[image: image1.jpg]


FastTrac Program 2005
Baylor University / Universiteit Maastricht
Group 4: J. Heijman, P. Meij, D. Moors, R. Thys

[image: image17.png]- time : 7/27/2005 - 3:10:19 PM




I-Cam, Anywhere you can!
[image: image14.bmp][image: image15.jpg]


TECHNOLOGY BUSINESS PLAN

Technology Business Plan Prepared By

Highlight "Entrepreneur's Name" and type your full name
J. Heijman, P. Meij, D. Moors & R. Thys
ICam.info@gmail.com
Highlight "Entrepreneur's Title" and type your title 
During the FastTrac Program 2005 I-Cam is located at:
Highlight "Company Address" and type your business address
School of Engineering & Computer Science
1221 S. University Parks Dr.
Waco, TX 76798
Date Prepared

Highlight "Month Year" and type in date
Tuesday, August 02, 2005
	Table of Contents


41. Executive Summary

2. Management & Organization
7
2.1 Management Team
7
2.2 Compensation and Ownership
7
2.3 Contracts and Franchise Agreements
8
2.4 Buy/Sell Agreements
8
2.5 Outside Advisors
8
2.6 Organization Chart
9
3. Product and Service Plan
10
3.1 Technology Description
10
3.2 Originality of the Technology
10
3.3 Purpose and Unique Features of the Technology
10
3.4 Stage of Development & Required Research and Development
11
3.5 Proprietary Rights
11
3.6 Ownership of Intellectual Property Rights
11
3.7 Barriers to Re-engineering
11
3.8 Government Approvals
12
3.9 Technology Limitations
12
3.10 Technology Legal Liability
13
3.11 Related Services and Spin-offs
13
3.12 Production
13
3.13 Facilities
13
4. Marketing Plan
14
4.1 Industry Profile
14
4.1.1 Current Size
14
4.1.2 Growth Potential
14
4.1.3 Geographic Location
15
4.1.4 Industry Trends
15
4.1.5 Seasonality Factors
16
4.1.6 Profit Characteristics
16
4.1.7 Distribution Networks
16
4.1.8 Basis of Competition
16
4.2 Competition Profile
16
4.3 Business Model
17
4.4 Customer Profile
17
4.5 Target Market Profile
18
4.6 Pricing Profile
19
4.7 Gross Margin on Products
20
4.8 Market Penetration: Advertising and Promotion
20
4.9 Packaging and Labeling
21
4.10 Service and Warranties
21
4.11 Trade Shows
21
5. Operating and Control Systems
22
5.1 Administrative Policies, Procedures and Controls
22
5.1.1 Receiving Orders
22
5.1.2 Billing Customers & Collecting Accounts Receivable
22
5.1.3 Paying Suppliers
22
5.1.4 Reporting to Management
22
5.1.5 Staff Development
22
5.1.6 Inventory Control
23
5.1.7 Handling Warranties and Returns
23
5.1.9 Security Systems
23
5.2 Documents and Paper Flow
23
5.3 Planning Chart
24
5.4 Risk Analysis
24
5.5 Salvaging Assets
24
6. Growth Plan
25
6.1 New Offerings to Market
25
6.2 Capital Requirements
26
6.3 Exit Strategy
26
7. Financial Plan
27
7.1 Sales Projections
27
7.2 Start-Up Costs
30
7.3 Income Statement/ Budget
31
7.4 Balance Sheet
34
7.4.1 Proforma Balance Sheet Start-Up
34
7.4.2 Cash Flow Statement
35
Appendices
39
Appendix A: Contracts & Agreements
39
Employee Invention Agreement
39
Employee Non-Compete Agreement (General)
39
Appendix B: Technical overview
41
Appendix C: Technical questions & answers
43
Appendix D: Competition Profile
45
Appendix E: Advertising on business channels
49
Appendix F: Sales Projections & COGS
52
Appendix G: Three Year Proforma Balance Sheet
53


	1. Executive Summary


Dear Sir/Madam, 
The items discussed in this chapter will give you an introduction to I-Cam and the product/service we are offering.
1.1 Venture history

I-Cam is a company started for the 2005 FastTrac Program. This program was offered in July 2005 by Baylor University. The general assignment of this program was to set up a business that worked with internet technology. The idea of I-Cam originated in a brainstorm session of the project team that was appointed for this FastTrac program.
1.2 Venture description
I-Cam provides its customers with software and services to facilitate video surveillance over the internet and/or mobile connections. The images for the surveillance can be captured by any type of webcam.
Unique features of the I-Cam technology are the following:

· Monitoring and surveillance, independent of camera equipment or target platform. The only restriction is that the software can run on the platform.

· Online storage of images, essentially offering off-site storage of surveillance footage, which is ideal for security purposes because the footage is not on-site and therefore unreachable for anyone trying to destroy evidence.

· Motion detection coupled to warning messages.
· Viewing surveillance footage with a mobile phone, this allows user to check the security of their store from almost everywhere.
Although most of the technology necessary for this product already exists, these parts need to be redesigned in order to fit together in our product. Therefore our current stage of development is start-up. 

1.3 Venture organization
I-Cam consists of four members, who will also form the management team for the venture: J. Heijman (Chief Executive Officer), P. Meij (Chief Financial Officer), D. Moors (Chief Marketing Officer) and R. Thys (Chief Technology & Production Officer).
These members are all computer science students of Maastricht University in the Netherlands and the University Hasselt, Belgium. As a result of this, the four members have all required technical knowledge. Because they are no experts in accounting and legal issues, external people will be contacted in order to make sure these parts of the business are executed correctly.
The company will be organized as a Private Limited Company. This is done because the expected value of assets will be more than € 200.000. Each member will own 17% of the shares which leaves 32% of the shares available to attract venture capital.
When the company is started another employee will be hired who will provide the on-site installation of our product.
1.4 Venture market
The initial target market is small to medium sized businesses. For a full overview of this market we refer to the marketing plan (chapter 4), more specifically, sections 4.1 – 4.4 deal with the different aspects of the target market and the competition. There are numerous related markets that can be target once the original product group is established. Examples of these markets are day care, consumer market, festivals etc. A more detailed description of these related products can be found in section 3.11.
1.5 Venture operations

Sales revenue for I-Cam is divided up into two parts: 

· Revenue from products: the billing price for the purchased webcams.

· Revenue from service fees: subscription fees for online, off-site storage, as well as any additional fees for extra storage space. 
The revenue from products is billed directly after the product is sent, or installed on-site. The revenue from service fees is billed directly after every quarter the service is provided to the client. Annual sales are estimated at € 297,105, € 864,525 and € 1,183,212 for the first three years.

The costs of goods sold are proportional to the revenue from hardware purchase. The other sales revenue is not directly reflected in extra costs. Any additional storage space needed as a result of sales will be reflected by increased expenses: extra monthly fees to rent additional managed dedicated (storage) servers from a third party. 
Annual costs of goods sold are estimated at € 70,035, € 94,395 and € 73,080 for the first three years.
To ensure realization of the expected sales in this highly competitive sector, several forms of advertising will have to be used, with the most emphasis (in terms of money) on television advertising, because of the unmatched impact television can have. 
At start-up only the Dutch market is targeted by television. After the first two quarters, the Belgian market will be targeted as well. Annual marketing expenses are estimated at €182,450, €240,000, and €240,000 for the first three years. 
1.6 Venture financing

Estimated capital for start-up will come down to €150,000 ($182,038.20). This amount will be needed to see the company through its first year. After this period I-Cam has enough sales to cover all new expenses.
The largest start-up expense is marketing because I-Cam is operating in an environment with some large players and no real trade secrets or patents.
The total amount of €150,000 is to accommodate for costs and expenses in the first year, because I-Cam will not break-even until the beginning of year 2. After that, no additional capital is needed, since the business will be able to finance itself. 
The entrepreneurs will each invest €10,000 into I-Cam, leaving an amount of €110,000 to be invested by venture capitalist(s).
If you have any questions left after reading this business plan, please feel free to contact us at ICam.info@gmail.com. We will be more than glad to answer your questions.

Yours sincerely,
J. Heijman, Chief Executive Officer
	2. Management & Organization


2.1 Management Team

1. What is the contribution of the inventor? Who are the key management personnel, are they internal or external to the organization, and what are their job descriptions and prior experiences? Provide the key members, titles, and job descriptions of the members of the management team. Briefly list their experience, talents, training, and expertise.  Indicate that copies of resumes are included in the appendix. Key members might include the inventor, corporate technology officer, chief financial officer, chief operations officer and executive vice presidents. Descriptions should include key members’ job duties, such as buying functions, selling, quality control, or promotion.

I-Cam will be managed by the four founders:
· J. Heijman (Chief Executive Officer) 
- Jordi already knows how to lead a group of people, and is the perfect Chief Executive Officer for our business.
· P. Meij (Chief Financial Officer) 
- Peter already had some knowledge on the financials of a business and is ready to be a Chief Financial Officer. 
· D. Moors (Chief Marketing Officer) 
- Dirk knows the technological part of our product, the unique features and has the know-how to sell them.
· R. Thys (Chief Technology & Production Officer)
- Ruben has knowledge of multiple computer languages as Java,C,C++,VB, etc. and especially web languages as PHP, ASP, JSP, wsdl, actionscripting, XSLT, CSS, RDF, SOAP, SQL, etc. and knows which technologies are possible for our product. 
These members are all computer science students of Maastricht University in the Netherlands and the University Hasselt, Belgium. As a result of this, the four members have all required technical knowledge. Moreover the educational system in these universities is project centered learning. The advantage of this system is that the members already have a lot of experience in working in teams and working on projects.  
However, because they are no experts in accounting and legal issues, external people will be contacted in order to make sure these parts of the business are executed correctly.
2.2 Compensation and Ownership

The company will be organized as a Private Limited Company (in The Netherlands: B.V.). This is done because the expected value of assets will be more than € 200,000 ($ 242,716) and with this value it is important that the company can function as an independent legal entity. Each member will own 17% of the shares which leaves 32% of the shares available to attract venture capital. This is done to keep a 51% majority in sales even when one person leaves the company (this is also secured through a buy/sell agreement which is described in section 2.4). Figure 1 gives an overview of this distribution.
Each of the four founders will invest € 10,000 besides their knowledge and time. The venture capitalist(s) will invest € 110,000 for the 32% ownership.
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Figure 1: Stock Distribution
Besides the stock, the management team will receive a small salary for their day to day activities for I-Cam. These salaries have been estimated between € 1500 and € 2000 per month for the first year.
2.3 Contracts and Franchise Agreements

2. What are the corporate venture management team’s work contracts, non-compete agreements, licenses, franchise, or other contractual agreements? Provide a list of all of the management team’s contracts for employment, intellectual property, and partnership/incorporation. Include work contracts, non-compete agreements, licenses, franchise agreements, and other contractual agreements. Briefly describe each of the contracts and place copies of the contracts in the appendix.

The I-Cam management team and employee(s) will sign a general non-compete agreement and an employee invention agreement in order to secure the knowledge and competitive position of I-Cam. These forms can be found in Appendix A.
2.4 Buy/Sell Agreements

Although the exact implementation of this point needs to be determined after consulting with our legal advisor, I-Cam would like to set up a contract that provides the remaining owners with the first option to buy the shares of the person leaving the company. In the first years of startup no life insurances will be closed.
3. If the organization has a buy-sell agreement, who will be insured in terms of life-insurance policies on key personnel for which the company is the beneficiary? List insurance-company name, contact person, kind of insurance and premium cost. Do not include other types of insurance such as fire, theft, but only the insurance that is needed to fund the buy/sell agreement.

2.5 Outside Advisors

Because the I-Cam management has no experts on financing, legal issues and/or consultancy outside advisors will be contracted for these tasks. These advisors will be contracted for a fixed amount of hours each month. Unfortunately at this point no names can be given for these positions. However, until the end of the FastTrac program 2005, the following people will act as outside advisors for I-Cam:
· Mr. L. Abrahams

· Mr. P. Brouwers

· Mr. K Boon
· Mrs. M. Abrahams
2.6 Organization Chart
The figure below gives an overview of the board members and other functions that are encountered in this company:
6. How will the technology-based venture management team be organized? Prepare an organizational chart showing how the technology-based venture will be organized by person and job title. If a person has not been hired, list job title. Include the current number of staff. (Depending on how Microsoft Word®  was installed on the computer, you can produce an organization chart by selecting Insert, Object and choosing Microsoft Organization Chart 2.0. If you are unable locate this feature, contact your system administrator or vendor.)
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	3. Product and Service Plan


3.1 Technology Description

Our product makes use of 2 technologies, being Java and PHP. The Java is the client side part, in which the user is able to setup his webcam, and this application needs to be running, to capture the webcam input. The server side of the product, being the PHP-application, gives the user the option to view his webcam, either trough a web browser (Microsoft Internet Explorer 6.0, Mozilla Firefox 1.0.4 and Opera 8.01 are supported), or a mobile browser (Only Opera is supported).

