Hide-a-Green

Based on these calculations Hide-a-Green should break even in year one, earning an operating
profit of $15,366, $117,418, $182,728, 243,448, and 640,937 in year five. See consolidated
income on the next page.

Hide-a-Green J
Income Statement Year | Year 2 Year 3 Year 4 Year 5 /
|
Sales $325,000 $560,000 $760,000 | $1,060,000 | %I .340.0%
Cost of Goods Sold $145340 $250,432 $339.872 $474,032 $599,248 J
Gross Margin $179,660 $309,568 $420,128 $585.968 $740,752 |
' Operating Expenses $164.294 $30,508 $43,108 $85,628 $87.878
- Depreciation $5.030 $5,030 $5.030 $5,030 $5.030
Total Operating Expenses $164,294 $192,150 $237,400 | $342520 $367.270
Operating Profit $15.366 $117,418 $182,728 $243,448 $640,937 |
Non Operating J
| Income/Expenses
- Interest Expense $5.829 $4,740 $3.549 $2,247 $822 |
Profit Before Taxes $9,537 $112,678 $179,179 $241,201 $372,660
Income Taxes $2.861 $34,188 $53.754 $79.634 3i |6.5£,
Net Income $6,676 $78.490 $125425 | $161.567 |  $256,110 |
]
Breakeven Analysis |
Selling Price $5,000 $5,000 $5.000 $5,000 $5,000 |
Variable Cost $2.236 $2.236 $2.236 $2.236 $2,236 ‘
Contribution $2.764 $2,764 $2.764 $2,764 $2.764 |

Hide-a-Green plans to initially promote its product locally through strategically donated putting
greens. Attempting to place them in the bar or clubhouse of three high end golf courses in
Montana. In addition, Hide-a-Green intends to bring its unit to trade shows in an attempt to
raise product awareness and look for additional channels of distribution.

Hide-a-Green expects to have sales of $325,000 in year one, $560,000 in year two, $760,000
in year 3, $1,060,000 in year four, and 1,340,000 in year five. That is approximately 4-7 units
per month in year one, in year two that number grows to 7-11 units per month, 9-15 units per
month in year three, 13-21 units per month in year four, and 16-27 per month in year five.
Hide-a-Green hopes to leverage direct sales as well as a business-to-business model to support
the growth figures. The income statement illustrates the approximate sales per month of Hide-
a-green units. The sales calculations are based on total capacity, then seasonality and growth
stages were considered. Hide-a-Green anticipates selling a majority of its greens in the months
following the golf season, September, October, November and December. It anticipates a
sales slowdown in spring followed by an additional sales boost following trade show attendance.
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Please refer to the Assumptions on page 25, with attached sales projections for additional
information.

The cash flow statement and balance sheet reveal that following an original loan of $70,000,
Hide-a-Green will maintain a positive cash balance without additional cash inputs. Hide-a-
Green anticipates a four month delay before it shows its first positive cash flows. In the
subsequent months, the cash flows grow along with revenues and net profit. See consolidated
cash flow statement below.

| Consolidated Cash Flow

| N

| —

J

Year | Year 2 Year 3 | Year 4 Year 5

|

 Opening Cash ) B $0 | $4BB10 | $I51,124 | $2B7.093 | $464,38)
)?;s—Flow from Operations $14.567 | $116,120 | $148,745 | $192,478 | $298,056 |
| Cash Flow from Investing Activities -$25.150 0] s0] %0 $T[|
FQ_Sh Flow from Financing Activities $59,393 | -$13806 | -$12,777 _-$I5,'.89 -$l6.6E
| Net Cash Flow ' $48.810 | $102,314 | $135969 | $177,288 | $281.446 |
| Closing Cash - $48.810 $|5|.|2% | $287.093 | 3464381 | $745.827

10.0 Proposed Exit Strategy

At the beginning of the business, Hide-a-Green would be a lifestyle business. However when
the company gains momentum, it could offer much bigger returns. Hide-a-Green will develop a
strategy to disperse a portion of the funds to the shareholders and an additional portion to the
investors. The reinvestment of the money back into the company will center on the market
penetration strategy.

