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Executive Summary

Dog Party USA will be a canine boarding and day-care facility that will target the demographic of upper middle class professionals who have to work long hours and want to know that their animals will be treated just as well, if not better, than they are at home.  Our facility will start small, and will be able to offer more attention, affection, supervision and socialization than larger kennels. 

More and more professionals are delaying child rearing or even forgoing it.  They want companionship however.  They often choose to have a pet as a companion. Many professionals spend long days at the office and would like to feel that their dog was loved and cared for while they are away.  They often have frequent travel expectations for their jobs or for leisure activities.  They want to know their pet is in good hands.

The growth in the pet industry is obvious due to the growth of stores such as Pets Plus and the pet supply isles at discount stores such as Wal-Mart.  

Objectives

1. To launch the business this year in June 2005 

2. To have sales of $25,000 per month after one year in business with a combination of boarding, day care, grooming and retail sales.

3. To break even in the second year and to be profitable by the third year with a goal of expansion.

Company Overview
Mission

To provide our dog guests with the best possible service and attention.  We want to be the leader in this industry and to increase the perceived value of the service by exceeding our clients’ expectations for dog care.  Our mission is to provide our canine guests with attention, affection, supervision and socialization in a safe and fun environment.
Keys to Success

· We are located in a growth area filled with high-income professionals whose jobs require them to be away from home from dawn to dusk. 

· We have entered an era where the family dog is considered not only a part of the family but is given almost as much consideration as a child. 

· We are in an excellent location, 15 minutes from the Northwest Arkansas Regional Airport and 3 miles from the 540 bypass in a highly visible location on Highway 112.

· We have highly developed sensibilities towards dogs and years of experience in caring for dogs.

· We will keep our overhead low and our occupancy rate high, so that we can offer upscale services at a higher price, resulting in a higher net revenue.

· We will strive to meet and exceed the expectations of our clients in order to raise the perceived value of our services.

· Both founding partners have years of administrative and organizational experience, which will result in an efficient and effective business structure.

· Both founding partners have a proven track record as professionals and are well known in the area.

Company Overview
Dog Party USA is established as a Subchapter S Corporation owned in equal parts by two founders, Chadwick Kumpe Platt and Priscilla Thompson Kumpe.

We have established the legal entity Dog Party, Inc. with the assistance of Williams and Anderson Law Firm in Little Rock, Arkansas.

Financials
Start Up Summary

The start up for Dog Party USA will be simple but fairly expensive.  The two largest concerns in starting up this kind of business have been solved: zoning and location.  We have purchased the property at 906 S. Maestri Rd., on Highway 112 in Washington County. We have been assured by county officials that there are no zoning laws specific to our situation in Washington County.  One of the founders is currently residing on the property, and the business will be located in two buildings that already exist at this property. There is also plenty of room for expansion on this property of 4.5 acres.  

The main cost of the start up will be the construction costs associated with renovating the existing buildings and the equipment costs associated with purchasing all of the kennels, cages, appliances, fencing, etc. that will be required to open the business.  All of the purchases will become depreciable assets for the company, but we will require a loan to make the initial purchase.

The two founders plan to put up as much as $10,000 of their own money and we intend to apply for a loan for the remainder of the cost of construction and equipment.

Breakdown of Start-up costs

	Start Up Expenses

Dog Party USA, Inc.
	
	

	
	
	

	Construction – Renovation of Existing Building
	
	$125,000

	Fencing (perimeter)
	
	10,500

	Exterior Kennel Runs
	
	3,700

	Interior Kennel Runs
	
	5,000

	Cages
	
	1,650

	Grooming Equipment
	
	500

	Washer & Dryer (used)
	
	300

	Dishwasher
	
	500

	Bedding for Dogs
	
	1,180

	Bedding Pads
	
	500

	Cleaning Supplies
	
	200

	Air Purifiers
	
	1,400

	Indoor Play Equipment
	
	500

	Office Equipment & Software
	
	2,000

	Retail Stock
	
	1,500

	Marketing, Logo, letterhead, etc.
	