The application works as follows: The user has his/her own local PC with the Java application running. That Java application controls the webcam, and it captures its images. The images will then be sent to the web server, providing storage for the images, and a database. The user can access the PHP application through the internet, with his pc or his mobile device. With this PHP application, the user is able to view the footage recorded to the web server. A schematic overview of this is given below.


[image: image4]
A more technical description of the technologies used by I-Cam can be found in appendix B: Technical Overview.
3.2 Originality of the Technology

The technology which I-Cam is using is not new; when webcams became popular many applications were made. Video surveillance is one of those. Our technology is only a couple of years old and the application is not new. However, the combination of technologies and the exact implementation in a business is original enough to be profitable.
The technologies used by I-Cam are not patented and I-Cam is therefore free to implement these technologies in our product/service.
3.3 Purpose and Unique Features of the Technology

The product of I-Cam can be used for multiple purposes, although we are advertising it as a product for security purposes. I-Cam is offering a service, not only the product consisting of an application and webcam. We offer a complete solution to businesses consisting of installation, backups, servers, etceteras.
The primary benefit I-Cam offers to customers is 'a complete solution', businesses don't have to worry about anything concerning their video surveillance because I-Cam will take care of everything. This includes the installation (giving advice where to place webcams, installation of software and hardware, etc.), storage of footage, etc. Customers will not find this affordable service anywhere else for this kind of product (security with webcams).

Another unique feature of our product is the possibility to view your webcams on all devices. Our product is specially adapted to PDA- , GSM- and computer-screens of all resolutions. This mobility allows our customers to check the security of their company everywhere they want. I-Cam is always thinking in the future and we will go on with updating our product to new devices.
The unique feature about the technology is that you don't need specialized security cameras (which are expensive). Ordinary webcams can be set up anywhere you want. So you can set your webcam(s) temporary in a room for a couple of weeks without the expensive service of another company.
3.4 Stage of Development & Required Research and Development

1. What is the history of the technology development, and which stage of development is it currently in? Briefly describe the current stage of development. Stages of development include concept stage, concept development, working prototype, small production runs, full manufacturing/production, or other. Provide projected dates for achieving the other stages of development. Identify key milestones in the development of the technology and the estimated timing to reach those milestones, such as completion of a financing round, addition of key management, and finalizing prototype.

The current prototype application is a full working application for 1 webcam using a MS-Access database. In the final version of our product features the ability to connect multiple webcams on one computer as well as a more reliable SQL server. This will only take a short development time because our prototype is easy to adapt. This business plan completes the idea and concept development stage. I-Cam is ready to move into the start-up stage of business after two extra months of development.

To implement a better motion detection system I-Cam requires a little more than two months. Therefore I-Cam will start with a more basic motion detection system and then gradually improve this system during the first months of operation.

2. What, if any, future research and development efforts will be required to get to the commercialization stage and show to potential customers? Compare research efforts to those of similar businesses in the industry. Project the resources needed for research and development including cash requirements, personnel, facilities, or other. How close is the technology to a salable or licensed product. How long will it take to get there?

3.5 Proprietary Rights 

3. What patents, trademarks, or copyrights have been filed for or obtained? What license or royalty agreements are associated with the technology, and what plans are there for future agreements? Indicate any patent, trademark, or copyright application and status. Briefly summarize license, royalty, and franchise agreements, distribution rights, trade names, or trade secrets associated with the technology. Highlight agreements and put details in the appendix.

The name I-Cam, the slogan I-Cam, Anywhere you can! And the I-Cam logo will be trademarked.
Because the technology used is public knowledge it is not possible to trademark it and neither is it a trade secret. 
3.6 Ownership of Intellectual Property Rights

As mentioned before our technology is not new and there is no patent on it. So nobody has the ownership of intellectual property and it's free to develop this product. No cross-patenting is involved.

3.7 Barriers to Re-engineering

4. What are the barriers to re-engineering the technology? How difficult would it be and/or how long would it take for a competitor to “work around” the technology to get the same results without infringing intellectual property rights?

Our idea is innovative because we are the first to combine webcam-security with a mobile application such that it is possible for a user to check his webcam trough his mobile device and providing online storage. The technology to achieve this is already very common, but the combination has never been manufactured before. Because we are engineering students it is easier to spot new technology trends and quickly adept our service to these changes. These are some aspects that make it harder for other companies to re-engineer our product. 
However, because the technology is common, re-engineering is still relatively easy. Therefore we will need a large marketing-campaign to build up a name in order to bind clients to our company.
3.8 Government Approvals

5. What governmental approvals are necessary, and what is the status of such approvals? Identify the governmental agencies that regulate businesses in the industry. List the necessary governmental approvals required by agencies at the federal, state, and local levels. Some examples of agencies providing governmental approvals include the FDA, EPA, FCC, USDA, OSHA, IRS, Secretary of State, State Department of Revenue and Taxation, Worker’s Compensation Div., health departments, planning and zoning commissions.

I-Cam will register itself as a private limited company (B.V.) with the appropriate Dutch authorities. Because of the type of business and number of employees no further governmental approvals are required.
3.9 Technology Limitations

10. What are the technological limitations of the technology? Determine the projected life of the technology. Is there a threat of technological obsolesce? Documents how the technology can be continually improved to remain competitive.

At the moment, we use two programming languages in our product, being Java and PHP. In the future we will replace those languages with C# and ASP.net, in order to remain competitive. Those future languages will solve one of our current limitations, being the performance in speed. This limitation is typical for Java applications. This problem will grow as the Microsoft Access database expands. That’s why we will also be using a different type of database in the future, and it will probably be SQL. The reason we will replace PHP by ASP.net, is because ASP.net is faster, and more reliable then PHP.

Another limitation we currently have is the need for a client computer. In the future it might be possible to deliver “bare bone computers”, dedicated for our product or webcams with build in internet access which can send the images directly to our database.

The final limitation we have to deal with is the amount of data generated. Although it might appear that this type of business would be unfeasible due to the amount of data that is involved, this is not the case. I-Cam stores standard only 24 hours of footage (although customers can buy extra storage). After these 24 hours the old data will be overwritten. However, I-Cam provides its customers with the possibility to mark certain “interesting” images which will then not be overwritten. This approach can be compared to an ordinary VCR security system. A (small) company is not going to store all tapes of footage where nothing special happens. However, if a burglar is spotted on a tape, then this tape will be stored to show the police. This is the same for I-Cam, only we can help customers to choose which images need to be stored with our motion detection system. 

A more detailed description of this storage can be found in appendix C. This leaves us with the fact that he only data problem at this moment is the upload speed of the internet providers. Because we generate a lot of data this can be a problem with lower upload speeds, especially if the images are of a higher quality (and therefore require more disk space). However, this limitation will disappear with the current trend of increasing internet speeds and lowering internet costs.

3.10 Technology Legal Liability

11. What are the legal liabilities associated with protecting the technology? What are the insurance requirements and costs? Is there a potential for intellectual property infringement and/or litigation?  Customer liability?  List the insurance policies for protecting key personnel and the new venture.

We will have a disclaimer to cover any misunderstandings about our product, e.g. the fact that our product takes snapshots after some interval, which may cause our program to miss out something. This disclaimer will be checked by our legal advisor to make sure it is valid.
We do not have other legal liabilities involving the protection of our technology.

3.11 Related Services and Spin-offs

12. What are the related services that will be provided and how will they increase or enhance the profitability of the technology? What new technologies (spin-offs) could be developed to meet changing market needs in this industry or others? Examples of related services include customer support, installation, repairs, refills. Determine spin-offs (technologies and services) that can be developed to meet changing market needs in the industry. Explain how you will be flexible in meeting rapidly changing trends and fashions. Remember, top management likes concepts that have many future spin-offs with high growth potential. 
Wide varieties of potential spin-off ideas exist within the context of advertising the same product to other target markets: 

· Day care centers 

· Mothers (baby phone) 

· Government services (temporary setup of security system on big events)

· Festivals (who want to have security backstage) 

I-Cam also can have other spin-offs; we can deal in ‘normal’ expensive security cams for bigger businesses, with more server storage.

3.12 Production

13. How much of the technology will be produced internally, and how much of the production will be subcontracted out? What are the costs and services involved with subcontracting? Who are the backup subcontractors; what are their costs; and who supplies the services? Describe the production process. Identify how much of the technology will be incubated or produced internally and how much will be subcontracted out. List the costs of subcontracting by giving dollar amounts of production costs. Include shipping, billing, inventory, stocking, and payment terms. List the company names and contact persons for backup subcontractors.

Our product consists of three major parts: the webcam, the software, and the server.
For the webcam part, we will make a contract with a company that creates webcams (e.g. Logitech). In this contract we will make the deal that we will only buy this company’s webcams for our customers but in exchange want a discount on the purchase price. The reason we don’t manufacture the webcams ourselves is because we currently do not have the technology and the resources to do so, and more important, we want our product to work with all standard webcams. This ensures that the user can buy the software without our webcam, and then use the software with his/her own webcam. 

The web server administration will also be outsourced to another company. This company will maintain the server, and will look after the security of that server. This is more expensive then buying our own server, but because we are creating security software, we have to make sure our data is secure as well. The overhead this would require would be too expensive for I-Cam.
The software that forms the link between the web server and the webcam will be created by I-Cam.
3.13 Facilities

14. 
What are the plans for facilities (manufacturing, office, warehousing)? What are the manufacturing plans, that is, the manufacturing facility, production capacity, and future capital equipment needs? If you are manufacturing, who are the major raw material suppliers, and what are the significant purchasing contracts with them? Are there backup suppliers? Describe the need for facilities. Outline manufacturing facilities, production capacity, and future capital required to build facilities. List the suppliers/backup suppliers of major raw materials. Place detailed information concerning these factors, along with a diagram of factory/store/office layout, in the appendix. If the technology does not require the use of facilities, delete this question.

Because I-Cam does not manufacture any products itself (it only provides the service and the software that links the different components) there is no need for factories, large warehouses, etc. The only facility required is an office for the management team and some small storage space for a small inventory of webcams. I-Cam plans to locate itself in an office suite. This would provide us with a fixed price for rental, water, electricity, etc.

	4. Marketing Plan


4.1 Industry Profile

4.1.1 Current Size

1. What is the current size of the industry? Indicate the size of the industry at the international and national levels, if applicable, and the amount of dollars spent annually and/or units consumed annually in the industry. Cite the sources of information so readers understand your figures are based on external validated sources.

Security is a multibillion-dollar industry, consisting of a diverse group of corporations that supply personnel and products designed to protect public and private property and individuals from a variety of problems such as theft, arson, and personal attacks.
According to the Los Angeles Business Journal, the industry's revenues soared from €16.5 billion ($20 billion) in 1980 to approximately  €82.4 billion ($100 billion) by 1999. In late 2003, the security market was valued at €123.6 billion ($150 billion) worldwide, according to Mergers & Acquisitions
In terms of product sales within this industry segment, burglar alarms accounted for 43% of revenues, followed by fire alarms (18%), video surveillance (16%), access control (9%), home systems other than burglar or fire (7%), integrated security systems (5%), and other products (2%). Numerous relatively small firms dominate the product manufacturing segment of the industry.

Sources: 
http://www.departures.com/mi/mi_1198_homesecurity.html
Biometrics."  Encyclopedia of Emerging Industries. Online Edition. Thomson Gale, 2005.(SICs: 7382, 3829), 2005
"Security Products and Services."  Encyclopedia of Emerging Industries. Online Edition. Thomson Gale, 2005.(SICs: 7381, 7382, 5043), 2005

4.1.2 Growth Potential
According to Security Distributing and Marketing Magazine, the security industry has grown 6.8% since 1996 and is expected to grow at comparable rates over the next 5-10 years. The general stability of the electronic security business, combined with its strong growth potential, high degree of fragmentation and recession-resistant characteristics, make this industry compelling from an investor’s perspective. 

Rufus Clark, Director at BancBoston Capital.    

BancBoston Capital is one of the largest security companies in the United States.

IP surveillance is evolving everyday and there are countless numbers of applications for IP-based systems, which can impact an organization's security.

