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Executive Summary

John Brown has been operating in the building industry since YEAR and this work has been his primary source of income for the last decade. His experience includes managing multiple site multi dwelling development projects within Melbourne, Victoria. He is familiar with all aspects of building including customer liaison, costing a project, scheduling suppliers, marketing a building company, payment terms and requirements, work safety and OH&S issues. Throughout his time in the building industry, John Brown has built a stellar list of all required goods and services suppliers in addition to reliable proven tradespeople.

John Brown has formed John’s Building Service Pty Ltd (John’s Building Service) as a company specialising in property development and intends to offer building services to the general public. John Brown will specialise in boutique developments in the SUBURB and SUBURB municipalities which are in close proximity to his offices in SUBURB, Melbourne. 

John Brown has a strong interest in creative architecture and believes working within these regions will give him the strongest chance of working with architects and customers that appreciate more detailed focused, individualised projects. In addition, building approvals have shown a steady trend over the long term providing stable economic conditions in these areas.

John’s Building Service intends to be conservative with milestones which include commencing one project per quarter. John Brown is confident of successfully achieving these milestones. 
This business plan has been developed by John Brown to assist with issuance of the Domestic Builders Licence. 
1 Business Registrations 

	Company
	John’s Building Service Pty Ltd 


	ABN Registration 
	ABN: 123 456 789 

Entity name: John Brown Pty Ltd
Entity type: Individual/Sole Trader 

Main business location State: VIC 

Trading name(s)   John Building Service


	Business Address
	123 Main Road, Suburb
Victoria, Australia




2 Proprietor
2.1 Contact Details

	Name 



	John Brown

	Address 


	123 Main Road, Suburb

Victoria, Australia



	Telephone
	0040 xxx xxx


	Email
	email@ bigpond.net.au


2.2 Proprietor Background
John Brown has been operating in the building industry since YEAR and this work has been his primary source of income for the last decade. Prior to YEAR John Brown operated as a Flying Instructor at ABC Company. He continued in this role for approximately 7 years. 
However, in YEAR John Brown started leaning towards the building industry, notably after his first project – the renovation of one 45 square foot house. This was a turning point for John Brown  as he found that he really enjoyed working in building and construction, and he began to follow in the footsteps of his father; a builder of 40 years.

John Brown found that he enjoyed the technical side of the building work. He says this includes discovering how to go about things such as building materials and methods. “It’s not as simple as putting two bricks together” he says. John Brown enjoys the challenge of construction work adhering to the building code, standards and other limitations put in place through regulation and legal requirements.

Another element of the industry that has helped John Brown work passionately for the last 10 years is the investigative side of the business. Often he will conduct extensive investigation and pre-planning around projects prior to commencement, which is an aspect he enjoys.

Since 1999 to present, John Brown worked full-time for ABC Builders as a Construction Supervisor. ABC Builders are a volume based company focusing on domestic and residential builds throughout Melbourne with a handful of commercial developments. They operate predominantly in the North, East and Southeast areas of Melbourne completing between 20-25 projects per year.
The role with ABC Builders has remained relatively stable over the years, albeit with added responsibility, and includes:
· Overseeing multiple developments.
· Representing the company to clients and managing relationships.
· Organisation and co-ordination of developments i.e. arranging contractors and project timelines.
· Estimation for quoting and budgeting.
· Arranging permits.
· Frequent client and site visits.
· Administrative tasks and paperwork i.e. invoicing.
John Brown the role and through the challenges and exposure to a multitude of projects over the years has learnt a great deal. John Brown would often oversee up to 15 simultaneous projects throughout Melbourne, closely monitoring the progress of developments, co-ordinating and supervising contractor performance and managing client relationships. The demands of such a role have greatly honed his planning, management and professional relationship skills. 
John Brown undertook his Builder’s Licence in YEAR following a course with 123 Builders. This was his first step towards becoming independent from ABC Builders and starting his own building firm.