At the end of five years, Hide-a-Green will evaluate sale of the company.
11.0 Proposed Offering

Hide-a-Green intends to obtain a total of $70,000 in loans. Approximately $20,000 of the loan
will be for a vehicle. Given the founding members strong credit ratings, this loan will be
secured from a bank at a reasonable rate. The additional $50,000 will be acquired from friends,
family and other investors. The amount of repayment will be determined with the individual
lenders based on their financial situation and established relationships with the founding
members.
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Hide-a-Green will rent an assembly space with a small office in the corner, which will be
necessary to generate revenue with the initial investment. As the business begins to develop,
the organization plans to utilize small business loans to facilitate further expansion.

The funds acquired will allow Hide-a-Green to put money into research and development,
which will be critical in the early stages of the company. Developing a working prototype will
be essential to many of the early marketing efforts. Hide-a-Green will secure patents for the
central components of the folding green with the money raised.

Hide-a-Green will travel with the prototype to PGA tour events, and trade shows in an attempt
to expose the market to the product. The money raised would also go toward the marketing
campaign, which will utilize public relations efforts for local as well as national media. Hide-a-
Green will also utilize the marketing option offered by public relations and interactive
communications.

Both Mr. Ogg and Mr. Himsworth have little capital to invest in the company, and understand
that it may be necessary to give up a significant portion of the ownership. However, they
would like to keep this portion as small as possible, with each retaining 40% equity in the
company. The final 20% will be reserved to raise capital for growth.



Hide-a-Green Assumptions

Pricing Strategy

Hide a Green

LinksPutt

Putter's Edge

Duffy Golf(Dream Green)
Taur Links

Big Moss

Slave | apnrte

Low End
N/A

High End

$5,000.00

£581 A3 §739 00
$360 00 $1.795 00
$2,195.00 $7,595 DO
$299.00 $1,789 00
$159 99 $1,300.00
5175 00 $868 0O

Wholesale

Features

Luny pultmg surface, manipulated by cups under end, 9 lo 15' Iong, stand on side

Mat on Floor 4x12 to 20x12

2B, 4x20, ajustable contours with rofte’s
Two models, Iraining aid and Modular Green to 4x10 to 12x12
Rol away design, ability lo manipulate break with break snakes, + long pul version