Considering the technological advancements, related market drivers and the changing security landscape, the migration to IP-based solutions will inevitably continue to expand and evolve. Companies that lead the way by using IP surveillance solutions will do more than just enjoy the ability to leverage existing infrastructure and see improvements in performance and functionality; they will gain an edge over their competitors and will be among the first to achieve a greater level of security. 

Whether it's cost, performance, reliability, or any other measure, IP surveillance has proven itself to be a security solution for today and one that will grow and improve well into the future. 

Fredrik Nilsson
general manager of and an authority on IP surveillance. 

Sources:

http://www.2flyer.com/sc/Everchanging-security-lan.htm

http://www.interfacesys.com/html/whats_new.asp?u_action=display&u_log=4
4.1.3 Geographic Location
2. Is the industry located in a specific area of the country? Describe areas of the country where the industry is located. For example, tech hot spots include Silicon Valley, CA; the Research Triangle, NC; Urbana, IL; and Boulder, CO.   Indicate trends in distribution to different parts of the country and from urban centers to rural areas. Cite the sources of information.

As mentioned in the paragraph about the current size of the security, this industry is a worldwide industry that has its largest target market in the more wealthy countries (USA, Western-Europe, Japan). However, I-Cam is focusing on the Benelux (Belgium, Netherlands and Luxembourg) in order to provide personal service to our customers and lower the marketing costs. I-Cam will therefore try to locate itself in the southern parts of The Netherlands.
Once this market has proven to be successful, expansion to other geographical locations is possible.

4.1.4 Industry Trends

3. What are the trends in the industry? What has been the recent history in the industry for this type of technology? Predict industry trends. For example, the food industry is concentrating on low-fat, no-cholesterol products as a result of advances in biotechnology and cancer research. Cite the sources of information.

When we look around, we see the developing trend that every technology becomes mobile. There are 3 kinds of technologies involved in this matter, being WiFi, Bluetooth and cell phone networks like GPRS and UMTS.  They all have their advantages and disadvantages. 

	
	+
	-

	WiFi
	Fast, reliable, do this at home/company for free
	Hotspots are still expensive

	Mobile networks (GPRS/UMTS)
	Do this almost anywhere 
	Expensive, not very fast yet, but will improve in the near future

	Bluetooth
	Connect different devices to one another without difficulties
	Short range only (about 10meters), not very fast


Mobility is an important trend for the security sector and the technologies mentioned above can also be applied to this sector. There are already some security products that use direct IP (WiFi) for their security cameras. The mobile (or wireless) technology in the security surveillance sector can be used in two different approaches. The first approach is using wireless webcams that connect with a central computer using one of the technologies described above. The advantage of this technology is that customers do not have to modify their shop in order to create the cable network that would be necessary when a traditional camera is used. The second result of this increased mobility is that someone can check the security status of their company anywhere they want using a mobile device. 

I-Cam supports these industry trends by the fact that customers are not restricted to a specific type of camera (as long their computer supports it as a capture device) and offering a special website that can be used to access the camera footage with a mobile device (PDA, mobile telephone).
A second industry trend is personalization. Customers want a product that fits their needs like a tailored suit. This is a difficult trend for companies to deal with. I-Cam uses this principle as one of our main service aspects. The service package is designed to give customers a personal treatment.

4.1.5 Seasonality Factors

4. What are the special seasons in the industry? Explain if there are seasonal variations that will affect the business. For example, some technologies do not operate efficiently in extreme cold temperatures so it could only be used in the warmer months in certain areas.

The security industry is not affected by any seasonality factors. Security is important 24 hours a day, 365 days a year.

4.1.6 Profit Characteristics

5. What are the profit characteristics for the industry? Report on the characteristics of the industry regarding average profit. For example, grocery stores have an average profit margin of 1 to 2 percent on sales whereas software companies enjoy margins that range between 50 to 70 percent of sales.  Refer to the gross margin that is standard in the industry. Cite the sources of information.

The profit characteristics for the software industry are very favorable. Especially for I-Cam, because we use subscriptions, and therefore only have the cost of goods sold once but the revenues every quarter.
4.1.7 Distribution Networks

6. What distribution networks currently exist to support the sale of the technology? Describe the existing distribution networks through which the technology can be sold. For example, some software is sold directly on the Internet.

I-Cam is an internet based company. Therefore, customers can order our products and access their cameras through the I-Cam website. When someone orders one of our products we will send them a package with the software, a unique customer id and, possibly, a webcam (if they ordered one). They can then go to the website and choose their own username and password. This username and password can be used to log in into the program that runs on their computer and access the website to view the security images. Another service I-Cam offers is the installation of the camera and software on-site with the customer. 

Therefore we can say that although the general communication and distribution network is the internet, I-Cam offers a personal way of communication for their customers.
4.1.8 Basis of Competition

The basis of competition in the security segment is diversification. There are some different appliances of this diversification. Some company’s try to deliver their own webcams, and they convince the user their cam is the best for security. Other company’s try to be innovative, and they use new techniques in their product. This group tries to convince the user that these new techniques are better then old techniques. The third group of company’s tries to address a slightly different audience by competing on the price of their product. This usually results in lower quality, low cost products.
In general we can say that each company tries to focus on a different area of the security market. For I-Cam this area is the small and medium sized companies who do not have the budget for expensive security systems.
4.2 Competition Profile

7. What is the profile of the competition? What is the technology’s competitive advantage? Prepare a competitive analysis chart on the following page and summarize key points. Compare how the technology competes in the areas of price, quality, unique features, distribution system, marketing/advertising, geographic location, strengths/weaknesses, and market share. Describe how new enterprises are treated in the industry. 
I-Cam operates in a very broad industry with a reasonable amount of competitors. The competition in this industry is mostly in diversification. Every company focuses on a different target group and/or different technology. Unique aspects for I-Cam are the online storage facility, mobile monitoring possibilities and the complete service package.
Below are listed five competitors, their details are given in Appendix D: Competition Profile:
Axis communications
A very large security company. Everything from surveillance software, surveillance cameras, to complete surveillance kits

Excell Security
Video Capture card with support for 4 to 32 cameras

Software with support for multiple surveillance sites and PDA monitoring

FG Engineering
Video monitor software with support of up to 8 cameras. Optional complete service package

Lankhof Beveiliging en Telecom
Video surveillance cameras coupled to lossless local digital storage on hard disk, and remote monitoring of camera feeds

Trust

Integrated Ethernet surveillance camera including surveillance software with motion detection recording feature and support for 4 cameras
4.3 Business Model

8. What is the business model to commercialize the technology? Explain the proposed method of commercializing the technology; that is, how will revenues be generated. For example, will it be a service business, an equipment business, or will the technology be licensed?

We will make money with our product with the sales of the different packages we offer, and the monthly fee the customer has to pay, to keep his online storage online, accessible and maintained. This means that I-Cam offers both a product and a service.
4.4 Customer Profile

9. What is the profile of the intended customer? What are the reactions to the technology from prospective customers? Describe the individual customer in terms of age, gender, profession, income, geographic location, and other demographics. Include customer psychographics—attitudes, values, belief systems, and social status. Describe business customers in terms of business type, SIC code, intended use, geographic location, and size of organization. List the reactions to the technology from potential customers. Include any testimonials, results from market surveys, focus group studies.

The intended customers for I-Cam are small and medium size businesses. 

We will sell our product to different types of businesses: convenience stores, business offices, etceteras. These customers will use it to improve the security in their buildings, offices, etc. We are trying to sell it to businesses that do not have the budget to buy an expensive security system, but still want to be able to monitor their properties and want to use simple and easy-to-use (user friendly, simple installation) equipment. The geographical location of our market is already explained in paragraph 4.1.3. 
Our customers want to be sure their business is completely safe, they trust on a product like I-Cam to do this job.

Some of our business customers want to give their own customers an image of "safe business". Another important characteristic of our customers is that they want to save money. I-Cam is trying to make a deal with some insurance companies. With this deal customers would buy an insurance combined with an I-Cam security package and because of the extra safety could get a discount on this insurance.
A very important characteristic of a lot of our customers is that they are in search for complete solutions for their business, without losing time (and money) on the security of their business. Therefore we can say that the main psychographic motivation for our customers is that they want to feel secure.  
4.5 Target Market Profile

10. What are the target markets, size, and cost of market penetration? Describe the size of the target market, and list the cost of market penetration. Define the number of potential customers or potential dollar volume. Note that the target market might not be the end user, but the distribution channels instead. Prioritize this list with the best markets listed first. In the appendix, provide a list of potential customers including the company names, addresses, telephone numbers, and contact persons.

The most dynamic area of growth in the security industry over the past decade has been CCTV (Security cameras) and surveillance. There have been many new technological developments in the last five years alone, evolving the technology from cameras with analog recording facilities, through digital storage, to the current state of technology: IP-addressable and Web-based systems. Surveillance is no longer constrained to local storage on tapes, and the target market is rapidly realizing this.

In fact, there are already quite some companies in the target market that make exclusive use of digital cameras, digital recording and digital storage for security purposes. Some companies have been able to multiply there sales revenue by more than 100 over a period of two years, truly impressive for any business. 

The infrastructure to accommodate for using the products and services I-Cam offers is widely available to all businesses, small, medium, or large. The only real infrastructural hurdles could be that 100% uptime on connection cannot be guaranteed, and fluctuations in available bandwidth (especially for cable internet). On the other hand, prices for high bandwidth internet connections are continually dropping, so even small businesses should be able to make use of our technology.

There is definitely a need in the market for affordable, easily employable, and highly reliable Web-based camera surveillance. The reason for this is simple: most companies in the security industry don’t offer such a complete solution, or offer it for such a high price that most prospective clients will not pay the price. 

Add to this the projection that by 2008 more IP-addressable cameras will be sold then analog cameras, and the conclusion is inevitable: finding enough clients for I-Cam’s products and services is achievable and sustainable for at least a few years.

The solution we are offering to our target market is more cost-effective then traditional analog video surveillance. The reason for this is that the traditional hard-wired solutions of the olden days are far less flexible in terms of upgrading. 

Prospective clients for our solution will like the flexibility and the indirect savings in costs. Because of the fact that it will be Web-based and will need virtually no intranet, there are also much more possibilities for off-site monitoring and troubleshooting, as well as upgrading of the infrastructural performance without changing anything on the client’s side.

However, the biggest advantage for our prospective clients will be added security. The surveillance footage is always stored and backed up on a web server that is not located on site at the client location, making it impossible for burglars or robbers to destroy evidence.

The end users of this solution, in most cases the business owners themselves, are becoming more and more knowledgeable about the advances in technology. This also means that they are more and more able to appreciate the benefits of technologies like digital surveillance cameras. Selling them to our solution will therefore be easier than, say, five years ago.

(Information on market trends and profiles extracted from: Ask the Experts: IP-Addressable Video Technology, Security Technology & Design, January 2005, vol15, issue 1).

The security equipment market is expected to grow to €61 billion by 2008 worldwide

(Source: Security equipment market will grow to $74B by 2008, Security Systems News, Yarmouth, February 2005, vol8, issue 2).
Considering that, in terms of money, a large part of the target market for this equipment is situated in Europe, the market for security equipment in the Benelux should easily be good for at least €2 billion. Surveillance cameras in particular are taking the center stage in security design, effectively meaning that buying a surveillance camera system has gotten a higher priority on the security budget, which directly translates to a bigger market for surveillance cameras and the infrastructure needed to make it work for a business.

4.6 Pricing Profile

11. What is the pricing structure? What are the policies on negotiating a price for large orders or on special price deals for penetrating the market? How is the pricing structure sensitive to the customers’ buying points? Outline the pricing structure. Provide a pricing sheet for customers showing purchase price, quantity discounts, shipping procedures, billing procedures, warranties/maintenance contracts. Describe introductory offers and quantity discounts. Defend the pricing profile in terms of customers’ savings, competitors’ prices, prices of substitutes, complementary products, the market’s perceived values, and distributive network pressures. Explain how pricing structure is sensitive to customers’ buying points.