The appeal for John Brown starting his own building company comes from the natural progression that he has experienced over his career. The knowledge and experience gained from his role at ABC Builders is invaluable and is a perfect platform for the foundations of a fresh business venture in the building industry. The motivation to be able to manage projects on his own terms and report only to himself has moved John Brown begin John’s Building Service– a start-up development company with a bright future.
3 Business Profile
John Brown’s proposed business is to be referred to as ‘John Building Service’, an Australian registered company which he is to operate as the sole director and shareholder.

The company aims to primarily engage in quality residential builds in the geographic areas covered by the Suburb 1 and Suburb 2 Councils of Melbourne.

John Brown’s recent high level of exposure to developments throughout Melbourne and intimate knowledge of the immediate geographic area will ensure that he is able to deliver an excellent service proposition to his clients.
John’s Building Services plans to specialise in more boutique style homes rather than a high volume level approach. John Brown enjoys these developments the most, as added quality can be delivered through a less rushed and more customised approach. Working closely with clients to manage expectations and maximise outcomes is an important part of John’s Building Service ongoing strategy. Generally clients of this level of home have a high level of satisfaction with their builder and are more likely to give repeat business or offer referrals to other parties.  
John Brown has a good knowledge of what is required to deliver this level of service to the market as well as a strong grasp on trends in this space. This is garnished largely from his current work with Landmark Builders and his supervisory role over a large number of projects at any one time. 

3.1 Business Strategy
It is the intention of John’s Building Service to begin establishing itself at the mid-to-high end of the market immediately. This is critical in order to prove itself as a firm that can operate at this end of the market. This will help build brand equity.

However, it is understood that at first John’s Building Service will have to limit itself somewhat in the scope of projects that it engages in. This is so not to overshoot in the early stages of the business’ lifecycle. Once a good reputation has been established the company will be more secure in engaging in the very high end of the market for boutique building developments.
After initial establishment, John’s Building Service will continue to operate around the moderate to high priced building developments on an ongoing basis with a focus on quality and customisation.
4 Key Relationships

Existing professional and industry relationships cultivated by John Brown will help to quickly establish John’s Building Service during the first months of operations. 

Ongoing relationships with the following professional contacts will be key drivers of initial success for John Building Service:

	Service Provided
	Name
	Contact Details 

	Water Tapping 
	North East Water                   
	9552 xxxx

	Hire Items   
	Rentals R Us 
	9706 xxxx

	Set Out   
	Set Outs R Us                           
	9722 xxxx

	Excavation    
	Excavations   R Us            
	9761 xxxx

	Concrete Supply           
	Boral Construction                  
	9580 xxxx

	Concrete Labour          
	Concrete R Us
	0419 xxxx

	Pest Control                 
	No More Pests
	8761 xxxx

	Electrical Connections   
	Sparky Co                   
	9771 5xxxx

	Temporary Fences
	Temporary Fencing Co
	13 xxxx

	Hardware                    
	Bunnings Warehouse               
	133 xxx

	Framer                         
	Johns Framing           
	0407 xxx

	Plumbing                 
	Reece 
	927 xxxxx

	Stair Protection            
	Build Stairs Australia                 
	9560 xxxx

	Trusses                         
	Trusses Inc                        
	9794 xxxx

	Windows / Doors          
	Windows Inc
	9549 xxxx

	Glazing                         
	Glass & Glazing   Co
	9705 xxxx


4.1 Architects

John Brown has a solid working relationship with Best Architects based on Suburb.
It is anticipated that Johns Building Service will use Best Architects on an ongoing basis as each project will require unique plans. This is again in line with the market proposition that John’s Building Service will deliver in regards to quality and customisation.

John Brown also holds a relationship with Better Architects based in Suburb who have designed a multitude of high end homes throughout Melbourne.