Roll out mat with fancy des.gns and adjustable breaks

COGS Width Length Surface Area
wood $1,000 00 Home Depol + Online Lurnber dealers Inches 48 144 4R00
Lift Mechamism $300.00 Create-a-Bed Hardware Feet 4 12 48
Gam System (Hreak manpulalion) $400 00 Appraximetion Turl Cost Per Square Fool $7.00
Turf Cost 5336 D0 See Side Calculations
Labar $200.00 Insurance Costs General Liability 5600.00
Total $2,236.,00 Praperty 5600 00
Tolal insurance expense $1.200.00 peryear
Lahor Costs Hours per Unit
Per Hour $20.0¢ Stock 5 $100 00 per monlh
Cuslpom 20 “‘Estimated
Ours 10
Tatal Labar per Unit @ $20hour $200.00 Equipment
““from James Lee. Arisan Woodwork Breckenridge Arr Compressor $300 00
Table Saw $470.00
Sales Growth Based on Max Capacity of 280 Units per Year Mitre Saw $330.00,
Year Per Year Per Month (approx) Other Misc fools $3,£00 g0
1 25% 70 6 Computer $1,000.00
2 40% 112 g9 Total $5,150 00
3 55% 154 13
4 75% 210 18
5 95% 266 22
“See Sales Tab for actval monthly sales
Salaries Hourly ‘Year 1 Year 2 Year 3 Year 4 Year 5
CEQ (Head of Operalions) Mickey Cgg $30,000.00 £50.000.00 $75,000 00 $100,000 00 $125,000 00
Direelor of Markeling and Saies Jesse Himsworth $30.000.00 $£450.00C 00 $75.000 00 $100,000 00 $125,000 00
Lead Designer $20.00
Additional Assumptions Year 1 Yaar 2 Ycar 3
Annual Depreciation Rates
- equipment & Years
- vehicles 5 Years
Share Capital $1,000
Interest Rates
- long term debt 9 00%
Income Tax Calculalion
- carporale tax rale 30 00%
Monthly Operating Expenses {First Month} Subsequent
- Rent $500 0U same
- Utlilities $200.00 same
- Legal Fees $2,000.00 $100.00
- Insurance $100 00 same
- Vehicle Expenses $100 00
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Hide-a-Green
Balance Sheet Year1 Year 2 Year 3 Year 4 Year 5
April April April April April
Assets '-E_
Current Assets
- Cash $48,810.00 $150,960.89 $287,092 81 $464,380.93 $745 826 .96
Total Current Assets $48,610.00 $150,960.89 $287.092.81 $464,380.93 $745,826.96
Fixed Assets
- Equipment $5,150.00 $5,150.00 $5,150.00 $5,150.00 $5,150.00
less Accumulated Depreciation $1,030.00 $2,060.00 $3.090.00 $4,120.00 $5,150.00
net Equipment $4,120.00 $3,090.00 $2,060.00 $1.030.00 $0.00
- Vehicles $20,000.00 $20.000.00 $20,000.00 $20,000.Q0 $20,000.00
less Accumulated Depreciation $4,000.00 $8,000.00 $12,000.00 $16,000.00 $20,000.00
net Vehicles $16,000.00 $12,000.00 $8,000.00 $4,000.00 30.00
Total Fixed Assets $20,120.00 $15,0890.00 $10,060.00 $5.030.00 $0.00
Total Assets $68,930.00 $166,050.89 $297,152.81 $469,410.93 $745,826.96
Year 1 Year 2 Year 3 Year 4 Year 5
Liabilities and Equities Aprit April April April Apri}
Current Liabilities
- Income Taxes $2,861.11 $34,187.54 $53,751.11 $79,631.40 $116,547.03
- Current Portion Long Term Debt $12,695.86 $13,886.82 $15,189.50 $16,609.92 $0.00
Total Current Liabilities $15,556.87 $48,074.36 $68,940.61 $96,241.32 $116,547.03
Long-Term Liabilities
- Long-Term Loans $45,697.10 $31,810.28 $16,620.78 $10.86 $10.86
Total Long Term Loans $45,697.10 $31,810.28 $16,620.78 $10.86 $10.86
Owners' Equity $0.00 $0.00 $0.00 $0.00 $0.00
- Share Capital $1.000.00 $1.000.00 $1,000.00 $1,000.00 $1,000.00
- Retained Earnings $6,675.93 $85,166.25 $210,591.42 $372, 158 75 $628,269.07
Total Owners’' Equity $7.675.93 $86,166.25 $211,591.42 $373,158.75 $629.269.07
Tota! Liabilities and Equities $68,930.00 $166,060.89 $297,152.81 $469,410.93 $745,826,9¢
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Hide a Green

Income Statement Year 1 Year 2 Year 3 Year 4 Year 5

Sales $ 325000.00 | $ 560,000.00 | $ 760,000.00 | § 1.060,000.00 & 1,340,000.00
Cost of Goods Sold $ 14534000 | $ 25043200 [ $ 33987200 ($ 47403200 % 59924800
Gross Margin $ 179,660.00 | $ 30956800 | % 42012800 |% 58596800{% 740752.00
Operating Expenses $ 16429400|% 3050833|% 4310833 (% 85628.33 | % 87,878.33
- Depreciation 3 503000|% 503000(% 50300015 503000 % - 5,030.00
Total Operating Expenses $ 164,294.00 | $ 192,150.00 | $ 237,400.00 [$ 342,520.00 | $  367.270.00
{Operatin Profit $ 15366.00|% 117418001 % 18272800 |$ 243.44800|% 640937.17
Non Operating Income/Expenses | $ - $ - $ - $ - 3 -

- Interest Expense % 582896 | % 474014 | $ 35491815 2,24650 | % 821.62
Profit Before Taxes 3 95637.04|% 11267786 % 17917882 |$% 24120150 |% 372660.38
Income Taxes $ 286111 |$% 3418754 |$% 53.753651% 7963417 ({$ 11655006
Net Income $ 667593|% 78490321% 12542517 (% 161,567.33|% 256,110.32
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Breakeven Analysis