I-Cam will offer three different packages: software only, software & hardware and software, hardware & service. The price of all these packages consists of three parts: a standard purchase price, a monthly fee for services and 24 hours of image storage (using a 2 seconds poll interval) and optional costs for an extra amount of image storage space.
The purchase price will be determined by the costs of the webcams and the number of webcams bought. Therefore the purchase price for the software only package will be € 0.00 .The standard monthly fee is determined at € 35.00 ($ 42.48) for the Software and Software & Hardware packages and € 50.00 ($ 60.68) for the Software, Hardware & Service package.
The monthly fee includes 24 hours of image storage using a 2 seconds poll interval. However, some clients might want to store more than 24 hours of footage. Therefore it is possible to buy extra hours of storage for € 3.50 ($ 4.25) per hour.
Below are a few examples of combinations that can be made:

Software only with 36 hours of storage
Purchase: € 0.00

Monthly: € 35.00 + 12 * € 3.50 = € 77.00

Software & Hardware with 2 webcams of € 60 each and 24 hours of storage


Purchase: 2 * € 60.00 = € 120.00


Monthly: € 35.00
Software, Hardware & Service with 3 webcams of € 75 each and 48 hours of storage


Purchase: 3 * € 75.00 = € 225.00


Monthly: € 50.00 + 24 * € 3.50 = € 134.00

Although the prices are calculated on a monthly basis, customers are billed only 4 times a year. Customers sign a contract for periods of one year at a time.

4.7 Gross Margin on Products

12. What is the gross margin potential? What are the industry’s pricing policies? Does this technology differ? List in table form the prices of all products minus their direct costs. Include the gross margin percentage (margin/price). Use product categories if there are many products. Compare pricing policies and gross margin potential to traditional markups and discount structures in the industry.

The big advantage for I-Cam is the fact that we use subscriptions. As a result of this, our costs of goods sold are proportional to our new customers and not to our entire number of customers. This is because the only costs of goods sold we have are the initial hardware and installation costs. 
4.8 Market Penetration: Advertising and Promotion
The advertisement and promotional activities for I-Cam consist of two different paths that can be followed. The first major path for both advertisement/promotion and distribution would be to create some sort of alliance with an existing insurance or security company. 
The advantage of this approach is that I-Cam would be able to use the customer database of the company and also could share the costs of an advertising campaign with this company. Our proposal for such an alliance with an insurance company would be the following:
· Customers buy an insurance combined with a security package from I-Cam
· The customers receive a discount on their monthly insurance fee and a discount on the service supplied by I-Cam (the customers only pay for the insurance and the insurance company would pay I-Cam)
· The advantage for both I-Cam and the insurance company is that together they are able to offer a safe, convenient and affordable product that can attract new customers for both companies.
· The same construction applies to an alliance with a security company. We provide the service that the security company can use to secure the customers company.
In the unfortunate case that we are not able to create such an alliance, there are several other paths that can be pursued.
The path that is probably the most promising is the combination of the attendance of trade-shows about security and advertisings in magazines that focus on small and medium sized businesses (and especially security for these types of businesses). This approach is relatively low cost and with a strong focus on the target market. Besides these relatively low cost advertisements another promising type of advertisement is through television commercials. Details about the costs involved for this form of advertisement are described in Appendix E.
I-Cam has made the following TV-advertisement decisions based on the prices listed in the appendix. We want a 5% guaranteed target market audience on RTL Z and 25 billboards (sponsor announcements) in commercial time for about € 7,000 per month. The first month this will be more expensive because of the production costs for the commercial and billboard. 

In the second half of the first year the Belgium market will be targeted through Canal Z and Kanaal Z. On these channels the first month one special broadcast will be held about I-Cam. This will cost € 15,000 including announcements, inclusion in the electronic newsletter and a streaming version on the website. After this initial broadcast, 46 commercials of 30 seconds will be broadcasted one day a week, every month. This will cost an additional € 9,300 per month for commercials and billboards (not in the first month).
With this television coverage I-Cam expects to get a good coverage of the target market.
13. What advertising/promotion media will be used for the distribution system and end users? Illustrate the advertising/promotion media to be used for the distribution system and the end user. Media should include press releases, talk shows, and promotions scheduled on radio and in newspapers. Include a specific media schedule with budgets and a sample of any advertising, if possible. For paid advertising, include the cost and projected response rate. Will the new venture use the parent company’s advertising agent and marketing department?

4.9 Packaging and Labeling

I-Cam needs packaging for the webcams and we send to our customers. This requires no real special packaging; just a cardboard box with the I-Cam logo will be enough. The CD-ROM needs to be in a case with a label of I-Cam. These are all costs that are calculated with the cost of goods sold but no special manufacturing is required.

4.10 Service and Warranties

14. What warranties and guarantees will be offered? Provide a brief description of the warranties and guarantees to be offered. Include documents of a technical nature in the appendix.

For the webcams we count on the warranty of the manufacture, this will be around 1 year. Technical support is only for customers who buy the ‘expert’-package. Customers can deliver feedback on our website. We guarantee that customers will be satisfied with our product, and offer a 30-day return for customers who don’t like our product.  What administrative policies, procedures, and controls will be used to monitor the company budgets? Explain how often budget information is updated for review. Set up budgetary controls for travel, phone usage, photocopies, supplies, car allowance. How will budget information be monitored and reported to top management?

4.11 Trade Shows

15. What trade shows will be used to exhibit the technology? List the trade shows that will be used to exhibit the technology. Provide the name of the shows, locations, dates, size of booths, costs to attend, projected numbers of contacts. Make sure to include a plan to follow up with trade show prospects. List trade shows that will be attended without exhibiting the technology. List trade shows at which the new venture could share space with the parent company.

Trade shows are an interesting advertisement option for I-Cam because they offer the possibility to talk directly to the target market. Therefore I-Cam will be on a large trade-show every half year (if the right type of tradeshow is available). The tradeshows visited are located in the Benelux (although in the end of year two it might be possible to visit tradeshows in, for example, Germany, to extent our market). The tradeshows that we have in mind will focus on security (systems) for businesses. In addition, more general IT related tradeshows might be visited.

	5. Operating and Control Systems


5.1 Administrative Policies, Procedures and Controls 

5.1.1 Receiving Orders
1. What administrative policies, procedures, and controls will be used for receiving orders? Explain how orders are processed after being received. Include a copy of the order form in the appendix. Describe what type of database will be created to keep track of customer information.

Order forms for I-Cam are completed on the I-Cam website. When a customer has completed the form it is e-mailed to the Chief Technology & Production Officer (or, in a later stage, a staff member working for the Chief Technology & Production Officer). This person will create a user account for the customer and then create the package with webcam(s) (if any are ordered). This package will include a CD-ROM with the required software and a letter with a special user-id. The customer can then activate his/her account with this number and choose a password. From then on, the customer can use the software and log-in on the website to view the footage recorded.
5.1.2 Billing Customers & Collecting Accounts Receivable
2. What administrative policies, procedures, and controls will be used for billing the customers? Explain how billing procedures will be set up. Include the billing period, billing format, and the like. Consider placing a copy of billing correspondence in the appendix. If the new venture uses the existing billing department, what changes need to be made?

Customers will have a one year contract with I-Cam. The payment will be divided into 4 quarters. Each period the customers will receive an accept giro form which has to be returned in 10 days. If this is not done the account will be blocked and one reminder will be sent. If after 14 days after the initial payment date no payment has been made, legal steps will be taken.
The package with webcams and software will be sent when the purchase costs and the first quarter have been paid.
5.1.3 Paying Suppliers

3. What administrative policies, procedures, and controls will be used for paying the suppliers? Identify procedures for controlling due dates on bills. List accounting and bookkeeping controls that are needed in addition to paying the suppliers. If the new venture uses the existing corporate payables department, what changes need to be made?

Because I-Cam will make a deal with a large webcam company special payment methods have to be designed. This will most likely be paying for each order of webcams individually or receiving paying for all the webcams bought over a certain period of time.
For the dedicated web servers a monthly fee has to be paid. Both payments (webcam and server) will be done through a company bank account. For small additional payments such as paper, a company credit card can be used. 
The Chief Finance Officer will make sure all payments are done before their due date.

5.1.4 Reporting to Management

4. What administrative policies, procedures, and controls will be used for reporting to management? Explain the communication process for employees to report incidents to top management. Describe the format and schedule to be used for management meetings, who will attend, and how often meetings will be held. List the types of reports to be used. Describe the format and schedule of reporting to top management.

Although there will be a lot of informal communication among the four managers, one formal meeting will be planned each week. The log of this meeting will serve as an update for the investors. Other employees can discuss items with their direct chief or can request to be present at a management meeting. 
5.1.5 Staff Development

Because I-Cam is operating in a fast changing technology world, continuous training is necessary. This applies to both management and employees. The type of training will most likely be external training by a professional in the area. As the business expands the employees that are longer in the company will move up to a more management like position. In order to prepare them for these tasks extra training will be necessary.
5.1.6 Inventory Control

5. What administrative policies, procedures, and controls will be used to control inventory? Describe whether the system will be manual or computerized. Identify at what point the use of technology will be cost efficient to control inventory. If the new venture uses the company’s existing inventory control system, what changes need to be made?

Because we are all students in computer science we will write our own software to control our inventory. Our company has a small inventory because we sell a service. The hardware (webcams) is the only real inventory. All inventory control will be done with the computers used for developing the I-Cam software.  
5.1.7 Handling Warranties and Returns

6. What administrative policies, procedures, and controls will be used for handling warranties and returns? Explain the process for handling warranties and how returns are to be documented for proper credit. Set up a system to handle customer complaints to provide feedback for improved customer service.

We offer a 30 days return if customers don’t like our product. Then they will only pay delivery costs. For the webcams we count on the warranty of the manufacturer. Technical support is only for customers who buy the ‘expert’-package. Customers can deliver feedback on our website. What administrative policies, procedures, and controls will be used to monitor the company budgets? Explain how often budget information is updated for review. Set up budgetary controls for travel, phone usage, photocopies, supplies, car allowance. How will budget information be monitored and reported to top management?

5.1.9 Security Systems

We run our business in an office suite, we count on the building security, and of course we will use our own product to protect our company. The technology doesn’t need protection because it’s free to develop and there are no patents on it. 

7. What administrative policies, procedures, and controls will be used for providing security for the business? Describe how you will protect the technology, customer lists and trade secrets. Describe the security available for the building and employees. Explain the procedures for protecting company files and backing up computer information. Include plans of action in case of emergency: fire, tornado. If the new venture use the existing corporate security system, what changes need to be made?

5.2 Documents and Paper Flow

The communication between I-Cam and the customers has been described in sections 5.1.1 and 5.1.2. Below is given a graphical overview of this communication:
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Figure 1: Documents and paper flow
5.3 Planning Chart
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5.4 Risk Analysis 

8. What are the potential problems, risks, and other possible negative factors that the venture might face? Design innovative approaches to solve such problems as the following: the technology does not work, sales projections prove wrong, unfavorable industry development occurs, manufacturing costs become too high, competition destroys marketplace, needed labor is unavailable, supply deficiencies develop, needed capital is unavailable, government interference arises, product liability occurs, problems with management or personnel arise, product development takes longer than planned, union problems arise.

Despite all the precautions taken by the I-Cam management there are always some risks involved with starting a new business. Below is a list of the major risks perceived by the I-Cam management:
· Low sales due to no trust in security offered
Because I-Cam offers a low cost product some companies might doubt the quality of the products offered by I-Cam. Good marketing and demonstrations at tradeshows as well as word of mouth marketing should prevent this risk from becoming reality.

· Lack of funding creates inflexibility

If I-Cam has too little start-up financing than this will result in a reduced marketing campaign which in turn will lead to less sales. This would undermine the total progress and flexibility of the company.
· Large competitor takes over market
If a large, well funded competitor would see that I-Cam is doing well in this niche market then they could decide to enter this market as well. This can either be done through buying I-Cam (which is one of our exit strategies) or setting up their own business in this market. However, I-Cam will have the advantage of being first to this market and being able to offer a more personal approach due to the limited amount of overhead.
5.5 Salvaging Assets

9. What could be salvaged or recovered if any of the above risks do materialize and make the venture unsuccessful? List what could be salvaged or recovered if any of the risk analysis events do materialize. Value the assets at what they could be sold for within 30 days. Include all intellectual property, inventory, accounts receivable, equipment, office furniture, customer lists. What assets could be used by the company for other areas of operation?
In the unfortunate case that we could not continue with I-Cam, several options exist to salvage our assets. These options are as follows:

1. Sell the entire company to another security company for the current value.
Sell the inventory and liquidate the assets.

	6. Growth Plan


6.1 New Offerings to Market

1. Refer to the answer to question 12 in the product/service plan that discusses spin-offs. What will be the projected revenues from the new technology for the next three to five years? List technologies, and marketplaces that will be pursued in the future. Project revenues for three to five years. Include estimated potential costs. Use chart form or maps to describe new markets to be penetrated. Describe methods of market penetration based on growth. Describe any company’s assets that could be used in expansion.

