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II. Executive Summary

Description of Business

The Golf Globe will provide the space necessary for all golfers to learn, practice, and/or refresh golf skills in the off-season, all in a controlled climate. This will be accomplished by partnering with a local golf course to utilize idle land and equipment during the winter months.  The company will provide central Illinois golfers with an opportunity not presently available.  Golfers will be able to hit balls in an unrestrictive setting, take lessons from a golf professional, and practice putting on greens.  Due to limitations of the size of the dome, this may not be a full driving range; nevertheless, the practice greens and other targets will provide unique and innovative challenges. 

Mission Statement

Golf Globe seeks to provide a high quality practice facility for the current golfing population in central Illinois.  We will deliver superior service, amenities, and a challenging practice environment for all customers.  Golf Globe commits to providing a safe and fun environment for both customers and employees. 
Market Analysis 

In the United States, the golf industry accounted for more than $62 billion dollars of goods and services for the year 2000, and the industry has remained steady over the past several years.  Illinois is currently the eighth highest state on the list of golf spending.  We can assume from this data that consumers are willing to spend disposable income on golf activities.  Golf Globe’s target market will include those between the ages of 24 and 65 with higher disposable incomes in the greater Peoria area.  Additionally, we look to those that want to learn to golf or prepare for the next season.  According to census data, 75% of the population is over the age of 18 and the median income of Peoria County was just over $41,000 in 2003.  Although these facts do not show a great amount of disposal income, there is still a large potential customer base. 

Ownership/Management Structure
The three primary owners of Golf Globe are __________, __________, and __________.  A manager with immense knowledge of the sport and great customer relation skills will oversee the day-to-day operations.  In addition, we will have a golf professional on staff to provide his experience to the business operations and customers. 

Future Projections

The golf industry is looking at an influx of consumers with the coming retirement of the baby boomers.  In the years to come, baby boomers will increase the rounds of golf played per year by 20% according to the National Golf Foundation.
  Golf Globe sees this as a great opportunity to increase revenues in the years to come because more and more golfers will want to practice in the off-season once they are retired.  With this expectation, Golf Globe will be able to expand its operations outside of Peoria thus increasing the possibility for scalability.  

Financial Overview
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The three primary owners will each invest $10,000.  Golf Globe will seek an additional $70,000 of equity investment and borrow $50,000 from a financial institution.  These funds will be used to cover the initial start-up costs and any necessary fixed assets.  Our preliminary financial analysis shows a steady three-year increase in profit of sixteen percent.  Chart 1 below depicts this profit.

III. Company Description

The Golf Globe will provide a climate-controlled space for all golfers to learn, practice, and/or refresh golf skills in the off-season.  The company will provide central Illinois golfers with an opportunity not presently available.  In the Golf Globe, there will be 44 hitting stations from which to hit golf balls from in a less restrictive practice area.  This will allow for the maximization of space while also permitting more golfers to practice at a time.  Due to limitations of the size of the dome, this may not be a full driving range.  Nevertheless, practice greens and other targets will provide unique and innovative challenges. 

At the Golf Globe, we will provide a professional golfer to assist customers in evaluating their hitting techniques.  With new tips on how to correct their swing, the golfers will be able to put the new techniques to use right away at one of the many hitting stations.  In addition, the Golf Globe will offer a couple of putting greens with various surfaces and slope to allow golfers to practice their short game.  In order to best utilize our business strategy, Golf Globe will partner with a local golf course or country club and occupy the land already set out for the driving range.

Golf Globe will provide a service and entertainment not currently available to golfers in central Illinois.  Therefore, it will implement a focus strategy and more specially a niche strategy.  This allows for a more tailored service to a specific market whose needs are not currently met.  We will not be a cost leader in the industry, but will charge prices that are similar to moderately higher than the industry average.  This is due to the fact that golf is not a necessity in the winter, although some golfers may beg to differ.  In order to succeed, Golf Globe will need to attract golfers who are looking to practice or improve golf skills during the winter, although they are not accustomed to doing so.  This can be accomplished by advertising in the region’s newspapers, collaborating with the local sporting goods and golf retail stores, and offering an extension from current memberships with our partnering golf course.  In addition, obtaining a well-known and knowledgeable golf professional will earn the respect of the local golfing community.

Golf Globe will be held as an S-corporation.  This election provides the benefit of being a pass-through entity and avoiding double taxation that corporations incur.  As compared to a sole proprietorship or a partnership, the personal liability placed on each shareholder is greatly limited.  This type of ownership will allow the business to take on additional partners as sources of capital instead of borrowing all the necessary funds from financial institutions.  By borrowing less from a bank, it will decrease Golf Globe’s interest expense, therefore saving money. 

IV. Market Analysis Summary

This section will present an analysis of the state and local market in which the Golf Globe will operate.  The Golf Globe would compete in the golf industry of central Illinois.  In order to complete an exhaustive and intensive analysis of the market and industry for Golf Globe, a large amount of secondary and primary research was performed.  Key findings of such research of the central Illinois golf market are shown below:

· The golf market is said to be approximately a $60 billion industry worldwide and represents public and private golf courses, ranges, lessons, miniature golf, and equipment
.

· Illinois is 8th on the list of golf course spending, accumulating $694 million.

· Technological advances in golf equipment are increasing the use of golf practice facilities.

· The Peoria County population is approximately 182,000 people, 75% of which are over the age of 18.

· Opportunities that exist for winter/bad weather include golf simulators and indoor miniature golf.

· The local golf market is comprised of mostly 18-hole facilities.  Within a 25-mile radius of Peoria, research shows that there are 29 golf courses.
  Additionally, there are six miniature golf courses
 and 14 driving ranges
 (including the driving ranges located on golf courses).

· The local market appears to be saturated with golf opportunities.  The average price for 18 holes with cart in the local area is $32 during the week and $35 on the weekends
.

· Because of the rather competitive nature of the market, most facilities offer various discount packages based on the time of day or day of the week.
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The closest facility similar to the Golf Globe concept is White Pines Golf Dome located 164 miles away in Bensenville, IL (pictured here).

Industry Analysis

In 2000, the golf economy accounted for more than $62 billion worth of goods and services and has been a very steady industry over recent years
.  
According to the United States Golf Database, there are currently 16,237 golf courses in the U.S. alone, and Illinois is home to 747 or about 4.6% of the total courses
.  According to the U.S. Census Bureau in 2002, there was an approximate total receipts for golf courses and country clubs of over $17.5 billion as compared to $14.1 billion in 1997
.  In 2002, Illinois was 8th on the list of spending at golf courses and country clubs, which made up almost 4% ($694 million) of the total national receipts in 2002
.  Golf courses and country clubs in Illinois employ nearly 12,000 people.

More specifically related to Golf Globe, golf ranges and practice facilities have also been a very profitable business.  Chart 2 below depicts the average profit margin of golf driving ranges in the United States based on research from the Golf Research Group for 2003
.  In this study, it was determined that on average a range sells 35,000 buckets per year, but 20% of ranges sell greater than 95,000 buckets.

Chart 2: Golf Ranges – Average Profit Margin
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Market Trends

Market trends play a large part in increasing the golf market.  Consumer preferences are for larger clubfaces with a better “sweet spot” for woods and weighted-technology to irons.  Golf apparel is also an increasing market (vented shirts, hats, shoes) as golf courses continue to enforce apparel requirements.  Golf balls with increased technology are also in demand:  technology has been able to create golf balls with many desired outcomes such as greater spin, longer distance, softer feel, or directional control.  These equipment trends lead to an increased necessity for practice facilities.

Barriers to Entry

There are significant barriers that must be overcome to establish such a facility as the Golf Globe.  Specifically, there will be the need for a partnership with a golf course, a golf dome lease, licenses, marketing and advertising costs, consumer acceptance, and employee training.  To overcome these barriers Golf Globe must acquire capital investments.

Changing Forces

Over recent years, there has been a huge increase in technological advances in golf equipment design.  Because of this, the golf industry continues to show increasing revenues.  Golfers are purchasing new golf equipment to keep up with the technological updates in design.  The Golf Globe would benefit from changes in technology, as consumers need a facility to try out new equipment during all seasons.  

Changes in government regulations may also affect the Golf Globe’s business opportunities.  Regulations regarding building/construction permits, insurance requirements, and safety could all affect the Golf Globe.  The Golf Globe can overcome these changes in government regulations by doing research and planning accordingly.

A changing economy could drastically affect the Golf Globe because a common assumption of this analysis is that the tendency to play golf increases with income.  As the economy fluctuates up and down, consumers’ discretionary income would also fluctuate.  This could potentially decrease the Golf Globe’s business.  The Golf Globe could help to overcome a changing economy by offering passes, punch cards, or other discounts that could benefit the user. 

A change in the overall golf industry could also affect the Golf Globe.  As golf popularity increases or decreases the Golf Globe business would reflect accordingly.  The Golf Globe could overcome the changes in the industry by offering unique marketing strategies.

Customer Analysis

To accurately assess the market demand for golf facilities, demographic assumptions have been made about the golfing population.  In general, we have assumed that the tendency to play golf increases with income level and frequently increases with age.  Our business will mainly target 24-65 year old individuals with high disposable income.  However, we will also focus on recruiting “beginner” golfers as well as families.

The median household income for Peoria County in 2003 was $41,169, lower than the $47,367 average for the state of Illinois
.   An assumption is made that the higher income population are more likely to participate in golf.  Although the Peoria County median income is not relatively high, other considerations such as local businesses, population, and surrounding areas must be considered.

The Peoria County population in 2005 was 182,328 people with 14% greater than age 65 and 25% under age 18
.  In general, the propensity to play golf with greater frequency increases with age, making relatively older markets more attractive to golf facility operators, all other factors being equal.  With 75% of the area population over age 18, Peoria County appears to be an attractive golf market.

Competitor Analysis

The arts, entertainment, and recreation industry competes for the attention and expendable income of consumers.  Our immediate competitors during late fall and early spring will include other driving ranges and courses as well as The Golf Learning Center.  In the Peoria area, there are around 50 different facilities that we will directly compete with.  The Golf Learning Center is open all year round to provide different challenges to golfers to improve their skills and is already established in the community with ties to the park district.  The only other facility with the same concept is located in the Chicago area, which is not practical for central Illinois golfers to drive up to hit a bucket of balls.  In addition, other forms of entertainment could be seen as indirect competitors to our business.  Those businesses include inPlay, bowling alleys, the Riverplex, movie theaters, billiard places, and the Dome in Pekin. Although they will not necessarily take away golf income, they are other places were consumers can spend their disposable income.  Another way Golf Globe needs to compete, to stay viable in the market, is to offer promotions or discounts similar or better than our competitors.  Initially, our specials and coupons will be very important to bring in new clientele. 

For the Golf Globe to compete in this industry it would be necessary to gain the trust of the local golfing consumer and have name recognition.  In order to promote the credibility of our offering, it would be important to get the backing of a reputable golf course and/or golf pro in the area.  Not only would the marketing campaign reach the Peoria area, but also draw golf enthusiasts from other surrounding metropolitan areas such as Bloomington, Springfield, Decatur, and Champaign.  Golf Globe will be promoted as a place to spend the afternoon practicing your game, hanging with friends, and a place for the whole family.

Critical Success Factors
In order for Golf Globe to compete in the arts, entertainment, and recreation business, there are critical factors that are essential to achieve its mission. Those dynamics include the following:

· Customer and facility safety:  Since this business will have swinging and flying objects, it will be of great importance that our customers are kept safe.  This can be accomplished by making sure the facility in which we operate is safe such as keeping nets up to catch the balls, making the tee areas properly spaced, and making sure children are not left unaccompanied.  In addition, a well-trained and knowledgeable staff can help to keep the Golf Globe safe. We cannot always control the actions of our customers, but maintaining a building with many safety precautions will hopefully prevent injuries. 

· Employee service and knowledge:  Customer service will be a priority for Golf Globe.  It is such a key factor since we are offering a service versus a product.  One element that will increase our customer satisfaction is the knowledge of the staff.  This will provide the customer with onsite expertise, instead of having to take extra time to get questions answered.  In order to measure this area of success, we will track customers with membership cards and mailing lists.  In addition, suggestion boxes available at the facility and online will help us to tend to the needs of our clients.  

Business Risk Assessment

There are many different types of risks that can face a business at start-up as well as at any time during the life of the business.  The most relevant business risks that will face the Golf Globe at start-up are obtaining the needed capital to get the business up and going, acquiring market share once the business is going, and also obtaining and training valuable employees.  

Environmental Risks
Environmental risks play a large role in the decisions for the startup of Golf Globe.  Some important economic factors that will affect the service of the business include rising energy prices, economic trends, and inflation.  Rising energy costs can greatly affect the operating costs of keeping the dome up and running.  Economic trends and inflation in the area can greatly affect consumers’ ability to spend money on a luxury form of entertainment.  Legal and regulatory factors such as building permits, land ordinances, and insurance requirements can also pose risks for this business.  The biggest environmental risk for this business that is uncontrollable is the weather.  High winds and large amounts of snow could make it difficult to keep the dome up, or cost more to do so.  

Process Risks

The most important business processes of the value chain for Golf Globe are sales/marketing and after-sales customer service.  Good marketing and customer service are the key components to the success of this business.  Since this is primarily a service business, customer satisfaction is critical.  Important factors for providing our service include good advertising, knowledgeable employees, and high-quality equipment.  At first, advertising the business will be really important in order to make the business known all across central Illinois.  Knowledgeable employees and high-quality equipment will make it possible for the best service to be given to our customers.  Employees will need to be knowledgeable about the game of golf, as well as about our equipment, in order to best serve our customers.  High-quality equipment is necessary in order to provide customers with the desired practice experience.  Some controls, policies, and procedures will be put in place in order to manage these risks.  Good hiring practices and training programs will be in place to attract and retain knowledgeable and capable employees.  The facility will be well maintained to provide a pleasant golfing environment for our customers.  Routine maintenance will be scheduled to ensure that the equipment is running to the best of its ability.  Finally, a customer suggestion box will be placed in the lobby for input on requested service offerings, equipment service requests, and any other concerns or suggestions that our customers might have.  

Information for Decision-Making Risks

Many types of information are necessary to manage operating and financial decisions for the business.  Important types of information for Golf Globe include annual equipment costs, average utility costs, consumer golf preferences, peak activity times, consumer golf spending, life of equipment, lease terms, and utilization numbers.  Most of this data will be collected on a monthly basis and all will be analyzed on an annual basis.  If the information is not collected and analyzed properly, the business could face many potential dangers.  The most critical dangers are that costs will be higher than budgeted and revenues will not exceed the expenses.  Other potential hazards include the possibility that the service will not be well accepted by the market and the economy will not be able to support this type of luxury service.  If equipment costs are not looked at properly, there is a greater probability that the equipment will malfunction or customers could get injured.  The weather is also a big factor because it determines how long the dome should be kept up and when it should be taken down for the warmer months.  The great fluctuations in weather in central Illinois cause potential problems for planning the operations of this business.  

V. Mission

The Mission Statement
Golf Globe seeks to provide a high quality practice facility for the current golfing population in central Illinois.  We will deliver superior service, amenities, and a challenging practice environment for all customers.  Golf Globe commits to providing a safe and fun environment for both customers and employees. 
VI. Action Plan

The Golf Globe will provide a climate-controlled space for all golfers to learn, practice, and/or refresh golf skills in the off-season.  The Golf Globe facility will offer a new golf practice opportunity for the area.  Therefore, Golf Globe should focus on promotion, pricing, and after-sale customer service. 
Promotion

In order to make our customers aware, Golf Globe will implement an aggressive advertising strategy.  Flyers will be the main advertising media during start-up.  These flyers will be posted at local golf courses, bowling alleys, golf retail stores, malls, grocery stores and on college campuses.  Golf Globe can also get its name out by sponsoring local golf tournaments and issuing coupons in local newspapers on a monthly basis.  As customers begin to come, Golf Globe will encourage its customers to spread the word about the amenities at Golf Globe.  Golf Globe will partner with local golf retailers to offer a discount or coupon on a bucket of balls with the purchase of new golf equipment.     

Golf Globe will implement a repeat customer program by issuing “Bucket Bucks”.  With this membership program, customer will sign up for the card and receive credit for all Golf Globe purchases.  This will be a no cost program, but will keep track of the dollars spent on buckets of balls and will receive money towards the next bucket for every $50 spent.  With the customer information gathered from the membership sign up, Golf Globe will be able to send out coupons, discounts, and bring-a-friend incentives.

Pricing

Golf Globe intends to set prices at an average level, similar to those of local outdoor golf ranges.  Because of the high quality of amenities to be offered at Golf Globe, prices may be slightly higher than average in order to cover start-up costs.  The company has decided to compete on quality and service and focus on a larger selection of hitting options.  Golf Globe will price its small buckets at $4.50, medium buckets at $6.50, and large buckets at $8.50.  These prices are in line with the competition in the area.  Other service offerings will be priced as the following:  lessons with a pro will be $30 per half hour, facility rental will be $100 per hour, and monthly memberships at $75 per month.  We feel these prices are pretty average for the industry, and customers tend to make their decisions more on service offerings than on prices.

After-sale customer service

Since Golf Globe offers a service to its customers, it is important to obtain customer feedback about his experiences.  There will be a suggestion box available at the front desk as well as an email address set up to take customer suggestions and complaints.  All immediate issues will be handled by the front desk manager.  With the use of membership cards, we will be able to monitor customer satisfaction.

VII. Resource Requirements

Value Chain

The value chain for Golf Globe will consist of five interrelated tasks or processes that will be used to achieve its business strategy.  The value chain starts with a market analysis and ends with customer satisfaction.  

Market Analysis

To confirm that there is a demand in the Peoria area for a counter-seasonal golf range, we relied on yellow page and Internet listings of area golf courses and driving ranges.  In addition to golf listings, research was conducted on local demographic data.  Through this research, we found that there was limited competition in the Peoria area for a golf practice facility during all months of the year.  Our prices would be very similar to those of other local golf ranges, but would be able to accommodate customers during colder months in a controlled climate.  Our location is conveniently located to draw in customers from across central Illinois.  Demographic research from the most recent U.S. census proves that there is a sufficient customer base in the area to support such a business.  Specifically, the increased business population in addition to local high school and college students will provide the customer base necessary to be successful.

Product Development and Design

Golf Globe will provide its customers with average priced golf practice services.  Our prices for buckets will be: $4.50 for small, $6.50 for medium, and $8.50 for large.  These prices are in line with the local average.  The golf dome will be designed and constructed by Eagle International Tents to include 44 hitting stations and two putting greens with varying slope
.  

Sales and Marketing

We will reach out to customers by posting flyers around the area as well as advertise in local newspapers.  We will distribute the flyers to local golf courses, bowling alleys, golf retail stores, malls, grocery stores, high schools and college campuses.  Golf Globe will offer promotional incentives that include coupons and “Bucket Bucks” as well as bring-a-friend discounts to encourage an expanding customer base.

Procurement, Production, and Distribution

Golf Globe’s equipment and contracts will represent the procurement phase of the value chain.  This will include the initial purchase of the cashier and point-of-sale system, golf shop office furniture, and securing contracts with a golf course and the dome manufacturer.  Eagle International Tents will design and construct the dome to our specifications.  Once Golf Globe is under a lease contract for land, it will take two days to deliver and finalize the golf dome construction.  The Golf Dome will offer a golf practice experience during our convenient business hours.  Preparation will include having a safe, clean, and well-equipped facility for customers to use during our hours of operation.  Due to the nature of our business, Golf Globe will require a point of sale transaction in the golf shop to distribute the buckets to customers.

After –Sale Customer Service

Golf Globe will use membership program called “Bucket Bucks” to encourage repeat customers.  With the customer information received on the membership forms, Golf Globe will send customer service questionnaires, comment cards, and discounts.  Customer responses will help the company to identify and address any areas that may need attention or improvement.  Management will meet weekly to address these matters.

