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Executive Summary 
 
Introduction 
Z-Cut Metal Inc. is a start-up industrial sheet metal and signage fabrication company based out of 
Penticton, British Columbia. It provides a ‘one-stop-shop’ of highly customized metal products, from 
mirror to non-mirror finish ‘Z-Cut’ stainless steel for high-end retail display, to custom metal 
shearing, forming, fabrication and repairs. Z-Cut Metal offers over 15 years of quality workmanship, 
brings a strong network and existing customer base to the business and provides strong cost-
saving benefits to its clients. Beginning operations in September 2012, Z-Cut Metal will enter the 
market with its niche Z-Cutting machine, as the sole provider of Z-Cutting in the West coast, and drive 
sales with a unique business strategy; implementing fast turnaround times, excellent workmanship and 
reduced costs by up to 80% over competitors. Between years 1-3 management projects to generate 
revenues of $1,335,000, $1,969,000 and $2,616,600 respectively. 
 
The Market 
Both the US and Canadian Sheet Metal Work Manufacturing Industries are seeing growth over the next 
five years as both the economy and corporate spending increase. In the US it is a $39 billion industry, 
and in Canada this industry will grow as sheet metal demand in the US is forecasted to reach over $20 
billion by 2016. Z-Cut Metal’s secondary industry, Sign Manufacturing, saw a negative growth of 1.9% 
to $12.8 billion over the past five years due to economic conditions, however is expected to increase by 
5.3% in this year alone, as companies slowly increase marketing budgets. This growth is seen in 
Western Canada's niche 'Z-Cutting' market; 32 new Prada stores, 9 Tiffany's and 14 Louis Vuitton stores 
are being built between 2012-13. Through management's working relationships with the construction 
and design services firms for these new openings, Z-Cut Metal is expecting to obtain contracts on at 
least 40% of these jobs. The company is expecting to obtain approximately 10-20% market share on 
the signage and stainless metal work industry within the next two years. This will be accomplished by 
targeting key construction services and restaurant and hotel businesses in the food and beverage 
industry, and by leveraging past work contracts of Grant Kingston over the past 15 years. 
 
Financial Considerations 
The company is seeking to obtain debt financing for the amount of $250,000, to be repaid with 18 
months of operations. The following is the revenue, expenses and profit projections for Z-Cut Metal 
sales over the first 3 years of operations. 
 
 

 
YR 1 YR 2 YR 3 

SALES $1,335,000 $1,869,000 $2,616,600 
COGS $440,550 $616,770 $863,478 
GROSS PROFIT $894,450 $1,252,230 $1,753,122 
EXPENSES $383,400 $443,580 $522,594 
NET PROFIT $511,050 $808,650 $1,230,528 

 
 
This target is seen as attainable through its effective sales efforts, pre-launch job leads and 15 years of 
experience, craftsmanship and industry knowledge of the company’s management. Z-Cut Metal has a 
highly innovate approach and a significant competitive advantage in this growing market it competes in. 
This business plan will discuss the tactics and strategies to generate the revenues as stated, and the 
implementation to successfully become a profitable metal fabrication company in the market. 
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1.0 Business of the Company 
 

1.1 Business History & Summary 
 
Z-Cut Metal Inc. (Z-Cut Metal) is a start-up sheet metal and industrial signage fabrication company 
based out of Penticton, British Columbia. It provides highly customized metal fabrication products 
to its customers, and holds a unique competitive advantage through its exclusive fabrication of “Z-
Cut” aluminum and stainless steel products, which offers a precise 90 degree cut compared to 
competitive products at a significantly lower cost. Z-Cut Metal was created due to the urging of 
several industrial clients of Grant Kingston, in their expressed demand for his high level of finishing 
abilities with Z-Cut products from a local facility. Management saw a strong competitive advantage 
in this field, and combined with Ryan White’ business experience saw this an excellent opportunity 
to create strong profits and gain market share in this high-margin business. Z-Cut Metal serves 
customers in a wide range of commercial industries, from store front display and signage to large 
commercial clients requiring custom metal shearing, forming, fabrication and repair. The company 
offers excellent product, timely installation and personal service to its customers.  
 
 
1.2 Industry Overview 
 
Z-Cut Metal competes in two primary industries: sheet metal work fabrication and commercial sign 
manufacturing. 

 

Sheet Metal Work Manufacturing Industry 
 
US 
The Sheet Metal Work Manufacturing Industry is a $39 billion industry, and is one of the most basic 
and pervasive manufacturing processes in the US. It has decreased in growth by 3.8% over the 
past 5 years (2007-12) due to economic conditions, however is predicted to steadily improve over 
the next five years as both the economy and corporate spending increase1. There were 5917 
established sheet metal competitors in 2010 with revenues of over $10.7 billion, with California 
state having the highest concentration of establishments (15%), and accounting for the most sales 
in US, at $1.5 billion2.  
 
Canada 
The Fabricated Metal Product Manufacturing subsector is an $11.8 billion industry as of 2010, 
which saw a decrease from $13.7 billion in 2001. The total value-added of this industry subsector 
however has seen a 6.6% increase between 2009 and 2010, and is expected to experience further 
in upcoming years3. Demand for metal sheets in the US has been constantly expanding, and is 
expected to increase as the housing market and general economy recovers. Sheet metal demand in 

                                            
1 Sheet Metal, Window & Door Manufacturing Market Research Report, IBISWorld. May 2012 
2 Sheet Metal Work Manufacturing Industry Report, HighBeam Business. 2 Sheet Metal Work Manufacturing Industry Report, HighBeam Business. 
http://business.highbeam.com/industry-reports/metal/sheet-metal-work 
3 Statistics Canada, Gross Domestic Product by Industry, 2001 to 2010 
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US is forecasted to cross $20 billion by 2016, following annual gains of over 5% from 2011. The 
construction industry in the US is the largest user of sheet metals4.  
 
In 2008, for profitable firms, average revenues were $875,100 with 10.5% gross margin. For non-
profitable firms, average revenues were $744,700. Average gross margin of all firms in 2008 was 
6.0%5. 
 
 

 
Figure 1 - Fabricated Metal Revenue in Canada 

 
 
Trends 
Growth will be driven by recovering construction expenditures, particularly those in the residential 
building sector. Although the industry may see increased prices of key materials such as aluminum 
and steel, overall revenue will rise. Increasing imports will threaten industry growth over the next 
five years, as Canada and China fulfill a larger portion of domestic consumption5. 
 
