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I. Executive Summary
Matchware Limited (“Matchware”)’s product is a fresh concept, offering potential clients a completely new platform for product advertisement, one that is not currently available in the clothes-retail market.  This venture is looking to offer specialist ‘booths’ that allow the client’s customers to visually see themselves in new clothing items, without the need to try them on.

This market niche has never been filled, and Matchware are poised to take advantage of this opportunity.  This niche allows this venture to become fully operational.  The clothing-retail market is continuing to grow, giving plenty of opportunity in both the UK market, and foreign markets.

There is currently only limited competition in this market, from Levi, but the products are sufficiently dissimilar to make them unique ideas.  A successful launch in Norwich, United Kingdom will provide the opportunity for expansion and growth into other locations around the UK.  Success here could lead to expansion overseas.  Great potential exists in the American market, and also the Far Eastern markets, where Matchware could establish a global brand.

Because competition could arise at any time, Matchware’s competitive advantages are:

· High level of customer support, building rapport, growing a strong customer base and a personalised service.

· Booths can be thoroughly customised and debranded, giving potential customers that bespoke look and feel.

· Advertising space on each booth allows for clothing retailers to offer further advertisement about their products and services.

We have a strong management team, with varied skills, that will help make this venture successful.  The management team have many characteristics:

· Leadership,

· Professionalism,

· Ambition/Motivation,

· Diverse backgrounds,
· Finance management and computing skills.

We are looking for an investment of £160,000, with over 500% return in 5 years.  We are also offering a 30% stake hold in the company as an initial offer, and we are also open to other offers. 
II. Company Objectives and Strategy

Mission Statement

“Matchware is an innovative company working to discover and develop new technologies in the fashion advice field and it is our mission to be recognised nationally and internationally as leaders in our field”

Aims and Objectives

Our long-term aim is to grow year by year and sustain our position as market leaders we plan to achieve our strategic aim by following our defined objectives:

· To increase brand awareness, primarily over the first two years

· Increase sales 100% in the second year

· To increase number of leases 100% year on year for the first five years

· To grow 20% year on year over the next five years

III. Product

The Matchware booths are much like traditional photo booths, in the sense that the customer walks into the booth and is presented with a screen and a camera. The system generates a model of the customer, using images taken from the camera, and presents that model to them on the central screen.  From here the customer can browse from a library of clothes available in the shop, and dress up the model of themselves in the clothes they want.  If the customer is satisfied, the booth can produce a ticket, which the customer can present to a sales assistant, who will provide the customer with their chosen purchases.
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Because of the booths design, a large area of advertising space will be available to retailers to supply more advertisements to customers, and onscreen advertisements and suggestions will increase client sales further.  Other planned ideas include debranding and also customer information cards (so the customer can go from shop to shop with a set of personal preferences).

We will be able to produce these booths at low cost, due to the materials and equipment needed, and are planning to offer them to clients on a leasing model, whereby the client can lease the booth for fixed lengths of time (usually quarterly, with a minimum 12 month contract).
IV. Market Analysis
The clothing market is a very competitive market with so many competitors competing for the same customers.  A business will try anything to get more customers to use their shop and buy their products with many shops currently using loyalty schemes and discount vouchers.  These techniques are rapidly becoming common to every store meaning they are less effective and new inventive ways of getting customers into stores must be found.  That is where we believe our product could help.  Our product will make the shopping experience more convenient, easy and exciting for a customer.  It is a novel product that can be used in company advertising to draw more people into the store so that even if a customer does not use the product they still come into the store, which obviously increases the chances of them making a purchase.  

Market Segmentation

Supermarkets are now starting to take on the role of department store and low price clothing ranges are taking away the much needed sales from the high street stores.  

Our booths will be aimed at the high street stores as they still account for the biggest percentage of clothing sales and due to the slight decrease in sales due to the supermarkets they are currently trying to find ways to get the customers back through the doors and a product like ours will help to raise interest and provide a new and novel way of shopping that today’s computer orientated society is likely to prefer. 

In today’s retail market the stores Marks and Spencer’s and the arcadia group (containing Topshop, Dorothy Perkins, BHS, Burtons, Topman, Wallis, Evans, Miss Selfridge and Outfit) are the biggest players in the clothing industry.  By placing our product in these stores we can ensure that it used by the largest volume of people and helps these businesses remain top of the retail industry despite increasing pressure from the supermarket stores.  

