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1.1 Executive Summary

The Body Shop is a full-service massage and body therapy spa dedicated to consistently providing high customer satisfaction by rendering excellent service, using only quality products, and furnishing an enjoyable atmosphere at an acceptable price for the value. As a sole proprietorship we intend to maintain a personalized small business approach, with the desire to maintain a friendly, fair, and creative work environment, which respects diversity, ideas, and hard work.

Our Mission: To supply massage services and products that enhances our clients' physical wellbeing and mental relaxation.  
Our Motto: “Nirvana…deliverance from pain into passion and absolute bliss. "
The timing is right for starting this new venture. After an extensive search for the perfect location, one was finally found. The demand from the owner's clients, as well as the ambitions of the owner to one day start his own spa, and the procurement of highly professional and qualified massage therapists to support the spa, has made this business one of great potential.

Marcus Ball, the owner, has worked and studied at Trinity Collage - one of the most prestigious, upscale Collages in San Jose, California - accumulating more that 700 hours of formal bodywork and massage therapy education. Marcus has created a large client following through hard work and dedication. Mr. Ball, and his talented team of massage therapists, have what it takes to make this venture an extremely successful one. We expect our growing reputation to lead to new clients and the addition of more massage therapists to support our anticipated growth.
1.2 Keys to Success and Principals Qualifications
The keys to success in our business are: 

· Location: providing an easily accessible location for customers. 

· Environment: providing an environment conducive to giving relaxing and professional service. 

· Convenience: offering clients a wide range of services in one setting, and extended business hours. 

· Reputation: reputation of the owner and our other "massage therapists" as providing superior personal service. 
Treatment Philosophy:  We believe that every condition/problem/injury can be healed given the right conditions.  The difficult part is the search for the right modalities and therapist.  It is each person's responsibility to keep searching for what is best for them.  Healing comes from within each person, not from what someone does to treat you.  Modalities such as massage can facilitate you on your path to health. Our therapists individuality in technique and style only help to simplify this search by offering every client a wider avenue for 
Goals in Treatment:  Our goal is to assist clients in meeting their goals of relaxation, stress reduction, pain management, body awareness, and integration of mind, body, & spirit. Our work involves the use of deep tissue, Swedish and Myofascial release to promote healing and pain relief.
2.0 Company Summary

The Body Shop will offer a wide range of massage services including several of the eastern and western modalities. We will provide quality massage and body working services, along with several top lines of massage products. What will set The Body Shop apart from the competition is our commitment to providing all of these services in one convenient location. 
2.1 Start-up Summary

After considering several other options and searching for a spa to purchase, we have decided to start a spa from the ground up. The start-up capital will be used for the design, any required tenant improvements, and equipment of the massage therapy spa. 

Listed below is an approximation of The Body Shops startup costs:
	Start-up 

	  
	  
	

	Start-up Expenses 
	  
	

	Rent deposit 
	$1,300
	

	Other 
	$500
	

	Total Start-up Expense 
	$1,800 
	

	  
	  
	

	Start-up Assets Needed 
	  
	

	Cash Balance on Starting Date 
	$0 
	

	Other Short-term Assets 
	$600 (massage table and oils)
	

	Total Short-term Assets 
	$600 
	

	  
	  
	

	Long-term Assets 
	$59,500 
	

	Total Assets 
	$60,100 
	

	Total Requirements 
	$61,900
	

	  
	  
	

	Funding 
	  
	

	  
	  
	

	Investment 
	  
	

	Investor 1 
	$0 
	

	Other 
	$0 
	

	Total Investment 
	$0 
	

	  
	  
	

	Short-term Liabilities 
	  
	

	Accounts Payable 
	$0 
	

	Current Borrowing 
	$0 
	

	Other Short-term Liabilities 
	$0 
	

	Subtotal Short-term Liabilities 
	$0 
	

	  
	  
	

	Long-term Liabilities 
	$61,900 
	

	Total Liabilities 
	$61,900 
	

	  
	  
	

	Loss at Start-up 
	($1,800) 
	

	Total Capital 
	($1,800) 
	

	Total Capital and Liabilities 
	$60,100 
	


2.2 Company Locations and Facilities

The spa will be located in a retail strip mall at 1234A Pearl Avenue, San Jose, California. The spa will utilize 1,200 square feet. The location is strategically situated near two of the busiest streets in South San Jose. It is a high profile area, with easy access from all parts of town via Highway 85/87 Capitol Expressway or Almaden Expressway. 

