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1.0 Non-disclosure Agreement

COPY NUMBER

Accounting Consulting's business plan is confidential, containing information proprietary to
Accounting Consulting. None of the information contained in this plan may be reproduced or
disclosed to any person under any circumstances without express written permission of
Accounting Consulting. | have accepted and will protect the confidentiality of this business plan.

Recipients signature
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2.0 Executive Summary

2.1 The Purpose of the Plan

This document outlines a proposed microcomputer consulting service and will

help in identifying requirements for starting and operating the business outlined

here. In order to do this, the report will review the market or markets that might
exist, determine what competition exists in those markets and identify the skills

and equipment needed. Financial performance is projected and funding requirements
are considered.

The information contained in this report will serve two main purposes: to
determine the viability of the proposed business and to measure its ongoing
operations.

2.2 The Company

Market Needsto be M et

Accounting Management Systems (AMS) will provide consulting services to
small and medium sized businesses to assist in selecting and implementing
available microcomputer accounting systems.

Many smaller and medium-sized businesses today need to implement or upgrade
their accounting and business reporting systems. These businesses seldom

have the necessary skills available to meet these needs in a successful or timely
fashion. They simply want a solution that will meet their needs, works when it

is supposed to, and is cost effective to implement.

Competitive Advantages

Accounting Management Systems will offer four and a half years of experience
in the selecting and implementation of off-the-shelf micro-computer accounting
programs. Other specific advantages include:

Experience with proven microcomputer equipment and software.

An existing network of contacts among resellers and other consultants.

Formal training and practical experience in business management and operations.
Polished communications skills.

Low overhead costs.

Competitive Weaknesses
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As a start-up, Accounting Management Systems will be faced with a number disadvantages:

Dependent on one person.

Will not possess all specialized skills required in every situation.
The lack of formal offices for meetings.

Thelack of aprofessional image.

2.3 Products and Services

Accounting Management Systems will provide consulting services to small and
medium-sized businesses that wish to implement or upgrade microcomputer based
accounting systems using off-the-shelf programs. These systems will

vary from a single computer to small computer networks at several sites linked

via telecommuni cations equipment.

A typical engagement would include some combination of the following
services:

A thorough needs analysis.

An objective assessment of the wide variety of accounting software available, and how each one
meets the needs determined, with a recommendation and alternatives.

Accurate documentation of existing procedures. Application of these procedures to the selected
new system and documentation of the new procedures.

Installation and configuration of the selected programs and required hardware.

Training of staff in the use of the new systems.

Ongoing support for the new programs.

These services will be billed at an hourly rate between $40 and $70. The rate
charged will depend on the size of each engagement, anticipated future activity
with the client and the opportunity to develop or acquire new skills during the
engagement.

2.4 Market Analysis

Target Market Characteristics

A typical business that might hire Accounting Management Systems is expected
to be:

Smaller in size, up to $5million or 100 employee.
Local or regional in scope.
In the service, retail, wholesale or light manufacturing sectors.

Target Market Size
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The vast majority of businesses in Canada are small, as defined above.
Approximately 6,700 businessesin Calgary in 1991 met al of these characteristics.
That many exist outside Calgary in the southern Alberta area, for atotal of

about 13,500. At least 10% of that number begin as new businesses each year.

2.5 Marketing and Sales Activities

Marketing Strategy

Marketing activities will initially concentrate on networking in the following
areas.

Computer dealers.

Accounting software vendors.

Other consultants.

Accountants and other personal service professionals.

Participation in trade shows and industry seminars.

Referrals from past or existing clients.

Participation in electronic forums dedicated to the target market and to
consulting.

Media advertising does not appear to offer any significant return at this point.
Possible marketing opportunities include:

Direct mailings.

Cooperative advertising with computer dealers and accounting software
vendors.

Direct participation in seminars and trade shows in partnership with dealers
or vendors.

Paper and electronic bulletin board postings.

Sales Strategy
Aninitial meeting with prospective clients will be performed at no charge. This
meeting will confirm the existence of needs for change. The prospective client

must come away from the meeting with some trust or confidence in the consultant
and his ability to implement a solution to the client’ s needs.

2.6 Operations

Accounting Management Systems will operate from a home office for much of
itsfirst year. Necessary equipment, including a phone, answering machine, fax
capability, file storage and computer equipment will be kept in that office.

Most of the actual consulting services and meetings with clients will be
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performed at the client’s place of business. Some configuration of equipment
and software and the writing of proposals and documentation will be performed
in the home office.

All significant engagements will be initiated with an informal meeting where the
prospective client’ s needs are discussed and confirmed to exist. Thisfirst
meeting will be followed by awritten proposal and a contractual engagement
letter to be signed by the client before further work is performed.

Records of existing systems and procedures, aternatives and recommendations,
hardware and software purchases and configurations will be kept.
Records of the billable time spent on each engagement will also be kept.