Year 1 Year 2 Year 3 Year 4 Year §
Selling Price $5,000.00 $5,000.00 $5,000.00 $5,000.00 $5,000.00
Lariable Cost $2,236.00 $2,236.00 $2,236.00 $2,236.00 $2,236.00
Contribution $2.764.00 $2.764.00 $2,764.00 $2,764.00 52,764 .00
Fixed Expenses $170,122.96 $196,890.14 $240,949.18 $344.766.50 $368.091.62
Breakeven Volume {units) 62 71 87 125 133
Units Sold 70 112 154 210 266
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Hide-a-Green

Batance Sheet | Year 1 Year 2 Year 3 Year4 Year 5 |
ﬂ April April April Ma June
Assets
Current Assets
- Cash 48,810.00 150,960.89 | $ 287,092.81 | § 262,051.81 [ $ 271,260.81
Total Current Assets $ 48,810.00 | $ 150,960.89 | ¢ 287,092.81 | $ 262,051.81 | ¢ 271,260.81
Fixed Assets
- Equipment $ 5150001 % 515000 [ ¢  5,150.00 | % 5,150.00 5,150.00
less Accumulated Depreciation | ¢ 1.030.00 | $ 2,060.00 | & 3,050.00 | % 3,175.83, % 3,261.67
net Equipment $ 412000 [ % 3,090.00 | 3 2,060.00 | % 1,974.17 | § 1,888.33
- Vehicles $ 20,000.00 | ¢ 20,000.00 | $ 20,000.00 [ ¢ 20,000.00 20,000.00
less Accumulated Depreciation | $§ 4,000.00 [ $ 8,00000 1 & 12,000.00 (% 12,333.33 12,666.67
net Vehicles $ 16,000.00 | $ 1200000 | $ B8,000.00 | % 7,666.67 7,333.33
Yotal Fixed Assets $ 20,120.00 | $ 15,050.00 | $ 10,060.00 | $ 5,640.83 0,221.67
Total Assets $ 68,930.00 | $ 166,050.88 | § 297,152.81 | § 27169264 | § 280,482.48
Year 1 Year 2 Year 3 Year 4 Year 4
Liabilities and Equities April April April May June
Current Liabilities
- Income Taxes $ 2,861.11 1% 34,187.541% 53,751.11 % 53,751.11]|% 56,755.12
- Current Portion Long Term Debt ] $ 12,695.86 | ¢ 13,886.82 | $ 15,18950 | % 15,303.42 15,418.20
Total Current Liabilities $ 1555697 | % 4807436 |4 6894061 | $ 65,054.53 72,173.32
Long-Term Liabilities
-Long-Term Loans $ 45,697.10 31,810.28 | § 16,620.78 15,292.44 | $ 13,954.13
Total Long Term Loans $ 45,697.10 3181028 | ¢ 16,620.78 15,292.44 [ $ 13,954.13
Owners' Equity % - $ - $ - - -
- Share Capital $ 1,000.00 1000001 ¢% 1,000.00 1,00C.00 | % 1,000.00
- Retained Earnings $ 6,675.93 85,166.25 | ¢ 210,591.42 186,345.68 | $ 193,355.03
Total Owners' Equity $ 7,6Y5931¢% B86,166.25 (¢ 211,591.42 | $ 187,345.68 | $ 194,355.03
Total Liabilities and Equities $ 68,930.00 | § 166,050.89 | $ 297,15281 | § 27169264 | § 280,482 .48
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Hide-a-Green

I N [

Cash Fiow

Year 1 Year 2 Year 3 Year 4 Year 5J
Opening Cash $0 $48,810]  $151,124 $287,093]  $464,381]
Cash Flow fram Qperations $14,567|  $116,120 $148,745 $192 478 $298,056j
Cash Flow from Investing Activities ~$25,150 40 %0 %0 $(i'
Cash Flow from Financing Activities $59,393 -$13,806 _-$12,777 -$15,189 ~$16,61C%f
Net Cash Flow $48,810 W02,314 $135,969 177,288 $281,446
Closing Cash $48,810]  $151,124| $287.093 $464,381 $745,6827]

** The two large dips in cash flow are a result of Tax Payments
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Mickey K. Ogg

333 Levasseur Street
Missoula, MT 59802

406.3926.1757
mickeyomgmail .com

Profile

Personable, professional, self-starter with seven years legal experience. Quistanding communication and
interpersonal skills with a history of attention 1o detail and thoroughness beyond expectation.

