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Readership Agreement 
Sample Company Business Plan’s undersigned reader acknowledges that all information provided 
is entirely confidential. Therefore, the reader agrees not to disclose anything found in this business 
plan without the express written consent of Sample Company. 

The reader also acknowledges that all information present in this business plan is in all aspects 
confidential in nature, other than the information available in the public domain through other 
means. Furthermore, the reader acknowledges that any disclosure or use of the same may cause 
serious harm to Sample Company. 

This business plan document will be immediately returned to Sample Company upon request. 

This is a business plan. It does not imply an offer of any securities. 

 

Applicable Law 

The laws in the Sample Country shall govern this contract.  

 

 

 

__________________________________________________ 

Signature   

 

 

__________________________________________________ 

Printed Name 
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1.0 Executive Summary  
 

 

 

 

 

 

 

 

 

 

 

 

 

 

In recent years, the holistic fitness industry has experienced remarkable growth, driven by increasing 
consumer demand for comprehensive well-being solutions. Pilates, known for its emphasis on core 
strength, flexibility, and mind-body connection, has emerged as a leading choice for those seeking a 
balanced approach to fitness. The industry's growth is fueled by rising awareness of Pilates' 
numerous benefits. As individuals become more mindful of their physical health and mental well-
being, there is a heightened demand for activities that provide both physical exercise and stress 
relief. Pilates, with its focus on controlled movements and breath work, meets these needs, 
attracting a diverse clientele from fitness enthusiasts to those recovering from injuries. Its gentle 
nature on the joints and effectiveness appeal to a wide range of individuals, including seniors, 
pregnant women, and those in rehabilitation. 

However, despite the industry's growth, many Pilates studios face challenges in creating an engaging 
and inclusive environment that caters to diverse fitness levels and preferences. Traditional studios 
often struggle to blend fitness with fun and community, which are crucial for sustaining long-term 
engagement and customer loyalty. 
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Sample Company, based in Sample City, has successfully addressed these challenges by 
establishing a modern Pilates studio that combines fitness, fun, and community. Led by the 
experienced trainer Jane Doe, Sample Company has carved a niche with its high-energy classes 
featuring dynamic music, vibrant lighting, and an engaging pace. This innovative approach has made 
Pilates accessible and enjoyable for a broad audience. Building on its success in Sample City, 
Sample Company plans to expand to Sample Town, replicating its proven business model. The new 
location, referred to as "Sample Company Sample Town" or "The Collective Sample Town," will 
feature a larger mat room accommodating up to 45 individuals, a reformer room with 12 machines 
(expandable to 15), and new facilities such as showers, washrooms, and change rooms. 

The Collective Sample Town aims to create a vibrant, inclusive atmosphere where members can 
enjoy a unique blend of mat and reformer Pilates classes. The innovative technique and 
contemporary Pilates values of the Sample Company Method ensure each session delivers a 
dynamic and accessible workout experience. Members will have the flexibility to choose between 
group classes and personalized one-on-one training sessions, catering to diverse preferences and 
fitness goals. Owner Jane Doe's vision for Sample Company Sample Town aligns seamlessly with the 
ethos of the original location, promising to elevate the fitness industry in Sample Town by offering a 
premium Pilates experience grounded in community, innovation, and inclusivity. As the demand for 
holistic wellness continues to rise, Sample Company Sample Town is poised to capture a significant 
share of the market, delivering tangible health benefits and transformative experiences to its 
members. 

Looking forward, Sample Company is not only addressing the need for engaging and inclusive Pilates 
environments but is also setting a new standard in the industry. By expanding its innovative approach 
to Sample Town, the company is well-positioned to meet the growing demand for holistic fitness 
solutions, ensuring sustained growth and success in the competitive fitness landscape. 

 

 

Mission 
Our mission is to revolutionize the Pilates experience by creating a vibrant, inclusive, and 

community-driven environment that blends fitness, fun, and well-being. We are dedicated to 
providing accessible and dynamic Pilates classes that cater to diverse skill levels, ensuring 

each member achieves their personal fitness goals.  

Vision 
Our vision is to be the leading provider of innovative Pilates solutions, recognized for our 

commitment to inclusivity, community, and holistic well-being.  
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1.1  Financing Summary 

The purpose of this business plan is to obtain a bank loan of $370,000, which will be supplemented 
by owners’ investment of $160,000 for a total investment of $530,000. Funds will be strategically 
allocated to key business development activities, including capital expenses (CAPEX) such as 
leasehold improvements and equipment and technology purchases, and operating expenses (OPEX) 
such as staff salaries, sales and marketing initiatives, and working capital. 

Wages 30,000 Loan 370,000

Marketing 2,500 Mortgage 0

Rent 3,611 Other Bank Debt 0

Utilities 903 Total Liabilities 370,000

Insurance 750

Legal and professional fees 2,000

Telephone and internet 500 Owner 160,000

Repairs and maintenance 1,500 Investor 0

Bank fees 3,000 Total Investments 160,000

Contingency Fund 5,237

Total Startup Expenses 50,000

Total Liabilities 370,000

Leasehold improvements 350,000 Total Planned Investment 160,000

Equipment 100,000 Total Funding 530,000

Technology System 25,000

Supplies 5,000

Total Startup Assets 480,000

Total Startup Expenses 50,000

Total Startup Assets 480,000

Total Requirements 530,000

Startup Expenses Post Financing Liabilities

Post Financing Investments

Post Financing Funding

Startup Assets

Total Requirements
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2.0 Sample Company Overview 
2.1  Business Description 

Sample Company is a modern Pilates studio that blends fitness, fun, and community to create an 
engaging and dynamic environment for its members. Founded in Sample City, the studio stands out 
for its high-energy classes featuring vibrant music, colorful lights, and a fast-paced approach to 
Pilates. This unique atmosphere makes Pilates accessible and enjoyable for individuals of all fitness 
levels, from beginners to advanced practitioners. Sample Company's flagship location has 
established a welcoming and safe space where members can explore movement, enhance their 
physical strength, and connect with others. The company offers a variety of mat and reformer 
classes tailored to meet diverse needs, ensuring a comprehensive fitness experience. By prioritizing 
innovation, inclusivity, and customer satisfaction, Sample Company has built a loyal following and 
a strong brand presence in the local fitness community. Building on its success, Sample Company 
is expanding to Sample Town, where it will replicate its proven business model. The new location will 
feature enhanced facilities, including a larger mat room, additional reformer machines, and 
amenities such as showers, washrooms, and change rooms. Sample Company aims to continue 
delivering exceptional Pilates experiences that promote holistic well-being and foster a sense of 
community among its members. 