Meetings with the client staff will be held at important points during each
engagement to ensure that everyone involved is aware of the progress and the
work that remains to be done. In most engagements, it is expected that client staff
will perform some of the configuration work.

2.7 Management and Owner ship

Accounting Management Systems is organized as a sole proprietorship with
Richard L. Sawinski asits owner, manager and only consultant.

2.8 Financial Data: Funds Required & Their Uses

Theinitia requirements for capital are between $10,000 and $12,000. Approximately
half of this amount would be raised through debt financing, the rest would
be met through cash flow. These funds will be used as follows:

$5,000 to $6,000 for computer equipment.
$2,500 to $3,000 for licensing agreements with several vendors.
$2,000 for computer software purchases.
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2.9 Milestones

Task Resp. Start End Cost
First Milestone 1/1/2000 12/31/2000 $0
Totals \ \ 1/1/2000\ 12/31/2000 $0

2.10 Revenue/l ncome per Employee

Revenue & Pre-Tax Income per Employee

1 A Revenue

$$$

V¥V Pre-Tax

0¥ ¥ ¥ ¥ .
2002 2003 2004 2005 2006
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3.0 Company Description

3.1 Natur e of the Business

Who is Accounting Management Systems?

Accounting Management Systems is a sole proprietorship operated by Richard
L. Sawinski. His resume available upon request. This company will provide
consulting services to small and medium-sized businesses. Its primary services
are to assist in selecting and implementing microcomputer accounting systems.
Secondary services would include implementation of related business programs
and hardware and possibly sales of specific hardware and software. Retail sales
are not the focus of this business.

What mar ketplace needswill AM'S meet?

All businesses need to be managed. The basic process of management isto:
collect information about the business, its day to day operations, its customers
and its environment; to compare the information with past information, projections and information
about competitors; and to make decisions about the

business's activities. A sound accounting/management system using readily
available computer technology can collect data accurately, minimizing chances
for human error. It can also analyze the report on the data quickly and
communicate the information to staff, customers and associated businesses.
Because the accounting/management system is central to any business, managers
also have needs beyond the mechanics of the system itself, including

obtaining a solution on atimely basis, cost effective implementation and
operation of the system, and confidence in the abilities of the service provider.

Who hasthe needsfor my service?

All businesses have these needs. Owners and managers are faced with more and

more information with which to make decisions about their operations. They see
current computer technology every day in newspapers, department stores and

in other businesses. This technology promises to help them do more work in less
time with better results.

Most of the skillswill not be needed on an ongoing basis, so hiring or training
staff cannot usually be justified. The business simply wants a solution that will
meet their needs, one that works when it is supposed to, and is cost effective
to implement and operate.

Company Description Page 7



Accounting Consulting Business Plan

3.2 Accounting Mgmt Competitive Advantages

Account Management Systems offers four and a half years of direct experience
in the selection and implementation of off-the-shelf microcomputer accounting
programs.

Formal training and nine years combined experience in both the management and
operation of avariety of different business will help to provide aready
understanding of the specific needs in each client situation.

Polished communications skills will quickly and accurately document the client's
needs, the alternatives and recommendations for change.

Direct experience with various mini- and microcomputer equipment, current
knowledge of the latest PC technology and existing contacts among resellers
and other consultants will help to ensure up-to-date solutions and smooth
transitions.

Low overhead costs will help with profitability in the first few years.

3.3 Competitive Weaknesses

Reliance on a single person is a drawback. Only so many hours are available to
perform chargeable services, prospect for new clients, manage the business and
maintain or learn new skills. Thisis also the source of considerable flexibility in
choosing with services to offer and which skillsto obtain.

Some engagements will require specific skills that are not possessed and cannot
be learned quickly. Through contacts in the consulting and computer sales
industry these functions will have to be sub-contracted or referred to other
parties.

During atypical engagement some functions are more labor intensive, such as
installing cable and the physical installation of other equipment. In order to
maximize chargeable time and profit, these functions may be sub-contracted to
third parties with whom Accounting Management Systems has dealt in the past.

Initialy, alack of formal offices and a professional image will pose problems.
M eeting space has already been secured with several computer dealers and
office management contacts on an as-needed basis. Options for rented space
and aleased vehicle are examined in detail in the body of this report.

Answering services are being met initially with a computerized voice mailbox
system. A cellular telephone is also an option that is being considered.
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3.4 Personnedl Count

2002 2003 2004 2005 2006
Engineering/Development
Management
Non-management
Production/Service Delivery
Management
Non-management
Marketing
Management
Non-management
Sales
Management
Non-management
Customer Support
Management
Non-management
General & Administrative
Management
Non-management
Other
Management
Non-management

Total Personnel 0 0 0 0 0
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4.0 Products And Services

4.1 Detailed Description

Accounting Management Systems will provide consulting services to small and
medium-sized businesses that wish to implement or upgrade microcomputer based
accounting systems using off-the-shelf programs. These systems will

vary from a single computer and program to small computer networks to several
sites linked via telecommunications equipment. The systems will be chosen to
meet the specific sites linked via telecommunications equipment. The systems
will be chosen to meet the specific client needs, primarily to provide greater
management reporting and control for the client businesses along with improved
operating efficiency.