3.0 Services

The Body Shop is considered an upscale full-service massage therapy spa. We will offer a wide range of services that include: 

· Swedish massage, a collection of techniques designed primarily to relax muscles
· Shiatsu, normally done fully clothed and involve pressing points on the body and stretching and opening of the energy meridians 

· Reflexology, based on the belief that there are places on the feet (and hands) that correspond to parts of the body
· On-site/Chair massage, clients shoulders, neck, upper back, head and arms are massaged while sit in a special massage chair
· Trigger point, pain-relief techniques to alleviate muscle spasms and cramping
· Myofascial release, used to evaluate and treat restrictions in the body's contractile connective tissues (muscles)
· Craniosacral therapy, especially suited to addressing tensions in the Craniosacral system
· Deep Tissue therapy, deep muscle manipulation stimulating circulation and thus promoting detoxification and oxygenation of stagnant tissues
3.1 Competitive Comparison

The Body Shop wants to set itself apart from other massage spas that may offer only one or two types of services.  Marcus has realized, from talking with his clients, that they desire all of the services that we are proposing, but they remain frustrated because they must go to a more upscale, and expensive spa if they want to experience several different types of therapy. The focus of The Body Shop is relaxation, although we do wish to offer our clients the convenience of the other more physical therapy focused services in one location. 

There are a number of spas like ours, but they are mainly in the very high income parts of Santa Clara County and its surrounding areas. We do not intend to compete with these so called "Day Spas." We wish to offer a middle ground for those clients who can't quite afford those high-end luxury spas. 

Our business atmosphere will be a relaxing one where clients can kick back and be pampered. Water will be offered to clients as they enter for service. Massage and body working products including books, oils, lotions, and body working accessories will be located in the waiting area and advice on these products will be available.

4.0 Marketing Strategy
Our marketing strategy is a simple one: satisfied clients are our best marketing tool. When a client leaves our business with a new outlook, he or she is broadcasting our name and quality to the public. Most of our clients will be referrals from existing clients.

No major advertising campaigns are anticipated. Our research has shown that word of mouth is the best advertising for this type of business. We will, however, run specials throughout the week. We will also ask clients for referrals, and reward them with discounted or free services depending on the number of clients they bring. We will also offer discounts to the new clients who have been referred. There are plans for a lottery that will offer an occasional free session to our regular clients. A client would simply refer new clients to us, and we will place a card in a box for each client he or she brings. The more they bring, the more chances they have of winning the complimentary body therapy time.

5.0 Management Summary

The Body Shop will be organized and managed in a creative and innovative fashion to generate very high levels of customer satisfaction, and to create a working climate conducive to continued personal development and economic satisfaction for our employees. 

Training classes to help improve and share employee techniques, knowledge and skills will be conducted on a regular basis. As the business grows, the company will consider offering an employee benefit package to include health and vacation benefits for everyone.

5.1 Management Team

Marcus Christopher Eildon Ball.: Owner.  Marcus has extensive studies in massage therapy and bodywork. A graduate of Trinity Massage & Technical College, he has quickly developed the trade skills that have led to his success. He loves dealing with people, and has the drive, ambition, and discipline to manage the business and its employees. This career is his life and his calling. 

Mr. Ball has a Bachelor's degree in Finance from San Jose State University. He has extensive experience managing people and businesses with a strong background in Customer Service in the computer industry. He has worked as a business consultant for Gartner Group/Dataquest, Inc. and has developed helpdesks for several Silicon Valley startup companies.
Training: Shiatsu, Swedish Massage, Strategic Bodytherapy, Deep Tissue, Injury Treatments, Sports Applications
5.2 Personnel Plan

The personnel plan calls for a receptionist who will greet customers and receive payments for services and products. There will eventually be a total of seven therapists, each working on a rotating schedule determined by our client volume and business needs. Everyone but the receptionist and a cleaning service will be contract workers, and will be paid a commission based on the amount of revenue created. Future plans include the hiring of a holistic practitioner as the business expands. 

In the first year, assumptions are that there will only be three massage technicians until the business can build a reputation that will attract others to work there.

	Personnel Plan 

	  
	2003
	2004
	2005 
	

	Receptionist 
	$14,400 
	$15,120 
	$15,876 
	

	Cleaning Service. 
	$8,000 
	$12,400 
	$13,000 
	

	Other 
	$64,400 
	$80,000 
	$95,000 
	

	Total Payroll 
	$86,800 
	$107,520 
	$123,876 
	

	  
	  
	  
	  
	

	Total Headcount 
	0 
	0 
	0 
	

	Payroll Burden 
	$8,680 
	$10,752 
	$12,388 
	

	Total Payroll Expenditures 
	$95,480 
	$118,272 
	$136,264 
	


6.0 Financial Plan

Our goal is to be a profitable business beginning in the first six months. The business will not have to wait long for clients to learn about it since the therapists will already have an existing client base. 

