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1. Executive Summary

In the year 2000, the two highest percentage increase in sports
participation from the previous year were, snowboarding at 31.2%
increase and skateboarding at 30.2% increase (NSGA). Over a similar
study of sports participation from a five year span from 1995 to
2000, it showed that the three highest percentage increases to be
skateboarding at 101.3% increase, snow shoeing at 69% increase, and
then snowboarding at 55.3% increase (NSGA). A great deal of this
increase is due to increased television exposure of a competition
involving these sports and others called the X-Games. The X-Games
(short for Extreme Games) made its first day-view on June 24 1995
(McConnell). The competition was originated by the Entertainment
and Sports Programming Network (ESPN). This competition is
promoted as a showcase for “alternative” sports such as
snowboarding, skateboarding, In-Line skating, water skiing, sky
surfing, bicycling, and others. The X-Games filled a sporting niche by
attracting fans and competitors from all over the world. Due to the
strong following of these sports, the Olympic committee introduced
the snowboarding competition at the 1998 Winter Olympics.
Skateboarding will be introduced into the summer Olympics in 2004.

Because of this dramatic increase in popularity of these sports new
companies have become very profitable by selling equipment, apparel,

and accessories to new customers every year. Companies such as



Burton Snowboards and Birdhouse Skateboards have made a large
name for themselves in their respected market. These companies
have been established before the 1995 boom and did well in the

market.

As extreme sports participants we can see the individuality in the
participants in these sports from head to foe. Crazy outfits and wild
attitudes usually make up the average extreme sports participants.
With this individuality comes expression and creativity. What we
want to do is provide the service that allows any of these sports

enthusiasts to be as creative and unique as they can be.

The companies that make the equipment for these sports have limits
to the graphic design process. Their main goal is mass production; the
products and graphic design to these are limited to a few designs per
product per year. By providing a service that allows someone to place
a graphic design on one of their own boards, will ensure that the
customer will get everything they want out of that product.

The service that we will be providing is very unique and is not offered
to the extent of different products anywhere. The ability o service
this wide range of designs for these products gives us a clear

advantage over the market.

Since this is a new concept we will start off small as a home based
part time business. This will keep us from over marketing our new

service and not meeting our customers’ expectations. The business



will grow as our customer base grows and new methods and/or

technologies become available.

With a market size of 29.2 million in 2000, $1.55 billion in sales in
1999, and unbelievable competitions in these sports, it makes for a

very attractive market for a new business that offers a service that

no other does (NSGA).



2. Company Summary

2.1 Company Ownership

Ownership of Company

James
Stockholders 30% O James
40% W Partner 1
O Partner 2
O Stockholders
Partner 1
Partner 2 15%

15%

The ownership of the company will be broken down into a 60/40 split with
the 60% being retained by the original owner and partners the latter being
used for luring investors. James Parker, having the original idea for the
business will keep 30%, and the additional 30% will be split evenly between
two partners giving them each 15%.

2.2 Company Description

This company will provide a service to individuals who seek personal
uniqueness in their favorite board sport. We will custom design graphics to
be applied to various products including extreme sport boards. We will give
the customer the option of choosing a pre-designed graphic, a personally
designed graphic or having our graphic designer configure a design that is
unique fo that individual customer. This one-of-a-kind service will help the
customer to break through the barrier of dull, monotonous board graphics
and allow their own personality take form through their personal board
design.



2.3 Start-Up Summary

Start-Up Cost Statement

Purchase
Items Price
Mac G4 867Mhz $ 2,494.00
Sony Trinitron Monitor $ 510.00
Quark Software $ 800.00
Adobe Publishing Software $ 1,000.00
Freehand Software $ 100.00
Dell Desktop PC $ 1,880.00
Zip Drive $ 200.00
High Quality Scanner $ 500.00
Printer/Copier/Fax $ 300.00
Zip Disks $ 200.00
CD-RW Disks $ 40.00
DSL Internet Connection Setup $ 100.00
Business Cards $ 50.00
Printer Cartridges $ 80.00
Color Copier Paper $ 9.00
General Office Supplies $ 6000

Sub-Total Before Tax $ 8,323.00
Tax @ 825% $ 686.65

Total Purchases After Tax $ 9,009.65
Working Capital $ 7,000.00
Total Start-up Funds Needed $16,009.65

Startup costs are relatively low due to the location and the company not
needing special facilities. We have projected startup to cost $16,009.65
with the majority being for computers and computer related items. The
$7,000 working capital will ensure that we have enough funds to survive
while the business is still growing.