Specific services will typically be combined during a single engagement.
However, each of these services can be offered individualy, depending on the
client’s needs. The services will include:

A thorough needs analysis.

An objective assessment of the wide variety of accounting software avail-
able, and how each one meets the needs determined, with a recommendation
and alternatives.

Assistance in sourcing and obtaining the selected programs and equipment.

Accurate documentation of existing procedures and application of these

procedures to the selected new system with documentation of new procedures.

Installation and configuration of the selected programs and required hardware.

Conversion of existing data from paper records or previous systems to the
new system.

Training of staff in the use of the new systems.

Ongoing support for the new programs.

The range of computer programs supported include:

Accounting programs. General Ledger, A/P, A/R, cheque writing, bank
reconciliation.

Operations programs. Order Entry, retail Point of Sale, Inventory and

Purchasing.

Management support programs. Property Management and Contact

Management.

Fully integrated electronic data interchange (EDI).

Integration with other basic office programs such aslocal area networks,
electronic mail, word processing, spreadsheets and databases.
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4.2 Specific Benefits of Service

Businesses may already use computer equipment to conduct and manage their
operations. Increasingly, smaller and medium-sized businesses are taking
advantage of newer computer technology to increase their efficiency and
competitiveness.

The new systems often require changes to existing procedures and can impact
many related areas of business operations. If the effects are anticipated and
carefully considered, efficiency might be improved in these areas as well. If these
effects are ignored there may well be unnecessary frustration and delay in the
implementation. A consultant experienced in implementing new systems and
anticipating the required changes will return the investment in his wages by
increasing the benefits and decreasing the frustrations.

Wherever possible, the new systemswill be integrated with existing computer
systems and business operations. In some cases the new accounting systems
will be required because of changes to business operations. In other cases the
new systems will act as a catalyst for changes to their procedures and computer
systems. In both cases there is an opportunity to provide greater efficiency; in
the operations of the client businesses.

4.3 Legal Agreementsthat could affect AMS

A consulting and sales agreement is being negotiated with Management

Systems Inc. (MSI) of Georgiaand Manitoba. This agreement will provide for
referralsto Accounting Management Systems from M Sl marketing and support
activities. The sales aspect of the agreement is required because M S| does not

sell its products through retail channels. The range of products available run

from small business accounting software to management systems for medium sized
businesses and carry list prices from $225 to $15,000.

A similar agreement is being sought with International Computer of Albertaand
New Y ork. This agreement would involve only the consulting and support
servicesfor their line of Accounting Plus accounting programs.

Discussions have been held with Imagine Corporation of Oregon with respect
to their ClearAccount 1 and 2 products. Although they do not have any formal
consulting programs they have provided evaluation copies of all of their
software.

Imagine and the other firms above provide an electronic forum where customers
from all over North Americawho are using the products can request assistance
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and services.
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5.0 Market Analysis

5.1 Industry Description and Outlook
Description of primary industry

Most statistics available for the computer consulting industry are based on a

broad category of computer services, including rental/leasing of computer

systems, time sharing systems, programmers, support and help desk providers,
aswell as consultants for everything from large networks to publishing of CDROMSs.

Consultants dealing specifically with accounting software are a small subset of
this group. Many computer dealers or resellers are drawn to the market, but few
have or acquire any specific accounting skills or an understanding of accounting
and management systems.

Public accountants are more likely to offer competent skillsin selecting and
implementing this type of computer system. Whether they do or not typically
depends on their size and management style.

Independent consultants who concentrate on the accounting software market
are still rare.

Size of the Industry
Currently
According to Statistics Canada the number of computer service providersin

Canada, as defined above, grew from 9,380 in 1988 to 9,694 in 1989. The number
of such firms with employees decreased from 6,560 in 1989 to 5,682 in 1991.

This does not likely indicate that the industry is shrinking or consolidating, but
more likely reflects the trend towards self employment in Canada.

The number of such businessesin Calgary is approximately 3 to 4% of the total,
or 300 to 400 businesses. Perhaps half of this number are involved in financial
systems. However, the number that concentrate specifically on accounting
systemsislikely on 2 1/2 to 5% of this number, or between 8 and 20 firms.

In Five Years

A growth rate of 2.5% from 1988 to 1989 would translate into an additional 50
to 100 computer service firmsin Calgary in five years.
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Industry Characteristicsand Trends
Historically

Computerized accounting and management systems consulting among smaller
and medium-sized businesses is a new market that has existed only for the past
10to 12 years, since the personal computer has allowed smaller companies to
computerize.

It is becoming an established industry, but it is constantly evolving. The nature
of any computer service businessis that changeis constant.

