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Disclaimer Statement
The market analysis and financial projections presented in this Plan represents the Company’s best judgement and reasonable assumptions of future events and circumstances; all other information contained herein has been obtained from sources deemed reliable. However, no warranty or representation, expressed or implied, is made as to the accuracy or completeness of any information contained herein, and same is submitted subject to errors or omissions, and no representations and warranties of future company performance or market trends are intended, and such are expressly disclaimed. 
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[bookmark: _Hlk532387814]Introduction
The purpose of this Business Plan is to seek investor funding for our business. The plan outlines our business model in depth in respect to the market and customer need for our product/service, our strategies to go to market, financial rewards to you and our business, future opportunities for this business and why we are the best choice to manage this business model.
The Problem and our Solution
As seniors age, their requirement for health care increases. Seniors do not want to be forced into nursing homes but would prefer to stay at home to enjoy the freedom of their lifestyle. There is a tendency for busy families to push their loved ones into nursing homes as they do not have the time to be able to care for the loved ones by themselves. 
Our solution is the provision of home health care. Home health care is designed to delay or prevent moving to a nursing home or assisted living center. Home health care is more affordable for the community that does not need 24 hours/7 days a week supervision. Research indicates that in-home care is substantially more affordable than nursing home cost. The average cost per year for in home healthcare is $20,800 compared with $84,000 average for nursing home.
Purchasing an established franchise business model provides us with a unique opportunity to reach out to families that are unable to afford nursing home facility. Families can enjoy the benefit of their loved ones receiving quality health care at home at a fraction of the cost. Right At Home provides the business model that supports in-home health care rather than a nursing home.
[bookmark: _Toc72037062]Key Opportunities & Risks
Key Opportunities
We have identified the following key opportunities:
· Gain Market share in Competitive Market.
· Brand & Service awareness. Currently, no marketing done by competitors, so opportunity exists to capitalize on this. 
· Location. Need a prime location & a potential opportunity may exist near the new medical center being built in Tahlequah.
Key Risks
All businesses are exposed to risks on a daily basis regardless of its life-cycle. It is how the risks are reviewed, monitored and managed that will determine viability and sustainability. The company has identified the following key risks:
· Lack of investor funding which will delay the purchasing of the franchise. We will seek alternate financing sources.
· Proven business model, but still new business in local territory. We will need to do homework and due diligence beforehand to determine if market is prime for a new home healthcare provider.
· Established B2B relationships with competitors. We will get involved with local leaders, Chamber of Commerce & Cherokee Nation tribunal meetings to acquire key business referral partners.
· Market Saturation. We will need to complete a market analysis to review area healthcare spend vs. current services offered.
[bookmark: _Toc72037058]Market 
According to IbisWorld, the Home Care Providers industry is among the fastest-growing healthcare industries in the United States. Home care saves patients billions of dollars every year by treating them in their own homes instead of in hospitals. An aging population, the prevalence of chronic diseases, growing physician acceptance of home care, medical advancements and a movement toward cost-efficient treatment options from public and private payers have all fostered industry growth. 
Over the five years to 2018, in-home health care industry revenue is expected to grow at an annualized rate of 3.3% to $92.8 billion, including an increase of 3.5% in 2018 alone. Revenue is expected to grow to $98 billion by the end of 2019. the global home healthcare market size was valued at USD 263.30 billion in 2016. It is expected to register a CAGR of 7.8% to 2025.
Competition             
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The competitive landscape is increasing as the market needs more in-home health care providers. The landscape is focused upon type of services and prices. Across the US, the companies holding the largest market share in the In-Home Senior Care Franchises industry include Home Instead Senior Care, Interim HealthCare Inc., Living Assistance Services Inc., Right at Home LLC, Comfort Keepers and Griswold Home Care. There are four direct competitors in the local area namely (a) CN Home Health Services, (b) Cornerstone Home Healthcare, (c) Carter Healthcare and (d) Angels Care Home Health. These players have been established in the market for long period of time.
Our competitive advantage is that we will have a proven business model which is recognized as the Best in Class provider with the name / brand recognition. Other competitive advantages include (a) the technology – systems integration superior, (b) franchise marketing support (google ranked #1) and (c) Key partnerships established; AARP, Alzheimer’s & Parkinson’s Institutes and other associations.
About Us
The company will be a new company set up for the purpose of purchasing a home health care franchise. The company will be established as private limited liability company (LLC). The shareholders and directors of the business will be the same - Michael & Ashley West. The registered office will be based in Tahlequah, Oklahoma.



Our Goals/Objectives
The business has determined that the following major objectives are critical for long-term sustainability and viability. Each of the major objectives contains sub-objectives. The company will regularly monitor these objectives to ensure that they are adequate for the present model.
Short and Mid-Term Goals
· To build and maintain a viable and sustainable business model.
· To produce significant cash flows that will allow for future business expansion and fair reward to us.
· To listen to our customers’ needs and to provide for their needs in and efficient and profitable way.
Long-Term Goals
· To be the market leader in home health care within five to six years.
Keys to Success
Our successful operation of the business model will depend upon our ability to achieve the following success factors:
· Building and maintaining trust within the community;
· Provide Quality Services to the community;
· To recruit Great People who will become our finest assets;
· Great Leadership across the company;
· Key Referral Partnerships.
[bookmark: _Toc72037061]Management Team
The management team is not in place presently but will be recruited within 120 days once funding has been approved. The management team will be recruited based upon their experience in the industry. The management team will be small to commence and will grow as the business grows. Initially, the management team will comprise myself and my wife who will be the marketing assistant and operations assistant.
[bookmark: _Toc72037063]Financial Summary
Key Highlights 
· Revenue projection of $1.2 million in fifth year.
· Dividends paid to shareholders at 25% per year paid out of after-tax profits.
· Accumulative return on investment after directors’ salaries to reach 116%.
· The business will have sufficient interest coverage to meet monthly repayments.
· The business will have sufficient current assets on hand to meet its short-term liabilities.


Key Assumptions
· $100,000 funding required to finalize the acquisition of the franchise. Interest rate estimated at 8% per annum for a fixed term of five years.
· 2% inflation applied each year.
· Revenue includes monthly and casual visits.
· Product purchases calculated at 40% of revenue.
· All franchise fees have been included with royalty at 5% and brand marketing at 2%.
[bookmark: _Toc72037064][image: ]
Funding Requirements
The company is intending to purchase a Right At Home Franchise for the value of $150,000. The shareholders will be contributing $50,000 as personal equity contribution but requires funding of $100,000. The funding sought is a bank commercial line of credit for a tenure of 5 years.
Exit Strategy
The company has no immediate plans for exiting. The company plans to be still trading in ten years’ time allowing it the opportunity to expand its business model into other locations across the country. The strength of the Balance Sheet will allow the business to be in a strong position for takeover, seeking further funding or for the director to exit the business. Exit strategies to be considered will be (a) friendly sale, (b) merger or acquisition and (c) IPO.
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[bookmark: _Toc72037065][bookmark: _Toc536098982]1. About the Company
[bookmark: _Toc72037067]1.1 Company Description
The company will be a new company set up for the purpose of purchasing a home health care franchise. The company will be established as private limited liability company (LLC). The shareholders and directors of the business will be the same - Michael & Ashley West. The registered office will be based in Tahlequah, Oklahoma.
Key Facts
Company Name:		Business name will be “Right At Home” as franchise.
Registered Address:		TBA		
Shareholders:			Michael & Ashley West – 100% owned	
Directors:			Michael & Ashley West		
1.2 Core Values
The company’s business model has been developed around the following four core values.
The above core values can be sub-divided into smaller core values:
· Instil a company culture that is rewarding for our small team
· Operate with honesty, integrity and transparency at all times
· Develop healthy relationships with our community
· Think as a team - Work as a team - Grow as a team
· Focus on positive, action-oriented thoughts





[bookmark: _Toc72037069]1.3 Goals and ObjectivesVision & Mission Statements

Vision Statement
To be the number 1 home health care provider for eastern Oklahoma and Cherokee Nation.


