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1. Executive Summary
SafeClean Tile and Carpet, LLC is just about ready to open for business in this area. The business concept is to offer full service tile and carpet cleaning for both businesses and home owners. There is an established market for these cleaning services and there is no indication that the demand for these services will diminish in the future. In fact, with the majority of households having two full-time breadwinners, the likelihood is that the demand for these cleaning services will grow. SafeClean will use the very latest truck-based tile and carpet cleaning equipment and cleaning supplies. The business is owned and operated by William Dailey. William has been in the tile and carpet cleaning business for over 10 years, first as an employee and later as a supervisor of a franchise business offering the same type of services.
William has concluded that the quality of the competition overall is quite good so he will have to spend several years developing a good reputation and a repeat customer base. This will require close control of expenses to bridge this period of slow growth. The advertising program will be designed to stimulate prospects to contact us. Making a sale will always be dependent upon establishing a relationship with a prospect and convincing them that SafeClean will provide a superior service at a fair price and delivered at a time that is convenient for the customer. Customer satisfaction is guaranteed.
There are three major facilities and equipment requirements for the first year. They consist of leasing a van, the cleaning equipment for the van, and renting a unit at a secure facility to store cleaning supplies, equipment and the van. All of these items are available within a couple of weeks so the business can open as soon as the start date is established.

The following is a summary of the Financial Model projections for the first year.

Total Income


$ 70,767


Expenses

               37,577


Profit before Taxes         
         $ 33,110

The funding analyses indicate that $11,200 will accommodate the cash flow needs of the business. William and his family have sufficient assets to fund the startup and operational expenses without securing a business loan.

Startup Expenses

  $ 5200

Operating Capital

     4000

Contingencies


     2000

Total Funds Required
             $11200
The personal Balance Sheet reflects that sufficient assets exist to transfer the funds needed to open for business. Assets that can be used for business needs have been clearly identified. 

Total Assets

          $ 177,800

Total Liabilities

             139,000

Net Worth

          $   38,800

An Implementation Plan is included in the Appendices.

2. Ownership and History

SafeClean Tile and Carpet, LLC is just about ready to open for business in this area. The business concept is to offer full service tile and carpet cleaning for both businesses and home owners. SafeClean will use the very latest truck-based tile and carpet cleaning equipment and cleaning supplies. It is located at 1234 Jefferson Drive, Anytown, FL  37643.
The business is owned and operated by William Dailey. William has been in the tile and carpet cleaning business for over 10 years, first as an employee and later as a supervisor of a franchise business offering the same type of services. William is extremely well qualified to start and manage this business based upon his previous extensive experience in closing sales, performing the cleaning operation and managing a staff of cleaning employees. William has an associate degree in business management and understands the importance of customer relations, good service, attention to detail and proper records management.
William views this business as a long term venture and he expects it to become a family enterprise so that his children can participate in management and ownership over time. This long term perspective will help sustain the business during the early years that will be required to become established. He knows that successful service businesses must develop a good reputation and this takes time and attention to customer service. Having been in the business for so long, he also understands the competitive nature of the industry. He is confident that he has the sales and management skills to compete in this marketplace. 
William used the Business Model Schematic to validate that he has touched all of the bases and assessed the strengths and weaknesses of his business concept accurately. All startup businesses are risky ventures but this robust assessment has helped identify the areas of special risk. Since he is funding the business out of his own resources, it was not a casual decision to proceed.

William has set modest financial goals for the first two years. He expects to take about $30,000 to $35,000 out of the business during the first year and $35,000 to $40,000 during the second year.
3. Products and Services and Customer Profiles