Currently

The industry isin growth phase as a result of the recent drop in price of 80/486
PC’ s and the move towards graphic user interfaces such as Microsoft’s
Windows.

In the future

The move towards graphic user interfaces in accounting softwareis just starting.
Other future considerations include Electronic Banking (i.e. Direct Debit) and
fully integrated business systems between trading partners (EDI).

5.2 Target Markets

Distinguishing characteristics of primary target markets
Small businesses, under $5 million annual sales, fewer than 100 employees.

Local or regional in scope.

Involved in the service, retail, wholesale or light manufacturing sectors.
Located in the Calgary or southern Alberta geographic area.

Considering a new or upgraded computer accounting system.

Lack the skills needed to properly implement a computer accounting system.

Primary target overall market size

6,700 such businesses exist in Calgary, atotal of 13,500 in southern Alberta.
Computer Services, as defined by Revenue Canada generated $299 millionin
revenue in Alberta during 1989. Anticipated market growth for service sector
and light manufacturing is 5% annually.

Market penetration
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An average of 1 major engagement per week would represent approximately 40
new clients each year, with perhaps 50% of those as ongoing support clients.
Thiswould be a 100% maximum client load a single person could carry. 40 clients
represents 0.3% of the total market annually.

Pricing Levels

Anticipated sales price for consulting servicesis between $40 and $70 per hour.
A typical implementation engagement would generate about 25 hours of
chargeable time. This represents $25,000 to $35,000 in annual revenue. A support
client would average 8 hours annually. Projecting an initial number of support
clients at 20 represents $8,000 to $11,000 additional revenue. Sales of software
and hardware are projected at less than $8,000 annually, representing software
for two typical implementations and the hardware for one implementation.

M ethods by which specific member s of target market were identified

Directories of businessesin Calgary and area are available through the
Calgary Economic Development Authority and several private providers.
The Calgary Herald newspaper publishes alist of new business start-ups
each Monday.
Some accounting software vendors make referrals from inquiries to there own
marketing efforts.

Media through which I communicate with specific members of my target market

Publication of advertisements for consulting servicesis not expected to be
aprimary source of new clients. Neither is advertising on radio or television.

Space in the yellow pages will be considered, but not in the first year of
operation.

Direct mail to lists of new businesses obtained from sources above could
result in significant new client leads.

Participation in product and industry forums or trade shows has been
effective for many consultants in this and in many other fields.

Networking is expected to be the largest source of new client leads. This
includes referrals from other consultants, computer resellers, business acquaintances and
existing clients.

Referrals are anticipated from accounting software companies, as discussed
in the Legal Agreements section.

Trends and anticipated changes within primary target market
Many clients are looking for smaller, less expensive accounting software. Most

clients do not understand initially that the cost of softwareisusually the
smallest component of a computer system, and that hardware requirements,
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consulting fees and training costs each represent larger costs. The trend towards
graphic user interfaces and computer programs integrated with each other are
now strong factors even among smaller businesses. Many software firms are

no longer offering free technical support. Technical support by telephone has
certain limitations by nature. Consulting services at reasonable prices have been
scarce in the accounting systems market.

Secondary target markets

Some specialized accounting software and computer hardware is not readily
available or not available at al through traditional resale markets. Such products
are sold exclusively through implementers, or Vaue Added Integrators. Such
products include voice mail systems, integrated workgroup systems, EDI or
Electronic Data Interchange systems. Each of these can overlap with accounting
or management systems and represent potential sources of revenue. Computer
training services by themselves represent avery large market, although generally
not profitable for small providers. It can represent a source of additional cash
flow, especially on a contract basis where consulting work could be scheduled
flexibly. Ongoing support of accounting systems clients will likely grow into a
considerable time commitment if past clients are retained for periods of a year

or more.This would represent a need to either hire additional staff or scale back
other secondary markets.

5.3 Market Test Results/Preliminary Contactsin MKkt.

Market test procedures

During the months of December 1993 to March 1994, twelve potential customers
were contacted regarding accounting systems consulting work. Visits were

made to 10 of these potential customers for the purpose of an initial needs
analysis.

Reaction of potential customers

Work was actually performed for 5 of these potential customers. Four of these
engagements were for support work only, one was an implementation engagement
that has generated 12 hours to date.

Two other potential customers have appreciated the initial meeting and expressed
an interest in pursuing the recommended changes at a future date. The

remaining three were appreciative but did not feel aneed for any services at this
time.

Test group’swillingnessto purchase services at various price levels
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None of the potential customers were concerned about the rates charged for the
services, all between $40 and $50 per hour. Thisindicates that therateis
reasonable and could be increased, especially for larger implementation
engagements.

5.4 Competition

| dentification

A number of direct competitors exist, as well asawide array of indirect
competitors. A partial list of competition and its market share is available upon
request.