2.4 Company Location and Facilities

The location of the company will be Chattanooga, TN. We chose Chattanooga
because it is a centralized location for our customers and will be easy to ship
our product from. This is also where we live at the present time so the
company will be home based. This will keep our start-up costs low because
there are no special facilities needed, as well as keep the expenses down.
Therefore a utilities expense is not incurred.



3. Products and Services
3.1 Products and Services Description

We will allow a customer to choose from a variety of pre-designed graphics.
We then receive the board in a shipment, measure the board and then
outsource the printing to a sign printer to have them print the design. Then
we pay the printer, and place the design on the board and send it back to the
customer.

If the customer has a custom design that he or she would like to put on the
board, we will charge an hourly fee to convert the design into the correct
program format and also clean it up for the print job to look professional.
Then we allow the printer to print it out then pay them and put the design on
the board and return it to the customer.

3.2 Competitive Comparison

Because this is a relatively new service there is little competition. There
are some businesses that produce products and allow customers to place a
design on them for an additional fee. However, these businesses do not
allow the extent of design freedom that we offer on the line of various
products. By offering this new service we are hitting a market niche.

3.3 Sourcing

Because we will be specializing in graphic design we will outsource our
printing needs. Sign-A-Rama which is a franchise sign and label printing
business, would be an example of a company that could supply our printing
needs. Since Sign-A-Rama is a franchise, we will have access to printing
these graphic in multiple locations if need be.

3.4 Technology

By setting up a website for our business we enter the world of e-marketing.
The website domain name has already been registered as www.xgraph.com.
The website can be used to communicate our products and services to
potential customers globally. The customer can use it to see what our
company is all about and to learn ways to contact us for potential business.



Our graphic design business will offer a few very widely used graphic design
programs for both Apple Macintosh and IBM compatible PCs. We will use
the most common up-to-date programs in order to keep up with the industry
and the local printers. These new programs are state of the art, with
functions and applications that allow the user to create and modify a design
in many ways that would ordinarily take multiple programs that use extensive
time.

3.5 Future Products and Services

We plan on offering ways for people to put designs on almost any of their
items that would allow them to be unique. Printing our own designs may
become feasible in the future if demand is high enough. Opening up a
separate department for printing would decrease our expenses per design
and our net income would increase.



4. Market Analysis Summary
4.1 Market Size

The market size is 29.2 million, made up of participants of the five most
popular board activities: skateboarding at 9.1 million participants, alpine
skiing at 7.4 million participants, water skiing at 5.9 million participants,
snowboarding at 4.3 million participants, and cross country skiing at 2.3
million participants (NSGA).

4.2 Target Market

The target market includes people 12-34 years old. The primary market will
include people in this age range living in Chattanooga and the surrounding
area, as most of our start-up marketing will be regionally concentrated. The
secondary market will be people in the age group living in all other parts of
the country.

4.3-4.4 Market Share and Competitors

We plan to have a market share of 70%. Of course, we plan on achieving this
mainly in the Chattanooga area first, where we will have exclusive rights to a
competition-free market. We will then expand nationally through our
website, capturing the remaining portion of the market share. This will be
achievable because there are very few competitors who offer the same
service as we do, and none that offer it specifically.



5. Strategies and Implementation Summary

5.1 Pricing

Service Price Sheet for Customer
Prices are based on average sizes of each board.