Management and Personnel Plan

Currently there are three owners of Golf Globe, __________, __________, and __________, all who have degrees in business.  They will oversee the business; however, day-to-day operations will be supervised by a full time manager with a salary of $2,500 a month.  Since Golf Globe will have extended hours to meet the needs of our customers, we will also have two assistant managers to support the manager.  These managers will be hired based on their prior experience and golf knowledge and have a starting average rate of $10 an hour.  In addition, we will also hire a golf professional to teach lessons and share his expertise to customers.  The golf pro will have a salary of $3,000 a month plus a 35% commission on lessons taught.  To help assist the day-to-day functions, Golf Globe will hire several part-time employees who will start at $8 an hour.  We will first try to look to retired golfers who want a little extra income and can provide knowledge of the sport.   

Location and Facilities

To better manage our costs, we are looking to rent idle land from a golf course.  Not only is this good for our budget, but the course can then benefit from extra income during their slower months.  The dome will be temporarily set up on the course’s current driving range or area of flat land.  Therefore, we will pay rent to place the dome on their land as well as rent for the use of their equipment such as range balls and ball picker.  This will significantly reduce the amount of capital needed upfront because we will not have to purchase all of our own equipment.   

Use of Technology

Golf Globe will need the use of technology in developing its repeat customer card service to track customer information and Golf Globe purchases.  Our research has found a software point of sale express system from Point of Sale Solutions that would fit our technology needs.  The system would monitor customer purchases in a database that can then be used to tailor marketing and advertising strategies.  This system will keep track of which bucket size are the most popular and what time is the busiest for range hitting and lessons.  To accomplish this, the point of sale system will need to be integrated with our computer system.  Golf Globe will also use the Internet to communicate with its customers.  The company will need to purchases a computer system that can interface with point of sale software and that can be used for the creation of advertisements and emails to customers.

VIII.  Financial Plan

The financial plan brings together all of the information previously discussed to provide a good presentation of our projected financial results.  This is shown through pro forma financial statements, a sales forecast, and breakeven analysis.  The charts and graphs are contained in the appendix, but a brief description of each section of the financial plan is outlined below.  All assumptions and estimations made by Golf Globe were on the conservative side in comparison to the industry averages.   

Sales Forecast

We developed our sales forecast primarily through market analysis.  We visited competitor websites and called a few local golf courses to determine the average prices in the area.  Our estimates for buckets of balls sold per year are set below the national average; however, we are taking into consideration that we will operate counter-cyclical to the normal golfing season.     

Through our research we found the bucket prices to range from $4 to $11 depending on the size of the bucket.  We set our prices to coincide with the area average.  The other prices such as advertising and rentals were set in accordance with similar facilities.  We estimate that we will sell on average 1,300 small buckets per month at a rate of $4.50, 1,000 medium buckets at $6.50, and 825 large buckets at $8.50 each.  Golf Globe will also provide monthly memberships for those avid golfers at a fee of $75 per month.  We project that we will provide around 200 lessons per month at $25 per session.  In addition, we will provide the opportunity for local businesses to advertise with banners inside the dome at a rate of $500 per season.  The last form of revenue will be the rental of the facility for private parties.  We foresee about eight rentals per month at a rate of $100 per hour.  

Based on the aforementioned estimates, Golf Globe projects sales of $272,625 for the year ending September 30, 2008.  This revenue will be produced in only six months of the year since Golf Globe will not operate during the regular golf season.  Variations in monthly revenues are partly due to the belief that business will increase after the holiday season as we foresee our services being purchased as gifts.  Chart 3 below depicts a graph of our annual sales projections.  See Appendix A for a breakdown of the sales forecast by month for the first year of operations.
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Operating Budget

Golf Globe’s operating budget estimates the value of resources needed for yearly operations.  Based on the data, all profits are shown in the first six months and the rest of the year displays losses.  This is due to the seasonality of the business and the large amount of fixed costs.  See Appendix B for a detailed monthly profit and loss projection.

Breakeven and “What-If” Analysis

Breakeven and “what-if” analysis help to determine the level of sales needed in order to earn a profit.  We conducted a breakeven analysis for the first year of operations for Golf Globe.  We also performed a sensitivity analysis based on fluctuations in sales price and sales volume.  The results are outlined below.

Breakeven Analysis

Golf Globe’s only variable costs are commissions paid to the golf professional for lessons and advertising. The golf pro will receive 35% of the rate of the lessons; this is to encourage him to bring in clients.  In addition, advertising is also a controllable fixed cost that is about 1% of total sales.  All other costs of the business are considered fixed.  They include salary, payroll, supplies, repairs/maintenance, accounting/legal, rent, telephone, utilities, insurance, taxes, and interest. 

Break-even analysis was used to determine the amount of sales needed in order to have no income or incur no losses.  We calculated break-even in terms of sale dollars, because each customer will generate varying amounts of revenue.  This is due to the variety of activities offered and the prices of each.  Our current contribution margin is 95%.  Although this number is high, due to the greater amount of fixed verses variable cost it is reasonable with our business venture.  In the Table 1 below, we have also included target profit calculations at the following amounts:  $10,000, $50,000 and $100,000.  This details the total sales needed to obtain each desired level of income.  


Table 1:  Target Profit Analysis

	Target Profit
	Sales Revenue Needed

	$10,000
	$250,741

	$50,000
	$292,846

	$100,000
	$345,478


See Appendix C for a detailed breakeven analysis.

Sensitivity Analysis

To determine sensitivity analysis for Golf Globe, we looked at the effects of changes in the price of buckets and the volume of buckets sold.  We only performed the sensitivity analysis based on bucket sales because it will most likely have the most variation.

If we are not selling enough buckets or attracting enough customers, we may have to decrease the price of each bucket size by $1 each to prices of $3.50, $5.50, and $7.50 for small, medium, and large respectively.  This would decrease revenues by $18,450, a 6.8% decline.  On the other hand we could increase the price of each bucket by $1, which would increase net profit by $18,450 or 6.8%.  Based on this information, we conclude that our revenue is sensitive to changes in price; however, even with a $1 decrease per bucket we are still able to remain above the breakeven sales revenue.

The amount of sales volume can also have a large impact on revenues.  If the sales volume of buckets decreases by 10%, there would be a decrease in revenues of $11,462 or 4.2%.  On the contrary, if sales volume increases by 10% then sales revenues would increase by the same 4.2%.  Based on these calculations, we can determine that our sales revenue is slightly sensitive to changes in sales volume.  

Start-up Costs

A start-up budget will help to give potential investors an overview of the necessary costs incurred in order to get the business up and running.  Golf Globe’s start-up budget is located in Appendix D and gives a complete listing of the operational expenses and one time start-up costs.  It also lists all sources of financing for the company.  Between contributions from the owners and borrowing funds from a bank, Golf Globe will have more than enough cash to cover its start-up costs.  

Sources of Financing

The three primary owners __________, __________, and __________ will each invest $10,000.  Golf Globe will also seek an additional $70,000 of equity investment and borrow $50,000 from a financial institution. The loan will have a five-year payback period with a 9% rate of interest.  These funds will be used to cover the initial start-up costs and any necessary fixed assets.  

Pro Forma Financial Statements

We have developed pro forma financial statements for the first three years of operations to give potential investors a better understanding of the projected business performance.  This includes a balance sheet, income statement, and statement of cash flows.  These statements will show the growth of the business as well as any assumptions that have been made regarding accounting issues.

Income Statements

The income statement details how a company’s net revenue develops into a net income or loss.  Its function is to demonstrate to managers, owners, and investors whether or not the company has made or loss money during the reported period.  We have provided income statements for the years-ended September 30, 2008, 2009, and 2010.  Each year we show about a 3% increase in sales.  We feel that sales will increase each of the first few years of business as more and more people become aware of the company and its services.  Our business expenses are primarily fixed.  We show a small increase in fixed costs each year.  Salaries and payroll expenses increase as we suspect that we will hire more employees each year.  Utilities also show increases because of the continuous rise in energy costs.  Based on this data, we project approximately a 13% increase in net income each year.  See Appendix E for the full income statements.   

Balance Sheets

The balance sheet provides the book values of all assets, liabilities, and equity as of a particular date, usually fiscal year-end.  The balance sheet differs from the other financial statements in that it provides values as of a specific date instead of providing values over a time period.  We have supplied balance sheets for the first three years of operations as well.  Due to the nature of the business, there is not a lot on the balance sheet at year-end.  The balance sheets show a steady increase in cash and retained earnings due to net income from the previous year.  Most other items on the balance sheet remain about the same.  See Appendix F for the detailed balance sheets.

Statements of Cash Flows

The Statement of Cash Flows provides information relating to the inflows and outflows of cash during a specific period, usually monthly, quarterly or annually.  The statement is broken down into three main categories: operating, financing, and investing.  The cash flow statements for the first three years show a small decline in cash flows from operating activities.  This is due to the change in income taxes payable.  We do not have any cash flows from investing activities at this stage in the business.  Since all of the cash flows from financing are obtained during the first year, the second two years show negative cash flows.  See Appendix G for the full statements of cash flows. 

Ratio Analysis

Financial ratios allow comparison across accounting periods and throughout the industry.  We used the financial data from our pro forma financial statements to compute ratios in the following areas: profitability, liquidity, and efficiency. Our calculations are presented in Table 2 below. 


Table 2:  Ratio Analysis

	 
	2008
	2009
	2010

	Profitability
	 
	 
	 

	Profit Margin
	8.6%
	9.5%
	10.4%

	Return on Assets
	13.4%
	13.7%
	13.9%

	Return on Equity
	19.0%
	17.7%
	16.7%

	 
	 
	 
	 

	Liquidity 
	 
	 
	 

	Financial Leverage
	0.338
	0.218
	0.126

	Current Ratio
	17.04
	16.7
	16.45

	 
	 
	 
	 

	Efficiency 
	 
	 
	 

	Asset Turnover
	1.55
	1.45
	1.34


As shown in the chart above, our profit margin has favorable increases in our second and third years of business.  As can be seen in Chart 2 of the industry analysis section, 29% of golf courses had a profit margin of 20% or less.  Unfortunately, for the rest of the ratios we were unable to find the industry averages.  In an article written by Rodney Foushee, he states that the golf industry does not currently have the needed financial benchmarks.  However, the National Golf Course Owners Association and golf course operators are working together to bring this data more readily available to the industry to help owner run their businesses more effectively.  This information could help golf course owners obtain better interest rates and allow them to compare how well they are doing financially.
 

IX. Appendices
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Appendix A – Sales Forecast

Appendix B: Monthly Profit/Loss 

[image: image9.emf]2008 2009 2010

Cash Flows from Operating Activities:

Net Income 23,447 $             26,569 $         30,041 $        

Change in Supplies (1,200) (300) 250

Change in Income Tax Payable 10,049 1,338 1,488

Change in Accounts Payable 250

      Cash Flows from Operating Activities 32,546 27,606 31,779

Cash Flows from Financing Activities:

   Cash From Owners $100,000

   Cash Provided by Long-Term Note Payable 50,000

   Repayment of Long-Term Note Payable (8,292) (9,069) (9,920)

      Cash Flow Provided by Financing Activities 141,709 (9,069) (9,920)

Increase in Cash During Year 174,255 18,537 21,859

Cash Balance at Beginning of Year 0 174,255 192,791

Cash Balance at End of Year $174,255 $192,791 $214,651

Golf Globe

Statement of Cash Flows

For the Year Ended September 30


Appendix B: Monthly Profit/Loss (continued)
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Assets

Current assets:

Cash

174,254.53

       

 

192,791.42

       

 

214,650.63

      

 

Supplies

1,200.00

           

 

1,500.00

           

 

1,250.00

          

 

Total current assets

175,454.53

       

 

194,291.42

       

 

215,900.63

      

 

Total assets

175,454.53

       

 

194,291.42

       

 

215,900.63

      

 

Liabilities and owner's equity

Current liabilities:

Accounts payable

250.00

              

 

250.00

              

 

250.00

             

 

Income taxes payable

10,048.81

         

 

11,386.50

         

 

12,874.73

        

 

Total current liabilities

10,298.81

         

 

11,636.50

         

 

13,124.73

        

 

Long-term liabilities

Bank Loan

41,708.50

         

 

32,639.20

         

 

22,719.13

        

 

Total long-term liabilities

41,708.50

         

 

32,639.20

         

 

22,719.13

        

 

Owner's equity

Investment capital

100,000.00

       

 

100,000.00

       

 

100,000.00

      

 

Retained earnings

23,447.22

         

 

50,015.72

         

 

80,056.77

        

 

Total owner's equity

123,447.22

       

 

150,015.72

       

 

180,056.77

      

 

Total liabilities and stockholders' equity

175,454.53

       

 

194,291.42

       

 

215,900.63

      

 

Golf Globe

Balance Sheets

On September 30, 20XX


Appendix C:  Breakeven Analysis
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Golf Globe

Cost Description Fixed Costs ($) Variable Expenses (% of sales)

Inventory or Materials - $                                  -                                       

Salaries and wages 88,200                          0.04                                     

Supplies 3,000                            -                                       

Repairs & maintenance 3,600                            -                                       

Advertising 7,250                            0.01                                     

Accounting and legal 3,250                            -                                       

Rent 4,200                            -                                       

Telephone 1,200                            -                                       

Utilities - Gas 37,440                          -                                       

Utilities - Electric 7,300                            -                                       

Insurance 10,800                          -                                       

Interest 4,164                            -                                       

Dome Lease 45,000                         

Groundskeeping 5,000                           

Depreciation 3,300                           

Other (specify) -                                    

Miscellaneous expenses 4,500                           

Total Fixed Expenses  $                   228,204 

Total Variable Expenses as 

percentage of sales

                                    0.05 

Contribution margin as a 

perecentage of sales

0.95

Breakeven Sales level   =

$239,678 


Appendix D: Start-Up Capital
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Oct 1, 2007

Monthly Cash Needed

Expenses to Start

MONTHLY COSTS

Salary of workers $5,500 $11,000

All other salaries and wages 5,500 16,500

Rent 700 2,100

Advertising 1,208 3,625

Dome Lease 7,500 22,500

Supplies 500 1,500

Telephone 100 300

Other utilities 6,240 18,720

Insurance 900 2,700

Groundskeeping 900 2,700

Interest 347 1,041

Maintenance 300 900

Legal and other professional fees 271 813

Miscellaneous 100 300

     Subtotal $84,698

ONE-TIME COSTS

Fixtures and equipment 3,300               

Legal and other professional fees 1,000

Licenses and permits 500

Advertising and promotion for opening 1,000

Cash reserve 5,000

Other

     Subtotal $10,800

TOTAL ESTIMATED START-UP CAPITAL REQUIRED $95,498

Sources of Financing:

Owners' Investment (name & % ownership)

April Francis 33% owner 10,000 $           

Amanda Koonce 33% owner 10,000              

Nicole Kouri 33% owner 10,000              

Other Investor 70,000              

Total Investment 100,000 $         

Bank Loans

Bank 1 50,000 $           

Total Bank Loans 50,000 $           

TOTAL ESTIMATED START-UP CAPITAL PROVIDED 150,000 $         

Start-Up Capital Estimate


Appendix E: Income Statements 
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Appendix F: Balance Sheets

[image: image12.emf]Fiscal Year Begins Oct-07

Oct-07 Nov-07 Dec-07 Jan-08 Feb-08 Mar-08 Apr-08 May-08 Jun-08 Jul-08 Aug-08 Sep-08

Annual 

Totals

Small Buckets

1,000.00       1,000.00       1,200.00       1,400.00       1,400.00       1,600.00       7600

Sale price @ unit

            4.50              4.50              4.50              4.50              4.50              4.50 

Cat 1 TOTAL

     4,500.00       4,500.00       5,400.00       6,300.00       6,300.00       7,200.00            -              -             -            -              -             -    34,200

Medium Buckets

        900.00          900.00          850.00       1,100.00       1,050.00       1,100.00 

5900

Sale price @ unit

            6.50              6.50              6.50              6.50              6.50              6.50 

Cat 2 TOTAL

     5,850.00       5,850.00       5,525.00       7,150.00       6,825.00       7,150.00            -              -             -            -              -             -    38,350

Large Buckets

        750.00          700.00          700.00          900.00          900.00       1,000.00 

4950

Sale price @ unit

            8.50              8.50              8.50              8.50              8.50              8.50 

Cat 3 TOTAL

     6,375.00       5,950.00       5,950.00       7,650.00       7,650.00       8,500.00            -              -             -            -              -             -    42,075

Lessons

        140.00          140.00          100.00          300.00          250.00          250.00 

1180

Sale price per 1/2 hour

          25.00            25.00            25.00            25.00            25.00            25.00 

Cat 4 TOTAL

     3,500.00       3,500.00       2,500.00       7,500.00       6,250.00       6,250.00            -              -             -            -              -             -    29,500

Monthly Memberships

        200.00          200.00          200.00          300.00          300.00          300.00 

1500

Sale price @ unit

          75.00            75.00            75.00            75.00            75.00            75.00 

Cat 5 TOTAL

   15,000.00     15,000.00     15,000.00     22,500.00     22,500.00     22,500.00            -              -             -            -              -             -    112,500

Advertising Revenue

            6.00              6.00 

12

Sale price @ unit

        500.00          500.00 

Cat 6 TOTAL

     3,000.00       3,000.00                 -                   -                   -                   -              -              -             -            -              -             -    6,000

Rental Revenue

            5.00              5.00            10.00            10.00            10.00            10.00 

50

Sale price @ unit

        200.00          200.00          200.00          200.00          200.00          200.00 

Cat 7 TOTAL

     1,000.00       1,000.00       2,000.00       2,000.00       2,000.00       2,000.00            -              -             -            -              -             -    10,000

Monthly totals: All 

Categories    39,225.00     38,800.00     36,375.00     53,100.00     51,525.00     53,600.00            -              -             -            -              -             -   

272,625

Twelve Month Sales Forecast

Golf Globe


Appendix G: Statement of Cash Flows
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Sales Revenue

 $      272,625 

280,804

$      

 

289,228

$      

 

Less: Cost of Goods Sold

(10,925)

$      

 

(11,253)

$      

 

(11,590)

        

 

Gross Margin

261,700

$      

 

269,551

$      

 

277,638

$      

 

Operating Expenses:

Salary Expenses

81,000

$        

 

82,620

$        

 

85,925

$        

 

Payroll Expenses

7,200

$          

 

12,393

$        

 

12,889

$        

 

Supplies (office and operating)

3,000

$          

 

3,000

$          

 

3,000

$          

 

Repairs and Maintenance

3,600

$          

 

3,600

$          

 

3,600

$          

 

Advertising

7,250

$          

 

7,250

$          

 

6,500

$          

 

Accounting/Legal

3,250

$          

 

3,000

$          

 

3,000

$          

 

Rent

4,200

$          

 

4,200

$          

 

4,200

$          

 

Telephone

1,200

$          

 

1,212

$          

 

1,224

$          

 

Utilities-Gas

37,440

$        

 

38,189

$        

 

38,953

$        

 

Utilities-Electric

7,300

$          

 

7,446

$          

 

7,595

$          

 

Insurance 

10,800

$        

 

10,800

$        

 

10,800

$        

 

Interest

4,164

$          

 

3,386

$          

 

2,536

$          

 

Dome Lease

45,000

$        

 

45,000

$        

 

45,000

$        

 

Landscaping

5,000

$          

 

5,000

$          

 

5,000

$          

 

Equipment

3,300

$          

 

-

$             

 

-

$             

 

Miscellaneous

4,500

$          

 

4,500

$          

 

4,500

$          

 

Total Operating Expenses

228,204

$      

 

231,596

$      

 

234,722

$      

 

Operating Income

33,496

$        

 

37,955

$        

 

42,916

$        

 

Taxes (at 30%)

10,049

$        

 

11,387

$        

 

12,875

$        

 

Net Income

23,447

$        

 

26,569

$        

 