Low Market Share Concentration 
The industry has low market share concentration with no company expected to command more 
than 2.0% industry revenue in 20126. The majority of companies are small: 70% have less than 20 
employees, 23.9% of firms are medium-sized (21-99 employees) and 5.5% have between 100-500 

                                            
4 Sheet Metal Industry in the US, Taiyou Research, May 2012 (Research and Markets) 
http://www.researchandmarkets.com/research/mltcdx/sheet_metal_indust 
5 Statistics Canada. SME Benchmarking Fabricated Metal Product Manufacturing, 2008. 
http://www.ic.gc.ca/cis-sic/cis-sic.nsf/IDE/cis-sic332bece.html  
6 Sheet Metal, Window & Door Manufacturing Market Research Report, IBISWorld. May 2012 
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employees. This breakdown has been stable for past five years6. Companies with more than 25 
workers, however, accounted for about 65 percent of industry sales7. 
 

Sign Manufacturing Industry 

The sign manufacturing industry in the US includes about 6,000 companies with combined annual 
revenue of about $10 billion. This industry is directly correlated to economic state, and recession 
led to poor revenue. It saw a negative growth of 1.9% to $12.8 billion over the past five years 
(including the billboard market). It is expected to have grown 5.3%, however, from 2011 to the 
end of 2012 as companies slowly increase their marketing budgets. Over the next five years 
advertising expenditure will increase 1.0% annually as clients dedicate an increased amount of 
corporate profit towards advertising, corporate rebranding and new signage7. 

Market share concentration in the Billboard and Sign Manufacturing industry is low, with the three 
largest firms generating 6.3% of industry revenue and the 50 largest companies accounting for 
about 30% of industry revenue in 2012.  Major companies include Brady Corporation, Daktronics, 
PolyVision, and Posterloid. 

Demand for this industry is driven by factors including: federal, provincial/state and municipal 
spending on transit infrastructure, the rate of new nonresidential construction and advertising 
spending. Profitability for individual companies depends on quality of workmanship and materials, 
customer service and price. Larger companies have advantage of purchasing power for raw 
materials and can more easily service national accounts, however small companies can compete 
effectively through offering more personalized service. 

Typical products in this industry include roadway and traffic information signs, on-premises signs 
(building-mounted, freestanding, and interior signs), off-premises billboards and other advertising 
signs; and signs that convey safety or other information in public areas, workplaces, or other 
facilities. Types of on-premise, building-mounted signs include roof signs, window signs, canopy 
and awning signs, banners, and wall or fascia signs. On-premise freestanding types include pole 
and high-rise pole signs, pylon signs, and electronic message centers (EMC). 

In Canada, total revenues in the Sign Manufacturing industry have not changed significantly, 
increasing from $1.1 billion in 2000 to $1.2 billion (see Figure 2). In 2008, for profitable firms, 
average revenues were $689,200 with 9.0% gross margin. For non-profitable firms, average 
revenues were $439,600. 

                                            
7 Sheet Metal Work Manufacturing Industry Report, HighBeam Business. 
http://business.highbeam.com/industry-reports/metal/sheet-metal-work 
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Figure 2 - Canadian Sign Manufacturing Revenue 

 

1.3 Current Situation of the Company 
 
Z-Cut Metal is in the start-up phase of the company, where all equipment, location have been 
priced and determined, and several jobs are lined up upon commencement of operations on 
September 1, 2012. The company is seeking $250,000 of debt financing towards the financial 
requirements of door-opening costs, to be repaid in full within 18 months of operation. 
 
 
1.4 Goals and Objectives 
 
Goal: To gain a competitive foothold in the industrial signage and sheet metal fabrication market 
in the Okanagan and Northwestern United States, with a business model that offers clients the 
highest quality sign and custom metal, while yielding continual savings compared to competitors. 
 
Objective: To create $ 1,319,700 in net sales within the first 2 years of operations. 
 
 
1.5 Key Success Factors 
 
The following are the five essential keys to ensure the success of Z-Cut Metal Inc. over the 
following 3 years of operations, and into the future. 
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1. Seasoned Management 
Z-Cut Metal’ success lies in its seasoned management with a combined total of over 15 years of 
business experience in the custom stainless steel and signage industry (design, fabrication and 
installation). This gives the company a firm understanding of the industry, major players, and the 
ability to create highly competitive quality products for clients. Ryan White also brings a strong 
business background to ensure proper cash flow managmement for the company. 
 
 
2. Product Diversification 
The company offers a diversification of products:  sign, metal fabrication and custom designed and 
fabricated specialty pieces. This combination of fabrication outlets will allow the business to 
maximize sales year-round, as well as minimize cost with single workforce capable of producing all 
products. This creates a “one-stop shopping” experience for many potential customers, minimizing 
costs of multiple vendors, as well as leveraging/cross selling to Z-Cut Metal’s existing customer 
base. 
 
 
3. Leveraging Management’s Network: Existing Job Orders & Opportunities 
A major key success factor is Grant Kingston’s extensive network of customers, vendors and skilled 
journeymen from his experience in the industry. This will allow the company to quickly acquire 
sales, quality contractors and vendors in the early months of business. 

 
4. Equipment Innovation: Z-Cutting Advantage 
Currently Z-Cut Metal is the only metal fabrication shop with a Z-Cutting machine in Western 
Canada and Northwestern United States for the immediate foreseeable future. This allows the 
company to secure first-to-market presence with clients with this unique product, and hold a strong 
competitive edge with precise cuts not possible with competitors’ machines. These products are 
additionally offered at a faster delivery time and 80% lower cost as it eliminates the need for a 
‘polishing’ step in the fabrication process, which is necessary with other equipment.  
 
Future success will also depend on the ongoing investment in equipment capable of creating 
specific types of cuts and designs at a competitive price in the market. To fulfill this necessity, 
management plans to invest in a Water Jet Cutter and Laser Cutter in the upcoming years of 
operations. 

 
5. Providing Quality Work, Excellent Customer Service 
As a small company and new entrant to the industry, it is essential to leverage the company’s 
ability to create a competitive advantage over larger competitors through quality work, excellent 
pricing (while maintaining high profit margins) and above-average customer service to strengthen 
new and existing client relations. Management will fulfill this through: 
 

• Quality workmanship 
• Prompt turnaround time (not bidding projects over capacity as most competitors often do)  
• By offering a one-stop-shop of other business needs, increasing value and reducing vendor 

costs for clients 
 
Servicing partners will also extend value to the company’s service offerings, further allowing Z-Cut 
Metal to grow into a high-quality and sustainable operation. 
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1.4 Structure of the Company 
 
Z-Cut Metal is a privately-held corporation. 100% of the company is owned by Ryan White until 
such time that the company repays its debt in full. At this point, 20% of the company will be 
transferred to Grant M. Kingston. 
 
