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1.0  - Executive Summary

· Do this last and include everything that you would cover in a five minute interview.  This is your opportunity to introduce your business to the investors and to get them excited! This is done last, because much of the information included in this section will be researched in other sections.

· Explain what you and the business are all about. Show the investors that you are qualified to run this business.

· Make sure that you answer these questions in this section:

· 1.1- What do you do?

· 1.2 - Who are you? Why did you come up with your idea? 

· 1.3 - Who wants to buy it and why?

· 1.4 - Why will you be successful?

· 1.5 - How much money are you seeking from the investors?

· 1.6 - How will you use the investment?

· 1.7 - How will you measure success?

· 1.8 - How will you show value to donors/supporters?

*1.9 – Clearly explain what you are doing and who your customers are.  If the investors read only this section, they should still understand what your product/service is, who you are selling it to, and how you are selling it.  

2.0 - Company Summary

Include the following:

· 2.1 - Mission Statement – explain the reason(s) for the business’ existence and what the business’ guiding principles are

· 2.2 - What are your business’ goals? 

· Include at least three short and long term goals and be specific in terms of the timeframe.  For example:

· By March, we will have sold 10 pieces of jewelry. 

· By September, our jewelry will be sold in two local stores. 

· 2.3 - What are two or three items you must accomplish to be successful

· 2.4 - What is important to you in your business?

· 2.5 - Who will you market to? Be specific!

· 2.6 - Legal form of ownership?

· In most cases, this will be DBA

· 2.7 - Be sure to list information about the “connections” that you have made and the work that you have already done.  It is so important to really do the things that you are saying in your business plan.  For example, if my business is making jewelry and I want to sell it through existing stores, where they purchase the jewelry from me (so I make a profit) and then sell it to the customers for a higher price (so that they make a profit), I have to do more than just say that I want to sell my jewelry through stores.  I need to make a list of the specific stores that I am considering as a good fit for my product, call the manager, or visit the stores, and then list in my business plan what stores are interested, or have already agreed to sell my product. Asking for and receiving a letter of interest from the specific stores is an important first step.

3.0 - Product/Service Description

Include the following: 

· 3.1 - What industry are you in? 

· Describe your industry—is it retail? Manufacturing? Service? Something else?

· 3.2 - What is your product/service?

· Describe it in detail!  The more information, the better.  You don’t need to be wordy, but you do need to explain what you are doing.

4.0 - Market Analysis Summary

Include the following: 

· Market Research:

· Do both: 

· Primary Research 

· 4.1 - What do you think the need is?

· 4.2 - Talk to some potential customers about the product/service.  What do they think?

· Secondary Research

· 4.3 - Do a survey of your potential customers

· 4.4 - What information is online about your market or product? 

· Your market research will include:

· Economics

· 4.5 - What is the total size of your market? 

· Be specific!  If you are selling purses, what does the purse market look like?  How many people in your target audience live in your target areas? How many of them are likely to buy purses? How many purses are sold on an annual basis in the areas that you are considering conducting business operations in?

· 4.6 - What are the trends in your market? 

· For example, if you are selling purses, go online and find trends in purse sales.  Are sales up or down? Why?

· 4.7 - Growth Potential 

· This will include your market size, possibilities of expanding the market, etc.

· 4.8 - What are the barriers to entry into your market?  

· What might stop you from launching your business? Is there another company planning to launch their product into “your” target market?

· 4.9 - How do you overcome the barriers?

· 4.10 - What changes could affect your company in the future?

· The economy? Market trends?  New products?

· Product

· 4.11 - Features and Benefits

· Describe the most important features of your product? What is this special about it? Why would someone want to buy it?

· Describe the benefits of your product? What will your product do for your customers?

· Customers

· 4.12 - Who are your potential customers?

· Be specific.  If you are targeting high school students in your local area go online.  Tell the investors how many high schools there are.  Tell them how many students there are.  Show them that you have a lot of potential customers.

· Do your potential customers have any specific tastes or interests?  Be as specific as possible.  For example, if you are selling “funky” purses, your target market might be high school girls who enjoy expressing their style and being on the cutting edge of fashion.

· 4.12A - Identify for the investors some existing customers—people that you will have spoken to and talked about your product or service already. It will be important to not only get feedback early on from prospective customers (if they like the idea of what you will be selling) but also to get some people “signed-up” as actual customers in advance of the investor panel event. You are far more likely to get funding if you can demonstrate that you are essentially already having success with selling your product or service.