	3,000

	Décor 
	
	3,000

	
	
	

	Total Start-up Expenses
	
	$160,430


Financial Plan

We are planning to finance the start-up the business with a combination of a personal investment, a line of credit for incidentals after start-up, and a fairly large business loan for construction and equipment.  We plan to pay off the business loan in the first five years of operation. We don’t want our monthly payments to hinder our ability to stay in business. Our main advantage is our location. Our rent can remain relatively low in the first three years due to the nature of the mortgage on the property.  We will finance the re-payment of our loan and our eventual additions through the collection of the fees for our services.  We understand that we must strive to maintain a high occupancy level (70 – 100%) in order to remain profitable and to finance growth.

Products & Services
Services
· Dog Party USA will provide day care services for dogs, and this can be purchased by the half-day, day, week, or month.  The hours for day care will be 7:00am to 6:00pm and will include feeding, exercise, hours of play and socialization with other dogs, and a special “yappy hour” treat in the afternoons.  The day-care dogs will not be kept in cages with the exception of feeding, napping and pre pick-up.

· Boarding services will be provided for those customers on vacation or out of town for business.  All of our medium to large dogs will be lodged in indoor/outdoor kennels with off-the-floor beds, bright and comfortable décor with specialty suites available for a higher price. Specialty suites will be fully decorated with furniture, rugs and TV or radio.

· Since one of the founders is living on the property, there will always be someone there to look after the welfare of the dogs and special pick-up and drop-off times can be negotiated for an extra fee.  

· Bathing and grooming will be available and a bath before going home will be included in our boarding rate.

· There will be a selection of retail purchases available in the reception area consisting of toys, treats and other pet-related goodies.

Market Overview
The market for Dog Party USA will be Washington County and the surrounding area. There are several high-income neighborhoods along Highway 112, such as Clear Creek, with more being built every day.  As awareness of the business grows through advertising and marketing, our market area will grow to attract clients from all over Northwest Arkansas, due to our proximity to the airport and to Interstate 540.  National statistics put pet ownership at about 40% of the population, but we feel this would be a conservative estimate for a rural area. Extrapolating national statistics to a local level, we have a target market of at least 30,000 dog owners in Washington and Benton Counties.   As a smaller operation that will have a large target market, we think we can expect to maintain a 70 – 90% occupancy rate after our first year. The national average is 50 to 60% occupancy rate.

Market Segmentation

Our target market consists of dog owners who treat their pets as members of the family.  They are upper-middle class to upper-income individuals whose jobs require them to be away from home a lot of the time.  They either have children that are grown, or have never had children, so their dog becomes their child.  They worry about the dog when they are away and are looking for a place that will treat their dog as well as they would if they were home.  They are willing to pay a higher price for peace of mind.

Target Market Segment Strategy

We will reach some of our target market naturally, as they live just down the street. We will also reach our target market of upper-middle class dog owners through traditional advertising (radio and print) and target marketing (retail boutiques, pet stores, and veterinary referrals) and the all-important word of mouth.  Both of the founders are well-known in the community as dog-lovers and they have lots of friends and co-workers with dogs. Chadwick in on the board of the Humane Society of the Ozarks and is currently working as co-chair of the Dogwood Walk.  She is also a volunteer at the Fayetteville Animal Shelter.  Through her position at the local NPR affiliate, she has made many media contacts in the region and has years of experience in marketing and advertising.  Her subsequent career as a successful musician in Ultra Suede and Starlight 5 has made her a visible personality in NWA.

Service Business Analysis

Our research indicates that there are only two facilities that are offering similar services in the area.  They are Dog Watch and Wallen Mountain.  Dog Watch offers a state-of-the-art facility but does not have the acreage for the dogs to run around.  Wallen Mountain has acreage, but they don’t allow the dogs to play together. Furthermore, those that are offering similar services have been quite successful and are operating at above-average occupancy levels. They are completely full during holiday seasons and other peak seasons, and none of the “model” facilities is convenient to the airport (one of them doesn’t even advertise).  Our analysis is that there is more than enough business in this particular industry and the market is nowhere near saturation. By offering a combination of interaction/playing together, lots of room to run, and nice facilities, we are positioned to become the premier facility in the area.