2.1.1  Products and Services 

 

Group Classes
Engaging and dynamic Pilates sessions 

designed for groups, featuring high-energy 
music and vibrant lighting to create a fun and 

motivating workout environment.

Personal Training
Tailored one-on-one Pilates sessions that 

provide personalized attention and customized 
workouts to help individuals achieve their 

specific fitness goals.

Reformer Pilates
Focused classes utilizing reformer machines to 
enhance strength, flexibility, and overall body 

conditioning, suitable for all skill levels.

Wellness Workshops
Specialized workshops and events that explore 

various aspects of wellness, including 
mindfulness, nutrition, and holistic health, 

complementing the physical Pilates benefits.
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2.1.2  The Facility Prospective Facility  

 

 

 

 

 

 

 

 

 

 

 

Sample Company will be a state-of-the-art Pilates studio designed to provide a comprehensive and 
enjoyable fitness experience. Located in the heart of Sample Town, the facility will embody the 
vibrant and inclusive atmosphere that Sample Company is known for. The layout and amenities are 
carefully planned to cater to the diverse needs of our members, ensuring comfort, convenience, and 
a welcoming environment. Main features include:  

• Spacious Mat Room: A large, open space that can accommodate up to 45 individuals, ideal 
for group mat Pilates classes. The room will be equipped with high-quality mats and props to 
enhance the workout experience. 

• Advanced Reformer Room: This room will house 12 state-of-the-art reformer machines, 
with the capacity to expand up to 15 machines as demand grows. The reformer room is 
designed for optimal comfort and functionality, featuring ample space between machines 
and advanced equipment to support a range of Pilates exercises. 

• Modern Amenities: Showers and Changing Rooms: To provide convenience for our 
members, the facility will include clean and modern showers, washrooms, and changing 
rooms. These amenities are designed to enhance the overall experience, allowing members 
to freshen up before or after their workouts. 

• Lounge Area: A comfortable lounge area where members can relax, socialize, and enjoy 
complimentary refreshments. This space promotes community engagement and offers a 
welcoming atmosphere for all members. 
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2.2  Management Team  

Jane Doe (CEO) - Jane Doe brings over 20 years of experience in the fitness and wellness industry. 
With a background in business management and a passion for holistic health, Jane has successfully 
founded and led multiple fitness ventures. Her visionary leadership and commitment to innovation 
have positioned Sample Company as a leader in the Pilates industry. Jane's strategic approach 
focuses on growth, community engagement, and delivering exceptional fitness experiences. 

John Smith (COO) - John Smith, with a decade of experience in operational management, ensures 
that Sample Company's day-to-day activities run smoothly. He holds a degree in Business 
Administration and has previously managed operations for several high-profile fitness centers. John 
excels in streamlining processes, optimizing efficiency, and maintaining high standards across all 
facilities, ensuring that every member enjoys a seamless experience. 

Alice Johnson (CFO) - Alice Johnson is a seasoned financial expert with over 15 years of experience 
in corporate finance and accounting. She holds an MBA in Finance and has worked with numerous 
health and wellness companies, helping them achieve financial stability and growth. Alice's 
expertise in financial planning, budgeting, and risk management is crucial in driving Sample 
Company's financial success and sustainability. 

2.2.1  Corporate Structure  

 

Jane Doe - CEO

COO

General Manager

Marketing Team 

Facility Manager

Studio Instructors

CFO

Admin 

Customer Service 
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2.3  Three Year Objectives  

Sample Company has identified the following three-year objectives: 

• Secure Funding and Resources: Obtain the necessary funding and partnerships to finance 
the initial setup and improvements, ensuring a solid foundation for the flagship location. 

• Launch and Expand: Successfully implement the initial go-to-market plan to launch the full-
service operations, setting the stage for future growth and diversification of service lines. 

• Cultivate Leadership: Position Sample Company as a leading Pilates studio in Sample City 
by delivering a high-quality, exclusive fitness experience that generates consistent revenue 
and expansion opportunities. 

• Innovate and Adapt: Develop new class offerings and service lines that respond to customer 
feedback and market trends, enhancing our offerings and driving new revenue sources. 

• Strengthen Digital Engagement: Enhance the website and social media platforms to 
become comprehensive marketing tools that increase customer engagement and brand 
recognition within the competitive Sample City fitness market. 

• Optimize Marketing and Sales: Execute focused marketing and sales strategies to surpass 
sales targets and strengthen customer retention by leveraging detailed market analysis and 
performance metrics. 

2.4  Keys to Success  

 

Access to suitably skilled and trained staff on hourly rates is required to meet peak 
patron demand periods in full-service fitness studios.

It is important for industry establishments to operate in good, easily accessible 
locations that are close to target markets (particularly in major urban centers).

Controlling class schedules, equipment maintenance, and member services, which are 
significant costs, can reduce unnecessary expenses, improve efficiency, and enhance 
member satisfaction.

To maintain low costs and profit on services, operators must ensure that pricing and 
scheduling processes are undertaken thoroughly.

Clear positioning with target markets enables industry operators to build a competitive 
advantage relative to undifferentiated competitors.
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2.5  Location Analysis  

2.5.1  Location Target  

 

 

 
 

Headquarters 

Sample Street, Sample City  
 

Business Hours 
Mon:  8:00 am – 8:00 pm 
Tues:  8:00 am – 8:00 pm 
Wed:  8:00 am – 8:00 pm 
Thurs:  8:00 am – 8:00 pm 
Fri:  8:00 am – 8:00 pm 
Sat:  9:00 am – 5:00 pm 
Sun:  9:00 am – 5:00 pm 

Locational Target 

The company is located in Sample City. As part of its 
strategic growth initiatives, Sample Company targets the 
Sample City restaurant market, aiming to expand its 
influence within this urban area. The company's broader 
geographic target includes potential expansion into other 
major cities based on the success and reception of their 
flagship location in Sample City. This strategy aligns with 
their long-term objectives to scale operations and reach 
new customer demographics in urban centers that 
appreciate innovative and high-quality dining experiences.  
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2.5.2  Sample City Location Analysis  

Population Growth: Sample Country has 
observed considerable population growth, 
particularly in its major urban areas such as 
Sample City. As of 20XX, Sample City's 
population is estimated at around X.X million, 
marking a growth rate of approximately X.XX% 
since 20XX. The city's demographic is 
predominantly composed of young adults 
aged XX to XX, who account for about XX.X% 
of the population. This segment is crucial as it 
consists of active consumers and fitness 
enthusiasts, making it an ideal target for the 
Pilates and holistic wellness industry. i 

