


This competitor is very easy for us to compete with. The whole mission of our business is
to develop relationships with clients. These packages, while they can be extremely
helpful, do not offer the personal contact Ataraxy provides. Additioanlly, we have the
ability to adjust rapidly to unexpected changes. It is impossible for a software package to
have this level of flexibility.

Do It Yourselfers

The last type of competition that Ataraxy will face is a somewhat nontraditional one - the
potential clients themselves are indirect competitors. A large portion of entrepreneurs
attempt to develop their business plan themselves, even though many do not have the
knowledge and insight that is needed to make it effective. Any individual who believes
that he or she can “do it themselves” is also a competitor—one that we hope to convert
into an Ataraxy client!

The key challenge that Ataraxy faces is to convince these would be entrepreneurs that our
services are worth the fees that we will charge. By working with Ataraxy to manage the
aspects of the business that the client 1s unable for whatever reason to handle, the client
will have more time available to use to generate business, whatever their business may
be. An example is a computer programmer who desires to take a program to market.
Anytime that she spends managing the business is wasted in two ways. Most importantly,
this is time that could be used to develop software. Another key point is that if the
individual does the business functions themselves they consider it to be “free,” however,
depending on how much they value their time, this is actually very expensive. The time it
takes them 1s much longer than it would take a professional and they also have no
guarantee that the work was done correctly. Ataraxy can guarantee that these aspects are
performed accurately and efficiently. Ataraxy will lower the workload for the client and
increase profits and probability of long term success due to our experience and
knowledge.

MARKETING STRATEGY

Ataraxy will meet the needs of its clients by our unique service offerings and the
expertise of the management team. Ataraxy’s phase structure offers the clients flexibility
and gives us the opportunity to prove the quality of our work before a major financial
obligation is made.

As stated above, Ataraxy is different than competitors in many ways. One important
service is the preparation instruction in order to secure venture capital funding or angel
investment funding. This is crucial to many of small businesses being able to launch.

Clients will switch to Ataraxy because of our commitment to quality and individual,
customized action plans. Ataraxy will be able to best our competition because we offer
such a personalized service. Ataraxy is a high touch enterprise. Our clients will have face
to face meetings with our management after plans are prepared and have everything
explained to them in a way that they can understand.
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Qur pricing strategy is as follows:

Phase One: After agreeing to partner, we will develop an action plan for each individual
company and its specific needs. This phase will take approximately five hours to analyze
the firm and identify where problems exist and how to attack them. This phase is billed at
$60 an hour and ends when the plan is presented to the client.

Phase Two: This phase is when problems identified in Phase One will be addressed and
solved. The length could be anywhere from ten hours to a hundred or more depending on
the scale and scope of the project. Billable rates will vary between $40 and $100 an hour
depending on type of service. This phase concludes when the action plan has been
completed.

Phase Three: During this phase, clients can seek additional clarification on services
rendered. Additionally, Ataraxy will maintain any Phase Two operations that are
continuing services and bill clients at an hourly rate. If new issues develop, the client will
return to Phase Two.

We require 50 percent deposit of the estimate project cost upfront. The remaining balance
will be collected upon completion and customer satisfaction, as determined from a five
day review period at the conclusion of the project

The billable rate communicates to clients the quality of our work. We set the rate at an
average of $75 an hour for our main services, which is below some firms in the Missoula
area. This is because these firms already have an established reputation and have a more
extensive sample portfolio. See Exhibit 5.

A major marketing activity for Ataraxy is the seminars that have previously been
discussed. We have decided to cap class attendance at 20 students, because we want to
emphasize our commitment to personalization and also have the chance to interact
directly with each individual. Since we are not generating any profit from these seminars
it is crucial to attract paying clients through these classes and the best way to ensure that
these participants seek a continuing relationship with us is to showcase our knowledge
and create personal relationships with each attendee.