Mission Statement
“Success with Significance – To improve the quality of life for those we serve”



The business has determined that the following major objectives are critical for long-term sustainability and viability. Each of the major objectives contains sub-objectives. The company will regularly monitor these objectives to ensure that they are adequate for the present model.
Short and Mid-Term Goals
· To build and maintain a viable and sustainable business model.
· To produce significant cash flows that will allow for future business expansion and fair reward to us.
· To listen to our customers’ needs and to provide for their needs in and efficient and profitable way.
Long-Term Goals
· To be the market leader in home health care within five to six years.
[bookmark: _Toc72037070]1.4 Critical Success Factors
Our successful operation of the business model will depend upon our ability to achieve the following success factors:
· Building and maintaining trust within the community;
· Provide Quality Services to the community;
· To recruit Great People who will become our finest assets;
· Great Leadership across the company;
· Key Referral Partnerships.
[bookmark: _Toc72037071]1.5 SWOT Analysis             

© Copyright Biztree Inc. 2010. All rights reserved. Protected by the copyright laws of the United States and Canada and by international treaties. IT IS ILLEGAL AND STRICTLY PROHIBITED TO DISTRIBUTE, PUBLISH, OFFER FOR SALE, LICENSE OR SUBLICENSE, GIVE OR DISCLOSE TO ANY OTHER PARTY, THIS PRODUCT IN HARD COPY OR DIGITAL FORM. ALL OFFENDERS WILL AUTOMATICALLY BE SUED IN A COURT OF LAW.
          © Copyright Biztree Inc. 2010. All rights reserved. Protected by the copyright laws of the United States & Canada and by international treaties. IT IS ILLEGAL AND STRICTLY PROHIBITED TO DISTRIBUTE, PUBLISH, OFFER FOR SALE, LICENSE OR SUBLICENSE, GIVE OR DISCLOSE TO ANY OTHER PARTY, THIS PRODUCT IN HARD COPY OR DIGITAL FORM. ALL OFFENDERS WILL BE SUED IN A COURT OF LAW.


The overall aim of a SWOT analysis is to identify strengths, which can be matched with opportunities, and similarly to identify weaknesses, which should be monitored. The company’s strengths and weaknesses are controlled internally whilst opportunities and threats are external drivers that can impact upon the business. The company has identified its own SWOT as outlined below.
Internal Factors
Strengths
Our strengths are the unique points that differentiate us from our competitors. 
· Our team of employees to be recruited will be industry experienced and qualified.
· Cost benefit vs. competition of retirement/nursing home equates to approximately 1/3 of the cost.
· Growth for senior home healthcare.
· New partnerships within the community.

Weaknesses 
We have identified two key weaknesses. The first weakness is the lack of initial funds to purchase the franchise. The second weakness is that this is a new business in the local area, and we will need to establish our presence and trust in the community whilst gaining market share from competitors.
External Factors
Opportunities 
We have identified the following opportunities:
· Gain Market share in Competitive Market.
· Brand & Service awareness. Currently, no marketing done by competitors, so opportunity exists to capitalize on this. 
· Location. Need a prime location & a potential opportunity may exist near the new medical center being built in Tahlequah.
· Competitors’ vulnerabilities.
· Lifestyle trends.
Threats 
Our business must take note of the broad industry shifts that can affect our business and company growth. Legal and regulatory changes can have significant threat to our business. Other potential threats include:
· Lack of investor funding which will delay the purchasing of the franchise. We will seek alternate financing sources.
· Proven business model, but still new business in local territory. We will need to do homework and due diligence beforehand to determine if market is prime for a new home healthcare provider.
· Established B2B relationships with competitors. We will get involved with local leaders, Chamber of Commerce & Cherokee Nation tribunal meetings to acquire key business referral partners.
· New and existing competitors’ intention.
· New technologies to deliver home health care services.
· Loss of key staff to competitors.
· High attrition rates for industry position / training & development
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Right at Home was founded by Allen Hager in 1995 in Omaha, Nebraska. The story goes that Allen had worked many years in healthcare as a hospital administrator. During this time, he watched many of his senior patients leave the hospital to return home but not necessarily in better health. Once home, a lot of his former patients were unable to care for themselves. Allen knew that a lot of these senior patients could lead normal healthy, happy lives in their own homes if there was help on hand to care for these patients at home. At that time, there were very few companies that offered this kind of help. In 2004, he started branching into other regions of the country by carefully selecting franchisees who shared his passion for caring for those in their community.
Today, Right at Home is a highly respected leader in the in-home senior care industry with the provision of in-home care services that happens to operate through independently owned and operated home care franchisees. Their trained caregivers provide quality in-home care for seniors and disabled adults who need some assistance to maintain their independence.
Right at Home is proud to boast that its presence now covers more than 500 locations that serve tens of thousands of clients across the United States and internationally. The business grows by working with local referral partners in supplying health care solutions for the community, word of mouth and positive reviews.
The Focus - the safety and well-being of their clients comes first for everyone.
2.2 Services Offered
The Right at Home's innovative franchise system is built on two business concepts from the booming senior market – (a) in-home care and (b) medical staffing for the adult and senior market.
Right at Home business provides hands-on personal care, non-medical care, in-home care assistance and companionship care services to seniors and other adults, and (i) supplemental staffing services for nursing homes, hospitals and other medical institutional settings; (ii) skilled care and other in-home medical care; and (iii) other related products, materials, and equipment. Typical services offered include:
· Companionship Care and Homemaking
· Physical Assistance
· Hygiene
· Wellness
· Skilled Nursing
· Non Medical Home Care
· Where We Care
· Home Health Aide
· Respite Care
· Alzheimer’s, Dementia and Cognitive Change Services
· Health Reminders
· Transportation
The in-home care services that we will be focusing on are twofold – (a) Companion Care and (b) Personal Care.
The purpose of companionship care is to offer company and friendship. Companions may help with certain household chores, such as laying out towels before a shower, but their primary purpose is to spend time with the patient. Grown children may want to hire companions to keep an eye on their aging parents, for example. Some of the services offered by companionship care include:
· Transportation
· Reading a book aloud
· Playing games
· Accompanying the patient for a walk outside
· Letter writing
· Monitoring the home
· Administering medication
· Help with meals
The companion care services offer the following benefits to patients:
· Mental (cognitive) stimulation
· Increased mobility due to transportation services
· Socialization
· Improvement in health, both physical and mental
· Safety supervision
Personal independence is important at any age, but especially for seniors who sometimes feel like they’ve lost other freedoms like driving, traveling alone or entertaining family and friends. With a little extra hand of a trained in-home caregiver, older adults can enjoy their day-to-day activities safely and confidently. A world-leading provider of nonmedical home care, Right at Home also gives family caregivers a respite break and chance to recharge. This is where the personal services that we will be offering will greatly assist the seniors. Services include:
· bathing and dressing
· companionship/socialization
· exercise
· grocery shopping
· laundry
· light housekeeping
· medication reminders
· meal planning and preparation
· oral and personal hygiene
· respite care for family caregivers
· transportation


[bookmark: _Toc72037075]2.2 Key Requirements of the Franchise
The key obligations under the franchise agreement are listed below.
	
	
	
	
	
	
	
	
	Item in the

	
	
	
	Obligation
	
	
	Section in the
	
	Franchise

	
	
	
	
	
	
	Agreement
	
	Disclosure

	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	Document

	
	a.
	
	Site selection and
	
	Section 3
	Item 12

	
	
	
	acquisition/lease
	
	
	

	
	
	
	
	
	
	
	

	
	b.
	Pre- opening purchase/leases
	
	Sections 3 and 7
	Items 7 and 8

	
	c.
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	d.
	Initial and ongoing training
	
	Section 4
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	e.
	
	Opening
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	f.
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	h.
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	Section 2
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	Section 17
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2.3 Average Turnover per Franchisee
The franchisor has provided information on average turnover by franchisee as shown in the table below.
[image: ]
[image: ]The table shown in Appendix 9.2 contains certain information related to Net Billings realized by all of the franchisees for the period beginning January 1, 2001 (the first full year after they began selling franchises) and ending December 31, 2017.
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2.4 Franchise Fees
The franchise fees as advised by the franchisor are shown below. Other franchise fees are shown at Appendix 9.1.
[image: ]
[bookmark: _Toc72037076]2.5 Territory          © Copyright Biztree Inc. 2010. All rights reserved. Protected by the copyright laws of the United States & Canada and by international treaties. IT IS ILLEGAL AND STRICTLY PROHIBITED TO DISTRIBUTE, PUBLISH, OFFER FOR SALE, LICENSE OR SUBLICENSE, GIVE OR DISCLOSE TO ANY OTHER PARTY, THIS PRODUCT IN HARD COPY OR DIGITAL FORM. ALL OFFENDERS WILL BE SUED IN A COURT OF LAW.