Type of Product Template

Types of Designs
Customer Based

Custom

Skate Board $ 93.00 Template + $40hr(ihr Minimum) Template + $60hr(thr minimum)
Show Board $ 135.00 Template + $40hr(thr Minimum) Template + $60hr(thr minimum)
Wake Board $ 135.00 Template + $40hr(thr Minimum) Template + $60hr(thr minimum)
Down Hill Skies  $ 135.00 Template + $40hr(thr Minimum) Template + $60hr(thr minimum)
Water Ski $ 114.00 Template + $40hr(thr Minimum) Template + $60hr(thr minimum)

***All Prices will have Shipping charges added into the subtotal based on shipping method***
***All Prices are based on a 4 color printing system, less colors means a lower cost***

Prices vary according to the board being serviced. The prices for templates
are as follows: skateboards- $93.00; snowboards, wakeboards and downhill
skis- $135.00; water skis, $114.00. The template prices are based on
designs that have already been created and stored in out database, and all
that needs to be done is to be printed out. For the average design, pricing
will include the template + $40/hr (1 hour minimum) for small changes to
template designs. Custom designs will be designs for a customer who
requires an all-new design or many changes to a femplate design. We will
charge a cost of template + $60/hr (1 hour minimum) for custom designs. All
prices are based on a 4 color printing system. Less colors and less printing
means a lower cost. Pricing was figured with a 40% markup.

5.2 Warranty Policies

The warranty policy will be as follows: our adhesive labels will last for 3
years. Any damage to the label within that time period will be replaced
pending that the damage was caused during regular use of the board. If
damage was caused by using the board in abnormal ways (using it in incorrect
environments, rough treatment, etc.) the warranty will be void. (Damage
caused by improper treatment of the board will be difficult to distinguish.)
Upon notification of damage, the customer can ship the board to us and we



will replace the label free of charge, as well as paying all shipping charges.
Costs will be minimized because even with custom designs, the design will
still be in our database.

5.3 Advertising and Promotion

The majority of our advertising will be regional. We'll make several
different flyers to distribute at various locations. Sanctuary Skate Park in
downtown Chattanooga will be an excellent place to advertise with flyers.
We also will design a board with both the Sanctuary Skate Park logo and our
XtremeGrafiX logo for display at the park. We can also personally be at the
skate park during busy times, such as weekends and the weekly free 1-hour
skate to promote and tell skaters about our service. Flyers can also be
distributed at local music stores and skating rinks, and other sources of
heavy traffic in our target market. We will place small classified ads that
can be purchased cheaply in some of the leading skateboarding,
snowboarding, etc. magazines. Lastly, and probably the advertising method
that will reach the largest number of people, we will participate in link
exchanges with boarding and skiing websites. This involves working out an
arrangement to put a link to our website on boarding and skiing sites and put
a link for those sites on ours. We will also enter our website into as many
search engines as possible such as Yahoo, Google, and Lycos.



6. Research, Design, and Development
6.1 Technical Assistance

We have searched for and received helpful information from both a graphic
design artist and a sign printer. We have even prototyped James Parker's
original design for his snowboard and had the printer print it out
successfully. The graphic artist contact is Cindy Bowman-Shields of A.S.A.P.
Design & Typography. The printer contact is Angie Walker of Sign-A-Rama.

6.2 Costs of Research and Development

The costs are very reasonable considering that the first designs are
prototypes and can be printed out at lower costs to do research. We are not
really concerned with the ink on the label, but rather with the durability of
the label itself. Therefore we would not have to spend a lot of time
researching different designs printed on the boards to determine the labels
life span. By having all the designs printed in the same procedure we will not
have to research each individual design. The research that still has yet to
be completed is the long-term effect of the graphic design. Although the
product appears to be very professional in graphic design work, it will take
time and study to see how long the design will last under strenuous weather,
temperature, and water conditions. The labels that are printed off by the
professional contact are water proof, weather proof, and do not start fading
for 3 years. It will take some more research to determine the quality of
these prints under conditions not normally measured by a printing company.

6.3 Current Prototype

The first prototype was a simple design for James Parker's snowboard.
Since the current design on James's snowboard was kind of dull, it seemed
like a good starting point. At first we downloaded a simple graphic design
from the internet to be printed out. When we tried to print the design to a
larger scale to fit the board it came out distorted. Because we have yet to
purchase the professional graphic design software, we came up with a simple
graphic for the snowboard to scale by using Microsoft Paintbrush. This
design was a success. Sign-A-Rama, our printing professional contact, was
generous enough to only charge us for their costs of the printout. This fee



came to $30, which was for a label that was 66 inches by 12 inches. The
label was applied to the board and seems to be in excellent condition. (For
before and after pictures of the board, please see the appendix). Because
the business may not open up until May 2003, this prototype and others can
be tested over this time span.