Short-term future:

In section 'Related Services and Spin-offs' there is already a list of the spin-offs which can be pursued in the future. Because most of our future spin-offs are using the same technology we don’t really need to invest a lot of money in the development. These spin-off markets are possible in the near future.

The costs for these potential markets for the first year: 

	Advertising
	
	Cost

	Day-care / Mothers market 
	Internet, TV-advertising, Trade Shows
	€ 32,960 

	Festivals
	Direct advertising 

(salesman) 
	10% of the sales

	Government
	
	


The prices for these products will depend on the target market. Products for the day-care market will be less expensive than the products for festivals and government equipment. In the financial part of the growth plan you will find some extra information about the income of these products.  

Long-term future:

We also have the possibility to work on new technology over a longer period of time, such as ‘intelligent video’. Intelligent video continues to gain interest due to increased security concerns post- 9/11. Intelligent video is so named because it goes beyond the motion detection function of regular security camera systems to analyzing types of movements, behaviors and occurrences for suspicious activity. For instance, the system may silently track a man walking along a river front, but will sound off if the man changes direction and begins walking into a secured area. System software can spot items as small as a duffle bag left in an inappropriate area. These systems help to avoid false alarms because they are programmed to recognize the difference between normal occurrences and suspicious activity.
For this new technology we will need extra personnel to do research and development because our original business will be still running.

The costs for this new technology: 

	Research / Development
	
	Cost

	Project leader
	University, engineering
	€39,891
(intermediar.nl)

	Project developer
	HBO, 

engineering
	€ 36,165
(intermediar.nl)

	Advertising 
	Internet , TV- advertising, trade shows
	€ 61,800
internet : € 20,600
TV-advertising : € 20,600
trade shows : € 20,600


	TOTAL
	
	€ 137,856


The total cost is a large sum of money, but we trust on our future clients and some new investors who are willing to take a risk for this brand new technology. 


Conclusion:
In Appendix F ‘Sales projections & COGS’ you can see we are planning that our original product is going to sell less after two years. We are planning into the future, and already plan to start with one of the above spin-offs after 2 or 3 years. We do this because we know the technology business is evolving very fast and we want to be successful over a long period of time.  
6.2 Capital Requirements

2. How will you raise the needed capital to support future growth? List the estimated financial requirements for pursuing new technologies. Explain how the company will supply the needed capital. Include capital equipment, buildings, inventory, advertising, and other pertinent information in your requirements list. 

The spin-offs we are willing to start in the near future (e.g. day-care) are relatively low costs. We will try to start these without venture investors. If we already have a good reputation in our original business, it won’t be so difficult to find a bank that is willing to loan the money. We can also use money of our own sales to invest. 
‘Day-care’-target market for example: 

For ‘day-care’ centers we will only sell complete solutions (software, hardware & service) because in most cases they won’t have an IT-specialist to install the product. 

	
	Estimated sales :
	 Costs 

	
	€ 47,260
	Advertising : € 32,960
Others (legal & accounting, travel , … ) :  € 8,240

	TOTAL :
	€ 47,260
	€ 41,200


In this estimates this future spin-off is a realistic target market. In “7.1 Sales projections” you can see that after 3 years we estimate to have good sales (and controllable costs) which will allow us to invest in spin-offs as these.

For the long-term spin-offs we definitely need some future investors. The estimated sales for these spin-offs are too in-depth to cover in this business plan.
6.3 Exit Strategy

3.  How will the growth plan for the technology venture or project enable the parent corporation to obtain an exit? Note: Corporate projects will most likely not have an exit strategy. However, corporate ventures should develop an exit strategy by going public, merger or acquisition, selling for cash, or other. Develop an exit plan for the parent corporation that shows how it will get return on its investment.

The exit plan of our business consists of selling it for cash to a bigger security company. We think this is a good strategy because the security market consists of real big players which are willing to pay a lot of money to smaller companies. The investors (including the owners) will get a percentage of money. We choose for this exit strategy because we are willing to take the risk to start another business afterwards but also want that I-Cam remains in business to support its customers.     

	7. Financial Plan


7.1 Sales Projections
Below is an overview of the projected sales for the first three years and the cost of goods sold that are generated by these sales. This overview is build conform the prices described in section 4.7 and therefore uses the following parameters:
	Avg Webcam Price
	€ 60.00 

	Standard Quarterly Fee
	€ 105.00 

	Additional Service Fee
	€ 45.00 

	Price per hour extra
	€ 3.50 

	
	

	Avg Nr. Webcams
	2.00

	Avg. Nr. Hours Extra
	4.00

	Avg Percentage Continued Subscription
	0.85

	
	

	Cost of Software Only
	€ 5.00

	Cost of Software & Hardware (per webcam)
	€ 65.00

	Cost of Softw. Hardw. & Service (per webcam)
	€ 80.00


The first four numbers are described in section 4.7. The average number of webcams is the number of webcams that users buy when they buy the software & hardware or software, hardware & service package. The Avg. Nr. Hours Extra is the average number of hours customers buy as an addition to the 24 hours they have with the standard fee. The Avg Percentage Continued Subscription is the percentage of customers that prolong their subscription when it ends. A detailed table with the data of the graph can be found in Appendix F.
Figure 2: Sales projections per package
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Figure 3: Total sales projections
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Figure 4: COGS projections per package
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Figure 5: Total COGS projections
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The decreasing cost of goods sold towards the end of year three can be explained by the fact that we only have costs for newly sold packages. This trend (increasing sales but decreasing cost of goods sold) matches with the situation where the rate of new customers is decreasing but still positive. 
7.2 Start-Up Costs
	Start-Up Costs (First Quarter)
	Cost in Euros
	Cost in Dollars
	Comments

	Research and Development
	€ 100.00 
	$122.22
	Used for buying profession literature about surveillance hardware and software, mobility hardware like PDA's, mobile phones and smartphones, and webcams.

	Corporation expense
	€ 2,500.00 
	$3,055.60
	To start up a BV (Private Limited Company) in the Netherlands, including notary's fee, assistance by an accountant, name search, capital duty etc. (source: Doing Business in the Netherlands, BKR International).

	Corporation Tax Prepayment
	€ 825.00 
	$1,008.35
	0.55 % of the total start-up capital for I-Cam. 
Start-up capital is estimated at €150,000, which is the equivalent of $183,448.50

	Cost of Prototyping
	€ 1,500.00 
	$1,833.36
	Costs involve the development of the prototype software, setting up a lab model of a typical small business surveillance camera set-up, and connection to the web server. Al of this is of course a dummy product for demonstration purposes only. 

	Legal Fees
	€ 1,500.00 
	$1,833.36
	An afternoon's worth of drawing up legal forms (about 4 hours), and other documents, needed for starting up and operating the business during the first two to three months.

	Consulting Fees
	€ 1,500.00 
	$1,833.36
	Needed for hiring in (on a freelance basis) a business specialist to penetrate the market and to use as a networking contact to promising business contacts.

	Accounting Fees
	€ 1,500.00 
	$1,833.36
	Needed for hiring in an accountant to go through the initial books. This will be a reoccurring expense.

	Federal Tax ID
	€ 10.00 
	$12.22
	www.federalnumbers.com

	Salaries and Wages 
	€ 18,000.00 
	$22,000.32
	Salaries for the entrepreneurs.

	Office/Business Supplies
	€ 250.00 
	$305.56
	Stationary, paper, ordners, etc.

	Furniture/Fixtures
	€ 1,000.00 
	$1,222.24
	Desks, chairs, filing cabinets, etc.

	Printing 
	€ 500.00 
	$611.12
	Business cards, paper with corporate logo.

	Pre-Opening Marketing Exps. 
	€ 31,000.00 
	$37,889.44
	Internet banners, search engine subscription, business TV commercials/publicity/press releases, trade magazine advertisements, advertisements in camera/surveillance related magazines, tradeshows.

	Opening Inventory
	€ 5,000.00 
	$6,111.20
	Webcams and further equipment needed to sell to first month customers.

	Office Suite Rent Deposit
	€ 6,000.00 
	$7,333.44
	First month office suite rent (all-in).

	Security Deposit
	€ 1,500.00 
	$1,833.36
	One month security deposit (last month).

	Telephone Deposit
	€ 200.00 
	$244.45
	Office phone subscription + 4 business cell phones with high usage subscription.

	Utilities Deposit
	€ 0.00 
	$0.00
	included in the rent, because it's all-in.

	Managed Dedicated Server
	€ 1,600.00 
	$1,955.58
	Dedicated server that is being managed by a web hosting company, including monitoring, daily backups, 1000 GB data traffic and remote rebooting of the server. Service is provided by Uniserver (http://www.uniserver.nl/dedicated-webhosting-managed.php). 

Start-up cost: $120, monthly cost $593.

	Software licenses
	€ 1,500.00 
	$1,833.36
	Office software, development tools, etc.

	Hardware
	€ 4,200.00 
	$5,133.41
	Development computers and testing equipment (webcams).

	Total Costs
	€ 80,185.00 
	$98,005.31
	 


Because I-Cam is located in The Netherlands, actual costs are in euros. The conversion rate used from dollars to euros is 0.824003. Taken from the Universal Currency Converter ® (http://www.xe.com), on July 20 2005

7.3 Income Statement/ Budget
The income statement for I-Cam for the first year is given in the table below.
	(Amounts in Euro)
	1st Qtr
	2nd Qtr
	3rd Qtr
	4th Qtr
	Year 1
	Year 2
	Year 3

	Statement of Income
	 
	 
	 
	 
	 
	 
	 

	Sales
	24,450.00
	52,725.00
	89,025.00
	130,905.00
	297,105.00
	864,525.00
	1,183,212.00

	COGS
	10,150.00
	15,225.00
	20,300.00
	24,360.00
	70,035.00
	94,395.00
	73,080.00

	Gross Profit
	14,300.00
	37,500.00
	68,725.00
	106,545.00
	227,070.00
	770,130.00
	1,110,132.00

	 
	 
	 
	 
	 
	 
	 
	 

	Expenses
	 
	 
	 
	 
	 
	 
	 

	Salaries & Benefits
	
	
	
	 
	 
	 
	 

	Salary Entrepreneurs
	18,000.00
	21,000.00
	21,000.00
	21,000.00
	81,000.00
	84,000.00
	84,000.00

	Salary Employee
	2,743.93
	2,743.93
	2,743.93
	2,743.93
	10,975.72
	16,463.58
	16,463.58

	Payroll Taxes Employee
	1,376.09
	1,376.09
	1,376.09
	1,376.09
	5,504.34
	8,256.51
	8,256.51

	Health Insurance Employee
	278.10
	278.10
	278.10
	278.10
	1,112.40
	1,668.61
	1,668.61

	Social Insur. Contr. Employee
	72.10
	72.10
	72.10
	72.10
	288.40
	432.60
	432.60

	Invalidity Insurance Employee
	246.81
	246.81
	246.81
	246.81
	987.24
	1,480.86
	1,480.86

	Employee Bonuses
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Commissions Paid
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Other Employee Exps
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Marketing Expenses
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Advertising- Direct Mail
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Advertising- Internet
	4,000.00
	4,000.00
	4,000.00
	4,000.00
	16,000.00
	16,000.00
	16,000.00

	Advertising- Newspaper
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Advertising- Printing
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Advertising- T.V.
	25,000.00
	23,000.00
	45,100.00
	49,350.00
	142,450.00
	200,000.00
	200,000.00

	Advertising- Trade Publications
	1,500.00
	1,500.00
	1,500.00
	1,500.00
	6,000.00
	6,000.00
	6,000.00

	Business Promotion
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Printing
	500.00
	500.00
	500.00
	500.00
	2,000.00
	2,000.00
	2,000.00

	Trade Shows
	0.00
	8,000.00
	0.00
	8,000.00
	16,000.00
	16,000.00
	16,000.00

	Travel & Entertainment
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Occupancy Expenses
	
	
	
	 
	 
	 
	 

	Rent
	6,000.00
	4,500.00
	4,500.00
	4,500.00
	19,500.00
	18,000.00
	18,000.00

	Water
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Gas
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Electric
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Bldg. Assoc. Dues
	240.00
	240.00
	240.00
	240.00
	960.00
	240.00
	240.00

	Pest Control
	50.00
	50.00
	50.00
	50.00
	200.00
	200.00
	200.00

	Security
	0.00
	0.00
	0.00
	0.00
	0.00
	2,966.41
	2,966.41

	Repairs & Maintenance
	50.00
	50.00
	50.00
	50.00
	200.00
	200.00
	200.00

	General & Admin. Exps.
	