             

© Copyright Biztree Inc. 2010. All rights reserved. Protected by the copyright laws of the United States and Canada and by international treaties. IT IS ILLEGAL AND STRICTLY PROHIBITED TO DISTRIBUTE, PUBLISH, OFFER FOR SALE, LICENSE OR SUBLICENSE, GIVE OR DISCLOSE TO ANY OTHER PARTY, THIS PRODUCT IN HARD COPY OR DIGITAL FORM. ALL OFFENDERS WILL AUTOMATICALLY BE SUED IN A COURT OF LAW.
          © Copyright Biztree Inc. 2010. All rights reserved. Protected by the copyright laws of the United States & Canada and by international treaties. IT IS ILLEGAL AND STRICTLY PROHIBITED TO DISTRIBUTE, PUBLISH, OFFER FOR SALE, LICENSE OR SUBLICENSE, GIVE OR DISCLOSE TO ANY OTHER PARTY, THIS PRODUCT IN HARD COPY OR DIGITAL FORM. ALL OFFENDERS WILL BE SUED IN A COURT OF LAW.

             

© Copyright Biztree Inc. 2010. All rights reserved. Protected by the copyright laws of the United States and Canada and by international treaties. IT IS ILLEGAL AND STRICTLY PROHIBITED TO DISTRIBUTE, PUBLISH, OFFER FOR SALE, LICENSE OR SUBLICENSE, GIVE OR DISCLOSE TO ANY OTHER PARTY, THIS PRODUCT IN HARD COPY OR DIGITAL FORM. ALL OFFENDERS WILL AUTOMATICALLY BE SUED IN A COURT OF LAW.
          © Copyright Biztree Inc. 2010. All rights reserved. Protected by the copyright laws of the United States & Canada and by international treaties. IT IS ILLEGAL AND STRICTLY PROHIBITED TO DISTRIBUTE, PUBLISH, OFFER FOR SALE, LICENSE OR SUBLICENSE, GIVE OR DISCLOSE TO ANY OTHER PARTY, THIS PRODUCT IN HARD COPY OR DIGITAL FORM. ALL OFFENDERS WILL BE SUED IN A COURT OF LAW.

             

© Copyright Biztree Inc. 2010. All rights reserved. Protected by the copyright laws of the United States and Canada and by international treaties. IT IS ILLEGAL AND STRICTLY PROHIBITED TO DISTRIBUTE, PUBLISH, OFFER FOR SALE, LICENSE OR SUBLICENSE, GIVE OR DISCLOSE TO ANY OTHER PARTY, THIS PRODUCT IN HARD COPY OR DIGITAL FORM. ALL OFFENDERS WILL AUTOMATICALLY BE SUED IN A COURT OF LAW.

Designated Area will be defined by zip codes and include a population of approximately 15,000 to 30,000 people who are age 65 and older. The territory that has been confirmed is Tahlequah, Oklahoma. Demographics of the local area will be outlined later in this Plan. The designated area includes 16 Zip codes as identified in the table below.
	Zip Code
	Town
	Zip Code
	Town

	74014
	Broken Arrow
	74429
	Coweta

	74337
	Chouteau
	74434
	Fort Gibson

	74346
	Jay
	74441
	Hulbert

	74361
	Pryor
	74464
	Tahlequah

	74362
	Pryor
	74465
	Tahlequah

	74366
	Spavinaw
	74467
	Wagoner

	74401
	Muskogee
	74477
	Wagoner

	74403
	Muskogee
	74960
	Stilwell



[bookmark: _Toc72037077]2.6 Term
The term is 10 years from the date the Franchise Agreement is signed. Renewal or extension of the term is possible If we have continuously complied with all of the provisions in the Franchise Agreement, we have 3 separate options intended to renew for the period of 5 years each, subject to the terms and conditions of the then current form of the Franchise Agreement. There is a renewal fee payable to us for each term renewal approved by us equal to 10% of the then current franchise fee at the time of each renewal. 
2.7 Quality Control
We will be required to comply with the home health care standards as set out in the franchise agreement. To add to the quality control process, the head office franchisor follows up with a survey to customer / families that service is provided to. We will be provided with real time results to address any issues raised from the survey plus recognize compliments.
2.8 Scalability
The business has plenty of potential for scalability through building upon the strength that is built. As footprint in community widens and relationships formed with referral partners (hospitals, rehabilitation centers, hospice care, churches, etc), we can develop more home health care plans plus recruit experienced professionals to maintain the home health care plans.
2.9 Franchise Contact Details
Contact details of the franchisor are shown below.
Right at Home, LLC - A Delaware Limited Liability Company
6464 Center Street, Suite 150, Omaha, Nebraska 68106
Telephone - (402) 697-7537
Email - development@rightathome.net
Website - www.rightathome.net
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[bookmark: _Toc536098984]3. The Market
[bookmark: _Toc72037080][image: ]3.1 Industry and Market Analysis
Home care for seniors is healthcare and/or personal care support that's provided in-home. It is designed to delay or prevent moving to a nursing home or assisted living center. But there are some activities of daily living (ADLs) like dressing, bathing driving or grocery shopping that can become difficult for some seniors. In-home care provides seniors with home health care, non-medical care and even companionship. The seniors can keep their independence and their house. In-home care professionals come to the seniors. And with 78 million baby boomers starting to retire at a rate of 8,000 a day, the demand for in-home care will only increase, meaning more competition, better service and lower prices.
[image: ]According to IbisWorld, the Home Care Providers industry is among the fastest-growing healthcare industries in the United States. Home care saves patients billions of dollars every year by treating them in their own homes instead of in hospitals. An aging population, the prevalence of chronic diseases, growing physician acceptance of home care, medical advancements and a movement toward cost-efficient treatment options from public and private payers have all fostered industry growth. [footnoteRef:1] [1:  Source – IbisWorld - Home Care Providers Industry in the US] 

The In-Home Senior Care Franchises industry is benefiting from a growing number of aging baby boomers. As people live longer due to the advancements in medicine and technology, a growing number of seniors are looking to stay in their own homes and maintain independence for as long as possible. Franchise establishments that provide medical and nonmedical in-home services enable seniors to do just that. The high cost of nursing homes and assisted living accommodations, coupled with the escalating healthcare costs associated with hospital stays, has also continued to drive growth in demand for industry services. [footnoteRef:2] [2:  Source – IbisWorld - In-Home Senior Care Franchises Industry in the US] 

The industry is exposed to the following threats and opportunities:
· Individuals covered by private health insurance are likely to use healthcare services more frequently. Therefore, the extent to which private health insurance covers the US population affects demand for healthcare services. Over 10.0% of industry revenue comes from private insurance payments. The number of people with private health insurance is expected to increase in 2018, but the elimination of the individual mandate provision still poses a potential threat to industry operators.
· Older adults are major users of healthcare services due to the development of diseases and assistance required later in life. The aging population and its increasing preference for home care over hospital stays are factors that make home care a growing part of the healthcare sector. The number of adults aged 65 and older is expected to increase in 2018, growing at a faster rate than the general national population. This signifies that the elderly will make up an increasingly larger share of the population, which may represent an opportunity for the industry.
Market Segmentation
Senior in-home care services market has been segmented on the basis of service type, and geography. Based on service type, global senior in-home care services market is segmented as below:
· Wellness and Medical Services
· Companionship Care and Homemaking Services
· Nursing Care Services
· Alzheimer’s and Dementia Care Services
· Hospice Care and Rehabilitation Services
· Physical and Occupational Therapy Services
· Others
Our focus will be on the Companionship Care, Homemaking Services and looking for expansion opportunities into skilled cared segments.
Target Market
Our target market is Senior age group of 65 years + for both short and long-term care.
According to Home Instead Senior Care's survey of home care professionals, seniors fell into the following categories:
· 61% had mobility issues
· 48% were frail (muscle weakness, slow walking, exhaustion)
· 43% had some type of dementia
· 29% had Alzheimer's disease
· 22% were dealing with the after-effects of stroke
[image: ]Market Size and Trends
Over the five years to 2018, in-home health care industry revenue is expected to grow at an annualized rate of 3.3% to $92.8 billion, including an increase of 3.5% in 2018 alone. Revenue is expected to grow to $98 billion by the end of 2019. Despite strong growth, industry profitability has been under pressure. In the same timeframe, the number of businesses has grown by 5% and the number of employees has grown by 4.6%.
Over the past five years, the In-Home Senior Care Franchises industry has grown by 9.1% to reach revenue of $9bn in 2017. In the same timeframe, the number of businesses has grown by 9.2% and the number of employees has grown by 7.9%
Market Growth
Oldest baby boomer now turning 75 in 2021 so this generation just now hitting prime in-home health care. There are less stay at home moms to help care for elder family loved one’s. This widening gap provides strong growth opportunities. In 1965, there were 47% of dual income families compared to 2010 –where the rate for dual income families grew to 66%.
According to Grand View Research, the global home healthcare market size was valued at USD 263.30 billion in 2016. It is expected to register a CAGR of 7.8% to 2025. Rising treatment cost is one of the biggest areas of concern for government and healthcare organizations and these organizations are striving to curb increasing health cost.
Home healthcare is a cost-efficient alternative to expensive hospital stays. For instance, treatment cost for acute care hospital is around USD 3,250.0 per day. On the contrary, home care cost is approximately USD 50.0 per day. These settings help to save cost significantly and thus, anticipated to provide a significant push to the market. [footnoteRef:3] [3:  Source – Grand View Research - Home Healthcare Market Analysis Report By Component (Equipment (Diagnostic, Therapeutic, Mobility Assist), Services (Rehabilitation, Infusion Therapy, Respiratory Therapy Services)) And Segment Forecasts 2018 - 2025] 

