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Executive Summary

The Executive Summary is the doorway to your business plan. The summary should emphasize your plan’s main points. In addition to text, you should include a chart that illustrates profits or return on investment (such as the Business Plan Highlights chart, which is automatically created when you complete the Income Statement template in the Business Plan Workbook). To display this chart, or other tables and charts, in your document, click Links on the Edit menu, and then click Update Now.

To begin the Executive Summary, select the placeholder text, and then write a paragraph or two introducing the subheadings: Objectives and Mission. Keep this section short, preferably one page.

Company:

A Pampered Pet

1 Noble Care Road

Westfield IN  46028

Type of Business

This business is involved in upscale care and overnight accommodations for domestic dogs and cats.

Setting your objectives, such as market share, sales, and profit, will determine your business goals. Make sure your objectives are concrete and measurable. They should indicate a level of sales or profits, a percentage of gross margin, a growth rate, or a market share you plan to attain. Avoid using vague objectives like “being the best” or “growing rapidly.”

Company Summary

A mission statement expresses the higher goals of your company, such as providing services to unique industries, spreading new technologies, or improving education. If your company has a mission, state it simply and in one paragraph. If you do not have a mission statement, you can develop one or delete the heading and continue to the next section.

Our primary product is premium pet care.  The uniqueness of the product is in the upscale nature of the Pet Care Center.  The consumer who chooses our services is interested in providing their pets distinctive care that is the same they would provide at home.  Premium service and unique products are what we have to offer.  Some of which are unavailable at any other like facility.   

Management

Wayne Vogel, President and CEO, will hold a MBA from Anderson University.   He also has an undergraduate degree from Ball State University in production and operations.  Karl Knapp, Vice President and CFO will hold a MBA from Anderson University.  He holds an undergraduate degree from Miami University in System Analysis.  Mr. Vogel has a personal interest in the treatment and care of pets having worked in all aspects of the pet kennel industry.  He has extensive contacts within this supplier market that are necessary in the start up of the business.  Karl Knapp has extensive knowledge in information systems, which we plan to distinguish ourselves through unique product offerings and producing reduced operational costs.

Market and Competition

Our target market is the Indianapolis Metropolitan area, with an emphasis on the middle to high- income pet owner.  A Pampered Pet is an upscale Pet Care Center designed to meet the needs of those pet owners.  The market is very fragmented with many “Mom and Pop” kennels that have been started up as a hobby and grown into a family business.  Their facilities are very outdated.  They are unable to provide the level of care that we are proposing.  The leading competitor in the market is Best Friends Boarding Kennels only due to the size of their facilities.  They do not provide the types of products and services that we feel are unique to our business.

Funds Requested

A Pampered pet seeks a bank loan in the amount of $350,000 in the first year for startup capital. An additional amount of $250,000 is provided through Owner’s equity.  Additional funding is needed for future facility construction.

Collateral

The bank loan is secured by the Pet Care Center facility at 70% loan to value..  Future facilities will be used as collateral in like manner.

Use of Proceeds

The proceeds of the loan combined with the Owner’s equity will be used to fund startup costs broken down as follows:


General and Administrative Expenses
$23,166


Sales and Marketing Expenses
35,050


Other Expenses
5,000


Retail Inventory
1,525


Opening Cash
10,000


Land, Building and Equipment
500,000


Total
$574,742

Financial Projections
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5-Year Financial Summary



2001 2002 2003 2004 2005 CAGR
Sales revenue 643,454 2,154,734 4,478,610 7,069,947 7,069,947 82%



Net Income $7,401 $190,445 $472,287 $992,902 $943,664 49%
Total assets $617,965 $1,509,225$2,886,634$3,550,484$4,162,189 61%



Total Liabilities $362,636 $1,116,776$2,154,138$2,103,099$2,035,366 54%
Total Equity $255,329 $392,449 $732,496 $1,447,385$2,126,823 70%



Ending cash balance $107,892 $36,343 $120,944 $335,067 $1,992,823 107%











[image: image2.emf]


0



1,000,000



2,000,000



3,000,000



4,000,000



5,000,000



6,000,000



7,000,000



8,000,000



2001 2002 2003 2004 2005



Company Business Plan Highlights



Sales revenue
Margin
Net Income











Exit

The loans are issued on a thirty-year basis.  The business will be able to pay off all bank loans before the tenth year of operations.  

Deal Structure

Owner

Capital Contribution
# of Shares
%

Wayne Vogel
$50,000
5,000
20%

Karl Knapp
50,000
5,000
20%

Zen Hall
50,000
5,000
20%

Emily Symmonds
50,000
5,000
20%

Chuck Storm
50,000
5,000
20%

Total
$250,000
25,000
100%


Owner’s Equity - $50,000 per owner (42% of total capital)
$250,000


Bank Loan (facility as collateral at 70% LTV) 
$350,000

Background and Purpose

History

The pet kennels market is highly fragmented with no dominant player.  Most kennels are on the small side with less than 50 runs.  Within the Metropolitan area, only one other kennel offers 100 runs or more.  Our calculations project Dog owning households in the Indianapolis Metropolitan area for 2001 will be 192,079.  We believe there is an unmet need for upscale Pet Care Centers.  Few kennels offer the upscale services that we propose.  We believe this to be important based on certain societal trends that are a driving force in this industry.  Baby Boomers have become the dominant generation and their relative prosperity is propelling a cultural shift that will affect virtually every industry.  The impact on Pet Care Centers and the pet industry in general from this societal change has been tremendous.  As baby boomers finish paying for the bulk of their children’s education and upbringing, they are turning their considerable attentions and disposable incomes to their pets.  Pet industry revenues will triple over the next five to ten years as more and more boomers experience empty-nest syndrome.  With annual revenues of $23 billion in the U.S. alone, today’s pet industry is bigger than toy making ($20 billion) and vitamin supplements ($16 billion).  No wonder – according to the last census, 60 percent of the U.S. population lives with one or more pets, and for many, their pets are their children.  Many of today’s pet lovers are not bargain hunters.  The most expensive brands and services are experiencing the fastest growth.  Pet ownership is filling the void created by the empty-nest syndrome.  However, baby boomers have not given up their quest for entertainment.  Pet owners want to know that their pets are well taken care of while they are indulging their thirst for entertainment.  Thus ‘A Pampered Pet’ came into being to meet the needs of this market.

Current Situation

A Pampered Pet is an upscale Pet Care Center designed to meet the needs of those pet owners who desire a level or service that is considered above the standard kennel offerings.  We propose to offer a clean and well designed facility that offers such items as individualized exercise sessions for their pets, premium pet food for their pets meals and the feeling that we are their pets ‘Home away from home’.  Our tag line associated with our Company name, A Pampered Pet, will be The noblest treatment of animals’.  Our Pet Care Centers will be marketed towards the baby boomer generation who have turned their attention to their pets and have the disposable income to make use of our services.  We intend to saturate the Metropolitan area within the next five years with Pet Care Centers strategically placed along eight exit and entry points leading out of the area from the North, South, East, and West.  This will allow easy access to our facilities and help to consolidate the fragmented situation that exists today.