5 Products & Services
John’s Building Service has a unique market offering in which it offers closely managed boutique projects customised especially for the intent of the home-owner. To achieve this high level of quality John’s Building Service endeavours to only engage in projects where one or two dwellings are being constructed at one time.
In line with this approach, John’s Building Service will only be working on a minimal amount of projects when compared to John Brown’s previous responsibility of up to 15 projects at one time. John’s Building Service intends to engage in up to 5 projects in total per year. This will allow for a close level of project customisation and monitoring that is not regularly offered by those operating in the market.

John’s Building Service defines the boutique style developments that it will take on, as houses that are more modern than average, which offer exclusivity in design and construction but contrast somewhat to contemporary homes where building is completed on a mass production basis. The nature of John’s Building Service intended product offering is one which has been created by John Brown himself, as this level of development is where his passion lies and where the company will be able to create the most value for their clients.

By working closely with the client and an architect, John’s Building Service will be able to best customise and tailor developments for the client. 

John’s Building Service builds are anticipated to be completed over 4-5 months on average depending on complexity. 

The anticipated average build cost is subject to the individual budget of the land owner, however John’s Building Service expects initial projects to sit between $250,000-$270,000 on average. The physical size of the developments will vary between 20 square foot and 60 square foot, adjusted based on the skills of the architects used and the level of builder input. 
On an ongoing basis 80% of projects are to fall between a $250k-$350k total build cost, with other builds up to $500k. As John’s Building Service becomes more established the average build cost may increase, and the high end of the builds will be extended.
6 Marketing

6.1 Marketing Activities
John Building Service intends to market their building services through a variety of channels:
	1. Online


	John’s Building Service website will serve as the online forefront of the business, communicating to browsers what the company is about and what they can offer as well as examples of completed projects. Contact details will also be available.

The intention of the website is to offer sophisticated tools such as online estimation and quoting. This will allow John’s Building Service to connect with potential clients at an early stage.

Advanced features of the website are being planned including receiving clear and concise plans in PDF format for customers to download and print. 


	2. Car Signage


	John’s Building Service trade vehicles will all feature loud signage promoting the company, with contact details and the URL of the company website.


	3. Local Newspapers


	Alpha intends to advertise through local newspaper media in the Suburb 1 and Suburb 2 areas. The expertise of John Brown in these geographic locations will allow for effective advertising messages to potential customers as well as timely and conventional delivery.


	4. White Pages/ Yellow Pages


	Ads in both the White and Yellow Pages will be taken out to provide existing and future customers with access to contact details for John’s Building Service.

	5. Word of Mouth


	An important new business acquisition model in the building industry is through word of mouth. This is because of the project by project nature of the business, and the heterogeneous nature of a customised building development. Quality and attention to detail are things that can’t be effectively communicated through targeted or mass media, so positive ‘word of mouth’ is especially critical for the success of companies that have quality product offerings. 

John Brown understands that effective word of mouth marketing can take some time, but with a high level of attention to quality and detail, he believes that once initial developments near completion, client referrals will start to flow.


	6. Registration with Building Bodies


	Affiliation with building bodies will add both credibility and desirability to the John’s Building Service brand. This is considered essential given the high quality nature of the development proposals. Professional building bodies that John’s Building Service intends to register with initially include Best Builders and AAB. 


The anticipated marketing and advertising budget for John’s Building Service is $15,000 per annum.
6.2 Target Market

As previously mentioned, the target market for John’s Building Service is moderate to wealthy households in the Melbourne geographic area covered by the Council 1 and Council 2.

Although John’s Building Service focus is on high quality, customised builds, initial developments may be around $250,000 which will target middle income households.

The demographics of the residents living in the target area suit the boutique style of developments that the company will be offering. This has been ascertained through John Brown’s extensive experience of the area and exposure to client preferences and trends. 

7 Competitive Advantage 
There is a high level of competition in the residential dwelling construction space with a multitude of operators covering every geographic location throughout Melbourne. Because of this intense competition, successful building firms must offer something to the market that other firms have difficulty delivering.
John Brown has strategically chosen his target market, discussed above, as he has a high level of knowledge of developments in this space and will be best be able to deliver a superior niche proposition to this market. 

