Business Plan for
Fashion Boutique

This Business Plan for a Fashion Boutique allows entrepreneurs or
business owners to create a comprehensive and professional business
plan. This template form allows a business to outline the company's
objectives and detail both current company information as well as any past
performance. Companies should include a complete market analysis in
their plan to help showcase why their business strategy will be effective in
the market. Future company plans, including production targets,
management strategy, and financial forecasting, should be used to
demonstrate and confirm that the company's short-term and long-term
objective can and will be met. This model plan can be customized to best
fit the unique needs of any entrepreneur or owner that is seeking to create
a strong business plan.
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Confidentiality Agreement

The undersigned reader acknowledges that the information provided by [Company Name] in this business plan is confidential; therefore,
reader agrees not to disclose it without the express written permission of [Company Name].
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information which
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[Company Name]

1.0 Executive Summary

Overview

[Company Name] is an upscale casual women's clothing boutique that will open this year. [Company Name] defines the boutique and
its essence of inclusion. [Company Name]'s clothing selections and exclusive personal style services, which include a detailed Style
Assessment, will ensure that all customers are well dressed. [Company Name] is a woman-owned business with future plans for
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Cad

dos4sale

document marketplace

1.1 Objectives DO NOT COPY
. Totum COPYRIGHTED MATERIAL
e Tomain DOCS4SALE, INC.
. Todive WWW.DOCS4SALE.COM
1.2 Mission
. Toprov

=
. docsdsale

document marketplace
1.3 Keys to Succe

1. Havingi
2. Quality product and good relationships with vendors

3. Outstanding customer service

old

jazines

Page 2



[Company Name]
|
2.0 Company Summary

[Company Name] is an upscale women's clothing boutique that intends to open in Long Island, New York. [Company Name] is not just
a name; this defines the boutique and its essence of inclusion. [Company Name] will carry beautiful designer labels for women, such
as major labels to the more obscure and luxurious handbags. [Company Name]'s clothing selections and exclusive personal style

services, which include a detailed Style Assessment that features nine different style personalities, will ensure that [Company
Name]'s customers are always well dressed.
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[Company Name]

Chart: Start-up
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[Company Name]

4.0 Market Analysis Summary

A fashion stylist is someone who selects the clothing for published editorial features, print or television advertising campaigns, music
videos, concert performances, and any public appearances made by celebrities, models or other public figures. Stylists are often part
of a larger creative team assembled by the client, collaborating with the fashion designer, photographer/director, hair
stylist and makeup artist to put together a particular look or theme for the specific project. A fashion stylist can also be referred to as a
fashion stylist, fashion editor, or celebrity stylist. This service is not readily available to the average consumer; however, [Company
Name] seeks i I i
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[Company Name]

Despite the growth of restaurants and the high traffic for the multiplex theatres, downtown remains a diversified and vibrant business
district. There are some one-of-a-kind specialty boutiques, yet there are choices galore to meet the needs of any family --
supermarkets, dry cleaners, hair stylists and barbers, hardware stores, florists, drug stores and gift shops.

The area provides jobs for 7,000 people and about one of seven of those employees are in retail businesses. There are 10 banks with
12 locations in the village, and there are services to meet most business needs -- printing, office supplies, computers and cleaning

services.
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Top Ten Factors in Deciding Where to Shop:
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[Company Name]

Table: Market Analysis

Year 1 Year 2 Year 3 Year 4 Year 5

High-Income Women, 30+, : : 646 2,778 2,917
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[Company Name]

4.2 Target Market Segment Strategy

The Primary Customer

The primary [Company Name] customer is a professional woman with a household income over $100K. Her main characteristics are

listed below:
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shopping events in the evening and also enjoys receiving special notices on sales and participating in trunk shows to garner more

savings.
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[Company Name]

4.3 Service Business Analysis

[Company Name] is considered a luxury walk-in closet boutique within the Women's Clothing Store Industry (NAICS 448120 or SIC
code 5621). Women's Clothing Store sales represent 20% of the Clothing Store Industry Group, which translates to $27.2 billion
during 2009 and $34.4 billion in 2010.

The retail sector is the second-largest industry in the United States, both in number of establishments and number of employees. It is
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[Company Name]

5.0 Web Plan Summary

The website will serve as a source of information for online visitors in addition to being a virtual storefront where clients may place
orders for [Company Name] merchandise online. [Company Name] plans to correspond its web site launch with the official launch of
the boutique. Plans for year 1 include search engine optimization and development of editorial content throughout year 2. In year 3,
[Company Name] will evaluate including ecommerce into its business model.