Survey results

Our survey was carried out both online and face to face. Its aim was to find out if a product such as ours would improve the shopping experience for an average customer and if there was a demand for such an item in the marketplace.  The most common age groups out shopping when the sample was taken were the 17-25 years and the 46-59 year old age groups.  Most people said they bought clothes between once a month and once every three months with half the remaining customers asked buying more frequently than this and the other buying less frequently.  The shop where most people frequently bought clothes from was Topshop with the other shops all getting around the same number of customers frequently visiting them.  The survey showed that on average most people spend around 10-20 minutes choosing clothes with the next highest being 0-10 minutes.  Only 10% of the customers asked spent over an hour choosing clothes.  Of the people asked most of them said that the clothes they buy nearly always fit or in fact do always fit them properly.  When the customers were asked about our product and that if it was available in shops would they use it 47% said yes and another 39% said maybe.  Only 4% said no they wouldn’t use it if it was available.  When asked what stores they would expect to see a product like ours in most people said Topshop and Marks and Spencer’s with Burtons and BHS closely behind.  39% said they would often be prepared to pay extra for clothes that fit properly and 29% said that sometimes they would pay more.  However 15% said they would never pay extra for clothes that fit properly.  The survey showed that 18% would prefer to buy their clothes using our booths with 61% saying that sometimes they would prefer to use the booth to shop over the normal methods.  The customers agreed that everything suggested by the survey to go in the booth was needed with the most important thing customers want to see being clear user instructions.  Another idea for our booth was to have it offer fashion advice and one of the questions asked by the survey was who they would like to see giving this advice.  With 39% a stylist to the famous was the first choice and Trinny and Susanna came in second with 25%.  When asked if there were any other suggestions they might have for improving the booth design a few interesting suggestions were made such as allowing the booth to suggest outfits you may like based on your hair and eye colour and your face shape.  The idea of allowing you to print out pictures of all the clothes you looked at was also raised.  

Survey conclusions
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The survey said that 47 % of the customers asked said they would definitely use the booth if it was available and in a later question 18 % would definitely prefer to use the booth to buy their clothes and a further 61 % saying that sometimes they would prefer to use it. This makes it clear that our product would be a valuable asset to any department store.  

Interview With British Home Stores Manager

Using our contacts in the industry we managed to gain an interview with the manager of the Colchester branch of British Home Stores.  The manager was shown our product and asked whether she believed it would be something we could expect to see in British Home Stores in the future and not only was she very impressed but she believed that it is something that in the future BHS might include in their stores.  BHS have always been one of the leading department stores with branches all over England, Wales, Scotland, Ireland and they even have branches in Lithuania and Moscow in Russia so getting our product in a store like this would mean a lot of business just from one client.  The manager explained that there is no point going to an individual store and asking them if they would be interested in our product and that instead we would have to go straight to head office as that is where all the buying decisions are made.  She also said that BHS relies very heavily on their customer use of store cards and that because more stores offer them it is getting much more difficult to get a customer to open a new one with them.  If they had a product in stores like ours then it may make it easier to get customers through the doors and regular shoppers would want to take advantage of the discount card as it would lead to them saving money.  She believes that it is a product that BHS would be interested in and might even see in stores in the future.  

Industry Participants

The popularity of the web is increasing so fast today and online shopping has become more popular in the retail market. The brand-intensive companies like Nike, Virgin and Sony have turned to multimedia to draw customers to their retail stores and as well as the Levi’s “Mega” store world. 
Below is a brief introduction of the Levi’s Jean “Mega” store world. Some similar ideas to the ones used in Levi’s store are going to be built in our booth, but there are still quite a lot of differences. 