· 4.13 - Competition

· Who are your competitors? 

· Be specific.  List out some.  What do they do?  You want to show the investors that you know that you have competition, that you know what makes them successful, and most importantly how you are different, and how you will succeed even with those competitors. Identify your unique competitive advantages!.

· If you don’t have direct competitors, list your indirect competitors.  For example, maybe your purses are super unique, no one has made purses quite like you before.  You don’t have anyone selling exactly what you do, but there are other places that sell purses. 

· 4.14 - What are your competitive advantages? 

· Why would someone buy your product over your competitors? What makes you different, better, more attractive to customers. Keep in mind though, a lower retail  price is not always better, nor is it the way everyone makes up their mind to buy-so find ways to differentiate your product or service on more than just price!

· 4.15 - Do a SWOT Analysis. 

· What are your business’ strengths? Weaknesses?  Opportunities? Threats?

5.0 - Strategy & Implementation

Include the following:

· Price

· 5.1 - What does your product/service cost?

· Be sure that you have thought through all of the potential costs associated—especially if you are making a product.  What do all of the pieces cost? Have you spoken with a manufacturer (if applicable)?  Have you thought about shipping? Packaging?  What are those additional costs? 

· 5.2 - Explain your method for setting your price?

· 5.3 - Compare your prices to your competition. Higher, lower, the same? Why?

·  Remember, don’t ever talk about your product as “cheap”.  If it is less expensive, talk about it being less expensive.  Also remember, being the least expensive is not always a good thing. 

· 5.4 - How important is price as a competitive factor? What other considerations will your potential customers be thinking about when deciding whether or not to purchase from you?

· Place

· 5.5 - Where will you operate your business? Be specific!

· 5.6 - How will customers contact you? 

· You should have one main business email address, phone number, and address.  

· How will you deliver your product/service?

· Promotion

· 5.7 - How will you get the word out to your customers?

· Advertising?

· Guerilla marketing?

· Collateral material? (logo, brochures)

· Please note: This should go way beyond flyers and word of mouth.  Really think about how you are going to get the word out to your customers and do the research.  If you are selling something that appeals to high school students and one of your ideas is to put posters up around schools, etc, call some schools—do they allow people to hang up posters?  If they don’t, that’s not a good marketing strategy. Be sure that you investigate all of your marketing ideas before incorporating them into your plan.

· 5.8 - Consider where your customers go.  What do they like to do?  Where might they see your message?  What are some creative ways to get the word out there?  

· For example, let’s say that you are opening a hair salon.  Maybe you have a contest, where the winner receives free haircuts for a year, or a free “elegant hairstyle” (for prom, a formal event, etc).  This gets the word out about your business!

· 5.9 - Also, remember that you might have multiple “customers”.  

· For example, if you are intending to sell your product through an existing retail store and through a website you are marketing to BOTH the store and your target audience.  Talk about how you are marketing to both.

*5.10 - For any applicable marketing strategy, make sure you have acquired the necessary permission.  Also, please be specific about all the aspects of that particular marketing strategy.  For example, instead of writing “Candied Cupcakes will put up flyers around the school,” it is much more impactful to be able to say “Candied Cupcakes will post flyers throughout Bayside High School.  The business has already received permission from Principal Belding to post our flyers during the second and third weeks in April, as well as the week before finals as part of our “Study Break Treat” marketing campaign.  Principal Belding has already seen a copy of our poster, and has approved the content, message and any associated images.”  The same goes for a store or any other place.  If you are planning on putting up flyers anywhere, make sure you have obtained permission to do so when necessary.  If it is not necessary for a potential place you are planning on putting up posters, indicate that.  

6.0 - Management Summary

Include the following:

· 6.1 - Who are the owners of your business?  What are their titles (CEO, CFO, CMO, etc)?

· 6.2 - What is your previous experience?

· Maybe you don’t have specific experience in this business, but why do you have a passion for this business?  Do you have any leadership experience?  Organizational skills?  Have you won an award that ties into your business (if you have won art awards and your business has to do with art, then include that information)

· 6.3 - What unique skills do you bring to the enterprise?

· 6.4 - If there are multiple owners who is responsible for which aspect of the business?  

· 6.5 - Who are your suppliers?

· 6.6 -What activity do you outsource?