The Resource-based Concept

The founders of A Pampered Pet have a level of vision, creativity, drive, and intelligence that are unique for this industry.  They have correctly surmised the driving force of societal trends impacting this industry and recognize this unexploited market niche.  

President and CEO Wayne Vogel brings an enormous amount of knowledge and expertise.  Having grown up working in all aspects of the pet kennel industry, Mr. Vogel is intimately familiar with the driving forces behind the unmet market niche of upscale pet kennels.  Mr. Vogel’s contacts within the supplier market to these industry and construction trends in pet kennel facilities promise unique access to economies of scale capabilities.

With A Pampered Pet being marketed specifically as an upscale Pet Care facility, it will garner enormous first mover brand loyalty.  With continued marketing activities, A Pampered Pet and its tag line, ‘The noblest treatment of animals’, will become synonymous with being the Marriott of pet kennels.

Objectives

The strategic objective of the company is to become the preferred choice for providing high-quality pet care for the pampered pet.  The management’s vision is to also provide pet owners with peace of mind about their pets’ welfare and happiness during their stay at the kennel.  By the end of the fifth year it is our goal to have a kennel located at each major interstate intersection coming into Indianapolis Metropolitan area.  These logistics will then enable growth that will move toward saturating the market.

Market Analysis

Our analysis of the market shows that the pet care industry is a very fragmented industry with an average occupancy rate of 51.7%.  There are many small family-owned businesses within our target area.  We believe that we will be able to achieve a market share that will enable us to be a market leader where economies of scale can be achieved.

Overall Market

The overall market is favorable for our entry as a mid-size Pet Care Center.  Best Friends is our leading competitor with a 50 % to 75% occupancy rate.

Specific Market

Our target market is the Indianapolis Metropolitan area, with an emphasis on the middle to high- income pet owner.  Our analysis indicates that there are currently 321,572 dogs in the Indianapolis metropolitan area with an average of 190,279 households.  Population demographics indicate that the Indianapolis area will grow at an average annual rate of 1.2% per year.  The relative sizes of each of the counties in the Indianapolis area, and their projected growth are shown below:
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The total market forecast for the Indianapolis Metropolitan area is based on population growth rates and pet ownership demographics. The 5 year total market forecast for the Indianapolis pet care market is:
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Competitive Factors

We will be seeking accreditation from the American Boarding Kennel Association (ABKA).  This will be a very strong competitive advantage in the pet care industry.  The market is a very fragmented market with many “Mom and Pop” kennels that have been started up as a hobby and grown into a family business.  The leading competitor in the market is Best Friends Boarding Kennels.  They have an average occupancy rate of approximately 50%.  There are currently 59 boarding kennels in the Indianapolis Metropolitan area.

Macroenvironmental Influences

Achieving proper zoning in the areas for our locations will be our largest environmental hurdle.  This could be the stumbling block that causes the entrepreneurs to abandon our plan entirely.  We will make a concerted effort to gain the good will of our neighbors as we consider our relationships within the community.  We will actively seek to contribute to the community and help to improve the areas surrounding our locations. As a result of their exclusive indoor design, our facilities will be harmonious with their environment.  

Development and Production

A Pampered Pet is a pet care center for the boarding of family pets (cats and dogs).  The objective is to offer care second to none.  Clients will feel assured when leaving their family pet that they will be cared for as well as if at home.

Facility

The basic construction of our facility and business is based upon guidelines provided by the American Boarding Kennel Association (ABKA).  The business has been developed around competitive analysis as well as working for an ABKA accredited pet care facility.  The CEO for assistance in the preparation of our plan attended the Buy, Build and Operate (BBO) seminar provided by ABKA.

The facility is designed to board cats and dogs, provide grooming services, provide veterinarian service and provide for retail sales and pet day care.  The pet care facility is designed to provide upscale accommodations for each pet.  Suites are designed to be larger and totally indoor.  Indoor suites reduce noise, eliminate drafts and insect pests that may create problems for the guests (fleas, flies, ticks, etc.). The suites have been designed to make the most efficient use of pet care labor.  T-Kennel has been selected to supply the suites. Each suite contains a couch type bed and wall decoration.  Each suite has a window for natural light and viewing the outdoors.  Each suite is sanitized on a daily basis via our custom, automated sanitizing system and designed to eliminate cross contamination.  Filtered water is provided via our automatic watering system.  All bowls and the watering system are stainless to provide for the healthiest of environments.  The suites are air conditioned and heated and have radiant heated zones on their concrete floors. The heating and cooling system is also equipped with air filtration.  The facility is protected by a fire/security system.  Pets are cared for by certified and tested pet care technicians.  Each technician is responsible for 36 pets at 65%-projected capacity.  All pet food consumption and elimination is charted on a daily basis.  Any other noted conditions are reported immediately.  Medication is dispensed for those pets requiring such care.  The pet owner may provide food.  A Pampered Pet exclusively feeds the premium product Science Diet.  All meals are prepared in kitchens in each suite section.  This assures proper feeding and improves the efficiency of completing this task.  Suites can be provided with color TV or an Internet cam for an additional charge.  Fifteen-minute playtimes can also be incorporated with a pet’s stay for an additional charge per playtime.  Pets will be bathed prior to their departure at no cost to the pet owner.

Operating Hours and Employee Ratios

Operating hours for the pet care center will be 8am – 6pm Monday through Friday, 8am – 5pm Saturday and 3pm – 6pm on Sunday.  Three full-time Pet Care Technicians, two Playtime Providers and a Facility Manager will operate the pet care center. Individual contractors of A Pampered Pet will provide veterinarian service and grooming services.  All equipment, facilities and maintenance will be provided for a percentage of the gross of both services.  Six part-time employees will be required to cover weekends and during holidays and full-time employee vacations.  Each part-time employee will be tested and certified.  We intend to attract the highest quality employees by providing earning potential above all other pet care facilities and other businesses requiring semi-skilled workers.  There will also be the opportunity for advancement as we start future pet care centers.  Attitude is the most important qualification we will look for in a potential employee.  Our working environment will be safe, rewarding and comfortable.  The pet to technician ratio will be maintained to allow each technician time to care for each pet’s basic needs of feeding, watering and cleaning.  We more importantly want to assure time for loving the pets.

Fencing to assure the safety of each pet will protect all areas of the pet care facility.  Play areas and nature walk areas will be equipped in an effort to make the pets stay very rewarding.  Covered outdoor play areas are provided for those times when weather conditions are not optimal for the pet or their caregiver.  Two indoor play areas are provided for those really nasty days.

Job Roles and Responsibilities

The Pet Care Center Manager will check-in each pet.  No pet will be allowed to stay without proof of vaccinations and a flea check.  Those pets found to have fleas will not be allowed to stay without first receiving a flea removal bath at the owner’s expense.  No aggressive animals will be accepted.  A full profile of each pet will be input to our database along with the completion of all waivers.  The owner can order additional services at check-in, contact us by phone or log-on to our Internet site to do this at any time.  Owners requesting video access to their pets can also set-up time blocks for this.  The owner and a pet care technician can either lead the pet to their suite or the pet care technician can do this.  All pets going home are bathed and reunited with their owners in a receiving area of our center.