6.4 Current Testing of Prototype

The snowboard prototype has been tested and is a success. James Parker
went snowboarding at Ober Gatlinburg in January of 2002. The design is
still intact and shows mild signs of abuse. The picture in the appendix shows
the board after the use.



7. Manufacturing
7.1 Steps to Produce Service

The steps that are required to produce the product or service are as
follows:

1. Receive contact from potential customer.

2. Develop design for customer.

3. Allow customer to develop his or her own design.

4. Allow customer to choose from listed designs.

5. Create all new design for customer to specifications.
6. Get design approval through printer.

7. Get design approval through customer.

8. Bill the customer.

9. Receive customer's board.

10. Collect measurements from board.

11. Complete finishing touches on design.

12. Get printer to print out the design.

13. Pay printer.

14. Place design on board.

15. Ship board back to customer.

7.2 Needs for Service and Products

The only needs that are required are listed in the start-up Summary in
section 2.3. Other general needs include general office supplies, labeling
tools such as scissors, tape measure, razor blades, and other items used to
apply the labels.

7.3 Our Suppliers

Printing can take place through Sign-A-Rama or another similar printing
business. General office supplies can be purchased at Staples or Office
Max. Arts and crafts stores, such as Michaels or Hobby Lobby, can provide
any art supplies or tools we might need.



7.4 Transportation and Shipments

Since the service is up to the customers, they can determine the shipment
method to their specifications. The basic shipments will be shipped using
the lowest cost of shipment possible. If the customer would like the
product delivered faster, then they will pay extra for the difference in
delivery cost.

7.5 Cost to Produce our Products and Services

The only cost for us in the design process will be the printing fee, and this
would vary from board to board based on size. A snowboard that was done
for a prototype would be $75; a skateboard, which is smaller, might run $45.
Since this is a service that we are providing for customers we really have no
other costs other than the start up costs, (which are discussed in the
Company Summary,) printing costs, and human time spent on a project.



8. Management and Organizational Summary
8.1 Management Team

As of this point James Parker is the only partner in the company. He would
like to have two other partners to help run the company. The
responsibilities of the partners could be as follows:

James Parker- Production, Website, Marketing.

Partner 1 - Printing, Shipping.

Partner 2 - Finance, Communications.

All partners will be involved with the graphic designs of the business. See
attached resumes in appendix for qualifications and more information for
each manager.

8.2 Organizational Structure

The organization will be structured as an S Corporation. By doing this, we will
give each partner a percent of the total stock (thereby having multiple
shareholders), and give each person an official title. Annual meetings will be
held TIME/DATE, and minutes will be kept. If the company continues to
grow, we could then consider switching to a C Corporation, or will simply give
bonuses to cover taxes and reduce personal taxes. By structuring as an S
Corporation, we are producing less personal liability to the owners, and
profits and loss percents will pass straight to the stockholders (the
partners themselves.)

8.3 Employee Wages
Because we are concerned mainly with growth and profitability each

individual manager will be paid 5% of sales per month. After 3 years of
growing the business the salaries will be reevaluated.



9. Critical Risks
9.1 Potential Problems and Their Solutions

One potential problem that we have discussed is that demand for our board
designs may be lower than expected. This is a relatively uncharted market
and true demand numbers are unknown. If we should encounter the problem
of low demand, our plan is o market ourselves as an all-around design firm
and seek other contracts as well. These might include designing company
logos with stationary and business cards, or greeting cards and the like. We
feel that taking advantage of the reliable design market would be a safe and
reasonable decision.

Another problem we must address is the possibility of too high of a demand.
Again with the market being unformed as it is, we are uncertain what the
demand will be. We are prepared to hire an additional graphic designer to
help with the workload if it is necessary. We would hire someone on a
temporary and part-time basis. We would probably take on an
undergraduate student from a local University as an intern. Or to stabilize
the demand we could increase our service prices, and then make a higher
profit on services that should have been higher in price.

We recognize that quality control could be an issue as far as durability of
our product. There is a guarantee that comes with purchase that covers
defective decals for up to three years. There will also be continual research
and development to constantly change and improve the durability of the
decal.