*6.7 - If other people will be working with you on your business (manufacturers, contractors, employees, etc.) include information about them, their skills or area of specialty, and what value they bring to your business.  

7.0 - Financials

Include the following charts.  The numbers and information provided below are examples.
7.1 - Cost of Supplies:

Please use the below chart (double click to activate).  An example is provided.  Please delete the example before filling in the chart


[image: image1.emf]Item Description Cost/qty Cost per Unit ($)

Beads $5.00 for a case of 100/50 needed per necklace $2.50

Wire $10.00 for 100/1 needed per necklace $0.10

Clasp $30.00 for $50/1 needed per necklace $0.60

Packaging $1.00 $1.00

TOTAL $4.20

Definition of One Unit: 1 necklace


7.2 - Economics of One Unit

Please use the below chart.  An example is provided.  Please delete the example before filling in the chart. The information in parenthesis is provided for reference.  Please delete when you complete your chart.


[image: image2.emf]Definition of One Unit 1 necklace

Selling Price Per Unit $10.00

Labor Cost per Unit (in wages/hours)* $7.00

How long (hours) to make one unit 0.5

Labor Cost per Unit (labor * amt. of time) $3.50

Cost of Supplies for one unit (from above chart) $4.20

Total COGS (labor cost + cost of supplies) $7.70

Gross Profit Per Unit (Selling Price - Total COGS $2.30


*please include minimum wage for your state in this section
7.3 - Monthly Sales Projections

In this section, be realistic about your sales.  They will probably start low and gradually increase.  An example is provided. Also think about how many sales you will realistically have before the investor panel, and make sure to include that information.

	Month
	Units Sold
	Month
	Units Sold

	January
	0 
	July
	5 

	February
	10 
	August
	5 

	March
	0 
	September
	10 

	April
	10
	October
	10 

	May
	25 
	November
	20 

	June
	10 
	December
	15 


*in this example, I am selling jewelry that is for special occasions. My target market is high school girls.  I sold some at a fair before the investor panel (the 10 in February), but will begin really selling in April.  I estimate that my sales will go up in May for prom, and then down over the summer, because my customers won’t have as many special events in the summer.  They will go up again when school starts, and then really increase before the holidays.

7.4 - Average Monthly Operating Costs

Below are some examples of fixed costs.  This chart may or may not apply to your business.


[image: image3.emf]Type of Operating Cost Monthly Cost

Cell phone bill $5.99

Internet service $1.99

(enter fixed cost)

(enter fixed cost)

(enter variable cost)

(enter variable cost)

Total Fixed Costs $7.98

Total Variable Costs * $0.00

Total Operating Costs $7.98


*These are monthly costs that may vary depending on how many items you are producing, etc.  For example, if you own a building, every month you will pay for heat, but that cost will be very different in June than it is in December.

7.5 - Projected Monthly/Yearly Income Statement

An example is provided.  To get the yearly units sold, add up your sales projections for the year.  For your monthly units sold, divide your yearly projections by 12. Many of the other numbers (COGS, fixed costs, etc) come from previous charts. Be sure to delete all information in parenthesis when you add in your information.

[image: image4.emf]Units Sold 10Units Sold 120

Selling Price per Unit $10.00

Selling Price per 

Unit $10.00

Total Sales (units sold 

* selling price) $100.00Total Sales $1,200.00

COGS per unit (from 

economics of one unit 

chart) $7.70COGS per unit $7.70

Total COGS (COGS per 

unit * units sold) $77.00Total COGS $924.00

Gross Profit (sales-

COGS) $23.00Gross Profit $276.00

Fixed Costs (from 

monthly operating 

costs chart) $7.98Fixed Costs $95.76

Variable Costs (from 

same chart as fixed 

costs) $0.00Variable Costs $0.00

Total Operating Costs 

(fixed + variable costs) $7.98

Total Operating 

Costs $95.76

Profit before Taxes 

(gross profit - 

operating costs) $15.02Profit before Taxes $180.24

Estimated taxes @ 

25% (profit before 

taxes * 25%) $3.76

Estimated Taxes at 

25% $45.06

Net Profit (Profit 

before taxes -taxes)

$11.27

Net Profit

$135.18

Projected Monthly Income 

Statement

Projected Yearly Income 

Statement


7.6 - Start Up Investment

Be sure to include the “required” items ($75 for designer, $75 for web developer, $30 for DBA, $50 for trade show).  Don’t forget to include some money for marketing, for initial supplies, etc.) Do the research!  Make sure that you really know how much everything costs, don’t just guess. Think it through, but be reasonable too.  Add extra lines to the chart if needed. An example is below.