Competition and Buying Patterns

Due to the fact that our competitors in this industry are currently operating at capacity, our real competition comes from pet owners who don’t trust any of the existing facilities to care for the dogs as well as they could. Instead, they pay to have someone either stay at their home or to come by a few times a day.  

The majority of our initial business will come from dog owners who have not been able to board their pets at the other two kennels that offer quality service due to fact that they are full. Their regular customers reserve spaces for their pets well in advance of their vacation plans. The rest of our initial business will come from friends and acquaintances who know how much we love dogs and have confidence in our ability to care for them.

We expect our regular day care customers to use our facilities three to four days per week on average, and our regular boarding customers will take three or four week-long vacations per year.  Our day care business will average $250 per customer per month.

Strategy and Implementation Summary

Because we are a small facility, we will concentrate our marketing efforts in the Fayetteville-Springdale region at first.  We will emphasize our day care services for those professionals living in Washington County who work north of where they live with one of the many businesses associated with Wal-Mart and Tyson.  They work long hours and our facility is a convenient mid-way point for them on their way to and from work.  We will grow gradually, investing profits to finance additions, and as we grow we can widen our target market to include Benton County or to anyone who utilizes Northwest Arkansas Regional Airport.

Competitive Edge

Dog Party USA will be the first facility of its kind in the region, offering upscale housing and fancy “extras” such as the specialty suites. We are also the only upscale alternative with lots of outdoor room to run that is still located for easy access.  We also have an advantage in that one of the owners will be living on the property, which gives overnight boarders extra peace of mind.  The existing facilities in the area offer one or more of these advantages, but not all in one place.  We plan to add many value-added extras as we grow, taking our cues from national trends and good old-fashioned creativity.  We hope to add many more services in the coming years, such as training.  Our biggest edge will come when an owner drops off their dog guilt-free, because the dog is visibly excited to be there and “join the party!”

Sales Forecast

	
	        2005
	          2006
	      2007

	SALES
	
	
	

	Boarding
	90,000
	270,000
	360,000

	Day Care
	30,000
	72,000
	96,000

	Grooming
	7,200
	28,800
	36,000

	Retail
	1,500
	6,000
	12,000

	Total Sales
	128,700
	376,800
	504,000

	
	
	
	

	
	
	
	

	DIRECT COST OF SALES
	
	
	

	Boarding / Day Care
	45,600
	124,200
	148,200

	Grooming
	4,800
	15,600
	19,200

	Retail
	750
	3,000
	6,000

	Subtotal Direct Cost of Sales
	51,150
	142,800
	173,400


Management Summary

We plan to open the business with the two founders and add at least one part-time or full-time employee in the first year of operation.  We plan to utilize kennel software to organize the day-to-day operations of the business. This software will keep track of reservations, invoicing, dog needs, client preferences, food and medicine, etc.  We plan to purchase Quick Books software to keep track of bills, taxes, payroll, etc.  Our accountant is Sheryl Sandlin Harton and she has been involved in the planning stages of our business. Our attorney is Peter Kumpe at Williams and Anderson in Little Rock. We plan to use each dog’s personal vet for medical needs and to contract the services of one particular vet to use for emergency after-hours care.  We have enough knowledge in other areas of operation to get started, such as marketing and advertising and administration, and we will contract the services of an outside firm as our needs and resources dictate. 

Management Summary - Attached
Break-even Analysis - Attached
Projected Profit and Loss – Attached
Projected Monthly Income - Attached

Dog Party USA
Management Summary

	
	           2005
	            2006
	              2007

	
	
	
	

	Dog Care Assistant/Groomers 
	27,600
	86,400
	114,000

	Admin/etc.
	0
	0
	0

	Total Payroll
	27,600
	86,400
	114,000

	
	
	
	

	Total Headcount
	1
	2
	3

	Payroll Burden
	3,409
	10,870
	14,079

	Total Payroll Expenditures
	31,009
	97,070
	128,079


Break-even Analysis

Dog Party USA - Monthly

	Cost Description 
	$ Amount

	
	