 

2.0 Product Description 
 

2.1 Detailed Description of Products Offered 
 

Z-Cut Metal offers four general product categories:  

• “Z-Cut” custom metal products 
• Commercial signage products  
• Custom steel/aluminum metal fabricated products (including stainless steel commercial 

food/kitchen provisions) 

Z-Cut Metal acts as a one-stop shop for clients where Z-Cut products will initiate client relationships 
and get the company’s ‘foot in the door.’ From there, Z-Cut Metal plans to offer its wider range of 
products and services as the client relationship evolves. 

 

Product 1. Z-Cut Produced Custom Metal Products 

The flagship product offered by Z-Cut Metal is its grooved products; custom metal pieces which 
hold up to the highest industry standards and specifications, through the usage of the Z-Cutter 
cutter. The Z-Cutter is a machine capable of creating a 90 degree “Z” gut at various lenghts in the 
metal, allowing for the thicker metals to be bent with a very sharp corner. This is the look and cut 
architects and designers are looking for in high-end retail stores. The machine is manufactured and 
distributed by the Florida-based company, Hydrapower International Inc.8  

 

About Z-Cutter 

A Z-Cutter is a CNC Pnuematic machine that allows you to cut a 90 degree “V” into thicker gauge 
material (stainless steel, aluminum) which results in a very sharp corner after bending. Unlike 
conventional press brakes, that leave a very noticeable radius in the bent corner.  

The sharp corners are a desirable look that today’s architects and designers are looking for in their 
projects.  The Z-Cutter can be programmed through its CNC computer to cut any thickness of 
material up to 6/16 of an inch, and also at any length up to 12 feet. The only other way to achieve 

                                            
8 See Appendix for full machine specifications 
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this look without a Z-Cutter would be to weld two separate pieces together and then grind and 
polish the weld. This would take much longer to achieve:  

For example, a 1” X 1” 10 foot long piece would take approximately 2-2.5 hours to weld and polish. 
With the Z-Cutter it would take approximately 15 minutes to complete, and there is no welding or 
polishing involved.  

The projects that Z-Cut Metal will be receiving from Grant Kingston’s client, Ganter Interiors, are on 
average 2000-3000 linear feet of Z-Cut material per job. This is the only sensible way to prepare 
the material for fabrication.  

Z-Cut products include fabricated custom mirror and non-mirror finish stainless steel and aluminum 
for the purpose of store fronts and displays for high-end retailers. With this machine, Z-Cut Metal 
will become a supplier of such grooved stainless steel and aluminum for premium retail brands 
throughout Western Canada and the United States. Clients include architects, designers, 
millworkers and interior design companies that do work for companies such as Tiffany’s, Prada, 
Louis Vuitton, Coach, and Burberry. 

 

Product 2. Commerical Signage Products 

The company offers custom illuminated and non-illuminated signs. Such industrial signage products 
include: roadway and traffic information signs, on-premises signs (building-mounted, freestanding, 
and interior signs), off-premises billboards and other advertising signs that communicate safety or 
other information in public areas, workplaces, or other facilities. 

Types of on-premise, building-mounted signs include: roof signs, window signs, canopy and awning 
signs, banners, and wall or fascia signs. On-premise freestanding types include pole and high-rise 
pole signs, pylon signs, and electronic signs that use LEDs or LCDs to display information or images. 
The company also produces channel lettering, which are individual letters on building, set into 
building. Company uses shear, brake and router equipment to fabricate its signs, and its work 
includes sign design, installation and both electrical and mechanical servicing. The work also 
includes any necessary painting and power coating for its signs, as well as any additional metal 
applications. 

 

Product 3. Custom Sheet Metal Fabricated Products (Primarily Steel & Aluminum) 

Z-Cut Metal offers a wide range of custom steel and aluminum sheet metal products for industrial 
clients. These products and services include metal shearing, metal forming, metal form rolling, 
aluminum routering and custom stainless steel commercial kitchen fabrication, installation and 
repairs. 

 

Complete Product Offering 

The following is the full product list offered by Z-Cut Metal Inc.: 

• Architectural stainless steel and aluminum fabrication 
• Stainless steel welding and polishing 
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• Storefront awning fabrication 
• Custom metal fabrication 
• Commercial kitchen fabrication (custom stainless steel) 
• Commercial kitchen installation (custom stainless steel) 
• Commercial kitchen repair (stainless steel products) 
• Metal shearing 
• Metal forming  
• Metal form rolling 
• Aluminum routering 
• Plastic and plexi-glass applications 
• Painting and powder coating for metal applications 

 

 

2.2 Certification and Regulatory Standards Required 
 
The primary certification required in Z-Cut Metal’s products is CSA (Canadian Standards 
Association) standards on certain work. Z-Cut Metal will acquire CSA certification for products 
requiring such standards, such as stainless steel handsinks and potsinks, and hire CSA-certified 
contractors for such work. Management and pertinent staff also possess WCB, HAZMAT and First 
Aid Level 3 certification. 
 

2.3 Customer Benefits Provided By Product 
 
The three primary benefits Z-Cut Metal offers its clients over competitors is: 
 

-‐ Vision to reality  
-‐ Reduced costs 
-‐ High quality products and materials 

 
 
The expertise, personal touch and quality of craftsmanship Z-Cut Metal is capable of producing 
allows the company to match its clients’ vision with its final products - from consultation to 
completion. Its specialized equipment and small company size allows Z-Cut Metal to offer high 
quality workmanship at an excellent price. As the sole Z-Cutter user in Western Canada and US, 
management can offer clients over 80% reduced costs that this specialized equipment offers, and 
open the door to repeat business over future years of operations. 

 

2.4 Contractors, Vendors and Materials 
 
Z-Cut Metal will leverage Grant Kingston’s contacts and purchasing experience to acquire quality 
material at a competitive price. 
 
List of Vendors 
 

• Vendor Company 1  - supplier of stainless steel and aluminum material (Penticton, BC) 
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• Vendor Company 2  - supplier of stainless steel and aluminum material (Coquiltlam, BC) 
• Vendor Company 3  - suppliers of consumables (daily products used for 

fabrication/installation) (Burnaby, BC) 
• Vendor Company 4  - suppliers of sign fabrication materials (Burnaby, BC) 
• Vendor Company 5  - suppliers of welding supplies (Burnaby, BC) 

 

Grant has dealt with these companies for the past 5 years and has an excellent personal working 
relationship with each. 
 
 
 
 
Contractors 
 
Okanagan Signs 
Z-Cut Metal’s primary contractor for the installation of finished sign products is Okanagan Signs. 
Okanagan owns 3 crane trucks that are required to install most signs. Mr. Kingston has an 8-year 
working relationship with the owner and has established an agreement on future sign installation 
jobs together. Z-Cut Metal will add X-Y% on Mainland’s price for any work done by their company 
for installation. This price will be included in the original bid. 
 