Pet Care Technician: Each technician will be certified via ABKA.  Job responsibilities will include, feeding, watering, cleaning, charting and general pet care.  Medications will be provided to those pets requiring such care.

Playtime Provider: Each will also have ABKA training.  Job responsibilities will include playtimes and walks on the nature trail.  The Playtime Providers will also see that the play areas and nature trail are properly maintained and cleaned.

Facility Manager: Customer contact, check-in and day to day facility activities.  This individual will hold the ABKA rank of Certified Kennel Operator (CKO).

Our first pet care facility will be located on a five-acre tract of land north of Carmel, Indiana (Hamilton County).  Current negotiations indicate a purchase price of  $20,000.00 per acre.  This location is considered rural.  A second location near Whitestown (Boone County) is being considered as a backup location.  All zoning regulations have been fully researched.  Resistance to this proposal appears very limited at best. Future locations will be sought near points of access to the metropolitan Indianapolis area.  Rural settings will be sought if possible to reduce real-estate costs and the potential for zoning conflicts.

Marketing

Overall Concept and Orientation

A Pampered Pet exists to serve its guests (pets) and their owners. Exceeding their expectations is our number one priority. We provide a safe, comfortable and fun environment for our guests. We also provide pet owners the peace of mind in knowing that their pet is enjoying the best possible care in the best possible environment.

The main resource that will create this customer-focused environment are the employees. The firm will continually invest in its employees to attract and retain the best possible staff.

Marketing Strategy

A Pampered Pet will cater to its customers needs utilizing the right Product, Place, Price and Promotion strategies. 

Product

Our primary product is premium pet care.  The uniqueness of the product is in the upscale nature of the Pet Care Center.  The consumer who chooses our services is interested in providing their pets distinctive care that is the same they would provide at home.  Premium service and unique products are what we have to offer.  Some of which are unavailable at any other like facility.

Price

The price of $19 per overnight stay is currently 1$ over the closest competitor’s price. This price is justified by both the real and perceived value of the product.
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Place

Kennels will be located at the eight major entry and exit points coming into the Indianapolis metropolitan area.  As the customer is on their way out of town they will be able to conveniently drop off their pet and then quickly pick them up on their way back home. 

Promotion

Initial exposure and promotion of each new facility will be accomplished through a combination of the following promotional activities:

· Issuance of press releases to local and national media (see Appendix material)

· Radio advertisements and onsite live broadcast

· Yellow page advertisement

· Mailings to local Veterinarians to facilitate referral business

· Referrals and recommendations from current customers

We will maintain a customer database with information on all pets that are boarded in our kennel.  We will do follow up phone calls to verify the quality and happiness of the pet after their stay with A Pampered Pet.  We will do periodic mailings in targeted areas to advertise our facilities and to survey the needs of our customers.

All marketing efforts are coordinated exclusively around the safe and secure boarding kennel environment we will be offering to the market.  We will be seeking to deliver quality care at a premium value to the customer. Promotion will be through advertising, word of mouth and working through veterinarians. A web page will be available to our customers where they will be able to schedule their pet’s stay. We will also provide web-cam capability so that the owner will be able to view their pet and see how they are doing at any time. They will also be able to log on and order treats for their pets or another playtime to pamper their pet. Our overall goal is to give the owner peace of mind knowing that their pet is being taken care of well.     

Sales Forecasts

A Pampered Pet will cater to these customers needs utilizing the right Product, Place, Price and Promotion strategies.  The fragmentation of the market, combined with the average low quality of the Indianapolis kennels provide a significant opportunity to quickly establish a high quality and value reputation and obtain significant market share. This will be accomplished through targeted marketing to pet owners through veterinarians and radio broadcast advertisements.
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Based on opening a total of eight sites of operation over a five-year period (covering the eight major entry and exit points to the city) we estimate that we can achieve a 40% market share in the Indianapolis market.  This projection is based on a conservative 65% occupancy rate.  (Minimum breakeven point is 32%.)
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Market Share Objectives



PER MARKET SEGMENT
2001 2002 2003 2004 2005



Overnight Kennel 4.59% 14.81% 28.96% 43.12% 42.67%
Day Care 4.59% 14.81% 28.96% 43.12% 42.67%



Vet Services 0.12% 0.39% 0.80% 1.24% 1.22%
Grooming 0.31% 1.03% 2.10% 3.26% 3.21%



Retail Sales 0.04% 0.13% 0.27% 0.42% 0.41%
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Market Share Objectives
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Based on our premium value pricing strategy, we expect the following sales in our operations:

[image: image8.emf]


5-Year Sales Forecast



TOTAL SALES
2001 2002 2003 2004 2005 CAGR



Overnight Kennel 494,119 1,663,360 3,432,825 5,409,300 5,409,300 82%
Day Care 17,794 49,275 131,400 219,000 219,000 87%



Vet Services 51,328 172,787 356,595 561,908 561,908 82%
Grooming 39,922 134,390 277,352 437,039 437,039 82%



Retail Sales 40,291 134,923 280,438 442,700 442,700 82%
Tota l $643,454 $2,154,734 $4,478,610 $7,069,947 $7,069,947 82%
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Financial Plans
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A summary of the financial projections for A Pampered Pet show that sales revenue is expected to increase from $643 thousand in 2001 to $7.07 million in 2005 when all eight pet care facilities are online. This represents a compounded annual sales growth rate of 82%. Over this same period, annual profits are expected to increase from $7 thousand to $944 thousand, at a compounded annual growth rate of 49%. Sales and net income are expected to level off following the opening of the final facility. While not assumed or projected, it is expected that as the concept is proven out, other cities will be targeted for expansion. The possibility of franchising the concept is a definate possibility to enable continued growth.
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Business Ratios



2001 2002 2003 2004 2005
Gross margin 83% 83% 84% 84% 84%



Net margin 1.15% 8.84% 10.55% 14.04% 13.35%
Return on equity 3% 49% 64% 69% 44%



Return on investment 3% 76% 189% 397% 377%
Return on assets 1% 13% 16% 28% 23%



Current ratio 9.34 2.46 3.67 6.27 29.58
Quick ratio 8.54 1.28 2.32 4.71 28.02



Debt to equity 142% 285% 294% 145% 96%
Net worth $255,329 $392,449 $732,496 $1,447,385 $2,126,823











Operating at a gross margin of 83% and an ultimate net margin of 13%, Return on Equity is projected at 44% in 2005, with a return on investment of 377%. The assets of A Pampered Pet are expected to yield an average return of 23% by 2005.