Income and Employment: The median 
individual income in Sample City stands at 
approximately $XX,XXX, with household 
median income around $XX,XXX as of 20XX. There is a notable presence of young professionals, and 
a significant portion of households earn above $XXX,XXX annually. This demographic is an ideal 
target for fitness studios and wellness services due to their disposable income and focus on health 
and well-being. ii 

Cultural Diversity: Sample City is renowned for its cultural diversity, hosting communities from over 
XXX different ethnic origins and supporting a multilingual environment with XXX languages spoken. 
This diverse cultural landscape offers a fertile ground for fitness studios that cater to varied cultural 
preferences and promote inclusive wellness practices.  iii 

Household Structure: In Sample City, there is a considerable number of multi-generational and 
one-person households, with over XX,XXX multigenerational homes and XXX,XXX single-person 
residences. The diversity in household compositions suggests a wide range of fitness needs and 
preferences, influencing the types of services and marketing strategies that could be successful for 
Pilates studios. iv 

Housing and Affordability Challenges: Despite the city's economic growth, there are ongoing 
challenges with housing affordability and a low rental property vacancy rate, currently at X.X%. These 
housing issues could affect residential decisions and spending behaviors, potentially impacting 
discretionary spending on fitness and wellness services among the population. The demographics 
of Sample City depict a dynamic and growing urban center with a young, diverse population ready to 
embrace innovative fitness concepts. The combination of affluence and cultural diversity within the 
city underscores a strong potential market for new and unique Pilates experiences.  v
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3.0 Industry Overview 
3.1  Industry Summary 

 
Source: IBISWorldvi 

The Pilates Studios industry comprises facilities that offer Pilates instruction to individuals or 
groups. Pilates is a body conditioning routine used to build strength and flexibility. This industry does 
not include Pilates classes taught at gyms or other health club centers. 

What’s included in the industry? 

• Pilates classes 
• Personal training involving Pilates activities 

• Merchandise sales 
• Workshops and seminars 

• Pilates accreditation training 

 

24.2

11.7

16.8

47.3

Pilates & Yoga Studios Market Segments (%)

Apparel Equipment Pilates classes Yoga classes
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3.2  Market Size 

IBISWorld (20XX) anticipates the Sample Country’s Pilates Studios industry will generate annual 
revenues of $X.XX in 20XX, with an annualized growth rate of X.X% (CAGR 20XX-20XX) to generate 
$X.XXB by 20XX. vii 

 

3.3  Market Structure 

Industry structure summarizes vital 
factors such as competition and 
profitability in the Sample Country 
Pilates Studios industry. Within this 
business plan, industry structure is 
defined in terms of underlying 
characteristics that shape the 
competitive strategy for operators that 
offer similar products and services. 
Ultimately, industry structure can 
determine whether the Pilates Studios 
industry is favorable to enter and 
operate in. 

0
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2,500
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3,500
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200
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1,000

1,200

1,400

Sample Country Pilates Studios Industry Performance

Revenue ($M) IVA ($M) Establishments (Units)

Concentration: Low

Barriers to Entry: Low & Steady

Regulation & Policy: Low & Increasing

Life Cycle: Mature

Revenue Volatility: Very High

Assistance: Low & Steady

Competition: Moderate & Increasing

Innovation: Moderate
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3.4  Key Market Drivers 

 

The Playground Sample City has identified the following keys market drivers: 

• Demand from gym, health and fitness clubs: Health and fitness clubs that provide many 
fitness classes (including Pilates) are excluded from the industry and considered a source of 
external competition. Fitness clubs appeal to consumers based on convenience, 
affordability and variety. Demand from gym, health and fitness clubs was significantly 
impacted during the pandemic. viii 

• Per capita disposable income: As per capita disposable income rises; more individuals 
have the financial resources to purchase one-on-one Pilates classes and classes sold in 
bundle packages. Also, higher per capita disposable income stimulates consumer demand 
for ancillary products, like clothing and equipment sold at studios. A rise in per capita 
disposable income is represents a potential opportunity for the industry.  ix 

• National unemployment rate: Increases in national unemployment dampen consumer 
demand for Pilates classes, as fewer individuals have the discretionary income required to 
purchase memberships or one-on-one classes. Instead, unemployed consumers may 
purchase substitute products, like low- and no-cost online classes. A rise in the national 
unemployment rate is poses a potential threat to the industry.  x 

• Time spent on leisure and sports: More time spent on leisure and sports correlates with 
rising health consciousness among consumers. As consumers' time allocated toward 
leisure and sports increases, Pilates studios experience greater demand for classes. Time 
spent on leisure and sports is a direct determinant of demand for studio classes.  xi 

Demand from gym, health and 
fitness clubs

Negative

Per capita disposable income

Positive

National unemployment rate

Negative

Time spent on leisure and sports

Positive
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3.5  Key Market Trends 

The Playground Sample City has identified the following keys market trends: 

• Mind-Body Connection: The core principle 
of Pilates, emphasizing the connection 
between mental and physical well-being, 
remains a significant draw for individuals. 
This holistic approach is increasingly 
sought after for its benefits in enhancing 
body awareness, alignment, and 
coordination.xii 

• Functional Fitness and Rehabilitation: 
Pilates is recognized for its role in injury 
rehabilitation, posture improvement, and 
enhancing functional movement. Its low-
impact nature makes it accessible and 
beneficial across various age groups and 
fitness levels. xiii 

• Diversity in Pilates Offerings: There's a 
growing diversity in class offerings, from traditional mat Pilates to equipment-based 
variations such as Reformer, Cadillac, and chair Pilates. Fusion classes that blend Pilates 
with other fitness modalities like, barre, or HIIT are also becoming popular.xiv 

• Accessibility and Inclusivity: A notable trend is the push towards making Pilates more 
accessible and inclusive, catering to individuals of diverse backgrounds, body types, and 
abilities. Studios are employing modifications, variations, and props to accommodate 
different levels of fitness. xv 

• Integration of Technology: Includes embracing digital tools and virtual platforms, making 
classes more accessible through online sessions, live-streamed workouts, and mobile 
applications. Wearable devices and fitness trackers are being used to provide feedback on 
posture and movement quality. xvi 

• Fusion Classes and Mental Well-being: Pilates studios are introducing fusion classes that 
incorporate cardio elements, appealing to those seeking comprehensive workouts. 
Additionally, there's an increased focus on mental well-being, with sessions designed to 
alleviate stress and improve mental health through mindful movement.xvii 

• Experience-Driven Classes: Pilates is evolving into a more comprehensive fitness 
experience, incorporating elements like music, lighting, and dynamic instruction to create 
an immersive workout environment. This trend towards experience-driven classes is part of 
a broader shift in fitness towards offering more than just physical workouts.  xviii 
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3.6  Market Segmentation 

 
Source: IBISWorldxix 

The Playground Sample City aims to capture a diverse audience with a particular emphasis on 
younger clientele aged 18 to 45 years old. While older demographics are not excluded, the brand's 
marketing and product offerings are tailored to attract a younger audience who are often looking for 
engaging, energetic, and community-focused fitness experiences. The following table outlines The 
Playground's primary target customer groups, along with key characteristics and preferences for 
each segment. 