[image: image5.emf]Item Where I will buy this? Cost of Item

Design Materials Joe Smith $75.00

Web 

Development Jane Doe $75.00

DBA County Clerk's Office $30.00

10 Bead Kits JoAnn's Fabrics $50.00

10 packs of wire JoAnn's Fabrics $100.00

10 packs of claspsJoAnn's Fabrics $300.00

100 Posters XYZ Printing $100.00

100 Packages John's Packaging $100.00

Penny Saver Ad Penny Saver $100.00

Total

$930.00


7.7 - Financing Strategy


You should have some “skin in the game”.  Ideally, that’s about 20% of what you need to start.  If that isn’t possible, talk about all the time and effort that you put in.  Be sure to subtract any money that you get from other sources from the amount that you are asking the investors for.  In my example, I need $930 to start up.  Since I am putting in $100 and some friends are putting in $30, I am only asking the investors for $800. Please see the example below:


[image: image6.emf]Source Amount

Personal Savings  $100.00

Relative/Friend $30.00

Investor $800.00

Grant $0.00

Total $930.00
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Sheet1

		Definition of One Unit: 1 necklace

		Item Description		Cost/qty		Cost per Unit ($)

		Beads		$5.00 for a case of 100/50 needed per necklace		$2.50

		Wire		$10.00 for 100/1 needed per necklace		$0.10

		Clasp		$30.00 for $50/1 needed per necklace		$0.60

		Packaging		$1.00		$1.00

				TOTAL		$4.20





		Definition of One Unit		1 necklace

		Selling Price Per Unit		$10.00

		Labor Cost per Unit (in wages/hours)*		$7.00

		How long (hours) to make one unit		0.5

		Labor Cost per Unit (labor * amt. of time)		$3.50

		Cost of Supplies for one unit (from above chart)		$4.20

		Total COGS (labor cost + cost of supplies)		$7.70

		Gross Profit Per Unit (Selling Price - Total COGS		$2.30
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Sheet1

		Definition of One Unit: 1 necklace

		Item Description		Cost/qty		Cost per Unit ($)

		Beads		$5.00 for a case of 100/50 needed per necklace		$2.50

		Wire		$10.00 for 100/1 needed per necklace		$0.10

		Clasp		$30.00 for $50/1 needed per necklace		$0.60

		Packaging		$1.00		$1.00

				TOTAL		$4.20
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_1374054777.xls
Sheet1

		Definition of One Unit: 1 necklace

		Item Description		Cost/qty		Cost per Unit ($)

		Beads		$5.00 for a case of 100/50 needed per necklace		$2.50

		Wire		$10.00 for 100/1 needed per necklace		$0.10

		Clasp		$30.00 for $50/1 needed per necklace		$0.60

		Packaging		$1.00		$1.00

				TOTAL		$4.20

		Definition of One Unit		1 necklace

		Selling Price Per Unit		$10.00

		Labor Cost per Unit (in wages/hours)		$7.00

		How long (hours) to make one unit		0.5

		Labor Cost per Unit (labor * amt. of time)		$3.50

		Cost of Supplies for one unit (from above chart)		$4.20

		Total COGS (labor cost + cost of supplies)		$7.70

		Gross Profit Per Unit (Selling Price - Total COGS		$2.30

		Type of Operating Cost		Monthly Cost

		Cell phone bill		$5.99

		Internet service		$1.99

		(enter fixed cost)

		(enter fixed cost)

		(enter variable cost)

		(enter variable cost)

		Total Fixed Costs		$7.98

		Total Variable Costs *		$0.00

		Total Operating Costs		$7.98

								Projected Monthly Income Statement				Projected Yearly Income Statement

								Units Sold		10		Units Sold		120

								Selling Price per Unit		$10.00		Selling Price per Unit		$10.00

								Total Sales (units sold * selling price)		$100.00		Total Sales		$1,200.00

								COGS per unit (from economics of one unit chart)		$7.70		COGS per unit		$7.70

								Total COGS (COGS per unit * units sold)		$77.00		Total COGS		$924.00

								Gross Profit (sales-COGS)		$23.00		Gross Profit		$276.00

								Fixed Costs (from monthly operating costs chart)		$7.98		Fixed Costs		$95.76

								Variable Costs (from same chart as fixed costs)		$0.00		Variable Costs		$0.00

								Total Operating Costs (fixed + variable costs)		$7.98		Total Operating Costs		$95.76