[image: ]
Growing workforce in the industry is translating into a greater demand for home healthcare services. As per the statistics published by the U.S. Bureau of Labor Statistics, the ranks of personal care and home care aides are projected to increase to around 13.0 million by 2020, which is approximately 70.0% hike from 2010.
Growing geriatric population is one of the key drivers for the market. As per the Department of Economic and Social Affairs of the United Nations, population aged above 60 is likely to reach 2.1 billion by 2050. The demographic group is prone to chronic diseases, which require long term care and approximately 70.0% patients opting for home healthcare are geriatric.
Demographics
The population by age demographics information shown in the table below has been sourced from Movoto. [footnoteRef:4] [4:  Source – Movoto - https://www.movoto.com/demographics/ok/] 



	Zip Code
	Town
	Total Population
	Age 65+

	74014
	Broken Arrow
	36,943
	4,484

	74337
	Chouteau
	5,428
	738

	74346
	Jay
	8,249
	1,077

	74361 / 74362
	Pryor
	16,903
	2,614

	74366
	Spavinaw
	1,489
	340

	74401
	Muskogee
	17,683
	2,581

	74403
	Muskogee
	30,585
	4,801

	74429
	Coweta
	14,915
	1,819

	74434
	Fort Gibson
	9,063
	1,499

	74441
	Hulbert
	5,516
	814

	74464 / 74465
	Tahlequah
	31,369
	4,286

	74467 / 74477
	Wagoner
	14,943
	2,836

	74960
	Stilwell
	13,439
	1,863

	Total
	206,525
	29,752 (14.4%)



3.2 In-Home Health Care vs Nursing Home
[image: ]One survey shows that 90% of seniors want to stay in their homes as long as possible. With in-home care, seniors are able to remain as independent as they can be. Independence is a psychological boon, especially when the effects of aging are taking place. One study found that those who received in-home care visited the doctor 25% fewer times than those that didn't receive in-home care. Clients with Alzheimer's or other dementia diseases made almost 50% less trips to the doctor. [footnoteRef:5] [5:  Source – Senior Living - https://www.seniorliving.org/lifestyles/home-care/] 

Home care has important benefits compared with alternatives. For example, compared with recuperating alone, receiving nurse-directed home care after hospitalization is associated with longer life and a lower risk of rehospitalization, according to a study in the Journal of the American Geriatrics Society. The same study found that because rehospitalization was less likely with home care, total medical bills for heart failure patients were about 35% lower. [footnoteRef:6] [6:  Source - Journal of the American Geriatrics Society - Transitional Care of Older Adults Hospitalized with Heart Failure: A Randomized, Controlled Trial - https://onlinelibrary.wiley.com/doi/full/10.1111/j.1532-5415.2004.52202.x] 

Compared with moving to a nursing home or assisted living center, benefits of choosing in-home care tend to be:
· Greater Convenience
· Better Quality of Life
· Lower Medical Bills
· No need to pay the high nursing home costs of an average of $84,000 per year.
Home care costs for seniors range from $20 to about $40/hour. This range encompasses rates for most professional homemakers, health care aides, licensed practical nurses and registered nurses. Some healthcare professionals charge significantly more. Factors influencing the amount charged for home care: [footnoteRef:7] [7:  Source – Senior Living - https://www.seniorliving.org/lifestyles/home-care/] 

· the local cost of living
· the level of care required (skills needed)
· the senior's financial assets
· the senior's military status
To support the cost of home care versus nursing home, the 2012 Genworth Financial Cost of Care Survey stated that the national averages for senior care: [footnoteRef:8] [8:  Source - 2012 Genworth Financial Cost of Care Survey] 

· Nursing Homes average $222 a day for a private room; $200 for a semi-private room.
· Assisted living facilities (“typically include at least two meals per day, housekeeping, and personal care assistance, were obtained for one-bedroom apartments or private rooms with private baths in assisted living communities.”) average $3,300 a month.
· In-Home Care averages $22 an hour for health aides; $20 an hour for homemaker/companion. Additionally, 82% of home health care agencies provide Alzheimer's training to their employees and 99% don't charge an additional fee for patients with Alzheimer's. Most elderly home care services require a minimum of 4 hours, so the minimum cost is $88 per day.





3.3 Porter’s Five Forces Analysis
Porter's five forces include three forces from 'horizontal' competition--the threat of substitute products or services, the threat of established rivals, and the threat of new entrants--and two others from 'vertical' competition--the bargaining power of suppliers and the bargaining power of customers.
[image: ]
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3.4 Pestle Analysis
PESTLE stands for "Political, Economic, Social, Technological, Legal and Environmental" and is used for business and strategic planning, marketing planning, organizational change, business and product development and research reports. The company can maximize the opportunities and minimize the threats by understanding the external environments.

[bookmark: _Toc72037082]3.5 Competitor Analysis
Competitive Landscape
The competitive landscape is increasing as the market needs more in-home health care providers. The landscape is focused upon type of services and prices.
Major Competitors
Across the US, the companies holding the largest market share in the In-Home Senior Care Franchises industry include Home Instead Senior Care, Interim HealthCare Inc., Living Assistance Services Inc., Right at Home LLC, Comfort Keepers and Griswold Home Care.
The local territory that we will be competing in has four direct competitors as listed below:
· CN Home Health Services
· Cornerstone Home Healthcare
· Carter Healthcare
· Angels Care Home Health



Competitive Analysis Table

	FACTOR
	Right At Home
	CN Home Health Services
	Carter Healthcare
	Angels Care Home Health

	Service
	Companion Care and Personal Care.
	LICENSED HOME HEALTH DIVISION (LHHS),
PERSONAL ASSISTANT DIVISION (PAS)

	Care at Home Program
	Behavioral Health at Home,
Care Connections Pre-Palliative Care,
Hospital Transitional Care,
Medication Management,

Caregiver Support Education

	Price
	$23,000 Annual Plan
Monthly Plans and Casual visits
	N/A
	N/A
	N/A

	About Company
	Not tested
	CN HEALTHCARE, INC. is a family owned and operated Pediatric Home Health agency which was established in 2004. We are a licensed Home Health agency in the state of Texas.
	Carter Healthcare is a leading healthcare provider focused on delivering outcomes-based results and the highest quality of Home-Health, Hospice, At-Home Medical Equipment, and Pharmacy Services to thousands of clients in the comfort of their homes.
We offer a patient-centered service with a focused "case-management" approach.
	Founded in 2000, Angels Care Home Health is a Medicare-certified home health agency that is managed by AngMar Medical Holdings, Inc., AngMar manages a network of multiple agencies with locations in nine states, including Arizona, Florida, Indiana, Iowa, Kansas, Nebraska, Ohio, Oklahoma and Texas. AngMar’s team of health care professionals has served more than 152,500 patients.