Target Consumers Characteristics & Preferences 

Young Professionals Aged 18-45, seeking fitness solutions that fit into their busy schedules. 
Prefer classes that are efficient, effective, and can be a social activity. 
Value wellness and mental health. 

University Students Aged 18-24, looking for affordable fitness options. Value flexibility in 
class schedules and a fun, energetic workout environment. 

Young Parents Aged 25-35, seeking to regain or maintain fitness post-pregnancy. 
Prefer classes that offer a supportive community. Value opportunities 
for "me time". 

Fitness Enthusiasts Aged 18-45, experienced in fitness, looking for challenging workouts. 
Value innovative and varied workout routines. 

Health & Wellness 
Focused Individuals 

Aged 18-45, interested in holistic health, including physical and 
mental well-being. Prefer workouts that emphasize mind-body 
connection. 

 

19 43 38

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Pilates Studios Industry Consumer Segments (%)

Individuals aged 18-29 Individuals aged 30-49 Individuals aged 50 and older
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4.0 Competitor Analysis 
4.1  Direct Competitors 

The competitive landscape for Pilates studios in Sample City is robust, with several established 
players offering a range of services. Prime Pilates, located 2 miles from Sample Company, stands 
out for its high-end equipment and luxury facilities, catering to clients seeking a premium 
experience. Flex Fitness Studio, 3 miles away, offers a diverse array of fitness programs, including 
yoga and personal training, attracting a broad audience with its variety and community events.  
Harmony Pilates, situated 1.5 miles from Sample Company, emphasizes holistic wellness and 
features certified trainers, making it appealing to those focused on overall well-being. Urban Core 
Pilates, located 4 miles away, specializes in injury rehabilitation and personalized programs, 
providing tailored solutions for clients with specific needs.  

Competitor  Location Distance  Services Offered Key Features 

Prime Pilates Downtown 
Sample City 

2 miles Mat classes, Reformer 
classes, Private 

sessions 

High-end equipment, 
luxury facilities, 

experienced instructors 

Flex Fitness 
Studio 

Uptown 
Sample City 

3 miles Group fitness classes, 
Pilates, Yoga, Personal 

training 

Variety of fitness 
programs, community 

events 

Harmony 
Pilates 

Midtown 
Sample City 

1.5 miles Reformer classes, Mat 
classes, Wellness 

workshops 

Emphasis on holistic 
wellness, certified trainers 

Urban Core 
Pilates 

East Sample 
City 

4 miles Mat classes, Reformer 
classes, Therapeutic 

Pilates 

Specializes in injury 
rehabilitation, 

personalized programs 

Balance Body 
Studio 

West Sample 
City 

2.5 miles Pilates, Barre, Dance 
fitness 

Combination of Pilates 
and dance, vibrant 

atmosphere 
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4.2  Competitive Advantages 

• Innovative Atmosphere: Sample Company differentiates itself with a unique, high-energy 
atmosphere that blends fitness with fun. The studio features dynamic lighting, vibrant music, 
and a fast-paced class format, making the fitness experience enjoyable and engaging. This 
lively environment attracts a broad demographic, particularly young adults and fitness 
enthusiasts looking for an exciting workout. 

• Comprehensive Facilities: Sample Company's facility is designed with modern amenities 
that enhance member convenience and satisfaction. The studio includes spacious mat and 
reformer rooms, clean and well-maintained showers, washrooms, and changing rooms. 
These features ensure a comfortable and welcoming environment for all members, 
encouraging regular attendance and long-term membership. 

• Diverse Class Offerings: Sample Company provides a wide range of classes tailored to 
different skill levels and fitness goals. From beginner mat Pilates to advanced reformer 
sessions, the studio caters to a diverse clientele. Additionally, specialized classes such as 
prenatal Pilates, senior fitness, and wellness workshops address specific member needs, 
setting Sample Company apart from competitors with more limited offerings. 

• Personalized Training: In addition to group classes, Sample Company offers personalized 
one-on-one training sessions. These sessions are customized to individual member goals, 
providing a tailored fitness experience that drives better results. The availability of 
personalized training helps to attract and retain members seeking specific fitness outcomes. 

• Strong Community Focus: Sample Company emphasizes building a strong sense of 
community among its members. The studio hosts regular social events, wellness 
workshops, and community engagement activities that foster connections among members. 
This community-centric approach not only enhances member satisfaction but also 
encourages word-of-mouth referrals and brand loyalty. 

• Technological Integration: Sample Company leverages technology to improve member 
experience and operational efficiency. An online booking system allows members to easily 
schedule classes and manage their memberships. Digital displays in the studio provide real-
time information on class schedules, instructor profiles, and upcoming events. These 
technological advancements ensure a seamless and modern fitness experience. 

• Expert Leadership: The leadership team at Sample Company brings extensive experience 
and expertise in the fitness and wellness industry. Their strategic vision, combined with a 
commitment to innovation and quality, drives the studio's success. The presence of highly 
qualified and passionate instructors further strengthens Sample Company's competitive 
edge, ensuring high-quality class delivery and member satisfaction. 
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5.0 Strategy & Go-to-Market Summary 
5.1  Phased Approach 

Phase Timeframe Key Activities 

Pre-Launch Months 1-3 Secure location, finalize lease, initiate build-out, conduct 
market analysis, recruit staff, launch online presence 

Soft Launch Months 4-6 Host preview events, gather feedback, introduce early-
bird promotions, build initial membership base 

Grand Opening Month 7 Organize opening event, promote through media and 
social channels, offer grand opening packages 

Post-Launch 
Optimization 

Months 8-12 Evaluate operations, gather feedback, continue marketing 
efforts, strengthen community partnerships 

Expansion and 
Growth 

Year 2-3 Increase membership, introduce new classes and 
workshops, explore new locations, invest in staff training 

 

Phase 1: Pre-Launch (Months 1-3) 

In the initial three months, Sample Company will focus on laying the groundwork for the successful 
launch of the new studio. This phase involves securing the location, finalizing lease agreements, and 
initiating the build-out of the facility. A comprehensive market analysis will be conducted to 
understand the demographics and preferences of the Sample Town population. Simultaneously, the 
recruitment process for hiring qualified instructors, front desk staff, and support personnel will 
commence. Marketing efforts during this period will include creating a strong online presence, 
developing the company website, and establishing social media profiles to start generating buzz and 
engaging potential members. 