								Profit before Taxes (gross profit - operating costs)		$15.02		Profit before Taxes		$180.24

								Estimated taxes @ 25% (profit before taxes * 25%)		$3.76		Estimated Taxes at 25%		$45.06

								Net Profit (Profit before taxes -taxes)		$11.27		Net Profit		$135.18

																		Item		Where I will buy this?		Cost of Item

																		Design Materials		Joe Smith		$75.00

																		Web Development		Jane Doe		$75.00

																		DBA		County Clerk's Office		$30.00

																		10 Bead Kits		JoAnn's Fabrics		$50.00

																		10 packs of wire		JoAnn's Fabrics		$100.00

																		10 packs of clasps		JoAnn's Fabrics		$300.00

																		100 Posters		XYZ Printing		$100.00

																		100 Packages		John's Packaging		$100.00

																		Penny Saver Ad		Penny Saver		$100.00

																				Total		$930.00

																								Source		Amount

																								Personal Savings		$100.00

																								Relative/Friend		$30.00

																								Investor		$800.00

																								Grant		$0.00

																								Total		$930.00
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Sheet1

		Definition of One Unit: 1 necklace

		Item Description		Cost/qty		Cost per Unit ($)

		Beads		$5.00 for a case of 100/50 needed per necklace		$2.50

		Wire		$10.00 for 100/1 needed per necklace		$0.10

		Clasp		$30.00 for $50/1 needed per necklace		$0.60

		Packaging		$1.00		$1.00

				TOTAL		$4.20





		Definition of One Unit		1 necklace

		Selling Price Per Unit		$10.00

		Labor Cost per Unit (in wages/hours)		$7.00

		How long (hours) to make one unit		0.5

		Labor Cost per Unit (labor * amt. of time)		$3.50

		Cost of Supplies for one unit (from above chart)		$4.20

		Total COGS (labor cost + cost of supplies)		$7.70

		Gross Profit Per Unit (Selling Price - Total COGS		$2.30





		Type of Operating Cost		Monthly Cost

		Cell phone bill		$5.99

		Internet service		$1.99

		(enter fixed cost)

		(enter fixed cost)

		(enter variable cost)

		(enter variable cost)

		Total Fixed Costs		$7.98

		Total Variable Costs *		$0.00

		Total Operating Costs		$7.98
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_1374054599.xls
Sheet1

		Definition of One Unit: 1 necklace

		Item Description		Cost/qty		Cost per Unit ($)

		Beads		$5.00 for a case of 100/50 needed per necklace		$2.50

		Wire		$10.00 for 100/1 needed per necklace		$0.10

		Clasp		$30.00 for $50/1 needed per necklace		$0.60

		Packaging		$1.00		$1.00

				TOTAL		$4.20

		Definition of One Unit		1 necklace

		Selling Price Per Unit		$10.00

		Labor Cost per Unit (in wages/hours)		$7.00

		How long (hours) to make one unit		0.5

		Labor Cost per Unit (labor * amt. of time)		$3.50

		Cost of Supplies for one unit (from above chart)		$4.20

		Total COGS (labor cost + cost of supplies)		$7.70

		Gross Profit Per Unit (Selling Price - Total COGS		$2.30

		Type of Operating Cost		Monthly Cost

		Cell phone bill		$5.99

		Internet service		$1.99

		(enter fixed cost)

		(enter fixed cost)

		(enter variable cost)

		(enter variable cost)

		Total Fixed Costs		$7.98

		Total Variable Costs *		$0.00

		Total Operating Costs		$7.98

								Projected Monthly Income Statement				Projected Yearly Income Statement

								Units Sold		10		Units Sold		120

								Selling Price per Unit		$10.00		Selling Price per Unit		$10.00

								Total Sales (units sold * selling price)		$100.00		Total Sales		$1,200.00

								COGS per unit (from economics of one unit chart)		$7.70		COGS per unit		$7.70

								Total COGS (COGS per unit * units sold)		$77.00		Total COGS		$924.00

								Gross Profit (sales-COGS)		$23.00		Gross Profit		$276.00

								Fixed Costs (from monthly operating costs chart)		$7.98		Fixed Costs		$95.76

								Variable Costs (from same chart as fixed costs)		$0.00		Variable Costs		$0.00

								Total Operating Costs (fixed + variable costs)		$7.98		Total Operating Costs		$95.76