In order to cover the costs of the space, refreshments, and printed materials, we decided
on a price of $50 per person for a half day seminar, which will last approximately 4
hours. The food provided during a break will give attendees time to socialize and network
with the advisors and other entrepreneurs. These costs do not include an allowance for
the time of the directors, as discussed earlier, this is considered a marketing cost of the
business and the management feels that it is imperative to keep the cost 1o the client
extremely low. The price was chosen based on the assumption that our classes will have a
75 percent fill rate. Charging $50 a person allows us to breakeven on costs with 15
attendees. We feel this is a safe assumption based on our research of business classes that
are taught in the Missoula area, both through SCORE and Continuing Education being
filled at 100 percent very often.
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Location Options:

Name Price for Space | Food Costs* Supplies* Total
Quality Inn $90 $200 $140 $430
Inn on | $125** $160 $140 $425
Broadway

Hilton Garden | $200 $240 $140 $580
Room

Best Western $95 $200 $140 $435
Average $110 $200 $140 $467

* Food and Supply Costs based on 20 people
**Discounts available for multiple day contracts/long term agreement

Based on this research, we have selected Inn on Broadway as our potential seminar
location. The location is convenient, atfordable for us and is clean, pleasant and modern.
This location also is attractive to us because it is a local hotel and not a chain, which we
feel reinforces our commitment to the Missoula economy.

The topics will be determined at first from the results of the survey and in the future,
taken from needs and suggestions of current clients or word of mouth and feedback that
we receive from previous seminar participants. Potential topics include How to Hire the
Right Employee, Why Strategy and Structure Matter, and The Necessity of Financial
Controls. These seminars are limited to “new” students, meaning that we are not
interested in an individual taking advantage of numerous low cost seminars and never
hiring Ataraxy to do additional work for him or her. Also, we do not want existing clients
to attend these seminars, as once they are clients, the work that we do with them will be
one on one and subject to being billed hourly.

We intend to offer two seminars in the first month of business, three for the following
two months and one seminar offered per month after that time. This number of seminars
is subject to evaluation and change depending on the retention rate of clients and seasonal
demand. If Ataraxy reaches the top capacity for clients, we will stop the seminars until
they are again necessary to generate new clients.

We assume that from these seminars will generate clients that will be interested in
meeting with Ataraxy for additional assistance. Of the attendees, we can assume that
many of them are “tire kickers”, people who are not serious about their business, but will
attend a very low cost seminar just to get basic information. We expect that from the
twenty people at the seminar, ten will request a one on one meeting. From the 50 percent
retained from the seminar, we expect that between 60 and 70 percent will hire Ataraxy,
we consider these “phase one” clients. This is where we begin to generate revenue from
billable hours. We anticipate spending approximately five billable hours on each client
during this phase.
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Additionally, we plan to advertise in technology journals, such as Montana Associated
Technology Roundtables (MATR). As we expand to other clusters, we will focus on
advertising in their trade newsletters and journals. We plan to join the organizations that
these clients belong to make Ataraxy’s presence known at no cost. Some organizations
that Ataraxy advisors will join are the Chamber of Commerce. Missoula
Businesswoman’s Network, and MATR.

We will create a tri-fold brochure that highlights our services and also includes a success
story. This brochure will be easy to distribute at these group meetings and answer all of
the perspective client’s questions. This personal selling method will be effective because
it will reinforce our commitment to individualism and client focus.

OPERATIONS

Ataraxy will complete all work from the home office, which is fully equipped as a
professional office. When a client based is established we look to expand into an outside
office location. Work will be delivered to clients personally when applicable, or
otherwise through e-maii.

Initially, the three founding advisors will complete all work. When an increasing revenue
stream and workload create the opportunity, we will expand our employee base by adding
an administrative assistant and University of Montana interns. We hope to hire both
undergraduate and graduate interns to provide firsthand experience for them at a low cost
benefit to us as well as reducing the founders’ workload.

This design will benefit Ataraxy by lowering cash flow requirements while in the startup
phase of our business. In addition, the design will reinforce our competitive advantage
with our commitment to individualized service to our clients.