Phase 2: Soft Launch (Months 4-6) 

The soft launch phase, spanning months four to six, will be dedicated to fine-tuning operations and 
generating initial memberships. During this time, Sample Company will host exclusive preview 
events, offering complimentary classes to local influencers, media, and community leaders. 
Feedback gathered from these sessions will be used to make necessary adjustments to class 
schedules, facilities, and services. Additionally, early-bird membership promotions and referral 
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incentives will be introduced to attract founding members and build a solid customer base. This 
phase aims to create a sense of community and excitement around the new studio. 

Phase 3: Grand Opening (Month 7) 

The grand opening will be a major event in month seven, marking the official launch of Sample 
Company's new studio. A high-profile opening event will be organized, featuring live demonstrations, 
free classes, and guest appearances from well-known fitness personalities. The event will be heavily 
promoted through local media, social media channels, and partnerships with neighboring 
businesses. Special grand opening membership packages will be offered, providing significant value 
to new members and encouraging sign-ups. The objective is to maximize visibility and establish 
Sample Company as a premier Pilates destination in Sample Town. 

Phase 4: Post-Launch Optimization (Months 8-12) 

In the months following the grand opening, Sample Company will focus on optimizing operations and 
enhancing member experiences. This includes regularly evaluating class attendance, member 
feedback, and instructor performance to ensure high-quality service delivery. Marketing efforts will 
continue with targeted campaigns aimed at attracting new members and retaining existing ones. 
Additionally, partnerships with local businesses and community organizations will be strengthened 
to increase brand visibility and credibility. During this phase, plans for potential facility upgrades and 
new service offerings will also be developed based on market demand and member preferences. 

Phase 5: Expansion and Growth (Year 2-3) 

As Sample Company enters its second and third years, the focus will shift towards sustained growth 
and expansion. Efforts will be made to increase membership through strategic marketing initiatives, 
including special promotions, community events, and corporate wellness programs. The 
introduction of new classes and wellness workshops will cater to evolving member needs and 
preferences. Furthermore, Sample Company will explore opportunities for geographic expansion by 
identifying potential new locations in neighboring cities or regions. Continuous investment in staff 
training and development will ensure that the company maintains its high standards of service and 
member satisfaction. 
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5.2  SWOT Analysis 

 

Strengths
Cost-effective service portfolio with an exceptional core value proposition.
Cutting-edge strategic marketing and digital technologies to enhance organizational recognition.
Experienced and dedicated management team with extensive capabilities and industry expertise.
Network of key industry stakeholders to strengthen our company’s industry presence.
World-class customer service and support in every business offering. 

Weaknesses
Limited capacity and economies of scale relative to larger, more established competitors.
Low initial brand awareness relative to established industry operators in key markets.
Significant initial CAPEX and strategic funding necessary to scale during go-to-market phases.

Opportunities
Current positive industry trends and demand growth for pilate studios and services. 
Developing new products and services to meet existing demand and future market opportunities.

Partnering with key industry stakeholders to reduce costs, increase efficiencies, and drive growth.
Pushing into new markets and targeting new customer types based on industry demand.

Threats
Direct competitors entering key target markets or copying the company's service and concept. 
Evolving negative industry trends and macroeconomic shifts (e.g., reduced disposable income).
Reduced customer requirements leading to declining demand for pliates services.
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6.0 Marketing Plan 
Sample Company’s marketing strategy leverages innovative, customer-oriented sales and 
marketing initiatives, with our customers’ needs fundamentally determining how we promote our 
services. Subsequently, our current marketing plan strives to add value for customers at every level 
and thus reduce the expenses associated with attracting, converting, and retaining customers. 
Sample Company’s marketing plan is essential to our long-term success and includes the following 
objectives: 

1. Design and develop innovative sales and marketing initiatives – utilizing the latest 
technologies and marketing tools – to consistently grow customer engagement levels and 
increase Sample Company’s recognition, credibility, and traction in the market.  

2. Emphasize the Sample Company brand name and our innovative Pilates service portfolio by 
investing in digital and conventional advertising (utilizing multiple lead generation 
strategies), emphasizing social media platforms and other internet-based advertising 
methods. 

3. Execute robust direct sales and marketing strategies to build long-term relationships with 
our current and future customers and key industry stakeholders.  

4. Foster additional brand recognition and credibility through strategic affiliations with 
influential key figures and organizations in the Pilates industry to bolster our reputation and 
build a rapport. 

5. Generate significant annual revenue growth and reduce customer acquisition costs via 
effective inbound and outbound sales and marketing techniques, including strategic 
partnerships and referral strategies to incentivize new customers. 

6.1  Advertising & Promotion Strategy 

Social Media 

Popular social media platforms used by customers (e.g., Facebook, Instagram, Twitter, Snapchat, 
TikTok, and LinkedIn) enable Sample Company to advertise directly to target customers and track 
marketing progress using platforms’ integrated data analytics and marketing tools in real-time. 
Subsequently, social media can be used to effectively establish and scale a following behind the 
Sample Company brand, track popular industry trends, and offer special promotions directly to 
followers. Social media platforms also allow us to exhibit our brand's unique products and services 
and effectively attract and educate new audiences at a relatively low cost, ultimately driving up 
customer engagement levels throughout sales and marketing initiatives. 

Industry Conferences & Events 
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Throughout Sample Company’s go-to-market phases and subsequent business development 
activities, we will seek to attend leading Pilates industry events (e.g., conferences, expos, etc.). 
Major industry events are essential for professional networking and relationship-building, providing 
opportunities to build a meaningful physical presence in the market and throughout the broader 
Pilates industry. Sample Company will actively tailor our presence based on event type – from a trade 
show booth to a team presence at a black-tie industry awards gala – to represent the Sample 
Company brand. 

Industry Rapport & Personal Relationships 

Sample Company can further build on our industry presence – extending beyond limited-time events 
such as industry conferences and events – by building and maintaining relationships with key figures 
and influential thought leaders in the Pilates industry. Doing so helps management to foster 
strategic, long-lasting relationships and establish a meaningful industry network. Over time, Sample 
Company can develop personal and professional relationships into formal business partnerships 
with long-term mutual benefits. 