The SafeClean business concept is based upon the premise that a successful service business depends upon providing desirable products and services that match the needs of a specific segment of the marketplace. In this case, SafeClean is duplicating the business model of many successful tile and carpet cleaning franchises and individual operations. SafeClean cleans tile and carpeted floors for residences and a select group of businesses. At this time, SafeClean does not offer any products other than small spray can cleaners as a service to their customers upon completion of a job. There is an established market for these cleaning services and there is no indication that the demand for these services will diminish in the future. In fact, with the majority of households having two full-time breadwinners, the likelihood is that the demand for these cleaning services will grow.
Because there is a geographic parameter to a business that provides service in the home or business location, SafeClean has located the center of its operation to maximize the number of households (and select businesses) in an area with household demographics that will hold the greatest potential for an extended period of time. No service business can afford to expend too much time and travel expense for such a competitive service. A reasonable travel distance to a customer location is probably limited to 50 miles or less. The census statistics (demographics) were used as the basis for selecting the targeted area. These customer profile demographics are described in more detail in the Customer Profiles worksheet in the Appendices. We focus mainly on residential renters and homeowners, with special attention to areas with a large population of senior citizens.
Combining both tile and carpet cleaning has the advantage of establishing the opportunity for repeat visits. The opportunity for repeat business is the key to developing a successful service business and concurrently minimizing advertising expenses over time.

4. Competition and Differentiation

Accepting the business principle that competition is the greatest barrier to success in the marketplace, William has made a thorough analysis of the demographics of the various communities in the two county area in which he will serve. He knows where the customers are likely to come from. He has also made an analysis of his competition in these areas. He has found that there are several franchise operators and a few individual operators like him. He has concluded that the quality of the competition overall is quite good so he will have to spend several years developing a good reputation and a repeat customer base. This will require close control of expenses to bridge this period of slow growth.
William doesn’t believe he has any visible advantages (differentiation) over his competition. In fact, because he will be unknown and doesn’t have deep financial resources, he actually has some handicaps. Even with these disadvantages, he strongly believes he can weather the storm and collect his share of the market. It is also apparent that there is substantial room for new housing developments in his target area that will likely evolve as the market rights itself into a more normal pattern. Customers come from both new and established communities. The combination of these factors has convinced him that with excellent customer services, fair prices and good management there is space for his business in this marketplace.

5. Advertising and Sales

Our advertising and sales approach is quite simple. Since SafeClean doesn’t offer products there is no reason to have a retail location for customer visits. Our advertising will be designed to stimulate prospects to contact us. Making a sale will always be dependent upon establishing a relationship with a prospect and convincing them that SafeClean will provide a superior service at a fair price and delivered at a time that is convenient for the customer.

We will use the normal impersonal advertising media including yellow page listings, local print media, a website with a video demonstration, brochures and business cards. All of these media will encourage the prospect to contact SafeClean. Either Mrs. Dailey or William will respond to all customer calls and emails. They will determine the customer’s needs and explain how they can provide the needed services. They will either offer a telephone quote or visit the customer premise to provide more information and close the sale.
Making a sale will provide an opportunity to establish a more personal relationship with the customer as the work is performed. The customer can be encouraged to tell their friends about SafeClean. This type of referral is a critical factor in long term growth. 
6. Management and Staff

SafeClean is starting as a truly small business. The owner is William Dailey and total initial staff consists of William, his wife who will answer the telephone and perhaps do some bookkeeping, and a part time cleaning helper as needed.
William is experienced in all aspects of the business and will perform all of the startup and operational tasks. These include the following:

· Organize and manage the business

· Set up the business structure
· Establish the bank accounts

· Lease, with the option to buy, the van and cleaning equipment

· Acquire insurance

· Develop the advertising media

· Interface with customers and close sales
· Perform the actual cleaning work.

None of these tasks are foreign to William at this time. During the ten years he has spent in this industry, he has performed all of the operational tasks. Although he has never started a business before, he has investigated how to do all of the organizational tasks. He has met with the bank, received quotes on the van and cleaning equipment leases, and talked to the insurance agent. He has met with a SCORE counselor who will mentor him as issues arise.
If the business grows as anticipated, he will be adding employees and equipment within a year or two. He feels confident that he can meet the challenges of a growing business.
7. Facilities

The Facilities requirements are fairly straightforward for the first year or two. There are basically three major areas to address:
· Leasing the van

· Leasing the cleaning equipment for the van

· Renting a unit at a secure facility to store cleaning supplies, equipment and the van.
All of these items are available within a couple of weeks so the business can open as soon as the start date is established.
8. Financial Model