The emphasis of John’s Building Service projects will be to deliver quality over quantity. This will give the company a boutique market positioning through attention to detail and quality end product. Each project will be treated with the utmost professionalism.
8 Operations
8.1 Location and Premises
John’s Building Service Head Office will operate out of Suburb, in an office building which is currently owned by John Brown This premise is available for use immediately and is located on Best Street, Suburb – a highly accessible area for clients to visit and in close proximity to the target market.
8.2 Contractual and Legal
John’s Building Service through John Brown’s ABC Builder’s qualification, has full access to the ABC Builders documentation, including the Domestic Building Contract and a Standards and Tolerances document.  Utilising these documents will ensure that the company operates in a highly professional capacity.

8.3 Accounting and Billing Systems

John Brown has extensive experience using MYOB systems through his tenure with Landmark. John Brown intends to employ MYOB as the system of choice for John’s Building Service in terms of both bookkeeping and invoicing.

A manual hardcopy invoice book will also be kept for a backup should the firm experience any computer system issues.

8.4 Suppliers
Building materials will be sourced largely through a trade account at Bunning’s Warehouse. Other larger building material wholesalers will be utilised as a backup to Bunning’s.

Tools (power and hand tools) will be purchased outright by John Building Service. The principal personally has a range of tools that will be able to be injected into the business for commercial use.

8.5 Product Delivery Process

· Customer engages John’s Building Service for work on a proposed development.
· John’s Building Service engages with customer and begins estimation process.
· Quoting system will look at plans, inspect quality and quantity of materials. required and the expected labour cost to give customer an initial quote.
· Customer accepts quote and contracts are put in place.
· John’s Building Service engages contractors for the development and begins co-ordination of various contractors booking and scheduling.
· John’s Building Service ensures appropriate permits, legal requirements and regulation is met before commencing development.
· Base stage begins. (First of Four payments made)

· Frame stage begins. (Second of Four payments made).
· Council will inspect at the frame stage

· Lockup stage begins. (Third of Four payments made)
· Final Stage involves completion of the project, finishing touches then handing over the keys to the customer. (Fourth and final payment made)

9 Human Resources

9.1 Key Resources
	Sole Director – John Brown

	As sole shareholder and director of the business, he will also be involved in the day to day operations. 

John Brown’s experience at managing sites is invaluable and his client management skills are well established. 



	Bookkeeping/Accounting/Secreterial 
	Outsourced Services.

Bookkeeping, Accounting and a secretarial answering service will be outsourced. This will keep staff overheads low and allow the company to continue to operate on a low volume, high quality basis.



	Sub-Contractors


	The vast majority of the construction team will consist of sub-contractors to be utilised as and when needed.

 John Brown’s experience at scheduling and managing sub-contractors over a vast range and number of developments will be instrumental in ensuring the effective ongoing co-ordination of this temporary workforce. 




9.2 Sub-contractor Policy
Maintaining a good working relationship with sub-contractors is recognised as extremely important by John’s Building Service. However, all sub-contractors must be treated professionally and must undergo appropriate and relevant procedures.

All sub-contractors must be inducted on individual building sites prior to commencing work. The induction process is mandatory and a signed induction form will be held by Alpha once this has been complete. Sub-contractors are required to maintain a relatively clean workspace at all times, they must abstain from using foul language while onsite.  

The induction form is again issued by the Building Commission and must be signed by both parties. Site induction is relevant on a site by site basis and therefore each tradesperson must be inducted to every individual site due to variances to each site’s operation and safety procedures. 

The induction process will include Job Safety Analysis (JSA) such as making sure all leads on power tools are tagged and appropriate safety gear worn at all times. This also covers the storage and exposure of hazardous material.

The working contract between John’s Building Service and sub-contractors will be customised to meet John’s Building Service individual requirements. Industry standard forms will be used as a base.