	
	

	Salaries
	4,568.00

	Supplies
	100.00

	Repairs & Maintenance
	100.00

	Advertising 
	1,00.00

	Accounting & Legal
	250.00

	Rent 
	750.00

	Telephone
	150.00

	Utillities
	1,500.00

	Insurance
	500.00

	Interest
	1,500.00

	Principal portion of debt payment
	500.00

	Cleaning Supplies
	200.00


Total Fixed Expenses 


$11,118

Monthly Income at 50% Capacity 
$21,700

Break-even Capacity point = 25% Capacity

10 boarding guests for 30 days = $7,500.00

10 daycare guests for 20 days = 4,000.00

25% Capacity (not including grooming & retail) = $11,500.00 is the break-even point

Twelve-month profit and loss projection

        Fiscal Year Budget Jan-06

Dog Party USA

	%
	
	69.9
	23.3
	5.6
	1.2
	100
	
	
	4.0
	20.0
	10.4
	8.0
	
	92.0
	
	
	18.6
	2.6
	0.0
	0.5
	0.5
	4.7
	0.0
	0.6
	3.5
	0.7
	7.0
	2.3
	0.0
	7.0
	2.4
	0.9
	0.0
	0.0
	0.0
	51.4
	40.6

	Yearly
	
	90,000
	30,000
	7,200
	1,500
	128,700
	
	
	3,600
	6,000
	750
	10,350
	
	118,350
	
	
	24,000
	3,408
	0
	600
	600
	6,000
	0
	750
	4,500
	900
	9,000
	3,000
	0
	9,000
	3,150
	1,200
	0
	0
	0
	66,108
	52,242

	%
	
	69.9
	23.3
	5.6
	1.2
	100
	
	
	4.0
	20.0
	10.4
	8.0
	
	920
	
	
	18.6
	2.6
	0.0
	0.5
	0.5
	4.7
	0.0
	1.2
	3.5
	0.7
	7.0
	2.3
	0.0
	7.0
	2.4
	0.9
	0.0
	0.0
	0.0
	51.9
	40.0

	Dec
	
	15,000
	5,000
	1,200
	250
	21,450
	
	
	600
	1,000
	125
	1,725
	
	19,725
	
	
	4,000
	568
	
	100
	100
	1,000
	
	250
	750
	150
	1,500
	500
	
	1,500
	525
	200
	
	
	
	11,143
	8,832

	%
	
	69.9
	23.3
	5.6
	1.2
	100
	
	
	4.0
	20.
	10.4
	8.0
	
	92.0
	
	
	18.6
	2.6
	0.0
	0.5
	0.5
	4.7
	0.0
	0.0
	3.5
	0.7
	7.0
	2.3
	0.0
	7.0
	2.4
	0.9
	0.0
	0.0
	0.0
	50.8
	41.2

	Nov
	
	15,000
	5,000
	1,200
	250
	21,450
	
	
	600
	1,000
	125
	1,725
	
	19,725
	
	
	4,000
	568
	
	100
	100
	1,000
	
	
	750
	150
	1,500
	500
	
	1,500
	525
	200
	
	
	
	10,893
	8,832

	%
	
	69.9
	23.3
	5.6
	1.2
	100
	
	
	4.0
	20.
	10.4
	8.0
	
	92.0
	
	
	18.6
	2.6
	0.0
	0.5
	0.5
	4.7
	0.0
	1.2
	3.5
	0.7
	7.0
	2.3
	0.0
	7.0
	2.4
	0.9
	0.0
	0.0
	0.0
	51.9
	40.0

	Oct
	
	15,000
	5,000
	1,200
	250
	21,450
	
	
	600
	1,000
	125
	1,725
	
	19,725
	
	
	4,000
	568
	
	100
	100
	1,000
	
	250
	750
	150
	1,500
	500
	
	1,500
	525
	200
	
	
	