Website 

The Sample Company website has been designed to effectively attract and convert customers, 
promote our services, and convey the story behind our brand. Visitors can easily navigate our 
website, learn about the Sample Company brand and our ongoing CSR initiatives, and transition 
from the site to our social media platforms. The site also hosts essential product and service 
information and insightful digital content designed to engage customers and help them access 
crucial customer service resources. 

Search Engine Optimization (SEO) 

Sample Company will monitor and adjust website advertisements and SEO to ensure that our 
website consistently appears when prospective visitors search online for related queries. We will 
also seek to integrate conversion funnel optimization to ensure that the site converts optimally and 
that visitors do not drop out during usage. Ultimately, Sample Company’s SEO and conversion 
funnel optimization objective is to deliver a seamless online experience for current and future 
customers. 

Google Pay-Per-Click Ads 

Sample Company will also utilize a pay-per-click digital advertising strategy via the Google AdWords 
platform. Pay-per-click (PPC) advertising enables us to efficiently reach target customers through 
popular search engines. PPC advertising is an efficient advertising method – commonly associated 
with first-tier search engines – that we will continuously use to drive traffic to our company’s website. 
Sample Company will seek to focus PPC ads on reputable, popular websites, with priority given to 
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sites and social media platforms that directly align with the Sample Company brand and associated 
product and service attributes, ensuring that we consistently reach our target customers when they 
browse online. 

Google Places 

Sample Company can further build on our Google AdWords integration using the Google Places 
system. This will help our target customers locate all public Sample Company product and service 
locations (along with affiliated partners) in key markets. Google Places is currently the de-facto 
industry standard for showcasing office and store locations online, enabling customers to easily find 
relevant addresses, view locations (along with any nearby amenities or points of interest), and plan 
their next visit – all with a single search. 

Partnership Programs 

Sample Company will seek to secure strategic relationships with key industry stakeholders in the 
Pilates industry. Direct channel partnership programs will help us better serve our customers, with 
partnerships providing unique insights into customer trends and engagement patterns in target 
markets. Partnership programs also allow our company to offer customers discounted products and 
services from affiliated partners, creating cross-brand sales and marketing opportunities and adding 
to Sample Company's overall experience. Sample Company will simultaneously seek to incentivize 
our partners with relationship-building measures (e.g., loyalty programs) to facilitate long-term 
cross-channel engagement and innovation. 

Promotion & Referral Programs 

Sample Company will seek to offer our customers unique referral promotions and rewards (e.g., 
signup promotions, referral bonuses for family and friends, limited-time discounts, etc.) to 
accelerate adoption and increase customer engagement. In some instances, key industry 
stakeholders may be offered referral bonuses to refer new customers to our products and services, 
with incentive and loyalty programs to ensure long-term cross-channel engagement. Promotion 
strategies effectively attract and retain customers in the Pilates industry, reducing the barrier to 
purchasing our products and services. At the same time, a referral and loyalty-based program 
increases switching costs and incentivizes continued engagement. 

6.2  Customer Acquisition & Retention Strategy 

Several strategic focuses (outlined below) help Sample Company minimize the cost of acquiring and 
retaining customers. Customer acquisition and retention are essential KPIs that our team will 
continue to monitor, as the cost associated with retaining existing customers is significantly less 
than attracting new customers. The nature of our business model allows our company to effectively 
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utilize our existing customer base to generate recurring sales and revenue. Subsequently, ensuring 
that all steps are taken to raise customer acquisition and retention rates will be accomplished 
through the following strategies: 

• Customizing Messages and Offers: This strategy pertains to the segmentation of target 
customers based on customer type, along with associated needs, habits, and patterns. 
Customization helps us design retention-based sales and marketing campaigns oriented 
toward specific customer groups. Messages to each target customer group (e.g., a weekly 
Pilates industry newsletter) should be targeted accordingly, with content designed to 
achieve our current objectives. We can also offer content based on our latest to entice 
lapsed customers, as we already have a strong sense of what might interest them (based on 
previous purchases). 

• Ensuring Proactive Customer Service: Sample Company understands that it's better to 
prevent than cure. In the Pilates industry, it is essential to anticipate and be proactive in 
solving minor incidents rather than to try to solve them after they have already become 
serious issues. Good treatment, education, and a willingness to resolve incidents 
proactively are essential components of Sample Company’s customer service policies – 
whether dealing with current or future customers. 

• Pre-emptively Soliciting Customer Feedback: Before launching any new product and 
service line, we must understand what customers truly require. By doing so, our company is 
confident that our latest product and service line extensions will succeed. Soliciting 
feedback and engaging customers in creating our unique products and services is an 
excellent way to build industry relations and foster a sense of belonging and loyalty to the 
Sample Company brand. 

• Utilizing Social Media Networks: Social networks are an excellent tool to improve our 
customer retention rates. Beyond sales and marketing initiatives, our company can 
understand what our customers think of the Sample Company brand through social media 
channels and engage in direct communication. Customers often use social media channels 
to stay informed and communicate, which helps to respond quickly to direct questions on 
popular platforms and create a higher level of dialogue related to the Sample Company 
brand. 

• Ensuring Quick and Efficient Communication: Transparent communication is essential in 
further building Sample Company’s reputation and brand image and inspiring confidence 
among our customers and key industry stakeholders. Ensuring that our messages and 
reports are as clear, informative, and transparent as possible is essential, particularly in 
cases of reputational crisis. Sample Company places a premium on building and maintaining 
streamlined communications channels internally and with our target customers and 
partners. 



 

  

Sample Company - Business Plan 
Strictly Confidential  

27 

 

7.0 Financial Forecasts 
7.1  Use of Funds 

Wages 30,000 Loan 370,000

Marketing 2,500 Mortgage 0

Rent 3,611 Other Bank Debt 0

Utilities 903 Total Liabilities 370,000

Insurance 750

Legal and professional fees 2,000

Telephone and internet 500 Owner 160,000

Repairs and maintenance 1,500 Investor 0

Bank fees 3,000 Total Investments 160,000

Contingency Fund 5,237

Total Startup Expenses 50,000

Total Liabilities 370,000

Leasehold improvements 350,000 Total Planned Investment 160,000

Equipment 100,000 Total Funding 530,000

Technology System 25,000

Supplies 5,000

Total Startup Assets 480,000

Total Startup Expenses 50,000

Total Startup Assets 480,000

Total Requirements 530,000

Post Financing Investments

Post Financing Funding

Total Requirements

Post Financing LiabilitiesStartup Expenses

Startup Assets

 