 

3.0 Market 

 

3.1 Target Market Profile 
 
Z-Cutter Target Market - High-End Retailers 

The Z-Cutter equipment generates work for high-end store front retail stores as the end user. Z-
Cut Metal’s target market for these products include architects, interior designers, millworkers 
(such as Ace Millwork) and firms such as Europe-based Ganter Interior who have contracts for 
construction and design services with premium retail customers in Vancouver such as Tiffany’s, 
Prada, Louis Vutton, Coach and Bebbery. Z-Cutting is used in approximately 90% of the stainless in 
each store. There are 32 new Prada stores, 9 Tiffany’s, and 14 Louis Vuitton stores being built 
through to 2013. 

This target market purchases largely through relationship and reputation of its vendors. Grant 
Kingston has been working with Ganter for the past 10 months; he has a working relationship with 
the North American Production Manager, who is actively seeking a metal shop on the West Coast 
to perform its Z-Cut work now and into the future. Management is expecting to obtain the job 
contract on at least 40% of the aforementioned store openings. 
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Signage Target Market: Construction Services 

Grant Kingston currently works with two sign businesses at this time, Mainland Signs and Anchor 
Signs, providing all fabrication work for these companies. The formation of Z-Cut Metal will allow 
Kingston to obtain all the work from these clients without having to contract out any services. 
Contracts in this target market are construction companies such ABC Construction Services and 
other construction services firms. Z-Cut Metal’s sales force will seek out jobs within this target 
market, and be informed on future projects in both the private and government sectors.  

 

Food and Beverage Target Market: Hotels & Restaurants Renovations & Openings  

The target market for Z-Cut Metal’s food and beverage industry work are restaurant owners and 
operators that are opening new restaurants in the Okanagan. These customers range from 
independent privately-owned restaurant owners to franchises such as Boston Pizza and Cactus Club. 
Grant Kingston has done work for several of these restaurants in the past, and has a working 
relationship with the project designer for all Cactus Club, Ricky’s, Fatburger and Thrifty’s brands. 
Management is confident they will acquire future work on his projects. The company also will 
target key hotel managers for kitchen and sign renovation. 

Growing Industry 

British Columbia has the highest density of food establishments in the country, with 244 locations 
per 100,000 population9. And this industry is growing; between 1999 and 2008 total revenue for 
restaurants and food eating places has risen by 41.4%, with over 25% of these sales derived from 
BC’s growing tourism industry10. This indicates a consistently growing demand for work in both 
signage and stainless steel food provisions products for commercial kitchen renovations in this 
market. 
 

Complete List of Potential Markets 

A full list of potential markets include but are not limited to the following (both Canadian and US 
markets): 

• Food and beverage industry  
• Hotel and hospitality industry 
• Government 
• Hospital and health care 
• High-end retailers and commercial organizations 
• Cruise ship lines (both on-board signage and stainless) 
• Agriculture and farming industries 
• Aviation  
• Kitchen design companies 
• Food processing plants 
• Millwork companies 
• Construction industry 

                                            
9 Tourism Sector Monitor, January 2010, BC Stats. 
http://www.bcstats.gov.bc.ca/Publications/PeriodicalsReleases/TourismSectorMonitor.aspx 
10 Statistics Canada & BC Stats 
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3.2 Estimated Sales and Market Share 
 
The company is expected to obtain 100% of the market for the Z-Cutter jobs on the West Coast 
and Northwestern states in the US, and expects to gain 10-20% market share for signage and 
stainless metal work. Revenue projections for years 1-3 are $894,450, $1,252,230 and $1,753,122 
respectively. 
 
 

Year  Z-Cutter Sales Stainless Sales Signs Sales Total Sales 

1 $280,000 $550,000 $505,000 $1,335,000 

2 $392,000 $770,000 $707,000 $1,869,000 

3 $548,800 $1,078,000 $989,800 $2,616,600 

 
 

3.3 Rules of Purchase  
 
This market is highly price-sensitive, and General Contractors who often make the purchasing 
decision are working on a very strict time schedule for their projects. They will select companies for 
work based on working relationship, reputation and past track record of timely and quality 
workmanship. This is an excellent advantage for Z-Cut Metal as it leverages Grant Kingston’s 15 
years of experience building relationships and a strong reputation for his work.  
 
 
3.4 Buying Process 
 
Jobs are gained through a sales force, which will make contact with the appropriate personnel in 
the public bidding projects. After Z-Cut Metal gains a bid, they sign a project completion contract 
and begin the fabrication. Payment in this industry is generally X-Y-Z-10%; Clients pay X% of the 
total job as down payment, Y% at midway completion, Z% at delivery of product and 10% held 
back until final inspection of product is check for any deficiencies (typically received 1 week after 
delivery). 
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4.0 Competition 
 

4.1 Direct Competitors 
 

Competitors offering Z-Cutting-produced products: 

All Z-Cutter-operating competitors are in Eastern Canada and the US. Canadian competitors 
include: 

 

Z-‐Cutter	  Competitor	   Location	  

I	  Metal	   Toronto,	  ON	  
Visual	  Elements	  	   Concord,	  ON	  
Forte	  Fixtures	   Vaughan,	  ON	  
Roy	  Metals	   Montmagny,	  QC	  
Phoenix	  Metals	   Houston,	  TX	  

  

I Metal, Visual Elements and Forte Fixtures are all located within less than 30 minutes from each 
other in Ontario, and Roy Metals currently owns two Z-Cutting machines. Although there is a large 
demand for Z-Cut work in Canada, the majority of the competitor’s clients are US-based customers, 
who are waiting on the purchase or financing of a Z-Cutting machine themselves, or have too little 
work to justify the cost of the machine. Currently there are no competitors with Z-Cutting 
equipment in Western Canada or North Western US, which provides a strong opportunity for Z-Cut 
Metal in this market.  

 

Commercial Signage Competitors 

Sign	  Competitor	   Location	  

Alpha	  Neon	   Penticton,	  BC	  
Knight	  Signs	   Delta,	  BC	  
Galaxie	  Signs	   Burnaby,	  BC	  
Imperial	  Signs	   Port	  Coquitlam,	  BC	  
Atlas	  Signs	  and	  Awnings	   Langley,	  BC	  

 

The commercial sign competitors above offer very similar sign-exclusive products. Z-Cut Metal will 
differentiate from these competitors by also offering its stainless products, decreasing costs and 
number of sub-contractors required for the General Manager (or individual making the purchasing 
decision). In the case of a new restaurant opening, for example, it will require a custom 
commercial kitchen built along with a new sign. By selecting Z-Cut Metal, the General Contractor 
will be exempt from one additional sub contractor, which offers a significant benefit to this target 
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market considering the strict time frame they constantly operate under. This is a significant 
competitive edge over the individual sign or stainless shop. 