[bookmark: _Toc536098985][bookmark: _Toc72037083]
4. Marketing Strategies 
[bookmark: _Toc72037084]4.1 Marketing Objectives
In this section, we outline the marketing strategies necessary to make our business model successful. We are limited to our own advertising as all advertising needs to be approved by the franchisor. Our marketing objectives are to:
	a) Develop brand awareness through a steady, month to month increase of new customers.

	b) To select the most effective marketing strategies that will entice the customer in a most cost effective way that will return a significant return on investment

	c) To ensure that our marketing produces an effective return on investment both offline and online 



4.2 Market Segmentation & Targeting Strategy
The market is segmented in many as outlined earlier. We will be focusing our energy on the companionship and personal in-home health care services. 
[bookmark: _Toc72037085]To target the senior groups, we will be forming referral partnerships. There are many potential referral partnerships available to us to explore. Potential partners include:
· Indian Capital Vo-Tech (vocational health classes), 
· Northeastern State University,  
· Cherokee Nation, 
· Northeastern Health Urgent Care, 
· Hastings Indian Medical Center, 
· Cherokee Hills Express Care, 
· Tahlequah City Hospital, 
· Local Doctor’s offices, 
· Warren Clinic Oncology, 
· Various Local Churches.
Partnering up with Cherokee Nation is an ideal opportunity. Cherokee Nation spend millions on health care for their tribal citizens. Mr. West is a registered Cherokee and would be a local business owner. Cherokee Nation give preference for doing business with Cherokee Indians when possible.


4.3 Positioning Strategy
It is our intention to position our company as an industry leader. The positioning requires our team to be committed to consistency; plus deliver quality messaging that communicates our company’s influence. We want to ensure that our business becomes recognised as a premium brand for the delivery of in-home health care services. In order to achieve this objective, we need to be able to:
· Incentive our team to help us to become the industry leader;
· Continue to offer quality in-home health care services to the market to meet the needs of our senior community;
· Differentiating ourselves from our competitor; and
· Operate with integrity to our suppliers and customers.
[bookmark: _Toc72037087]4.4 Pricing Strategy
[bookmark: _Toc72037088]Our pricing strategy is focused upon the delivery of annual health care plans. We believe that the most suited pricing for an annual health care plan is $23,000 per year which would be billed monthly. Our customer target is to achieve 43 long term care clients progressively over the five-year period.
We will also be offering casual visits and monthly plans for those seniors who do not wish to be bound by an annual plan. 
	Pricing Plan
	Amount

	Annual
	$23,000 per year

	Monthly
	$3,000 per month (Estimate) 

	Casual
	$20.75 per hour  [footnoteRef:9] [9:  Source – Paying for Senior Care - https://www.payingforseniorcare.com/financial-assistance/oklahoma.html] 




In Oklahoma, as of 2018, the average monthly cost of assisted living throughout the state is $2,870. Compared to the national monthly average of $3,670, this rate is extremely low. In the area of Lawton, in the Southwestern part of the state, the monthly average, $2,368, is even lower than the Oklahoma statewide average. The metropolitan areas of Oklahoma City and Tulsa have the highest average monthly rate for assisted living, which ranges from $3,308 - $3,348. Even so, this amount is still lower than the nationwide average. Individuals who need additional care and supervision due to Alzheimer’s are able to reside in assisted living memory care units. [footnoteRef:10] [10:  Source – Paying for Senior Care - https://www.payingforseniorcare.com/financial-assistance/oklahoma.html] 

[bookmark: _Toc72037090]4.5 Franchise Brand Marketing 
[bookmark: _Toc72037091]For each Quarter, Franchisee is required to contribute to the Brand Marketing and Promotion Fund the greater of (a) the Brand Marketing and Promotion Fee; and (b) a minimum brand marketing and promotion fee (“Minimum Brand Marketing and Promotion Fee”) according to the following schedule:


	Months After Franchisee Has Opened Office
	Minimum Brand Marketing and

	
	Promotion Fee Requirement Per

	
	Quarter

	4-15
	$910

	16-27
	$1,495

	28-39
	$2,080

	40-51
	$2,990

	52-63
	$3,575

	64 and thereafter, including Renewal Term, if any
	$4,225



Under the Franchise Agreement and on top of the fees mentioned above, each month during the term of this Agreement, Franchisee will spend at least two percent (2%) of its Net Billings on local marketing, sales and promotion, and other Promotional Materials. Such expenditures will be made directly by Franchisee.
Franchisor will create local website & Google Ranking for online for national ad spend contributions. Local marketing would be with network referral providers (local hospitals) as well as billboard marketing.
[bookmark: _Toc72037092]4.6 Sales Forecast Projections
Our sales forecast projections are shown below based upon the three categories of plans that we will be offering our clients.
	Sales Revenue
	2019
	2020
	2021
	2022
	2023

	Total Sales Revenue
	 $   250,000 
	 $   400,000 
	 $   600,000 
	 $   900,000 
	 $  1,200,000 

	Annual Care Plans
	 $   161,000 
	 $   276,000 
	 $   460,000 
	 $   736,000 
	 $     989,000 

	Monthly Care Plans
	 $      75,000 
	 $      99,000 
	 $   114,000 
	 $   132,000 
	 $     159,000 

	Casual Visits
	 $      14,000 
	 $      25,000 
	 $      26,000 
	 $      32,000 
	 $        52,000 

	Number
	2019
	2020
	2021
	2022
	2023

	Annual Care Plans
	                    7 
	                 12 
	                 20 
	                 32 
	                   43 

	Monthly Care Plans
	                 25 
	                 33 
	                 38 
	                 44 
	                   53 

	Casual Visits
	               168 
	               300 
	               310 
	               380 
	                 620 




[bookmark: _Toc536098986]5. Development Milestones
[bookmark: _Toc72037093]5.1 Milestone Strategy
The developmental strategy takes into perspective the requirements needed to start this franchise business. 
The key areas that need to be properly planned include seeking finance, doing due diligence on franchise, obtaining necessary permits, marketing and undertaking the training. There are other key areas to be considered. Each strategy to be adopted most follows in a logical sequence.
The planned launch date is May 1st, 2019.
[bookmark: _Toc72037094]5.2 Milestones Timeline 
The timeline for the proposed development is shown in the table below. The milestones are subject to being approved for the commercial line of credit.
	Milestones
	Time Frame

	Obtain commercial line of credit for $100,000
	January to February 2019

	Pay franchise fee of $50,000 (our capital)
	February 2019

	Set up business structure
	February 2019

	Finalize due diligence
	February 2019

	Finalize acquisition of franchise
	February 2019

	Commence franchise training
	March 2019

	Application of business permits and bank accounts
	March 2019

	Commence networking activities for partnerships
	March 2019

	Recruitment of staff
	April 2019

	Training of staff
	April 2019

	Setting up accounting framework
	April 2019

	Official launch
	May 1st, 2019







[bookmark: _Toc72037096][bookmark: _Toc536098987]
6. Management
[bookmark: _Toc72037097]6.1 Company Organization 
The company will start small with the number of employees. The team will be lean but sufficient with human resources to cover the home health care requirements for our customers plus ensuring that the business remains compliant.
[bookmark: _Toc72037098]6.2 Management Team
The management team is not in place presently but will be recruited within 120 days once funding has been approved. The management team will be recruited based upon their experience in the industry. The management team will be small to commence and will grow as the business grows. Initially, the management team will comprise my wife who will be the marketing assistant and operations assistant and myself. 
Biographies of the Management Team
Mike West
[image: ]Mike West grew up in Stillwell, Oklahoma. After graduating from Stilwell High School in 1997, he joined the Army National Guard to help pay for college before being honorably discharged in 2003. Mr. West graduated from the University of Oklahoma with a Bachelor’s Degree – Business Administration.
Mr. West has an 18 year track record of operational success with leadership and people management with highly recognised banking institutions Wells Fargo (Operations manager – 5 years) and J.P. Morgan Chase Bank (Vice President of Customer Servicing – 9 years). He has managed and delivered positive results in the mortgage customer servicing industry with focus on key performance metrics for production standards and quality of service provided. Leadership provided for process improvement, compliance standards, and audit management. Extensive experience with capacity planning, attrition management, and hiring process. 
Ashley West
[image: ]Ashley was raised in Okeene, Oklahoma. She graduated from Okeene High School in 1996. She pursued further tertiary education after finishing High School by graduating at Oklahoma State University with a major in Marketing in 2000 and a Masters’ degree in Adult Education at Northern Arizona University 2010.  
Ashley has a 19-year track record of success in the banking industry with increasing roles & responsibilities. Mrs. West has been employed with Wells Fargo Bank since she graduated college at Oklahoma State University. She has performed several leadership roles during her time with the company; utilizing her strong analytical skills in underwriting, knowledge of policy & procedures, and her great communication and presentation skills as a senior level underwriter trainer. She has been awarded several service awards for her exceptional performance & track record of success during her tenure with the company.
6.3 Professional Advisors
The Wests will be using various professional advisors to help them with the development and sustainability of the Franchise business.
	Position
	Name