The purpose of the Financial Model is to provide a reasonable projection of sales, income, expenses and profit (Bottom Line) for the next one or two years. The Financial Model is the most important financial report because it is used to determine if it makes good business sense to proceed with the business concept as defined by the worksheets.  Most small business owners would first check the Bottom Line to determine if they will receive as much income as they specified in their financial goal on the Step 7 - Ownership Worksheet. If the answer is yes, then the other data would be used to make a final decision about proceeding with the current business plan. If the answer is no, then it may be necessary to consider redesigning the business model in an attempt to improve the financial potential. In this case William has decided that the projections do meet his expectations. Projections are always based upon assumptions that are incorporated into all of the Worksheets. Let’s analyze some of the major assumptions that are incorporated in the Financial Model shown on the following page. These projections were made on a quarterly basis.
Summary of the Financial Model

Total Service Sales
        352       (Product sales are insignificant)

Total Income

$ 70,767


Cost of Goods

          80


Gross Margin

   70,687


Expenses

   37,577


Profit before Taxes       $ 33,110

Product Assumptions
· SafeClean doesn’t have a product line. The two products are only for customer convenience and are not a revenue stream.
· Very few of these products will be sold.
· The Cost of Goods is relatively immaterial in this business model.  

Services Assumptions 

· Services were categorized based on size of tile or carpet areas.
· Prices were adjusted to reduce the square foot charge as the size of the job increased because the cost of travel time and expense could be prorated over a larger return.
· Prices were established at levels approximately 10 % lower than most of the competition.

· Sales volumes were adjusted to increase sales gradually over time as SafeClean becomes better known. The first year sales goals average about one sale per day.
· Sales volumes were adjusted to meet seasonal fluctuations.

Expense Assumptions
· Quarterly expenses were established by getting estimates where necessary from the service provider.
· The largest expenses were for:

· Advertising

 $ 4,000

· Insurance  
 
    2,000

· Leased equipment 
    2,400

· Contract labor

    6,500

· Supplies

    7,077

· Vehicle Mileage
 
    6,000

· Van Lease

    6,000

Profit before Taxes Assumptions

· No salary was included in expenses for the owner. This is because a single owner “get’s what’s left” so a salary projection just complicates the projection. In this case, “what’s left” is $33,110 and this meets William’s goal of $30,000 to $ 35,000 the first year.
Financial Model
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   Internet/Website

   Leased Equipment   (cleaning)



Expenses

   Accounting/Legal 

   Advertising

   Insurance

   Loan (P & I)

   Office Supplies

   Rent    (storage bin)

   Salaries/Contract Labor

   Salary Burden

This worksheet provides a one year projection of the number of sales by product or service, cost of goods, gross margin, 

expenses and profit or loss. Duplicate this page to create a second year projection or to make a version of the previous 

year's performance. The formulas have been inserted to compute totals. If you change the rows or columns 

you may need to modify the formulas.

Total Income

    Less Cost of Goods

Gross Margin

   Entertainment/Meals

Cost of 

Goods

Enter number of sales for each quarter

Year   Price Products & Services



   Supplies   (10% of sales price)

Assessment of Financial Model                   GOOD                   FAIR                   POOR



Total Expenses



Profit before Taxes

   Telecommunications

   Vehicle Mileage

   Van lease


9. Funding

William and his family have sufficient assets to fund the startup and operational expenses without securing a business loan. Since family assets are being invested, William has been extremely careful in estimating income and expenses. He realizes that starting a business is always risky but he believes there is space in the marketplace for his company to flourish over time. As an independent he has certain expense advantages over the franchise businesses and this will offset the lack of name recognition. The Funding Worksheet is included in the Appendices, but the major items are as follows.
Startup Expenses

$ 5200

Operating Capital

   4000
Contingencies


   2000

Total Funds Required
           $11200

Startup Funds
The Startup funds total $5200 and those funds will come from cash, checking and savings accounts. The Balance Sheet in the Appendices confirms that these funds are available. The majority of the Startup expenses are for asset based expenditures for inventory and a down payment on a leased van. Note: The Funding Worksheet shows that the startup expenses have been paid for but they have not all been paid for at this time. Some items such as Inventory and Equipment have been acquired in preparation for opening. However, the funds are available to pay for all of the Startup Expenses when the business is ready to open.
Operating Capital

William feels that $4000 will be an adequate Operating Capital fund. This fund is also available from personal cash, checking and savings accounts. The Balance Sheet in the Appendices confirms that these funds are available.

