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[COMPANY NAME]

[ADDRESS]

[CITY, STATE ZIP]

Tel.  XXX-XXX-XXXX
Fax. XXX-XXX-XXXX

Email:  [EMAIL]

BUSINESS PLAN

Confidentiality Agreement
The undersigned reader acknowledges that the information provided by [COMPANY NAME] in this business plan is confidential; therefore, reader agrees not to disclose it without the express written permission of [COMPANY NAME] 

It is acknowledged by reader that information to be furnished in this business plan is in all respects confidential in nature, other than information which is in the public domain through other means and that any disclosure or use of same by reader may cause serious harm or damage to [COMPANY NAME] 

Upon request, this document is to be immediately returned to [COMPANY NAME].

. 

___________________ 
Signature 

___________________
Name (typed or printed) 

___________________
Date 

This is a business plan. It does not imply an offering of securities.
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1.0 Executive Summary

[COMPANY NAME] will sell top-quality used vehicles at a competitive price. The owner and sales manager have several years of combined experience in new and used auto sales.  [COMPANY NAME] will continue to develop an excellent working relationship with local dealers and auctions to bring the savings to the customer. 

[COMPANY NAME] will be successful because the company offers something different; a pleasant car buying experience. [COMPANY NAME] will create a purchasing environment that caters to the customer's needs. [COMPANY NAME] is selling a professional service and an experience in car buying that will bring customers back again, as well as referring friends and family. [COMPANY NAME] estimates an optimistic gross margin over the industry average. The company will be successful because of the excellent team [COMPANY NAME] has assembled and the drive and determination of the owner.

The company’s goal is to attain grant funding in the amount of $400,000 to use for expansion of the existing facility, lot improvements, upgrading the trailer on the lot, additional inventory and, in the future, the addition of new employees to assist with the increase of new sales.
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1.1 Objectives

1. 100% customer satisfaction, measured through repeat customers, referrals and surveys. 

2. To achieve and surpass the industry average profit margin within the first two-years. 

3. To achieve a respectable net profit by year two.

1.2 Mission

[COMPANY NAME] provides a unique car buying experience to the customers in the [CITY], [STATE]. One that focuses on customer satisfaction first. [COMPANY NAME] understands that vehicle purchasing is a necessary, but sometimes unpleasant experience. The company's goal is to provide the customer with an enjoyable, honest service by satisfying individual customers practical transportation needs with a quality product.

[COMPANY NAME] also believes it is important to have quality vehicles at a low cost.  The company will make a profit by generating sales. It will provide job satisfaction and fair compensation to its employees, and a fair return to its owners. Hard work and performance is rewarded through bonuses and commissions. Job satisfaction is very important for employees and owners; we will create a work environment that is enjoyable and profitable for all.

1.3 Keys to Success

To succeed in this business [COMPANY NAME] must: 

· Have a team of experienced professionals. 

· Establish a network of suppliers, in order to buy and sell products that are of the highest reliability and quality, at a competitive price. 

· Ensure customer satisfaction by encouraging the two most important values, honor and integrity. 

· Create high morale by rewarding employee success with monetary compensation.

2.0 Company Summary

[COMPANY NAME] is an independently owned business, established in 2002 by an automotive expert, [NAME], with over 7 years of vehicle sales experience. [COMPANY NAME] provides a unique car buying experience for customers by providing inspected, top quality, used vehicles for all types of consumers, at a competitive price. [COMPANY NAME] is conveniently located in [CITY], which is the largest city in the southwest region of the U.S. state of [STATE].

2.1 Company Ownership

[COMPANY NAME] is sole proprietorship owned by [NAME].

2.2 Company History

[COMPANY NAME] is an independently owned sole proprietor business, established in 2002 by [NAME].  [COMPANY NAME] provides a unique car buying experience for customers in the [CITY], [STATE] by providing inspected, top quality, used vehicles for all types of consumers, at a competitive price. [COMPANY NAME] is conveniently located in [CITY], which is the largest city in the southwest region of the U.S. state of [STATE].

[COMPANY NAME]

[ADDRESS]

[CITY, STATE ZIP]

Tel.  XXX-XXX-XXXX
Fax. XXX-XXX-XXXX

Email:  [EMAIL]
Table: Past Performance
	Past Performance
	
	
	

	
	2007
	2008
	2009

	Sales
	$557,800 
	$429,983 
	$466,853 

	Gross Margin
	$38,518 
	$48,105 
	$13,769 

	Gross Margin %
	6.91% 
	11.19% 
	2.95% 

	Operating Expenses
	$30,877 
	$40,784 
	$29,494 

	Inventory Turnover
	0.00 
	0.00 
	0.00 

	
	
	
	

	Balance Sheet
	
	
	

	
	2007
	2008
	2009

	
	
	
	

	Current Assets
	
	
	

	Cash
	$0 
	$0 
	$6,842 

	Inventory
	$0 
	$0 
	$0 

	Other Current Assets
	$519,282 
	$381,878 
	$453,089 

	Total Current Assets
	$519,282 
	$381,878 
	$459,931 

	
	
	
	

	Long-term Assets
	
	
	

	Long-term Assets
	$120,000 
	$120,000 
	$120,000 

	Accumulated Depreciation
	$0 
	$0 
	$0 

	Total Long-term Assets
	$120,000 
	$120,000 
	$120,000 

	
	
	
	

	Total Assets
	$639,282 
	$501,878 
	$579,931 

	
	
	
	

	Current Liabilities
	
	
	

	Accounts Payable
	$0 
	$0 
	$0 

	Current Borrowing
	$0 
	$0 
	$16,500 

	Other Current Liabilities (interest free)
	$0 
	$0 
	$0 

	Total Current Liabilities
	$0 
	$0 
	$16,500 

	
	
	
	

	Long-term Liabilities
	$0 
	$0 
	$37,665 

	Total Liabilities
	$0 
	$0 
	$54,165 

	
	
	
	

	Paid-in Capital
	$0 
	$0 
	$0 

	Retained Earnings
	$631,641 
	$494,557 
	$541,491 

	Earnings
	$7,641 
	$7,321 
	($15,725)

	Total Capital
	$639,282 
	$501,878 
	$525,766 

	
	
	
	

	Total Capital and Liabilities
	$639,282 
	$501,878 
	$579,931 

	
	
	
	

	Other Inputs
	
	
	

	Payment Days
	0 
	0 
	0 
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3.0 Products

[COMPANY NAME] sells top-quality used vehicles at a competitive price. [COMPANY NAME] buys pre-inspected vehicles wholesale from well known local car dealers, and auto auctions. [COMPANY NAME] continually maintains a diverse stock of vehicles, providing the widest selection for individual needs.