Levi’s Jeans

Levi's Jeans was looking for a new approach to selling their customizable Original Spin™ jeans. The store, has had $20 million invested into it, it features 70,000 watts of digital audio, a biometrics recognition system, a 3 D body scanner, and at least as many video screens as the floor of the New York Stock Exchange, and is part theatre, part art gallery, part museum, part cinema and part rave store. 
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If you come to shop in the store, you can be custom-fitted with Levi’s jeans using an advanced 3D body scanner.  The scanner, in a dark room just behind the futuristic steel-encased fitting area, captures 48 image slices of your body in less than two seconds, then processes the images to extract key body measurements. The computer also creates a 3D representation of your body and displays it on a screen inside your fitting room. Video screens inside each of the store’s fitting rooms display a visitor’s 3D body image as they are trying on clothes.
Choosing Jeans
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Visitors can choose their desired jeans by selecting different styles, fabrics, colours, sizes, and design features from a computer screen. They can also create their own jeans with trained sales professional, who facilitates the discussion of fit preferences.  At the same time, the Levi’s has a program called the “Original Spin™ Program”, which enables customers to make their own unique pair of jeans. The scan data and patterns for each customer are stored in the computer, so that any jeans cans be reordered by the customers and enables them to get the data directly when they go to the shop and do not necessarily have to go through the scanning process again.  

Image Capture
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 Visitors can surf the Internet in the store, so they are able to capture a digital image of themselves, with a variety of backgrounds, and email the picture to friends and family. In addition, visitors can become “models” by electing to have their picture stored in the MediaSpace system and projected on the store’s video screens. 
The Media Technology: 
A full-time media manager operates the ‘MediaSpace’ system and directs audio and video to surround-sound zones and video screens throughout the store.  The media manager is able to create “shows” and control the store’s atmosphere and ambiance through media.  
The Levi’s ‘Mega’ store also has its own CD Listening Station, Video Periscopes, and Biometrics Systems in it. Therefore, it is truly a highly technical custom-jeans retail store.
Introduction of our ‘MATCH WEAR’ Booth:  
Our ‘Match Wear’ booth does not need nearly as much funding as Levi’s, but it still has most of the same functions as the Levi one and even has some extra facilities not found in the Levi booth. 

Choosing Clothes 
If you come into our booth to choose an outfit, you will definitely notice the large touch screen system, and the audio instruction system available in a selection of languages including light music in the background, which will guide you clearly through the essential steps involved in operating the booth, and ensures using our product is as simple as possible. The buttons are clearly displayed and have images on to make them even. Clothes on special offer are placed on the first page- the main screen, with detailed photos, so they are able to see if any items they like are currently reduced. The clothes are divided into male, female and children and are further sub-divided into seasons as well. The clothes are also separated into styles and are presented as a list on the screen: For women, Tailoring, Going out, Bridal/ Occasion, Smart casual, Casual ware, Swimwear, Petite, Maternity, lingerie, nightwear, shoes and accessories. For man, Shirts and Ties, Trousers, Coats and Jackets, Shirts and Jeans, Casual—tops, jackets, jeans, t-shirts, shorts, knitwear, Skiwear, Nightwear & Underwear, Swimwear, Shoes and Accessories.  There are different colours, prices and sizes within all of the above styles and Photographs are attached to enable the user to see the different options of outfits. For children the clothes are divided into ages and for adults it is clothes size. Every customer has an account, which they need to log into each time they start shopping. The accounts maintain every previous shopping record for each customer. 

Image Capture 
Once a customer has chosen the desired items, he/she might want to have a quick try, to see if they actually wish to buy the items. We have 3D cameras fixed above the screen. A customer just follows the instruction, and a camera will take the image of the customer, and the face of the customer will be placed on the top of the computer drawn body. Our image system will put an image of the customer on a screen over the photo of the item the customer chooses. The image can be put over various clothes the customer has selected, with them he/she can match together. 

Ordering Clothes 
Our product system will automaticaly create a item order form for customes after they decided which items they wish to buy. The shopping items of each customer will be recorded in our product system once they complete the purchasing step. The customers can print a photo out of them trying on the clothes and are also able to print out the order form if an item is not in stock to allow them to collect it at a later date. If the Item is in stock within the store then the booth will inform the customer to go over to the customer service desk with a reserve form where they may pickup the items they have ordered. Customers can also order on the internet because all of our boothes are connected to the world wide web. 

Cost of Advertising

Advertising is a very expensive process with some large companies like Nike and Levis spending millions of pounds on it every year.  An advertising slot on channel four which gives a business three, ten second slots a day for a month costs between £10,000 for local channel four to £31,0000 for national channel four.  A thirty second advertising slot doubles the price.  Advertising in publications such as the yellow pages is much cheaper but the target audience is much smaller meaning a lot less potential customers are going to see the advert.  The typical cost of a ¼ of a page sized advert in the local yellow pages is £1265 so in order to reach the more of Britain you have to place the advert in more regional yellow pages and the costs are multiplied.  Our company would not need to advertise our booths on television but the companies renting them are able to use our product in their own advertising campaigns to get more people through their shop doors.  This means that as a company we do not have any expenditure on advertising and saves us a lot of money.  A much cheaper way of increasing knowledge of our product is go to the head offices of a company and market it directly in the form of a presentation or demonstration as I found out during my interview with a British Home Stores administration manager.  