Contingencies

An additional $2000 has been allocated for contingencies. These funds could be provided from a credit card, if required. The Dailey family credit rating is 720.
10. Balance Sheet

A copy of the personal Balance Sheet for the Dailey’s is included in the Appendices. The business has not been fully established as of this date so the funds have not been transferred to a business account. However, the personal Balance Sheet reflects that sufficient assets exist to transfer the funds needed to open for business. Assets that can be used for business needs have been clearly identified. 

Balance Sheet Summary

Total Assets

$ 177,800

Total Liabilities

  1 39,000

 Net Worth

$   38,800

The Balance Sheet indicates that the Dailey’s have $ 8,500 in cash equivalent assets. They also have another $1,300 in Inventory and Equipment that is paid for. Their outstanding bills and loans are relatively small except for a home mortgage. The value of the home reflects current market conditions.
11. Implementation Plan

An Implementation Plan has been documented on the Implementation Plan worksheet included in the Appendices. In summary, it indicates that all of the planning steps have been identified and the first three steps have been completed. Following the finalization of the business plan, the decision of whether to proceed will be made. Assuming that the decision is to proceed, the major implementation activities will be completed over the few months followed by opening the doors for business. Reviews by experienced business counselors will be initiated during the decision making-and follow-on phases to make sure all significant startup activities have been identified and completed.
12. Appendices

A. Business Model Schematic

B. Financial Model

C. Funding Worksheet

D. Balance Sheet
E. Implementation Plan

Business Model Schematic
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   Insurance

   Loan (P & I)

   Office Supplies

   Rent    (storage bin)

   Salaries/Contract Labor

   Salary Burden

This worksheet provides a one year projection of the number of sales by product or service, cost of goods, gross margin, 

expenses and profit or loss. Duplicate this page to create a second year projection or to make a version of the previous 

year's performance. The formulas have been inserted to compute totals. If you change the rows or columns 

you may need to modify the formulas.

Total Income

    Less Cost of Goods

Gross Margin

   Entertainment/Meals

Cost of 

Goods

Enter number of sales for each quarter

Year   Price Products & Services



   Supplies   (10% of sales price)

Assessment of Financial Model                   GOOD                   FAIR                   POOR



Total Expenses



Profit before Taxes

   Telecommunications

   Vehicle Mileage

   Van lease


Funding

[image: image4.emf]Startup Expense Item Paid For Not Paid For Comments

  Advertising 300  cards, brochures, sign

  Fees and Permits 100

  Inventory 1000  cleaning supplies

  Legal/Professional 200 setting up LLC and county permits

  Office Equipment 300  printer/copier and file cabinets

  Other Equipment

  Renovations

  Vehicles 3000  van to be leased for $3000 down and $500/mo

  Website 300  development and domain name

Total Startup Expenses 5200 0

Items Requiring Funding Amount Source Explanation

  Startup Expenses 5200savings

  Operating Capital 4000savings

  Contingencies 2000credit card

  

Total Funds Required 11200

B. Instructions for estimating funding requirements and sources:  Enter the amount of funds required for 

each item and the source of funds, if known. If not known, enter unknown in Explanation. The source of funds 

includes cash on hand, credit cards, loans, investors or grants.

Assessment of Funding                             GOOD                        FAIR                       POOR

Background: The information and decisions reflected on the Ownership, Staffing and Financial Model 

worksheets provides the source data to complete the Funding worksheet.  This worksheet is divided into two 

tables. The top table is for entrepreneurs not yet in business and identifies all of the major startup expenses 

required before the business opens. The bottom table identifies the funds required to open, operate and sustain 

the business. It also asks that you identify the source of the funds for the various funding categories. 