	Directors & Shareholders
	Michael & Ashley West

	Franchisor
	Right At Home

	Banker
	Jim Carson – Bank of Commerce

	Accountant
	Troy Davis – CPA

	Lawyer
	Reece Morrel Jr. – Morrel Law PLLC


6.4 Recruitment Strategy
We will be recruiting employees that have significant home health care industry experience. The common element that all of our employees will require is to have passion for helping and caring for our customers using next generation technologies and health care techniques. Everyone at the company will be a team player, affable, hungry and ethical. 						
6.5 Retention Strategy
We believe in a solid work/life balance. As such, we allow all employees to work from home, which keeps our costs lower and morale very high. Our company culture will foster positivity, fairness, honesty plus treat our workforce with respect and dignity.


















[bookmark: _Toc72037114][bookmark: financials][bookmark: _Toc536098988]7. Financials
In this section, the company illustrates the financial projections that have been prepared based upon its knowledge of the industry, market and experience. The financial projections reflect a conservative growth each year.
7.1 Financial Highlights & Assumptions
	Highlights
	Assumptions

	Revenue projection of $1.2 million in fifth year.
	$100,000 funding required to finalize the acquisition of the franchise. Interest rate estimated at 8% per annum for a fixed term of five years.

	Dividends paid to shareholders at 25% per year paid out of after-tax profits.
	2% inflation applied each year.

	Accumulative return on investment after directors’ salaries to reach 116%.
	Revenue includes monthly and casual visits.

	The business will have sufficient interest coverage to meet monthly repayments.
	Product purchases calculated at 40% of revenue.

	The business will have enough current assets on hand to meet its short-term liabilities.
	All franchise fees have been included with royalty at 5% and brand marketing at 2%.



[image: ]




7.2 Key Performance Indicators              
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KPIs, or key performance indicators, can help the company understand if it is on the right track for success—and if it’s not, where to focus their attention. No matter what it measures, the aim of any KPI is to bring about improvement.
There are a number of reasons why KPI’s are an important factor in assisting the company’s growth:
[bookmark: OLE_LINK1]IN A COURT OF LAW.


· 


1
Right At Home Business Plan
· You Can Measure Your Targets
· Receive Important Information
· Encourage Accountability
· Boost Morale

[image: ]The following table illustrates the key metrics that it should adopt into its business model to be reviewed on a regular basis.

[image: ]7.3 Key Ratios



7.4 Start-up Funds
The cost of the franchise is $150,000. The shareholders will be contributing $50,000 as capital but the company requires funding to the value of $100,000. The funding acquired will be spent on the following items:
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7.5 Statement of Financial Position (Balance Sheet)             
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The company has prepared its projected Balance Sheet based upon its belief of the financial position throughout each of the next five years. The Balance Sheets highlights the Assets, Liabilities and Equity of the business at any given point in time.
[image: ]
7.6 Income Statement
The Income Statement, also known as Profit & Loss Statement, highlights the revenues generated by the business less the operational expenses. The company has prepared revenue and expense projections based upon its knowledge of the industry.
[image: ]
7.7 Statement of Cash Flows
[bookmark: _Toc72037118][bookmark: offering]The Statement of Cash Flows records the movement of cash into and out of the business over a certain time period. The movement in Cash Flow will differ from what is shown in the Income Statement due to taking into account items shown in Balance Sheet such capital expenditures, taxes and dividends.
Cash Flows generated from operations are healthy and strong giving the business the opportunity for an early exit or future business acquisitions. Operational cash flows are sufficient for dividend payout, repayment of the loan within five years and future capital expenditures.
[image: ]

[bookmark: _Toc536098989]8. Funding Request
[bookmark: _Toc72037119]8.1 Offer 
The directors of the business present to you its offer to join the company and be part of the team.
	PROJECT INFORMATION

	Project title
	Purchase Right At Home Franchise

	Date of submission
	26th January 2019

	Total amount requested 
	$100,000

	Expected start date
	26th January 2019

	Expected completion date
	28th February 2019

	



[bookmark: _Toc72037120]8.2 Funding Requirements
The company is intending to purchase a Right At Home Franchise for the value of $150,000. The shareholders will be contributing $50,000 as personal equity contribution but requires funding of $100,000. The funding sought is a bank commercial line of credit for a tenure of 5 years at an interest rate of 8% per annum paid monthly. The commercial line of credit would be a principal and interest repayment.
[bookmark: _Toc72037123]8.3 Exit Strategy
The company has no immediate plans for exiting. The company plans to be still trading in ten years’ time allowing it the opportunity to expand its business model into other locations across the country. The strength of the Balance Sheet will allow the business to be in a strong position for takeover, seeking further funding or for the director to exit the business. Exit strategies to be considered will be:
Mergers and Acquisitions -With a merger or acquisition, we will consider selling the controlling interest in the business to another party but may still assume a smaller role in the day-to-day operation. This strategy will only be considered if the shareholders wish to leave the business gradually without selling it outright. 
IPO -An Initial Public Offering (IPO) occurs when a privately-owned business decides to sell shares of stock to the public. This can be highly profitable for the business after it has been fully developed, as this can generate a large amount of revenue in a short period of time. IPOs are often issued by smaller, younger companies seeking capital to expand, but they can also be done by large privately owned companies looking to become publicly traded. In an IPO, the issuer obtains the assistance of an underwriting firm, which helps determine what type of security to issue, the best offering price, the amount of shares to be issued and the time to bring it to market.
[bookmark: _Toc72037127][bookmark: _Toc536098990]9. Appendix
Appendix 9.1 Franchise Fees
	
	ITEM 6.
	OTHER FEES
	
	

	
	
	
	
	

	Type of Fee
	Amount
	Due Date
	
	Remarks

	
	
	
	
	

	Continuing
	
	Payable
	
	See Definition of Net Billings,

	
	5% of Net Billings
	
	
	and Minimum Royalty

	Royalty1,2
	
	weekly
	
	

	
	
	
	
	Requirement Per Quarter.

	
	
	
	
	

	Local
	
	
	
	Includes cost of local and

	
	1% to 2% of Net
	As incurred
	
	internet advertising. Payable

	Advertising3
	Billings
	
	
	to suppliers of advertising and

	
	
	
	
	

	
	
	
	
	internet service.



	Type of Fee
	Amount
	
	
	Due Date
	
	Remarks

	
	
	
	
	
	
	
	
	
	
	
	
	

	Brand Marketing
	2% of weekly Net
	
	Payable
	You are required to contribute

	and Promotion
	Billings on the first
	
	weekly
	to the Brand Marketing and

	Fee4
	$1,000,000 of Net
	
	
	
	Promotion Fund. We may

	
	Billings plus 1% of
	
	
	
	reduce or suspend the Brand

	
	weekly Net Billings
	
	
	
	Marketing and Promotion Fee

	
	on the next
	
	
	
	with input and advice from the

	
	$2,000,000 of Net
	
	
	
	Brand Marketing and

	
	Billings for each
	
	
	
	Promotion Council. If you

	
	calendar year
	
	
	
	own multiple Franchised

	
	
	
	
	
	Businesses within a defined

	
	
	
	
	
	geographical area (as

	
	
	
	
	
	determined by us) your

	
	
	
	
	
	required contribution will not

	
	
	
	
	
	exceed your MSA Cap each

	
	
	
	
	
	calendar year. See Item 11 and

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	Section 9.7, Franchise

	
	
	
	
	
	Agreement. See Minimum

	
	
	
	
	
	
	
	
	
	and

	
	
	
	
	
	Brand Marketing
	

	
	
	
	
	
	Promotion Fee.

