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A Touch of Class Catering

Executive Summary
Who we are

A Touch of Class Catering is a high-end catering company serving private clients and
businesses within a 40 kilometre radius of Box Hill. The company hasrecentlyleased a
large space,from which itwill base its operations and which will be available for hire by
clients.

The space is to be known as The Ballroom and provides sumptuous, high-class
surroundings for upmarketevents.

A Touch of Class Catering was setup by Daniel Ford and Martina Woo. Ford owns 49% of
the business and Woo owns 51%. The business is a limited liability companuy.

What we sell

A Touch of Class Catering currently runs a catering kitchen specialising in a range of
services,aswell as event planning for up-marketevents,both ateventand clientsites.

The company has recentlyleased a large space,from which it will base its operations and
which will be available for hire by clients. The space is to be known as The Ballroom and
provides sumptuous, high-class surroundings for upmarket events.
Some keyservices include:

Eventplanning and management

A varietyof themed menus for breakfast,lunches,dinner and appetisers

A beverage services of alcoholic and non-alcoholic drinks
Waiting staff

Who we sell to

We have three well-defined target market segments.
Corporate clients

The corporate marketconsists of businesses within a 40 kilometre radius of Box Hill that
hold atleastone corporate eventa year.

Private clients

Our private clientbase consists of households with a combined annual income of
$120,000 —those thatare mostlikely to throw an upmarketpartyin a rented venue.

Charities

The non-profitmarketconsists of charitable organisations thathold atleastone eventa
year.

Financial Summaru
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The companyowners are seeking aninvestmentof $450,000 to help fund the marketing
activities of the business over the next 3 years, pay additional staff wages as the business
grows and contribute to the rentowed for The Ballroom.

Shares of 10% will be given to angel investors. This will reduce Ford’s shares to 44% and
Woo’s shares to 46%.

Interestof 15% will also be paid to these shareholders. Projected profits for the business
are $180,000 in the firstyear, $370,000 in the second year and $650,000 in the third year.
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A Touch of Class Catering

Business Information

Formation date
23rd September 2014

Business Overview

A Touch of Class Catering is a high-end catering company serving private clients and
businesses within a 40 kilometre radius of Box Hill. Formed in 2004, the business runs a
catering kitchen specialising in a range of services,as well as event planning for up-
marketevents,both ateventand clientsites.

The business won the contractto become the in-house caterer for Delaney House —a
corporate meeting space —in 2006. From here the business developed expertise in
managing and planning clientevents. The company has recentlyleased a large space,
from which itwill base its operations and which will be available for hire by clients. The
space is to be known as The Ballroom and provides sumptuous, high-class surroundings
for upmarketevents.

A Touch of Class Cateringwas setup by Daniel Ford and Martina Woo. Ford owns 49% of
the business and Woo owns 51%. The business is a proprietarylimited companuy.

Shares of 10% will be given to angel investors, who will in return buy $450,000 in
convertible debt to help fund the growth of the business. This will reduce Ford’s shares to
44% and Woo's shares to 46%.

Management and Staff

Martina Woo is atthe helm of A Touch of Class Catering as the CEO. Second in command is
Daniel Ford, the COO.

Woo isresponsible for the overall business strategy as well as generating sales. She
works closelywith Ford on these. Ford looks after the day-to-day management of the
kitchen, hiring and training staff and dealing with finances.

There is also a Marketing Director - Tony Belushi —who commissions graphic designers,
copywriters,and web designers to fulfil the business’ marketing needs. Belushi is
responsible for the company’s social media presence and the maintenance of the
business website. Belushi reports to Woo and works closelywith her on the marketing
strategy for the business.

Therecentlyacquired Ballroom will need a manager, to be hired prior to launch. This
Facilities Manager will reportto Ford, and will provide access for clients to setup in the
hall,oversee light and sound management, contractanyrepair work thatneeds carrying
out,organise the cleaning of the space and oversee the logistical running of events. The
Facilities Manager will have an office atThe Ballroom and will typicallywork a 9-5day.
During events, managers will be appointed from the more senior catering staff to
oversee the smooth running of the function.
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Ownership and Protection
Business Structure

The companydoesnothave anycopyrights or trademarks.

Protection

The companydoes nothave anycopyrights or trademarks.
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Products and Services
Current Products and Services

A Touch of Class Catering currently offers the products and services below.

Eventplanning and management

Cloakroom,door staff and bathroom attendants

A varietyof themed menus for breakfast,lunches, dinner and appetisers
A beverage services of alcoholic and non-alcoholic drinks

Waiting staff

Through sub-contractors we offer

Flower design and arrangement
Space design and decoration
Musicians and DJs

Eventequipment and furniture rental
Cakes

Through referrals,we offer:

Lighting
Audio-visual equipmentrental and support
Eventsecurity

Future products and services

In the future, we will offer all the above products and services atour newlyacquired
venue The Ballroom.
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A Touch of Class Catering

Marketing Plan Overview
Overview

The newly established Ballroom venue will be the focus of A Touch of Class Catering’s
marketing efforts. We want to promote this as much as possible, as the revenue we can
make through the hire of the Ballroom, with catering and event managementincluded,is
much higher than offering our catering services alone.