10 Quality Assurance Plan

10.1 Customer Service System

Once projects have commenced John’s Building Service will set in place an established Customer Service System. John Brown has vast experience in managing client interaction through his role with Landmark. 
It is planned that once the project has commenced, during construction the customer will be contacted once a week by phone for a progress update and to ease their mind and ensure them everything is running smoothly. 
The phone call will also keep the customer informed on what progress can be expected to be made over the coming week so that deadlines are able to be better monitored by clients. Due to the low volume nature of  developments this call will be made by John Brown , and this level of contact gives an added touch to the quality service offering that John’s Building Service bringing to the market.

John’s Building Service believes that this level of contact builds strong customer relationships, is vital in meeting expectations and ensures that any potential issues are sorted out in a timely, cost-effective and open manner. 
Customer relationship management is believed to be essential right up until handing over the keys to the client. Not only does this ensure a happy customer that will be more likely to act as an advocate for the firm but it also minimises the chances for litigious action or holding of final payments.

10.2 Dispute Resolution Policy
Despite John’s Building Service best efforts at managing customer expectations and openly dealing with any potential problems, it is anticipated that once in a while there may be a customer dispute.

The dispute resolution policy initialises with John Brown meeting the customer on the site to quantify and qualify the exact nature of the problem. This is a very important step so that clear boundaries can be set and the true nature of a problem can be ascertained.

Often a customer’s dispute may fall within the variance from perfection guidelines of the Standards and Tolerances document signed by both parties prior to commencement of the development.  Regardless of this, John Brown will endeavour to rectify the problem in good faith. John’s Building Service does not wish to build homes full of ‘tolerable’ small issues as this defeats the market message of offering a high quality and premium product to home owners.

Once a problem has been identified and agreed upon by both parties it is the John Brown’s responsibility to ascertain where the problem was generated from and how it occurred. John Brown will then report back to the customer on the anticipated outcome and resolution, and upon agreement will rectify the problem if possible.

10.3 Worksafe
WorkSafe inspectors can potentially come onto any building site without notice and without warning. The inspectors have the right to close the site and report any misgivings to authorities. 
This could potentially be a disaster in regards to scheduling tradesperson labour and materials. There is often a domino effect when it comes to scheduling tradesperson work as building work is often staged with one stage needing the prior stage to be completed to a good standard before commencement can begin.
John Brown has significant experience in managing multiple worksites and dealing with WorkSafe inspectors. This valuable experience mitigates a large part of the risk of site closure, as John Brown is able to spot safety dangers and trouble signs before they become a problem. John Brown acknowledges that he is ultimately responsible for OH&S site issues.

However, John’s Building Service is open to engaging an external H&S representative to inspect sites if there is any doubt in regards to the effective inspection of building sites. 

11 Funding
John’s Building Service will be entirely self-funded by John Brown.
This includes all working capital and initial investment requirements. Initial investment is expected to be $xxx,000.

Account terms with suppliers will be around 60 day terms and is expected to fall in line with customer payment brackets so as not to cause any serious cash flow fluctuations. In the event of a cash shortfall, Emannuel will meet this from his personal funds.
John’s Building Service understands the critical importance of being well funded so that tradespeople can be paid in full and on time. This ensures continued loyalty of business partners on an ongoing basis which is highly beneficial to the health of the firm.

12 SWOT Analysis
	Strengths


	Weaknesses

	· Principal has 10 years industry experience

· Established relationship with tradespeople

· Boutique competitive position

· Self Funded operation

· Principal has management experience of over 50 developments

· Intimate knowledge of the target area

· Principal lives in the target area

· Understanding required processes

· Worksafe H&S experience

· Legal documents available

· Understands importance of customer service

· Skills in prioritising


	· Highly Competitive Market 

· Key man reliant (However, family members can take over projects at short notice i.e. Father is an experienced builder)

· Non-established brand in the market space



	Opportunities


	Threats

	· Other regions outside of Southeast Melbourne

· Increase capacity to take on more developments at any one time 

· Introduce Technology to deliver a superior client proposition through website


	· General Economic Downturn

· Council Regulations

· Worksafe Issues such as site closures

· Increasing cost of goods

· Increasing cost of labour

· Current labour shortage

· Legal liability (mitigated with insurance)