30,041

$        
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BPM PRELIMINARY BUDGET STARTING TEMPLATE

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

PLEASE READ! THIS EXCEL FILE CONTAINS A SET OF WORKSHEETS DESIGNED TO HELP YOUR TEAM CONSTRUCT ITS PRELIMINARY BUDGET. THESE WORKSHEETS CONSTITUTE A STARTING POINT! YOU MAY AND SHOULD MODIFY THEM IN A WAY TO BEST THE NEEDS OF YOUR BUSINESS PLAN. YOU MAY ELECT TO REDESIGN, IMPROVE, OR REPLACE ANY OF THESE SPREADSHEETS. SOME SAMPLE CHARTS HAVE BEEN INCLUDED. YOU MAY CREATE YOUR OWN IN ADDITION TO OR TO REPLACE THE SAMPLE GRAPHS. YOU SHOULD DELETE ANY UNUSED ITEMS BEFORE PRINTING AND INTEGRATING WORKSHEETS INTO YOUR BUSINESS PLAN. AGAIN, THESE TOOLS ARE DESIGNED TO HELP TO STRUCTURE YOUR BUDGET - THEY ARE DESIGNED AS AN EDUCATIONAL TOOL AND SHOULD BE USED AS A STARTING POINT.

http://www.thefarleygroup.com/student/revenue.pdf



Sales Forecast

		Twelve Month Sales Forecast

		Golf Globe

		Fiscal Year Begins				Oct-07

																12-month Sales Forecast

				Oct-07		Nov-07		Dec-07		Jan-08		Feb-08		Mar-08		Apr-08		May-08		Jun-08		Jul-08		Aug-08		Sep-08		Annual Totals

		Small Buckets		1,000.00		1,000.00		1,200.00		1,400.00		1,400.00		1,600.00														7600

		Sale price @ unit		4.50		4.50		4.50		4.50		4.50		4.50

		Cat 1 TOTAL		4,500.00		4,500.00		5,400.00		6,300.00		6,300.00		7,200.00		- 0		- 0		- 0		- 0		- 0		- 0		34,200

		Medium Buckets		900.00		900.00		850.00		1,100.00		1,050.00		1,100.00														5900

		Sale price @ unit		6.50		6.50		6.50		6.50		6.50		6.50

		Cat 2 TOTAL		5,850.00		5,850.00		5,525.00		7,150.00		6,825.00		7,150.00		- 0		- 0		- 0		- 0		- 0		- 0		38,350

		Large Buckets		750.00		700.00		700.00		900.00		900.00		1,000.00														4950

		Sale price @ unit		8.50		8.50		8.50		8.50		8.50		8.50

		Cat 3 TOTAL		6,375.00		5,950.00		5,950.00		7,650.00		7,650.00		8,500.00		- 0		- 0		- 0		- 0		- 0		- 0		42,075

		Lessons		140.00		140.00		100.00		300.00		250.00		250.00														1180

		Sale price per 1/2 hour		25.00		25.00		25.00		25.00		25.00		25.00

		Cat 4 TOTAL		3,500.00		3,500.00		2,500.00		7,500.00		6,250.00		6,250.00		- 0		- 0		- 0		- 0		- 0		- 0		29,500

		Monthly Memberships		200.00		200.00		200.00		300.00		300.00		300.00														1500

		Sale price @ unit		75.00		75.00		75.00		75.00		75.00		75.00

		Cat 5 TOTAL		15,000.00		15,000.00		15,000.00		22,500.00		22,500.00		22,500.00		- 0		- 0		- 0		- 0		- 0		- 0		112,500

		Advertising Revenue		6.00		6.00																						12

		Sale price @ unit		500.00		500.00

		Cat 6 TOTAL		3,000.00		3,000.00		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		6,000

		Rental Revenue		5.00		5.00		10.00		10.00		10.00		10.00														50

		Sale price @ unit		200.00		200.00		200.00		200.00		200.00		200.00

		Cat 7 TOTAL		1,000.00		1,000.00		2,000.00		2,000.00		2,000.00		2,000.00		- 0		- 0		- 0		- 0		- 0		- 0		10,000

		Monthly totals: All Categories		39,225.00		38,800.00		36,375.00		53,100.00		51,525.00		53,600.00		- 0		- 0		- 0		- 0		- 0		- 0		272,625

		Small Buckets		34,200

		Medium Buckets		38,350

		Large Buckets		42,075

		Lessons		29,500

		Monthly Memberships		112,500

		Advertising Revenue		6,000

		Rental Revenue		10,000





Sales Forecast

		



Annual Totals By Category

Annual Revenues By Category



P&L projection

		Twelve Month Profit and Loss Projection

		Golf Globe

		Fiscal Year Begins								Oct-07

				IND. %		Oct-07		%		Nov-07		%		Dec-07		%		Jan-08		%		Feb-08		%		Mar-08		%		Apr-08		%		May-08		%		Jun-08		%		Jul-08		%		Aug-08		%		Sep-08		%		YEARLY		%

		Revenue (Sales)

		Small Buckets				4,500		11.5		4,500		11.6		5,400		14.8		6,300		11.9		6,300		12.2		7,200		13.4		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		34,200		12.5

		Medium Buckets				5,850		14.9		5,850		15.1		5,525		15.2		7,150		13.5		6,825		13.2		7,150		13.3		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		38,350		14.1

		Large Buckets				6,375		16.3		5,950		15.3		5,950		16.4		7,650		14.4		7,650		14.8		8,500		15.9		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		42,075		15.4

		Lessons				3,500		8.9		3,500		9.0		2,500		6.9		7,500		14.1		6,250		12.1		6,250		11.7		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		29,500		10.8

		Monthly Memberships				15,000		38.2		15,000		38.7		15,000		41.2		22,500		42.4		22,500		43.7		22,500		42.0		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		112,500		41.3

		Advertising Revenue				3,000		7.6		3,000		7.7		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		6,000		2.2

		Rental Revenue				1,000		2.5		1,000		2.6		2,000		5.5		2,000		3.8		2,000		3.9		2,000		3.7		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		10,000		3.7

		Total Revenue (Sales)				39,225		100.0		38,800		100.0		36,375		100.0		53,100		100.0		51,525		100.0		53,600		100.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		272,625		100.0

		Cost of Sales				(1)

		Golf Pro Commission				(1,225)		-27.2		(1,225)		-27.2		(875)		-16.2		(2,625)		-41.7		(2,188)		-34.7		(2,188)		-30.4				-				-				-				-				-				-		(10,325)		-30.2

		Banners				(300)		-5.1		(300)		-5.1		- 0		0.0				0.0				0.0				0.0				-				-				-				-				-				-		(600)		-1.6

		Category 3						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Category 4						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Category 5						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Category 6						0.0				0.0				-				-				-				-				-				-				-				-				-				-		- 0		0.0

		Category 7						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Total Cost of Sales				(1,525)		-3.9		(1,525)		-3.9		(875)		-2.4		(2,625)		-4.9		(2,188)		-4.2		(2,188)		-4.1		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		(10,925)		-4.0

		Gross Profit				40,750		103.9		40,325		103.9		37,250		102.4		55,725		104.9		53,713		104.2		55,788		104.1		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		261,700		96.0

		Expenses

		Salary expenses				11,000		28.0		11,000		28.4		11,000		30.2		11,000		20.7		11,000		21.3		11,000		20.5		2,500		-		2,500		-		2,500		-		2,500		-		2,500		-		2,500		-		81,000		29.7

		Payroll expenses				825		2.1		825		2.1		825		2.3		825		1.6		825		1.6		825		1.5		375		-		375		-		375		-		375		-		375		-		375		-		7,200		2.6

		Supplies (office and operating)				250		0.6		250		0.6		250		0.7		250		0.5		250		0.5		250		0.5		250		-		250		-		250		-		250		-		250		-		250		-		3,000		1.1

		Repairs and maintenance				300		0.8		300		0.8		300		0.8		300		0.6		300		0.6		300		0.6		300		-		300		-		300		-		300		-		300		-		300		-		3,600		1.3

		Advertising				1,500		3.8		1,500		3.9		2,000		5.5		750		1.4		750		1.5		750		1.4		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		7,250		2.7

		Accounting and legal				500		1.3		250		0.6		250		0.7		250		0.5		250		0.5		250		0.5		250		-		250		-		250		-		250		-		250		-		250		-		3,250		1.2

		Rent				700		1.8		700		1.8		700		1.9		700		1.3		700		1.4		700		1.3				-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		4,200		1.5

		Telephone				100		0.3		100		0.3		100		0.3		100		0.2		100		0.2		100		0.2		100		-		100		-		100		-		100		-		100		-		100		-		1,200		0.4

		Utilities - Gas				3,190		8.1		5,320		13.7		8,310		22.8		8,310		15.6		7,510		14.6		4,800		9.0				-				-				-				-				-				-		37,440		13.7

		Utilities - Electric				850		2.2		1,590		4.1		1,590		4.4		1,590		3.0		980		1.9		700		1.3				-				-				-				-				-				-		7,300		2.7

		Insurance				900		2.3		900		2.3		900		2.5		900		1.7		900		1.7		900		1.7		900		-		900		-		900		-		900		-		900		-		900		-		10,800		4.0

		Interest				375		1.0		370		1.0		365		1.0		360		0.7		355		0.7		350		0.7		345		-		339		-		334		-		329		-		324		-		318		-		4,164		1.5

		Dome Lease				7,500		19.1		7,500		19.3		7,500		20.6		7,500		14.1		7,500		14.6		7,500		14.0																										45,000		16.5

		Groundskeeping				3,000		7.6		200		0.5		200		0.5		200		0.4		200		0.4		200		0.4		1,000																								5,000		1.8

		Equipment				3,300		8.4																																														3,300		1.2

		Misc. (unspecified)				500		1.3		500		1.3		500		1.4		500		0.9		500		1.0		500		0.9		250		-		250		-		250		-		250		-		250		-		250		-		4,500		1.7

		Total Expenses				34,790		88.7		31,305		80.7		34,790		95.6		33,535		63.2		32,120		62.3		29,125		54.3		6,270		-		5,264		-		5,259		-		5,254		-		5,249		-		5,243		-		228,204		83.7

		Net Profit				5,960		15.2		9,020		23.2		2,460		6.8		22,190		41.8		21,593		41.9		26,663		49.7		(6,270)		-		(5,264)		-		(5,259)		-		(5,254)		-		(5,249)		-		(5,243)		-		33,496		12.3



Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

Forecasting sales of your product or service is the starting point for the financial projections. The sales forecast is the key to the whole financial plan, so it is important to use realistic estimates. Divide your projected monthly sales into "categories", which are natural divisions that make sense for your type of business. Typical categories might be: product lines, departments, branch locations, customer groups, geographical territories, or contracts. 
Enter the actual category names in the first column, replacing the existing "cat.1, cat.2", etc. Enter annual sales, by category, in the four "Sales History" columns on the right side of the sheet. (Startup businesses may delete this section.) Study your past sales records in detail. Note seasonal or other periodic fluctuations; determine what caused them and when they are expected to recur. Be sure to build these fluctuations into your projections for the coming year. You may forecast sales in dollars using the rows labeled "Total".  If you prefer, you may enter sales in units, then indicate the sales price per (@) unit, and the spreadsheet will automatically calculate the dollar sales volume. When you have completed the sales forecast, transfer the results to the "Revenue" section of the 12-month Profit and Loss Projection spreadsheet. You may track up to five categories on the Sales Forecast spreadsheet, but the Profit and Loss Projection allows you to have as many as eight categories. If you want to use that many, just open a second Sales Forecast spreadsheet.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

Transfer your sales forecasts from the 12-month Sales Forecast spreadsheet. You should change "category 1, category 2", etc. labels to the actual names of your sales categories. Enter sales for each category for each month. The spreadsheet will add up total annual sales. In the "%" columns, the spreadsheet will show the % of total sales contributed by each category. 

COST OF GOODS SOLD (also called Cost of Sales or COGS): COGS are those expenses directly related to producing or buying your products or services. For example, purchases of inventory or raw materials, as well as the wages (and payroll taxes) of employees directly involved in producing your products/services, are included in COGS. These expenses usually go up and down along with the volume of production or sales. Study your records to determine COGS for each sales category. Control of COGS is the key to profitability for most businesses, so approach this part of your forecast with great care. For each category of product/service, analyze the elements of COGS: how much for labor, for materials, for packing, for shipping, for sales commissions, etc.? Compare the Cost of Goods Sold and Gross Profit of your various sales categories. Which are most profitable, and which are least - and why? Underestimating COGS can lead to under pricing, which can destroy your ability to earn a profit. Research carefully and be realistic. Enter the COGS for each category of sales for each month. In the "%" columns, the spreadsheet will show the COGS as a % of sales dollars for that category.

GROSS PROFIT: Gross Profit is Total Sales minus Total COGS. In the "%" columns, the spreadsheet will show Gross Profit as a % of Total Sales. 

OPERATING EXPENSES (also called Overhead): These are necessary expenses which, however, are not directly related to making or buying your products/services. Rent, utilities, telephone, interest, and the salaries (and payroll taxes) of office and management employees are examples. Change the names of the Expense categories to suit your type of business and your accounting system.  You may need to combine some categories, however, to stay within the 20 line limit of the spreadsheet. Most operating expenses remain reasonably fixed regardless of changes in sales volume. Some, like sales commissions, may vary with sales. Some, like utilities, may vary with the time of year. Your projections should reflect these fluctuations. The only rule is that the projections should simulate your financial reality as nearly as possible. In the "%" columns, the spreadsheet will show Operating Expenses as a % of Total Sales.

NET PROFIT: The spreadsheet will subtract Total Operating Expenses from Gross Profit to calculate Net Profit. In the "%" columns, it will show Net Profit as a % of Total Sales.

INDUSTRY AVERAGES: The first column, labeled "IND. %" is for posting average cost factors for firms of your size in your industry.  Industry average data is commonly available from industry associations, major manufacturers who are suppliers to your industry, and local colleges, Chambers of Commerce, and public libraries. One common source is the book Statement Studies published annually by Robert Morris Associates. It can be found in major libraries, and your banker almost surely has a copy. It is unlikely that your expenses will be exactly in line with industry averages, but they can be helpful in areas in which expenses may be out of line.



Breakeven Analysis

		Breakeven Analysis

		Golf Globe

		Cost Description		Fixed Costs ($)				Variable Expenses (% of sales)

		Inventory or Materials		$   -				- 0

		Salaries and wages		88,200				0.04

		Other expenses		-				- 0

		Other expenses		-				- 0

		Supplies		3,000				- 0

		Repairs & maintenance		3,600				- 0

		Advertising		7,250				0.01

		Accounting and legal		3,250				- 0

		Rent		4,200				- 0

		Telephone		1,200				- 0														- 0

		Utilities - Gas		37,440				- 0

		Utilities - Electric		7,300				- 0

		Insurance		10,800				- 0

		Interest		4,164				- 0

		Dome Lease		45,000

		Groundskeeping		5,000

		Depreciation		3,300

		Other (specify)		-

		Miscellaneous expenses		4,500

		Total Fixed Expenses		$   228,204

		Total Variable Expenses as percentage of sales						0.05

		Contribution margin as a perecentage of sales						0.95

		Breakeven Sales level   =		$239,678

		Does this number seem reasonable???

		This number appears reasonable for Golf Globe. This is due to the low amount of variable costs that we will incur in our day to day operations.



Instructions

Note: You may want to print this information to use as reference later.  To delete these instructions, click the border of this text box and then press the DELETE key.

Using figures from your Profit and Loss Projection, enter expected annual fixed and variable costs.

Fixed costs are those that remain the same regardless of your sales volume. They are expressed in dollars. Rent, insurance and real estate taxes, for example, are usually fixed.

Variable costs are those which change as your volume of business changes. They are expressed as a percent of sales. Inventory, raw materials and direct production labor, for example, are usually variable costs.

Suggestions
Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

The categories of expense shown above are just suggestions. Change the labels to reflect your own accounting systems and type of business. Breakeven is a "big picture" kind of tool; we recommend that you combine expense categories to stay within the 22 lines that this template allows.

One of the best uses of breakeven analysis is to play with various scenarios. For instance, if you add another person to the payroll, how many extra sales dollars will be needed to recover the extra salary expense? If you borrow, how much will be needed to cover the increased principal and interest payments? Many owners, especially retailers, like to calculate a daily breakdown. This gives everyone a target to shoot at for the day.



Three-Yr Profit Projection

		Three Year Profit Projection

		Golf Globe

		For the Year ended September 30		2008				%				2009				%				2010				%				Source of Estimate

		Sales		$   272,625				100.00%				$   280,804				100.00%				$   289,228				100.00%

		Cost/ Goods Sold (COGS)		(10,925)				-4.01%				(11,253)				-4.01%				(11,590)				-4.01%

		Gross Profit		$   283,550				104.01%				$   292,057				104.01%				$   300,818				104.01%

		Operating Expenses

		Salary (Office & Overhead)		$   81,000				29.71%				$   82,620				29.42%				$   85,925				29.71%

		Payroll (taxes etc.)		7,200				2.64%				12,393				4.41%				12,889				4.46%

		Depreciation						0.00%								0.00%								0.00%

		Supplies (off and operation)		3,000				1.10%				3,000				1.07%				3,000				1.04%

		Repairs/ Maintenance		3,600				1.32%				3,600				1.28%				3,600				1.24%

		Advertising		7,250				2.66%				7,250				2.58%				6,500				2.25%

		Landscaping		5,000				1.83%				5,000				1.78%				5,000				1.73%

		Accounting and Legal		3,250				1.19%				3,000				1.07%				3,000				1.04%

		Rent		4,200				1.54%				4,200				1.50%				4,200				1.45%

		Telephone		1,200				0.44%				1,212				0.43%				1,224				0.42%

		Utilities-Gas		37,440				13.73%				38,189				13.60%				38,953				13.47%

		Utilities-Electric		7,300				2.68%				7,446				2.65%				7,595				2.63%

		Insurance		10,800				3.96%				10,800				3.85%				10,800				3.73%

		Taxes (real estate etc.)		7,300				2.68%				7,300				2.60%				7,500				2.59%

		Interest		4,164				1.53%				3,386				1.21%				2,536				0.88%

		Dome Lease		45,000				16.51%				45,000				16.03%				45,000				15.56%

		Miscellaneous		4,500				1.65%				4,500				1.60%				4,500				1.56%

		Equipment		3,300				1.21%				-				0.00%				-				0.00%

		Total Expenses		$   235,504				86.38%				$   238,896				85.08%				$   242,221				83.75%

		Net Profit Before Tax		48,046								53,161								58,597

		Income Taxes (@ 30%)		14,414								15,948								17,579

		Net Profit After Tax		33,632								37,212								41,018

		Owner Draw/ Dividends		-																-

		Adj. to Retained Earnings		$   33,632								$   37,212								$   41,018



Totals and percentages are calculated automatically.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

A long term forecast is not a necessary part of a basic business plan. However, it is an excellent tool to help you open up your thinking about the company's future. Furthermore, venture capitalists will almost always want a long term forecast to get a feel for growth prospects.
The further out you forecast, the less accuracy you can maintain, so use round numbers, except where you know exact amounts; e.g.: rent expense if you have a long term lease.
The most important part of the long term forecast is not the numbers themselves, but the assumptions underlying the numbers. So make sure your assumptions are stated clearly and in detail in a narrative attachment. This will communicate your vision of the company's future and how you anticipate realizing that vision.
You will note that there are some lines on the bottom of this spreadsheet which were not on the twelve-month P & L. This is to help you do some planning about funding growth:
- NET PROFIT BEFORE TAX is the same as Net Profit on the 12-month Profit and Loss spreadsheet.
- INCOME TAX allows you to estimate how much of your profit will have to go to the IRS.
- NET PROFIT AFTER TAX is what is left for you to use.
- OWNER DRAW/ DIVIDENDS is how much the owners plan to take out for themselves.
- ADJUSTMENT TO RETAINED EARNINGS is the amount of profit actually left in the business to increase Owners' Equity and fund growth.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

A long term forecast is not a necessary part of a basic business plan. However, it is an excellent tool to help you open up your thinking about the company's future. Furthermore, venture capitalists will almost always want a long term forecast to get a feel for growth prospects.
The further out you forecast, the less accuracy you can maintain, so use round numbers, except where you know exact amounts; e.g.: rent expense if you have a long term lease.
The most important part of the long term forecast is not the numbers themselves, but the assumptions underlying the numbers. So make sure your assumptions are stated clearly and in detail in a narrative attachment. This will communicate your vision of the company's future and how you anticipate realizing that vision.
You will note that there are some lines on the bottom of this spreadsheet which were not on the twelve-month P & L. This is to help you do some planning about funding growth:
- NET PROFIT BEFORE TAX is the same as Net Profit on the 12-month Profit and Loss spreadsheet.
- INCOME TAX allows you to estimate how much of your profit will have to go to the IRS.
- NET PROFIT AFTER TAX is what is left for you to use.
- OWNER DRAW/ DIVIDENDS is how much the owners plan to take out for themselves.
- ADJUSTMENT TO RETAINED EARNINGS is the amount of profit actually left in the business to increase Owners' Equity and fund growth.