 

Steel and Aluminum Custom Metal Fabrication Competitors 

 

Stainless	  Steel	  Competitor	   Location	  
Quest	  Metals	   Vancouver,	  BC	  
Metallica	   Surrey,	  BC	  
KSM	  Stainless	   Langley,	  BC	  
304	  Stainless	   Vancouver,	  BC	  
Epic	  Metalworks	   Coquitlam,	  BC	  

 

As mentioned in Section 1.2, the Steel and Aluminum Custom Metal Fabrication Industry in Canada 
and US have low concentration market share, and the top 5 competitors above claim similar market 
share. Again, Z-Cut Metal will differentiate from competitors by eliminating the need for two sub 
contractors with its combined services. With competitive pricing, high quality workmanship and fast 
turnaround time on jobs, this additional feature offers a significant competitive advantage in the 
Okanagan market. 

 

4.2 Indirect Competitors 
 

The primary indirect competition is companies based out of China that manufacture stainless steel 
commercial kitchen equipment and other pre-made metal products, offering competition for 
commercial kitchen renovation clients. One advantage to this option is that they are often lower in 
cost. However most new commercial kitchens and construction jobs call for custom sizes due to 
size restraints of the building they are in. These Chinese products also tend to be lower quality 
products as these manufacturers focus on a high quantity, low-cost model. Grant Kingston has 
found during his 15 years of experience in the industry that many General Contractors are 
dissatisfied with these competitors, and end up requiring contractors to repair or replace the items. 
Z-Cut Metal differentiates from these competitors through its local presence, higher-priced quality 
workmanship and custom ‘dream-to-reality’ capabilities. 

 

4.3 Competitive Edge 
 
Z-Cut Metal’s competitive edge lies in its unique business model: high quality workmanship, fast 
and reliable turnaround, specialized V-groomed equipment and reduced ‘one-stop-shop’ costs.  
 
The company offers high quality workmanship and does not overbid on more projects than 
capacity can handle, as most competitors do in this industry. The result is faster and more reliable 
turnaround time, and satisfied general contractors. This combined with Z-Cut Metal’s one-stop-
shop benefit for clients means that they can minimize the number of contractors for their clients, 
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saving them valuable time and money. The company also has the Western Canada market for Z-
Cut metal products, which when combined with the extensive skill and experience of management 
provides Z-Cut Metal with a significant competitive advantage in this market.  

 

5.0 Marketing  
 

5.1 Positioning 
 
Z-Cut Metal will initially gain market share by positioning itself through its unique Z-Cutting product 
attribute, as the sole supplier/fabricator of such Z-Cut products on the West Coast, Pacific 
Northwest and west area of Houston, Texas. This niche equipment will help gain confidence, trust 
and relationship with clients, and get the ‘foot in the door’ for further product offering. Thus 
leveraging its ‘one-stop-shop’ attributes and benefit. The combination of quality workmanship, 
strict timing and turnaround on jobs (will not over-extend on jobs accepted) and cost savings will 
position Z-Cut Metal favorably in this market, as an attractive choice for long-term repeat business 
with its clients.  
 
 
5.2 Sales Strategy & Tactics 
 
Z-Cut Metal’s primary strategy to gain clients is through an effective sales team with a strong track 
record and industry experience. The company will begin with one representative for the first six 
months, and hire 1-2 reps over the following year as the company grows. As the company expands, 
the sales team will grow accordingly to achieve financial objectives. The sales representatives will 
be paid competitively on a percentage of gross sales (8%), and these efforts will be supplemented 
by $500 per month of advertisement, which includes a direct marketing campaign that runs year-
round that is highly targeted to contractors, millworkers, designers and new restaurant owners. 
The direct marketing piece will consist of snail mail marketing pieces for the purpose of creating 
brand awareness of Z-Cut Metal’s Z-Cutter abilities, expertise and “one-stop-shop” unique selling 
proposition. Management will also generate significant income by Grant Kingston’s available job 
bids, and leveraging his network to create new and repeat business with these clients.  
 
 
5.3 Pricing Strategy 
 
Management will execute value-based pricing with its niche Z-Cutting products, and offer 
competitor-based pricing for its custom steel and aluminum metal products. This will allow the 
company to gain bids with new general contractors and customers, and deploy its long-term 
strategy of selling its full range of products to clients over time. With Z-Cut Metal the client enjoys 
a significant price reduction with fewer sub contractors and a close-proximity metal shop. 
 
Management aims to be priced approximately X-Y% less than Z-Cut Metal’s major competitors, 
while simultaneously falling within the required cost range of: 
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• $90-105 shop rate 
• Cost plus 30-35% field rate11 on materials 
• $65-75 hourly wage per employee 

 

6.0 Organization 

 
6.1 Owner Biography 
 

Grant Kingston, Production Manager 
 
Grant is the production manager for Z-Cut Metal. His responsibilities include custom metal 
fabrication and production head on all jobs, as well as material sourcing, acquiring new bids and 
managing the servicing of Z-Cut Metal’s products and services. He has worked as a steel and sign 
apprentice between the years 199X-199X, and as a professional journeyman from 199X until 
present. The following is a brief description of his experience in the industry over the past several 
years. 
 
Employment Experience 
 
(Insert bio) 
 
 
Projects 
 
Stainless Steel 

• Insert companies: fabrication and installation of custom stainless steel products including 
galleys, bars and food provisions 

• ABC Interiors: Fabrication of high-end custom stainless steel store fronts and displays for 
retailers including Louis Vuitton, Prada, Tiffany’s, and Coach 

 
Grant has also led the fabrication and installation of commercial kitchens, cruise ship galleys, 
stainless kitchens, various different hand railings, hospital equipment, food packing conveyor 
systems, and various other custom stainless products. 
 

 

Sign Fabrication and Installation 

Over the past 12 years Grant has led the fabrication and supervised the installation of many signs 
in and around Alberta and the Okanagan.  From beginning to end, he has been an integral part of 
the full process of the following categories: Blueprint/drawing reading, layout, shearing and 
forming, welding, polishing and installation of finished product. As a foreman and production 
manager his role included job estimation, ordering materials and supplies, scheduling jobs and 

                                            
11 Jobs requiring employees to work out of the shop 
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employees, hiring of qualified journeyman and apprentices as well as the actual fabrication and 
installation of all products. His sign portfolio is significant and includes but is not nearly limited to 
the following signs: 
 

• (Client list) 
 
 
This combination of trade skills and industry contacts and experience makes Grant an ideal 
production manager for Z-Cut Metal, and a crucial element to the company’s success. 
 