A. Instructions for estimating startup expenses:  If you are not yet in business, enter the amount required for 

each applicable item. Change item names and add or delete items as appropriate. If the item has already been 

paid for, enter the amount in the Paid For column. Otherwise, enter the amount in the Not Paid For column. If 

you alter the rows or columns you may need to modify the formulas for totals.


Balance Sheet
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OK for 

Collateral

Explanation

1.  Cash, checking, savings 7000 Funds will be transferred to

2.  Stocks 1500 business checking account

3.  Bonds as we get ready to open

4.  401 K Plans

5.  Real Estate (market value) 160000

6.  Vehicles 8000

7.  Inventory 1000

8.  Equipment 300

Total Assets 177800

Liabilities

1.  Current Bills 500

2.  Credit card balance 1500

3.  Real Estate Mortgage 132000

4.  Vehicle loans 5000

5.  Other Loans

Total Liabilities 139000

Net Worth 38800

 (assets minus liabilities)

Instructions for Balance Sheet:  The Balance Sheet is a reflection of the current financial strength of an 

individual or organization. Very simply it indicates Assets (what you own), Liabilities (what you owe) and Net 

Worth (difference between the two). If you own (in real current value) more than you owe, you have a positive 

net worth. A good balance sheet and a good payment history is the basis for a good credit score. If you could 

make some assets available as collateral for a loan, check the box. Some assets may not be accepted as 

collateral.

Balance Sheet

                Personal                           Business            

Assessment of Balance Sheet                           GOOD                    FAIR                       POOR


Implementation Plan
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1.  Complete Wrkshts & BM S F

2.  Assess Business Model S - F

3.  Decide Go/No Go S - F

4.  Complete Business Plan  S  F

5.  Legal Form & Bank Acct S - F

6.  Lease Van & Equipment S - F

7.  Lease Storage S - F

8.  Order Advertising Media S - F

9.  Set up bookkeeping system S

10.  Open for Business S

Start-up Business                                                                     Existing Business  



1.  Start by reviewing the Tutorial and then proceed to complete the 12 worksheets, the Business 

Model and the Startup Implementation Plan.

4.  Complete the Business Plan and have an experienced business person review and comment on 

the plan.

3.  Review the worksheets and Business Model with an experienced business counselor. Decide if it 

is Go/No Go at this time.

 Insert interval -  W/Week, M/Month, or Q/Quarter

 Implementation Activities



Instructions: Insert S for Start of Activity and E for End of Activity in appropriate cells.

Activity Definition

Instructions: Explain what the activity is and how to measure successful completion, if needed.

5.  Establish the legal structure, get licenses and permits and establish a bank account.

6.  Lease the van and equipment.  Try to get a five year lease with option to buy.

7.  Lease the storage space.  Start with a small unit that can be increased in size if needed at a later 

date.

8.  Order the advertising media. Minimize the initial order to get customer feedback before making 

long term commitments.

9.  Set up bookkeeping system. Find someone that can supplement my wife's bookkeeping 

background.

10.  Open for business. Start marketing program with special offers.

2.  Review, adjust and assess the total Business Model.  All of the facts are available to determine if 

the business concept is viable.
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Sheet1

		This worksheet provides a one year projection of the number of sales by product or service, cost of goods, gross margin, expenses and profit or loss. Duplicate this page to create a second year projection or to make a version of the previous year's performance. The formulas have been inserted to compute totals. If you change the rows or columns you may need to modify the formulas.









		Products & Services		 Price		Cost of Goods		Enter number of sales for each quarter								Year 