Start-Up Capital Estimate

		

				Start-Up Capital Estimate

				Golf Globe

				Oct 1, 2007

						Monthly		Cash Needed

						Expenses		to Start				Source of Estimate

				MONTHLY COSTS

				Salary of workers		$5,500		$11,000

				All other salaries and wages		5,500		16,500

				Rent		700		2,100

				Advertising		1,208		3,625

				Dome Lease		7,500		22,500

				Supplies		500		1,500

				Telephone		100		300

				Other utilities		6,240		18,720

				Insurance		900		2,700

				Groundskeeping		900		2,700

				Interest		347		1,041

				Maintenance		300		900

				Legal and other professional fees		271		813

				Miscellaneous		100		300

				Subtotal				$84,698

				ONE-TIME COSTS

				Fixtures and equipment				3,300

				Decorating and remodeling

				Installation charges

				Starting inventory

				Deposits with public utilities

				Legal and other professional fees				1,000

				Licenses and permits				500

				Advertising and promotion for opening				1,000

				Cash reserve				5,000

				Other

				Subtotal				$10,800

				TOTAL ESTIMATED START-UP CAPITAL REQUIRED				$95,498

				Sources of Financing:

				Owners' Investment (name & % ownership)

				April Francis 33% owner				$   10,000

				Amanda Koonce 33% owner				10,000

				Nicole Kouri 33% owner				10,000

				Other Investor				70,000

				Total Investment				$   100,000

				Bank Loans

				Bank 1				$   50,000

				Bank 2				-

				Bank 3				-

				Bank 4				-

				Total Bank Loans				$   50,000

				Other Loans

				Source 1				$   -

				Source 2				-

				Total Other Loans				$   -

				TOTAL ESTIMATED START-UP CAPITAL PROVIDED				$   150,000

				Does financing equal the required amount?



Totals are calculated automatically.



Balance Sheets

								Golf Globe

								Balance Sheets

								On September 30, 20XX

										2008		2009		2010

				Assets

				Current assets:

				Cash						174,254.53		192,791.42		214,650.63

				Supplies						1,200.00		1,500.00		1,250.00

				Total current assets						175,454.53		194,291.42		215,900.63

				Fixed assets:

				Property and equipment								- 0		- 0

				Less accumulated depreciation

				Net fixed assets						- 0		- 0		- 0

				Other assets								- 0		- 0

				Total other assets						- 0		- 0		- 0

				Total assets						175,454.53		194,291.42		215,900.63

				Liabilities and owner's equity

				Current liabilities:

				Accounts payable						250.00		250.00		250.00

				Accrued wages						- 0		- 0		- 0

				Income taxes payable						10,048.81		11,386.50		12,874.73				1,337.69		1,488.23

				Unearned revenue								- 0		- 0

				Other								- 0		- 0

				Total current liabilities						10,298.81		11,636.50		13,124.73

																		8291.5		9069.30		9920.07		bank loan

				Long-term liabilities														4164

				Bank Loan						41,708.50		32,639.20		22,719.13

				Total long-term liabilities						41,708.50		32,639.20		22,719.13

				Owner's equity

				Investment capital						100,000.00		100,000.00		100,000.00

				Retained earnings						23,447.22		50,015.72		80,056.77

				Total owner's equity						123,447.22		150,015.72		180,056.77

				Total liabilities and stockholders' equity						175,454.53		194,291.42		215,900.63

																		- 0		- 0		- 0

								Balanced?		- 0		- 0		- 0



Balance Sheet
The fundamental element of a balance sheet is that assets equal liabilities plus owner's equity.
If the box to the right equals TRUE then congratulations, your balance sheet balances.
This box and the formulas to the right will not print.

TRUE

TRUE

Balanced?

support:
Must tie to income statement less dividends



Income Stmts

		

						Income Statements

						For the year ended September 30, 200X

								2008		2009		2010

		Sales Revenue						$   272,625		$   280,804		$   289,228

		Less: Cost of Goods Sold						$   (10,925)		$   (11,253)		(11,590)

		Gross Margin						$   261,700		$   269,551		$   277,638

		Operating Expenses:

				Salary Expenses				$   81,000		$   82,620		$   85,925

				Payroll Expenses				$   7,200		$   12,393		$   12,889

				Supplies (office and operating)				$   3,000		$   3,000		$   3,000

				Repairs and Maintenance				$   3,600		$   3,600		$   3,600

				Advertising				$   7,250		$   7,250		$   6,500

				Accounting/Legal				$   3,250		$   3,000		$   3,000

				Rent				$   4,200		$   4,200		$   4,200

				Telephone				$   1,200		$   1,212		$   1,224

				Utilities-Gas				$   37,440		$   38,189		$   38,953

				Utilities-Electric				$   7,300		$   7,446		$   7,595

				Insurance				$   10,800		$   10,800		$   10,800

				Interest				$   4,164		$   3,386		$   2,536

				Dome Lease				$   45,000		$   45,000		$   45,000

				Landscaping				$   5,000		$   5,000		$   5,000

				Equipment				$   3,300		$   - 0		$   - 0

				Miscellaneous				$   4,500		$   4,500		$   4,500

				Total Operating Expenses				$   228,204		$   231,596		$   234,722				$   217,279		$   220,343		$   223,131

		Operating Income						$   33,496		$   37,955		$   42,916

		Taxes (at 30%)						$   10,049		$   11,387		$   12,875

		Net Income						$   23,447		$   26,569		$   30,041





Statement of Cash Flows

		

								Golf Globe

								Statement of Cash Flows

								For the Year Ended September 30

																				2008		2009		2010

								Cash Flows from Operating Activities:

										Net Income										$   23,447		$   26,569		$   30,041

										Change in Supplies										(1,200)		(300)		250

										Change in Income Tax Payable										10,049		1,338		1,488

										Change in Accounts Payable										250

								Cash Flows from Operating Activities												32,546		27,606		31,779

								Cash Used by Investing Activities:

								Cash Paid for Equipment														0		0

								Cash Flow Used by Investing Activities												0		0		0

								Cash Flows from Financing Activities:

								Cash From Owners												$100,000

								Cash Provided by Issuing Stock												0

								Cash Provided by Long-Term Note Payable												50,000

								Cash Dividends Paid to Owners												0

								Repayment of Long-Term Note Payable												(8,292)		(9,069)		(9,920)

								Cash Flow Provided by Financing Activities												141,709		(9,069)		(9,920)

								Increase in Cash During Year												174,255		18,537		21,859

								Cash Balance at Beginning of Year												0		174,255		192,791

								Cash Balance at End of Year												$174,255		$192,791		$214,651

								Summary

								Cash Provided by Operating Activities:												$   32,546.03		$   27,606.19		$   31,779.28

								Cash Used by Investing Activities:												$   - 0		$   - 0		$   - 0

								Cash Provided by Financing Activities:												$   141,708.50		$   (9,069.30)		$   (9,920.07)





Balance Sheets--xxxNO!

								Golf Globe

								Balance Sheets

								On September 30, 200X

										2008		2009		2010

				Assets

				Current assets:

				Cash						174,254.53		195,148.73		210,533.64

				Supplies						1,200.00		1,500.00		1,250.00

				Total current assets						175,454.53		196,648.73		211,783.64

				Fixed assets:

				Property and equipment								- 0		- 0

				Less accumulated depreciation

				Net fixed assets						- 0		- 0		- 0

				Other assets								- 0		- 0

				Total other assets						- 0		- 0		- 0

				Total assets						175,454.53		196,648.73		211,783.64						1,337.69		1,488.23

				Liabilities and owner's equity

				Current liabilities:

				Accounts payable						250.00		250.00		250.00

				Accrued wages						- 0		- 0		- 0

				Income taxes payable						10,048.81		11,386.50		12,874.73

				Unearned revenue								- 0		- 0

				Other								- 0		- 0

				Total current liabilities						10,298.81		11,636.50		13,124.73

																		8291.5		9069.30		9920.07		bank loan

				Long-term liabilities														4164

				Bank Loan						41,708.50		32,639.20		22,719.13

				Total long-term liabilities						41,708.50		32,639.20		22,719.13

				Owner's equity

				Investment capital						100,000.00		100,000.00		100,000.00

				Retained earnings						23,447.22		50,015.72		80,056.77

				Total owner's equity						123,447.22		150,015.72		180,056.77

				Total liabilities and stockholders' equity						175,454.53		194,291.42		215,900.63

																		- 0		2,357.31		(4,116.99)

								Balanced?		- 0		- 0		- 0



Balance Sheet
The fundamental element of a balance sheet is that assets equal liabilities plus owner's equity.
If the box to the right equals TRUE then congratulations, your balance sheet balances.
This box and the formulas to the right will not print.

TRUE

FALSE

Balanced?

support:
Must tie to income statement less dividends
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				2008		2009		2010				Industry Average

		Profitability

		Profit Margin		8.6%		9.5%		10.4%

		Return on Assets		13.4%		13.7%		13.9%

		Return on Equity		19.0%		17.7%		16.7%

		Liquidity

		Financial Leverage		0.338		0.218		0.126

		Current Ratio		17.04		16.7		16.45

		Efficiency

		Asset Turnover		1.55		1.45		1.34
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								2008		2009		2010

				Sales Revenue				$   272,625		$   280,804		$   289,228

				Net Income				$   18,337		$   21,459		$   24,791

				Assets

				Liabilites

																																						2008		2009		2010

																																		Net Income				$   18,337		$   21,459		$   24,791

																																		Sales Revenue				$   272,625		$   280,804		$   289,228
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Chart 1: Three Year Net Income Projections
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INTRODUCTION

		http://www.thefarleygroup.com/student/revenue.pdf

		interest expense

		Break even										why is the accounting expense so much in february??????????? On the p&l

		three year profit



BPM PRELIMINARY BUDGET STARTING TEMPLATE

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

PLEASE READ! THIS EXCEL FILE CONTAINS A SET OF WORKSHEETS DESIGNED TO HELP YOUR TEAM CONSTRUCT ITS PRELIMINARY BUDGET. THESE WORKSHEETS CONSTITUTE A STARTING POINT! YOU MAY AND SHOULD MODIFY THEM IN A WAY TO BEST THE NEEDS OF YOUR BUSINESS PLAN. YOU MAY ELECT TO REDESIGN, IMPROVE, OR REPLACE ANY OF THESE SPREADSHEETS. SOME SAMPLE CHARTS HAVE BEEN INCLUDED. YOU MAY CREATE YOUR OWN IN ADDITION TO OR TO REPLACE THE SAMPLE GRAPHS. YOU SHOULD DELETE ANY UNUSED ITEMS BEFORE PRINTING AND INTEGRATING WORKSHEETS INTO YOUR BUSINESS PLAN. AGAIN, THESE TOOLS ARE DESIGNED TO HELP TO STRUCTURE YOUR BUDGET - THEY ARE DESIGNED AS AN EDUCATIONAL TOOL AND SHOULD BE USED AS A STARTING POINT.

http://www.thefarleygroup.com/student/revenue.pdf



Sales Forecast

		Twelve Month Sales Forecast

		Golf Globe

		Fiscal Year Begins				Oct-07

																12-month Sales Forecast

				Oct-07		Nov-07		Dec-07		Jan-08		Feb-08		Mar-08		Apr-08		May-08		Jun-08		Jul-08		Aug-08		Sep-08		Annual Totals

		Small Buckets		1,000.00		1,000.00		1,200.00		1,400.00		1,400.00		1,600.00														7600

		Sale price @ unit		4.50		4.50		4.50		4.50		4.50		4.50

		Cat 1 TOTAL		4,500.00		4,500.00		5,400.00		6,300.00		6,300.00		7,200.00		- 0		- 0		- 0		- 0		- 0		- 0		34,200

		Medium Buckets		900.00		900.00		850.00		1,100.00		1,050.00		1,100.00														5900

		Sale price @ unit		6.50		6.50		6.50		6.50		6.50		6.50

		Cat 2 TOTAL		5,850.00		5,850.00		5,525.00		7,150.00		6,825.00		7,150.00		- 0		- 0		- 0		- 0		- 0		- 0		38,350

		Large Buckets		750.00		700.00		700.00		900.00		900.00		1,000.00														4950

		Sale price @ unit		8.50		8.50		8.50		8.50		8.50		8.50

		Cat 3 TOTAL		6,375.00		5,950.00		5,950.00		7,650.00		7,650.00		8,500.00		- 0		- 0		- 0		- 0		- 0		- 0		42,075

		Lessons		140.00		140.00		100.00		300.00		250.00		250.00														1180

		Sale price per 1/2 hour		25.00		25.00		25.00		25.00		25.00		25.00

		Cat 4 TOTAL		3,500.00		3,500.00		2,500.00		7,500.00		6,250.00		6,250.00		- 0		- 0		- 0		- 0		- 0		- 0		29,500

		Monthly Memberships		200.00		200.00		200.00		300.00		300.00		300.00														1500

		Sale price @ unit		75.00		75.00		75.00		75.00		75.00		75.00

		Cat 5 TOTAL		15,000.00		15,000.00		15,000.00		22,500.00		22,500.00		22,500.00		- 0		- 0		- 0		- 0		- 0		- 0		112,500

		Advertising Revenue		6.00		6.00																						12

		Sale price @ unit		500.00		500.00

		Cat 6 TOTAL		3,000.00		3,000.00		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		6,000

		Rental Revenue		5.00		5.00		10.00		10.00		10.00		10.00														50

		Sale price @ unit		200.00		200.00		200.00		200.00		200.00		200.00

		Cat 7 TOTAL		1,000.00		1,000.00		2,000.00		2,000.00		2,000.00		2,000.00		- 0		- 0		- 0		- 0		- 0		- 0		10,000

		Monthly totals: All Categories		39,225.00		38,800.00		36,375.00		53,100.00		51,525.00		53,600.00		- 0		- 0		- 0		- 0		- 0		- 0		272,625

		Small Buckets		34,200

		Medium Buckets		38,350

		Large Buckets		42,075

		Lessons		29,500

		Monthly Memberships		112,500

		Advertising Revenue		6,000

		Rental Revenue		10,000





Sales Forecast

		



Annual Totals By Category

Chart 3: Annual Revenues By Category



P&L projection

		Twelve Month Profit and Loss Projection

		Golf Globe

		Fiscal Year Begins								Oct-07

				IND. %		Oct-07		%		Nov-07		%		Dec-07		%		Jan-08		%		Feb-08		%		Mar-08		%		Apr-08		%		May-08		%		Jun-08		%		Jul-08		%		Aug-08		%		Sep-08		%		YEARLY		%

		Revenue (Sales)

		Small Buckets				4,500		11.5		4,500		11.6		5,400		14.8		6,300		11.9		6,300		12.2		7,200		13.4		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		34,200		12.5

		Medium Buckets				5,850		14.9		5,850		15.1		5,525		15.2		7,150		13.5		6,825		13.2		7,150		13.3		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		38,350		14.1

		Large Buckets				6,375		16.3		5,950		15.3		5,950		16.4		7,650		14.4		7,650		14.8		8,500		15.9		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		42,075		15.4

		Lessons				3,500		8.9		3,500		9.0		2,500		6.9		7,500		14.1		6,250		12.1		6,250		11.7		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		29,500		10.8

		Monthly Memberships				15,000		38.2		15,000		38.7		15,000		41.2		22,500		42.4		22,500		43.7		22,500		42.0		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		112,500		41.3

		Advertising Revenue				3,000		7.6		3,000		7.7		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		6,000		2.2

		Rental Revenue				1,000		2.5		1,000		2.6		2,000		5.5		2,000		3.8		2,000		3.9		2,000		3.7		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		10,000		3.7

		Total Revenue (Sales)				39,225		100.0		38,800		100.0		36,375		100.0		53,100		100.0		51,525		100.0		53,600		100.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		272,625		100.0

		Cost of Sales				(1)

		Golf Pro Commission				(1,225)		-27.2		(1,225)		-27.2		(875)		-16.2		(2,625)		-41.7		(2,188)		-34.7		(2,188)		-30.4				-				-				-				-				-				-		(10,325)		-30.2

		Banners				(300)		-5.1		(300)		-5.1		- 0		0.0				0.0				0.0				0.0				-				-				-				-				-				-		(600)		-1.6

		Category 3						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Category 4						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Category 5						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Category 6						0.0				0.0				-				-				-				-				-				-				-				-				-				-		- 0		0.0

		Category 7						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Total Cost of Sales				(1,525)		-3.9		(1,525)		-3.9		(875)		-2.4		(2,625)		-4.9		(2,188)		-4.2		(2,188)		-4.1		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		(10,925)		-4.0

		Gross Profit				40,750		103.9		40,325		103.9		37,250		102.4		55,725		104.9		53,713		104.2		55,788		104.1		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		261,700		96.0

		Expenses

		Salary expenses				11,000		28.0		11,000		28.4		11,000		30.2		11,000		20.7		11,000		21.3		11,000		20.5		2,500		-		2,500		-		2,500		-		2,500		-		2,500		-		2,500		-		81,000		29.7

		Payroll expenses				825		2.1		825		2.1		825		2.3		825		1.6		825		1.6		825		1.5		375		-		375		-		375		-		375		-		375		-		375		-		7,200		2.6

		Supplies (office and operating)				250		0.6		250		0.6		250		0.7		250		0.5		250		0.5		250		0.5		250		-		250		-		250		-		250		-		250		-		250		-		3,000		1.1

		Repairs and maintenance				300		0.8		300		0.8		300		0.8		300		0.6		300		0.6		300		0.6		300		-		300		-		300		-		300		-		300		-		300		-		3,600		1.3

		Advertising				1,500		3.8		1,500		3.9		2,000		5.5		750		1.4		750		1.5		750		1.4		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		7,250		2.7

		Accounting and legal				500		1.3		250		0.6		250		0.7		250		0.5		250		0.5		250		0.5		250		-		250		-		250		-		250		-		250		-		250		-		3,250		1.2

		Rent				700		1.8		700		1.8		700		1.9		700		1.3		700		1.4		700		1.3				-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		4,200		1.5

		Telephone				100		0.3		100		0.3		100		0.3		100		0.2		100		0.2		100		0.2		100		-		100		-		100		-		100		-		100		-		100		-		1,200		0.4

		Utilities - Gas				3,190		8.1		5,320		13.7		8,310		22.8		8,310		15.6		7,510		14.6		4,800		9.0				-				-				-				-				-				-		37,440		13.7

		Utilities - Electric				850		2.2		1,590		4.1		1,590		4.4		1,590		3.0		980		1.9		700		1.3				-				-				-				-				-				-		7,300		2.7

		Insurance				900		2.3		900		2.3		900		2.5		900		1.7		900		1.7		900		1.7		900		-		900		-		900		-		900		-		900		-		900		-		10,800		4.0

		Interest				375		1.0		370		1.0		365		1.0		360		0.7		355		0.7		350		0.7		345		-		339		-		334		-		329		-		324		-		318		-		4,164		1.5

		Dome Lease				7,500		19.1		7,500		19.3		7,500		20.6		7,500		14.1		7,500		14.6		7,500		14.0																										45,000		16.5

		Groundskeeping				3,000		7.6		200		0.5		200		0.5		200		0.4		200		0.4		200		0.4		1,000																								5,000		1.8

		Equipment				3,300		8.4																																														3,300		1.2

		Misc. (unspecified)				500		1.3		500		1.3		500		1.4		500		0.9		500		1.0		500		0.9		250		-		250		-		250		-		250		-		250		-		250		-		4,500		1.7

		Total Expenses				34,790		88.7		31,305		80.7		34,790		95.6		33,535		63.2		32,120		62.3		29,125		54.3		6,270		-		5,264		-		5,259		-		5,254		-		5,249		-		5,243		-		228,204		83.7

		Net Profit				5,960		15.2		9,020		23.2		2,460		6.8		22,190		41.8		21,593		41.9		26,663		49.7		(6,270)		-		(5,264)		-		(5,259)		-		(5,254)		-		(5,249)		-		(5,243)		-		33,496		12.3



Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

Forecasting sales of your product or service is the starting point for the financial projections. The sales forecast is the key to the whole financial plan, so it is important to use realistic estimates. Divide your projected monthly sales into "categories", which are natural divisions that make sense for your type of business. Typical categories might be: product lines, departments, branch locations, customer groups, geographical territories, or contracts. 
Enter the actual category names in the first column, replacing the existing "cat.1, cat.2", etc. Enter annual sales, by category, in the four "Sales History" columns on the right side of the sheet. (Startup businesses may delete this section.) Study your past sales records in detail. Note seasonal or other periodic fluctuations; determine what caused them and when they are expected to recur. Be sure to build these fluctuations into your projections for the coming year. You may forecast sales in dollars using the rows labeled "Total".  If you prefer, you may enter sales in units, then indicate the sales price per (@) unit, and the spreadsheet will automatically calculate the dollar sales volume. When you have completed the sales forecast, transfer the results to the "Revenue" section of the 12-month Profit and Loss Projection spreadsheet. You may track up to five categories on the Sales Forecast spreadsheet, but the Profit and Loss Projection allows you to have as many as eight categories. If you want to use that many, just open a second Sales Forecast spreadsheet.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

Transfer your sales forecasts from the 12-month Sales Forecast spreadsheet. You should change "category 1, category 2", etc. labels to the actual names of your sales categories. Enter sales for each category for each month. The spreadsheet will add up total annual sales. In the "%" columns, the spreadsheet will show the % of total sales contributed by each category. 