	
	
	 
	 
	 
	 

	Dues & Subscriptions
	50.00
	50.00
	50.00
	50.00
	200.00
	200.00
	200.00

	Rental of Web Server
	1,600.00
	3,100.00
	4,600.00
	6,100.00
	15,400.00
	35,000.00
	50,000.00

	Equipment Purchase
	3,460.81
	0.00
	0.00
	0.00
	3,460.81
	0.00
	0.00

	Furniture Purchase
	1,000.00
	0.00
	0.00
	0.00
	1,000.00
	0.00
	0.00

	Internet
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Legal & Accounting
	3,000.00
	3,000.00
	3,000.00
	3,000.00
	12,000.00
	12,000.00
	12,000.00

	Consulting
	1,500.00
	1,500.00
	1,500.00
	1,500.00
	6,000.00
	8,000.00
	8,000.00

	Postage & Freight
	50.00
	50.00
	50.00
	50.00
	200.00
	200.00
	200.00

	Bank Service Charges
	150.00
	150.00
	150.00
	150.00
	600.00
	600.00
	600.00

	Supplies- Office
	250.00
	250.00
	250.00
	250.00
	1,000.00
	1,000.00
	1,000.00

	Supplies- Other
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	Telephone
	600.00
	250.00
	250.00
	250.00
	1,350.00
	1,000.00
	1,000.00

	Travel & Entertainment
	2,500.00
	2,500.00
	2,500.00
	2,500.00
	10,000.00
	10,000.00
	10,000.00

	Depreciation
	259.56
	259.56
	259.56
	259.56
	1,038.24
	1,038.24
	1,038.24

	Interest Expense
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00
	0.00

	 
	 
	 
	 
	 
	 
	 
	 

	Total Operating Exp.
	74,477.40
	78,666.59
	94,266.59
	108,016.59
	355,427.16
	442,946.81
	457,946.81

	Income (Loss) 
	-60,177.40
	-41,166.59
	-25,541.59
	-1,471.59
	-128,357.16
	327,183.19
	652,185.19

	 
	
	
	
	 
	 
	 
	 

	Other Income (Exp.)
	
	
	
	 
	 
	 
	 

	Interest Income
	
	
	
	 
	 
	 
	 

	Total Income 
	-60,177.40
	-41,166.59
	-25,541.59
	-1,471.59
	-128,357.16
	327,183.19
	652,185.19

	Federal Income Tax
	0.00
	0.00
	0.00
	0.00
	0.00
	62,164.81
	123,915.19

	Net Income
	-60,177.40
	-41,166.59
	-25,541.59
	-1,471.59
	-128,357.16
	265,018.38
	528,270.00


This table uses the assumptions made for the sales projections in section 7.1. Furthermore the following remarks have to be made:
· Taxes, Insurances, etceteras are calculated based on Dutch tax system. This results in the following figures:

· Payroll taxes Employee = 34.4 % of gross employee income.

· Health Insurance Employee = 8.2 % of gross employee income.

· Social Insur. Contr. Employee = 1.75 % of gross employee income.
· Invalidity Insurance Employee = 7.27% of gross employee income.

· The rental of web server expenses are for renting the managed dedicated server from Univserver.nl used for storing the security feeds from the clients. Start-up fee is 121.36 dollars, and 512 dollars a month subscription fee for an all-in managed server. The first quarter we will rent one server, which should suffice to accommodate about a days worth of footage on 1 frame per second (which is the maximum supported framerate) for about 240 clients. After that, a second server will be added in the second quarter, so that we will have two storage servers at least until the end of year 1. This server is necessary because we will have a lot of data that needs to be stored and we want to be sure that people have save access to their footage, 24 hours a day, 365 days a year.
· Equipment will be bought in first month and then probably again after 2 years. Furniture will be bought in the first month and again after five years.

· Regarding Occupancy Expenses: I-Cam will be located in a business suite. The advantage of this a combined price for water, energy, etc. However, some extra costs are still calculated such as security, maintenance, etc.

· Marketing costs are explained in the marketing plan.

· Because I-Cam is located in The Netherlands, actual costs are in euros. The conversion rate used from euros to dollars is 1.21358. Taken from the Universal Currency Converter ® (http://www.xe.com), on July 20 2005

7.4 Balance Sheet

7.4.1 Proforma Balance Sheet Start-Up
	Assets (euro)
	
	Liabilities & Equity (euro)

	Current Assets
	
	
	Current Liabilities
	

	Cash
	66,417.16 
	
	Accounts Payable
	0.00 

	Money Market
	0.00 
	
	Corporation Expense
	0.00 

	Accounts Receivable
	0.00 
	
	Curr. Portion LTD
	0.00 

	Inventory
	5,000.00 
	
	Other  Debt
	0.00 

	Total Current Assets
	71,417.16 
	
	Total Curr. Liabilities
	0.00 

	
	
	
	
	

	
	
	
	Taxes Payable
	

	
	
	
	Corporate Tax Prepayment
	825.00 

	
	
	
	Federal Tax ID
	10.00 

	
	
	
	Total Taxes Payable
	835.00 

	
	
	
	
	

	Long Term Assets
	
	
	Long Term Liabilities
	

	Furniture & Fixtures
	1,000.00 
	
	Notes Payable
	0.00 

	Equipment
	4,200.00 
	
	(Less) Curr. Portion LTD
	0.00 

	Software
	0.00 
	
	Other
	0.00 

	Intellectual Property
	0.00 
	
	
	

	Other
	0.00 
	
	
	

	(Less) Accum. Depreciation
	0.00 
	
	
	 

	Total Long Term Assets
	5,200.00 
	
	Total Long Term Liabilities
	0.00 

	
	
	
	
	

	
	
	
	TOTAL LIABILITIES
	835.00 

	
	
	
	
	

	
	
	
	Equity
	

	
	
	
	Venture Capital
	110,000.00 

	
	
	
	Owner Equity
	40,000.00 

	
	
	
	Retained Earnings
	0.00 

	
	
	
	Current Earnings
	(74,217.84)

	
	
	
	Total Equity
	75,782.16 

	
	
	
	
	

	TOTAL ASSETS
	 €  76,617.16 
	
	Total Liabilities & Equity
	 €  76,617.16 


The three year version of this balance sheet can be found in Appendix G.

7.4.2 Cash Flow Statement
	Interest rate
	8 
	
	
	
	
	
	
	
	
	
	
	

	Minimum cash balance
	5,000 
	
	
	
	
	
	
	
	
	
	
	

	Year One
	Aug
	Sep
	Oct
	Nov
	Dec
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Monthly Beginning Balance
	150,000 
	130,021 
	110,042 
	90,064 
	76,422 
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Income (from income statement)
	4,767 
	4,767 
	4,767 
	12,500 
	12,500 
	
	
	
	
	
	
	

	Additional Cash Receipts
	0 
	0 
	0 
	0 
	0 
	
	
	
	
	
	
	

	Total Cash Receipts
	4,767 
	4,767 
	4,767 
	12,500 
	12,500 
	
	
	
	
	
	
	

	Expenses (from income statement)
	24,826 
	24,826 
	24,826 
	26,222 
	26,222 
	
	
	
	
	
	
	

	Additional Cash Disbursements
	0 
	0 
	0 
	0 
	0 
	
	
	
	
	
	
	

	Total Cash Disbursements
	24,826 
	24,826 
	24,826 
	26,222 
	26,222 
	
	
	
	
	
	
	

	Net change in cash
	(20,059)
	(20,059)
	(20,059)
	(13,722)
	(13,722)
	
	
	
	
	
	
	

	Plus Depreciation
	80 
	80 
	80 
	80 
	80 
	
	
	
	
	
	
	

	Ending Cash Balance
	130,021 
	110,042 
	90,064 
	76,422 
	62,780 
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash balance before borrowing
	130,021
	110,042
	90,064
	76,422
	62,780
	
	
	
	
	
	
	

	Short-term borrowing (-payments)
	0
	0
	0
	0
	0
	
	
	
	
	
	
	

	Ending cash balance
	130,021
	110,042
	90,064
	76,422
	62,780
	
	
	
	
	
	
	

	Cumulative borrowing
	0
	0
	0
	0
	0
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Year Two
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	Monthly Beginning Balance
	62,780 
	49,138 
	40,704 
	32,270 
	23,836 
	23,425 
	23,015 
	22,604 
	49,949 
	77,295 
	104,640 
	131,985 

	
	
	
	
	
	
	
	
	
	
	
	
	

	Income (from income statement)
	12,500 
	22,908 
	22,908 
	22,908 
	35,515 
	35,515 
	35,515 
	64,178 
	64,178 
	64,178 
	64,178 
	64,178 

	Additional Cash Receipts
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 

	Total Cash Receipts
	12,500 
	22,908 
	22,908 
	22,908 
	35,515 
	35,515 
	35,515 
	64,178 
	64,178 
	64,178 
	64,178 
	64,178 

	Expenses (from income statement)
	26,222 
	31,422 
	31,422 
	31,422 
	36,006 
	36,006 
	36,006 
	36,912 
	36,912 
	36,912 
	36,912 
	36,912 

	Additional Cash Disbursements
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 

	Total Cash Disbursements
	26,222 
	31,422 
	31,422 
	31,422 
	36,006 
	36,006 
	36,006 
	36,912 
	36,912 
	36,912 
	36,912 
	36,912 

	Net change in cash
	(13,722)
	(8,514)
	(8,514)
	(8,514)
	(491)
	(491)
	(491)
	27,265 
	27,265 
	27,265 
	27,265 
	27,265 

	Plus Depreciation
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	80 

	Ending Cash Balance
	49,138 
	40,704 
	32,270 
	23,836 
	23,425 
	23,015 
	22,604 
	49,949 
	77,295 
	104,640 
	131,985 
	159,330 

	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash balance before borrowing
	49,138
	40,704
	32,270
	23,836
	23,425
	23,015
	22,604
	49,949
	77,295
	104,640
	131,985
	159,330

	Short-term borrowing (-payments)
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Ending cash balance
	49,138
	40,704
	32,270
	23,836
	23,425
	23,015
	22,604
	49,949
	77,295
	104,640
	131,985
	159,330

	Cumulative borrowing
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Year Three
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	Monthly Beginning Balance
	159,330 
	186,676 
	214,021 
	241,366 
	268,711 
	296,057 
	323,402 
	350,747 
	405,176 
	459,605 
	514,034 
	568,463 

	
	
	
	
	
	
	
	
	
	
	
	
	

	Income (from income statement)
	64,178 
	64,178 
	64,178 
	64,178 
	64,178 
	64,178 
	64,178 
	92,511 
	92,511 
	92,511 
	92,511 
	92,511 

	Additional Cash Receipts
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 

	Total Cash Receipts
	64,178 
	64,178 
	64,178 
	64,178 
	64,178 
	64,178 
	64,178 
	92,511 
	92,511 
	92,511 
	92,511 
	92,511 

	Expenses (from income statement)
	36,912 
	36,912 
	36,912 
	36,912 
	36,912 
	36,912 
	36,912 
	38,162 
	38,162 
	38,162 
	38,162 
	38,162 

	Additional Cash Disbursements
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 

	Total Cash Disbursements
	36,912 
	36,912 
	36,912 
	36,912 
	36,912 
	36,912 
	36,912 
	38,162 
	38,162 
	38,162 
	38,162 
	38,162 

	Net change in cash
	27,265 
	27,265 
	27,265 
	27,265 
	27,265 
	27,265 
	27,265 
	54,349 
	54,349 
	54,349 
	54,349 
	54,349 

	Plus Depreciation
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	80 

	Ending Cash Balance
	186,676 
	214,021 
	241,366 
	268,711 
	296,057 
	323,402 
	350,747 
	405,176 
	459,605 
	514,034 
	568,463 
	622,892 

	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash balance before borrowing
	186,676
	214,021
	241,366
	268,711
	296,057
	323,402
	350,747
	405,176
	459,605
	514,034
	568,463
	622,892

	Short-term borrowing (-payments)
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Ending cash balance
	186,676
	214,021
	241,366
	268,711
	296,057
	323,402
	350,747
	405,176
	459,605
	514,034
	568,463
	622,892

	Cumulative borrowing
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	
	
	
	
	
	
	
	
	
	
	
	
	

	Year Four
	 
	 
	 
	 
	 
	 
	 
	
	
	
	
	

	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	
	
	
	
	

	Monthly Beginning Balance
	0 
	54,429 
	108,858 
	163,287 
	217,716 
	272,145 
	326,574 
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Income (from income statement)
	92,511 
	92,511 
	92,511 
	92,511 
	92,511 
	92,511 
	92,511 
	
	
	