V. Management

Management

Matchware is managed by a team of eight board members, five with specific roles within the company.

Matthew Abbott

Matthew Abbott is currently studying Computing Science BSc, and has 2 years experience running a business.  He currently jointly runs a web-hosting business, LiquidSix, and has other varied work experience in both banking and public houses.

Matthew Abbott is the Chief Executive Officer of Matchware Ltd.

Paul Sharman

Paul Sharman is currently studying Computing Science with Electronics BSc, and is actively employed in the retail market.  He has worked in this market for nearly 4 years. He is also an active member of ST Johns.

Paul Sharman is the Vice Executive Officer of Matchware Ltd.
Guy Chisholm

Guy Chisholm is currently studying Computing Science BSc.  He has chosen Graphics units with his course.  Guy has worked in the retail industry for around a year.

Guy Chisholm acts as the Company Secretary for Matchware Ltd.
Lauren Gilman

Lauren Gilman is currently studying Computing Science BSc, and has had a widespread experience in the retail market.  She has worked both in management and workforce, so brings valuable experience to the group.  Lauren was also managing director of a very successful young enterprise company, which managed 1000% profit based on the start-up capital.

Lauren Gilman is the Marketing Director of Matchware Ltd.
Peter Oram

Peter Oram is currently studying Computing Systems Engineering BSc, and also has a varied work experience.  He manages financial projections for Matchware Ltd.

Peter Oram is the Financial Director of Matchware Ltd.
Paul Wheeler

Paul Wheeler studies Business Information Systems BSc, and is actively managing a varied number of websites, and has worked in a number of areas of the retail market.  He has also had factory experience, and public house experience.  He often assists Peter Oram with finances.

Thomas Hughes

Thomas Hughes is an active student studying Computing Science BSc, with interests in Media.  He has worked with the retail market for around 2 years.  He is knowledgeable about law and its applications to this venture.

Qingin Lou

Qingin Lou also studies Business Information Systems BSc, and is also very multi-lingual.  She also assists Lauren Gilman with marketing.

VI. Financial Projections

In order to extrapolate any financial projections, costs must be considered. The main costs and a brief explanation of each are listed below: 

Software Licences

To have the required software for the programmers and the manager, licence fees must be paid.

The principle expense will be on software licences. Microsoft Visual Studio is approximately £500 per licence and Microsoft Office XP is approximately £260 per licence.

As there will be three software programmers in total, three Visual Studio licences will be required. An additional expenditure of £260 for one Office XP licence on the managerial workstation will also be necessary.

Computers

There is an option of leasing a small computer network at approximately £40 per week. However, over a period of 5 Years, it will be more cost effective to buy our own equipment outright.

Required are four mid-range computers; three that will essentially be programming workstations only and the remaining one: a managerial workstation for the processing of correspondence and financial considerations (such as wage slips and tax forms).

Premises

We have found a fully serviced office in the centre of Norwich from which to base our business. The rent is £155 per person, per month. This works out as £13,020 per year. Although this seems a lot at first glance, it includes all of the following thus making costs easier to control (see appendix):

· 24 Hour Access

· Catering Facilities / Refreshments

· CCTV Security

· Colour Photocopying

· Office Furniture

· On Site Management

· Photocopying and Faxing

· Mail Handling

· Secretarial and Admin Facility

· Water Rates
· All Heating, Lighting and Electricity Costs
· Buildings Insurance
Office Furniture and equipment (telephones, photocopiers etc)

These are all included in the rental of the offices and so large initial outlays of capital avoided. 

Staffing

As expected, staffing is the highest cost; representing approximately 85% of operating costs.

Manager

A manager will be required mainly for administration; calculating tax and wages, liaising with representatives of other companies and general ‘run of the mill’ considerations.
Software Programmers

Three software programmers will be employed; two relatively low salary junior programmers and one more experienced, and thus, highly paid programmer who will also act as a team leader. As there will be three programmers in total, the software should be written relatively quickly.