7.2  Loan Details 

Loan Amount 370,000

Loan Term (months) 120

Interest Rate 5.00%

Monthly Payment 3,904

Total of 36 Payments 140,544

Total Interest 71,716

Loan Details
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7.3  Financial Highlights 

Year 1 Year 2 Year 3 Year 4 Year 5 5 years

Revenue 779,578 910,616 956,147 1,003,954 1,054,152 4,704,448

Gross profit 694,914 811,721 852,307 894,923 939,669 4,193,534

EBITDA 133,756 222,506 233,631 245,313 257,579 1,092,785

Net Income 73,373 150,060 160,829 172,137 184,010 740,408

Gross margin 89.1% 89.1% 89.1% 89.1% 89.1% 89.1%

EBITDA margin 17.2% 24.4% 24.4% 24.4% 24.4% 23.2%

Profit margin 9.4% 16.5% 16.8% 17.1% 17.5% 15.7%

Financial Highlights

 

 

7.4  Unit Economics 

Year 1 Year 2 Year 3 Year 4 Year 5 5 years

Classes 754 881 925 972 1,020 4,553

Attendees Per Class 20 20 20 20 20 20

Total Attendees 15,089 17,625 18,506 19,431 20,403 91,054

Price Per Attendees 33 33 33 33 33 33

Revenue 497,924 581,619 610,700 641,235 673,297 3,004,776

Direct Cost Per Class 50 50 50 50 50 50

Classes 754 881 925 972 1,020 4,553

COGS 37,722 44,062 46,265 48,578 51,007 227,635

Unit Economics - Mat Room
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7.5  Projected Profit & Loss 

Pro Forma Income Statement

(expressed in Sample Currency)

For the years ended December 31,

Year 1 Year 2 Year 3 Year 4 Year 5

Revenue 779,578       910,616       956,147       1,003,954    1,054,152    

Direct cost of revenue 84,664          98,895          103,840       109,032       114,483       

Gross margin 694,914       811,721       852,307       894,923       939,669       

Expenses

Wages 360,000       378,000       396,900       416,745       437,582       

Marketing 30,000          31,500          33,075          34,729          36,465          

Rent 43,326          45,492          47,767          50,155          52,663          

Utilities 10,832          11,373          11,942          12,539          13,166          

Insurance 9,000            9,450            9,923            10,419          10,940          

Legal and professional fees 24,000          25,200          26,460          27,783          29,172          

Telephone and internet 6,000            6,300            6,615            6,946            7,293            

Repairs and maintenance 18,000          18,900          19,845          20,837          21,879          

Bank fees 36,000          37,800          39,690          41,675          43,758          

Misc SG&A 24,000          25,200          26,460          27,783          29,172          

Total Expenses 561,158       589,215       618,676       649,610       682,090       

EBITDA 133,756       222,506       233,631       245,313       257,579       

Depreciation and amortization expense 30,000          30,000          30,000          30,000          30,000          

Interest expense 17,436          15,965          14,421          12,799          11,096          

Earnings (loss) before taxes 86,321          176,541       189,211       202,514       216,482       

Income taxes 12,948          26,481          28,382          30,377          32,472          

Net income (loss) 73,373          150,060       160,829       172,137       184,010        
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7.6  Projected Cash Flow 

Pro Forma Statement of Cash Flows

(expressed in Sample Currency)

For the years ended December 31,

Year 1 Year 2 Year 3 Year 4 Year 5

Cash provided from (used in):

CASH FLOW FROM (USED IN) OPERATING ACTIVITIES:

Net income (loss) 73,373          150,060       160,829       172,137       184,010       

Adjustments for:

Depreciation and amortization 30,000          30,000          30,000          30,000          30,000          

(Increase)/decrease in accounts receivable (71,086)        (3,554)           (3,732)           (3,919)           (4,115)           

(Increase)/decrease in inventory (15,440)        (772)              (811)              (851)              (894)              

(Increase)/decrease in prepaid expenses (3,614)           (181)              (190)              (199)              (209)              

Increase/(decrease) in accounts payable 53,717          2,686            2,820            2,961            3,109            

66,949          178,239       188,917       200,129       211,902       

CASH FLOW FROM (USED IN) FINANCING ACTIVITIES:

Issuance of debt 370,000       -                 -                 -                 -                 

Issuance of share capital 160,000       -                 -                 -                 -                 

Repayment of debt (29,417)        (30,888)        (32,432)        (34,053)        (35,756)        

Distributions -                 -                 -                 -                 -                 

500,583       (30,888)        (32,432)        (34,053)        (35,756)        

CASH FLOW FROM (USED IN) INVESTING ACTIVITIES:

Additions to capital assets (450,000)      -                 -                 -                 -                 

(450,000)      -                 -                 -                 -                 

Change in cash 117,532       147,351       156,485       166,075       176,145       

Cash. Beginning of year -                 117,532       264,884       421,369       587,444       

Cash, end of year 117,532       264,884       421,369       587,444       763,590        
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7.7  Projected Balance Sheet 

Pro Forma Balance Sheet

(expressed in Sample Currency)

For the years ended December 31,

Year 1 Year 2 Year 3 Year 4 Year 5

ASSETS

Current assets

Cash 117,532         264,884         421,369         587,444         763,590         

Accounts receivable 71,086            74,641            78,373            82,291            86,406            

Inventory 15,440            16,212            17,023            17,874            18,768            

Prepaid expenses 3,614              3,794              3,984              4,183              4,392              

Long term assets

PPE, net 420,000         390,000         360,000         330,000         300,000         

Land -                   -                   -                   -                   -                   

Total Assets 627,673         749,531         880,748         1,021,793      1,173,155      

LIABILITIES

Current liabilities

Account payable 53,717            56,402            59,223            62,184            65,293            

Long term liabilities

Long term loan 340,583         309,696         277,264         243,210         207,454         

Total liabilities 394,300         366,098         336,486         305,394         272,747         

SHAREHOLDER'S EQUITY

Owner's equity 160,000         160,000         160,000         160,000         160,000         

Retained earnings 73,373            223,432         384,262         556,398         740,408         

Total shareholder's equity 233,373         383,432         544,262         716,398         900,408         

Total liabilities and shareholder's equity 627,673         749,531         880,748         1,021,793      1,173,155       
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7.8  Break-Even Analysis 

Total Fixed Expenses (first year expenses) 561,158

Contribution margin (per classes)

Selling price 660

Variable costs 50

Contribution Margin 610

Breakeven even classes 920

Breakeven sales 607,200

Classes Revenue Fixed Costs (FC) Variable Cost (VC) Total Cost (FC+VC) Net Profit 