(Note: all financial projections and estimates were developed using statistics from ABKA for pet care facilities of 100 runs or larger.)
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2001

2002

2003

2004

2005

CAGR

Sales revenue

643,454

2,154,734

4,478,610

7,069,947

7,069,947

82%

Cost of sales

106,189

356,493

738,444

1,164,701

1,164,701

82%

Margin

537,265

1,798,241

3,740,167

5,905,247

5,905,247

82%

Operating Expenses

491,986

1,424,901

2,874,007

4,323,017

4,398,178

Operating profit

45,279

373,341

866,159

1,582,230

1,507,069

140%

Interest Expense

35,000

108,833

210,206

203,199

196,425

54%

Taxes incurred

2,878

74,062

183,667

386,129

366,980

236%

Net Income

$7,401

$190,445

$472,287

$992,902

$943,664

49%

Dividends

$2,072

$53,325

$132,240

$278,013

$264,226

236%
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5-Year Pro Forma Balance Sheet Summary



2001 2002 2003 2004 2005 CAGR
Cash 107,892 36,343 120,944 335,067 1,992,823 107%



Inventory 10,073 33,731 70,109 110,675 110,675
Capital assets 500,000 1,469,576 2,832,578 3,468,660 2,763,676 53%



Accumulated depreciation 0 30,424 136,997 363,918 704,985 0%
Total assets $617,965 $1,570,074$3,160,629$4,278,320$5,572,159 73%



Accounts payable 12,636 28,442 52,083 71,112 71,112 54%
Long-term liabilities 350,000 1,088,333 2,102,056 2,031,987 1,964,254



Total Liabilities $362,636 $1,116,776$2,154,138$2,103,099$2,035,366 54%



Paid-in capital 250,000 250,000 250,000 250,000 250,000 0%
Retained earnings 0 5,329 142,449 482,496 1,197,385 0%



Earnings 5,329 137,121 340,046 714,890 679,438 236%
Total Equity $255,329 $392,449 $732,496 $1,447,385$2,126,823 70%



Total Debt and Equity $617,965 $1,509,225$2,886,634$3,550,484$4,162,189 61%
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5-Year Statement of Cash Flows Summary



2001 2002 2003 2004 2005
OPERATING ACTIVITIES



Net income 7,401 190,445 472,287 992,902 943,664
Operating activities 2,563 22,573 93,834 205,384 341,067



Net cash from operations $9,964 $213,018 $566,121 $1,198,287$1,284,730
INVESTING ACTIVITIES
(Purchase) sale of property and equipment -500,000 -969,576 -1,363,003 -636,082 704,985



Net cash from investing ($500,000) ($969,576)($1,363,003)($636,082) $704,985
FINANCING ACTIVITIES



Issuance of long-term debt 350,000 738,333 1,013,722 -70,069 -67,733
Issuance of equity 250,000 0 0 0 0



Payment of dividends -2,072 -53,325 -132,240 -278,013 -264,226
Net cash from financing $597,928 $685,009 $881,482 ($348,081) ($331,959)



Net increase (decrease) in cash 107,892 (71,549) 84,601 214,123 1,657,756
Beginning cash balance 0 107,892 36,343 120,944 335,067



Ending cash balance $107,892 $36,343 $120,944 $335,067 $1,992,823











Appendix A contains full copies of the financial statements and projections.

Break-Even Analysis

Derived from ABKA statistics, it is assumed that the average sale from a pet’s stay at A Pampered Pet is $141 (including kenneling, grooming, retail and vet services). Given this assumption, the break-even analysis for A Pampered Pet is as follows:

[image: image15.wmf]Break-Even Analysis

ASSUMPTIONS

Average sale

$141

Variable cost per sale

$73

Fixed expenses per month

22,010

MONTHLY BREAK-EVEN VOLUME

Minimum Units 

(pets per month)

325

Sales

$45,774

Total Units

789

Minimum Occupancy Rate

41%


Financial Resources

Start up costs for A Pampered Pet are projected to be $574,742, broken down as follows:


General and Administrative Expenses
$23,166


Sales and Marketing Expenses
35,050


Other Expenses
5,000


Retail Inventory
1,525


Opening Cash
10,000


Land, Building and Equipment
500,000


Total
$574,742

These start-up expenses are to be covered by the following sources of capital:


Owner’s Equity - $50,000 per owner (42% of total capital)
$250,000


Bank Loan (secured with the facility at 70% LTV)
350,000


Total Start-up Capitalization
$600,000

Each pet care facility is estimated to cost $500,000. Bank loans will be repaid over a thirty-year time period.

A total of eight facilities are planned, covering all of the major entrances and exits to and from the Indianapolis Metropolitan area. Financing for these facilities will be required as follows:


Facilities 2, 3 (online by 2002)
75% LTV
750,000


Facilities 4, 5 and 6 (online by 2003)
70% LTV
1,050,000


Facilities 7 and 8 (online by 2004)

No Loans Needed

Financial Strategy

Bank debt financing will be used to quickly open the eight facilities needed to achieve the market coverage of A Pampered Pet. Loans will be secured to fund the purchase and construction of the pet care facilities. The land and facilities will be offered as collateral to the loans.

It is the preference of the owners for growth to be funded internally and through the issuance of debt, backed by the pet care facilities with loans taken at a maximum of 75% loan to value. The owners believe that their continued high equity position, in addition to the lower cost of debt financing is the proper source of funds for the business.

As growth is achieved, future financing will be obtained at lower loan to value ratios as the capital assets of the business grow larger. It is expected that excess cash generated from operations will be redeployed in the business to enable growth with decreasing levels of debt

 In the future, as the concept of A Pampered Pet proves successful, a franchising strategy may be enacted to enable the rapid national growth of the business. If this scenario arises, further sources of capital may be sought in equity markets.

Because of the tax implication for the owner’s of A Pampered Pet, a dividend of 28% of the net income of the business will be taken by the owners to cover personal tax liabilities. Future dividend decisions will be made at the discretion of the Board of Directors and will depend on the financial experience of the business.

All disbursements, expenses and cash handling procedures will come under the control and supervision of the Chief Financial Officer of A Pampered Pet. Cash registers used in the pet care facilities will be linked via a virtual private network, with data consolidated in a financial database. Cash drawers will counted down at the end of each day. Cash handling integrity will be the responsibility of the pet Facility Managers. A Pampered Pet will secure the services of Ernst & Young LLC as external auditors.

Organization and Management

Key Personnel Resources

The five owners will each take important roles in the company.
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Two key positions remain unfilled, a veterinarian and a Groomer.  They will not be considered employees.  A Pampered Pet will contract the two.  We will be looking for a veterinarian that has recently graduated from veterinarian school and wants to start their own business.  The Groomer must have at least three years of grooming experience.  The Groomer must have extensive training in all areas of the grooming arena.  A Pampered Pet will give the veterinarian and the Groomer free space to conduct their business.  The company will take a percentage of their sales as payment.

It is currently planned that the owners will receive dividends of 28% of net income to cover personal income taxes incurred. Future dividend decisions will be based on the financial performance of the business.

A Pampered Pet’s owners will have significant ownership stakes in the company.  The company will offer employee benefits and higher that standard wages as a way to attract the firm’s key personnel.  As A Pampered Pet establishes more pet care centers, training and promotions will rise.  This will also help develop and retain personnel.  One opportunity, for example, would be to provide tuition reimbursement for employees that have the desire to become a veterinarian with the intention of coming back to A Pampered Pet to work as a veterinarian.

The owners will sign non-compete contracts with A Pampered Pet.  They will be prohibited from working for another pet care center during the first three years A Pampered Pet conducts operations and for twelve months after they leave A Pampered Pet.  