The financials that are enclosed have a number of assumptions:

Our revenues will grow at an annual rate of 15%, increasing 20% in November and December due to a historical jump in revenues at this time of year. We anticipate this increase to remain steady throughout the following year to account for the normal flow of new clients coming into the spa. Estimates for sales revenue and growth are intentionally low, while our anticipated expenses are on the high side to illustrate a worst case scenario. 

We did not use cost of goods sold in our calculations of net sales because most sales are coming from services. We included all costs, however, in the operating expenses area of the profit and loss table. Product sales are a minimal part of our market. We are not quite sure how much revenue will be derived from products so we took a low ball approach and estimated sales of $800 a month. This figure is included under the title "Other" on the profit and loss table. Also under "Other" in the sales projections table are services such as nails and massages. We are not quite sure how much revenue these two services will generate. We are certain that in time these services will be a large part of our revenue, but to err on the conservative side, we estimate revenues from these services to be only $1,500 a month for the first year. 

To assure the start-up funds lender that the owners are financially stable, a personal financial statement is enclosed illustrating other sources of income that include interest and dividend income from investments ($2,840), salary income ($29,658), and commission income ($15,000).

6.1 Break-even Analysis

The break-even analysis shows that The Body Shop has a good balance of fixed costs and sufficient sales strength to remain healthy. Our break-even point is only 126 clients a month. This was derived by using an average revenue of $45 per client, and fixed costs of $5,691. Products sales were not included in this figure, but it does include an owner withdrawal of $2,000 a month. 

	Break-even Analysis: 

	Monthly Units Break-even 
	126 
	

	Monthly Sales Break-even 
	$5,691 
	

	  
	  
	

	Assumptions: 
	  
	

	Average Per-Session Revenue 
	$45.00 
	

	Average Per-Session Cost 
	$0.00 
	

	Estimated Monthly Fixed Cost 
	$5,691 
	


6.2 Projected Profit and Loss

We expect income to hit $172,800 at the end of the first year of business. It should increase to more than $262,340 by the third year, as the reputation of the spa, its stylists and services become apparent to the general public. Second year revenues also anticipate the addition of one new stylist. 

	Profit and Loss 

	  
	2003
	2004 
	2005 
	

	Sales 
	$172,800 
	$228,122 
	$262,340 
	

	Direct Cost of Sales 
	$0 
	$0 
	$0 
	

	Other 
	$0 
	$0 
	$0 
	

	  
	------------ 
	------------ 
	------------ 
	

	Total Cost of Sales 
	$0 
	$0 
	$0 
	

	Gross Margin 
	$172,800 
	$228,122 
	$262,340 
	

	Gross Margin % 
	100.00% 
	100.00% 
	100.00% 
	

	Operating Expenses: 
	  
	  
	  
	

	Supplies 
	$3,600 
	$3,800 
	$4,200 
	

	Other 
	$840 
	$840 
	$840 
	

	Advertising/Promotion 
	$1,200 
	$1,200 
	$1,200 
	

	Bank loan repayment 
	$12,000 
	$12,000 
	$12,000 
	

	Payroll Expense 
	$86,800 
	$107,520 
	$123,876 
	

	Payroll Burden 
	$8,680 
	$10,752 
	$12,388 
	

	Depreciation 
	$8,146 
	$8,146 
	$8,146 
	

	Leased Equipment 
	$0 
	$0 
	$0 
	

	Utilities 
	$4,200 
	$4,200 
	$4,200 
	

	Insurance 
	$1,200 
	$1,200 
	$1,200 
	

	Rent 
	$22,740 
	$22,740 
	$22,740 
	

	Other 
	$0 
	$0 
	$0 
	

	Owner withdrawls 
	$18,800 
	$32,000 
	$37,000 
	

	  
	------------ 
	------------ 
	------------ 
	

	Total Operating Expenses 
	$168,206 
	$204,398 
	$227,790 
	

	Profit Before Interest and Taxes 
	$4,594 
	$23,724 
	$34,550 
	

	Interest Expense Short-term 
	$0 
	$0 
	$0 
	

	Interest Expense Long-term 
	$0 
	$0 
	$0 
	

	Taxes Incurred 
	$1,286 
	$6,643 
	$9,674 
	

	Extraordinary Items 
	$0 
	$0 
	$0 
	

	Net Profit 
	$3,308 
	$17,081 
	$24,876 
	

	Net Profit/Sales 
	1.91% 
	7.49% 
	9.48% 
	


6.3 Projected Cash Flow

We expect to manage cash flow over the next three years simply by the growth of the cash flow of the business. The business will generate more than enough cash flow to cover all of its expenses.