	
	
	
	
	
	Payable if the audit shows an

	
	
	
	
	
	understatement in Net Billings

	
	Cost of audit and
	
	
	
	of at least 2% and/or if

	
	
	
	
	
	inspection discloses Franchise

	
	inspection plus
	
	
	
	

	Audit
	
	
	On invoice
	operated the Franchise

	
	interest on
	
	
	

	
	
	
	
	
	Business in violation of

	
	underpayment
	
	
	
	

	
	
	
	
	
	Franchise Agreement. See

	
	
	
	
	
	

	
	
	
	
	
	Sections 11.3 and 11.5,
	
	

	
	
	
	
	
	Franchise Agreement.

	
	$50 per week for
	
	
	
	
	
	
	
	
	
	
	

	
	each item not
	
	
	
	
	
	
	
	
	
	
	

	
	submitted when
	
	
	
	Applies to Weekly Reports,

	
	due. We have the
	
	
	
	

	
	
	
	Automatically
	accounting and records, and all

	
	right to increase this
	
	
	

	
	
	
	incur after
	Royalty Fees and amounts due

	Late Fee
	up to $250, plus the
	
	
	

	
	
	
	due and
	for purchases from us or any

	
	highest allowable
	
	
	

	
	
	
	payable date
	affiliates. See Section 10.2,

	
	legal rate for open
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	Franchise Agreement.

	
	account business
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	credit, not to exceed
	
	
	
	
	
	
	
	
	
	
	

	
	1.5% per month
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	Prior to opening
	
	
	
	
	
	
	
	

	
	
	
	your Franchised
	
	
	
	
	
	
	
	

	
	
	
	Business or
	
	
	
	
	
	
	
	

	
	
	
	commencement
	Payable to us only if you fail to

	Insurance
	
	
	of any
	

	
	Amount of unpaid
	
	
	maintain required insurance

	
	
	
	construction for
	

	Policies5
	premiums
	
	
	coverage and we elect to obtain

	
	
	
	leasehold
	

	
	
	
	
	coverage for you.

	
	
	
	improvements,
	

	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	you must have
	
	
	
	
	
	
	
	

	
	
	
	the issued
	
	
	
	
	
	
	
	

	
	
	
	policies
	
	
	
	
	
	
	
	

	
	
	9
	
	
	
	RAH 2018 FDD (v7)














Appendix 9.2 – Historical System-Wide Net Billings
The table below contains certain information related to Net Billings realized by all of the franchisees for the period beginning January 1, 2001 (the first full year after they began selling franchises) and ending December 31, 2017.
	
	
	Outlets
	Outlets
	Outlets at
	

	
	Outlets at
	
	Ceased
	
	

	
	
	Opened
	
	the end of
	System-Wide Net

	Year
	Start of
	
	Operations
	
	

	
	
	During the
	
	the
	Billings

	
	the Year
	
	During the
	
	

	
	
	Year
	
	Year
	

	
	
	
	Year
	
	

	
	
	
	
	
	

	2001
	1
	13
	0
	14
	$783,857

	
	
	
	
	
	

	2002
	14
	23
	1
	36
	$4,256,770

	
	
	
	
	
	

	2003
	36
	22
	2
	56
	$9,366,404

	
	
	
	
	
	

	2004
	56
	25
	8
	73
	$20,796,593

	
	
	
	
	
	

	2005
	73
	28
	2
	99
	$38,169,221

	
	
	
	
	
	

	2006
	99
	30
	6
	123
	$57,120,460

	
	
	
	
	
	

	2007
	123
	35
	5
	153
	$79,866,042

	
	
	
	
	
	

	2008
	153
	32
	8
	177
	$109,532,765

	
	
	
	
	
	

	2009
	177
	42
	13
	206
	$136,020,298

	
	
	
	
	
	

	2010
	206
	23
	5
	224
	$171,530,811

	
	
	
	
	
	

	2011
	224
	22
	6
	240
	$202,804,737

	
	
	
	
	
	

	2012
	240
	39
	11
	268
	$234,162,740

	
	
	
	
	
	

	2013
	268
	78
	7
	339
	$265,541,764

	
	
	
	
	
	

	2014
	339
	51
	12
	378
	$306,031,607

	
	
	
	
	
	

	2015
	378
	59
	5
	432
	$351,988,906

	
	
	
	
	
	

	2016
	432
	47
	14
	465
	$396,065,770

	
	
	
	
	
	

	2017
	465
	24
	14
	475
	$439,382,774

	
	
	
	
	
	

	
	
	
	
	TOTAL
	$2,823,421,519







Integrity


Showing integrity and fairness with our suppliers, employees and customers on each and every occasion


Quality of Service


Building upon our base to become better at what we do through implementing of best practices.


People First


Our prioirty is that all people are first - customers, employees and suppliers.


Success with Significance


Our success will be driven by our significance within the community.
















PESTLE Analysis


Environment
Environment attentive less waste


Legal
Compliance
Regulations


Economic
Market
Competition


Political
Legislation
Taxation
Intervention


Social
Different cultures
Different conditions


Technology
New delivery
New technology
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PROFIT AND LOSS PROJECTIONS 2019 2020 2021 2022 2023

Revenue $250,000 $400,000 $600,000 $900,000 $1,200,000

Expenses $244,111 $351,259 $482,603 $697,619 $963,186

Net Profit Before Tax $5,889 $48,741 $117,397 $202,381 $236,814

Net Profit Before Tax % 2.4% 12.2% 19.6% 22.5% 19.7%

BALANCE SHEET

ASSETS 2019 2020 2021 2022 2023

CURRENT ASSETS $90,434 $113,533 $182,356 $305,975 $433,750

FIXED ASSETS $63,000 $65,500 $67,800 $68,700 $68,200

TOTAL ASSETS $153,434 $179,033 $250,156 $374,675 $501,950

LIABILITIES

CURRENT LIABILITIES $17,299 $34,987 $62,598 $99,304 $121,890

NON-CURRENT LIABILITIES $82,954 $64,545 $44,663 $23,190 $0

TOTAL LIABILITIES $100,253 $99,532 $107,261 $122,494 $121,890

NET ASSETS $53,180 $79,500 $142,895 $252,181 $380,060

EQUITY $53,180 $79,500 $142,895 $252,181 $380,060
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PROFIT AND LOSS PROJECTIONS 2019 2020 2021 2022 2023

Revenue $250,000 $400,000 $600,000 $900,000 $1,200,000

Expenses $244,111 $351,259 $482,603 $697,619 $963,186

Net Profit Before Tax $5,889 $48,741 $117,397 $202,381 $236,814

Net Profit Before Tax % 2.4% 12.2% 19.6% 22.5% 19.7%

BALANCE SHEET

ASSETS 2019 2020 2021 2022 2023

CURRENT ASSETS $90,434 $113,533 $182,356 $305,975 $433,750

FIXED ASSETS $63,000 $65,500 $67,800 $68,700 $68,200

TOTAL ASSETS $153,434 $179,033 $250,156 $374,675 $501,950

LIABILITIES

CURRENT LIABILITIES $17,299 $34,987 $62,598 $99,304 $121,890

NON-CURRENT LIABILITIES $82,954 $64,545 $44,663 $23,190 $0

TOTAL LIABILITIES $100,253 $99,532 $107,261 $122,494 $121,890

NET ASSETS $53,180 $79,500 $142,895 $252,181 $380,060

EQUITY $53,180 $79,500 $142,895 $252,181 $380,060
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KEY PERFORMANCE INDICATORS 2019 2020 2021 2022 2023

Revenue Per Year $250,000 $400,000 $600,000 $900,000 $1,200,000

   Revenue Per Month $20,833 $33,333 $50,000 $75,000 $100,000

   Revenue Per Week $4,808 $7,692 $11,538 $17,308 $23,077

   Revenue Per Day $685 $1,096 $1,644 $2,466 $3,288

   Revenue Per Day Per employee $228 $274 $329 $352 $329

Cost of Goods $100,000 $160,000 $240,000 $360,000 $480,000

Cost of Goods % 40% 40% 40% 40% 40%

Gross Profit $150,000 $240,000 $360,000 $540,000 $720,000

Gross Profit % 60% 60% 60% 60% 60%

Expenses $144,111 $191,259 $242,603 $337,619 $483,186

   Expenses Per day $395 $524 $665 $925 $1,324

   Expenses Per Day Per employee  $132 $131 $133 $132 $132

Net Profit Before Tax $5,889 $48,741 $117,397 $202,381 $236,814

Net Profit Before Tax Per Day $16.14 $133.54 $321.64 $554.47 $648.81

Net Profit Before Tax % 2.4% 12.2% 19.6% 22.5% 19.7%
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Ratio Analysis 2019 2020 2021 2022 2023