Our synergy of human capital and wide array of services will make Ataraxy a desirable
consulting partner for startup and established businesses. We will reinforce our presence
in the marketpiace with high quality work and with genuine ongoing commitment to the
success of each individual client.

MANAGEMENT TEAM

SABRINA BURTON

CEO & ACCOUNTING & BUSINESS DEVEOPMENT ADVISOR

Sabrina has a Bachelors Degree from The University of Montana-Missoula in Business
Administration with an emphasis in accounting (2006). Currently, she is working towards
obtaining an MBA from U of M,
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Sabrina’s interest in accounting is uniquely matched with her interest in business
development. Sabrina has had business development, strategic development, and
marketing experience while helping Montana Manufacturers and Entreprencurs prepare
to take products to market. She has also had experience in general accounting practices
including tax. Sabrina enjoys helping business owners develop and evaluate various
decisions that involve tax, financial planning, and business-wide implications, Sabrina
has made a personal commitment to use her knowledge to help entrepreneurs reach their
personal and company goals.

KATIE BLACK

HUMAN RESOURCE & FINANCIAL PLANNING ADVISOR

Katie graduated from The University of Nebraska-Lincoln with her Bachelor of Science
in Business Administration in 2004, Currently she is in the process of obtaining her MBA
from U of M. Katie has had recent experience working with The Missoula Area
Economic Development in researching the areas need for a small business loan program.
This has been done in conjunction with Montana’s Small Business Administration 504
Program. Through this experience, Katie has learned the intricacies of small business
funding options.  Katie has had extensive training in Human Resources and
Communication while working with troubled youth in upstate New York.

CAT CLARO

SALES & MARKETING ADVISOR

Cat graduated in 2002 from The University of Montana-Missoula with a Bachelors
Degree in Fine Art. She is currently completing an MBA at U of M and will graduate in
Spring 2007. Her varied background gives her a unique position, balancing creative
vision with business knowledge. Cat has had extensive experience in local small
businesses and has gained many insights that will benefit Ataraxy’s clients. Cat has
firsthand knowledge of small businesses in Missoula through an internship where she did
“housekeeping” activities as well as being the Sales and Marketing Manager. Because of
this job, Cat saw a need for a service tailored to skilled individuals who wanted to run
their own businesses, but simply did not have the knowledge or the time required to learn
how to sustain a business. By working together with her partners, Cat feels that Ataraxy
Consulting will provide the guidance and support to these budding small businesses that
will allow them to grow and flourish and in turn, enrich the community in Missoula.

In addition to the three advisors, Ataraxy will develop informal partnerships with
seasoned consultants in order to provide our clients with the best services possible.

Initially, Ataraxy advisors will be paid based on monthly net income. Total net income
(less cash needed to maintain positive cash flow) will be divided based on a weighted
average determined from billable hours per person and company pooled time. Two
situations that will be accounted for differently will be seminar/initial meeting times and
internal accounting.
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FINANCIAL INFORMATION

Advisor Compensation

Advisors’ pay will be based on hours worked during each month. It is more important to
each advisor that Ataraxy has a solid financial standing than receiving a fixed advisor
salary. Therefore, compensation level will be secondary while having monthly positive
net income and cash flow is most important.

Each advisor understands that this pay scale will result in lower overall annual salaries
compared to peers with similar qualifications. For example. during the first vear of
operations we anticipate grossing under $40,000 per advisor. During the second year,
fringe benefits for advisors including 401k and health insurance will be added. Owner
draws will be possible depending on the financial stability of the business and unanimous
advisor consent. See exhibit 6.

We believe the long term value of building a financially strong company outweighs the
benefits of higher annual salaries. Advisors will capitalize on the company’s intrinsic
value as acquisition/merger options and offers become available. Potential acquisition
and merger opportunities include other consulting businesses as well as firms outside the
consulting industry, such as accounting firms.

Sources and Uses of Funds

Ataraxy will be started with $5,000 of owner’s capital and a $10,000 one-year
commercial loan. A small portion of the startup money will be used for legal fees,
business licensing, and permits. The remaining funds will be the working capital for the
first few months of operation.