 The following accounts for A Pampered Pet’s board of directors:

· Wayne Vogel, 40, previous pet care center experience, President, CEO, Chairman of the Board and owner of A Pampered Pet.

· Karl Knapp, 34, extensive Informational Technology experience, CFO and owner of A Pampered Pet.

· Mark Steckbeck, 45, lawyer, part of the legal team at Indianapolis Life, friend of owners.

· Bill Cunningham, 50, head of multiple divisions, works at Federal Mogul, friend of owners.

· Greg Heberling, 45, entrepreneur and professor, professor at Anderson University and business owner, friend and prior professor of owners.

Human Resource Management Strategy

The main resources that will create this customer-focused environment are the employees.  The firm will continually invest in its employees to attract and retain the best possible staff.

A Pampered Pet favors general supervision.  Unionization is not expected.  Employee compensation will be higher than industry average.  Profit sharing and employee ownership is not in the plan at this time, but could happen in the future.  A Pampered Pet strives to keep and attract dedicated, hard-working and qualified employees.

A Pampered Pet will not incur future liabilities on behalf of its employees.  The company will not sponsor a defined-benefit or defined-contribution pension plan.  The company will try to pool with other small businesses and receive discounted health insurance rates.

The owners of A Pampered Pet will perform a vast majority of the day to day tasks of operating a pet care center.  The company will need medium to high skilled, minimum high school education and willing to learn full-time employees.  Part-time employees will be needed also.  Training and pet care education will be available for the employees.  The Pet Care Technician program offered by the ABKA will be required by all full-time employees.  Continuing education that is offered by the ABKA will also be available.  The three-step program offered by the ABKA is encouraged.  When finished with the third level, the employee can enter the Certified Kennel Operator Program.  The education offered and performance will dictate criteria for promotion of full-time employees.  Performance will be assessed by a review for the first three months and then every six months thereafter.

The labor market is competitive at this time. The skills are available, but the unemployment rate is at an all time low. A Pampered Pet must offer a higher rate of pay and employment growth opportunity to attract the level of skill that is needed.

All applicants and employees will be treated with the EEOC laws in mind.

Ownership

Form of Business

A Pampered Pet will be organized as a limited liability corporation (LLC).  This type of legal structure allows for corporate profits to be passed on to the owners as dividends without being taxed first as income to the corporation.  A LLC limits the liability exposure of the investors only to the money they have placed in the company.  Another advantage to this type of legal structure is there are no restriction on investors in the company should the founders need to seek additional capital through this channel.

Equity Positions

A Pampered Pet will begin with 25,000 shares of preferred stock.  The shares will be distributed to the co-owners in an amount of 5,000 each at a par value of $10.00 per share.  Due to the projected speed of our growth, the owners will only have the right within the first five years of the business to sell any of their shares to the other co-owners.

Deal Structure

A Pampered Pet will be owned by the five individuals starting the business. Ownership will be divided equally, based on an equal contribution of capital to the business.


Owner
Capital Contribution
# of Shares
%


Wayne Vogel
$50,000
5,000
20%


Karl Knapp
50,000
5,000
20%


Zen Hall
50,000
5,000
20%


Emily Symmonds
50,000
5,000
20%


Chuck Storm
50,000
5,000
20%


Total
$250,000
25,000
100%

Start up costs for A Pampered Pet are projected to be $574,742, broken down as follows:


General and Administrative Expenses
$23,166


Sales and Marketing Expenses
35,050


Other Expenses
5,000


Retail Inventory
1,525


Opening Cash
10,000


Land, Building and Equipment
500,000


Total
$574,742

These start-up expenses are to be covered by the following sources of capital:


Owner’s Equity - $50,000 per owner (42% of total capital)
$250,000


Bank Loan (secured with the facility at 70% LTV)
350,000


Total Start-up Capitalization
$600,000

Return on investment from the owner’s initial contribution is estimated to be 377% over a five-year period.

Critical Risks and Contingencies

Any new business venture is not without risks. Success is not guaranteed because our financial assumptions appear to make it so.  Those risks that pose the largest concerns are as follows:

· Unproven startup business management and only one founder has significant industry experience.

· If the market for upscale pet care centers is less than we anticipate, future expansion and profitability will be harder to achieve.

· Our ability to acquire proper staffing due to tight labor market in the metropolitan area of Indianapolis.

· Inability to obtain locations or zoning changes in the strategic areas we have identified.

· Our ability to obtain the needed funding now and into the future.

Some lessor concerns, though still of importance, are items such as a downturn in the economy resulting in reduced utilization of our services.  Our largest competitor, Best Friends, has the financial resources to pursue the same strategy that we propose and may chose to protect their market share.          

Conclusion

Summary and Conclusion

A Pampered Pet is a premium value pet care facility. Our primary product is the overnight kenneling of dogs. We also offer retail products, pet day care, grooming and veterinary services.

The market for this business has great potential. The current market is fragmented by a large number of very small, owner-operated kennels of moderate to low quality. Given the trends in pet ownership and the fragmentation of the market, A Pampered Pet is perfectly positioned to achieve rapid market penetration and garner market share of up to 43%.

This growth will be initially funded through a combination of owner’s equity ($250,000) a 30-year bank loan of $350,000. The bank loan will be secured with the land and pet care facility offered as collateral. Additional bank loans are planned once the initial concept facility is proven successful at decreasing loan to value against the assets and land purchased.

Profitability will reach 44% return on equity and 377% return on investment in the fifth year of operation. Once the last facilities are opened, operating profits are projected to be over $900 thousand per year, at 13% net margin.

The management team assembled to make A Pampered Pet reality is highly qualified. Led by Wayne Vogel, who has extensive experience with pet care centers, the management team has the breadth of experience necessary to achieve the projected results.

Scheduling and Milestones

	Milestone
	Date

	Incorporation of A Pampered Pet
	05/01/2000

	Bank Loan Secured
	05/01/2000

	Land Purchase Executed
	06/01/2000

	Construction Started
	07/01/2000

	Veterinarian Agreement Signed
	11/01/2000

	Employees Hired
	12/01/2000

	Construction Completed
	12/01/2000

	Extensive Employee Training Completed
	12/18/2000

	A Pampered Pet Opened for Business
	12/18/2000

	Facilities 2 and 3 Opened for Business
	12/18/2001

	Facilities 4, 5, and 6 Opened for Business
	12/18/2002

	Facilities 7 and 8 Opened for Business
	12/18/2003


Appendices

Appendix A – Financial Statements

Start Up Needs
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List

Subtotals

Totals

START-UP EXPENSES

General and administrative

Legal and accounting

4,661

Rental deposits

0

Utility deposits

736

Prepaid insurance

1,480

Pre-opening salaries

11,290

Other

5,000

23,166

Sales and marketing

Advertising

10,000

Promotion

10,000

Signage

5,000

Logo design

50

Printing

5,000

Other

5,000

35,050

Other expenses

Other

5,000

5,000

$63,216

Total start-up expenses

$63,216

$63,216

Start-Up Costs and Capitalization 

List

Subtotals

Totals

START-UP ASSETS

Opening cash (min. balance)