Engineers/Technicians

To begin with, only one engineer will be employed to assemble the booth with the option to employ more in year two as demand increases. Once the booths are established in high street shops, the engineers will take periodical inspections of the booths and repair any malfunctions. 

Market Analyst

A market analyst will be employed to asses the state of the market in year two.

Sales Reps

Two sales reps will be employed for a very brief period during the Beta testing stage. Their job will be to stand in the high street and invite people to evaluate the prototype. Results will be passed back to the software programmers who will develop the software accordingly.

Raw Materials for Booth

The raw materials required for the booth are:

Booth ‘shell’ – A rugged steel frame made to specification by an outside company. It will contain cut-outs for the screen, wires etc and a few extra cut-outs for when upgrades to the booth are implemented. The frame is covered in metal and plastic and includes levelling legs and  heavy duty castors.

17” Touch Screen – for the user interface. 

Laser Printer - for any printouts requested by the user. At the beginning of each quarter, new printing consumables will be supplied and installed in each of the booths.

Camera (High quality 4MP) – required to take photos of the subject and upload them to the software.

Computer (Midrange Base Unit) – necessary to run the software in the booth.

Other miscellaneous minor components and cabling – This includes a illuminated top, pressure sensors in the floor and audio speakers.

Other Costs

Once the booths have been constructed they will be stored in local warehouses. This will cost approximately £390 per year and includes full security surveillance. 

Sales

With reference to the marketing section, it seems realistic to expect our first sale to come in the early part of the second year. By this time, the majority of the company’s attention will be towards generating sales (along with the implementation of pre-planned extra features). The developments expected in the second year will be minor and, as such, will require only limited resources. Once the updates are complete, the lease price will increase.

By year three we expect to produce a further 24 booths (producing 50 in the following years). Considering the size of the high street chains and their number of branches, 50 sales in a year seems highly achievable – particularly if a major chain such as BHS or the arcadia group shows interest. 

Financial Forecasts

We initially intend to lease the booths for approximately £3500 per quarter. This price is negotiable and dependant on how many booths the store leases. There will be a fixed installation and setup fee of £1500 per booth. There will also be an option to buy advertising space on the side of the booth for the store to use as they see fit. The cost of this space will be £250 per quarter.

The only exception to this will be our first sale. As the booth will be a new innovation and therefore a risk to the company that takes it on, we will offer it at half price.

We will manufacture six booths in the first year; one for prototyping and as a display model when pitching to potential buyers and five fully functional booths for leasing.

Optimistic projection

Early in year two, we intend to have sold our first lease. In year one, the product would not have been available for leasing due to the time taken in development. Now that development will be less of a priority, the majority of our resources can be directed to generating sales. We expect to have sold leases for all booths produced in year one (five) by the end of the first quarter of year two. We will also develop the product further in year two, to include the extra features discussed previously. The current booths will be upgraded and the lease price will increase to £4000 per quarter. We will produce twelve booths in year two and hire an extra engineer to cope with the increased workload.

In year three, as we start to get more established in the market, we will produce 24 booths and hire another engineer. By this time, there will be no further development on the booth. Therefore, the need for a software programmer becomes redundant. In place of the programmer we will hire a technician who will load the software onto the booths and perform routine maintenance to existing booths.

In the following years we expect to annually sell 50 leases, yielding a final net profit of approximately £1.8m.

Below is a graph of net profit over time:
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	Year 5 Summary
	 

	Total Revenue
	£2,472,000.00

	COGS
	£85,000.00

	Gross Profit
	£2,387,000.00

	Operating Expenses
	£170,229.64

	Fixed Costs
	£21,300.00

	Taxable income 
	£2,195,470.36

	Tax
	£374,057.31

	Net profit 
	£1,821,413.05

	Net profit margin 
	73.68%


A full breakdown of all finances is included in the appendix.

Pessimistic projection

If we do not sell all 17 leases in year two, we will only produce another twelve booths in year three. We will not hire any more engineers and aim to sell as many leases as possible by the end of the year. If we meet our targets in year three, we will produce 20 booths in both years four and five. In this scenario, we will not be in profit until early in the third year.
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	Year 5 Summary
	 

	Total Revenue
	£1,203,000.00

	COGS
	£117,300.00

	Gross Profit
	£1,085,700.00

	Operating Expenses
	£170,229.64

	Fixed Costs
	£10,350.00

	Taxable income 
	£905,120.36

	Tax
	£148,246.06

	Net profit 
	£756,874.30

	Net profit margin 
	62.92%


A full breakdown of all finances is included in the appendix.