4.0 Market Analysis Summary

Almost everyone needs a car to get from point A to B. Many families have two or more cars. Due to the recent success of the new car market, there is a large inventory of used cars available for re-sale. 

The automobile dealer industry sells most of the automobiles, light trucks, and vans that operate on the road today. Sales of these vehicles are subject to changing consumer tastes, the popularity of the manufacturer's vehicle models, and the intensity of competition with other dealers. Along with the sale of the car, most dealers also sell additional automobile-related services to potential buyers. These services include extended warranties, undercoating, insurance, and financing. Aftermarket sales departments sell these services and other merchandise after vehicle salespersons have closed a deal. Sales of these packages greatly increase the revenue generated for each vehicle sold. Because sales of automobiles fluctuate significantly, automotive dealers offer generous incentives, rebates, and financing deals during slow periods to maintain high sales volumes and to reduce inventories.

Used car dealers comprise the other segment of the auto dealer industry, and are sometimes referred to as independent dealers. These dealers sell a variety of vehicles that have been previously owned or formerly rented and leased. Improvements in technology have increased the durability and longevity of new cars, raising the number of high-quality used cars that are available for sale. Used car dealers by definition do not sell new cars, but most new car dealers do sell some used cars.

Independent used car dealers usually have smaller staffs than their franchised counterparts. Most are stand-alone dealers, but increasingly nationwide companies are opening large superstores across the country. These large used car and truck dealers typically contract out warranty and other service-related work to other dealers or to satellite service facilities.

In recent years, the sale of used cars has become a major source of profits for many new car dealers in the wake of shrinking margins on new cars. To make them acceptable to more customers, some dealers promote "certified pre-owned" vehicles to customers who want a warranty on their used vehicle. This often raises the price, but in return provides customers with peace of mind. In economic downturns, the relative demand for these and other used cars often increases as sales of new cars decline.

The increased use of the Internet to market new and used cars and light trucks has also had a significant impact on automobile dealers. Through the Internet, consumers can easily access vehicle reviews; view pictures of vehicles; and compare models, features, and prices. Many Web sites allow consumers to research insurance, financing, leasing, and warranty options. As a result, consumers are generally better informed and spend less time meeting with salespersons.

4.1 Market Segmentation

The company's market segmentation will consist of four basic segments; students, retired, families, and singles. 

Students will include high school and college age students who need a safe and economical car. This group is concerned with price, flashy looks, and being cool. These drivers tend to be less educated and will buy on impulse paying more for less of a car. They will also buy cars more often than others, on average every two to three years. 

The retired group will focus on practicality. Cost may be less important than quality and features. This group wants comfortable, nicely equipped vehicles at a reasonable price. They will want a vehicle that will last for years.

Families will focus on safe, practical vehicles. Something that will last for years, can fetch groceries, carry the kids, and perform long trips. Many will be on a budget, and price may be a big factor. They will shop around and educate themselves on vehicles, shopping for a specific make or model. 

The last group is the singles. They are similar to the students in that they want flashy cool cars, but may be a working professional who can afford to pay more for a higher-quality vehicle. 

The Market Analysis pie chart shows an average increase of 10% in potential customers. Many of these groups will want to trade up for a newer or more expensive vehicle at a later date. This will create an ever increasing market for used car buyers.

Table: Market Analysis

	Market Analysis
	
	
	
	
	
	
	

	
	
	2010
	2011
	2012
	2013
	2014
	

	Potential Customers
	Growth
	
	
	
	
	
	CAGR

	Students
	10% 
	45,000 
	49,500 
	54,450 
	59,895 
	65,885 
	10.00% 

	Retired
	12% 
	60,000 
	67,200 
	75,264 
	84,296 
	94,412 
	12.00% 

	Families
	10% 
	400,000 
	440,000 
	484,000 
	532,400 
	585,640 
	10.00% 

	Singles
	10% 
	200,000 
	220,000 
	242,000 
	266,200 
	292,820 
	10.00% 

	Other
	10% 
	20,000 
	22,000 
	24,200 
	26,620 
	29,282 
	10.00% 

	Total
	10.17% 
	725,000 
	798,700 
	879,914 
	969,411 
	1,068,039 
	10.17% 
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4.2 Target Market Segment Strategy

[COMPANY NAME] will focus on providing for the average car buyer first. Our focus will be on those most likely to purchase low-end, low-cost vehicles (highest profit margin). The students, families, retired, and singles have very different needs and wants. [COMPANY NAME] will focus on each group separately, and prioritize our efforts. [COMPANY NAME] will look at every customer as a potential repeat customer, reference, or spokesperson for other car buyers.

4.3 Industry Analysis

· The used car sales industry is continuing to grow at or above population increases. Vehicles are the second largest purchase most consumers make, and more people are buying used vehicles than ever. 

· Relatively good margins have resulted in some success in the local used car industry.

· The sales of new cars have significantly declined.