10,000

10,000

Inventory

Retail Inventory

1,525

Other

0

1,525

Capital equipment

Furniture

50,000

Equipment

100,000

Other

0

150,000

Buildings/real estate

Purchase

100,000

Construction

250,000

Other

0

350,000

Other assets

Other

0

0

$511,525

Total start-up assets

$511,525

$511,525

Start-up requirements

$574,742

$574,742

$574,742

Start-Up Costs and Capitalization 

List

Subtotals

Totals

START-UP CAPITALIZATION

Owners’ investment

Wayne Vogel

50,000

Karl Knapp

50,000

Zen Hall

50,000

Chuck Storm

50,000

Emily Symmonds

50,000

Bank loans

Bank Loan

350,000

Other

0

350,000

Other loans

Other

0

0

$600,000

Total capitalization

$600,000

$350,000

Capitalization deficit

$25,258

($224,742)

$25,258


Year One Forecast
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Q1-01

Q2-01

Q3-01

Q4-01

2001

Sales

Overnight Kennel

65,016

117,028

143,034

169,041

494,119

Day Care

1,369

4,106

5,475

6,844

17,794

Vet Services

6,754

12,157

14,858

17,560

51,328

Grooming

5,253

9,455

11,556

13,657

39,922

Retail Sales

5,237

9,535

11,685

13,834

40,291

Total

$83,627

$152,282

$186,609

$220,936

$643,454

Cost of sales

Overnight Kennel

4,681

8,426

10,298

12,171

35,577

Day Care

99

296

394

493

1,281

Vet Services

5,403

9,725

11,887

14,048

41,063

Grooming

2,175

3,915

4,785

5,656

16,532

Retail Sales

1,525

2,778

3,404

4,030

11,737

Total

$13,883

$25,140

$30,768

$36,397

$106,189

Year 1 Pro Forma Income Statement

Q1-01

Q2-01

Q3-01

Q4-01

2001

Sales

83,627

152,282

186,609

220,936

643,454

Cost of sales

Currency

13,883

25,140

30,768

36,397

106,189

Total

$13,883

$25,140

$30,768

$36,397

$106,189

Gross margin

Currency

69,744

127,142

155,840

184,539

537,265

Percent

83.40%

83.49%

83.51%

83.53%

83.50%

Operating expenses

Wages and salaries

33,869

41,116

50,384

59,653

185,022

Employee Benefits

7,113

8,634

10,581

12,527

38,855

Auto/Truck

1,798

3,274

4,012

4,750

13,834

Travel & Entertainment

677

1,233

1,512

1,790

5,212

Kennel Insurance

2,960

2,695

3,303

3,911

12,869

Repairs & Maintenance

2,509

4,568

5,598

6,628

19,304

Office Supplies

1,338

2,437

2,986

3,535

10,295

Utilities

2,944

4,020

4,926

5,833

17,723

Telephone

845

1,538

1,885

2,231

6,499

Yellow Page Ads

3,161

5,756

7,054

8,351

24,323

Other Advertising

38,194

5,726

7,016

8,307

59,244

Office & Administration

610

1,112

1,362

1,613

4,697

Professional Services

5,321

1,203

1,474

1,745

9,744

Veterinary Expense

518

944

1,157

1,370

3,989

Licenses

217

396

485

574

1,673

Other

11,639

2,985

3,658

4,330

22,612

Debt Principal Payments

2,917

2,917

2,917

2,917

11,667

Property Taxes

3,500

3,500

3,500

3,500

14,000

Depreciation

7,606

7,606

7,606

7,606

30,424

Total

$127,738

$101,661

$121,416

$141,171

$491,986

Percent of sales

152.75%

66.76%

65.06%

63.90%

76.46%

Pre-tax profit

-57,993

25,481

34,424

43,368

45,279

Short-term interest

0

0

0

0

0

Long-term interest

8,750

8,750

8,750

8,750

35,000

Taxes incurred

-18,688

4,685

7,189

9,693

2,878

Net profit

($48,055)

$12,046

$18,485

$24,925

$7,401

Net profit/sales

-57.46%

7.91%

9.91%

11.28%

1.15%


Sales Forecast
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TOTAL SALES

2001

2002

2003

2004

2005

CAGR

Overnight Kennel

494,119

1,663,360

3,432,825

5,409,300

5,409,300

82%

Day Care

17,794

49,275

131,400

219,000

219,000

87%

Vet Services

51,328

172,787

356,595

561,908

561,908

82%

Grooming

39,922

134,390

277,352

437,039

437,039

82%

Retail Sales

40,291

134,923

280,438

442,700

442,700

82%

Total

$643,454

$2,154,734

$4,478,610

$7,069,947

$7,069,947

82%

TOTAL COST OF SALES

2001

2002

2003

2004

2005

CAGR

Overnight Kennel

35,577

119,762

247,163

389,470

389,470

82%

Day Care

1,281

3,548

9,461

15,768

15,768

87%

Vet Services

41,063

138,229

285,276

449,526

449,526

82%

Grooming

16,532

55,651

114,851

180,978

180,978

82%

Retail Sales

11,737

39,303

81,692

128,959

128,959

82%

Total

$106,189

$356,493

$738,444

$1,164,701

$1,164,701

82%



Income Statement
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SALES AND GROSS MARGIN

2001

2002

2003

2004

2005

CAGR

Sales

Sales revenue

643,454

2,154,734

4,478,610

7,069,947

7,069,947

82%

Cost of sales

Cost of sales

106,189

356,493

738,444

1,164,701

1,164,701

82%

Total cost of sales

$106,189

$356,493

$738,444

$1,164,701

$1,164,701

82%

Gross margin

Margin

537,265

1,798,241

3,740,167

5,905,247

5,905,247

82%

Percent

83.50%

83.46%

83.51%

83.53%

83.53%

OPERATING EXPENSES

  

2001

2002

2003

2004

2005

CAGR

Expenses

Wages and salaries

185,022

581,778

1,209,225

1,908,886

1,908,886

79%

Employee Benefits

38,855

122,173

253,937

400,866

400,866

79%

Auto/Truck

13,834

46,327

96,290

152,004

152,004

82%

Travel & Entertainment

5,212

17,453

36,277

57,267

57,267

82%

Kennel Insurance

12,869

38,139

79,271

125,138

125,138

77%

Repairs & Maintenance

19,304

64,642

134,358

212,098

212,098

82%

Office Supplies

10,295

34,476

71,658

113,119

113,119

82%

Utilities

17,723

56,885

118,235

186,647

186,647

80%

Telephone

6,499

21,763

45,234

71,406

71,406

82%

Yellow Page Ads

24,323

81,449

126,969

133,622

133,622

53%

Other Advertising

59,244

81,018

126,297

132,915

132,915

22%

Office & Administration

4,697

15,730

32,694

51,611

51,611

82%

Professional Services

9,744

17,022

35,381

55,853

55,853

55%

Veterinary Expense

3,989

13,359

27,767

43,834

43,834

82%

Licenses

1,673

5,602

11,644

18,382

18,382

82%

Other

22,612

42,233

87,781

138,571

138,571

57%

Debt Principal Payments

11,667

36,278

70,069

67,733

65,475

54%

Property Taxes

14,000

42,000

84,000

112,000

112,000

68%

Depreciation

30,424

106,573

226,921

341,067

418,485

93%

Total

$491,986

$1,424,901

$2,874,007

$4,323,017

$4,398,178

73%

]