								Profit before Taxes (gross profit - operating costs)		$15.02		Profit before Taxes		$180.24

								Estimated taxes @ 25% (profit before taxes * 25%)		$3.76		Estimated Taxes at 25%		$45.06

								Net Profit (Profit before taxes -taxes)		$11.27		Net Profit		$135.18

																		Item		Where I will buy this?		Cost of Item

																		Design Materials		Joe Smith		$75.00

																		Web Development		Jane Doe		$75.00

																		DBA		County Clerk's Office		$30.00

																		10 Bead Kits		JoAnn's Fabrics		$50.00

																		10 packs of wire		JoAnn's Fabrics		$100.00

																		10 packs of clasps		JoAnn's Fabrics		$300.00

																		100 Posters		XYZ Printing		$100.00

																		100 Packages		John's Packaging		$100.00

																		Penny Saver Ad		Penny Saver		$100.00

																				Total		$930.00





Sheet2

		





Sheet3

		






_1374054579.xls
Sheet1

		Definition of One Unit: 1 necklace

		Item Description		Cost/qty		Cost per Unit ($)

		Beads		$5.00 for a case of 100/50 needed per necklace		$2.50

		Wire		$10.00 for 100/1 needed per necklace		$0.10

		Clasp		$30.00 for $50/1 needed per necklace		$0.60

		Packaging		$1.00		$1.00

				TOTAL		$4.20

		Definition of One Unit		1 necklace

		Selling Price Per Unit		$10.00

		Labor Cost per Unit (in wages/hours)		$7.00

		How long (hours) to make one unit		0.5

		Labor Cost per Unit (labor * amt. of time)		$3.50

		Cost of Supplies for one unit (from above chart)		$4.20

		Total COGS (labor cost + cost of supplies)		$7.70

		Gross Profit Per Unit (Selling Price - Total COGS		$2.30

		Type of Operating Cost		Monthly Cost

		Cell phone bill		$5.99

		Internet service		$1.99

		(enter fixed cost)

		(enter fixed cost)

		(enter variable cost)

		(enter variable cost)

		Total Fixed Costs		$7.98

		Total Variable Costs *		$0.00

		Total Operating Costs		$7.98

								Projected Monthly Income Statement				Projected Yearly Income Statement

								Units Sold		10		Units Sold		120

								Selling Price per Unit		$10.00		Selling Price per Unit		$10.00

								Total Sales (units sold * selling price)		$100.00		Total Sales		$1,200.00

								COGS per unit (from economics of one unit chart)		$7.70		COGS per unit		$7.70

								Total COGS (COGS per unit * units sold)		$77.00		Total COGS		$924.00

								Gross Profit (sales-COGS)		$23.00		Gross Profit		$276.00

								Fixed Costs (from monthly operating costs chart)		$7.98		Fixed Costs		$95.76

								Variable Costs (from same chart as fixed costs)		$0.00		Variable Costs		$0.00

								Total Operating Costs (fixed + variable costs)		$7.98		Total Operating Costs		$95.76

								Profit before Taxes (gross profit - operating costs)		$15.02		Profit before Taxes		$180.24

								Estimated taxes @ 25% (profit before taxes * 25%)		$3.76		Estimated Taxes at 25%		$45.06

								Net Profit (Profit before taxes -taxes)		$11.27		Net Profit		$135.18

																		Item		Where I will buy this?		Cost of Item

																		Design Materials		Joe Smith		$75.00

																		Web Development		Jane Doe		$75.00

																		DBA		County Clerk's Office		$30.00

																		10 Bead Kits		JoAnn's Fabrics		$50.00

																		10 packs of wire		JoAnn's Fabrics		$100.00

																		10 packs of clasps		JoAnn's Fabrics		$300.00

																		100 Posters		XYZ Printing		$100.00

																		100 Packages		John's Packaging		$100.00

																		Penny Saver Ad		Penny Saver		$100.00

																				Total		$930.00

																								Source		Amount

																								Personal Savings		$100.00

																								Relative/Friend		$30.00

																								Investor		$800.00

																								Grant		$0.00

																								Total		$930.00
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