Professional Experience

Ogg Law Offices/McCann Law Firm, Missoula, MT
Legal Assistant, 2001 - Present
Assisted attorneys in preparation for trial through synthesis of medical records and data analysis. Drafted complex
court documents and tegal correspondence. Performed legal research for both workers™ compensation and personal
injury claims. Communicated extensively, hoth written and verbal, with staff, clicnts, and professionals.

»  Implemented new systems for tracking medical records, medical bills and case workload.

+ Combined old and new systems of filing and calendaring utilizing technology.

»  Tracked changing insurance industry practtces and updated demand lewers accordingly.

Ogg Rentals, Missoula, MT
Property Manager, 2004 - Present
Manazed and coordinated property operations and administrative functions. Planned, scheduled, and coordinated
maintenance, major repairs, and remodeling projects,
+  Developed and administered annual operating budget.
»  Prepared financial statements and pertodic reports on the status of all properties.

Jackson Hole Sports, Teton Village, WY
Sales Associate, 2000-2001
Provided Customer Service for individuals looking to purchase outdoor sports equipment. Operated cash register,
including balancing the tith and books.
«  Demonstrated superior customer Service and sales skills while interacting with broad range of customers.

Medrecs Copying Service, Seattle, WA
Customer Account Representative, 1449
Acquired medical and employment records for law firms and insurance adjusters from medical providers and
businesses throughout the Northwest,
+  Maintained high level of professionalism with existing business relationships.

Stoel Rives, L.L.P. Seattle, WA
Mail/Fax Clerk, 1997-1999
Recorded and routed incoming mail and faxes throughout large corporate law oftice. Coordinated outgoing legal
documents with legal couriers. ltemized shipping bills for accounting departmen.
»  Waorked with diverse group of individuals to meet strict time constraints placed on deliveries.

Academic Credentials

The University of Montana — Missoula University of Washington - Seattle
Masters of Business Administration, 2006 - Present Bachelor of Arts, History, 1999

Community Involvement

Habitat for Humanity

Chair Public Relations Committee, 2006-2007

Coordinated and ran weekly volunteer meetings. Drafted press releases, planned and coordinated Public Relations
events as needed and developed a budgel to cover ongoing Public Relations expenses.




Jesse Himsworth

1742 Missoula Sireer ® Missouta, Moptana S9802 » (406) 581.2485 » JHimswonh(@gmail.com

Professional Objective:
Toobain a position within the markeling/adversing industry that will besoutilize my skills, expericoce
and cducation.

Fdueation: University of Monrana Missoula. Montana
Masters in Business Administration Candidate. 05/2007
G.F.A. 3.86/4.0
Johnson & Wales University Providence, Rhode Islaned
Bachelor of Seicnee in Marketing Communications Dregree, 03/2005
Associare ol Seienee w Marketing Degree. 03/2004

Concenration in Applicd Mathemauces
G.P.AL4.0/4.0, Summa Cum Lawele

Work Expericnee: Assistant Advertising Account Execurive

02/05 - 04/06 Dully & Shanley, Ine. Providence, Rhode Islandd
¢ Guided day-to-thay advertising activities for Anthony & Svlvan Pools. Providenee/
Warwick Conventionand Visitor's Burean. Rhode Island Public Transporiation and
National Cerid
* Collaborated with the Accownt Snpervisor in preparation ol recomme ndations, marketing
strategics and actions for clicns
* Used strong communications skills 1o build and maintain trasied client relationships
¢ Consulted with creative, media. and rescareh stafls to communicate cliem abjectives and o
develop alierpative sirategic soluuons
* Helped elients be tbeir hest!