4.3.1 Competition and Buying Patterns

Used car dealers are notorious for unethical sales practices. Customers are inherently cautious and untrusting as a result. The more [COMPANY NAME] can provide a high-quality sales experience, the more successful the company will be. The company's salesmen will provide a friendly and personal experience for the buyer. [COMPANY NAME] will follow up and ensure customer satisfaction. [COMPANY NAME] will rely on these customers for an excellent reference to other car buyers. This company will build an excellent working relationship with its suppliers and customers.

5.0 Strategy and Implementation Summary

[COMPANY NAME] location is a very important competitive edge. The company is in [CITY], [STATE] because people travel from all over the area to buy vehicles there. 

The other competitive edge [COMPANY NAME] needs to develop is the buying experience and reputation as a local leader in customer satisfaction. This advantage is important to [COMPANY NAME] because the company relies on word of mouth to generate additional customers. Integrity is the company's difference.

5.1 Competitive Edge

The company's competitive edge is its knowledge of the auto sales industry and our long-term commitment to customer satisfaction. 

5.2 Marketing Strategy

The [COMPANY NAME] marketing strategy will focus on two segments. Those segments are described in the following subtopics.  The [COMPANY NAME] will implement a strategy that treats customers as a community. This means the company's marketing resources will be centered on advertising both sales promotions (events) and personal sales (customer service, friendly atmosphere). 

· Marketing promotions will be consistent with the Mission Statement and support the following objectives: 

a. 100% customer satisfaction, measured through repeat customers, referrals and surveys. 

b. To achieve a respectable profit margin within the first three-years. 

c. To achieve a healthy net profit by year two.

5.3 Sales Strategy

Sales compensation is based on a percent of profits. [COMPANY NAME] will invest adequate time and resources into training each member of the sales team and into good customer relations. Salesmen will be paid a portion of their salary based on commission. Good performance is rewarded with increased commission and bonuses. However integrity will not be sacrificed for sales. Customer satisfaction will continue to be a top priority. All potential sales will be attended to in a timely fashion and long-term salesperson-customer relationships will take precedence over sales closure.

5.3.1 Sales Forecast

The following table and charts give a run-down on forecasted sales. [COMPANY NAME] expects sales to increase at a slow rate per month for each product in the first year. From June through September [COMPANY NAME] expects minimal growth during our start-up period. October through December we expect decreased sales due to historical trends, and depreciation in value based on less demand. February through August we expect increased sales growth again. In 2010 and 2011, [COMPANY NAME] expects solid steady sales growth as the company claims a larger market share. [COMPANY NAME] expects increased sales in lower-priced vehicles, and this will be the primary product that yields the highest margin. The company feels this sales forecast is realistic based on the market analysis of similar businesses performance. The opportunities for used car sales have increased with the high sales of new vehicles, increasing the number of quality late model used vehicles in the market. More new car buyers directly affect the number of used cars available. The current low interest rates also have a positive impact on the high-end vehicle purchases. The population growth in the area creates a need for more vehicles as well.

The risks involved with this forecast include technology and the need for low impact environment friendly transportation. Older used cars tend to be less efficient, and will become less popular. Current hybrid vehicles are priced extremely high, and car makers have not found an economical answer for consumers. [COMPANY NAME] estimates conservative earnings from selling extended warranties and from selling loans.

Table: Sales Forecast

	Sales Forecast
	
	
	

	
	2010
	2011
	2012

	Sales
	
	
	

	Low-end vehicles
	$427,681 
	$440,511 
	$453,726 

	Average vehicles
	$641,531 
	$632,967 
	$651,956 

	High-end vehicles
	$380,470 
	$391,884 
	$403,641 

	Loan sales
	$37,171 
	$38,286 
	$39,435 

	Warranty sales
	$37,171 
	$38,286 
	$38,286 

	Total Sales
	$1,524,024 
	$1,541,934 
	$1,587,044 

	
	
	
	


	Direct Cost of Sales
	2010
	2011
	2012

	Low-end vehicles
	$120,000 
	$123,600 
	$127,308 

	Average vehicles
	$120,000 
	$123,600 
	$127,308 

	High-end vehicles
	$240,000 
	$247,200 
	$254,616 

	Subtotal Direct Cost of Sales
	$480,000 
	$494,400 
	$509,232 
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5.4 Milestones

The accompanying table lists important program milestones, with dates and budgets for each. The milestone schedule indicates our emphasis on planning for implementation. 

The milestone table shows purchasing, and marketing goals. What the table doesn't show is the commitment behind it. This company's business plan includes complete provisions for plan-vs.-actual analysis, and we will hold follow-up meetings every month to discuss the variance and course corrections.

Table: Milestones

	Milestones
	
	
	
	
	

	
	
	
	
	
	

	Milestone
	Start Date
	End Date
	Budget
	Manager
	Department

	Lot Improvements
	6/1/2010
	12/31/2010
	$12,000 
	[NAME]
	Owner

	Trailer
	6/1/2010
	10/1/2010
	$4,200 
	[NAME]
	Owner

	Utilities
	6/1/2010
	12/31/2010
	$2,300 
	[NAME]
	Owner

	Advertising
	6/1/2010
	12/31/2010
	$12,000 
	[NAME]
	Owner

	Phone/Fax
	6/1/2010
	9/15/2010
	$2,100 
	[NAME]
	Owner

	Insurance
	6/1/2010
	10/1/2010
	$6,000 
	[NAME]
	Owner

	Office Equipment
	6/1/2010
	9/15/2010
	$2,000 
	[NAME]
	Owner

	Office Supplies
	6/1/2010
	9/15/2010
	$400 
	[NAME]
	Owner

	Sign
	6/1/2010
	11/15/2010
	$3,500 
	[NAME]
	Owner

	Inventory
	6/1/2010
	11/30/2010
	$275,000 
	[NAME]
	Owner

	New Employee
	6/1/2010
	11/30/2010
	$35,000 
	[NAME]
	Owner

	Credit Card Debt Payoff
	6/1/2010
	10/30/2010
	$16,500 
	[NAME]
	Owner

	Community Donations
	6/1/2010
	12/31/2010
	$4,000 
	[NAME]
	Owner

	Company Vehicle
	6/1/2010
	10/1/2010
	$25,000 
	[NAME]
	Owner

	Totals
	
	
	$400,000 
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6.0 Management Summary

Once the gross margin and cash flow will support it, [COMPANY NAME] will hire an additional salesman and lot attendants (tentatively four to six months).