COST OF GOODS SOLD (also called Cost of Sales or COGS): COGS are those expenses directly related to producing or buying your products or services. For example, purchases of inventory or raw materials, as well as the wages (and payroll taxes) of employees directly involved in producing your products/services, are included in COGS. These expenses usually go up and down along with the volume of production or sales. Study your records to determine COGS for each sales category. Control of COGS is the key to profitability for most businesses, so approach this part of your forecast with great care. For each category of product/service, analyze the elements of COGS: how much for labor, for materials, for packing, for shipping, for sales commissions, etc.? Compare the Cost of Goods Sold and Gross Profit of your various sales categories. Which are most profitable, and which are least - and why? Underestimating COGS can lead to under pricing, which can destroy your ability to earn a profit. Research carefully and be realistic. Enter the COGS for each category of sales for each month. In the "%" columns, the spreadsheet will show the COGS as a % of sales dollars for that category.

GROSS PROFIT: Gross Profit is Total Sales minus Total COGS. In the "%" columns, the spreadsheet will show Gross Profit as a % of Total Sales. 

OPERATING EXPENSES (also called Overhead): These are necessary expenses which, however, are not directly related to making or buying your products/services. Rent, utilities, telephone, interest, and the salaries (and payroll taxes) of office and management employees are examples. Change the names of the Expense categories to suit your type of business and your accounting system.  You may need to combine some categories, however, to stay within the 20 line limit of the spreadsheet. Most operating expenses remain reasonably fixed regardless of changes in sales volume. Some, like sales commissions, may vary with sales. Some, like utilities, may vary with the time of year. Your projections should reflect these fluctuations. The only rule is that the projections should simulate your financial reality as nearly as possible. In the "%" columns, the spreadsheet will show Operating Expenses as a % of Total Sales.

NET PROFIT: The spreadsheet will subtract Total Operating Expenses from Gross Profit to calculate Net Profit. In the "%" columns, it will show Net Profit as a % of Total Sales.

INDUSTRY AVERAGES: The first column, labeled "IND. %" is for posting average cost factors for firms of your size in your industry.  Industry average data is commonly available from industry associations, major manufacturers who are suppliers to your industry, and local colleges, Chambers of Commerce, and public libraries. One common source is the book Statement Studies published annually by Robert Morris Associates. It can be found in major libraries, and your banker almost surely has a copy. It is unlikely that your expenses will be exactly in line with industry averages, but they can be helpful in areas in which expenses may be out of line.



Breakeven Analysis

		Breakeven Analysis

		Golf Globe

		Cost Description		Fixed Costs ($)				Variable Expenses (% of sales)

		Inventory or Materials		$   -				- 0

		Salaries and wages		88,200				0.04

		Other expenses		-				- 0

		Other expenses		-				- 0

		Supplies		3,000				- 0

		Repairs & maintenance		3,600				- 0

		Advertising		7,250				0.01

		Accounting and legal		3,250				- 0

		Rent		4,200				- 0

		Telephone		1,200				- 0														- 0

		Utilities - Gas		37,440				- 0

		Utilities - Electric		7,300				- 0

		Insurance		10,800				- 0

		Interest		4,164				- 0

		Dome Lease		45,000

		Groundskeeping		5,000

		Depreciation		3,300

		Other (specify)		-

		Miscellaneous expenses		4,500

		Total Fixed Expenses		$   228,204

		Total Variable Expenses as percentage of sales						0.05

		Contribution margin as a perecentage of sales						0.95

		Breakeven Sales level   =		$239,678

		Does this number seem reasonable???

		This number appears reasonable for Golf Globe. This is due to the low amount of variable costs that we will incur in our day to day operations.



Instructions

Note: You may want to print this information to use as reference later.  To delete these instructions, click the border of this text box and then press the DELETE key.

Using figures from your Profit and Loss Projection, enter expected annual fixed and variable costs.

Fixed costs are those that remain the same regardless of your sales volume. They are expressed in dollars. Rent, insurance and real estate taxes, for example, are usually fixed.

Variable costs are those which change as your volume of business changes. They are expressed as a percent of sales. Inventory, raw materials and direct production labor, for example, are usually variable costs.

Suggestions
Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

The categories of expense shown above are just suggestions. Change the labels to reflect your own accounting systems and type of business. Breakeven is a "big picture" kind of tool; we recommend that you combine expense categories to stay within the 22 lines that this template allows.

One of the best uses of breakeven analysis is to play with various scenarios. For instance, if you add another person to the payroll, how many extra sales dollars will be needed to recover the extra salary expense? If you borrow, how much will be needed to cover the increased principal and interest payments? Many owners, especially retailers, like to calculate a daily breakdown. This gives everyone a target to shoot at for the day.



Three-Yr Profit Projection

		Three Year Profit Projection

		Golf Globe

		For the Year ended September 30		2008				%				2009				%				2010				%				Source of Estimate

		Sales		$   272,625				100.00%				$   280,804				100.00%				$   289,228				100.00%

		Cost/ Goods Sold (COGS)		(10,925)				-4.01%				(11,253)				-4.01%				(11,590)				-4.01%

		Gross Profit		$   283,550				104.01%				$   292,057				104.01%				$   300,818				104.01%

		Operating Expenses

		Salary (Office & Overhead)		$   81,000				29.71%				$   82,620				29.42%				$   85,925				29.71%

		Payroll (taxes etc.)		7,200				2.64%				12,393				4.41%				12,889				4.46%

		Depreciation						0.00%								0.00%								0.00%

		Supplies (off and operation)		3,000				1.10%				3,000				1.07%				3,000				1.04%

		Repairs/ Maintenance		3,600				1.32%				3,600				1.28%				3,600				1.24%

		Advertising		7,250				2.66%				7,250				2.58%				6,500				2.25%

		Landscaping		5,000				1.83%				5,000				1.78%				5,000				1.73%

		Accounting and Legal		3,250				1.19%				3,000				1.07%				3,000				1.04%

		Rent		4,200				1.54%				4,200				1.50%				4,200				1.45%

		Telephone		1,200				0.44%				1,212				0.43%				1,224				0.42%

		Utilities-Gas		37,440				13.73%				38,189				13.60%				38,953				13.47%

		Utilities-Electric		7,300				2.68%				7,446				2.65%				7,595				2.63%

		Insurance		10,800				3.96%				10,800				3.85%				10,800				3.73%

		Taxes (real estate etc.)		7,300				2.68%				7,300				2.60%				7,500				2.59%

		Interest		4,164				1.53%				3,386				1.21%				2,536				0.88%

		Dome Lease		45,000				16.51%				45,000				16.03%				45,000				15.56%

		Miscellaneous		4,500				1.65%				4,500				1.60%				4,500				1.56%

		Equipment		3,300				1.21%				-				0.00%				-				0.00%

		Total Expenses		$   235,504				86.38%				$   238,896				85.08%				$   242,221				83.75%

		Net Profit Before Tax		48,046								53,161								58,597

		Income Taxes (@ 30%)		14,414								15,948								17,579

		Net Profit After Tax		33,632								37,212								41,018

		Owner Draw/ Dividends		-																-

		Adj. to Retained Earnings		$   33,632								$   37,212								$   41,018



Totals and percentages are calculated automatically.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

A long term forecast is not a necessary part of a basic business plan. However, it is an excellent tool to help you open up your thinking about the company's future. Furthermore, venture capitalists will almost always want a long term forecast to get a feel for growth prospects.
The further out you forecast, the less accuracy you can maintain, so use round numbers, except where you know exact amounts; e.g.: rent expense if you have a long term lease.
The most important part of the long term forecast is not the numbers themselves, but the assumptions underlying the numbers. So make sure your assumptions are stated clearly and in detail in a narrative attachment. This will communicate your vision of the company's future and how you anticipate realizing that vision.
You will note that there are some lines on the bottom of this spreadsheet which were not on the twelve-month P & L. This is to help you do some planning about funding growth:
- NET PROFIT BEFORE TAX is the same as Net Profit on the 12-month Profit and Loss spreadsheet.
- INCOME TAX allows you to estimate how much of your profit will have to go to the IRS.
- NET PROFIT AFTER TAX is what is left for you to use.
- OWNER DRAW/ DIVIDENDS is how much the owners plan to take out for themselves.
- ADJUSTMENT TO RETAINED EARNINGS is the amount of profit actually left in the business to increase Owners' Equity and fund growth.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

A long term forecast is not a necessary part of a basic business plan. However, it is an excellent tool to help you open up your thinking about the company's future. Furthermore, venture capitalists will almost always want a long term forecast to get a feel for growth prospects.
The further out you forecast, the less accuracy you can maintain, so use round numbers, except where you know exact amounts; e.g.: rent expense if you have a long term lease.
The most important part of the long term forecast is not the numbers themselves, but the assumptions underlying the numbers. So make sure your assumptions are stated clearly and in detail in a narrative attachment. This will communicate your vision of the company's future and how you anticipate realizing that vision.
You will note that there are some lines on the bottom of this spreadsheet which were not on the twelve-month P & L. This is to help you do some planning about funding growth:
- NET PROFIT BEFORE TAX is the same as Net Profit on the 12-month Profit and Loss spreadsheet.
- INCOME TAX allows you to estimate how much of your profit will have to go to the IRS.
- NET PROFIT AFTER TAX is what is left for you to use.
- OWNER DRAW/ DIVIDENDS is how much the owners plan to take out for themselves.
- ADJUSTMENT TO RETAINED EARNINGS is the amount of profit actually left in the business to increase Owners' Equity and fund growth.



Start-Up Capital Estimate

		

				Start-Up Capital Estimate

				Golf Globe

				Oct 1, 2007

						Monthly		Cash Needed

						Expenses		to Start				Source of Estimate

				MONTHLY COSTS

				Salary of workers		$5,500		$11,000

				All other salaries and wages		5,500		16,500

				Rent		700		2,100

				Advertising		1,208		3,625

				Dome Lease		7,500		22,500

				Supplies		500		1,500

				Telephone		100		300

				Other utilities		6,240		18,720

				Insurance		900		2,700

				Groundskeeping		900		2,700

				Interest		347		1,041

				Maintenance		300		900

				Legal and other professional fees		271		813

				Miscellaneous		100		300

				Subtotal				$84,698

				ONE-TIME COSTS

				Fixtures and equipment				3,300

				Decorating and remodeling

				Installation charges

				Starting inventory

				Deposits with public utilities

				Legal and other professional fees				1,000

				Licenses and permits				500

				Advertising and promotion for opening				1,000

				Cash reserve				5,000

				Other

				Subtotal				$10,800

				TOTAL ESTIMATED START-UP CAPITAL REQUIRED				$95,498

				Sources of Financing:

				Owners' Investment (name & % ownership)

				April Francis 33% owner				$   10,000

				Amanda Koonce 33% owner				10,000

				Nicole Kouri 33% owner				10,000

				Other Investor				70,000

				Total Investment				$   100,000

				Bank Loans

				Bank 1				$   50,000

				Bank 2				-

				Bank 3				-

				Bank 4				-

				Total Bank Loans				$   50,000

				Other Loans

				Source 1				$   -

				Source 2				-

				Total Other Loans				$   -

				TOTAL ESTIMATED START-UP CAPITAL PROVIDED				$   150,000

				Does financing equal the required amount?



Totals are calculated automatically.



Balance Sheets

								Golf Globe

								Balance Sheets

								On September 30, 20XX

										2008		2009		2010

				Assets

				Current assets:

				Cash						174,254.53		192,791.42		214,650.63

				Supplies						1,200.00		1,500.00		1,250.00

				Total current assets						175,454.53		194,291.42		215,900.63

				Fixed assets:

				Property and equipment								- 0		- 0

				Less accumulated depreciation

				Net fixed assets						- 0		- 0		- 0

				Other assets								- 0		- 0

				Total other assets						- 0		- 0		- 0

				Total assets						175,454.53		194,291.42		215,900.63

				Liabilities and owner's equity

				Current liabilities:

				Accounts payable						250.00		250.00		250.00

				Accrued wages						- 0		- 0		- 0

				Income taxes payable						10,048.81		11,386.50		12,874.73				1,337.69		1,488.23

				Unearned revenue								- 0		- 0

				Other								- 0		- 0

				Total current liabilities						10,298.81		11,636.50		13,124.73

																		8291.5		9069.30		9920.07		bank loan

				Long-term liabilities														4164

				Bank Loan						41,708.50		32,639.20		22,719.13

				Total long-term liabilities						41,708.50		32,639.20		22,719.13

				Owner's equity

				Investment capital						100,000.00		100,000.00		100,000.00

				Retained earnings						23,447.22		50,015.72		80,056.77

				Total owner's equity						123,447.22		150,015.72		180,056.77

				Total liabilities and stockholders' equity						175,454.53		194,291.42		215,900.63

																		- 0		- 0		- 0

								Balanced?		- 0		- 0		- 0



Balance Sheet
The fundamental element of a balance sheet is that assets equal liabilities plus owner's equity.
If the box to the right equals TRUE then congratulations, your balance sheet balances.
This box and the formulas to the right will not print.

TRUE

TRUE

Balanced?



Income Stmts

		

						Golf Globe

						Income Statements

						For the year ended September 30, 200X

								2008		2009		2010

		Sales Revenue						$   272,625		$   280,804		$   289,228

		Less: Cost of Goods Sold						$   (10,925)		$   (11,253)		(11,590)

		Gross Margin						$   261,700		$   269,551		$   277,638

		Operating Expenses:

				Salary Expenses				$   81,000		$   82,620		$   85,925

				Payroll Expenses				$   7,200		$   12,393		$   12,889

				Supplies (office and operating)				$   3,000		$   3,000		$   3,000

				Repairs and Maintenance				$   3,600		$   3,600		$   3,600

				Advertising				$   7,250		$   7,250		$   6,500

				Accounting/Legal				$   3,250		$   3,000		$   3,000

				Rent				$   4,200		$   4,200		$   4,200

				Telephone				$   1,200		$   1,212		$   1,224

				Utilities-Gas				$   37,440		$   38,189		$   38,953

				Utilities-Electric				$   7,300		$   7,446		$   7,595

				Insurance				$   10,800		$   10,800		$   10,800

				Interest				$   4,164		$   3,386		$   2,536

				Dome Lease				$   45,000		$   45,000		$   45,000

				Landscaping				$   5,000		$   5,000		$   5,000

				Equipment				$   3,300		$   - 0		$   - 0

				Miscellaneous				$   4,500		$   4,500		$   4,500

				Total Operating Expenses				$   228,204		$   231,596		$   234,722				$   217,279		$   220,343		$   223,131

		Operating Income						$   33,496		$   37,955		$   42,916

		Taxes (at 30%)						$   10,049		$   11,387		$   12,875

		Net Income						$   23,447		$   26,569		$   30,041





Statement of Cash Flows

		

								Golf Globe

								Statement of Cash Flows

								For the Year Ended September 30

																				2008		2009		2010

								Cash Flows from Operating Activities:

										Net Income										$   23,447		$   26,569		$   30,041

										Change in Supplies										(1,200)		(300)		250

										Change in Income Tax Payable										10,049		1,338		1,488

										Change in Accounts Payable										250

								Cash Flows from Operating Activities												32,546		27,606		31,779

								Cash Used by Investing Activities:

								Cash Paid for Equipment														0		0

								Cash Flow Used by Investing Activities												0		0		0

								Cash Flows from Financing Activities:

								Cash From Owners												$100,000

								Cash Provided by Issuing Stock												0

								Cash Provided by Long-Term Note Payable												50,000

								Cash Dividends Paid to Owners												0

								Repayment of Long-Term Note Payable												(8,292)		(9,069)		(9,920)

								Cash Flow Provided by Financing Activities												141,709		(9,069)		(9,920)

								Increase in Cash During Year												174,255		18,537		21,859

								Cash Balance at Beginning of Year												0		174,255		192,791

								Cash Balance at End of Year												$174,255		$192,791		$214,651

								Summary

								Cash Provided by Operating Activities:												$   32,546.03		$   27,606.19		$   31,779.28

								Cash Used by Investing Activities:												$   - 0		$   - 0		$   - 0

								Cash Provided by Financing Activities:												$   141,708.50		$   (9,069.30)		$   (9,920.07)





Balance Sheets--xxxNO!

								Golf Globe

								Balance Sheets

								On September 30, 200X

										2008		2009		2010

				Assets

				Current assets:

				Cash						174,254.53		195,148.73		210,533.64

				Supplies						1,200.00		1,500.00		1,250.00

				Total current assets						175,454.53		196,648.73		211,783.64

				Fixed assets:

				Property and equipment								- 0		- 0

				Less accumulated depreciation

				Net fixed assets						- 0		- 0		- 0

				Other assets								- 0		- 0

				Total other assets						- 0		- 0		- 0

				Total assets						175,454.53		196,648.73		211,783.64						1,337.69		1,488.23

				Liabilities and owner's equity

				Current liabilities:

				Accounts payable						250.00		250.00		250.00

				Accrued wages						- 0		- 0		- 0

				Income taxes payable						10,048.81		11,386.50		12,874.73

				Unearned revenue								- 0		- 0

				Other								- 0		- 0

				Total current liabilities						10,298.81		11,636.50		13,124.73

																		8291.5		9069.30		9920.07		bank loan

				Long-term liabilities														4164

				Bank Loan						41,708.50		32,639.20		22,719.13

				Total long-term liabilities						41,708.50		32,639.20		22,719.13

				Owner's equity

				Investment capital						100,000.00		100,000.00		100,000.00

				Retained earnings						23,447.22		50,015.72		80,056.77

				Total owner's equity						123,447.22		150,015.72		180,056.77

				Total liabilities and stockholders' equity						175,454.53		194,291.42		215,900.63

																		- 0		2,357.31		(4,116.99)

								Balanced?		- 0		- 0		- 0



Balance Sheet
The fundamental element of a balance sheet is that assets equal liabilities plus owner's equity.
If the box to the right equals TRUE then congratulations, your balance sheet balances.
This box and the formulas to the right will not print.