Finally, there could be a lower profit margin than expected. We could not
sell as many board designs as expected or our expenses could be greater
than anticipated. Our possible solutions to these potential problems are to
reduce our costs or fo increase our prices. We feel that either of these
solutions would help to combat the lack of profits.



10. Milestone Schedule

10.1 Objectives

Our objectives right now are fo seek out possible funding and research the
design process for durability and reliability. By June of 2003 we would like
to start receiving and processing customer orders on a part time bases. For
a complete time line with each objective relevant to a specified time see the
flow chart in the next section.

10.2 Flow Chart

See next pages.



Develop Business
Plan

Research the Design
Process

Implement Test
Phase

Test the Design

Test the Design

Try Design on other
Products

Start Building
Website

Test the Design

Test the Design

Search for least
Expensive Process

Contact Suppliers
About Contracts

Raise Capitol for
Supplies and Equipment

Buy Supplies and Equipment

December 2001

January 2002

February 2002

March 2002

April 2002

May 2002

June 2002

July 2002

August 2002

September 2002
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December 2002



Finish Website January 2003

Contact Potential February 2003
Employees
Start Marketing March 2003
Locally
Market at Certain April 2003
Product Related Events
Start Receiving Small June 2003

Amount of Orders

Process Orders to July 2004
Customer Expectation

Receive Payment August 2004
From Satisfied Customer

Business up and Running September 2004
In Full

At this point business is up and running in full but working on it part time until it
really catches on.



11. Financial Summary

11.1 Pro Forma Income Statement
See following pages.

11.2 Pro Forma Balance Sheets
See following pages.

11.3 Pro Forma Cash Flow Analysis
See following pages.

11.4 Break-Even Point

See following pages.



Year 2003 2004 Total
Month June July Aug. Sept. Oct. Nov. Dec. Jan. Feb. March  April May Year
Operating Expenses
Printing $3,300 $3,450 $2,400 $3,000 $1,950 $2,775 $5,400 $4,950 $4,575 $4,125 $4,050 $4,575| $44,550
Communications $75 $75 $75 $75 $75 $75 $75 $75 $75 $75 $75 $75 $900
Advertising $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $1,200
Salaries and Wages $1,250 $1,326  $951  $1,243  $991  $1,446 $2,367 $2,326 $2,131 $1,979 $1,954 $2,112 | $20,075
Miscellaneous Expenses $25 $25 $25 $25 $25 $25 $25 $25 $25 $25 $25 $25 $300
Website & Internet Expenses $80 $80 $80 $80 $80 $80 $80 $80 $80 $80 $80 $80 $960
Insurance $220 $220 $220 $220 $220 $220 $220 $220 $220 $220 $220 $220 $2,640
Operating Expenses per Month $5,050 $5,276 $3,851 $4,743 $3,441 $4,721 $8,267 $7,776 $7,206 $6,604 $6,504 $7,187
Total Operating Expenses $70,625
EBIT per Month $1,199 $1,354 $902 $1,470 $1,512 $2,510 $3,569 $3,854 $3,449 $3,291 $3,268 $3,371
EBIT Total $29,750
Income Taxes @ 39% $468 $528 $352 $573 $590 $979  $1,392 $1,503 $1,345 $1,283 $1,274 $1,315| $11,603
Net Income per month $732 $826 $550 $897 $923  $1,531 $2,177 $2,351 $2,104 $2,008 $1,993 $2,057
Total Net Income $18,148
Cumulative NOLs
Notes: *all sales are based upon minimum charge for customer base & customer designs.

**pbecause all other designs are going to vary we will say that the average is $100 per job.
Earnings before interest and tax.

EBIT =
NOL =

Net Operating Loss.




	Service Price Sheet for Customer
	
	
	
	SKILLS AND COLLEGE COURSES TAKEN
	HONORS AND ACTIVITIES�Became an Eagle Scout-1994�Deans List Fall 1996, Spring 1997, Spring 1999, Fall 2001, Spring 2002

	HOBBIES AND PERSONAL SKILLS�www.bmountains.com (My personal website), Business Plan Development from my Entrepreneurship Classes, Graphic Design, Audio and Video Equipment, Outdoor Sports, Basketball, website marketing, conducting E-business.