6.1 Personnel Plan

The personnel plan and monthly salary is included in the following table. 

Table: Personnel

	Personnel Plan
	
	
	

	
	2010
	2011
	2012

	Owner/Manager
	$42,000 
	$50,000 
	$60,000 

	Other
	$0 
	$0 
	$0 

	Sales Manager
	$30,500 
	$35,000 
	$40,000 

	Other
	$0 
	$0 
	$0 

	Secretary/Records Admin
	$24,300 
	$26,500 
	$29,000 

	Lot Attendant
	$14,550 
	$15,500 
	$16,500 

	Other
	$0 
	$0 
	$0 

	Accountant
	$2,000 
	$2,000 
	$2,000 

	Other
	$0 
	$0 
	$0 

	Total People
	0
	0 
	0 

	
	
	
	

	Total Payroll
	$113,350 
	$129,000 
	$147,500 


7.0 Financial Plan

1. Growth will be moderate to good as cash flows steady.

2. Marketing will remain below 10% of sales. 

3. The company will invest residual profits (10%) into financial markets.

7.1 Important Assumptions

[COMPANY NAME] will accept credit cards and trade-ins of any value. Credit cards will have a negative effect on cash flow in that [COMPANY NAME] may not be paid for several days. Trade-ins will also impact cash flow in that they are an asset and have no real value until sold. [COMPANY NAME] will have to limit the number of credit transactions, and only take in quality trades at a wholesale price to facilitate turning a quick profit.  

[COMPANY NAME] also assumes conservative earnings from selling loans and extended warranties will be made.

The other assumption is that current market conditions will remain for the next two to three years. Low rates will have a positive impact on sales and lending for the short term.

7.2 Break-even Analysis

The following break-even analysis table has been completed on the basis of average costs/prices. With average per unit sold costs and average variable costs as shown, the table calculates what we need to make per month, or sell in units, to break even each month.

Table: Break-even Analysis

	Break-even Analysis
	

	
	

	Monthly Revenue Break-even
	$20,303 

	
	

	Assumptions:
	

	Average Percent Variable Cost
	41% 

	Estimated Monthly Fixed Cost
	$11,896 
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7.3 Projected Profit and Loss

The key to increasing overall sales is to focus on acquiring vehicles at, or below, wholesale price. Operating, advertising and consulting costs will increase at a slower rate than sales and profit in the next three years.  [COMPANY NAME] predicts a positive gross margin during 2010, increasing modestly to 2011.  This optimistic projection is based on the sales strategy and market analysis. Projected sales will support continued operations, and final success will be based on actual sales and an increasing gross margin. 

Table: Profit and Loss

	Pro Forma Profit and Loss
	
	
	

	
	2010
	2011
	2012

	Sales
	$1,159,232 
	$1,194,008 
	$1,228,681 

	Direct Cost of Sales
	$480,000 
	$494,400 
	$509,232 

	Other Production Expenses
	$0 
	$0 
	$0 

	Total Cost of Sales
	$480,000 
	$494,400 
	$509,232 

	
	
	
	

	Gross Margin
	$679,232 
	$699,608 
	$719,449 

	Gross Margin %
	58.59% 
	58.59% 
	58.55% 

	
	
	
	

	
	
	
	

	Expenses
	
	
	

	Payroll
	$113,350 
	$129,000 
	$147,500 

	Sales and Marketing and Other Expenses
	$0 
	$0 
	$0 

	Depreciation
	$400 
	$500 
	$600 

	Leased Equipment
	$1,200 
	$1,500 
	$2,000 

	Utilities
	$6,000 
	$5,500 
	$6,000 

	Insurance
	$4,800 
	$5,000 
	$5,500 

	Payroll Taxes
	$17,003 
	$19,350 
	$22,125 

	Other General and Administrative Expenses
	$0 
	$0 
	$0 

	
	
	
	

	Total Operating Expenses
	$142,753 
	$160,850 
	$183,725 

	
	
	
	

	Profit Before Interest and Taxes
	$536,480 
	$538,758 
	$535,724 

	EBITDA
	$536,880 
	$539,258 
	$536,324 

	  Interest Expense
	$4,092 
	$3,201 
	$2,825 

	  Taxes Incurred
	$159,716 
	$160,667 
	$159,870 

	
	
	
	

	Net Profit
	$372,671 
	$374,890 
	$373,030 

	Net Profit/Sales
	32.15% 
	31.40% 
	30.36% 
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7.4 Projected Cash Flow

[COMPANY NAME] is positioning the company in the market as a medium risk concern with steady cash flows. Accounts payable is paid at the end of each month, while sales generally in cash give [COMPANY NAME] an excellent cash structure. Initial cash flow in July will be negative; there will be steady increases until October has a negative flow.  All cash flow over 50% will be re-invested into the company.  