TRUE

FALSE

Balanced?

support:
Must tie to income statement less dividends
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				2008		2009		2010				Industry Average

		Profitability

		Profit Margin		8.6%		9.5%		10.4%

		Return on Assets		13.4%		13.7%		13.9%

		Return on Equity		19.0%		17.7%		16.7%

		Liquidity

		Financial Leverage		0.338		0.218		0.126

		Current Ratio		17.04		16.7		16.45

		Efficiency

		Asset Turnover		1.55		1.45		1.34





Sheet1

								2008		2009		2010

				Sales Revenue				$   272,625		$   280,804		$   289,228

				Net Income				$   18,337		$   21,459		$   24,791

				Assets

				Liabilites

																																						2008		2009		2010

																																		Net Income				$   18,337		$   21,459		$   24,791

																																		Sales Revenue				$   272,625		$   280,804		$   289,228
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		2010



Net Income

Year

Dollars

Chart 1: Three Year Net Income Projections
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INTRODUCTION

		http://www.thefarleygroup.com/student/revenue.pdf

		interest expense

		Break even										why is the accounting expense so much in february??????????? On the p&l

		three year profit



BPM PRELIMINARY BUDGET STARTING TEMPLATE

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

PLEASE READ! THIS EXCEL FILE CONTAINS A SET OF WORKSHEETS DESIGNED TO HELP YOUR TEAM CONSTRUCT ITS PRELIMINARY BUDGET. THESE WORKSHEETS CONSTITUTE A STARTING POINT! YOU MAY AND SHOULD MODIFY THEM IN A WAY TO BEST THE NEEDS OF YOUR BUSINESS PLAN. YOU MAY ELECT TO REDESIGN, IMPROVE, OR REPLACE ANY OF THESE SPREADSHEETS. SOME SAMPLE CHARTS HAVE BEEN INCLUDED. YOU MAY CREATE YOUR OWN IN ADDITION TO OR TO REPLACE THE SAMPLE GRAPHS. YOU SHOULD DELETE ANY UNUSED ITEMS BEFORE PRINTING AND INTEGRATING WORKSHEETS INTO YOUR BUSINESS PLAN. AGAIN, THESE TOOLS ARE DESIGNED TO HELP TO STRUCTURE YOUR BUDGET - THEY ARE DESIGNED AS AN EDUCATIONAL TOOL AND SHOULD BE USED AS A STARTING POINT.

http://www.thefarleygroup.com/student/revenue.pdf



Sales Forecast

		Twelve Month Sales Forecast

		Golf Gobe

		Fiscal Year Begins				Oct-07

																12-month Sales Forecast

				Oct-07		Nov-07		Dec-07		Jan-08		Feb-08		Mar-08		Apr-08		May-08		Jun-08		Jul-08		Aug-08		Sep-08		Annual Totals

		Small Buckets		1,000.00		1,000.00		1,200.00		1,400.00		1,400.00		1,600.00														7600

		Sale price @ unit		4.50		4.50		4.50		4.50		4.50		4.50

		Cat 1 TOTAL		4,500.00		4,500.00		5,400.00		6,300.00		6,300.00		7,200.00		- 0		- 0		- 0		- 0		- 0		- 0		34,200

		Medium Buckets		900.00		900.00		850.00		1,100.00		1,050.00		1,100.00														5900

		Sale price @ unit		6.50		6.50		6.50		6.50		6.50		6.50

		Cat 2 TOTAL		5,850.00		5,850.00		5,525.00		7,150.00		6,825.00		7,150.00		- 0		- 0		- 0		- 0		- 0		- 0		38,350

		Large Buckets		750.00		700.00		700.00		900.00		900.00		1,000.00														4950

		Sale price @ unit		8.50		8.50		8.50		8.50		8.50		8.50

		Cat 3 TOTAL		6,375.00		5,950.00		5,950.00		7,650.00		7,650.00		8,500.00		- 0		- 0		- 0		- 0		- 0		- 0		42,075

		Lessons		140.00		140.00		100.00		300.00		250.00		250.00														1180

		Sale price per 1/2 hour		25.00		25.00		25.00		25.00		25.00		25.00

		Cat 4 TOTAL		3,500.00		3,500.00		2,500.00		7,500.00		6,250.00		6,250.00		- 0		- 0		- 0		- 0		- 0		- 0		29,500

		Monthly Memberships		200.00		200.00		200.00		300.00		300.00		300.00														1500

		Sale price @ unit		75.00		75.00		75.00		75.00		75.00		75.00

		Cat 5 TOTAL		15,000.00		15,000.00		15,000.00		22,500.00		22,500.00		22,500.00		- 0		- 0		- 0		- 0		- 0		- 0		112,500

		Advertising Revenue		6.00		6.00																						12

		Sale price @ unit		500.00		500.00

		Cat 6 TOTAL		3,000.00		3,000.00		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		6,000

		Rental Revenue		5.00		5.00		10.00		10.00		10.00		10.00														50

		Sale price @ unit		200.00		200.00		200.00		200.00		200.00		200.00

		Cat 7 TOTAL		1,000.00		1,000.00		2,000.00		2,000.00		2,000.00		2,000.00		- 0		- 0		- 0		- 0		- 0		- 0		10,000

		Monthly totals: All Categories		39,225.00		38,800.00		36,375.00		53,100.00		51,525.00		53,600.00		- 0		- 0		- 0		- 0		- 0		- 0		272,625

		Small Buckets		34,200

		Medium Buckets		38,350

		Large Buckets		42,075

		Lessons		29,500

		Monthly Memberships		112,500

		Advertising Revenue		6,000

		Rental Revenue		10,000





Sales Forecast
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		0

		0



Annual Totals By Category



P&L projection

		Twelve Month Profit and Loss Projection

		Golf Gobe

		Fiscal Year Begins								Oct-07

				IND. %		Oct-07		%		Nov-07		%		Dec-07		%		Jan-08		%		Feb-08		%		Mar-08		%		Apr-08		%		May-08		%		Jun-08		%		Jul-08		%		Aug-08		%		Sep-08		%		YEARLY		%

		Revenue (Sales)

		Small Buckets				4,500		11.5		4,500		11.6		5,400		14.8		6,300		11.9		6,300		12.2		7,200		13.4		0		-		0		-		0		-		0		-		0		-		0		-		34,200		12.5

		Medium Buckets				5,850		14.9		5,850		15.1		5,525		15.2		7,150		13.5		6,825		13.2		7,150		13.3		0		-		0		-		0		-		0		-		0		-		0		-		38,350		14.1

		Large Buckets				6,375		16.3		5,950		15.3		5,950		16.4		7,650		14.4		7,650		14.8		8,500		15.9		0		-		0		-		0		-		0		-		0		-		0		-		42,075		15.4

		Lessons				3,500		8.9		3,500		9.0		2,500		6.9		7,500		14.1		6,250		12.1		6,250		11.7		0		-		0		-		0		-		0		-		0		-		0		-		29,500		10.8

		Monthly Memberships				15,000		38.2		15,000		38.7		15,000		41.2		22,500		42.4		22,500		43.7		22,500		42.0		0		-		0		-		0		-		0		-		0		-		0		-		112,500		41.3

		Advertising Revenue				3,000		7.6		3,000		7.7		0		0.0		0		0.0		0		0.0		0		0.0		0		-		0		-		0		-		0		-		0		-		0		-		6,000		2.2

		Rental Revenue				1,000		2.5		1,000		2.6		2,000		5.5		2,000		3.8		2,000		3.9		2,000		3.7		0		-		0		-		0		-		0		-		0		-		0		-		10,000		3.7

		Total Revenue (Sales)				39,225		100.0		38,800		100.0		36,375		100.0		53,100		100.0		51,525		100.0		53,600		100.0		0		0.0		0		0.0		0		0.0		0		0.0		0		0.0		0		0.0		272,625		100.0

		Cost of Sales

		Golf Pro Commission				1,225		27.2		1,225		27.2		875		16.2		2,625		41.7		2,188		34.7		2,188		30.4				-				-				-				-				-				-		10,325		30.2

		Banners				300		5.1		300		5.1				0.0				0.0				0.0				0.0				-				-				-				-				-				-		600		1.6

		Category 3						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		0		0.0

		Category 4						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		0		0.0

		Category 5						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		0		0.0

		Category 6						0.0				0.0				-				-				-				-				-				-				-				-				-				-		0		0.0

		Category 7						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		0		0.0

		Total Cost of Sales				1,525		3.9		1,525		3.9		875		2.4		2,625		4.9		2,188		4.2		2,188		4.1		0		-		0		-		0		-		0		-		0		-		0		-		10,925		4.0

		Gross Profit				37,700		96.1		37,275		96.1		35,500		97.6		50,475		95.1		49,338		95.8		51,413		95.9		0		-		0		-		0		-		0		-		0		-		0		-		261,700		96.0

		Expenses

		Salary expenses				11,000		28.0		11,000		28.4		11,000		30.2		11,000		20.7		11,000		21.3		11,000		20.5		2,500		-		2,500		-		2,500		-		2,500		-		2,500		-		2,500		-		81,000		29.7

		Payroll expenses				825		2.1		825		2.1		825		2.3		825		1.6		825		1.6		825		1.5		375		-		375		-		375		-		375		-		375		-		375		-		7,200		2.6

		Supplies (office and operating)				250		0.6		250		0.6		250		0.7		250		0.5		250		0.5		250		0.5		250		-		250		-		250		-		250		-		250		-		250		-		3,000		1.1

		Repairs and maintenance				300		0.8		300		0.8		300		0.8		300		0.6		300		0.6		300		0.6		300		-		300		-		300		-		300		-		300		-		300		-		3,600		1.3

		Advertising				1,500		3.8		1,500		3.9		2,000		5.5		750		1.4		750		1.5		750		1.4		0		-		0		-		0		-		0		-		0		-		0		-		7,250		2.7

		Accounting and legal				500		1.3		250		0.6		250		0.7		250		0.5		250		0.5		250		0.5		250		-		250		-		250		-		250		-		250		-		250		-		3,250		1.2

		Rent				700		1.8		700		1.8		700		1.9		700		1.3		700		1.4		700		1.3				-		0		-		0		-		0		-		0		-		0		-		4,200		1.5

		Telephone				100		0.3		100		0.3		100		0.3		100		0.2		100		0.2		100		0.2		100		-		100		-		100		-		100		-		100		-		100		-		1,200		0.4

		Utilities - Gas				3,190		8.1		5,320		13.7		8,310		22.8		8,310		15.6		7,510		14.6		4,800		9.0				-				-				-				-				-				c		37,440		13.7

		Utilities - Electric				850		2.2		1,590		4.1		1,590		4.4		1,590		3.0		980		1.9		700		1.3				-				-				-				-				-				-		7,300		2.7

		Insurance				900		2.3		900		2.3		900		2.5		900		1.7		900		1.7		900		1.7		900		-		900		-		900		-		900		-		900		-		900		-		10,800		4.0

		Interest				375		1.0		370		1.0		365		1.0		360		0.7		355		0.7		350		0.7		345		-		339		-		334		-		329		-		324		-		318		-		4,164		1.5

		Dome Lease				7,500		19.1		7,500		19.3		7,500		20.6		7,500		14.1		7,500		14.6		7,500		14.0																										45,000		16.5

		Landscaping				3,000		7.6		200		0.5		200		0.5		200		0.4		200		0.4		200		0.4		1,000																								5,000		1.8

		Equipment				3,300		8.4

		Misc. (unspecified)				500		1.3		500		1.3		500		1.4		500		0.9		500		1.0		500		0.9		250		-		250		-		250		-		250		-		250		-		250		-		4,500		1.7

		Total Expenses				34,790		88.7		31,305		80.7		34,790		95.6		33,535		63.2		32,120		62.3		29,125		54.3		6,270		-		5,264		-		5,259		-		5,254		-		5,249		-		5,243		-		224,904		82.5

		Net Profit				2,910		7.4		5,970		15.4		710		2.0		16,940		31.9		17,218		33.4		22,288		41.6		-6,270		-		-5,264		-		-5,259		-		-5,254		-		-5,249		-		-5,243		-		36,796		13.5



Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

Forecasting sales of your product or service is the starting point for the financial projections. The sales forecast is the key to the whole financial plan, so it is important to use realistic estimates. Divide your projected monthly sales into "categories", which are natural divisions that make sense for your type of business. Typical categories might be: product lines, departments, branch locations, customer groups, geographical territories, or contracts. 
Enter the actual category names in the first column, replacing the existing "cat.1, cat.2", etc. Enter annual sales, by category, in the four "Sales History" columns on the right side of the sheet. (Startup businesses may delete this section.) Study your past sales records in detail. Note seasonal or other periodic fluctuations; determine what caused them and when they are expected to recur. Be sure to build these fluctuations into your projections for the coming year. You may forecast sales in dollars using the rows labeled "Total".  If you prefer, you may enter sales in units, then indicate the sales price per (@) unit, and the spreadsheet will automatically calculate the dollar sales volume. When you have completed the sales forecast, transfer the results to the "Revenue" section of the 12-month Profit and Loss Projection spreadsheet. You may track up to five categories on the Sales Forecast spreadsheet, but the Profit and Loss Projection allows you to have as many as eight categories. If you want to use that many, just open a second Sales Forecast spreadsheet.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

Transfer your sales forecasts from the 12-month Sales Forecast spreadsheet. You should change "category 1, category 2", etc. labels to the actual names of your sales categories. Enter sales for each category for each month. The spreadsheet will add up total annual sales. In the "%" columns, the spreadsheet will show the % of total sales contributed by each category. 

COST OF GOODS SOLD (also called Cost of Sales or COGS): COGS are those expenses directly related to producing or buying your products or services. For example, purchases of inventory or raw materials, as well as the wages (and payroll taxes) of employees directly involved in producing your products/services, are included in COGS. These expenses usually go up and down along with the volume of production or sales. Study your records to determine COGS for each sales category. Control of COGS is the key to profitability for most businesses, so approach this part of your forecast with great care. For each category of product/service, analyze the elements of COGS: how much for labor, for materials, for packing, for shipping, for sales commissions, etc.? Compare the Cost of Goods Sold and Gross Profit of your various sales categories. Which are most profitable, and which are least - and why? Underestimating COGS can lead to under pricing, which can destroy your ability to earn a profit. Research carefully and be realistic. Enter the COGS for each category of sales for each month. In the "%" columns, the spreadsheet will show the COGS as a % of sales dollars for that category.

GROSS PROFIT: Gross Profit is Total Sales minus Total COGS. In the "%" columns, the spreadsheet will show Gross Profit as a % of Total Sales. 

OPERATING EXPENSES (also called Overhead): These are necessary expenses which, however, are not directly related to making or buying your products/services. Rent, utilities, telephone, interest, and the salaries (and payroll taxes) of office and management employees are examples. Change the names of the Expense categories to suit your type of business and your accounting system.  You may need to combine some categories, however, to stay within the 20 line limit of the spreadsheet. Most operating expenses remain reasonably fixed regardless of changes in sales volume. Some, like sales commissions, may vary with sales. Some, like utilities, may vary with the time of year. Your projections should reflect these fluctuations. The only rule is that the projections should simulate your financial reality as nearly as possible. In the "%" columns, the spreadsheet will show Operating Expenses as a % of Total Sales.

NET PROFIT: The spreadsheet will subtract Total Operating Expenses from Gross Profit to calculate Net Profit. In the "%" columns, it will show Net Profit as a % of Total Sales.

INDUSTRY AVERAGES: The first column, labeled "IND. %" is for posting average cost factors for firms of your size in your industry.  Industry average data is commonly available from industry associations, major manufacturers who are suppliers to your industry, and local colleges, Chambers of Commerce, and public libraries. One common source is the book Statement Studies published annually by Robert Morris Associates. It can be found in major libraries, and your banker almost surely has a copy. It is unlikely that your expenses will be exactly in line with industry averages, but they can be helpful in areas in which expenses may be out of line.



Breakeven Analysis

		Breakeven Analysis

		Golf Gobe

								Complete this column!

		Cost Description		Fixed Costs ($)				Variable Expenses (% of sales)

		Inventory or Materials		$   -				- 0

		Salaries and wages		88,200				0.04

		Other expenses		-				- 0

		Other expenses		-				- 0

		Supplies		3,000				- 0

		Repairs & maintenance		3,600				- 0

		Advertising		7,250				0.01

		Accounting and legal		3,250				- 0

		Rent		4,200				- 0

		Telephone		1,200				- 0

		Utilities - Gas		37,440				- 0

		Utilities - Electric		7,300				- 0

		Insurance		10,800				- 0

		Interest		4,164				- 0

		Dome Lease		45,000

		Landscaping		5,000

		Depreciation		-

		Other (specify)		-

		Miscellaneous expenses		4,500				0.01

		Total Fixed Expenses		$   224,904

		Total Variable Expenses as percentage of sales						0.06

		Contribution margin as a perecentage of sales						0.94

		Breakeven Sales level   =		$238,719

		Does this number seem reasonable???

		This number appears reasonable for Golf Globe. This is due to the low amount of variable costs that we will incur in our day to day operations.



Instructions

Note: You may want to print this information to use as reference later.  To delete these instructions, click the border of this text box and then press the DELETE key.

Using figures from your Profit and Loss Projection, enter expected annual fixed and variable costs.

Fixed costs are those that remain the same regardless of your sales volume. They are expressed in dollars. Rent, insurance and real estate taxes, for example, are usually fixed.

Variable costs are those which change as your volume of business changes. They are expressed as a percent of sales. Inventory, raw materials and direct production labor, for example, are usually variable costs.

Suggestions
Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

The categories of expense shown above are just suggestions. Change the labels to reflect your own accounting systems and type of business. Breakeven is a "big picture" kind of tool; we recommend that you combine expense categories to stay within the 22 lines that this template allows.

One of the best uses of breakeven analysis is to play with various scenarios. For instance, if you add another person to the payroll, how many extra sales dollars will be needed to recover the extra salary expense? If you borrow, how much will be needed to cover the increased principal and interest payments? Many owners, especially retailers, like to calculate a daily breakdown. This gives everyone a target to shoot at for the day.