To achieve this,we'll use the following tactics:

Adsplacedinalocal luxury-goods magazine

Marketing emails sent to target marketbusinesses

A website setup specificallyfor the Ballroom,linked to A Touch of Class’ website

Website promoted on social media as well as using SEO techniques

Press kit to be sentto clients and local press

Listing created in Yellow Pages

Introductory discounts offered for new business firstevent

Ballroom to be promoted atlocal business fairs
- Sponsorship of 2 not-for-profitevents a year,chosen for the high-level exposure
they will getin the press and to high-income individuals

Positioning
A Touch of Class provides upmarketevents for discerning businesses. Our delicious

menus of luxuryfoods, precision eventplanning and expertwaiting staff are the perfect
partners for our sumptuous new eventvenue, the Ballroom.

Pricing
A Touch of Classis an unashamedly up-marketoutfit with prices to match. Our price listis

atthe upper end of the spectrum for this type of service,reflecting the high quality our
clients can expect.

Promotion

A Touch of Class Catering has allocated a substantial marketing budgetto fund a wide
range of promotional activities, the majority of which will be focused on hyping-up our
newestasset, the Ballroom venue and accompanying services.

We have booked a 6-month run of advertisements in a local magazine offering luxury
goods and services. This campaign will cost $1000.

TonyBelushi,our Marketing Director,has been compiling a listof local businesses that fit
our target marketdemographic. He has created an exploratory marketing email to be
sent to these businesses offering a discounton the firsteventtheybook with us.

Tony has also been working on creating a website, to be hosted on WordPress with the
domain name www.nottinghamballroom.com. This website is linked to our main business
site and has been optimised using SEO techniques and will be promoted on our social
media accounts. Tony's targetis to increase our Twitter following to 5000 within 6
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months and have our page gain 1000 ‘likes’on Facebook. There is also a budgetof $450 a
month setaside for a PPC campaign to promote the site.

Chief Operating Officer,Daniel Ford, has puttogether a press kit to be sentto local press
aboutthe launch of The Ballroom. This will also serve as an introductorypack for new
clients.

We will payfor an annual listing in the Yellow Pages,ata costof $900 per year.

There are three major business fairs thatoccur in nearby suburbs each year —one in
February,one in July and one in September. We will have a stall ateach one and promote
our services to the other businesses attending the fair. Itwill costa total of $1,100 for a
space atall three fairs.

A Touch of Class Catering will also sponsor 2 non-for profitevents each year,offering to
either hostthe eventatThe Ballroom or provide a catering and waiting service if they
have a venue of their own. The charities we sponsor will be chosen carefully to give our
business maximum exposure to high-income individuals and also the press. The costof
these events mayvary,butwe will puta cap of $3000 on the services we provide for each
event.

Distribution

A Touch of Class has a versatile distribution model, in thatclients can optto either hold
theireventatour new Ballroom venue,or we can provide our planning, catering and
waiting services atan alternative venue of their choosing.
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Market Analysis
Our Target Market

A Touch of Class Catering has three well-defined target market segments.
Corporate clients

The corporate marketconsists of businesses within a 40 kilometre radius of Box Hill that
hold atleastone corporate eventa year. This can be anything from a Christmas party to
PR event. We provide a professional, sophisticated service,expertly executed, whatever
the occasion. We also work closely with the client during the planning of the eventto
meettheir needs and expectations.

Private clients

Our private clientbase consists of households with a combined annual income of
$120,000 —those thatare mostlikely to throw an upmarketpartyin a rented venue. This
group tends to need more help with the planning and decision making, putting added
strain on the caterers, as theyare notgenerally used to holding this type of event. They
require expertadvice and guidance.

Charities

The non-profitmarketconsists of charitable organisations thathold atleastone eventa
year. Again, this can be from fundraising awareness days to the office Christmas party.

This group is veryprice sensitive,and will oftenlook for discounts or in-kind donations
where possible.

Target Market Size

Our target marketsize is as follows:
Corporate clients —roughly 10,000 businesses
Private clients —around 30,000 households

Charities - 60 organisations
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Competitors
Competitor Overview

A Touch of Class Catering has a number of competitors,butonlyone of these offersa
similar luxury event proposition. Diamond Dining is a catering firm thatprovides luxury
catering for events. The business primarily goes on-site to clients themselves, or travels
to an eventvenue which the clienthas booked independently-theydo notoffer their
owneventvenue.

In this respect, A Touch of Class Catering has the upper hand as we can provide an all-in-
one service —location,dining and eventmanagement. Diamond Dining also onlyoffera
choice of 3 menuthemes compared to our 5.