Table: Cash Flow

	Pro Forma Cash Flow
	
	
	

	
	2010
	2011
	2012

	Cash Received
	
	
	

	
	
	
	

	Cash from Operations
	
	
	

	Cash Sales
	$1,159,232 
	$1,194,008 
	$1,228,681 

	Subtotal Cash from Operations
	$1,159,232 
	$1,194,008 
	$1,228,681 

	
	
	
	

	Additional Cash Received
	
	
	

	Sales Tax, VAT, HST/GST Received
	$0 
	$0 
	$0 

	New Current Borrowing
	$0 
	$0 
	$0 

	New Other Liabilities (interest-free)
	$0 
	$0 
	$0 

	New Long-term Liabilities
	$0 
	$0 
	$0 

	Sales of Other Current Assets
	$0 
	$0 
	$0 

	Sales of Long-term Assets
	$0 
	$0 
	$0 

	New Investment Received
	$400,000 
	$0 
	$0 

	Subtotal Cash Received
	$1,559,232 
	$1,194,008 
	$1,228,681 

	
	
	
	

	Expenditures
	2010
	2011
	2012

	
	
	
	

	Expenditures from Operations
	
	
	

	Cash Spending
	$113,350 
	$129,000 
	$147,500 

	Bill Payments
	$700,496 
	$689,884 
	$708,443 

	Subtotal Spent on Operations
	$813,846 
	$818,884 
	$855,943 

	
	
	
	

	Additional Cash Spent
	
	
	

	Sales Tax, VAT, HST/GST Paid Out
	$0 
	$0 
	$0 

	Principal Repayment of Current Borrowing
	$16,500 
	$0 
	$0 

	Other Liabilities Principal Repayment
	$0 
	$0 
	$0 

	Long-term Liabilities Principal Repayment
	$3,768 
	$3,768 
	$3,768 

	Purchase Other Current Assets
	$280,500 
	$0 
	$0 

	Purchase Long-term Assets
	$16,200 
	$0 
	$0 

	Dividends
	$0 
	$0 
	$0 

	Subtotal Cash Spent
	$1,130,814 
	$822,652 
	$859,711 

	
	
	
	

	Net Cash Flow
	$428,418 
	$371,356 
	$368,970 

	Cash Balance
	$435,260 
	$806,616 
	$1,175,586 
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7.5 Projected Balance Sheet

As you can see in the projected balance sheet, the company's net worth will rise steadily each month and year. This is an increase in working capital and will fund future projects and expansion.

Table: Balance Sheet

	Pro Forma Balance Sheet
	
	
	

	
	2010
	2011
	2012

	Assets
	
	
	

	
	
	
	

	Current Assets
	
	
	

	Cash
	$435,260 
	$806,616 
	$1,175,586 

	Other Current Assets
	$733,589 
	$733,589 
	$733,589 

	Total Current Assets
	$1,208,849 
	$1,581,405 
	$1,951,611 

	
	
	
	

	Long-term Assets
	
	
	

	Long-term Assets
	$136,200 
	$136,200 
	$136,200 

	Accumulated Depreciation
	$400 
	$900 
	$1,500 

	Total Long-term Assets
	$135,800 
	$135,300 
	$134,700 

	Total Assets
	$1,344,649 
	$1,716,705 
	$2,086,311 

	
	
	
	

	Liabilities and Capital
	2010
	2011
	2012

	
	
	
	

	Current Liabilities
	
	
	

	Accounts Payable
	$12,315 
	$13,249 
	$13,593 

	Current Borrowing
	$0 
	$0 
	$0 

	Other Current Liabilities
	$0 
	$0 
	$0 

	Subtotal Current Liabilities
	$12,315 
	$13,249 
	$13,593 

	
	
	
	

	Long-term Liabilities
	$33,897 
	$30,129 
	$26,361 

	Total Liabilities
	$46,212 
	$43,378 
	$39,954 

	
	
	
	

	Paid-in Capital
	$400,000 
	$400,000 
	$400,000 

	Retained Earnings
	$525,766 
	$898,437 
	$1,273,327 

	Earnings
	$372,671 
	$374,890 
	$373,030 

	Total Capital
	$1,298,437 
	$1,673,327 
	$2,046,357 

	Total Liabilities and Capital
	$1,344,649 
	$1,716,705 
	$2,086,311 

	
	
	
	

	Net Worth
	$1,298,437 
	$1,673,327 
	$2,046,357 


7.6 Business Ratios

Business ratios for the years of this plan are shown below. Industry profile ratios based on the Standard Industrial Classification (SIC) code 5521, (NAICS 441120) Used Car Dealers, are shown for comparison.

Table: Ratios

	Ratio Analysis
	
	
	
	

	
	2010
	2011
	2012
	Industry Profile

	Sales Growth
	148.31% 
	3.00% 
	2.90% 
	2.91% 

	
	
	
	
	

	Percent of Total Assets
	
	
	
	

	Inventory
	2.97% 
	2.40% 
	2.03% 
	40.33% 

	Other Current Assets
	54.56% 
	42.73% 
	35.16% 
	27.69% 

	Total Current Assets
	89.90% 
	92.12% 
	93.54% 
	85.91% 

	Long-term Assets
	10.10% 
	7.88% 
	6.46% 
	14.09% 

	Total Assets
	100.00% 
	100.00% 
	100.00% 
	100.00% 

	
	
	
	
	

	Current Liabilities
	0.92% 
	0.77% 
	0.65% 
	37.49% 

	Long-term Liabilities
	2.52% 
	1.76% 
	1.26% 
	14.00% 

	Total Liabilities
	3.44% 
	2.53% 
	1.92% 
	51.49% 

	Net Worth
	96.56% 
	97.47% 
	98.08% 
	48.51% 

	
	
	
	
	

	Percent of Sales
	
	
	
	

	Sales
	100.00% 
	100.00% 
	100.00% 
	100.00% 

	Gross Margin
	58.59% 
	58.59% 
	58.55% 
	22.08% 

	Selling, General & Administrative Expenses
	13.87% 
	15.62% 
	15.73% 
	9.16% 

	Advertising Expenses
	0.56% 
	0.17% 
	0.20% 
	1.02% 

	Profit Before Interest and Taxes
	46.28% 
	45.12% 
	43.60% 
	2.24% 

	
	
	
	
	

	Main Ratios
	
	
	