								1Q		2Q		3Q		4Q

		P1 - Tile Clean/spray can		5		2		5		5		5		5		20

		P2 - Carpet Clean/spray can		5		2		5		5		5		5		20

																0

		S1 - tile clean 120 sf		120				12		14		16		18		60

		S2 - tile clean  240 sf		216				10		11		12		13		46

		S3 - tile clean  360 sf		306				8		9		10		11		38

		S4 - tile clean  480 sf		384				5		7		9		11		32

																0

		S5 - carpet clean 120 sf		90				12		14		16		18		60

		S6 - carpet clean 240 sf		168				10		11		12		13		46

		S7 - carpet clean 360 sf		234				8		9		10		11		38

		S8 - carpet clean 480 sf		288				5		7		9		11		32





		Total Income						14090		15057		19466		22154		70767

		    Less Cost of Goods						20		20		20		20		80

		Gross Margin						14070		15037		19446		22134		70687



		Expenses

		   Accounting/Legal 														0

		   Advertising						1000		1000		1000		1000		4000

		   Entertainment/Meals														0

		   Insurance						500		500		500		500		2000

		   Internet/Website						200		200		200		200		800

		   Leased Equipment   (cleaning)						600		600		600		600		2400

		   Loan (P & I)														0

		   Office Supplies						150		150		150		150		600

		   Rent    (storage bin)						150		150		150		150		600

		   Salaries/Contract Labor						500		1000		2000		3000		6500

		   Salary Burden														0

		   Supplies   (10% of sales price)						1409		1506		1947		2215		7077

		   Telecommunications						400		400		400		400		1600

		   Vehicle Mileage						1500		1500		1500		1500		6000

		   Van lease						1500		1500		1500		1500		6000

																0

		Total Expenses						7909		8506		9947		11215		37577



		Profit before Taxes						6161		6531		9499		10919		33110



		Assessment of Financial Model                   GOOD                   FAIR                   POOR
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This worksheet provides a one year projection of the number of sales by product or service, cost of goods, gross margin, 


expenses and profit or loss. Duplicate this page to create a second year projection or to make a version of the previous 


year's performance. 


The formulas have been inserted to compute totals. If you change the rows or columns 


you may need to modify the formulas.


Cost of 


Goods


Enter number of sales for each quarter


 Price


Products & Services



Sheet1

		This worksheet provides a one year projection of the number of sales by product or service, cost of goods, gross margin, expenses and profit or loss. Duplicate this page to create a second year projection or to make a version of the previous year's performance. The formulas have been inserted to compute totals. If you change the rows or columns you may need to modify the formulas.









		Products & Services		 Price		Cost of Goods		Enter number of sales for each quarter								Year 

								1Q		2Q		3Q		4Q

		P1 - Tile Clean/spray can		5		2		5		5		5		5		20

		P2 - Carpet Clean/spray can		5		2		5		5		5		5		20

																0

		S1 - tile clean 120 sf		120				12		14		16		18		60

		S2 - tile clean  240 sf		216				10		11		12		13		46

		S3 - tile clean  360 sf		306				8		9		10		11		38

		S4 - tile clean  480 sf		384				5		7		9		11		32

																0

		S5 - carpet clean 120 sf		90				12		14		16		18		60

		S6 - carpet clean 240 sf		168				10		11		12		13		46

		S7 - carpet clean 360 sf		234				8		9		10		11		38

		S8 - carpet clean 480 sf		288				5		7		9		11		32





		Total Income						14090		15057		19466		22154		70767

		    Less Cost of Goods						20		20		20		20		80

		Gross Margin						14070		15037		19446		22134		70687



		Expenses

		   Accounting/Legal 														0

		   Advertising						1000		1000		1000		1000		4000

		   Entertainment/Meals														0

		   Insurance						500		500		500		500		2000

		   Internet/Website						200		200		200		200		800

		   Leased Equipment   (cleaning)						600		600		600		600		2400

		   Loan (P & I)														0

		   Office Supplies						150		150		150		150		600

		   Rent    (storage bin)						150		150		150		150		600

		   Salaries/Contract Labor						500		1000		2000		3000		6500

		   Salary Burden														0

		   Supplies   (10% of sales price)						1409		1506		1947		2215		7077

		   Telecommunications						400		400		400		400		1600

		   Vehicle Mileage						1500		1500		1500		1500		6000

		   Van lease						1500		1500		1500		1500		6000

																0

		Total Expenses						7909		8506		9947		11215		37577



		Profit before Taxes						6161		6531		9499		10919		33110



		Assessment of Financial Model                   GOOD                   FAIR                   POOR