Sources
1 Founder Capital 5,000
2 Commercial Loan 10,000
Total 15,000
Uses
Upfront Costs
3 Legal Fees 750
License Permits 250
Working Capital 14,000
Total 15,000
1 Each advisor will contribute 1/3 of founder capital.
2 Commercial loan will be for 1 year at an mtevest rate of approximately 5%.
3 Legal fees include setting up legal entity.
4 Missoula County business license
5  Working capital will ensure that Ataraxy will have positive cash flow in month 1.
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Revenues Generated by Seminars, Word of Mouth/Referrals

Appendix A & B depicts how Ataraxy will generate revenues from seminars. Estimations
for prices, retention rates, and approximate hours per phase were calculated from the
results of surveys and discussions with consultants.

Revenue Assumptions Seminars/Word of Mouth

\ Activity

Initial Meetin
Phase One

Phase Two
Phase Three

Average

Rate

$60

Approx. Rctention Rate Retention Rate
Hrs/Project Seminars Word of Mouth
—
1.5 30% _ 30%
5 S0% 70%
40% 60%
85% 85%

P el

Monthly revenue projections for year one have been estimated by determining the
number of clients, billable hours, and revenues generated.

The seminar revenue assumptions were calculated based on the full capacity of twenty
people per seminar and the number of seminars a month, which fluctuates based on
seasonality and demand. Breakdown of first year revenues is shown below.

—
Aug. Sept. Oct. Nov. Dec. Jan. _i Feb. | March \ April May June / July
Month | Month | Month | Month | Month | Month | Month | Month Month | Month | Month | 1ofals
Month 1 2 3 4 ] 6 7 8 9 10 11 12
r_ Yeart | Year1 | Yeari | Year1 | Year1 [ Year1 | Year1 | Year1 | Year1 | Year1 | Year1 ﬁear 1
Seminars 1,000 2,000 ] 2,000 1,000 0 2,000 2,000 1,060 1,000 1,000 1,000 | 1,000 15,000
Seminar Clients 900 | 13,050 | 24,675 | 24,525 | 13,125 4,050 | 26,550 | 26,025 14,775 | 14,025 | 12,900 | 12,150 | 186,750
Word of ‘
Mouth/Referral
Clients 0 ¢ Q 0 0 0 300 | 11,550 11,625 | 11,700 | 11,775 | 11,850 58,800
| Total
Revenues 1,900 | 15,050 | 26,675 | 25,525 | 13,125 6,050 | 28,850 | 38,5675 27,400 | 26,725 | 25,675 | 25,000 | 260,550
Cash Receipts

Ataraxy will collect 50 percent of estimated charges before beginning the project. The
balance will be due upon the completion. We expect to collect 30 percent of unpaid
balances in the month following the due date and an additional 14 percent in the
following 30 days. The final 6 percent will be uncollectible. Appendix C shows monthly
collection projection figures based on the revenue assumptions in Appendix A & B.

Income Statement

Appendix D is the forecasted monthly income statement. The first month is the only
month with a net loss, in the amount $892. Throughout the rest of the first year, we will
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be making solid positive net incomes each month, with a net income of § 11,353 for the
final month. The monthly income statements are based on the following assumptions:

o Salary will be based on monthly net income for the first year.

¢ Advertisement for the first set of seminars will be in Technology Journals, startup
incubators and through networking events,

o Home office setup reduces operating expense.
Ataraxy will lease computers for approx $33/month total (three computers).

¢ Payroll Taxes are assumed to be 20 percent of wages.

o Loanrate (5 percent) based on realwebfunds.com; 1 yr. commercial loan rate.

Appendix E is the forecasted three-year income statement. The following assumptions. in
addition to those previously stated, were used to forecast the yearly income statements:

e Projected growth rate for seminars is 10 percent year two, 15 percent year three.

e Projected growth rate for word of mouth/referral clients is 30 percent in year two
and three.

e Fringe benefits will include health insurance and 401k, available to advisors
starting year two.

e Capital expenditures for computers in year 2.