	

	Current
	98.16 
	119.36 
	143.57 
	1.94 

	Quick
	94.92 
	116.25 
	140.45 
	0.77 

	Total Debt to Total Assets
	3.44% 
	2.53% 
	1.92% 
	56.52% 

	Pre-tax Return on Net Worth
	41.00% 
	32.01% 
	26.04% 
	13.01% 

	Pre-tax Return on Assets
	39.59% 
	31.20% 
	25.54% 
	5.66% 

	
	
	
	
	


	Additional Ratios
	2010
	2011
	2012
	

	Net Profit Margin
	32.15% 
	31.40% 
	30.36% 
	n.a

	Return on Equity
	28.70% 
	22.40% 
	18.23% 
	n.a

	
	
	
	
	

	Activity Ratios
	
	
	
	

	Inventory Turnover
	12.00 
	12.18 
	12.18 
	n.a

	Accounts Payable Turnover
	57.88 
	52.14 
	52.14 
	n.a

	Payment Days
	6 
	7 
	7 
	n.a

	Total Asset Turnover
	0.86 
	0.70 
	0.59 
	n.a

	
	
	
	
	

	Debt Ratios
	
	
	
	

	Debt to Net Worth
	0.04 
	0.03 
	0.02 
	n.a

	Current Liab. to Liab.
	0.27 
	0.31 
	0.34 
	n.a

	
	
	
	
	

	Liquidity Ratios
	
	
	
	

	Net Working Capital
	$1,196,534 
	$1,568,156 
	$1,938,018 
	n.a

	Interest Coverage
	131.11 
	168.29 
	189.67 
	n.a

	
	
	
	
	

	Additional Ratios
	
	
	
	

	Assets to Sales
	1.16 
	1.44 
	1.70 
	n.a

	Current Debt/Total Assets
	1% 
	1% 
	1% 
	n.a

	Acid Test 
	94.92 
	116.25 
	140.45 
	n.a

	Sales/Net Worth
	0.89 
	0.71 
	0.60 
	n.a

	Dividend Payout
	 0.00 
	0.00 
	0.00 
	n.a


Table: Sales Forecast

	Sales Forecast
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	Sales
	
	
	
	
	
	
	
	
	
	
	
	
	

	Low-end vehicles
	0%
	$20,000 
	$20,200 
	$20,402 
	$20,606 
	$20,812 
	$21,020 
	$21,230 
	$21,442 
	$21,656 
	$21,873 
	$22,092 
	$22,313 

	Average vehicles
	0%
	$30,000 
	$31,200 
	$32,448 
	$33,746 
	$35,096 
	$36,500 
	$37,960 
	$39,478 
	$41,057 
	$42,699 
	$44,407 
	$46,183 

	High-end vehicles
	0%
	$30,000 
	$30,300 
	$30,603 
	$30,909 
	$31,218 
	$31,530 
	$31,845 
	$32,163 
	$32,485 
	$32,810 
	$33,138 
	$33,469 

	Loan sales
	0%
	$1,000 
	$1,190 
	$1,416 
	$1,685 
	$2,005 
	$2,386 
	$2,839 
	$3,378 
	$4,020 
	$4,784 
	$5,693 
	$6,775 

	Warranty sales
	0%
	$1,000 
	$1,190 
	$1,416 
	$1,685 
	$2,005 
	$2,386 
	$2,839 
	$3,378 
	$4,020 
	$4,784 
	$5,693 
	$6,775 

	Total Sales
	
	$82,000 
	$84,080 
	$86,285 
	$88,631 
	$91,136 
	$93,822 
	$96,713 
	$99,839 
	$103,238 
	$106,950 
	$111,023 
	$115,515 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Direct Cost of Sales
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	Low-end vehicles
	0%
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 

	Average vehicles
	0%
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 
	$10,000 

	High-end vehicles
	0%
	$20,000 
	$20,000 
	$20,000 
	$20,000 
	$20,000 
	$20,000 
	$20,000 
	$20,000 
	$20,000 
	$20,000 
	$20,000 
	$20,000 

	Subtotal Direct Cost of Sales
	
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 


Table: Personnel

	Personnel Plan
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	Owner/Manager
	0%
	$3,500 
	$3,500 
	$3,500 
	$3,500 
	$3,500 
	$3,500 
	$3,500 
	$3,500 
	$3,500 
	$3,500 
	$3,500 
	$3,500 

	Other
	0%
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Sales Manager
	0%
	$2,500 
	$2,500 
	$2,500 
	$2,500 
	$2,500 
	$2,500 
	$2,500 
	$2,500 
	$2,500 
	$2,500 
	$2,500 
	$3,000 

	Other
	0%
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Secretary/Records Admin
	0%
	$2,000 
	$2,000 
	$2,000 
	$2,000 
	$2,000 
	$2,000 
	$2,000 
	$2,000 
	$2,000 
	$2,000 
	$2,000 
	$2,300 

	Lot Attendant
	0%
	$1,200 
	$1,200 
	$1,200 
	$1,200 
	$1,200 
	$1,200 
	$1,200 
	$1,200 
	$1,200 
	$1,200 
	$1,200 
	$1,350 

	Other
	0%
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Accountant
	0%
	$500 
	$0 
	$0 
	$500 
	$0 
	$0 
	$500 
	$0 
	$0 
	$500 
	$0 
	$0 

	Other
	0%
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Total People
	
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Payroll
	
	$9,700 
	$9,200 
	$9,200 
	$9,700 
	$9,200 
	$9,200 
	$9,700 
	$9,200 
	$9,200 
	$9,700 
	$9,200 
	$10,150 


Table: Profit and Loss

	Pro Forma Profit and Loss
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	Sales
	
	$82,000 
	$84,080 
	$86,285 
	$88,631 
	$91,136 
	$93,822 
	$96,713 
	$99,839 
	$103,238 
	$106,950 
	$111,023 
	$115,515 