· Clients not paying/defaulting

· Prolonged disputes with clients

· Shortage of materials from suppliers




13 Milestones

YEAR Q1
· Source and commence first project.
· Establish office base.
· Establish team i.e. bookkeeper, external accountant.
· Negotiate second contract.
· Establish website and advertising initiatives.
· Purchase core equipment.
· Purchase Trade Vehicle i.e. Ute.
· Arrange signage on Trade Vehicle.
· Establish new relationships with new and existing suppliers now that venturing on own.
· Review current building code (released yearly for the year).
YEAR Q2 
· Commence second project.
· Complete first project.
· Further advertising investment.
· Handover projects in a reasonable time.
· Continue to maintain strong client relationships.
· Prioritise existing customer service process.
· Negotiate third contract.

YEAR Q3

· Complete second project.
· Commence third project

· Negotiate fourth contract.

YEAR Q4

· Complete third project.

· Commence fourth project.
14 Financial Projections
John’s Building Service will adopt a staged payment schedule with customers. 
The table below illustrates an example of staged payments based on a single storey $250,000 project. 
	Project Stage


	Payment Tranche
	Time Frame
	Example based on a $250k project



	Base Stage -when floor is completed.


	10%
	Week 2 
	$25,000

	Frame Stage - when dwelling frame is completed and approved by building surveyor.


	15%


	Week 5
	$37,500

	Lock-Up Stage - when the home’s external walls roof covering, flooring, external doors and windows fixed.


	35%
	Week 7
	$87,500

	Fixing Stage - when all internal cladding, architraves, skirtings, doors, built in shelves, baths, basins, troughs, sinks, cabinets and cupboards of the dwelling are fitted and fixed into position.


	25%
	Week 9
	$62,500

	Final Payment - dwelling ready for handover to customer.


	15%
	Week 15
	$37,500

	Total
	100%
	
	$250,000


14.1 Year 1 Cash Flow, YEAR 
Financials here are samples only and generic by nature, not necessarily related to the products/services of this business plan. Financials here are intended to illustrate lay- out only.

	
	
	M1
	M2
	M3
	M4
	M5
	M6
	M7
	M8
	M9
	M10
	M11
	M12
	Total

	Opening Cash Balance
	
	     100,000 
	      102,550 
	     135,100 
	     148,900 
	      162,700 
	     195,250 
	     209,050 
	      222,850 
	     255,400 
	    269,200 
	      283,000 
	     315,550 
	         100,000 

	Total Cash Receipts
	
	       25,000 
	      125,000 
	       62,500 
	       62,500 
	      125,000 
	       62,500 
	       62,500 
	      125,000 
	       62,500 
	      62,500 
	      125,000 
	       62,500 
	         962,500 

	Total Cash Payments
	
	       22,450 
	        92,450 
	       48,700 
	       48,700 
	        92,450 
	       48,700 
	       48,700 
	        92,450 
	       48,700 
	      48,700 
	        92,450 
	       48,700 
	         733,150 

	Closing Bank Balance
	
	     102,550 
	      135,100 
	     148,900 
	     162,700 
	      195,250 
	     209,050 
	     222,850 
	      255,400 
	     269,200 
	    283,000 
	      315,550 
	     329,350 
	         329,350 

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash inflows
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Project Revenue 
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales Revenue - Project 1
	
	       25,000 
	      125,000 
	       62,500 
	       37,500 
	                 - 
	               - 
	               - 
	                 - 
	               - 
	               - 
	                 - 
	               - 
	         250,000 

	Sales Revenue - Project 2
	
	
	
	
	       25,000 
	      125,000 
	       62,500 
	       37,500 
	
	
	
	
	
	         250,000 

	Sales Revenue - Project 3
	
	
	
	
	
	
	