Competitor Direct/Indirect Market Share
KPMG Peat Marwick Thorne Indirect 5.0%
Arthur Andersen Consulting Indirect 4.0%
Ernst & Young Indirect 2.0%
Deloitte & Touche Indirect 1.5%
Collins Barrow Direct 0.3%
Compleat Business Solutions Direct 2.5%
C.A.T.S. Computer Inc. Direct 0.3%
PJ Business Services Ltd. Direct 0.3%
Gordon B. Lipon, CM.A. Direct 0.2%
C.S.B. Systems Direct 1.0%
Bottom Line Solutions Direct 0.5%
Cal-Mour Consultants Direct 0.5%
Channel Systems Ltd. Direct 0.7%
Retail Management Systems Direct 1.2%
Quasar Business Solutions Inc. Direct 0.5%
Roberts & Company Direct 0.8%
Axiom Business Mgmt Systems Indirect ?
A.G.W. Computer Consultants Indirect ?
CompuTouch Ltd. Indirect ?
Dun & Bradstreet Software Services Indirect ?
Timesavers Information Technology Indirect ?

P C Management Consulting Indirect ?

Strength of competitors

Larger competitors have a broader base of skill to draw on internally. Many of
these competitors have as much or more experience than AMS. In addition,
larger firms have larger capital bases to obtain new skills, arrange licensing
agreements, work with advanced technology.

W eaknesses of competitors
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Many of these competitors are larger organizations that must charge between
$70 and $120 per hour for their services. Also, these larger organizations
(speaking as an ex-employee of one of the above) are less flexible in meeting
client needs and slower in adapting to changesin their markets. In fact, most
of the indirect competition is more concerned with actual sales of software or
hardware than with understanding and meeting client needs. Furthermore,
almost all of the competitors have office space and salary costs resulting in
higher overhead that must be met through higher volume (client needs vs. cash
flow) or higher rates.

What isthe competitor’starget market?

Most of the larger firms pursue larger and medium-sized businesses than can
justify high charge rates and require more specialized software and systems.

Barriersto entry into market

Capital costs do not represent a significant barrier to entry in this market, but time
requirements to maintain skills and pursue potential clients are high, as with

most professional consulting work. Technology is akey component and
represents most of the capital costs. Without very current hardware a computer
consultant isworking at a disadvantage because he or she cannot be as efficient
as the competition and is not familiar with what most of his’her clients will be
using. Additionally, there are no regulatory restrictions to providing computer
consulting services, which isin my favor.
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5.5 Description

Type of Prospect

100.00%

80.00%

60.00% |
Percent of ’

Total

40.00% H

20.00%

0.00%

Individuals Mid-Size Bus. Religious Other

Small Business Large Business Government
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6.0 Market And Sales Activities

6.1 Overall Marketing Strategy

What ar e specific plansin marketing service?

Networking among past and current customers, other consultants and other
business acquaintancesis at the top of my list for marketing my business.

Posting notices at community bulletin boards, in community newspapers and
on electronic bulletin board will also be pursued.

Participation in accounting software forumsis already in progress. Some of
these forums are ongoing in el ectronic form, while others are less frequent.

Participation in industry seminars and trade shows will be limited to attendance at this point. As
areputation is built, it may be possible to be invited to speak at some of these events. This
will require a high degree of
expertise and credibility and some political work efforts.

What ar e the expected costs of these activities?

Networking will cost no more than the occasional lunch.

Posting notices will cost nothing, until the larger circulation community
papers are approached.

Participation in various el ectronic forums adds to the cost of bulletin board
system (BBS) subscription, but the incremental cost is averaging about $10
to $15 per month.

Industry seminars quite often charge an admission of $5 to $20. Thisis
expected to cost less than $300 per year. Any speaking engagements will not
occur in thefirst year and travel costs are usually met in those cases.

How does AM S plan to grow?

In thefirst years the goal isto establish areputation in the field and survive while
doing so. The ultimate goal here isto become busier than a single person can
handle. The aim at this point is to have a handful of associates with which work
isshared. In the future, if the business is successful, it will become necessary

to hire staff or contract out more of the support and hands on implementation
work. After four or five years the ideal would be to have one or two salaried staff.

Sales Strategy

The actual delivery of the service will be carried out by Richard L. Sawinski, the
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owner of Accounting Management Systems. The process of making asaleis as
follows:

|dentify a potential client.

Meet with the client to determine whether specific needs exist and what they
are. Thismeeting will be free of charge. Care must be taken that the client is
not allowed to ask a million questions and then perform the implementation
him or herself.

Sell the potential client on the reputation and capabilities of my business
(myself).

Perform the actual services.
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7.0 Operations

7.1 Service Delivery Procedures

Once an engagement has been agreed to the following steps will be performed:

A formal engagement letter and contract is written and delivered to the client
which:

Spells out the nature of the work to be performed

Recommends an initial schedule for providing the services
Details any hardware and software purchases that will be required
Highlights the client’ s responsibilities during implementation
Estimates the number of hours and approximate total cost
Contains legal recourse instructions and limitations

The engagement letter is delivered to the potential client and when signed,

constitutes an initial contract for the services. Any changes to the agreement that the client
requests are considered at thistime.