	Direct Cost of Sales
	
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 

	Other Production Expenses
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Total Cost of Sales
	
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 
	$40,000 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Gross Margin
	
	$42,000 
	$44,080 
	$46,285 
	$48,631 
	$51,136 
	$53,822 
	$56,713 
	$59,839 
	$63,238 
	$66,950 
	$71,023 
	$75,515 

	Gross Margin %
	
	51.22% 
	52.43% 
	53.64% 
	54.87% 
	56.11% 
	57.37% 
	58.64% 
	59.94% 
	61.25% 
	62.60% 
	63.97% 
	65.37% 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Expenses
	
	
	
	
	
	
	
	
	
	
	
	
	

	Payroll
	
	$9,700 
	$9,200 
	$9,200 
	$9,700 
	$9,200 
	$9,200 
	$9,700 
	$9,200 
	$9,200 
	$9,700 
	$9,200 
	$10,150 

	Sales and Marketing and Other Expenses
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Depreciation
	
	$100 
	$0 
	$0 
	$100 
	$0 
	$0 
	$100 
	$0 
	$0 
	$100 
	$0 
	$0 

	Leased Equipment
	
	$100 
	$100 
	$100 
	$100 
	$100 
	$100 
	$100 
	$100 
	$100 
	$100 
	$100 
	$100 

	Utilities
	
	$500 
	$500 
	$500 
	$500 
	$500 
	$500 
	$500 
	$500 
	$500 
	$500 
	$500 
	$500 

	Insurance
	
	$400 
	$400 
	$400 
	$400 
	$400 
	$400 
	$400 
	$400 
	$400 
	$400 
	$400 
	$400 

	Payroll Taxes
	15% 
	$1,455 
	$1,380 
	$1,380 
	$1,455 
	$1,380 
	$1,380 
	$1,455 
	$1,380 
	$1,380 
	$1,455 
	$1,380 
	$1,523 

	Other General and Administrative Expenses
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Operating Expenses
	
	$12,255 
	$11,580 
	$11,580 
	$12,255 
	$11,580 
	$11,580 
	$12,255 
	$11,580 
	$11,580 
	$12,255 
	$11,580 
	$12,673 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Profit Before Interest and Taxes
	
	$29,745 
	$32,500 
	$34,705 
	$36,376 
	$39,556 
	$42,242 
	$44,458 
	$48,259 
	$51,658 
	$54,695 
	$59,443 
	$62,843 

	EBITDA
	
	$29,845 
	$32,500 
	$34,705 
	$36,476 
	$39,556 
	$42,242 
	$44,558 
	$48,259 
	$51,658 
	$54,795 
	$59,443 
	$62,843 

	  Interest Expense
	
	$399 
	$389 
	$378 
	$368 
	$357 
	$346 
	$336 
	$325 
	$314 
	$304 
	$293 
	$282 

	  Taxes Incurred
	
	$8,804 
	$9,633 
	$10,298 
	$10,803 
	$11,760 
	$12,569 
	$13,237 
	$14,380 
	$15,403 
	$16,317 
	$17,745 
	$18,768 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Profit
	
	$20,542 
	$22,478 
	$24,029 
	$25,206 
	$27,439 
	$29,327 
	$30,886 
	$33,554 
	$35,941 
	$38,074 
	$41,405 
	$43,792 

	Net Profit/Sales
	
	25.05% 
	26.73% 
	27.85% 
	28.44% 
	30.11% 
	31.26% 
	31.94% 
	33.61% 
	34.81% 
	35.60% 
	37.29% 
	37.91% 


Table: Cash Flow

	Pro Forma Cash Flow
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	Cash Received
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash from Operations
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Sales
	
	$82,000 
	$84,080 
	$86,285 
	$88,631 
	$91,136 
	$93,822 
	$96,713 
	$99,839 
	$103,238 
	$106,950 
	$111,023 
	$115,515 

	Subtotal Cash from Operations
	
	$82,000 
	$84,080 
	$86,285 
	$88,631 
	$91,136 
	$93,822 
	$96,713 
	$99,839 
	$103,238 
	$106,950 
	$111,023 
	$115,515 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Additional Cash Received
	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales Tax, VAT, HST/GST Received
	0.00% 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	New Current Borrowing
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	New Other Liabilities (interest-free)
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	New Long-term Liabilities
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Sales of Other Current Assets
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Sales of Long-term Assets
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	New Investment Received
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$400,000 
	$0 
	$0 
	$0 

	Subtotal Cash Received
	
	$82,000 
	$84,080 
	$86,285 
	$88,631 
	$91,136 
	$93,822 
	$96,713 
	$99,839 
	$503,238 
	$106,950 
	$111,023 
	$115,515 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Expenditures from Operations
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Spending
	
	$9,700 
	$9,200 
	$9,200 
	$9,700 
	$9,200 
	$9,200 
	$9,700 
	$9,200 
	$9,200 
	$9,700 
	$9,200 
	$10,150 

	Bill Payments
	
	$73,327 
	$60,253 
	$52,925 
	$53,511 
	$54,322 
	$55,135 
	$55,881 
	$56,874 
	$57,895 
	$58,880 
	$60,150 
	$61,342 

	Subtotal Spent on Operations
	
	$83,027 
	$69,453 
	$62,125 
	$63,211 
	$63,522 
	$64,335 
	$65,581 
	$66,074 
	$67,095 
	$68,580 
	$69,350 
	$71,492 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Additional Cash Spent
	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales Tax, VAT, HST/GST Paid Out
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Principal Repayment of Current Borrowing
	
	$1,375 
	$1,375 
	$1,375 
	$1,375 
	$1,375 
	$1,375 
	$1,375 
	$1,375 
	$1,375 
	$1,375 
	$1,375 
	$1,375 