 

Ryan White, CEO 
 
Ryan White serves as the CEO of Z-Cut Metal Inc., and his duties include overseeing the 
administration and management of staff, creating sales, cash flow management and leading the 
overall vision and direction of the company. His strong business background in the real estate 
market, construction and business administration, as well as roles in past and present organizations 
provides the ideal combination of skills and experience to ensure the success of this company. 
 

Experience 

Ryan has spent the past 15 years as a property and construction manager with his family’s real 
estate portfolio. He graduated from ABC in 1990 and proceeded to complete business 
administration and marketing programs at ABC College. Construction management involved 
consistently sourcing skilled and effective trades, monitoring, coordinating with and constantly 
negotiating with trades and labourers to ensure the safe, on-schedule, on-budget and proper 
completion of projects. 

 

Occupational Health and Safety Coordinator 

From 200X-200Y Mr. White worked as the Occupational Health and Safety Coordinator and Lead 
Ramp Service Clerk for ABC Company. His duties included actively administering, monitoring and 
enforcing regulatory labour codes while ensuring the maintenance of proper procedural guidelines. 
He coordinated monthly H&S meetings, conducted workplace inspections, audits, incident analysis 
reports, and accident investigations as primary liaison to Health Canada and other regulatory 
bodies. He also acted in a lead capacity for 10 hours a week which included coordinating ramp 
operations for flights, training new employees, and performing general supervisory tasks such as 
scheduling, flight reports and manpower planning. 

 

Board of Directors, Hellenic Housing Society 

Ryan has served on the Board of Directors for the ABC Corporation for the past several years. This 
is a non-profit organization dedicated to finding suitable low-income housing for seniors. Ryan has 
served as both the Treasurer and Vice-President of this multi-million dollar a year operation and 
has established several municipal and provincial government contacts. He has helped raise 
hundreds of thousands of dollars for the continued development of this society and secured 
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millions for building improvements and expansion through government sources over the next 4 
years. 

Ryan’ combination of business, finance, and management skills, coupled with his extensive 
administrative abilities and contacts in government and the industry are a all crucial elements to Z-
Cut Metal’s success. It brings a strong level of structure, vision and management to the company in 
its current start-up phase and its objective of meeting its financial goals over the next 3 years.  

 

6.2 Ownership 
 
100% of the company is owned by Ryan White until such time that the company works off its debt. 
At this point, X% of the company will be transferred to company partner, Grant M. Kingston. 
 
 

 

7.0 Key Risks 

 

7.1 Description of Key Risks 
 

New Business 
The opening of a new business is always a risk. Mr. White and Mr. Kingston have spent several 
months researching the industry extensively, and believe that there is a strong opportunity to profit 
from this unique ‘one-stop-shop.’ The company has pre-existing demand for job bids, an excellent 
track record of jobs and working relationships in the market, and is structured accordingly to 
minimize the risk when entering the market. However, there are many variables to a start-up which 
provide significant risk in the effort to achieve a competitive stance in the market place.  
 
Rising Aluminum/Steel Costs 
Any increases in aluminum and/or steel costs would be reflected in Z-Cut Metal’s pricing and could 
lead to decrease in demand within the industry and its clients. However, Z-Cut Metal competes in 
the custom metal job niche, which is much less affected by these factors. In addition, the 
company’s quality workmanship and wide product breadth can help the company maintain 
flexibility in source metal used, and maintain a strong level of market share in the case of this 
event. 
 
Z-Cutting Competition 
Currently Z-Cut Metal is the only fabrication company in Western Canada with Z-Cutting equipment. 
The acquisition of this machine by a competitor(s) in the near or distant future could negatively 
decrease market share of this niche market and reduce sales.  
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Economic Downturn 
Z-Cut Metal’s business is highly correlated to the level of spending in the construction industry, 
therefore is highly affected by any changes in economic state. However, as previously stated, Z-Cut 
Metal’s position as the solution for custom job niche is significantly less affected as other 
businesses in this industry in the event of economic downturn.  
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8.0 Financial Requirements & Cash Flow Projections 
 

8.1 Type and Amount Required 

 
Management is seeking $250,000 in debt financing to be repaid within 18 months of operations. 
The use of funds is contribution to start-up costs between the first 6 months of operations. 

 

Start Up Costs For Z-Cut 
Metal 

    
     Door Opening Cost 

    
     Machinery*   Other Startup Costs  
Press Brake $53,043  Shelving $7,500 
Shear $40,869  Fab./Layout tables $1,500 
Z-Cutter $90,100  Rolling tables $1,500 
Iron Worker $7,285  Die racking $750 
4' Box and Pan Brake $4,595  Paint guns $1,500 
Cold Cut Saw $4,295  Paint ventilation $2,500 
Radial Arm Saw $3,000  Booth Materials and Fab. $7,500 
Power Rolls $3,695  Make up Air $1,500 
Notcher $7,195  Welding $1,000 
Air Compressor $5,000  Fabrication $1,500 
Metal Polisher $6,115  Hardware $750 
Band Saw $3,000  Desks $3,500 

   
File Cabinets $750 

   

Computers, Printer, Office 
Electronics 

$3,500 

   
Supplies $500 

   
Electric	  Hand	  Tools	   $2,500 

    
 

   
Total Cost $266,442 

Total Equipment Costs $228,192  Plus 25% Error Allowance $333,053 

 
  

  
     Working Capital (3 months)   

  
   

  Wages $14,760  
  Materials $34,650  
  Lease $24,000  
  Selling & Marketing $9,900  
  Total Working Capital $83,310  
  

   
     
  Total Start-Up Cost $416,363  
   

*Note: See Appendix for detailed equipment description and specifications
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8.2 Pro-Forma Income Statement  
 

 

 
  

Z-Cut Metal Inc.
Pro-forma Income Statement For Period Ending:

Sept Oct Nov Dec Jan Feb March April May June July August Total Total Total
Period Starting: Y1 Y2 Y3

Sales
  V-Groover Revenue 10,000 10,000 15,000 20,000 20,000 25,000 30,000 30,000 30,000 30,000 30,000 30,000 280,000 392,000 548,800
  Stainless Revenue 15,000 20,000 20,000 20,000 25,000 25,000 50,000 75,000 75,000 75,000 75,000 75,000 550,000 770,000 1,078,000
  Signs Revenue 0 5,000 10,000 20,000 20,000 25,000 50,000 75,000 75,000 75,000 75,000 75,000 505,000 707,000 989,800
Total Revenues 25,000 35,000 45,000 60,000 65,000 75,000 130,000 180,000 180,000 180,000 180,000 180,000 1,335,000 1,869,000 2,616,600

