00 $200.00  $200.00  $200.00  $200.00  $200.00
Misc. $25.00 $25.00 $25.00 $25.00 $25.00 $25.00
Principal $87.44  $88.31 $89.20 $90.09 $90.99 $91.90
Interest $11.09 $10.22 $9.33 $8.44 $7.54 $6.63

Total C.O.  $1,109.00 $388.53 $563.53  $521.39  $988.53  $388.53  $1,265.00

Gross $317.00  $453.47 $590.18 $933.95  $1,189.95 $2,698.96 $3,422.19

Withdrawal  $0.00 $99.76  $129.84  $205.47  $261.79  $593.77  $752.88

End Cash $317.00  $353.71 $460.34  $728.48  $928.16  $2,105.19 $2,669.31

Net $158.50  $136.47 $236.47 $473.61 $461.47  $1,770.80 $1,317.00

Nov D Jan Feh March April Totals
SLAMLTL 5427501 466045 S2TESIL SR02140 ELLG124 52557462

5120000 5110000 REO0,00 00,00 70000 SEOOO0 8817500
5300.00 §300.00 5000 3311700

51,200,000 5100000 12500 EM05.00 B20.00 SES000 §TAT0
EROLO0 3121931
1,108,080

SAR6O] SAATA0]  SASA445 S49033 S4ML40 R401124 82003733

31.525.00

£25.00 R25.00 525,00 225,00 E25.00) 52500 §434.00
§175.00 SLO00 STO00

31.459.99 526236 5253167

40 B0 R0 0.0 B0 540.00 S4R0.0
E200.00 R200.K0 §200.00 520,00 §200.00 520000 52,400,000
52500 £25.00 £25.00 R25.00 25000 525.00 S300.00
2R2 W|3T5 FoueR 295,63 o659 59755 SL108.55
8571 2478 33.85 52.00 154 0.0 R |

S3RR.53 EARE.5T S1.02R.SD EARR.S3 S4BB.S3 6500 $0.553.03
BIARLTH  ASORG4E  S38TO0d S4O0LED S40E2ET O R360.34 811058450
SLZETT ST ETREAL ERROAN =a163 SO1606  SE.O400N0
8427501 34466045 S2TRS33 3302140 8314124 F3544.30

SLEILAT  SLTILAT (SL0EE3E1 3121647 553147 Sl0sAll
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Nov Dec Jan Feb March April Totals
$2,669.31 $4,275.01 $4,669.45 $2,785.33 $3,121.40 $3,161.24 $25,574.62

$1,200.00 $1,100.00 $500.00 $900.00  $700.00  $800.00  $8,175.00

$300.00 $300.00  $400.00  $3,117.00

$1,200.00 $1,000.00 $125.00 $705.00  $420.00  $550.00  $7,317.00
$800.00 $1,219.33
$1,109.00

$5,869.31 $6,375.01 $5,594.45 $4,390.33 $4,541.40 $4,911.24 $20,937.33

$1,525.00
$25.00  $25.00  $25.00 $25.00  $25.00  $25.00  $434.00
$175.00 $100.00 $700.00

$1,459.99 $262.36  $2,531.67

$40.00 $40.00 $40.00 $40.00 $40.00 $40.00 $480.00
$200.00  $200.00  $200.00 $200.00  $200.00  $200.00  $2,400.00
$25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $300.00
$92.82 $93.75 $94.68 $95.63 $96.59 $97.55 $1,108.95
$5.71 $4.78 $3.85 $2.90 $1.94 $0.98 $73.41

$388.53  $388.53  $2,023.52 $388.53  $488.53  $650.89  $9,553.03
$5,480.78 $5,986.48 $3,570.94  $4,001.80 $4,052.87 $4,260.36 $11,1384.30
$1,205.77 $1,317.02 $785.61 $880.40  $891.63  §916.06  $8,040.00

$4,275.01 $4,669.45 $2,785.33  $3,121.40 $3,161.24 $3,344.30

$2,811.47 $1,711.47 ($1,098.51) $1,216.47 $931.47  $1,099.11

EMPLOYMENT HISTORY

Phyllis Farmington

March 1991 to present, Dayton Art Glass, Dayton, Ohio

Working as an assistant to my husband while developing my own business. Duties include sales, client contact
work, and assisting in the design of stained glass windows.

Sept. 1988 to March 1991, Photography House, Dayton, Ohio

Photo retouch artist and manager of in-house Art Department. In control of supplies and inventory, final
inspection of all outgoing work, quality control, and training of new Art Department personnel. Retained by
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Photography House on a freelance, subcontract basis as an artist and trainer.

Sept. 1987 to Sept. 1988, CBI Photo Lab, Dayton, Ohio

Photo retouch artist and manager of in-house Art Department. Control of supplies and inventory, inspection,
and quality control.

June 1985 to Sept. 1987, Wellington Studio, Chicago, Illinois

Assisted my mother in a family owned and operated photography studio. Duties included sales, public
relations, pricing of goods and services, photography, and general office work. Also, hired and trained new
photographers and scheduled photography sessions.
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