Leverage Ratios

Quick Ratio                 5.00           3.06           2.76           2.94           3.40 

Current Ratio                 5.23           3.24           2.91           3.08           3.56 

Current Liabilities to Net Worth                 0.33           0.44           0.44           0.39           0.32 

Debt / Equity                 1.89           1.25           0.75           0.49           0.32 

Profitability Ratios

Gross Profit % 60.0% 60.0% 60.0% 60.0% 60.0%

Net Profit % 2.4% 12.2% 19.6% 22.5% 19.7%

Return on Assets By Year 8% 44% 59% 58% 45%

Return on Investment By Year 8% 44% 59% 58% 45%

Return on Investment Accumulative 8% 49% 87% 107% 116%

Interest Coverage                 2.32         10.07         29.46         78.24      249.98 
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ASSETS 2019 2020 2021 2022 2023

Current Assets

Cash and short-term investments $83,434 $104,133 $169,756 $288,575 $411,550

Accounts receivable $0 $0 $0 $0 $0

Total inventory $4,000 $6,400 $9,600 $14,400 $19,200

Deposits $3,000 $3,000 $3,000 $3,000 $3,000

Working Capital $0 $0 $0 $0 $0

Total current assets $90,434 $113,533 $182,356 $305,975 $433,750

Property and Equipment

Buildings & Shop Fitout $3,000 $3,000 $3,000 $3,000 $3,000

Furniture & Fixtures $6,000 $10,000 $15,000 $20,000 $25,000

Plant, equipment and computers $8,500 $10,500 $12,500 $14,500 $16,500

Less Accumulated depreciation expense $3,500 $7,000 $11,700 $17,800 $25,300

Total Property and Equipment $14,000 $16,500 $18,800 $19,700 $19,200

Other Assets

Franchise Acquisition $49,000 $49,000 $49,000 $49,000 $49,000

Total Other Assets $49,000 $49,000 $49,000 $49,000 $49,000

TOTAL ASSETS $153,434 $179,033 $250,156 $374,675 $501,950

LIABILITIES

Current Liabilities

Accounts payable $15,650 $21,340 $29,727 $42,637 $55,582

Sales Tax Payable $0 $0 $0 $0 $0

Income Tax Payable $1,649 $13,648 $32,871 $56,667 $66,308

Total Current Liabilities $17,299 $34,987 $62,598 $99,304 $121,890

Debt

Long-term debt/loan $82,954 $64,545 $44,663 $23,190 $0

Total Debt $82,954 $64,545 $44,663 $23,190 $0

TOTAL LIABILITIES $100,253 $99,532 $107,261 $122,494 $121,890

NET ASSETS $53,180 $79,500 $142,895 $252,181 $380,060

EQUITY

Paid-in capital $50,000 $50,000 $50,000 $50,000 $50,000

Dividends Payable - 25% ($1,060) ($9,833) ($30,965) ($67,394) ($110,020)

Retained earnings $4,240 $39,334 $123,860 $269,574 $440,080

TOTAL EQUITY $53,180 $79,500 $142,895 $252,181 $380,060
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PROFIT AND LOSS PROJECTIONS

INCOME 2019 2020 2021 2022 2023

Revenue

Annual Plans $161,000 $276,000 $460,000 $736,000 $989,000

Monthly Plans $75,000 $99,000 $114,000 $132,000 $159,000

Casual visits $14,000 $25,000 $26,000 $32,000 $52,000

Total revenue $250,000 $400,000 $600,000 $900,000 $1,200,000

Cost of Sales

Cost of Product $100,000 $160,000 $240,000 $360,000 $480,000

Cost of goods sold $100,000 $160,000 $240,000 $360,000 $480,000

Gross Profit $150,000 $240,000 $360,000 $540,000 $720,000

Gross Profit % 60.0% 60.0% 60.0% 60.0% 60.0%

EXPENSES

Operating expenses 2019 2020 2021 2022 2023

Local Marketing Promotion - 2% $7,000 $8,000 $12,000 $18,000 $24,000

Franchisor Brand Marketing - 2% $5,000 $8,000 $12,000 $18,000 $24,000

Franchisor Royalty - 5% $12,500 $20,000 $30,000 $45,000 $60,000

Permits & Licenses $2,000 $2,040 $2,122 $2,249 $2,429

Professional Fees - Franchise $5,000 $0 $0 $0 $0

Depreciation $3,500 $3,500 $4,700 $6,100 $7,500

Insurance $1,800 $1,836 $1,909 $2,024 $2,186

Employee Payroll and On costs $22,810 $31,680 $41,184 $59,875 $88,704

Shareholders Payroll and On costs $30,000 $60,000 $80,000 $120,000 $200,000

Property Rent $27,600 $28,152 $29,278 $31,035 $33,518

Maintenance, repair, and overhaul $1,275 $1,301 $1,353 $1,434 $1,548

Telephones & Internet $2,400 $2,448 $2,546 $2,699 $2,915

Staff Training $7,600 $2,500 $2,600 $2,756 $2,976

Staff Uniforms $1,500 $2,000 $2,500 $3,500 $5,000

Utilities $2,000 $2,040 $2,122 $2,249 $2,429

Interest expense on long-term debt $7,126 $5,762 $4,290 $2,699 $981

Contingency $5,000 $12,000 $14,000 $20,000 $25,000

Total operating expenses $144,111 $191,259 $242,603 $337,619 $483,186

TOTAL EXPENSES $144,111 $191,259 $242,603 $337,619 $483,186

NET PROFIT BEFORE TAX $5,889 $48,741 $117,397 $202,381 $236,814

NET PROFIT BEFORE TAX % 2.4% 12.2% 19.6% 22.5% 19.7%

Income Tax $1,649 $13,648 $32,871 $56,667 $66,308

NET PROFIT $4,240 $35,094 $84,526 $145,714 $170,506


image27.emf
Operating activities 2019 2020 2021 2022 2023 Total

Net income $4,240 $35,094 $84,526 $145,714 $170,506 $440,080

Depreciation $3,500 $3,500 $4,700 $6,100 $7,500 $25,300

Working Capital $36,500 $0 $0 $0 $0 $36,500

Tax Expenses $1,649 $13,648 $32,871 $56,667 $66,308 $171,142

Finance Expenses $0 $0 $0 $0 $0 $0

EBITDA (Operating Cash Flow Before 

Working Capital changes)

$45,889 $52,241 $122,097 $208,481 $244,314 $673,023

Accounts receivable $0 $0 $0 $0 $0 $0

Inventories $0 ($2,400) ($3,200) ($4,800) ($4,800) ($15,200)

Accounts payable $15,650 $5,690 $8,387 $12,910 $12,945 $55,582

Amortization $0 $0 $0 $0 $0 $0

Other liabilities $0 $0 $0 $0 $0 $0

Cash generated from operations $61,539 $55,531 $127,284 $216,591 $252,459 $713,405

Tax Paid $0 ($1,649) ($13,648) ($32,871) ($56,667) ($104,834)

Interest Paid $0 $0 $0 $0 $0 $0

Other operating cash flow items $0 $0 $0 $0 $0 $0

Total operating activities $61,539 $53,882 $113,636 $183,720 $195,792 $608,570

Investing activities

Capital expenditures $0 ($6,000) ($7,000) ($7,000) ($7,000) ($27,000)

Acquisition of business $0 $0 $0 $0 $0 $0

Sale of fixed assets $0 $0 $0 $0 $0 $0

Other investing cash flow items $0 $0 $0 $0 $0 $0

Total investing activities $0 ($6,000) ($7,000) ($7,000) ($7,000) ($27,000)

Financing activities

Total cash dividends paid ($1,060) ($8,773) ($21,131) ($36,429) ($42,627) ($110,020)

Capital Injection $0 $0 $0 $0 $0 $0

Other financing cash flow items ($17,046) ($18,409) ($19,882) ($21,473) ($23,190) ($100,000)

Total financing activities ($18,106) ($27,183) ($41,014) ($57,901) ($65,817) ($210,020)

Cumulative cash flow $43,434 $20,699 $65,623 $118,819 $122,975 $371,550

Beginning cash balance $40,000 $83,434 $104,133 $169,756 $288,575

Ending cash balance $83,434 $104,133 $169,756 $288,575 $411,550
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