	11,143
	8,582

	%
	
	69.9
	23.3
	5.6
	1.2
	100
	
	
	4.0
	20.
	10.4
	8.0
	
	92.0
	
	
	18.6
	2.6
	0.0
	0.5
	0.5
	4.7
	0.0
	0.0
	3.5
	0.7
	7.0
	2.3
	0.0
	7.0
	2.4
	0.9
	0.0
	0.0
	0.0
	50.8
	41.2

	Sept
	
	15,000
	5,000
	1,200
	250
	21,450
	
	
	600
	1,000
	125
	1,725
	
	19,725
	
	
	4,000
	568
	
	100
	100
	1,000
	
	
	750
	150
	1,500
	500
	
	1,500
	525
	200
	
	
	
	10,893
	8,832

	%
	
	69.9
	23.3
	5.6
	1.2
	100
	
	
	4.0
	20.
	10.4
	8.0
	
	92.0
	
	
	18.6
	2.6
	0.0
	0.5
	0.5
	4.7
	0.0
	0.0
	3.5
	0.7
	7.0
	2.3
	0.0
	7.0
	2.4
	0.9
	0.0
	0.0
	0.0
	50.8
	41.2

	Aug
	
	15,000
	5,000
	1,200
	250
	21,450
	
	
	600
	1,000
	125
	1,725
	
	19,725
	
	
	4,000
	568
	
	100
	100
	1,000
	
	
	750
	150
	1,500
	500
	
	1,500
	525
	200
	
	
	
	10,893
	8,832

	%
	
	69.9
	23.3
	5.6
	1.2
	100
	
	
	4.0
	20.
	10.4
	8.0
	
	92.0
	
	
	18.6
	2.6
	0.0
	0.5
	0.5
	4.7
	0.0
	1.2
	3.5
	0.7
	7.0
	2.3
	0.0
	7.0
	2.4
	0.9
	0.0
	0.0
	0.0
	51.9
	40.0

	Jul y
	
	15,000
	5,000
	1,200
	250
	21,450
	
	
	600
	1,000
	125
	1,725
	
	19,725
	
	
	4,000
	568
	
	100
	100
	1,000
	
	250
	750
	150
	1,500
	500
	
	1,500
	525
	200
	
	
	
	11,143
	8,582

	2005
	Revenue (sales)
	Boarding 
	Day Care
	Grooming
	Retail
	Total Revenue (Sales)
	
	Cost of Sales
	Grooming
	Food & Treats
	Retail
	Total Cost of Sales
	
	Gross Profit 
	
	Expenses
	Salary expenses
	Payroll expenses
	Outside services
	Supplies (office and operating)
	Repairs and maintenance
	Advertising
	Car, delivery and travel
	Accounting and legal
	Rent
	Telephone
	Utilities
	Insurance
	Taxes (real estate, etc.)
	Interest
	Depreciation
	Cleaning Supplies
	Other  expenses (specify)
	Other expenses (specify)
	Misc. (unspecified)
	Total Expenses 
	Net profit


Monthly Income
100% Capactiy

Boarding



     40 guests @$25



$30,000 per month ($1000 per night)

Day Care

     20 Guests @ $20



   $8000 ($400 per day – 20 weekdays per month)
Total Income @ 100% Capacity = 

$38,000

75% Capacity
Boarding

     30 guests @ $25



$22,500 per month ($750 per night)

Day Care  

     15 guests @ $20



   $6000 ($300 per day – 20 weekdays)

Total Income @ 75% Capacity = 

$28,500

50% Capacity 

Boarding

     20 guests @ $25



$15,000 per month ($500 per night)

Day Care

     10 guests @ $20



   $5000 ($250 per day – 20 weekdays)

Total Income @ 50% Capacity = 

$20,000

Grooming - estimate for 10 doges per week
     $1,200 per month


        estimate for 20 doges per week
     $2,400 per month

   $30 per dog - $15 goes to groomer 

Retail - 




     $500 per month
Total Expected Income at 50% Capacity
= $21,700 per month

Total Expected Expenses


= $11,118 per month

Net Revenue @ 50% Capacity

= $10,582 per month

Net Revenue @ 75% Capacity

= $20,282 per month

Net Revenue @ 100% Capacity

= $29,782 per month
Dog Party USA
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