Three-Yr Profit Projection

		Three Year Profit Projection

		Golf Gobe

		For the Year ended September 30		2008				%				2009				%				2010				%				Source of Estimate

		Sales		$   272,625				100.00%				$   280,804				100.00%				$   289,228				100.00%

		Cost/ Goods Sold (COGS)		10,925				4.01%				11,253				4.01%				11,590				4.01%

		Gross Profit		$   261,700				95.99%				$   269,551				95.99%				$   277,638				95.99%

		Operating Expenses

		Salary (Office & Overhead)		$   81,000				29.71%				$   82,620				29.42%				$   85,925				29.71%

		Payroll (taxes etc.)		7,200				2.64%				12,393				4.41%				12,889				4.46%

		Depreciation						0.00%								0.00%								0.00%

		Supplies (off and operation)		3,000				1.10%				3,000				1.07%				3,000				1.04%

		Repairs/ Maintenance		3,600				1.32%				3,600				1.28%				3,600				1.24%

		Advertising		7,250				2.66%				7,250				2.58%				6,500				2.25%

		Landscaping		5,000				1.83%				5,000				1.78%				5,000				1.73%

		Accounting and Legal		3,250				1.19%				3,000				1.07%				3,000				1.04%

		Rent		4,200				1.54%				4,200				1.50%				4,200				1.45%

		Telephone		1,200				0.44%				1,212				0.43%				1,224				0.42%

		Utilities-Gas		37,440				13.73%				38,189				13.60%				38,953				13.47%

		Utilities-Electric		7,300				2.68%				7,446				2.65%				7,595				2.63%

		Insurance		10,800				3.96%				10,800				3.85%				10,800				3.73%

		Taxes (real estate etc.)		7,300				2.68%				7,300				2.60%				7,500				2.59%

		Interest		4,164				1.53%				3,386				1.21%				2,536				0.88%

		Dome Lease		45,000				16.51%				45,000				16.03%				45,000				15.56%

		Miscellaneous		4,500				1.65%				4,500				1.60%				4,500				1.56%

		Equipment		3,300				1.21%				-				0.00%				-				0.00%

		Total Expenses		$   235,504				86.38%				$   238,896				85.08%				$   242,221				83.75%

		Net Profit Before Tax		26,196								30,655								35,417

		Income Taxes (@ 30%)		7,859								9,197								10,625

		Net Profit After Tax		18,337								21,459								24,792

		Owner Draw/ Dividends		-																-

		Adj. to Retained Earnings		$   18,337								$   21,459								$   24,792



Totals and percentages are calculated automatically.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

A long term forecast is not a necessary part of a basic business plan. However, it is an excellent tool to help you open up your thinking about the company's future. Furthermore, venture capitalists will almost always want a long term forecast to get a feel for growth prospects.
The further out you forecast, the less accuracy you can maintain, so use round numbers, except where you know exact amounts; e.g.: rent expense if you have a long term lease.
The most important part of the long term forecast is not the numbers themselves, but the assumptions underlying the numbers. So make sure your assumptions are stated clearly and in detail in a narrative attachment. This will communicate your vision of the company's future and how you anticipate realizing that vision.
You will note that there are some lines on the bottom of this spreadsheet which were not on the twelve-month P & L. This is to help you do some planning about funding growth:
- NET PROFIT BEFORE TAX is the same as Net Profit on the 12-month Profit and Loss spreadsheet.
- INCOME TAX allows you to estimate how much of your profit will have to go to the IRS.
- NET PROFIT AFTER TAX is what is left for you to use.
- OWNER DRAW/ DIVIDENDS is how much the owners plan to take out for themselves.
- ADJUSTMENT TO RETAINED EARNINGS is the amount of profit actually left in the business to increase Owners' Equity and fund growth.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

A long term forecast is not a necessary part of a basic business plan. However, it is an excellent tool to help you open up your thinking about the company's future. Furthermore, venture capitalists will almost always want a long term forecast to get a feel for growth prospects.
The further out you forecast, the less accuracy you can maintain, so use round numbers, except where you know exact amounts; e.g.: rent expense if you have a long term lease.
The most important part of the long term forecast is not the numbers themselves, but the assumptions underlying the numbers. So make sure your assumptions are stated clearly and in detail in a narrative attachment. This will communicate your vision of the company's future and how you anticipate realizing that vision.
You will note that there are some lines on the bottom of this spreadsheet which were not on the twelve-month P & L. This is to help you do some planning about funding growth:
- NET PROFIT BEFORE TAX is the same as Net Profit on the 12-month Profit and Loss spreadsheet.
- INCOME TAX allows you to estimate how much of your profit will have to go to the IRS.
- NET PROFIT AFTER TAX is what is left for you to use.
- OWNER DRAW/ DIVIDENDS is how much the owners plan to take out for themselves.
- ADJUSTMENT TO RETAINED EARNINGS is the amount of profit actually left in the business to increase Owners' Equity and fund growth.



Start-Up Capital Estimate

		

				Start-Up Capital Estimate

				Golf Gobe

				[Date]

						Monthly		Cash Needed

						Expenses		to Start				Source of Estimate

				MONTHLY COSTS

				Salary of workers		$5,500		$11,000

				All other salaries and wages		5,500		16,500

				Rent		350		1,050

				Advertising		604		1,813

				Dome Lease		7,500		22,500

				Supplies		250		750

				Telephone		100		300

				Other utilities		3,120		9,360

				Insurance		900		900

				Taxes		0		0

				Interest		347		1,041

				Maintenance		300		900

				Legal and other professional fees		271		813

				Miscellaneous		100		300

				Subtotal				$67,226

				ONE-TIME COSTS

				Fixtures and equipment				3,300

				Decorating and remodeling

				Installation charges

				Starting inventory

				Deposits with public utilities

				Legal and other professional fees				1,000

				Licenses and permits

				Advertising and promotion for opening				1,000

				Cash reserve

				Other

				Subtotal				$5,300

				TOTAL ESTIMATED START-UP CAPITAL REQUIRED				$72,526

				Sources of Financing:

				Owners' Investment (name & % ownership)

				April Francis 33% owner				$   10,000

				Amanda Koonce 33% owner				10,000

				Nicole Kouri 33% owner				10,000

				Other Investor				70,000

				Total Investment				$   100,000

				Bank Loans

				Bank 1				$   50,000

				Bank 2				-

				Bank 3				-

				Bank 4				-

				Total Bank Loans				$   50,000

				Other Loans

				Source 1				$   -

				Source 2				-

				Total Other Loans				$   -

				TOTAL ESTIMATED START-UP CAPITAL PROVIDED				$   150,000

				Does financing equal the required amount?



support:
Usually equal to one month of cost

Totals are calculated automatically.



Balance Sheets

								Golf Gobe

								Balance Sheets

								On September 30, 200X

										2008		2009		2010

				Assets

				Current assets:

				Cash								- 0		- 0

				Inventories

				Accounts receivable								- 0		- 0										prepaids: advertising/insurance

				Pre-paid expenses																				membership

				Other								- 0		- 0

				Total current assets								$   - 0		$   - 0

				Fixed assets:

				Property and equipment								- 0		- 0

				Less accumulated depreciation

				Net fixed assets						$   - 0		$   - 0		$   - 0

				Other assets								- 0		- 0

				Total other assets						- 0		- 0		- 0

				Total assets						$   - 0		$   - 0		$   - 0

				Liabilities and owner's equity

				Current liabilities:

				Accounts payable								- 0		- 0

				Accrued wages

				Income taxes payable								- 0		- 0

				Unearned revenue								- 0		- 0

				Other								- 0		- 0

				Total current liabilities						$   - 0		$   - 0		$   - 0

																								bank loan

				Long-term liabilities

				Mortgage payable								- 0		- 0

				Total long-term liabilities						- 0		- 0		- 0

				Owner's equity

				Investment capital						$100,000		$100,000		$100,000

				Retained earnings						$18,337		$21,459		$24,791

				Total owner's equity						$118,337		$121,459		$124,791

				Total liabilities and stockholders' equity						$118,337		$121,459		$124,791

								Balanced?		0		0		0



Balance Sheet
The fundamental element of a balance sheet is that assets equal liabilities plus owner's equity.
If the box to the right equals TRUE then congratulations, your balance sheet balances.
This box and the formulas to the right will not print.

FALSE

FALSE

Balanced?

Accumulated depreciated should be entered as a negative value. This box will not be printed.

Accumulated depreciation should be entered as a negative value. This box will not be printed.

support:
Must tie to income statement less dividends



Income Stmts

		

						Income Statements

						For the year ended September 30, 200X

								2008		2009		2010

		Sales Revenue						$   272,625		$   280,804		$   289,228

		Less: Cost of Goods Sold						$   (10,925)		$   (11,253)		(11,590)

		Gross Margin						$   261,700		$   269,551		$   277,638

		Operating Expenses:

				Salary Expenses				$   81,000		$   82,620		$   85,925

				Payroll Expenses				$   7,200		$   12,393		$   12,889

				Supplies (office and operating)				$   3,000		$   3,000		$   3,000

				Repairs and Maintenance				$   3,600		$   3,600		$   3,600

				Advertising				$   7,250		$   7,250		$   6,500

				Accounting/Legal				$   3,250		$   3,000		$   3,000

				Rent				$   4,200		$   4,200		$   4,200

				Telephone				$   1,200		$   1,212		$   1,224

				Utilities-Gas				$   37,440		$   38,189		$   38,953

				Utilities-Electric				$   7,300		$   7,446		$   7,595

				Insurance				$   10,800		$   10,800		$   10,800

				Taxes				$   7,300		$   7,300		$   7,500

				Interest				$   4,164		$   3,386		$   2,536

				Dome Lease				$   45,000		$   45,000		$   45,000

				Landscaping				$   5,000		$   5,000		$   5,000

				Equipment				$   3,300		$   - 0		$   - 0

				Miscellaneous				$   4,500		$   4,500		$   4,500

				Total Operating Expenses				$   235,504		$   238,896		$   242,222				$   224,579		$   227,643		$   230,631

		Operating Income						$   26,196		$   30,655		$   35,416

		Taxes (at 30%)						$   7,859		$   9,197		$   10,625

		Net Income						$   18,337		$   21,459		$   24,791





Sheet1

								2008		2009		2010

				Sales Revenue				$   272,625		$   280,804		$   289,228

				Net Income				$   18,337		$   21,459		$   24,791

				Assets

				Liabilites

																																						2008		2009		2010

																																		Net Income				$   18,337		$   21,459		$   24,791

																																		Sales Revenue				$   272,625		$   280,804		$   289,228
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								Golf Gobe

								Statement of Cash Flows

								For the Year Ended September 30

																				2008		2009		2010

								Cash Used by Operating Activities:

								You may use the direct or indirect

								method.

								Cash Flow Used by Operating Activities												0		0		0

								Cash Used by Investing Activities:

								Cash Paid for Equipment

								Cash Flow Used by Investing Activities												0		0		0

								Cash Received from Financing Activities:

								Cash From Owners												$100,000

								Cash Provided by Issuing Stock												0

								Cash Provided by Long-Term Note Payable												50,000

								Cash Dividends Paid to Owners												0

								Cash Flow Provided by Financing Activities												150,000		0		0

								Increase in Cash During Year												150,000		0		0

								Cash Balance at Beginning of Year												0

								Cash Balance at End of Year												$150,000		$0		$0				Tie to Balance sheet?

								Summary

								Cash Used by Operating Activities:												$   - 0		$   - 0		$   - 0

								Cash Used by Investing Activities:												$   - 0		$   - 0		$   - 0

								Cash Provided by Financing Activities:												$   150,000.00		$   - 0		$   - 0
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		Break even										why is the accounting expense so much in february??????????? On the p&l

		three year profit



BPM PRELIMINARY BUDGET STARTING TEMPLATE

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

PLEASE READ! THIS EXCEL FILE CONTAINS A SET OF WORKSHEETS DESIGNED TO HELP YOUR TEAM CONSTRUCT ITS PRELIMINARY BUDGET. THESE WORKSHEETS CONSTITUTE A STARTING POINT! YOU MAY AND SHOULD MODIFY THEM IN A WAY TO BEST THE NEEDS OF YOUR BUSINESS PLAN. YOU MAY ELECT TO REDESIGN, IMPROVE, OR REPLACE ANY OF THESE SPREADSHEETS. SOME SAMPLE CHARTS HAVE BEEN INCLUDED. YOU MAY CREATE YOUR OWN IN ADDITION TO OR TO REPLACE THE SAMPLE GRAPHS. YOU SHOULD DELETE ANY UNUSED ITEMS BEFORE PRINTING AND INTEGRATING WORKSHEETS INTO YOUR BUSINESS PLAN. AGAIN, THESE TOOLS ARE DESIGNED TO HELP TO STRUCTURE YOUR BUDGET - THEY ARE DESIGNED AS AN EDUCATIONAL TOOL AND SHOULD BE USED AS A STARTING POINT.

http://www.thefarleygroup.com/student/revenue.pdf



Sales Forecast

		Twelve Month Sales Forecast

		Golf Globe

		Fiscal Year Begins				Oct-07

																12-month Sales Forecast

				Oct-07		Nov-07		Dec-07		Jan-08		Feb-08		Mar-08		Apr-08		May-08		Jun-08		Jul-08		Aug-08		Sep-08		Annual Totals

		Small Buckets		1,000.00		1,000.00		1,200.00		1,400.00		1,400.00		1,600.00														7600

		Sale price @ unit		4.50		4.50		4.50		4.50		4.50		4.50

		Cat 1 TOTAL		4,500.00		4,500.00		5,400.00		6,300.00		6,300.00		7,200.00		- 0		- 0		- 0		- 0		- 0		- 0		34,200

		Medium Buckets		900.00		900.00		850.00		1,100.00		1,050.00		1,100.00														5900

		Sale price @ unit		6.50		6.50		6.50		6.50		6.50		6.50

		Cat 2 TOTAL		5,850.00		5,850.00		5,525.00		7,150.00		6,825.00		7,150.00		- 0		- 0		- 0		- 0		- 0		- 0		38,350

		Large Buckets		750.00		700.00		700.00		900.00		900.00		1,000.00														4950

		Sale price @ unit		8.50		8.50		8.50		8.50		8.50		8.50

		Cat 3 TOTAL		6,375.00		5,950.00		5,950.00		7,650.00		7,650.00		8,500.00		- 0		- 0		- 0		- 0		- 0		- 0		42,075

		Lessons		140.00		140.00		100.00		300.00		250.00		250.00														1180

		Sale price per 1/2 hour		25.00		25.00		25.00		25.00		25.00		25.00

		Cat 4 TOTAL		3,500.00		3,500.00		2,500.00		7,500.00		6,250.00		6,250.00		- 0		- 0		- 0		- 0		- 0		- 0		29,500

		Monthly Memberships		200.00		200.00		200.00		300.00		300.00		300.00														1500

		Sale price @ unit		75.00		75.00		75.00		75.00		75.00		75.00

		Cat 5 TOTAL		15,000.00		15,000.00		15,000.00		22,500.00		22,500.00		22,500.00		- 0		- 0		- 0		- 0		- 0		- 0		112,500

		Advertising Revenue		6.00		6.00																						12

		Sale price @ unit		500.00		500.00

		Cat 6 TOTAL		3,000.00		3,000.00		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		6,000

		Rental Revenue		5.00		5.00		10.00		10.00		10.00		10.00														50

		Sale price @ unit		200.00		200.00		200.00		200.00		200.00		200.00

		Cat 7 TOTAL		1,000.00		1,000.00		2,000.00		2,000.00		2,000.00		2,000.00		- 0		- 0		- 0		- 0		- 0		- 0		10,000

		Monthly totals: All Categories		39,225.00		38,800.00		36,375.00		53,100.00		51,525.00		53,600.00		- 0		- 0		- 0		- 0		- 0		- 0		272,625

		Small Buckets		34,200

		Medium Buckets		38,350

		Large Buckets		42,075

		Lessons		29,500

		Monthly Memberships		112,500

		Advertising Revenue		6,000

		Rental Revenue		10,000





Sales Forecast

		



Annual Totals By Category

Annual Revenues By Category



P&L projection

		Twelve Month Profit and Loss Projection

		Golf Globe

		Fiscal Year Begins								Oct-07

				IND. %		Oct-07		%		Nov-07		%		Dec-07		%		Jan-08		%		Feb-08		%		Mar-08		%		Apr-08		%		May-08		%		Jun-08		%		Jul-08		%		Aug-08		%		Sep-08		%		YEARLY		%

		Revenue (Sales)

		Small Buckets				4,500		11.5		4,500		11.6		5,400		14.8		6,300		11.9		6,300		12.2		7,200		13.4		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		34,200		12.5

		Medium Buckets				5,850		14.9		5,850		15.1		5,525		15.2		7,150		13.5		6,825		13.2		7,150		13.3		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		38,350		14.1

		Large Buckets				6,375		16.3		5,950		15.3		5,950		16.4		7,650		14.4		7,650		14.8		8,500		15.9		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		42,075		15.4

		Lessons				3,500		8.9		3,500		9.0		2,500		6.9		7,500		14.1		6,250		12.1		6,250		11.7		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		29,500		10.8

		Monthly Memberships				15,000		38.2		15,000		38.7		15,000		41.2		22,500		42.4		22,500		43.7		22,500		42.0		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		112,500		41.3

		Advertising Revenue				3,000		7.6		3,000		7.7		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		6,000		2.2

		Rental Revenue				1,000		2.5		1,000		2.6		2,000		5.5		2,000		3.8		2,000		3.9		2,000		3.7		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		10,000		3.7

		Total Revenue (Sales)				39,225		100.0		38,800		100.0		36,375		100.0		53,100		100.0		51,525		100.0		53,600		100.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		- 0		0.0		272,625		100.0

		Cost of Sales				(1)

		Golf Pro Commission				(1,225)		-27.2		(1,225)		-27.2		(875)		-16.2		(2,625)		-41.7		(2,188)		-34.7		(2,188)		-30.4				-				-				-				-				-				-		(10,325)		-30.2

		Banners				(300)		-5.1		(300)		-5.1		- 0		0.0				0.0				0.0				0.0				-				-				-				-				-				-		(600)		-1.6

		Category 3						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Category 4						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Category 5						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Category 6						0.0				0.0				-				-				-				-				-				-				-				-				-				-		- 0		0.0

		Category 7						0.0				0.0				0.0				0.0				0.0				0.0				-				-				-				-				-				-		- 0		0.0

		Total Cost of Sales				(1,525)		-3.9		(1,525)		-3.9		(875)		-2.4		(2,625)		-4.9		(2,188)		-4.2		(2,188)		-4.1		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		(10,925)		-4.0

		Gross Profit				40,750		103.9		40,325		103.9		37,250		102.4		55,725		104.9		53,713		104.2		55,788		104.1		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		261,700		96.0

		Expenses

		Salary expenses				11,000		28.0		11,000		28.4		11,000		30.2		11,000		20.7		11,000		21.3		11,000		20.5		2,500		-		2,500		-		2,500		-		2,500		-		2,500		-		2,500		-		81,000		29.7

		Payroll expenses				825		2.1		825		2.1		825		2.3		825		1.6		825		1.6		825		1.5		375		-		375		-		375		-		375		-		375		-		375		-		7,200		2.6

		Supplies (office and operating)				250		0.6		250		0.6		250		0.7		250		0.5		250		0.5		250		0.5		250		-		250		-		250		-		250		-		250		-		250		-		3,000		1.1

		Repairs and maintenance				300		0.8		300		0.8		300		0.8		300		0.6		300		0.6		300		0.6		300		-		300		-		300		-		300		-		300		-		300		-		3,600		1.3

		Advertising				1,500		3.8		1,500		3.9		2,000		5.5		750		1.4		750		1.5		750		1.4		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		7,250		2.7

		Accounting and legal				500		1.3		250		0.6		250		0.7		250		0.5		250		0.5		250		0.5		250		-		250		-		250		-		250		-		250		-		250		-		3,250		1.2

		Rent				700		1.8		700		1.8		700		1.9		700		1.3		700		1.4		700		1.3				-		- 0		-		- 0		-		- 0		-		- 0		-		- 0		-		4,200		1.5

		Telephone				100		0.3		100		0.3		100		0.3		100		0.2		100		0.2		100		0.2		100		-		100		-		100		-		100		-		100		-		100		-		1,200		0.4

		Utilities - Gas				3,190		8.1		5,320		13.7		8,310		22.8		8,310		15.6		7,510		14.6		4,800		9.0				-				-				-				-				-				-		37,440		13.7

		Utilities - Electric				850		2.2		1,590		4.1		1,590		4.4		1,590		3.0		980		1.9		700		1.3				-				-				-				-				-				-		7,300		2.7

		Insurance				900		2.3		900		2.3		900		2.5		900		1.7		900		1.7		900		1.7		900		-		900		-		900		-		900		-		900		-		900		-		10,800		4.0

		Interest				375		1.0		370		1.0		365		1.0		360		0.7		355		0.7		350		0.7		345		-		339		-		334		-		329		-		324		-		318		-		4,164		1.5

		Dome Lease				7,500		19.1		7,500		19.3		7,500		20.6		7,500		14.1		7,500		14.6		7,500		14.0																										45,000		16.5

		Groundskeeping				3,000		7.6		200		0.5		200		0.5		200		0.4		200		0.4		200		0.4		1,000																								5,000		1.8

		Equipment				3,300		8.4																																														3,300		1.2

		Misc. (unspecified)				500		1.3		500		1.3		500		1.4		500		0.9		500		1.0		500		0.9		250		-		250		-		250		-		250		-		250		-		250		-		4,500		1.7

		Total Expenses				34,790		88.7		31,305		80.7		34,790		95.6		33,535		63.2		32,120		62.3		29,125		54.3		6,270		-		5,264		-		5,259		-		5,254		-		5,249		-		5,243		-		228,204		83.7

		Net Profit				5,960		15.2		9,020		23.2		2,460		6.8		22,190		41.8		21,593		41.9		26,663		49.7		(6,270)		-		(5,264)		-		(5,259)		-		(5,254)		-		(5,249)		-		(5,243)		-		33,496		12.3



Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

Forecasting sales of your product or service is the starting point for the financial projections. The sales forecast is the key to the whole financial plan, so it is important to use realistic estimates. Divide your projected monthly sales into "categories", which are natural divisions that make sense for your type of business. Typical categories might be: product lines, departments, branch locations, customer groups, geographical territories, or contracts. 
Enter the actual category names in the first column, replacing the existing "cat.1, cat.2", etc. Enter annual sales, by category, in the four "Sales History" columns on the right side of the sheet. (Startup businesses may delete this section.) Study your past sales records in detail. Note seasonal or other periodic fluctuations; determine what caused them and when they are expected to recur. Be sure to build these fluctuations into your projections for the coming year. You may forecast sales in dollars using the rows labeled "Total".  If you prefer, you may enter sales in units, then indicate the sales price per (@) unit, and the spreadsheet will automatically calculate the dollar sales volume. When you have completed the sales forecast, transfer the results to the "Revenue" section of the 12-month Profit and Loss Projection spreadsheet. You may track up to five categories on the Sales Forecast spreadsheet, but the Profit and Loss Projection allows you to have as many as eight categories. If you want to use that many, just open a second Sales Forecast spreadsheet.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

Transfer your sales forecasts from the 12-month Sales Forecast spreadsheet. You should change "category 1, category 2", etc. labels to the actual names of your sales categories. Enter sales for each category for each month. The spreadsheet will add up total annual sales. In the "%" columns, the spreadsheet will show the % of total sales contributed by each category. 