Percent of sales

76.46%

66.13%

64.17%

61.15%

62.21%

Profit

Operating profit

45,279

373,341

866,159

1,582,230

1,507,069

140%

Short-term interest

0

0

0

0

0

0%

Long-term interest

35,000

108,833

210,206

203,199

196,425

54%

Taxes incurred

2,878

74,062

183,667

386,129

366,980

236%

Net Income

$7,401

$190,445

$472,287

$992,902

$943,664

49%

Dividends

$2,072

$53,325

$132,240

$278,013

$264,226

236%

Net profit/sales

1.15%

8.84%

10.55%

14.04%

13.35%


Balance Sheet
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2001

2002

2003

2004

2005

CAGR

ASSETS

Short-term assets

Cash

107,892

36,343

120,944

335,067

1,992,823

107%

Accounts receivable

0

0

0

0

0

0%

Inventory

10,073

33,731

70,109

110,675

110,675

82%

Other short-term assets

0

0

0

0

0

0%

Total

$117,965

$70,074

$191,053

$445,742

$2,103,498

105%

Long-term assets

Capital assets

500,000

1,469,576

2,832,578

3,468,660

2,763,676

53%

Accumulated depreciation

0

30,424

136,997

363,918

704,985

0%

Total

$500,000

$1,439,151

$2,695,581

$3,104,742

$2,058,691

42%

Total assets

$617,965

$1,509,225

$2,886,634

$3,550,484

$4,162,189

61%

DEBT AND EQUITY

Short-term liabilities

Accounts payable

12,636

28,442

52,083

71,112

71,112

54%

Short-term notes

0

0

0

0

0

0%

Other short-term liabilities

0

0

0

0

0

0%

Total

$12,636

$28,442

$52,083

$71,112

$71,112

54%

Long-term liabilities

350,000

1,088,333

2,102,056

2,031,987

1,964,254

54%

Total liabilities

$362,636

$1,116,776

$2,154,138

$2,103,099

$2,035,366

54%

Equity

Paid-in capital

250,000

250,000

250,000

250,000

250,000

0%

Retained earnings

0

5,329

142,449

482,496

1,197,385

0%

Earnings

5,329

137,121

340,046

714,890

679,438

236%

Total

$255,329

$392,449

$732,496

$1,447,385

$2,126,823

70%

Total debt and equity

$617,965

$1,509,225

$2,886,634

$3,550,484

$4,162,189

61%

Check line

$0

$0

$0

$0

$0

Net worth

$255,329

$392,449

$732,496

$1,447,385

$2,126,823

70%


Cash Flow Statement

[image: image23.wmf]5-Year Statement of Cash Flows

2001

2002

2003

2004

2005

OPERATING ACTIVITIES

Net income

7,401

190,445

472,287

992,902

943,664

Increase (decrease) in accumulated depreciation

0

30,424

106,573

226,921

341,067

(Increase) decrease in accounts receivable

0

0

0

0

0

(Increase) decrease in inventory

-10,073

-23,658

-36,379

-40,566

0

Increase (decrease) in accounts payable

12,636

15,806

23,640

19,029

0

Net cash from operations

$9,964

$213,018

$566,121

$1,198,287

$1,284,730

INVESTING ACTIVITIES

(Purchase) sale of property and equipment

-500,000

-969,576

-1,363,003

-636,082

704,985

Net cash from investing

($500,000)

($969,576)

($1,363,003)

($636,082)

$704,985

FINANCING ACTIVITIES

Issuance of long-term debt

350,000

738,333

1,013,722

-70,069

-67,733

Issuance of equity

250,000

0

0

0

0

Payment of dividends

-2,072

-53,325

-132,240

-278,013

-264,226

Net cash from financing

$597,928

$685,009

$881,482

($348,081)

($331,959)

Net increase (decrease) in cash 

107,892

(71,549)

84,601

214,123

1,657,756

Beginning cash balance

0

107,892

36,343

120,944

335,067

Ending cash balance

$107,892

$36,343

$120,944

$335,067

$1,992,823


Appendix B – Pet Care Facility Schematic

Appendix C – Marketing and Pricing Brochure

Appendix D - Population Surveys and Statistics
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Population