Balance Sheet Year One

	Year 1
	 
	 

	Costs
	 
	 

	Booth (x 6)
	 
	 

	Shell
	300.00
	 

	Screen
	400.00
	 

	Camera
	200.00
	 

	Computer
	300.00
	 

	Printer
	300.00
	 

	Misc
	200.00
	 

	Sub-Total
	1,700.00
	 

	 
	Total COGS
	10,200.00

	Staff
	 
	 

	Manager
	20,000.00
	 

	Jr Software Programmers
	30,000.00
	 

	Project Leader
	35,000.00
	 

	Engineers
	21,000.00
	 

	Sales Reps
	1,536.00
	 

	 
	Total
	107,536.00

	Workspace
	 
	 

	Rent
	13,020.00
	 

	Office equipment
	3,160.00
	 

	Computers
	1,400.00
	 

	Software Licences
	1,760.00
	 

	Storage
	390.00
	 

	 
	Total
	16,570.00

	Bills
	 
	 

	Telephone
	1,319.64
	 

	 
	Total
	1,319.64

	Other
	 
	 

	Misc (photocoping etc)
	500.00
	 

	Patent Costs
	8,000.00
	 

	
	Total
	8,500.00

	 
	 
	 

	Fixed Costs
	 
	 

	Printer Consumables
	900.00
	 

	 
	Total
	900.00

	 
	 
	 

	 
	Operating Costs
	130,765.64

	 
	Fixed Costs
	4,060.00

	 
	Total Costs
	134,825.64

	 
	 
	 

	Revenue
	 
	 

	1 Leases (1Yr)
	0.00
	 

	Advertising (1Yr)
	0.00
	 

	Installation Fee
	0.00
	 

	 
	Total Revenue
	0.00


Balance Sheet Year Two

	Year 2
	 
	 

	Costs
	 
	 

	Booth (x 12)
	 
	 

	Shell
	300.00
	 

	Screen
	400.00
	 

	Camera
	200.00
	 

	Printer
	300.00
	 

	Computer
	300.00
	 

	Misc
	200.00
	 

	Sub-Total
	1,700.00
	 

	 
	Total
	20,400.00

	Staff
	 
	 

	Manager
	20,000.00
	 

	Project Leader
	35,000.00
	 

	Engineers
	42,000.00
	 

	Market Analyst
	16,500.00
	 

	 
	Total
	113,500.00

	 
	 
	 

	Workspace
	 
	 

	Rent
	13,020.00
	 

	Storage
	390.00
	 

	 
	Total
	13,410.00

	Bills
	 
	 

	Telephone
	1,319.64
	 

	 
	Total
	1,319.64

	Other
	 
	 

	Misc (photocoping etc)
	500.00
	 

	 
	Total
	500.00

	 
	 
	 

	Fixed Costs
	 
	 

	Printer Consumables
	2,550.00
	 

	 
	Total
	2,550.00

	 
	 
	 

	 
	Operating Costs
	128,729.64

	 
	Fixed Costs
	2,550.00

	 
	 
	 

	Revenue
	 
	 

	First Lease (1Yr)
	1,750.00
	 

	Advertising (1Yr)
	125.00
	 

	Phase 1 Booth Lease (1Yr)
	70,000.00
	 

	12 Leases (1Yr)
	192,000.00
	 

	Advertising (1Yr)
	12,000.00
	 

	Installation Fee
	18,000.00
	 

	 
	Total Revenue
	222,000.00


Balance Sheet Three

	Year 3
	 
	 

	Costs
	 
	 

	Booth (x 12)
	 
	 

	Shell
	300.00
	 

	Screen
	400.00
	 

	Camera
	200.00
	 

	Printer
	300.00
	 

	Computer
	300.00
	 

	Misc
	200.00
	 

	Sub-Total
	1,700.00
	 

	 
	Total
	20,400.00

	Staff
	 
	 

	Manager
	20,000.00
	 

	Technician
	15,000.00
	 

	Engineers
	63,000.00
	 

	 
	Total
	98,000.00

	Workspace
	 
	 

	Rent
	13,020.00
	 

	Storage
	390.00
	 

	 
	Total
	13,410.00

	Bills
	 
	 