There are also a number of other competitors in the area:

The Old Dairy — A large, 500 capacity venue thatis available for hire. Theydo not
provide catering, which iswhere we offer a more attractive proposition.

St. Martins Hall - Anold,one room community hall. Itcan onlyaccommodate 150
people compared to A Touch of Class’'500-capacityBallroom,and itlooks musty and
shabbyinside —so notreallyan option for those seeking high-class luxury.

Brenda’'s Buns — Thisis arelatively small catering firm thatoffers a less-luxury dining
experience than ours. Brenda’s tends to provide the catering for business meetings or
events puton by businesses with a much lower annual revenue thatour target market.
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SWOT Analysis
Our Strengths

Brand new Ballroom venue
10 years of experience in the events industry
Good reputation in Box Hill and surrounding suburbs with keybusiness clients

Our Weaknesses

High turnover of catering staff, meaning time losttraining and lack of experience on
team
Service prices arerelatively high

Our Opportunities

Onlyone other competitor operating in the high-end events space nearby

A recentcouncil reportindicates businesses in Box Hill and surrounds as a whole
have seen a steadyincrease in profits over the past5years, pushing more of them into
our target market

Our Potential Threats

Poor financial conditions mean many companies are looking to cutback on spending
A Touch of Class is in the vulnerable high-end, luxury market and possibly seen as too
expensive
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Sales & Cost of Sales Forecast

Year1 Year 2 Year3
Unit Sales
Price Per Unit
Sales
Total Sales 0 0 0
Direct Cost Per Unit
Direct Cost
Total Direct Cost 0 0 0
Gross Margin $0.00 $0.00 $0.00
Gross Margin % 0% 0% 0%
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Cash Flow Statement

Incoming funds

Loan received

Drawn on lines of credit
Cash from sales

Accounts receivable
remittances

GST recoveries

Total incoming funds
Outgoing funds

Salaries

Employee related expenses
GST remittances

Tax on profits payable

Accounts payable
remittances

Additions to fixed assets
Direct Costs

GST to suppliers payable
Loan repayments

Lines of creditrepayments
Intereston loans
Intereston credits

Total outgoing funds

Netincoming/outgoing funds

Cash and bank balance,
beginning of period

Cash and bank balance, end

of period

Year1l

(=]

A Touch of Class Catering

Year 2 Year 3
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A Touch of Class Catering 13
Cash Flow Monthly Summary
M1 M2 M3 M4 M5 M6 M7 M8 M9 M10 Mil1i1 Mi2

Year1

Incoming 0 0 0 0 0 0] 0 0 0 0 0] 0
Outgoing 0 o0 0 0 0 o0 0 0 0 0 0 0
Net Funds 0 0 0 0 0 0 0 0 0 0 0 0
Starting 0 0 0 0 0 0 0 0 0 0 0 0
Closing 0 0 0 0 0 0 0 0 0 0 0 0
Year 2

Incoming 0 0 0 0 0 0 0 0 0 0 0 0
Outgoing 0o o 0 0 0 o 0 0 0 0 0 0
Net Funds 0 0 0 0 0 0 0 0 0 0 0 0
Starting 0 0 0 0 0 0 0 0 0 0 0 0
Closing 0 0 0 0 0 0 0 0 0 0 0 0
Year 3

Incoming 0 0 0 0 0 0 0 0 0 0 0 0
Outgoing 0 o0 0 0 0 o0 0 0 0 0 0 0
Net Funds 0 0 0 0 0 0 0 0 0 0 0 0
Starting 0 0 0 0 0 0 0 0 0 0 0 0
Closing 0 0 0 0 0 0 0 0 0 0 0 0
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A Touch of Class Catering

Profit and Loss Statement

Revenue

Direct Cost

Gross Margin
Gross Margin %
Expenditure
Salaries

Ancillary Staff Costs

Total Expenditures

Operating Profit/(Loss)

Interest Incurred

Depreciation/Amortization

Profit/(Loss) before tax
Tax on profits

Profit/(Loss) after tax

Year1l

0

0%

Year 2

0

0%

Year3

0%
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Balance Sheet

Asof Period's End

Fixed Assets

Tangible Assets
Accumulated Depreciation
Total Fixed Assets
Current Assets

Accounts Receivable
(Debtors)

Cash & Bank
Total Current Assets
Current Liabilities

Accounts Payable
(Creditors)

GST Payable
Tax on profits payable

Short Term Debt (less than
1yr)

Total Current Liabilities
Net Current Assets

Long-Term Debt (more
than 1 yr)

Net Assets
Share Capital
Retained Earnings

Total Owners Equity

Starting
Balances

Year1

Year 2

15

Year

Note: This balance sheetis intended as a guide for planning purposes only. Figures are
rounded up or down to the nearestdollar.
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