	
	

	Additional Cash Receipts
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	
	
	
	
	

	Total Cash Receipts
	92,511 
	92,511 
	92,511 
	92,511 
	92,511 
	92,511 
	92,511 
	
	
	
	
	

	Expenses (from income statement)
	38,162 
	38,162 
	38,162 
	38,162 
	38,162 
	38,162 
	38,162 
	
	
	
	
	

	Additional Cash Disbursements
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	
	
	
	
	

	Total Cash Disbursements
	38,162 
	38,162 
	38,162 
	38,162 
	38,162 
	38,162 
	38,162 
	
	
	
	
	

	Net change in cash
	54,349 
	54,349 
	54,349 
	54,349 
	54,349 
	54,349 
	54,349 
	
	
	
	
	

	Plus Depreciation
	80 
	80 
	80 
	80 
	80 
	80 
	80 
	
	
	
	
	

	Ending Cash Balance
	54,429 
	108,858 
	163,287 
	217,716 
	272,145 
	326,574 
	381,003 
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash balance before borrowing
	54,429
	108,858
	163,287
	217,716
	272,145
	326,574
	381,003
	
	
	
	
	

	Short-term borrowing (-payments)
	0
	0
	0
	0
	0
	0
	0
	
	
	
	
	

	Ending cash balance
	54,429
	108,858
	163,287
	217,716
	272,145
	326,574
	381,003
	
	
	
	
	

	Cumulative borrowing
	0
	0
	0
	0
	0
	0
	0
	
	
	
	
	


	Appendices


Appendix A: Contracts & Agreements
Employee Invention Agreement

For good consideration, and in consideration of the undersigned being employed by ___________(Company), the undersigned hereby agrees, acknowledges and represents:

1.
The undersigned, during the course of employment, shall promptly disclose in writing to the 
company all inventions, discoveries, improvements, developments and innovations, whether patentable or not, conceived in whole or in part by the undersigned or through assistance of the undersigned and whether conceived or developed during working hours or not, which:


(a)
Result from any work performed on behalf of Company, or pursuant to a  suggested research project by the Company, or


(b)
Relate in any manner to the existing or contemplated business of the Company, or


(c)
Result from the use of the Company’s time, material, employees or facilities.

2.
The undersigned hereby assigns to the Company, its successors and assigns, all rights, title and interest to said inventions.

3.
The undersigned shall, at the company’s request, execute specific assignments to any such 
invention and execute, acknowledge and deliver any additional documents required to obtain letters patent in any jurisdiction and shall, at the Company’s request and expense, assist in the 
defense and prosecution of said letters patent as may be required by the Company. This provision shall survive termination of employment.

_________________________________________
___________________________

Employee signature
Date

Signature subscribed and affirmed, or sworn to me before men in the 

county of

____________________________
____________
_______________


State
Date

Employee Non-Compete Agreement (General)
For Good Consideration, and in consideration of my being employed by _______________  (Company), I, the undersigned, hereby agree that upon my termination of employment and notwithstanding the cause of termination, I shall not compete with the business of the Company or its successors or assigns.

The term “not compete” as used in this agreement means that I shall not directly or indirectly, as an owner, officer, director, employee, consultant, stockholder or partner:

1.
Solicit orders for any product or service competitive with the Company.

2.
Accept employment with or be employed by a firm engaged in selling products or services 
competitive with the products or services of the Company.

3.
Contact, for the purpose of soliciting their business, any customer or account that existed 
during the course of my employment with the company.

This agreement shall remain in full force and effect for ____ year(s) commencing with the date on which my employment with the company will have been terminated and notwithstanding the reason for termination or the party terminating.

_________________________________________
___________________________

Employee signature
Date

Signature subscribed and affirmed, or sworn to me before men in the 

county of

____________________________
____________
_______________


State
Date

Appendix B: Technical overview


PHP design

The PHP-design consists of a website which is viewable on multiple devices (mobile phone, PC, PDA...) and tested on the most common browsers (MS IE 6.0, Mozilla Firefox 1.0.4, Opera 8.01). 

We use the following PHP concepts: 

- sessions: clients will be logged in as long as their browser is open.

- md5-encryption: all the passwords are encrypted with md5 so it is harder to hack the images from the server.  To send passwords in forms we use POST instead of GET. Also we never use a non-encrypted password in our pages.

- PHP-classes: we use a class "login" to manage the login part of the website.

The website consists of one file "index.php" where all other files are included into. The owner of the website (user: admin pass: qwerty) can moderate all the users on site, so it will be very easy to delete users which are not allowed. 

The system of activating an account works as follows: 

[image: image11.png]



First the webmaster of I-Cam inserts activation keys together with packet-id in the database. 


1. Client buys our product. 

2. Client gets a package at home consisting of webcam(s), software and an activation key. 

3. Client surfs to the website and activates his/her account.

At this point the client can login into his account and use our software.  

For this principle we use 2 tables, 1 table with the activation keys and 1 table where we insert all the users if the activation key is correct.

Our database consists of the following files: 

· WEBCAM-table : here we put the images in, together with some user info (user-id, maximum images, …) 

· USERS-table : holds the user info : username, client number, password, packet-id, maximal images

· CLIENTS-table : holds the activation-keys and packet number

JavaScript design
1. Client buys our product. 

2. Client gets a package at home consisting of webcam(s), software and an activation key. 

3. Client surfs to the website and activates his/her account.

At this point the client can login into his account and use our software.  
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To view the images we made a small application which makes it possible to view all the images. 

The user can first choose which date and time interval he/she wants to see. Then we are selecting these images in the database and we write them into the view.php page. There the JavaScript will show all images.

You can slow down or speed up the images. Also you can view it bigger or smaller for all resolutions. 


In the ‘real-time’-mode it is possible to watch the webcam in real-time. This PHP-page is very simple: it just grabs the last image from the database (from a user) and displays it on screen. We use a small JavaScript to refresh the page every second. 

Appendix C: Technical questions & answers


How do you provide backups of images?
We did some research and found out we need to save only images which are useful, contain new information. So we can offer a guarantee of 24 hours storage and we make it possible that a client can ask backups online of a time period. Our provider of the servers will make a backup of the pictures and these will be accessible over a long period. 

Just like an ordinary VCR-recorder we offer a digital solution. If anything happens in your office, you simply ask online a backup of the images and we will deliver you the back upped images. The big advantage of digital images is that you don’t have to rewind and forward to find the right images; you just select the right time.

If the user wants to see the backups of his images, he/she can easily surf to our website where the images will be accessible within 48 hours.

Are the costs of the server space feasible? 
The prices of the server storage are definitely payable and are relatively small expenses of our business (see ‘income statement’). We offer standard 24 hours of images, so every user has the following storage if there is constantly motion detection: 

24 * 60 * 60 * 9 kb = 777 600 kb = 759.4 mb 

We are planning to provide motion detection so in regular situations users can record more than 24 hour! The dedicated servers have a size of 400 GB, 

400 gb = 409 600 mb = 539 users on one server. 

We will make a deal with the provider, so they will provide us an every-day backup of the requested data (by the client).

Also an important factor is ‘Moore’s Law’ which says: ‘data density doubles approximately every 18 months’. So normally after 1 and half year we can provide our users more hours for the same costs or save costs.

The expenses on this server are relatively low; if you look to expenses on marketing you will see these are a lot higher.

How to deal with extra webcams?

The principle on this will be the same: every user has 759.4 mb space which he/she can use. If you have more webcams your space will be divided by the number of webcams. Our ‘motion detection’-feature will save a lot of space for the user, so with 3 or 4 cams the client will also be able to record 24 hour ! We don’t have statistics on this but if we do some mathematics we find: 

30 min motion detection / hour 
= 720 min motion detection / day 
= 720 * 60 sec * 9 kb = 388 800 kb = 379.7 mb
So in this example the user can record almost 48 hours of footage if every hour there is 30 minutes of motion. 720 min / day of motion is a lot, and we are certain that there will be a lot of users who will be able to record more days.


Appendix D: Competition Profile
Axis communications

	Product description
	Everything from surveillance software, surveillance cameras, to complete surveillance kits

	Price
	$130 USD (basic viewing and recording software, up to 4 cameras)

$790 USD (recording software, up to 16 cameras, motion detection)

$1075 USD (recording, motion detection, online access to cameras)

$1570 USD (complete kit, 4 cameras, software licensed for 4 cameras)

	Production/quality
	· High quality equipment

· Full duplex real time audio without recording

· No recording limitations

	Unique features
	· Only possible to use software in combination with Axis cameras

· Broad range of cameras

	Distribution system
	Internet sales via web shops

	Marketing/advertising
	· Corporate website

· Recognition by research firms such as Frost & Sullivan and J.P. Freeman

· Press releases

· Customer surveys

	Geographic location
	Head office, Lund
Axis Communications AB
Emdalavägen 14
SE-223 69 Lund

	Strengths/weaknesses
	Strengths: 

· Market leader

· Recognition by research firms

Weaknesses:

· Only really known to people researching into or familiar with the camera surveillance sector
· No free choice of camera

	Market share
	Global market leader in network video products.

	Internet presence
	· http://www.axis.com/
· Professional website

· Ample information about products and pricing

· Links to shops selling their products

· Links to this site from sellers


Excell Security

	Product description
	Video Capture card with support for 4 to 32 cameras

Software with support for multiple surveillance sites and PDA monitoring 

	Price
	$310 USD (Capture card, support for 4 cameras, software)

	Production/quality
	· 4 channels

· 30 frames/second

	Unique features
	· remote surveillance through Internet or intranet

· automatic recording of video camera feeds on hard disk complete with timestamp

· motion detection

· configurable observation area and detection sensitivity

· e-mail notification with image feed on motion detection

· multiple surveillance sites possible

· PDA monitoring software with easy access to all hooked up cameras

	Distribution system
	Direct sales through company websites.

	Marketing/advertising
	Large number of websites used by this company

	Geographic location
	Helmkruid 28 

3434 CT Nieuwegein

The Netherlands 

	Strengths/weaknesses
	Strengths:

· Fairly complete range of products

· Affordable products

Weaknesses:

· Relatively unknown

· Dutch website, so international coverage is effectively impossible

	Market share
	undetermined

	Internet presence
	· http://www.israelsecurity.nl/
· No website directly linked to the name Excell Security

· Website is in Dutch

· unimpressive website


FG Engineering

	Product description
	Video monitor software with support of up to 8 cameras. Optional

	Price
	$0 USD trial version

$19 USD (Desktop edition, 1 webcam)

$29 USD (4 webcams, 8 webcams)

Complete monitoring system for target group:

$150 USD - $300 USD

	Production/quality
	· complete solutions available, but optional

· user friendly software

	Unique features
	· Audiovisual alarm (red square around video feed for which motion was detected, and/or an alarm sound)

· Digital storage of video feed (only on motion detection, else no storage)

· B/W or color cameras supported

· Local storage

· Alarm messaging to mobile devices

· Access to video feeds from mobile devices

	Distribution system
	Ordering by e-mail

	Marketing/advertising
	Most widely used search engines link to the company website

	Geographic location
	Only post office boxes, geographic location unknown:

POB 223001
Hollywood FL
USA 33022

POB 292, Station D
Etobicoke, Ontario
Canada M9A 4X2

	Strengths/weaknesses
	Strengths:

· Wide range of products and services

· Large expertise in this area

· Weaknesses:

· Relatively unknown

	Market share
	undetermined

	Internet presence
	http://webcam-software.net/
· Complete, but non professional looking website

· Linked to by the most widely used websites


Lankhof Beveiliging en Telecom

	Product description
	Video surveillance cameras coupled to lossless local digital storage on hard disk, and remote monitoring of camera feeds

	Price
	undetermined

	Production/quality
	High quality video feeds, remote live monitoring of video feeds via intranet or xDSL

	Unique features
	· Local digital storage

· User friendly, VCR style control

· Live remote monitoring

· Optional search for feeds based on a calendar or alarm events

	Distribution system
	· Distribution partnership with KPN Telecom (the Dutch leading telecom provider)

· Ordering by e-mail

	Marketing/advertising
	Via website

	Geographic location
	The Netherlands

	Strengths/weaknesses
	Strength:
· Distribution partnership with KPN Telecom
Weakness: 

· No detailed descriptions of products or services on websites

· No pricing information on website

	Market share
	undetermined

	Internet presence
	· http://www.lankhof.nl
· No pricing information

· Limited contact



 Trust

	Product description
	Integrated Ethernet surveillance camera including surveillance software with motion detection recording feature and support for 4 cameras

	Price
	200 euros ($241 USD)

	Production/quality
	· Wireless or wired access

	Unique features
	· Directly linked to network, so no computer needed

· Wireless or wired access to Internet/Ethernet

	Distribution system
	· Stores

	Marketing/advertising
	· Press releases

· Promotional activities

· Articles in PC media

	Geographic location
	USA

	Strengths/weaknesses
	Strengths:

· Economical energy consumption of device

· Large, well known company with many years of experience in IT related products

· Good reputation in the industry

Weaknesses:

· Not a complete solution: only software and camera

· No free choice of camera 

· Company is known for solid products, but not for premium quality

	Market share
	undetermined

	Internet presence
	www.trust.com, www.trust.nl
· Transparent, easily navigable website


Appendix E: Advertising on business channels

I-Cam will use several forms of marketing. The most important of these are TV-Advertising, Billboards and Trade Publications. In this section an overview is given of the costs involved and the reasons for choosing these types of marketing.