Indy MSA

Avg Annual 

Growth

1990

1991

1992

1993

1994

1995

1996

1997

1998

1999E

2000E

2001E

2002E

2003E

2004E

2005E

Boone

3.1%

38,147

38,785

39,506

40,231

40,999

41,813

42,366

42,985

48,843

50,365

51,934

53,552

55,220

56,940

58,714

60,544

Hamilton

5.5%

108,936

115,803

121,099

127,583

134,335

140,650

147,710

154,785

162,597

171,496

180,883

190,783

201,225

212,238

223,855

236,107

Hancock

2.2%

45,527

46,442

47,448

48,166

49,403

50,768

51,980

53,071

54,524

55,721

56,945

58,195

59,473

60,779

62,113

63,477

Hendricks

2.9%

75,717

77,499

79,553

82,027

84,216

86,620

89,230

92,291

95,146

97,859

100,649

103,518

106,470

109,505

112,628

115,839

Johnson

2.7%

88,109

91,928

93,648

96,658

98,935

101,616

104,296

106,888

109,368

112,300

115,311

118,402

121,576

124,836

128,182

131,619

Marion

0.2%

797,159

806,049

811,472

814,396

817,207

817,604

814,854

813,670

813,405

815,247

817,093

818,943

820,798

822,656

824,519

826,386

Morgan

1.9%

55,920

57,165

58,536

59,435

61,011

62,115

63,215

64,787

65,500

66,747

68,017

69,312

70,631

71,976

73,346

74,742

Shelby

0.9%

40,307

40,811

41,207

41,864

42,208

42,809

42,816

43,151

43,451

43,828

44,207

44,591

44,977

45,367

45,760

46,157

Madison

0.1%

130,669

131,523

131,525

131,981

132,813

132,796

132,370

131,840

131,360

131,437

131,514

131,592

131,669

131,746

131,824

131,901

Total MSA

1.2%

1,380,491

1,406,005

1,423,994

1,442,341

1,461,127

1,476,791

1,488,837

1,503,468

1,524,194

1,544,999

1,566,553

1,588,888

1,612,039

1,636,044

1,660,941

1,686,771

Households

Indy MSA

Avg % 

Household

1990

1991

1992

1993

1994

1995

1996

1997

1998

1999E

2000E

2001E

2002E

2003E

2004E

2005E

Boone

36.5%

13,922

14,155

14,418

14,683

14,963

15,260

15,462

15,688

17,826

18,381

18,954

19,544

20,153

20,781

21,428

22,096

Hamilton

35.6%

38,834

41,282

43,170

45,481

47,888

50,140

52,656

55,178

57,963

61,136

64,482

68,011

71,734

75,660

79,801

84,168

Hancock

35.1%

15,959

16,280

16,632

16,884

17,318

17,796

18,221

18,603

19,113

19,532

19,961

20,400

20,848

21,305

21,773

22,251

Hendricks

34.5%

26,109

26,723

27,432

28,285

29,040

29,869

30,769

31,824

32,809

33,744

34,706

35,696

36,713

37,760

38,837

39,944

Johnson

35.6%

31,354

32,713

33,325

34,396

35,206

36,160

37,114

38,037

38,919

39,962

41,034

42,134

43,263

44,423

45,614

46,837

Marion

40.1%

319,471

323,034

325,207

326,379

327,505

327,665

326,562

326,088

325,982

326,720

327,460

328,201

328,944

329,689

330,436

331,184

Morgan

35.1%

19,600

20,036

20,517

20,832

21,384

21,771

22,157

22,708

22,958

23,395

23,840

24,294

24,756

25,228

25,708

26,197

Shelby

36.6%

14,761

14,946

15,091

15,331

15,457

15,677

15,680

15,803

15,912

16,050

16,189

16,330

16,471

16,614

16,758

16,903

Madison

36.1%

47,206

47,515

47,516

47,680

47,981

47,975

47,821

47,629

47,456

47,484

47,512

47,540

47,568

47,596

47,624

47,652

Total MSA

38.2%

527,216

536,684

543,307

549,952

556,743

562,313

566,442

571,558

578,937

586,405

594,138

602,149

610,451

619,056

627,978

637,233

Dog Owning Households

Indy MSA

Avg % Dog 

Owning HH

1990

1991

1992

1993

1994

1995

1996

1997

1998

1999E

2000E

2001E

2002E

2003E

2004E

2005E

Boone

31.6%

4,399

4,473

4,556

4,640

4,728

4,822

4,886

4,957

5,633

5,808

5,989

6,176

6,368

6,567

6,771

6,982

Hamilton

31.6%

12,272

13,045

13,642

14,372

15,133

15,844

16,639

17,436

18,316

19,319

20,376

21,492

22,668

23,908

25,217

26,597

Hancock

31.6%

5,043

5,144

5,256

5,335

5,472

5,624

5,758

5,879

6,040

6,172

6,308

6,446

6,588

6,732

6,880

7,031

Hendricks

31.6%

8,250

8,445

8,668

8,938

9,177

9,438

9,723

10,056

10,368

10,663

10,967

11,280

11,601

11,932

12,272

12,622

Johnson

31.6%

9,908

10,337

10,531

10,869

11,125

11,427

11,728

12,020

12,298

12,628

12,967

13,314

13,671

14,038

14,414

14,801

Marion

31.6%

100,953

102,079

102,765

103,136

103,492

103,542

103,194

103,044

103,010

103,244

103,477

103,712

103,946

104,182

104,418

104,654

Morgan

31.6%

6,194

6,331

6,483

6,583

6,757

6,880

7,002

7,176

7,255

7,393

7,533

7,677

7,823

7,972

8,124

8,278

Shelby

31.6%

4,664

4,723

4,769

4,845

4,884

4,954

4,955

4,994

5,028

5,072

5,116

5,160

5,205

5,250

5,296

5,341

Madison

31.6%

14,917

15,015

15,015

15,067

15,162

15,160

15,111

15,051

14,996

15,005

15,014

15,023

15,031

15,040

15,049

15,058

Total MSA

31.6%

166,600

169,592

171,685

173,785

175,931

177,691

178,996

180,612

182,944

185,304

187,748

190,279

192,902

195,622

198,441

201,366
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Appendix E – Competition Survey

[image: image25.wmf]Indianapolis Kennel Competition Analysis

Kennel 

Capacity

Indoor/ 

Outdoor

Pet 

Supplies

Pickup/ 

Delivery

Training

Grooming

Vet

Cemetery

Cat 

Boarding

Arbor Lane Kennel

40

1

1

0

0

1

0

0

1

VCA One

20

0

1

0

0

1

1

0

1

VCA Two

20

0

1

0

0

1

1

0

1

VCA Three

20

0

1

0

0

1

1

0

1

VCA Four

20

0

1

0

0

1

1

0

1

Sleepy Hollow

96

0

1

1

0

1

0

0

1

Best Friends One

200

1

1

0

1

1

0

0

1

Best Friends Two

200

1

1

0

1

1

0

0

1

Beverly Precious Pet Inn

138

1

0

1

0

1

0

0

1

Fair Meadows Kennel

20

1

0

0

1

1

0

0

0

Animal Crackers Boarding & Grooming

60

1

0

0

0

1

0

0

1

Bell Kennels

60

1

0

1

1

1

0

0

1

Broad Ripple Pet Center

35

0

0

0

0

1

1

0

1

Ft. Ben Boarding & Grooming

40

1

0

0

0

1

0

0

1

Sample Total

969

8

8

3

4

14

5

0

13

Average

69.21

57.14%

57.14%

21.43%

28.57%

100.00%

35.71%

0.00%

92.86%

Total Number of Kennels

59

Total Competition

4,084

34

34

13

17

59

21

0

55


Appendix F – Press Release
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A Pampered Pet

Phone 317-123-9876

Fax 317-123-5432

1 Noble Care Road

Westfield IN  46028

Phone 317-123-9876

Fax 317-123-5432

A Pampered Pet

Press 

R

e

l

ease

A Pampered Pet offers the preferred

choice for providing high quality pet

care to your best friend.

Premium service and unique products are what we have to offer.  We

want to provide pet owners with peace of mind about their pets’ welfare

and happiness during their stay at the pet care facility.

Westfield, Indiana, December 1, 2000: 

A Pampered Pet is having their grand opening celebration

on December 18, 2000.  Our state of the art facility will give your pet the most secure 

care  available

and treat them like royalty.  The consumer who chooses our services is interested in providing their

pets distinctive care that is the same they would provide at home.  We will offer many unique and

upscale amenities:

Web Cam (so you can view your pet at any time)

On-line reservations

Order on-line additional play times

Veterinary on site

These are a few of the many benefits we have to offer you and your pet.  Bring your pet and come join

the celebration.  Visit our specialized pet care center.  There will be free hot dogs and sodas.  Every

visitor will receive a free sample of our food of choice, Science Diet.
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Press Release


A Pampered Pet offers the preferred choice for providing high quality pet care to your best friend.  


Premium service and unique products are what we have to offer.  We want to provide pet owners with peace of mind about their pets’ welfare and happiness during their stay at the pet care facility.


Westfield, Indiana, December 1, 2000: A Pampered Pet is having their grand opening celebration on December 18, 2000.  Our state of the art facility will give your pet the most secure care  available and treat them like royalty.  The consumer who chooses our services is interested in providing their pets distinctive care that is the same they would provide at home.  We will offer many unique and upscale amenities:


Web Cam (so you can view your pet at any time)


On-line reservations


Order on-line additional play times 


Veterinary on site


These are a few of the many benefits we have to offer you and your pet.  Bring your pet and come join the celebration.  Visit our specialized pet care center.  There will be free hot dogs and sodas.  Every visitor will receive a free sample of our food of choice, Science Diet.


For Release 9 a.m. EDT, December 1, 2000




1if>2"more"





_1016824954.bin