Cost of Sales
  COGS 8,250 11,550 14,850 19,800 21,450 24,750 42,900 59,400 59,400 59,400 59,400 59,400 440,550 616,770 863,478
Total Cost of Sales 8,250 11,550 14,850 19,800 21,450 24,750 42,900 59,400 59,400 59,400 59,400 59,400 440,550 616,770 863,478

Gross Profit 16,750 23,450 30,150 40,200 43,550 50,250 87,100 120,600 120,600 120,600 120,600 120,600 894,450 1,252,230 1,753,122

Expenses
Promotions and Selling Expense 500 500 500 500 500 500 500 500 500 500 500 500 6,000 6,000 6,000
Lease (triple net - includes utilities) 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 96,000 96,000 96,000
Salaries, Wages and Benefits 4,920 4,920 4,920 4,920 4,920 4,920 24,180 24,180 24,180 24,180 24,180 24,180 174,600 192,060 211,266
Sales Rep Commission 2,000 2,800 3,600 4,800 5,200 6,000 10,400 14,400 14,400 14,400 14,400 14,400 106,800 149,520 209,328

Total Expenses 15,420 16,220 17,020 18,220 18,620 19,420 43,080 47,080 47,080 47,080 47,080 47,080 383,400 443,580 522,594

Net Income (Loss) $1,330 $7,230 $13,130 $21,980 $24,930 $30,830 $44,020 $73,520 $73,520 $73,520 $73,520 $73,520 $511,050 $808,650 $1,230,528

Cumulative Net Income (Loss) 1,330 8,560 21,690 43,670 68,600 99,430 143,450 216,970 290,490 364,010 437,530 511,050 511,050 1,319,700 2,550,228

August 31, 2013
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8.3 Pro-Forma Cash Flow Statement 
 

Pro-Forma Cash Flow Statement Year 1 

 

 

 

 

Z-Cut Metal Inc.
Pro-Forma Cash Flow Statement For Year Ending:

September October November December January February March April May June July August Total
Month: Y1

Sales  
  Z-Cutter Revenue $10,000 $10,000 $15,000 $20,000 $20,000 $25,000 $30,000 $30,000 $30,000 $30,000 $30,000 $30,000 $280,000
  Stainless Revenue $15,000 $20,000 $20,000 $20,000 $25,000 $25,000 $50,000 $75,000 $75,000 $75,000 $75,000 $75,000 $550,000
  Signs Revenue $0 $5,000 $10,000 $20,000 $20,000 $25,000 $50,000 $75,000 $75,000 $75,000 $75,000 $75,000 $505,000
Total Revenue $25,000 $35,000 $45,000 $60,000 $65,000 $75,000 $130,000 $180,000 $180,000 $180,000 $180,000 $180,000 $1,335,000

Cash In     
Z-Cutter Cash (100%) $10,000 $10,000 $15,000 $20,000 $20,000 $25,000 $30,000 $30,000 $30,000 $30,000 $30,000 $30,000 $280,000
Sign/Stainless Cash Receipts (80%) $12,000 $20,000 $24,000 $32,000 $36,000 $40,000 $80,000 $120,000 $120,000 $120,000 $120,000 $120,000 $844,000
Previous Month Credit Sales (20%) $5,000 $8,000 $11,000 $16,000 $17,000 $20,000 $36,000 $51,000 $51,000 $51,000 $51,000 $51,000 $368,000

Total Cash Receipts $27,000 $38,000 $50,000 $68,000 $73,000 $85,000 $146,000 $201,000 $201,000 $201,000 $201,000 $201,000 $1,492,000

Cash Out
Promotions and Selling Expense $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 $6,000
Lease (triple net - includes utilities) $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $96,000
Salaries, Wages and Benefits $4,920 $4,920 $4,920 $4,920 $4,920 $4,920 $24,180 $24,180 $24,180 $24,180 $24,180 $24,180 $174,600
Sales Rep Commission Credit (2 mths) $0 $0 $2,000 $2,800 $3,600 $4,800 $5,200 $6,000 $10,400 $14,400 $14,400 $14,400 $78,000
Z-Cutter Materials (100%) $3,500 $3,500 $5,250 $7,000 $7,000 $8,750 $10,500 $10,500 $10,500 $10,500 $10,500 $10,500 $98,000
Stainless Job Materials (30 days) $0 $4,500 $7,500 $9,000 $12,000 $13,500 $15,000 $30,000 $45,000 $45,000 $45,000 $45,000 $271,500

   
Total Cash Payments $16,920 $21,420 $28,170 $32,220 $36,020 $40,470 $63,380 $79,180 $98,580 $102,580 $102,580 $102,580 $724,100

Cashflow Surplus/Deficit (-) $10,080 $16,580 $21,830 $35,780 $36,980 $44,530 $82,620 $121,820 $102,420 $98,420 $98,420 $98,420 $767,900

Opening Cash Balance $20,000 $30,080 $46,660 $68,490 $104,270 $141,250 $185,780 $268,400 $390,220 $492,640 $591,060 $689,480 $20,000

Closing Cash Balance $30,080 $46,660 $68,490 $104,270 $141,250 $185,780 $268,400 $390,220 $492,640 $591,060 $689,480 $787,900 $787,900

August 31, 2013
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Pro-Forma Cash Flow Statement Year 2 

 

 

 

 

 

 

Z-Cut Metal Inc.
Pro-Forma Cash Flow Statement For Year Ending:

September October November December January February March April May June July August Total
Month: Y2

Sales  
  Z-Cutter Revenue $30,000 $30,000 $30,000 $30,000 $30,000 $30,000 $30,000 $30,000 $38,000 $38,000 $38,000 $38,000 $392,000
  Stainless Revenue $51,333 $51,333 $51,333 $51,333 $51,333 $64,167 $64,167 $77,000 $77,000 $77,000 $77,000 $77,000 $770,000
  Signs Revenue $47,133 $47,133 $47,133 $47,133 $47,133 $58,917 $58,917 $70,700 $70,700 $70,700 $70,700 $70,700 $707,000
Total Revenue $128,467 $128,467 $128,467 $128,467 $128,467 $153,083 $153,083 $177,700 $185,700 $185,700 $185,700 $185,700 $1,869,000

Cash In     
Z-Cutter Cash (100%) $30,000 $30,000 $30,000 $30,000 $30,000 $30,000 $30,000 $30,000 $38,000 $38,000 $38,000 $38,000 $392,000
Sign/Stainless Cash Receipts (80%) $78,773 $78,773 $78,773 $78,773 $78,773 $98,467 $98,467 $118,160 $118,160 $118,160 $118,160 $118,160 $1,181,600
Previous Month Credit Sales (20%) $35,120 $35,120 $35,120 $35,120 $35,120 $42,400 $42,400 $49,680 $51,280 $51,280 $51,280 $51,280 $515,200