	Cash Flow 

	  
	  2003
	  2004
	  2005
	

	Cash Received 
	  
	  
	  
	

	Cash Sales from Services
	$172,800 
	$228,122 
	$262,340 
	

	From Receivables 
	$0 
	$0 
	$0 
	

	Subtotal Cash from Operations 
	$172,800 
	$228,122 
	$262,340 
	

	  
	  
	  
	  
	

	Additional Cash Received 
	  
	  
	  
	

	Extraordinary Items 
	$0 
	$0 
	$0 
	

	Sales Tax, VAT, HST/GST Received 
	$0 
	$0 
	$0 
	

	New Long-term Liabilities 
	$0 
	$0 
	$0 
	

	Sales of other Short-term Assets 
	$0 
	$0 
	$0 
	

	Sales of Long-term Assets 
	$0 
	$0 
	$0 
	

	Subtotal Cash Received 
	$172,800 
	$228,122 
	$262,340 
	

	  
	  
	  
	  
	

	Expenditures 
	2003
	2004
	2005
	

	Expenditures from Operations: 
	  
	  
	  
	

	Cash Spent on Costs and Expenses 
	$0 
	$0 
	$0 
	

	Wages, Salaries, Payroll Taxes, etc. 
	$95,480 
	$118,272 
	$136,264 
	

	Payment of Accounts Payable 
	$60,354 
	$83,053 
	$92,348 
	

	Subtotal Spent on Operations 
	$155,834 
	$201,325 
	$228,612 
	

	  
	  
	  
	  
	

	Additional Cash Spent 
	  
	  
	  
	

	Sales Tax, VAT, HST/GST Paid Out 
	$0 
	$0 
	$0 
	

	Other Liabilities Principal Repayment 
	$0 
	$0 
	$0 
	

	Long-term Liabilities Principal Repayment 
	$12,000 
	$12,000 
	$12,000 
	

	Purchase Other Short-term Assets 
	$0 
	$0 
	$0 
	

	Purchase Long-term Assets 
	$0 
	$0 
	$0 
	

	Subtotal Cash Spent 
	$167,834 
	$213,325 
	$240,612 
	

	  
	  
	  
	  
	

	Net Cash Flow 
	$4,966 
	$14,797 
	$21,728 
	

	Cash Balance 
	$4,966 
	$19,763 
	$41,491 
	


6.4 Projected Balance Sheet

As shown in the balance sheet, we expect a healthy growth in net worth, from approximately $1,491 in year one to $43,448 by the end of year three. 

	Balance Sheet 

	  
	  
	  
	  
	

	Assets 
	  
	  
	  
	

	Short-term Assets 
	2003
	2004
	2005
	

	Cash 
	$4,966 
	$19,763 
	$41,491 
	

	Other Short-term Assets 
	$600 
	$600 
	$600 
	

	Total Short-term Assets 
	$5,566 
	$20,363 
	$42,091 
	

	Long-term Assets 
	  
	  
	  
	

	Long-term Assets 
	$59,500 
	$59,500 
	$59,500 
	

	Accumulated Depreciation 
	$8,146 
	$16,292 
	$24,438 
	

	Total Long-term Assets 
	$51,354 
	$43,208 
	$35,062 
	

	Total Assets 
	$56,920 
	$63,571 
	$77,153 
	

	  
	  
	  
	  
	

	Liabilities and Capital 
	  
	  
	  
	

	  
	2003
	2004
	2005 
	

	Accounts Payable 
	$5,512 
	$7,082 
	$7,788 
	

	Current Borrowing 
	$0 
	$0 
	$0 
	

	Other Short-term Liabilities 
	$0 
	$0 
	$0 
	

	Subtotal Short-term Liabilities 
	$5,512 
	$7,082 
	$7,788 
	

	  
	  
	  
	  
	

	Long-term Liabilities 
	$49,917 
	$37,917 
	$25,917 
	

	Total Liabilities 
	$55,429 
	$44,999 
	$33,705 
	

	  
	  
	  
	  
	

	Paid-in Capital 
	$0 
	$0 
	$0 
	

	Retained Earnings 
	($1,817) 
	$1,491 
	$18,572 
	

	Earnings 
	$3,308 
	$17,081 
	$24,876 
	

	Total Capital 
	$1,491 
	$18,572 
	$43,448 
	

	Total Liabilities and Capital 
	$56,920 
	$63,571 
	$77,153 
	

	Net Worth 
	$1,491 
	$18,572 
	$43,448 
	