	Telephone
	1,319.64
	 

	 
	Total
	1,319.64

	Other
	 
	 

	Misc (photocoping etc)
	500.00
	 

	 
	Total
	500.00

	 
	 
	 

	Fixed Costs
	 
	 

	Printer Consumables
	4,350.00
	 

	 
	Total
	4,350.00

	 
	 
	 

	 
	Operating Costs
	113,229.64

	 
	Fixed Costs
	4,350.00

	 
	 
	 

	Revenue
	 
	 

	29 Leases (1Yr)
	464,000.00
	 

	Advertising (1Yr)
	29,000.00
	 

	Installation Fee
	18,000.00
	 

	 
	Total Revenue
	511,000.00


Balance Sheet Year Four

	Year 4
	 
	 

	Costs
	 
	 

	Booth (x 20)
	 
	 

	Shell
	300.00
	 

	Screen
	400.00
	 

	Camera
	200.00
	 

	Printer
	300.00
	 

	Computer
	300.00
	 

	Misc
	200.00
	 

	Sub-Total
	1,700.00
	 

	 
	Total
	34,000.00

	Staff
	 
	 

	Manager
	20,000.00
	 

	Technician
	30,000.00
	 

	Engineers
	105,000.00
	 

	 
	Total
	155,000.00

	Workspace
	 
	 

	Rent
	13,020.00
	 

	Storage
	390.00
	 

	 
	Total
	13,410.00

	Bills
	 
	 

	Telephone
	1,319.64
	 

	 
	Total
	1,319.64

	Other
	 
	 

	Misc (photocoping etc)
	500.00
	 

	 
	Total
	500.00

	 
	 
	 

	Fixed Costs
	 
	 

	Printer Consumables
	7,350.00
	 

	 
	Total
	7,350.00

	 
	 
	 

	 
	Operating Costs
	170,229.64

	 
	Fixed Costs
	7,350.00

	 
	 
	 

	Revenue
	 
	 

	49 Leases (1Yr)
	784,000.00
	 

	Advertising (1Yr)
	49,000.00
	 

	Installation Fee
	30,000.00
	 

	 
	Total Revenue
	863,000.00


Balance Sheet Year Five

	Year 5
	 
	 

	Costs
	 
	 

	Booth (x 20)
	 
	 

	Shell
	300.00
	 

	Screen
	400.00
	 

	Camera
	200.00
	 

	Printer
	300.00
	 

	Computer
	300.00
	 

	Misc
	200.00
	 

	Sub-Total
	1,700.00
	 

	 
	Total
	117,300.00

	Staff
	 
	 

	Manager
	20,000.00
	 

	Technician
	30,000.00
	 

	Engineers
	105,000.00
	 

	 
	Total
	155,000.00

	Workspace
	 
	 

	Rent
	13,020.00
	 

	Storage
	390.00
	 

	 
	Total
	13,410.00

	Bills
	 
	 

	Telephone
	1,319.64
	 

	 
	Total
	1,319.64

	Other
	 
	 

	Misc (photocoping etc)
	500.00
	 

	 
	Total
	500.00

	 
	 
	 

	Fixed Costs
	 
	 

	Printer Consumables
	10,350.00
	 

	 
	Total
	10,350.00

	 
	 
	 

	 
	Operating Costs
	170,229.64

	 
	Fixed Costs
	10,350.00

	 
	 
	 

	Revenue
	 
	 

	69 Leases (1Yr)
	1,104,000.00
	 

	Advertising (1Yr)
	69,000.00
	 

	Installation Fee
	30,000.00
	 

	 
	Total Revenue
	1,203,000.00


VII. Exit Strategy

Our exit strategy is to sell the company and its assets to another organisation who will continue operations. Even if things do not go as planned in the optimistic projection, the company will still be worth approximately £3m (when intellectual property and copyrights are taken into account). The rate of return for the venture capitalists’ will be £900,000; just over 550%.

VIII. Investment Request
We intend to be entirely self-sufficient by the end of year two. We have already raised £24,000 towards research and development costs but a further £300,000 is required to continue. This figure is based on projected costs up until the company begins to make a profit (i.e. costs for years one and two). We are prepared to offer a 30% share in the company in return for funding.

Thank you for giving the time for reading our proposal if you did decide to invest in our booths and become partners it will be money not wasted as we have the energy and determination to make this work.
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