	       25,000 
	      125,000 
	       62,500 
	      37,500 
	
	
	         250,000 

	Sales Revenue - Project 4
	
	
	
	
	
	
	
	
	
	
	      25,000 
	      125,000 
	       62,500 
	         212,500 

	Total Cash Receipts
	
	       25,000 
	      125,000 
	       62,500 
	       62,500 
	      125,000 
	       62,500 
	       62,500 
	      125,000 
	       62,500 
	      62,500 
	      125,000 
	       62,500 
	         962,500 

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Outflows
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales Related Expenses
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Material & Labor 70%
	
	       17,500 
	        87,500 
	       43,750 
	       43,750 
	        87,500 
	       43,750 
	       43,750 
	        87,500 
	       43,750 
	      43,750 
	        87,500 
	       43,750 
	         673,750 

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Sales Related Expenses
	
	       17,500 
	        87,500 
	       43,750 
	       43,750 
	        87,500 
	       43,750 
	       43,750 
	        87,500 
	       43,750 
	      43,750 
	        87,500 
	       43,750 
	         673,750 

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	


Cont’d over

	Operating Expenses
	
	M13
	M14
	M15
	M16
	M17
	M18
	M19
	M20
	M21
	M22
	M23
	M24
	Total

	Accounting & Consultancy
	
	        1,000 
	          1,000 
	        1,000 
	        1,000 
	          1,000 
	        1,000 
	        1,000 
	          1,000 
	        1,000 
	        1,000 
	          1,000 
	        1,000 
	           12,000 

	Advertising & Promotions 
	
	        1,000 
	          1,000 
	        1,000 
	        1,000 
	          1,000 
	        1,000 
	        1,000 
	          1,000 
	        1,000 
	        1,000 
	          1,000 
	        1,000 
	           12,000 

	Bank Fees & Charges
	
	           200 
	            200 
	           200 
	           200 
	            200 
	           200 
	           200 
	            200 
	           200 
	          200 
	            200 
	           200 
	             2,400 

	Telephone, Fax, Internet
	
	           250 
	            250 
	           250 
	           250 
	            250 
	           250 
	           250 
	            250 
	           250 
	          250 
	            250 
	           250 
	             3,000 

	Insurances
	
	        1,500 
	          1,500 
	        1,500 
	        1,500 
	          1,500 
	        1,500 
	        1,500 
	          1,500 
	        1,500 
	        1,500 
	          1,500 
	        1,500 
	           18,000 

	Motor Vehicle Expenses
	
	           600 
	            600 
	           600 
	           600 
	            600 
	           600 
	           600 
	            600 
	           600 
	          600 
	            600 
	           600 
	             7,200 

	Printing & Stationary
	
	           100 
	            100 
	           100 
	           100 
	            100 
	           100 
	           100 
	            100 
	           100 
	          100 
	            100 
	           100 
	             1,200 

	Repairs & Replacements
	
	           200 
	            200 
	           200 
	           200 
	            200 
	           200 
	           200 
	            200 
	           200 
	          200 
	            200 
	           200 
	             2,400 

	Miscellaneous
	
	           100 
	            100 
	           100 
	           100 
	            100 
	           100 
	           100 
	            100 
	           100 
	          100 
	            100 
	           100 
	             1,200 

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	                    - 

	Total Operating Expenses
	
	        4,950 
	          4,950 
	        4,950 
	        4,950 
	          4,950 
	        4,950 
	        4,950 
	          4,950 
	        4,950 
	        4,950 
	          4,950 
	        4,950 
	           59,400 

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Cash Payments
	
	       22,450 
	        92,450 
	       48,700 
	       48,700 
	        92,450 
	       48,700 
	       48,700 
	        92,450 
	       48,700 
	      48,700 
	        92,450 
	       48,700 
	         733,150 


Assumptions: 

-$100,000 available as cash at start

-Projects are $250,000

-Customer pay in tranches as prior table.

-Material and labour is 70% of project revenue

-Operating expenses are constant month for month
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