The plan is to advertise on dedicated business channels in The Netherlands (RTL Z) and Belgium (Kanaal Z/ Canal Z). Luxembourg is not considered at this point for television commercials, mostly because of the fact that it is a very small market, and as far as can be ascertained also does not have a dedicated business channel. The costs of the offered advertising services are shown per television advertising type.

Commercial spots

RTL Z offers packages for commercial spots of 30 seconds each, which can be reserved by multiples of 25 spots per month. Prices change each month, mostly due to seasonality factors (more people watch television in the winter time than in the summer time). Prices are listed in table 1; the initial amount is marked below.
	Spots/month
	Prices per package in July 2005 (euros)
	Prices per package in August 2005 (euros)

	25
	5,800.00 
	6,050.00 

	50
	11,020.00 
	11,500.00 

	75
	15,660.00 
	16,330.00 

	100
	19,720.00 
	20,570.00 

	125
	23,200.00 
	24,200.00 

	150
	26,090.00 
	27,220.00 


Table 1: Rates for RTL Z, spot length 30 seconds

Kanaal Z/Canal Z offers commercial packages that consist of 46 spots per day, with the length of the commercial determinable by the advertiser in 5 second steps. I-Cam will use 30 second spots to be able to use spots on RTL Z as well as 

Kanaal Z/Canal Z. Advertisers have quite some flexibility in the length of the spots, and can reserve them by day, weekend, week or multiple weeks. Volume discount is given for more than one week of commercials. 

	Length of spots

(seconds)
	1 day/weekend

(euros)
	1 week

(euros)
	4 weeks

(euros)

	
	Kanaal Z
	Canal Z
	Kanaal Z
	Canal Z
	Kanaal Z
	Canal Z

	5
	1,663.20
	646.80
	9,979.20
	3,880.80
	33,929.28
	13,194.72

	10
	2,079.00
	808.50
	12,474.00
	4,851.00
	42,411.60
	16,493.40

	15
	2,910.60
	1,131.90
	17,463.60
	6,791.40
	59,376.24
	23,090.76

	20
	3,534.30
	1,374.45
	21,205.80
	8,246.70
	72,099.72
	28,038.78

	25
	3,950.10
	1,536.15
	23,700.60
	9,216.90
	80,582.04
	31,337.46

	30
	4,158.00
	1,617.00
	24,948.00
	9,702.00
	84,823.20
	32,986.80

	35
	4,781.70
	1,859.55
	28,690.20
	11,157.30
	97,546.68
	37,934.82

	40
	5,405.40
	2,102.10
	32,432.40
	12,612.60
	110,270.16
	42,882.84

	45
	6,029.10
	2,344.65
	36,174.60
	14,067.90
	122,993.64
	47,830.86

	50
	6,652.80
	2,587.20
	39,916.80
	15,523.20
	135,717.12
	52,778.88

	55
	7,068.60
	2,748.90
	42,411.60
	16,493.40
	144,199.44
	56,077.56

	60
	7,484.40
	2,910.60
	44,906.40
	17,463.60
	152,681.76
	59,376.24


Table 2: Rates for Kanaal Z and Canal Z, 46 spots per day

Guaranteed target coverage commercials

RTL Z also offers a special kind of commercial package they call the GRP-package. These are 30 second commercial which offer an added guaranteed percentage of viewer audience in the intended target group. The costs per percentage for the business-to-business package in July and August are, respectively, €805 and €845.

Billboards 

Standard billboards are offered by RTL Z and Kanaal Z/Canal Z in different forms and according to different pricing schemes. 

Kanaal Z/Canal Z offers one kind of billboard, which can be spruced op with extras, and are always broadcasted 46 times a day for 5 seconds. Table 3 explains the rates for Kanaal Z and Canal Z respectively.
	Type of billboard
	Kanaal Z (euros)
	Canal Z (euros)

	No extras
	1,871.10
	727.65

	Demanded placement in commercial block
	2,058.21
	800.42

	Branch placement / logo placement
	2,151.77
	836.80

	Both
	2,338.88
	909.56


Table 3: Rates for Kanaal Z and Canal Z per month.

RTL Z on the other hand delivers to different kinds of billboards:

· Z boards, which are broadcasted in commercial broadcast time. The cost for having one made by RTL Netherlands Creation always costs €1,500.00.

· Billboards which are broadcasted preceding regular programs, more precisely the business agenda, the weather forecast and the clock.

The costs for these billboards are explained in table 4 and 5 respectively.
	Number

of billboards
	July 2005

(euros)
	August 2005

(euros)

	25
	2,320.00
	2,420.00

	50
	4,410.00
	4,600.00

	100
	7,890.00
	8,230.00

	150
	10,435.00
	10,890.00


Table 4: Rates for Z boards (RTL Z only) per month, 5 second billboards.

	Type of billboard
	Number of billboards
	July 2005

(euros)
	August 2005

(euros)

	Preceding Business agenda
	550
	23,500.00
	24,500.00

	Preceding RTL Z weather forecast
	396
	17,000.00
	17,750.00

	Preceding RTL Z clock
	180
	7,750.00
	8,250.00


Table 5: Rates for RTL Z per month.

RTL Z-Split screen

RTL Z offers another special commercial service which weaves a 30 second commercial message through RTL Z’s own look & feel, or through a specific program. With this kind of product, a program, timeslot or interest field can be claimed, giving the spots a high attention value. The costs for this kind of commercial per commercial spot, for July and August are €350 and €365, respectively.

Airtime

Kanaal Z/Canal Z offers airtime to a maximum of 10 minutes for any kind of message the advertiser wants conveyed, be it internal or external, for clients, dealers, members, or personnel.

The program context for this airtime is broadcasted each first and third Sunday of the month with 4 reruns between 7:30 a.m. and noon.

During the three days before each broadcast, 15 second announcements of the program are broadcasted on Kanaal Z/Canal Z 46 times a day. 

In addition to that, viewers are informed about the program several times through the electronic newsletter for two days.

The program is also broadcast for one month, under a separate heading, in streaming video on www.kanaalz.be / www.canalz.be. 
5 minutes airtime costs 15,000 euros.

Appendix F: Sales Projections & COGS
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Appendix G: Three Year Proforma Balance Sheet
	Assets 
	Opening
	Yr. 1
	Yr. 2
	Yr. 3

	Current Assets
	
	
	
	

	Cash
	66,417.16 
	3,597.16 
	205,944.30 
	642,202.20 

	Money Market
	0.00 
	0.00 
	0.00 
	0.00 

	Accounts Receivable
	0.00 
	0.00 
	0.00 
	0.00 

	Inventory
	5,000.00 
	2,000.00 
	2,000.00 
	2,000.00 

	Total Current Assets
	71,417.16 
	5,597.16 
	207,944.30 
	644,202.20 

	Long Term Assets
	
	
	
	

	Furniture & Fixtures
	1,000.00 
	1,000.00 
	840.00 
	680.00 

	Equipment
	4,200.00 
	4,200.00 
	3,100.00 
	2,000.00 

	Software
	0.00 
	0.00 
	0.00 
	0.00 

	Intellectual Property
	0.00 
	0.00 
	0.00 
	0.00 

	Other
	0.00 
	0.00 
	0.00 
	0.00 

	(Less) Accumulated Depreciation
	0.00 
	(960.00)
	(960.00)
	(960.00)

	Total Long Term Assets
	5,200.00 
	4,240.00 
	2,980.00 
	1,720.00 

	TOTAL ASSETS
	76,617.16 
	9,837.16 
	210,924.30 
	645,922.20 

	
	
	
	
	

	Liabilities & Equity
	
	
	
	

	Current Liabilities
	
	
	
	

	Accounts Payable
	0.00 
	0.00 
	0.00 
	0.00 

	Notes Payable
	0.00 
	0.00 
	0.00 
	0.00 

	Curr. Portion LTD
	0.00 
	0.00 
	0.00 
	0.00 

	Short Term Debt
	0.00 
	0.00 
	0.00 
	0.00 

	Total Curr. Liabilities
	0.00 
	0.00 
	0.00 
	0.00 

	Taxes Payable
	
	
	
	

	Corporate Tax Prepayment
	825.00 
	0.00 
	0.00 
	0.00 

	Federal Tax ID
	10.00 
	0.00 
	0.00 
	0.00 

	Payroll Tax
	0.00 
	0.00 
	0.00 
	0.00 

	Corporation Tax
	0.00 
	0.00 
	0.00 
	0.00 

	Sales Tax / Value Added Tax
	0.00 
	0.00 
	0.00 
	0.00 

	Capital Contributions Tax
	0.00 
	825.00 
	825.00 
	825.00 

	Social Security
	0.00 
	2,388.04 
	4,776.08 
	7,164.12 

	Total Taxes Payable
	835.00 
	3,213.04 
	5,601.08 
	7,989.12 

	Long Term Liabilities
	
	
	
	

	Notes Payable
	0.00 
	0.00 
	0.00 
	0.00 

	(Less) Curr. Portion LTD
	0.00 
	0.00 
	0.00 
	0.00 

	Other
	0.00 
	0.00 
	0.00 
	0.00 

	Total Long Term Liabilities
	0.00 
	0.00 
	0.00 
	0.00 

	TOTAL LIABILITIES
	835.00 
	0.00 
	0.00 
	0.00 

	Equity
	
	
	
	

	Venture Capital
	110,000.00 
	110,000.00 
	110,000.00 
	110,000.00 

	Owner Equity
	40,000.00 
	40,000.00 
	40,000.00 
	40,000.00 

	Retained Earnings
	0.00 
	0.00 
	(140,357.16)
	199,281.46 

	Dividends Paid
	0.00 
	0.00 
	0.00 
	(100,000.00)

	Current Earnings
	0.00 
	(140,357.16)
	201,281.46
	396,640.76

	Total Equity
	150,000.00 
	9,642.84 
	210,924.30 
	645,922.22 

	
	
	
	
	

	Total Liabilities & Equity
	€ 150,835.00 
	€ 9,642.84 
	€ 210,924.30 
	€ 645,922.22 

	
	
	
	
	

	Profitability Ratios
	
	
	
	

	ROA = Net Inc. / Total Assets
	0.00%
	-1426.81%
	95.43%
	61.41%

	ROE = Net Inc. / Total Equity
	0.00%
	-1455.56%
	95.43%
	61.41%

	Liquidity Ratios
	
	
	
	

	Current Ratio = Curr. Assets / Curr. Liabilities
	N/A
	N/A
	N/A
	N/A

	Quick Ratio = Curr. Assets-Inv. / Curr. Lia.
	N/A
	N/A
	N/A
	N/A

	Working Capital = Curr. Assets - Curr. Liabilities
	 €          76,617 
	 €        9,837 
	 €        210,924 
	 €        645,922 

	Risk Ratios
	
	
	
	

	Debt Ratio = Total Lia. / Total Assets
	0.01
	0.00
	0.00
	0.00

	Debt to Equity = Total Lia. / Total Equity
	0.01
	0.00
	0.00
	0.00


Installation & Service Staff


1 Free Position





Legal, Accounting 


and Consultancy


Outside Advisors





Chief Technology & Production Officer


R. Thys





Chief Marketing Officer


D. Moors





Chief Finance Officer


P. Meij





Chairman of the Board & CEO


J. Heijman





Board of Directors


J. Heijman, P. Meij, D. Moors, R. Thys, P. Brouwers (representing investors)





Investors / Stockholders


J. Heijman, P. Meij, D. Moors, R. Thys, Venture Capitalist(s)





User PC with Java APP








Web cam





Server





User





PHP: Internet APP (PC, Cell phone, PDA)





















































� 15% volume discount, if 4 weeks of advertisement is reserved.
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