Total Cash Receipts $143,893 $143,893 $143,893 $143,893 $143,893 $170,867 $170,867 $197,840 $207,440 $207,440 $207,440 $207,440 $2,088,800

Cash Out
Promotions and Selling Expense $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 $6,000
Lease (triple net - includes utilities) $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $96,000
Salaries, Wages and Benefits $16,005 $16,005 $16,005 $16,005 $16,005 $16,005 $16,005 $16,005 $16,005 $16,005 $16,005 $16,005 $192,060
Sales Rep Commission Credit (2 mths) $14,400 $14,400 $10,277 $10,277 $10,277 $10,277 $10,277 $12,247 $12,247 $14,216 $14,856 $14,856 $148,608
Z-Cutter Materials (100%) $10,500 $10,500 $10,500 $10,500 $10,500 $10,500 $10,500 $10,500 $13,300 $13,300 $13,300 $13,300 $137,200
Stainless Job Materials (30 days) $45,000 $29,540 $29,540 $29,540 $29,540 $29,540 $36,925 $36,925 $44,310 $44,310 $44,310 $44,310 $443,790

   
Total Cash Payments $94,405 $78,945 $74,822 $74,822 $74,822 $74,822 $82,207 $84,177 $94,362 $96,331 $96,971 $96,971 $1,023,658

Cashflow Surplus/Deficit (-) $49,488 $64,948 $69,071 $69,071 $69,071 $96,044 $88,659 $113,663 $113,078 $111,109 $110,469 $110,469 $1,065,142

Opening Cash Balance $787,900 $837,388 $902,337 $971,408 $1,040,479 $1,109,550 $1,205,594 $1,294,253 $1,407,917 $1,520,995 $1,632,104 $1,742,573 $787,900

Closing Cash Balance $837,388 $902,337 $971,408 $1,040,479 $1,109,550 $1,205,594 $1,294,253 $1,407,917 $1,520,995 $1,632,104 $1,742,573 $1,853,042 $1,853,042

August 31, 2014
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Pro-Forma Cash Flow Statement Year 3 

 

 

Z-Cut Metal Inc.
Pro-Forma Cash Flow Statement For Year Ending:

September October November December January February March April May June July August Total
Month: Y3

Sales  
  Z-Cutter Revenue $36,587 $36,587 $36,587 $36,587 $36,587 $45,733 $45,733 $54,880 $54,880 $54,880 $54,880 $54,880 $548,800
  Stainless Revenue $71,867 $71,867 $71,867 $71,867 $71,867 $89,833 $89,833 $107,800 $107,800 $107,800 $107,800 $107,800 $1,078,000
  Signs Revenue $65,987 $65,987 $65,987 $65,987 $65,987 $82,483 $82,483 $98,980 $98,980 $98,980 $98,980 $98,980 $989,800
Total Revenue $174,440 $174,440 $174,440 $174,440 $174,440 $218,050 $218,050 $261,660 $261,660 $261,660 $261,660 $261,660 $2,616,600

Cash In     
Z-Cutter Cash (100%) $36,587 $36,587 $36,587 $36,587 $36,587 $45,733 $45,733 $54,880 $54,880 $54,880 $54,880 $54,880 $548,800
Sign/Stainless Cash Receipts (80%) $110,283 $110,283 $110,283 $110,283 $110,283 $137,853 $137,853 $165,424 $165,424 $165,424 $165,424 $165,424 $1,654,240
Previous Month Credit Sales (20%) $48,085 $48,085 $48,085 $48,085 $48,085 $60,107 $60,107 $72,128 $72,128 $72,128 $72,128 $72,128 $721,280

Total Cash Receipts $194,955 $194,955 $194,955 $194,955 $194,955 $243,693 $243,693 $292,432 $292,432 $292,432 $292,432 $292,432 $2,924,320

Cash Out
Promotions and Selling Expense $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 $6,000
Lease (triple net - includes utilities) $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $8,000 $96,000
Salaries, Wages and Benefits $17,606 $17,606 $17,606 $17,606 $17,606 $17,606 $17,606 $17,606 $17,606 $17,606 $17,606 $17,606 $211,266
Sales Rep Commission Credit (2 mths) $14,856 $14,856 $13,955 $13,955 $13,955 $13,955 $13,955 $17,444 $17,444 $20,933 $20,933 $20,933 $197,174
Z-Cutter Materials (100%) $12,805 $12,805 $12,805 $12,805 $12,805 $16,007 $16,007 $19,208 $19,208 $19,208 $19,208 $19,208 $192,080
Stainless Job Materials (30 days) $44,310 $41,356 $41,356 $41,356 $41,356 $41,356 $51,695 $51,695 $62,034 $62,034 $62,034 $62,034 $602,616

   
Total Cash Payments $98,077 $95,123 $94,222 $94,222 $94,222 $97,423 $107,762 $114,453 $124,792 $128,280 $128,280 $128,280 $1,305,136

Cashflow Surplus/Deficit (-) $96,878 $99,832 $100,733 $100,733 $100,733 $146,270 $135,931 $177,980 $167,641 $164,152 $164,152 $164,152 $1,619,184

Opening Cash Balance $1,853,042 $1,949,920 $2,049,752 $2,150,484 $2,251,217 $2,351,950 $2,498,220 $2,634,151 $2,812,130 $2,979,771 $3,143,922 $3,308,074 $1,853,042

Closing Cash Balance $1,949,920 $2,049,752 $2,150,484 $2,251,217 $2,351,950 $2,498,220 $2,634,151 $2,812,130 $2,979,771 $3,143,922 $3,308,074 $3,472,226 $3,472,226
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8.4 Assumptions To Financial Documents 
 

Financials are based on pro-forma projections, and are subject to significant variation. The 
following are assumptions to financial documents: 
 

• Revenue will increase by 40% from years 1-2 and 2-3 respectively 
• Salary expense will increase by 10% from years 1-2 and 2-3 due to increased workload 
• Materials represent 1/3 (approx. 33%) of goods sold, represented in COGS  
• Materials have a 30 days payables period with no penalty. Assumption is that all materials 

will be paid within 30 days 
• Signs & Stainless Steel and Z-Cutter revenues are paid 30/30/30/10% as per industry 

standards: 
o 30% paid as down payment 
o 30% paid at midway completion 
o 30% paid upon delivery of product  
o 10% paid upon final inspection of product (typically 1 week after delivery) 
o All cash receipts for Z-Cutter are received within month of sale 
o Based on average job completion timeline of Signs/Stainless Steel job timelines, 

80% cash receipt of job will be received the same month as sale, and final 20% will 
be received the following month 

• Wage costs will increase by 10% from years 1-2 and 2-3 respectively to meet sales growth 
  