COST OF GOODS SOLD (also called Cost of Sales or COGS): COGS are those expenses directly related to producing or buying your products or services. For example, purchases of inventory or raw materials, as well as the wages (and payroll taxes) of employees directly involved in producing your products/services, are included in COGS. These expenses usually go up and down along with the volume of production or sales. Study your records to determine COGS for each sales category. Control of COGS is the key to profitability for most businesses, so approach this part of your forecast with great care. For each category of product/service, analyze the elements of COGS: how much for labor, for materials, for packing, for shipping, for sales commissions, etc.? Compare the Cost of Goods Sold and Gross Profit of your various sales categories. Which are most profitable, and which are least - and why? Underestimating COGS can lead to under pricing, which can destroy your ability to earn a profit. Research carefully and be realistic. Enter the COGS for each category of sales for each month. In the "%" columns, the spreadsheet will show the COGS as a % of sales dollars for that category.

GROSS PROFIT: Gross Profit is Total Sales minus Total COGS. In the "%" columns, the spreadsheet will show Gross Profit as a % of Total Sales. 

OPERATING EXPENSES (also called Overhead): These are necessary expenses which, however, are not directly related to making or buying your products/services. Rent, utilities, telephone, interest, and the salaries (and payroll taxes) of office and management employees are examples. Change the names of the Expense categories to suit your type of business and your accounting system.  You may need to combine some categories, however, to stay within the 20 line limit of the spreadsheet. Most operating expenses remain reasonably fixed regardless of changes in sales volume. Some, like sales commissions, may vary with sales. Some, like utilities, may vary with the time of year. Your projections should reflect these fluctuations. The only rule is that the projections should simulate your financial reality as nearly as possible. In the "%" columns, the spreadsheet will show Operating Expenses as a % of Total Sales.

NET PROFIT: The spreadsheet will subtract Total Operating Expenses from Gross Profit to calculate Net Profit. In the "%" columns, it will show Net Profit as a % of Total Sales.

INDUSTRY AVERAGES: The first column, labeled "IND. %" is for posting average cost factors for firms of your size in your industry.  Industry average data is commonly available from industry associations, major manufacturers who are suppliers to your industry, and local colleges, Chambers of Commerce, and public libraries. One common source is the book Statement Studies published annually by Robert Morris Associates. It can be found in major libraries, and your banker almost surely has a copy. It is unlikely that your expenses will be exactly in line with industry averages, but they can be helpful in areas in which expenses may be out of line.



Breakeven Analysis

		Breakeven Analysis

		Golf Globe

		Cost Description		Fixed Costs ($)				Variable Expenses (% of sales)

		Inventory or Materials		$   -				- 0

		Salaries and wages		88,200				0.04

		Other expenses		-				- 0

		Other expenses		-				- 0

		Supplies		3,000				- 0

		Repairs & maintenance		3,600				- 0

		Advertising		7,250				0.01

		Accounting and legal		3,250				- 0

		Rent		4,200				- 0

		Telephone		1,200				- 0														- 0

		Utilities - Gas		37,440				- 0

		Utilities - Electric		7,300				- 0

		Insurance		10,800				- 0

		Interest		4,164				- 0

		Dome Lease		45,000

		Groundskeeping		5,000

		Depreciation		3,300

		Other (specify)		-

		Miscellaneous expenses		4,500

		Total Fixed Expenses		$   228,204

		Total Variable Expenses as percentage of sales						0.05

		Contribution margin as a perecentage of sales						0.95

		Breakeven Sales level   =		$239,678

		Does this number seem reasonable???

		This number appears reasonable for Golf Globe. This is due to the low amount of variable costs that we will incur in our day to day operations.



Instructions

Note: You may want to print this information to use as reference later.  To delete these instructions, click the border of this text box and then press the DELETE key.

Using figures from your Profit and Loss Projection, enter expected annual fixed and variable costs.

Fixed costs are those that remain the same regardless of your sales volume. They are expressed in dollars. Rent, insurance and real estate taxes, for example, are usually fixed.

Variable costs are those which change as your volume of business changes. They are expressed as a percent of sales. Inventory, raw materials and direct production labor, for example, are usually variable costs.

Suggestions
Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

The categories of expense shown above are just suggestions. Change the labels to reflect your own accounting systems and type of business. Breakeven is a "big picture" kind of tool; we recommend that you combine expense categories to stay within the 22 lines that this template allows.

One of the best uses of breakeven analysis is to play with various scenarios. For instance, if you add another person to the payroll, how many extra sales dollars will be needed to recover the extra salary expense? If you borrow, how much will be needed to cover the increased principal and interest payments? Many owners, especially retailers, like to calculate a daily breakdown. This gives everyone a target to shoot at for the day.



Three-Yr Profit Projection

		Three Year Profit Projection

		Golf Globe

		For the Year ended September 30		2008				%				2009				%				2010				%				Source of Estimate

		Sales		$   272,625				100.00%				$   280,804				100.00%				$   289,228				100.00%

		Cost/ Goods Sold (COGS)		(10,925)				-4.01%				(11,253)				-4.01%				(11,590)				-4.01%

		Gross Profit		$   283,550				104.01%				$   292,057				104.01%				$   300,818				104.01%

		Operating Expenses

		Salary (Office & Overhead)		$   81,000				29.71%				$   82,620				29.42%				$   85,925				29.71%

		Payroll (taxes etc.)		7,200				2.64%				12,393				4.41%				12,889				4.46%

		Depreciation						0.00%								0.00%								0.00%

		Supplies (off and operation)		3,000				1.10%				3,000				1.07%				3,000				1.04%

		Repairs/ Maintenance		3,600				1.32%				3,600				1.28%				3,600				1.24%

		Advertising		7,250				2.66%				7,250				2.58%				6,500				2.25%

		Landscaping		5,000				1.83%				5,000				1.78%				5,000				1.73%

		Accounting and Legal		3,250				1.19%				3,000				1.07%				3,000				1.04%

		Rent		4,200				1.54%				4,200				1.50%				4,200				1.45%

		Telephone		1,200				0.44%				1,212				0.43%				1,224				0.42%

		Utilities-Gas		37,440				13.73%				38,189				13.60%				38,953				13.47%

		Utilities-Electric		7,300				2.68%				7,446				2.65%				7,595				2.63%

		Insurance		10,800				3.96%				10,800				3.85%				10,800				3.73%

		Taxes (real estate etc.)		7,300				2.68%				7,300				2.60%				7,500				2.59%

		Interest		4,164				1.53%				3,386				1.21%				2,536				0.88%

		Dome Lease		45,000				16.51%				45,000				16.03%				45,000				15.56%

		Miscellaneous		4,500				1.65%				4,500				1.60%				4,500				1.56%

		Equipment		3,300				1.21%				-				0.00%				-				0.00%

		Total Expenses		$   235,504				86.38%				$   238,896				85.08%				$   242,221				83.75%

		Net Profit Before Tax		48,046								53,161								58,597

		Income Taxes (@ 30%)		14,414								15,948								17,579

		Net Profit After Tax		33,632								37,212								41,018

		Owner Draw/ Dividends		-																-

		Adj. to Retained Earnings		$   33,632								$   37,212								$   41,018



Totals and percentages are calculated automatically.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

A long term forecast is not a necessary part of a basic business plan. However, it is an excellent tool to help you open up your thinking about the company's future. Furthermore, venture capitalists will almost always want a long term forecast to get a feel for growth prospects.
The further out you forecast, the less accuracy you can maintain, so use round numbers, except where you know exact amounts; e.g.: rent expense if you have a long term lease.
The most important part of the long term forecast is not the numbers themselves, but the assumptions underlying the numbers. So make sure your assumptions are stated clearly and in detail in a narrative attachment. This will communicate your vision of the company's future and how you anticipate realizing that vision.
You will note that there are some lines on the bottom of this spreadsheet which were not on the twelve-month P & L. This is to help you do some planning about funding growth:
- NET PROFIT BEFORE TAX is the same as Net Profit on the 12-month Profit and Loss spreadsheet.
- INCOME TAX allows you to estimate how much of your profit will have to go to the IRS.
- NET PROFIT AFTER TAX is what is left for you to use.
- OWNER DRAW/ DIVIDENDS is how much the owners plan to take out for themselves.
- ADJUSTMENT TO RETAINED EARNINGS is the amount of profit actually left in the business to increase Owners' Equity and fund growth.

Notes on Preparation

Note: You may want to print this information to use as reference later. To delete these instructions, click the border of this text box and then press the DELETE key.

A long term forecast is not a necessary part of a basic business plan. However, it is an excellent tool to help you open up your thinking about the company's future. Furthermore, venture capitalists will almost always want a long term forecast to get a feel for growth prospects.
The further out you forecast, the less accuracy you can maintain, so use round numbers, except where you know exact amounts; e.g.: rent expense if you have a long term lease.
The most important part of the long term forecast is not the numbers themselves, but the assumptions underlying the numbers. So make sure your assumptions are stated clearly and in detail in a narrative attachment. This will communicate your vision of the company's future and how you anticipate realizing that vision.
You will note that there are some lines on the bottom of this spreadsheet which were not on the twelve-month P & L. This is to help you do some planning about funding growth:
- NET PROFIT BEFORE TAX is the same as Net Profit on the 12-month Profit and Loss spreadsheet.
- INCOME TAX allows you to estimate how much of your profit will have to go to the IRS.
- NET PROFIT AFTER TAX is what is left for you to use.
- OWNER DRAW/ DIVIDENDS is how much the owners plan to take out for themselves.
- ADJUSTMENT TO RETAINED EARNINGS is the amount of profit actually left in the business to increase Owners' Equity and fund growth.



Start-Up Capital Estimate

		

				Start-Up Capital Estimate

				Golf Globe

				Oct 1, 2007

						Monthly		Cash Needed

						Expenses		to Start				Source of Estimate

				MONTHLY COSTS

				Salary of workers		$5,500		$11,000

				All other salaries and wages		5,500		16,500

				Rent		700		2,100

				Advertising		1,208		3,625

				Dome Lease		7,500		22,500

				Supplies		500		1,500

				Telephone		100		300

				Other utilities		6,240		18,720

				Insurance		900		2,700

				Groundskeeping		900		2,700

				Interest		347		1,041

				Maintenance		300		900

				Legal and other professional fees		271		813

				Miscellaneous		100		300

				Subtotal				$84,698

				ONE-TIME COSTS

				Fixtures and equipment				3,300

				Decorating and remodeling

				Installation charges

				Starting inventory

				Deposits with public utilities

				Legal and other professional fees				1,000

				Licenses and permits				500

				Advertising and promotion for opening				1,000

				Cash reserve				5,000

				Other

				Subtotal				$10,800

				TOTAL ESTIMATED START-UP CAPITAL REQUIRED				$95,498

				Sources of Financing:

				Owners' Investment (name & % ownership)

				April Francis 33% owner				$   10,000

				Amanda Koonce 33% owner				10,000

				Nicole Kouri 33% owner				10,000

				Other Investor				70,000

				Total Investment				$   100,000

				Bank Loans

				Bank 1				$   50,000

				Bank 2				-

				Bank 3				-

				Bank 4				-

				Total Bank Loans				$   50,000

				Other Loans

				Source 1				$   -

				Source 2				-

				Total Other Loans				$   -

				TOTAL ESTIMATED START-UP CAPITAL PROVIDED				$   150,000

				Does financing equal the required amount?



Totals are calculated automatically.



Balance Sheets

								Golf Globe

								Balance Sheets

								On September 30, 20XX

										2008		2009		2010

				Assets

				Current assets:

				Cash						174,254.53		192,791.42		214,650.63

				Supplies						1,200.00		1,500.00		1,250.00

				Total current assets						175,454.53		194,291.42		215,900.63

				Fixed assets:

				Property and equipment								- 0		- 0

				Less accumulated depreciation

				Net fixed assets						- 0		- 0		- 0

				Other assets								- 0		- 0

				Total other assets						- 0		- 0		- 0

				Total assets						175,454.53		194,291.42		215,900.63

				Liabilities and owner's equity

				Current liabilities:

				Accounts payable						250.00		250.00		250.00

				Accrued wages						- 0		- 0		- 0

				Income taxes payable						10,048.81		11,386.50		12,874.73				1,337.69		1,488.23

				Unearned revenue								- 0		- 0

				Other								- 0		- 0

				Total current liabilities						10,298.81		11,636.50		13,124.73

																		8291.5		9069.30		9920.07		bank loan

				Long-term liabilities														4164

				Bank Loan						41,708.50		32,639.20		22,719.13

				Total long-term liabilities						41,708.50		32,639.20		22,719.13

				Owner's equity

				Investment capital						100,000.00		100,000.00		100,000.00

				Retained earnings						23,447.22		50,015.72		80,056.77

				Total owner's equity						123,447.22		150,015.72		180,056.77

				Total liabilities and stockholders' equity						175,454.53		194,291.42		215,900.63

																		- 0		- 0		- 0

								Balanced?		- 0		- 0		- 0



Balance Sheet
The fundamental element of a balance sheet is that assets equal liabilities plus owner's equity.
If the box to the right equals TRUE then congratulations, your balance sheet balances.
This box and the formulas to the right will not print.

TRUE

TRUE

Balanced?

support:
Must tie to income statement less dividends



Income Stmts

		

						Income Statements

						For the year ended September 30, 200X

								2008		2009		2010

		Sales Revenue						$   272,625		$   280,804		$   289,228

		Less: Cost of Goods Sold						$   (10,925)		$   (11,253)		(11,590)

		Gross Margin						$   261,700		$   269,551		$   277,638

		Operating Expenses:

				Salary Expenses				$   81,000		$   82,620		$   85,925

				Payroll Expenses				$   7,200		$   12,393		$   12,889

				Supplies (office and operating)				$   3,000		$   3,000		$   3,000

				Repairs and Maintenance				$   3,600		$   3,600		$   3,600

				Advertising				$   7,250		$   7,250		$   6,500

				Accounting/Legal				$   3,250		$   3,000		$   3,000

				Rent				$   4,200		$   4,200		$   4,200

				Telephone				$   1,200		$   1,212		$   1,224

				Utilities-Gas				$   37,440		$   38,189		$   38,953

				Utilities-Electric				$   7,300		$   7,446		$   7,595

				Insurance				$   10,800		$   10,800		$   10,800

				Interest				$   4,164		$   3,386		$   2,536

				Dome Lease				$   45,000		$   45,000		$   45,000

				Landscaping				$   5,000		$   5,000		$   5,000

				Equipment				$   3,300		$   - 0		$   - 0

				Miscellaneous				$   4,500		$   4,500		$   4,500

				Total Operating Expenses				$   228,204		$   231,596		$   234,722				$   217,279		$   220,343		$   223,131

		Operating Income						$   33,496		$   37,955		$   42,916

		Taxes (at 30%)						$   10,049		$   11,387		$   12,875

		Net Income						$   23,447		$   26,569		$   30,041





Statement of Cash Flows

		

								Golf Globe

								Statement of Cash Flows

								For the Year Ended September 30

																				2008		2009		2010

								Cash Flows from Operating Activities:

										Net Income										$   23,447		$   26,569		$   30,041

										Change in Supplies										(1,200)		(300)		250

										Change in Income Tax Payable										10,049		1,338		1,488

										Change in Accounts Payable										250

								Cash Flows from Operating Activities												32,546		27,606		31,779

								Cash Used by Investing Activities:

								Cash Paid for Equipment														0		0

								Cash Flow Used by Investing Activities												0		0		0

								Cash Flows from Financing Activities:

								Cash From Owners												$100,000

								Cash Provided by Issuing Stock												0

								Cash Provided by Long-Term Note Payable												50,000

								Cash Dividends Paid to Owners												0

								Repayment of Long-Term Note Payable												(8,292)		(9,069)		(9,920)

								Cash Flow Provided by Financing Activities												141,709		(9,069)		(9,920)

								Increase in Cash During Year												174,255		18,537		21,859

								Cash Balance at Beginning of Year												0		174,255		192,791

								Cash Balance at End of Year												$174,255		$192,791		$214,651

								Summary

								Cash Provided by Operating Activities:												$   32,546.03		$   27,606.19		$   31,779.28

								Cash Used by Investing Activities:												$   - 0		$   - 0		$   - 0

								Cash Provided by Financing Activities:												$   141,708.50		$   (9,069.30)		$   (9,920.07)





Balance Sheets--xxxNO!

								Golf Globe

								Balance Sheets

								On September 30, 200X

										2008		2009		2010

				Assets

				Current assets:

				Cash						174,254.53		195,148.73		210,533.64

				Supplies						1,200.00		1,500.00		1,250.00

				Total current assets						175,454.53		196,648.73		211,783.64

				Fixed assets:

				Property and equipment								- 0		- 0

				Less accumulated depreciation

				Net fixed assets						- 0		- 0		- 0

				Other assets								- 0		- 0

				Total other assets						- 0		- 0		- 0

				Total assets						175,454.53		196,648.73		211,783.64						1,337.69		1,488.23

				Liabilities and owner's equity

				Current liabilities:

				Accounts payable						250.00		250.00		250.00

				Accrued wages						- 0		- 0		- 0

				Income taxes payable						10,048.81		11,386.50		12,874.73

				Unearned revenue								- 0		- 0

				Other								- 0		- 0

				Total current liabilities						10,298.81		11,636.50		13,124.73

																		8291.5		9069.30		9920.07		bank loan

				Long-term liabilities														4164

				Bank Loan						41,708.50		32,639.20		22,719.13

				Total long-term liabilities						41,708.50		32,639.20		22,719.13

				Owner's equity

				Investment capital						100,000.00		100,000.00		100,000.00

				Retained earnings						23,447.22		50,015.72		80,056.77

				Total owner's equity						123,447.22		150,015.72		180,056.77

				Total liabilities and stockholders' equity						175,454.53		194,291.42		215,900.63

																		- 0		2,357.31		(4,116.99)

								Balanced?		- 0		- 0		- 0



Balance Sheet
The fundamental element of a balance sheet is that assets equal liabilities plus owner's equity.
If the box to the right equals TRUE then congratulations, your balance sheet balances.
This box and the formulas to the right will not print.

TRUE

FALSE

Balanced?

support:
Must tie to income statement less dividends
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				2008		2009		2010				Industry Average

		Profitability

		Profit Margin		8.6%		9.5%		10.4%

		Return on Assets		13.4%		13.7%		13.9%

		Return on Equity		19.0%		17.7%		16.7%

		Liquidity

		Financial Leverage		0.338		0.218		0.126

		Current Ratio		17.04		16.7		16.45

		Efficiency

		Asset Turnover		1.55		1.45		1.34
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								2008		2009		2010

				Sales Revenue				$   272,625		$   280,804		$   289,228

				Net Income				$   18,337		$   21,459		$   24,791

				Assets

				Liabilites

																																						2008		2009		2010

																																		Net Income				$   18,337		$   21,459		$   24,791

																																		Sales Revenue				$   272,625		$   280,804		$   289,228
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Three Year Sales and Net Income Projections
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Chart 1: Three Year Net Income Projections
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