Cash Flows

Year 0 of Appendix F represents the startup phase of the business. For a detailed outline
about Year 0 see above “Sources and Uses Section.” The monthly cash flows show that
with the initial commercial loan and advisor capital, Ataraxy will have positive cash
flows from month one forward. Starting as early as month three, Ataraxy will have
increasing end of the month cash flows. This is a direct result of our revenue assumptions
outlined in Appendix A & B.

The three year cash flow forecast can be found Appendix G.

Balance Sheet

The monthly balance sheet is located in Appendix H and Appendix 1 contains the yearly
balance sheets. The absence of investment in property, plant and equipment is a result of
the low operating cost structure.

At the close of the first year, there will be $15,669 in assets comprised of cash and

accounts receivable. Ataraxy will have a total net worth of $15,669, which reflects a
$25,000 draw at the close of the year for each of the three founding advisors.
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CAT CLARO

1028 SHERWOOD STREET - MISSOQULA, MONTANA - 59802
CATCLARO@GMAIL.COM 406-544-8116

EDUCATION

The University of Montana — Missoula
Masters of Business Administration 2007
Outstanding MBA Student, selected by facnlty
Dean's Masters of Buriness Administration Scholarihip
Dean's List

Bachelor of Arts, Fine Arts 2002

CIVIC AND ACADEMIC ENGAGEMEN'T

* Docent, Missoula Art Museum
* Member, Student Advisory Committee, ‘The University of Montana-Missoula
* Member, Graduate Business Students’ Assoc., The University of Montana-Missoula

TECHNICAL PROFICIENCIES

Computer. Word, Excel, Outlook, Project, Access, AS/400, Fortis Imaging Station
Soft Skilfs. Solid interpersonal and written communication, Sales and Marketing

MANAGEMENT AND MARKETING LEXPERIENCE

School of Business Administration, University of Montana-Missoula

Teaching Assistant 2006-2007
* Research for preparation of professional journal articles
+ Assist in grading exams and papers, proctor exams and maintain grade rosters

Crackle Photography, Missoula, Montana

Office Sales / Marketing Manager 2006
* Developed sales and marketing promotions and analyzed profirability
* Conducted sales meetings with clients to select products and packages
* Managed day-to-day activities of the business, including customer service

Truckers Express, Inc., Missoula, Montana
Administrative Assistant / Accounts Receivable Clerk 2005-2006 /2003-2005
* Provided third-party medtation involving truckers and customers
* Transferred, verified and reconciled records from AS/400 to TL 2000
« Scanned and electronically indexed documents utlizing Fortis Imaging Station
* Extended credit to customers and managed customer’s issues as they occurred
* Managed collection on 150-300 accounts, dramatically reducing uncollectible funds


mailto:CATCL\RO@GM.\ILCOM

SABRINA M. BURTON

248 A NORTH HIGGINS MissouLa, MT 59802
SABRINA_M_BURTON@YAHOO.COM
406.240.9106

PROFESSIONAL PROFILE

¢ Offer a unique combination of ability to work as a team member or independently

¢ Committed to efficiency, integrity, and task completion in a thorough and detailed manner

¢ Self-confident, motivated, with interest to accept challenges, responsibilities, and desire to learn
¢ Possess strong human relation skills and ability to effectively communicate orally and in writing

EDUCATION
The Umversity of Montana-Missoula

Masters in Business Administration 2007

Outstanding MBA Student, selected by peers

Bachelor of Science, Business Administration, Emphasis: Accounting 2006
University College Cork, Cork, Ireland Spring 2003
DePauw University, Greencastle, Indiana 2001-2002
CAREER PROGRESSION
RESEARCH ASSISTANT

Montana World Trade Center, Missoula, Montana, May 2006-current
¢ Conducted multiple stage feasibility and market research studies for Montana manufacturers
¢ Aided in market/business development for various sized companies