Mecdia and Account Services Intern

10/04 - 02/05 Dulh & Shanley, lne. Providence. Rhode Istand
* Assisted public relations 1eam i seeuring 25 broadeast features ad 18 newspaper articles Tor Nike Golls
nanonwide CPR promotional tour
* Developedand placed numerons mseruon orders lor amult-midlion dolar advertismg clicots resualing
inihe efticient and elleetive use ol hetr advertsing budgets
= Worked with Aceount Excentives and Media Supervisors w construet marketing communications plans by
formulatmg ideas for the ereative development of print, radio. and micractive media

Graduate Rescarch Assistam

09/06 - Present Universin of Monrana Missoula, Montana
o Couduced extensive rescareh on muli-oational corporatons” imernational adve rusing praetiees (0 assist
graduate professors in publishig rescarch papers
¢ Coauthored mumernns case siudies on inerpatomal bustness and international aepgotiaions and submived
them for publication w o business jouwrnals
o Taughit g sesstons (150 students) ol jumior level oppanizational behavior classes whenever professor was sbsent

[Tighliphs of Qualilications:
= Sharp. productive, quick learner: proven abiliny to adaptwell 1o a challenge
o Frthuseastic team membee whose participation brings out the bestinothers
* Jiaceptional ability 10 quickly master new concepts and apply its full range o capabilitics
« Special Nair for eelating with a wide range of peaple. organizatons, and busivesses

Honors, Associations and Interests:

* University of Montana’s 1.1 Coreue Memorial Scholarship Reeipicut 08/2006
* Johnson & Wales University Presedential Achievment Award Recipicm 05/2005
* Achicved Golden Quill Honor Sociery Recogniion For Undergraduate Stadics 0972002 - 03/2005
* Active American Macketing Association Member 08/2004  Present

« Interests include: Golf, Racquetball, Fly Fishing, Running and Mountain Biking

Relerences Available Upon Request




Business Definition

Hide-a-Green provides indoor synthetic putting greens that offer the benefit of folding

away when not in use,

Customer Groups
Product Market Stakeholders

Primary Customers
*Golfers

Secondary Customers
«Golfer's spouses

Suppliers

*Turf supplier
«Lumber

*Golf accessories

Capital Market Stakeholders

Shareholders
*Mickey Ogg
+Jesse Himsworth
*Investors

Major suppliers of capital
Mickey Oqq

«Jesse Himsworth
«Investors

Organizational Stakeholders

Customer Needs
Product Market Stakeholders

Primary Customers
*Practice putting from home
*Fold away putting green

Secondary Customers
*No clutter

Suppliers
*High volume

*Consistent purchases
-Loyal customer

Capital Market Stakeholders

Shareholders
*Return on investment
*Start-up experience
*Employment

+Patent protection

Maijor suppliers of capital
*Product development

*Patent protection
*Return on investment
*Interest payments

Competitive Advantage

Innovation

‘Proprietary fold away technology
«Utilization of new high end putting
materiais

“Proprietary cam system to adjust
breaks

Customer Relations

*Superior customer service
*Responsive

*Quick to answer questions leading
to delighted customer

*Intimate product knowledge
*Sales and marketing experience

Efficiency

*Built to order

«Expertise in golf industry

*Low cost operation utilizing just-in-
time inventory management

Quality

*Handmade

*Quality cabinetry

*Smooth operating mechanism

Resources
Tangible Resources

Financial

*Owners

«Family & friends
*Funding from investors

Physical
«None currently

~Will be looking for warehousing
and manufacturing facility

Technological
Proprietary fold away technology

Intangible Resources

Human Resources

*Golf expertise*™

-Marketing and advertising
expertise™

-Strategic expertise
*Entrepreneurship expertise**
»** = through advisors and team

*Employees j Innovation resources
=Carpenter (s) *Unique product offering
*Installer Capabilities *Patent opportunities
*Customer Service .

u See Appendix 2 B
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Competitive Advantage

Efficiency

*Built to order
Expertise in golf

industry

Flat organization
-Low cost operation
utilizing just-in-time

Quality
Handmade

*Quality cabinetry
*Smooth operating
mechanism

]

Customer Relations

l

Competitive Advantage:

*Superior customer
service
*‘Responsive

«Quick to answer
questions leading to
delighted customer
*Intimate product

L:\;if;toeryment > Focused Differentiation knowledge
J L *Sales and marketing
T experience
Innovation

*Proprietary fold away technology
Utilization of new high end putting

Materials providing a lifelike roll and break

*Proprietary cam system to adjust breaks

Appendix 5