&"-,Bold"Step 10 - Financial Model	


 Copyright 2010                  The Good Idea and Good Resources Business Plan Workbook           Richard E Hall	




Sheet2





Sheet3







1


2


3


4


5


6


7


8


9


10


11


12


A


B


C


D


1Q


P1 - Tile Clean/spray can
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P2 - Carpet Clean/spray can
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2
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S1 - tile clean 120 sf


120


12


S2 - tile clean  240 sf


216


10


This worksheet provides a one year projection of the number of sales by product or service, cost of goods, gross margin, 


expenses and profit or loss. Duplicate this page to create a second year projection or to make a version of the previous 


year's performance. 


The formulas have been inserted to compute totals. If you change the rows or columns 


you may need to modify the formulas.


Cost of 


Goods


Enter number of sales for each quarter


 Price


Products & Services



Sheet1

		Start-up Business                                                                     Existing Business  

		Instructions: Insert S for Start of Activity and E for End of Activity in appropriate cells.

		 Implementation Activities		 Insert interval -  W/Week, M/Month, or Q/Quarter

				1 M		2 M		3 M		4 M		5 M		6 M

		1.  Complete Wrkshts & BM		S		F

		2.  Assess Business Model				S - F

		3.  Decide Go/No Go				S - F

		4.  Complete Business Plan 				S 		F

		5.  Legal Form & Bank Acct								S - F

		6.  Lease Van & Equipment								S - F

		7.  Lease Storage								S - F

		8.  Order Advertising Media								S - F

		9.  Set up bookkeeping system										S

		10.  Open for Business												S



		Activity Definition

		Instructions: Explain what the activity is and how to measure successful completion, if needed.

		1.  Start by reviewing the Tutorial and then proceed to complete the 12 worksheets, the Business Model and the Startup Implementation Plan.



		2.  Review, adjust and assess the total Business Model.  All of the facts are available to determine if the business concept is viable.



		3.  Review the worksheets and Business Model with an experienced business counselor. Decide if it is Go/No Go at this time.



		4.  Complete the Business Plan and have an experienced business person review and comment on the plan.



		5.  Establish the legal structure, get licenses and permits and establish a bank account.



		6.  Lease the van and equipment.  Try to get a five year lease with option to buy.



		7.  Lease the storage space.  Start with a small unit that can be increased in size if needed at a later date.



		8.  Order the advertising media. Minimize the initial order to get customer feedback before making long term commitments.



		9.  Set up bookkeeping system. Find someone that can supplement my wife's bookkeeping background.



		10.  Open for business. Start marketing program with special offers.
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1 M


2 M


3 M


4 M


5 M


6 M


1.  Complete Wrkshts & BM


S


F


2.  Assess Business Model


S - F


3.  Decide Go/No Go


S - F


4.  Complete Business Plan 


S 


F


5.  Legal Form & Bank Acct


S - F


6.  Lease Van & Equipment


S - F


7.  Lease Storage


S - F


8.  Order Advertising Media


S - F


9.  Set up bookkeeping system


S


10.  Open for Business


S


Instructions: 


Insert


 S 


for Start of Activity and 


E


 for End of Activity in appropriate cells.


Activity Definition


Instructions: 


Explain what the activity is and how to measure successful completion, if needed.


Start-up Business                                                                     Existing Business  





 Insert interval -  


W


/Week, 


M/


Month, or 


Q


/Quarter


 Implementation Activities



Sheet1

		Background: The information and decisions reflected on the Ownership, Staffing and Financial Model worksheets provides the source data to complete the Funding worksheet.  This worksheet is divided into two tables. The top table is for entrepreneurs not yet in business and identifies all of the major startup expenses required before the business opens. The bottom table identifies the funds required to open, operate and sustain the business. It also asks that you identify the source of the funds for the various funding categories. 











		A. Instructions for estimating startup expenses:  If you are not yet in business, enter the amount required for each applicable item. Change item names and add or delete items as appropriate. If the item has already been paid for, enter the amount in the Paid For column. Otherwise, enter the amount in the Not Paid For column. If you alter the rows or columns you may need to modify the formulas for totals.