The actual services are delivered according to the agreed on schedule.

The engagement is reviewed periodically by AMS and the client to ensure

that the goals are being met.

Once the engagement is complete, billing is finalized. There may have been partial billings
during the course of a particularly large engagement.

A number of follow up calls are made to the client over the next two months to ensure that the
new system isworking properly and inquiring into any support services required.

Mailings regarding upgrades will be sent to each past client unless they

indicate they do not wish to receive them.

7.2 Operating Competitive Advantages
Techniques

The operations described above are proven technigques similar to those used
while performing similar consulting work during the course of my employment
with alocal accounting firm. Some changes have been made to recognize market
realities, but the structured approach serves to meet the client needs in most
cases without overlooking minor needs or legal loopholes.

Experience

Most of the direct competition identified will have similar or greater experience
in working with accounting information, computer systems and procedural
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analysis. Most of the indirect competitors do not possess the same experience.
Economics of scale and direct costs of production do not exist for this service
work.

7.3 Supplier Relationships

Suppliers of specific hardware or software are a concern only in secondary
markets that Accounting Management Systems might enter. However, in
providing consulting services, relations with the software vendors are
important. Proper vendor relations offer:

Advance notice of changes and upgrades.

Access to program fixes and undocumented techniques.
Potential referral of clients.

Accessto new versions of programs at reduced or nominal cost.

Care must also be taken when working with several vendors products. A certain
rivalry can exist between vendors and this can threaten most of the above
benefits to consultants.

7.4 Operating Conditions

L ocation

Operations for Accounting Management Systems are based in home officein
Calgary. Some configuration and most of the writing of proposals and documentation
will be performed in the home office. Most of the actual consulting services

and meetings with clients will be performed at the client’s place of business.

Hour s of operation/availability

Hours of operation are expected to be from 7:30 AM to 6:00 PM Monday to
Friday. Work on new implementations will routinely be done outside of these
hours. Any support work not related to new implementations that is requested
outside of normal hourswill be charged at a 50% premium to the normal rate for
that service or client.
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8.0 Management And Ownership

8.1 Organization Structure

Accounting Management Systems is currently organized as a sole proprietorship.
Revenue during the first year or two is not expected to need sheltering from
personal tax. In addition, there are no large start-up costs to capitalize and no

special protection from liability that incorporation offers that cannot be incorporated
into an engagement contract. If the business growth were to meet the

projections contained in this report, then the business would likely be incorporated
during its fourth year.
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9.0 Funds Required & Their Uses

9.1 Current Funding Requirements

Approximately $6000 of initial funding is required in order to purchaseinitia
computer hardware and software and to establish licensing agreements with
several software vendors. Beyond these needs, most initial costs are expected
to be met from the cash flow of the business.

Thisfunding will be required within the first few months of operation. The funds
will take the form of either bank or private borrowing at current rates and will likely
be amortized over athree-year period.

9.2 Funding Requirementsover the Next FiveYrs

Additional funding requirements over the next five years are related to acquiring
additional computer equipment either for the businessitself or for salaried staff.

9.3 Use of Funds

Capital expenditures.

Working capital needs will be met from personal finances or from cash flow.

Debt retirement is limited to the initial capital funding and will be met from cash
flow.

Acquisitions are not seen as an issue, although opportunities for acquisition
may arise and will be investigated at the time that incorporation becomes an
issue.

Funds Required & Their Uses Page 25



Accounting Consulting Business Plan

10.0 Financial Projections

10.1 Financial Data: History

Current financial statements for Accounting Management Systems from November,
1993 to March, 1994 are available on request. These represent work
primarily in the secondary market of formal training and should be interpreted

as such.

BUSINESS PLANS HANDBOOK
© 1995 Gale Group
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10.2 Year One lncome/Expense

JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN TOTAL
Revenue:
Product/Service sales
Maintenance
Interest
Other

o
o
o
o
o
o
o
o
o
o
o
o

Cust. Dep./Sale of Assets
Total revenue $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0

Boocooocooooo

Expenses:

Cost of goods sold
Management Salaries
Non-management Salaries

Production Expenses
Other

Gross margin $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0
Management Salaries
Non-management Salaries

Operating Expenses

BoocooocooooooocooB8oooooooo

Bad Debt

Contributions

Other Expenses

Depreciation 0 0 0 0 0 0 0 0 0 0 0 0

Loan Payment Interest 0 0 0 0 0 0 0 0 0 0 0 0

Total Operating Expenses $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0

Pre-Tax ($) $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0
Pre-Tax (%) 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00%
Fed. Tax Provision 0

Bunnsuo)d Buunosoy
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10.3 Year Two I ncome/Expense

Q1 Q2 [OX] Q4 Total
Revenue:
Product/Service sales
Maintenance
Interest
Other

Cust. Dep./Sale of Assets
Total revenue $0 $0 $0 $0

o

o

o

o
8000OOOOOO

Expenses:

Cost of goods sold
Management Salaries
Non-management Salaries

Production Expenses
Other

Gross margin $0 $0 $0 $0
Management Salaries
Non-management Salaries

Operating Expenses

Bad Debt

Contributions

Other Expenses

Depreciation 0 0 0 0
Loan Payment Interest 0 0 0 0

80000000000000800000000

Total Operating Expenses $0 $0 $0 $0
Pre-Tax ($) $0 $0 $0 $0 $0
Pre-Tax (%) 0.00% 0.00% 0.00% 0.00% 0.00%
Fed. Tax Provision 0

Net Profit $0 $0 $0 $0 $0
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10.4 Five Year Income/Expense

Year 1 Year 2 Year 3 Year 4 Year 5

Revenue:
Product/Service sales 0 0
Maintenance 0 0
Interest 0 0
Other 0 0

0 0

0 0

0 0

0 0
Cust. Dep./Sale of Assets 0 0 0 0 0
Total revenue $0 $0 $0 $0 $0
Expenses:
Cost of Goods Sold
Management Salaries 0 0
Non-management Salaries 0 0

0 0

0 0
Production Expenses 0 0
Other 0 0

0 0

0 0
Gross margin $0 $0 $0 $0 $0
Management Salaries 0 0
Non-management Salaries 0 0

0 0

0 0
Operating Expenses 0 0
Bad Debt 0 0
Contributions 0 0
Other Expenses 0 0
Depreciation 0 0 0 0 0
Loan Payment Interest 0 0 0 0 0

0 0

0 0

0 0
Total Operating Expenses $0 $0 $0 $0 $0
Pre-Tax Income $0 $0 $0 $0 $0
Pre-Tax (%) 0.00% 0.00% 0.00% 0.00% 0.00%
Fedl Tax Provision 0 0 0 0 0
Net Profit $0 $0 $0 $0 $0
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10.6 Year Two Cash Flow

Q1 Q2 Q3 Q4 Totals

Sour ce of Funds

Beginning cash 0 0 0 0 0
Sales/Sves Income 0 0 0 0 0
Sale of Assets 0 0 0 0 0
Customer deposits 0 0 0 0 0
Loans 0 0 0 0 0
Contributed Capital 0 0 0 0 0
Available Cash $0 $0 $0 $0 $0
Use of Funds

Saaries 0 0 0 0 0
Other oper. expenses 0 0 0 0 0
Loan payments 0 0 0 0 0
Capital Expenditures 0 0 0 0 0
Dividends 0 0 0 0 0
Tax Payments 0 0 0 0 0
Total Cash Out $0 $0 $0 $0 $0
Net Cash Flow $0 $0 $0 $0 $0
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10.7 Five Year Cash Flow

Year 1 Year 2 Year 3 Year 4 Year 5

Sour ce of Funds

Beginning cash 0 0 0 0 0
Sales/Sves Income 0 0 0 0 0
Sale of Assets 0 0 0 0 0
Customer deposits 0 0 0 0 0
Loans 0 0 0 0 0
Contributed Capital 0 0 0 0 0
Available Cash $0 $0 $0 $0 $0
Use of Funds

Saaries 0 0 0 0 0
Other oper. expenses 0 0 0 0 0
Loan payments 0 0 0 0 0
Capital Expenditures 0 0 0 0 0
Dividends 0 0 0 0 0
Tax Payments 0 0 0 0 0
Total Cash Out $0 $0 $0 $0 $0
Net Cash Flow $0 $0 $0 $0 $0
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10.8 Balance Sheet

Current Assets:

Cash

Accounts Receivable
Inventories

Historical Other
Total Current Assets

Fixed Assets:

Buildings & Equipment
Non-depreciable assets
Less Accum Deprec.

Total Fixed Assets
Other Assets
Total Assets

Current Liabilities:

Accounts Payable

Short Term Loans

Other short term liabilities
Historical Other

Total Current Liabilities
Cust. Dep. Liability
Long-term Liabilities

Total Liabilities
Stockholder's Equity:

Contributed Capital
Retained Earnings

Total Stockholder's Equity

Liabilities + Equity $0

80000

o O o

808

8 OOgOOOO

o o

$0

80000

o O o

808

8 OOgOOOO

o o

$0
$0

80000

o O o

808

8 OOgOOOO

o o

$0
$0

80000

o O o

808

8 OOgOOOO

o o

$0
$0

Year 5

80000

o O o

808

8 OOgOOOO

o o

$0
$0

Financial Projections
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11.0 Financial Alternatives

11.1 Best Case

% Chg

Revenue:
Product/Service sales
Maintenance

Interest

Other

Cust. Dep./Sale of Assets
Total revenue

Expenses:

Cost of Goods Sold
Management Salaries
Non-management Salaries

Production Expenses
Other

Grossmargin
Management Salaries
Non-management Salaries

Operating Expenses
Bad Debt
Contributions

Other Expenses

Depreciation XXXXX
Loan Payment Interest XXXXX

Total Operating Expenses
Pre-Tax Income

Pre-Tax (%)

Fedl Tax Provision

Net Profit

8000OOOOOO

8000OOOOOOOOO<38<DOOOOOOO

$0
0.00%
0

$0

o

8000000000

8

o

8000OOOOOO

Ooég 80000000000000800000000

8

8000OOOOOO

80000000000000800000000

$0
0.00%
0

$0

2006

8000OOOOOO

8000OOOOOOOOO<38<DOOOOOOO

$0
0.00%
0

$0

Financial Alternatives
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11.2 Worst Case

% Chg 2002 2003 2004 2005 2006
Revenue:
Product/Service sales 0 0 0 0 0
Maintenance 0 0 0 0 0
Interest 0 0 0 0 0
Other 0 0 0 0 0
0 0 0 0 0
0 0 0 0 0
0 0 0 0 0
0 0 0 0 0
Cust. Dep./Sale of Assets 0 0 0 0 0
Total revenue $0 $0 $0 $0 $0
Expenses:
Cost of Goods Sold
Management Salaries 0 0 0 0 0
Non-management Salaries 0 0 0 0 0
0 0 0 0 0
0 0 0 0 0
Production Expenses 0 0 0 0 0
Other 0 0 0 0 0
0 0 0 0 0
0 0 0 0 0
Grossmargin $0 $0 $0 $0 $0
Management Salaries 0 0 0 0 0
Non-management Salaries 0 0 0 0 0
0 0 0 0 0
0 0 0 0 0
Operating Expenses 0 0 0 0 0
Bad Debt 0 0 0 0 0
Contributions 0 0 0 0 0
Other Expenses XXXXX 0 0 0 0 0
Depreciation XXXXX 0 0 0 0 0
Loan Payment Interest XXXXX 0 0 0 0 0
0 0 0 0 0
0 0 0 0 0
0 0 0 0 0
Total Operating Expenses $0 $0 $0 $0 $0
Pre-Tax Income $0 $0 $0 $0 $0
Pre-Tax (%) 0.00% 0.00% 0.00% 0.00% 0.00%
Fedl Tax Provision 0 0 0 0 0
Net Profit $0 $0 $0 $0 $0
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12.0 Financial Addenda

12.1 Ratios

Cash Ratio

Quick Ratio

Current Ratio

Current Liabilitiesto Net Worth
Total Liabilitiesto Net Worth
Fixed Assetsto Net Worth

Fixed Assetsto Total Assets

2002

0.00

0.00

0.00

0.00

0.00

0.00

0.00

2003

0.00

0.00

0.00

0.00

0.00

0.00

0.00

2004

0.00

0.00

0.00

0.00

0.00

0.00

0.00

2005

0.00

0.00

0.00

0.00

0.00

0.00

0.00

2006

0.00

0.00

0.00

0.00

0.00

0.00

0.00

Ind. Avg.

0.17

0.46

0.88

1.06

1.56

1.22

0.48

Financial Addenda
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13.0 Financial Charts

13.1 FiveYear Profit & Loss

Five Year Profit & Loss Chart

$(000)
Amount

[EEN
\

w4

2002 2003 2004 2005 2006

Revenue/Expense/Pre-Tax

Revenue

B Expense

B Pre-tax Profit

Financial Charts
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13.2 Year OneBreak Even

2002
1
1
A CashlIn
Cash vs.
Expense
$(000)
0
0
V¥ Cash Out

JUL SEP NOV JAN MAR MAY
AUG OCT DEC FEB APR JUN

Time
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13.3 Two Year Break Even

2002 /2003
1
1 A CashlIn
Cashvs. 1
Expense
$(000)
0
0

V¥ Cash Out

oN—N——— X
Qrl Qtr2 Qtr3 Qtr4d Qtr5 Qur6 Qtr7 Qtr8

Time

Financial Charts Page 39



Accounting Consulting

Business Plan

13.4 FiveYear Break Even

2002 thru 2006

=

Cash vs.
Expense
$(000)

0¥k . N N .

2001 2002 2003 2004 2005

Time

. 4
2006

A CashlIn

V¥ Cash Out
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13.5 Year One Cash Flow

2002

$(000)

h Flow
Amount Cas °

0 | A A A A —— o ——
JUL SEP NOV JAN MAR MAY
AUG OCT DEC FEB APR JUN
Monthly Cash Balance
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13.6 Two Year Cash Flow

2002 /2003

$000) 1 -

h Flow
Amount Cas 0

0 | A A A A A A A
Ql Q2 Q3 Q4 Q5 Q6 Q7 Q8
Quarterly Cash Balance
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13.7 Five Year Cash Flow

2002 thru 2006

$(000)
Amount

I
\

Cash Flow

| oo

2002 2003 2004 2005 2006

Annual Cash Balance
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