ACCOUNTING ASSISTANT

CartriCharge Inc., Missoula, Montana, May 2006-current
¢ Responsible for weekly commission calculations and payroll
¢ In charge of monthly account reconciliations
¢ Accountable for accounts payable completion

ACCOUNTING INTERN
Anderson ZurMuehlen & Co., Missoula, Montana, January 2006-current
¢ Prepared Corporate, Partnership, and Individual Tax Returns in accordance to IRS standards
¢ Compiled information and created effective work papers that correspond to tax return
+ Worked with clients to research missing information so that appropriate tax credits were utilized

OWNER'S ASSISTANT

Twin Lakes Resort, Bridgeport, California, Summers 2003/2004

Accountable for making sure each guests needs were being met

+ Booked and confirmed cabin reservations and checked in guests

¢ Trained employees on computerized reservation system and cash register
L

+

*>

Performed daily duties including night auditing and deposits using Excel
Assisted with maintaining inventory and processing grocery and gift orders
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KATHERYN A. BLACK

406.240.1898
katheryn.black@umontana.edu

1975 lenn Lane 5rear2: Missoula! MT 59808

Education
Masters of Business Administration
The University of Montana, Missoula {(May 2007)
Universidad de Catholica, Santiago, Chile (January 2007}

Bachelor of Science, Business Administration
Dual Minors: Political Science and Communication
University of Nebraska-Lincoln (August 2004}

Professional Experience
Missoula Area Economic Development Corporation; Missoula, MT (2006 - Present)
MAEDC is non-profit, community-based, and is designated by the City of Missoula and Missoula County as the
"lead agency"” for economic development under the State of Montana Certified Communities Program,

Loan Program Assistant

= Facilitate dissolution of nonprofit 504 loan program with SBA office in MT and Washington D.C.

» Market, create brochures for Community Development Block Grants, IRP, EDA-RLF, and
Community Reinvestment Fund loan programs to community and county

* Implement demographic income survey of Seeley Lake to determine Low to Moderate Income
eligibility

=  Compile Missoula‘s community profile of Missoula services, # of law enforcement, # of schools
& students, companies providing utility services for the visitors center once a year.

Adirondack Leadership Expeditions; Saranac Lake, NY (2004 -2006)
Adirondack Leadership Expeditions is a character development wilderness program for troubled teens that
promotes personal growth through a focus on insight-oriented experiences.

Master Head Field Instructor
*» Led professional and safe environment wilderness expeditions for “at risk youth”
= Recorded students’ daily progress through the program; for use by the students and therapists
» Designed, instructed hiring seminars to determine potential empioyée fit within organization
= Supervised, trained new field instructors’ to establish an effective instructor team
= Qversaw distribution of student medications at proper times
= Created weekly itineraries for students keeping them occupied 24/7
= Monitored day-to-day health and safety concerns of students and staff
= Taught primitive living skills, proper use of field equipment, and program curriculum

Outdoor Adventures-Campus Recreation; University of Nebraska-Lincoln (2001 -2004)
Campus Recreation has one of the largest and finest collegiate recreation programs in the United States. The
facility is recognized on a national level for program quality and innovation, over 25,000 students annually.

Adventure Trip Leader

s Coordinated, guided, organized logistics of multi-day wilderness trips throughout the US

* Planned, budgeted nutritious and cost efficient menus for backcountry trips

= QOrganized, processed participant health forms, risk management plan and trip insurance

* Instructed 80+ youth and adults in canoeing trips/programs on rivers and lakes

= Trained general staff in logistics, setting gear, teaching activities, interpretative instruction, and
activity specific techniques for them to successfully become outdoor trip leaders

« Directly supervised apprentices, general staff, assistant leaders, and participants ensuring
safety and group cohesiveness