0 0 561,158 0 561,158 (561,158)

150 99,000 561,158 7,500 568,658 (469,658)

300 198,000 561,158 15,000 576,158 (378,158)

450 297,000 561,158 22,500 583,658 (286,658)

600 396,000 561,158 30,000 591,158 (195,158)

750 495,000 561,158 37,500 598,658 (103,658)

900 594,000 561,158 45,000 606,158 (12,158)

1,050 693,000 561,158 52,500 613,658 79,343

1,200 792,000 561,158 60,000 621,158 170,843

1,350 891,000 561,158 67,500 628,658 262,343

1,500 990,000 561,158 75,000 636,158 353,843

1,650 1,089,000 561,158 82,500 643,658 445,343

1,800 1,188,000 561,158 90,000 651,158 536,843

Break Even Analysis

Break Even Analysis

 

(800,000)

(600,000)

(400,000)

(200,000)

0

200,000

400,000

600,000

0

15
0

30
0

45
0

60
0

75
0

90
0

1,
05

0

1,
20

0

1,
35

0

1,
50

0

1,
65

0

1,
80

0

C
o

st
-V

o
lu

m
e-

P
ro

fi
t

Net Units

Break Even Analysis



 

  

Sample Company - Business Plan 
Strictly Confidential  

33 

 

8.0 Appendix 
8.1  Monthly Profit and Loss 
Pro Forma Income Statement

(expressed in Sample Currency)

For the year ended December 31,

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Revenue 58,125          59,288          60,473          61,683          62,916          64,175          65,458          66,767          68,103          69,465          70,854          72,271          

Direct cost of revenue 6,313            6,439            6,568            6,699            6,833            6,970            7,109            7,251            7,396            7,544            7,695            7,849            

Gross profit 51,813          52,849          53,906          54,984          56,084          57,205          58,349          59,516          60,707          61,921          63,159          64,422          

Expenses

Wages 30,000          30,000          30,000          30,000          30,000          30,000          30,000          30,000          30,000          30,000          30,000          30,000          

Marketing 2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            

Rent 3,611            3,611            3,611            3,611            3,611            3,611            3,611            3,611            3,611            3,611            3,611            3,611            

Utilities 903                903                903                903                903                903                903                903                903                903                903                903                

Insurance 750                750                750                750                750                750                750                750                750                750                750                750                

Legal and professional fees 2,000            2,000            2,000            2,000            2,000            2,000            2,000            2,000            2,000            2,000            2,000            2,000            

Telephone and internet 500                500                500                500                500                500                500                500                500                500                500                500                

Repairs and maintenance 1,500            1,500            1,500            1,500            1,500            1,500            1,500            1,500            1,500            1,500            1,500            1,500            

Bank fees 3,000            3,000            3,000            3,000            3,000            3,000            3,000            3,000            3,000            3,000            3,000            3,000            

Misc SG&A 2,000            2,000            2,000            2,000            2,000            2,000            2,000            2,000            2,000            2,000            2,000            2,000            

Total Expenses 46,763          46,763          46,763          46,763          46,763          46,763          46,763          46,763          46,763          46,763          46,763          46,763          

EBITDA 5,049            6,086            7,143            8,221            9,320            10,442          11,586          12,753          13,943          15,158          16,396          17,659          

Depreciation and amortization expense 2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            

Interest expense 1,507            1,498            1,488            1,478            1,468            1,458            1,448            1,438            1,428            1,418            1,408            1,398            

Earnings (loss) before taxes 1,042            2,088            3,155            4,243            5,352            6,484            7,638            8,815            10,015          11,240          12,488          13,761          

Income taxes 156                313                473                636                803                973                1,146            1,322            1,502            1,686            1,873            2,064            

Net income (loss) 886                1,775            2,682            3,606            4,549            5,511            6,492            7,493            8,513            9,554            10,615          11,697          

Year 1

 

8.2  Monthly Statement of Cash Flows 
Pro Forma Statement of Cash Flows

(expressed in Sample Currency)

For the years ended December 31,

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Cash provided from (used in):

CASH FLOW FROM (USED IN) OPERATING ACTIVITIES:

Net income (loss) 886                1,775            2,682            3,606            4,549            5,511            6,492            7,493            8,513            9,554            10,615         11,697         

Adjustments for:

Depreciation and amortization 2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            2,500            

(Increase)/decrease in accounts receivable (57,172)        (1,143)           (1,166)           (1,190)           (1,213)           (1,238)          (1,262)          (1,288)          (1,313)          (1,340)          (1,367)          (1,394)          

(Increase)/decrease in inventory (12,418)        (248)              (253)              (258)              (264)              (269)              (274)              (280)              (285)              (291)              (297)              (303)              

(Increase)/decrease in prepaid expenses (2,906)           (58)                 (59)                 (60)                 (62)                 (63)                (64)                (65)                (67)                (68)                (69)                (71)                

Increase/(decrease) in accounts payable 52,206          124                127                129                132                134               137               140               143               145               148               151               

(16,905)        2,949            3,829            4,727            5,643            6,576            7,529            8,500            9,490            10,500         11,530         12,581         

CASH FLOW FROM (USED IN) FINANCING ACTIVITIES:

Issuance of debt 370,000       -                 -                 -                 -                 -                -                -                -                -                -                -                

Issuance of share capital 160,000       -                 -                 -                 -                 -                -                -                -                -                -                -                

Repayment of debt (2,397)           (2,407)           (2,417)           (2,426)           (2,436)           (2,446)          (2,456)          (2,466)          (2,476)          (2,486)          (2,496)          (2,507)          

Distributions -                 -                 -                 -                 -                 -                -                -                -                -                -                -                

527,603       (2,407)           (2,417)           (2,426)           (2,436)           (2,446)          (2,456)          (2,466)          (2,476)          (2,486)          (2,496)          (2,507)          

CASH FLOW FROM (USED IN) INVESTING ACTIVITIES:

Additions to capital assets (450,000)      -                 -                 -                 -                 -                -                -                -                -                -                -                

(450,000)      -                 -                 -                 -                 -                -                -                -                -                -                -                

Change in cash 60,698          542                1,413            2,301            3,206            4,130            5,072            6,034            7,014            8,014            9,034            10,075         

Cash. Beginning of year -                 60,698          61,240          62,653          64,954          68,160         72,290         77,362         83,396         90,410         98,424         107,458       

Cash, end of year 60,698          61,240          62,653          64,954          68,160          72,290         77,362         83,396         90,410         98,424         107,458       117,532       

Year 1
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