		Startup Expense Item		Paid For		Not Paid For		Comments

		  Advertising		300				 cards, brochures, sign

		  Fees and Permits		100

		  Inventory		1000				 cleaning supplies

		  Legal/Professional		200				setting up LLC and county permits

		  Office Equipment		300				 printer/copier and file cabinets

		  Other Equipment

		  Renovations

		  Vehicles		3000				 van to be leased for $3000 down and $500/mo

		  Website		300				 development and domain name





		Total Startup Expenses		5200		0

		B. Instructions for estimating funding requirements and sources:  Enter the amount of funds required for each item and the source of funds, if known. If not known, enter unknown in Explanation. The source of funds includes cash on hand, credit cards, loans, investors or grants.







		Items Requiring Funding		Amount		Source		Explanation

		  Startup Expenses		5200		savings

		  Operating Capital		4000		savings

		  Contingencies		2000		credit card

		  



		Total Funds Required		11200

		Assessment of Funding                             GOOD                        FAIR                       POOR
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Startup Expense Item


Paid For


Not Paid For


Comments


  Advertising


300


 cards, brochures, sign


  Fees and Permits


100


  Inventory


1000


 cleaning supplies


  Legal/Professional


200


setting up LLC and county permits


  Office Equipment


300


 printer/copier and file cabinets


Background: 


The information and decisions reflected on the Ownership, Staffing and Financial Model 


worksheets provides the source data to complete the Funding worksheet.  This worksheet is divided into two 


tables. The top table is for entrepreneurs not yet in business and identifies all of the major startup expenses 


required before the business opens. The bottom table identifies the funds required to open, operate and sustain 


the business. It also asks that you identify the source of the funds for the various funding categories. 


A. Instructions for estimating startup expenses:


  If you are not yet in business, enter the amount required for 


each applicable item. Change item names and add or delete items as appropriate. If the item has already been 


paid for, enter the amount in the 


Paid For


 column. Otherwise, enter the amount in the 


Not Paid For


 column. 


If 


you alter the rows or columns you may need to modify the formulas for totals.



Sheet1

		Instructions for Balance Sheet:  The Balance Sheet is a reflection of the current financial strength of an individual or organization. Very simply it indicates Assets (what you own), Liabilities (what you owe) and Net Worth (difference between the two). If you own (in real current value) more than you owe, you have a positive net worth. A good balance sheet and a good payment history is the basis for a good credit score. If you could make some assets available as collateral for a loan, check the box. Some assets may not be accepted as collateral.















		Balance Sheet

		                Personal                           Business            

		Assets		Value		OK for Collateral		Explanation

		1.  Cash, checking, savings		7000				Funds will be transferred to

		2.  Stocks		1500				business checking account

		3.  Bonds						as we get ready to open

		4.  401 K Plans

		5.  Real Estate (market value)		160000

		6.  Vehicles		8000

		7.  Inventory		1000

		8.  Equipment		300



		Total Assets		177800



		Liabilities

		1.  Current Bills		500

		2.  Credit card balance		1500

		3.  Real Estate Mortgage		132000

		4.  Vehicle loans		5000

		5.  Other Loans





		Total Liabilities		139000



		Net Worth		38800

		 (assets minus liabilities)



		Assessment of Balance Sheet                           GOOD                    FAIR                       POOR
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Assets


Value


OK for 


Collateral


Explanation


1.  Cash, checking, savings


7000


Funds will be transferred to


2.  Stocks


1500


business checking account


3.  Bonds


as we get ready to open


4.  401 K Plans


5.  Real Estate (market value)


160000


Instructions for Balance Sheet:


  The Balance Sheet is a reflection of the current financial strength of an 


individual or organization. Very simply it indicates Assets (what you own), Liabilities (what you owe) and Net 


Worth (difference between the two). If you own (in real current value) more than you owe, you have a positive 


net worth. A good balance sheet and a good payment history is the basis for a good credit score. If you could 


make some assets available as collateral for a loan, check the box. Some assets may not be accepted as 


collateral.


Balance Sheet


                


Personal                           Business            