	Other Liabilities Principal Repayment
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Long-term Liabilities Principal Repayment
	
	$314 
	$314 
	$314 
	$314 
	$314 
	$314 
	$314 
	$314 
	$314 
	$314 
	$314 
	$314 

	Purchase Other Current Assets
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$280,500 
	$0 
	$0 
	$0 

	Purchase Long-term Assets
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$16,200 
	$0 
	$0 

	Dividends
	
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Subtotal Cash Spent
	
	$84,716 
	$71,142 
	$63,814 
	$64,900 
	$65,211 
	$66,024 
	$67,270 
	$67,763 
	$349,284 
	$86,469 
	$71,039 
	$73,181 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Cash Flow
	
	($2,716)
	$12,938 
	$22,471 
	$23,731 
	$25,925 
	$27,798 
	$29,443 
	$32,076 
	$153,954 
	$20,481 
	$39,984 
	$42,334 

	Cash Balance
	
	$4,126 
	$17,064 
	$39,535 
	$63,265 
	$89,190 
	$116,988 
	$146,431 
	$178,507 
	$332,461 
	$352,942 
	$392,926 
	$435,260 


Table: Balance Sheet

	Pro Forma Balance Sheet
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	Assets
	Starting Balances
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Current Assets
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash
	$6,842 
	$4,126 
	$17,064 
	$39,535 
	$63,265 
	$89,190 
	$116,988 
	$146,431 
	$178,507 
	$332,461 
	$352,942 
	$392,926 
	$435,260 

	Other Current Assets
	$453,089 
	$453,089 
	$453,089 
	$453,089 
	$453,089 
	$453,089 
	$453,089 
	$453,089 
	$453,089 
	$733,589 
	$733,589 
	$733,589 
	$733,589 

	Total Current Assets
	$459,931 
	$497,215 
	$510,153 
	$532,624 
	$556,354 
	$582,279 
	$610,077 
	$639,520 
	$671,596 
	$1,106,050 
	$1,126,531 
	$1,166,515 
	$1,208,849 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Long-term Assets
	
	
	
	
	
	
	
	
	
	
	
	
	

	Long-term Assets
	$120,000 
	$120,000 
	$120,000 
	$120,000 
	$120,000 
	$120,000 
	$120,000 
	$120,000 
	$120,000 
	$120,000 
	$136,200 
	$136,200 
	$136,200 

	Accumulated Depreciation
	$0 
	$100 
	$100 
	$100 
	$200 
	$200 
	$200 
	$300 
	$300 
	$300 
	$400 
	$400 
	$400 

	Total Long-term Assets
	$120,000 
	$119,900 
	$119,900 
	$119,900 
	$119,800 
	$119,800 
	$119,800 
	$119,700 
	$119,700 
	$119,700 
	$135,800 
	$135,800 
	$135,800 

	Total Assets
	$579,931 
	$617,115 
	$630,053 
	$652,524 
	$676,154 
	$702,079 
	$729,877 
	$759,220 
	$791,296 
	$1,225,750 
	$1,262,331 
	$1,302,315 
	$1,344,649 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

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

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Current Liabilities
	
	
	
	
	
	
	
	
	
	
	
	
	

	Accounts Payable
	$0 
	$18,332 
	$10,480 
	$10,611 
	$10,725 
	$10,899 
	$11,059 
	$11,205 
	$11,417 
	$11,619 
	$11,815 
	$12,084 
	$12,315 

	Current Borrowing
	$16,500 
	$15,125 
	$13,750 
	$12,375 
	$11,000 
	$9,625 
	$8,250 
	$6,875 
	$5,500 
	$4,125 
	$2,750 
	$1,375 
	$0 

	Other Current Liabilities
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 

	Subtotal Current Liabilities
	$16,500 
	$33,457 
	$24,230 
	$22,986 
	$21,725 
	$20,524 
	$19,309 
	$18,080 
	$16,917 
	$15,744 
	$14,565 
	$13,459 
	$12,315 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Long-term Liabilities
	$37,665 
	$37,351 
	$37,037 
	$36,723 
	$36,409 
	$36,095 
	$35,781 
	$35,467 
	$35,153 
	$34,839 
	$34,525 
	$34,211 
	$33,897 

	Total Liabilities
	$54,165 
	$70,808 
	$61,267 
	$59,709 
	$58,134 
	$56,619 
	$55,090 
	$53,547 
	$52,070 
	$50,583 
	$49,090 
	$47,670 
	$46,212 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Paid-in Capital
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$0 
	$400,000 
	$400,000 
	$400,000 
	$400,000 

	Retained Earnings
	$513,766 
	$525,766 
	$525,766 
	$525,766 
	$525,766 
	$525,766 
	$525,766 
	$525,766 
	$525,766 
	$525,766 
	$525,766 
	$525,766 
	$525,766 

	Earnings
	$12,000 
	$20,542 
	$43,020 
	$67,048 
	$92,254 
	$119,694 
	$149,021 
	$179,906 
	$213,460 
	$249,401 
	$287,474 
	$328,879 
	$372,671 

	Total Capital
	$525,766 
	$546,308 
	$568,786 
	$592,814 
	$618,020 
	$645,460 
	$674,787 
	$705,672 
	$739,226 
	$1,175,167 
	$1,213,240 
	$1,254,645 
	$1,298,437 

	Total Liabilities and Capital
	$579,931 
	$617,115 
	$630,053 
	$652,524 
	$676,154 
	$702,079 
	$729,877 
	$759,220 
	$791,296 
	$1,225,750 
	$1,262,331 
	$1,302,315 
	$1,344,649 

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Worth
	$525,766 
	$546,308 
	$568,786 
	$592,814 
	$618,020 
	$645,460 
	$674,787 
	$705,672 
	$739,226 
	$1,175,167 
	$1,213,240 
	$1,254,645 
	$1,298,437 