Educational Class Instructor
= Revised existing class material into an instructor class packet for future continuity of instruction
= Coordinated the logistics, class material, and topics between two backpacking classes and the
climbing class ensuring all informaticn was covered and gear was available
= Developed, implemented Backpacking II class, which travels to Snowmass, CO, for the
Universities fall semester classes; included logistics, budget analysis, and writing lesson plans
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Exhibit 1 Business Model

- ‘
. ) i Stakeholders St{akeholder Needs
Small Business in Missoula Small Businesses
New Business . Business Plans
Established Small Business Save Time and Energy
Unknowiedgeable Business Owners Focus on Business Expertise
Pgtentral Entrepreneurs _ Financial Funding Infarmation
High Skill/Narrow Focus Business Marketing Information
Venture Capitalists/Angel Investors Accounting Services
The Community Outsourcing Business Needs
Unlversﬂy of Montana Performance Evaluation
Missoula, Montana Grants Available
Bozeman Marketing Alternatives
Wesiem Montana Business Performance Evaluation

Capital Market Presentation Assistance

Sabrina Burton ATARAXY CONSULTING ' | 115 Community
Katie Black
Individuals Staying In State

Montana Small Business Association sulting ﬁrm serving small
Montana businesses with
a wide array of business

Capital Market
Salary for Owners

| |
Cat Claro % is a sma“ business con- \ Incre_ased Tax B_ase

Resources

Tangible resources Serv|ces
Location In Montana -
Personal Savings Capabililies

Mortgage

Home Office See Value
Intangible resources Chain

Low Overhead

Quality /Efficiency

SBA Experience

Accounting Experience
Small Business Expertise

Sales Experience
Marketing Experience
Contacts with Investors
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Exhibit 2 Value Chain Analysis

Company Infrastructure

Our main office will be out of the Burton Home Office. We wil! use this location for daily activities
but will meet our clients on-site if possible.

We will lease our computers and supply cost will be low

This structure allows us to keep our fixed cost at a minimum

Human Resources

Our employee structure will be based on using each others individual talents to
collaborate with one another offering the client unmatchable service

We plan on developing an internship program

We will hire an administrative assistant in the second year

Materials Management/Technology

We will be aware of business management software that is available to the different niches our clients
are involved in.

Provide up to date knowledge on different financing options available.

Provide new and resourceful ways to market client services and products.

Margins

Outhound Operations Sales & Service
Logistics Allows entrepreneurs Marketing We provide the following
Providing access to business Seminars hosted to targef, benefit to entrepreneurs:

Mgmt..Fin.,Mkting., professionals for aid in:

Acct., and Bus. Dvlp.

specific small business Financing Guidance
needs Marketing Services

Service will allow Financing, _ . Business Plan
entrepreneur to focus Marketing, Direct contact with Development
on building business. Accounting Services, business owners Business Planning

Business Development,
Business Planning and
Strategy Implementation,

Analysis of Business

Processes,

Website Development,

Grant Writing, and
Presentation Development

Mailers to all people
applying for a new
business license

Provide Analysis for current

Ataraxy also
procedures

helps entrepreneurs
understand what
Targeting cluster business functions
markets with which they need
assistance.

Be able to show the Cost
Benefit of our services

Providing presentation
Instruction in order 1o
Secure financing

Advertising in Tech
journals, local pubiic.




Exhibit3 Competitive Advantage Building Blocks

Superior Efficiency

* Fastresponse time

s Efficient project completion
* Tailored innovation

Superior Quality

e Low cost, customer need specific seminars
Proven results based on previous clients
Customized plans made afier initial contact
High contact, involvement between parties
Synergy of human capital

i

Competitive Advantage:
Differentiation
ATARAZY will gain competitive advantage by the

level of customer service, commitment, and per-
sonalization we deliver with our services.

"LIVING COLLABORATION"

T

[

Superior Innovation

Professional Advisors rely on one another
for collaboration. This results in the best
possible sclution for our clients.
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Customer Responsiveness

Extremely high customer service
Flexible plans tailored to each individual
clients needs

Ability to meet with advisors in person
Fast response time

Face to Face advice

Personal relationship with advisors
Dynamic reaction time