5.1 Website Mark
Because [Co ity endorsements and email
marketing. C lines in managing customer

data and ens

As word-of-n ature, [Company Name] will

implement th yeople log on to the Internet
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e  Build awareness of brand and services to exemplify strong store reputation.

e Provide customers with a sense of access to "inside information" and harness the power of a woman's personal network by
leveraging marketing collateral designed for sharing and encouraging referrals.

o  Utilize personal referrals and stylists to build traffic.
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[Company Name]

6.1 SWOT Analysis

The SWOT analysis provides us with an opportunity to examine the internal strengths and weaknesses [Company Name] must
address. It also allows to examine the opportunities presented to [Company Name] as well as potential threats.
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[Company Name]

6.3 Marketing Strategy
Positioning Statement

[Company Name] provides professional women with upscale designer clothing and exclusive personal services. The main competitive
advantage is the unique Style Assessment and education emphasis in helping women develop their personal style.

BRAND PER
Innovative | ¢
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Style Assess [Company Name] will be a
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[Company Name]

6.4 Sales Strategy
Product/Service Selection

To overcome seasonality concerns, [Company Name] will carry 20 percent of merchandise in fashion and wardrobe accessories.
Additionally, [Company Name] will provide alterations, personal shopping services and special ordering for our customers. Special
Orders are a huge benefit as [Company Name] obtains full-price sell-through and there is no floor space needed to sell the article.

Pricing

42% of hous \t [Company Name], owner
[Name] is vel 1id-to-high pricing. Average
price points v :us on obtaining an average

61% retail m:
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[Company Name]

6.4.1 Sales Forecast
See Sales Strategy.

Table: Sales Forecast

Year 3
Casual Top ' $55,841
Sweaters | $44 377

Pants $61,737

Dresses d 4 l $31,017
— 0CSaSadlc
document marketplace

Coats/Outerwear $27,050

Jewel $27,238

Wardrobe Acces DO NOT CO PY $21,243
ST COPYRIGHTED MATERIAL _—

Total Sales__ DOCS4SALE, INC. 2o

Direct Cost of Sa Year 3

WWW.DOCS4SALE.COM
Blouses $20,378
Knits $19,163
Skirts $16,362
Denim $14,296

Jackets/Blazers $12,886
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Alterations ' $644
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[Company Name]

Chart: Sales Monthly
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[Company Name]

7.0 Management Summary

Management Expertise

[Name] | Owner

[Name] has many vears of work experience that is directly relevant to manaaing and operating a successful clothing boutique. The

first eight ye 2 last 15 years have been
dedicated to ey disciplines for running a
successful bt
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[Company Name]

8.0 Financial Plan

The business of [Company Name] does not require substantial outlays for inventory and virtually all sales are on a cash basis, so

increases in sales will not be accompanied by initial cash-flow deficits.

8.1 Important Assumptions

Payables are
current SBA

8.2 Break-even Ai
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[Company Name]

8.3 Projected Profit and Loss

The projected Profit and Loss for three years is detailed in the table and charts following. Some assumptions and inclusions to be
noted are included in the Appendix.

Table: Profit and Loss

Direct Cost of Sa

Total Cost of Sal

Gross Margin d 4 l

Expenses O C Sdocuétg;ketpg

Advertising

Bank Service Ch $480
Education & Trai DO NOT COPY $2,000
bsurarcs - Woe COPYRIGHTED MATERIAL B0
License & Permi DOCS4SALE, INC. S0
Marketing and P! WWW.DOCS4SALE.COM $10,000
Payroll - Charges $800
Printing & reproc $1,200
Prof Fees - Lega $500
Repairs $600
Supplies - Office d $4,200
Telephone / Inter 4 1 $1,440
Payroll Taxes O C Sdocuﬁtﬁketpg $10,890
Total Operating Expenses $285,056 $305,830 $325,597

Page 19



[Company Name]
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[Company Name]

Chart: Profit Yearly
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[Company Name]

Chart: Gross Margin Monthly
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[Company Name]

8.4 Projected Cash Flow

The projected Cash Flow for three years is detailed in the table and chart following. In addition, it should be noted that [Company
Name] will establish relationships with vendors and/or representatives to determine the following to maintain cash flow:

o Average price points — this will help ensure that a good mix of prices is maintained.

e Delivery nopping time frames. For
Italian d will request the earliest
possible

e  Shipping

e Market (
aligns w

e Paymen 4 1 stand that [Company
Name] i 'm within one season.
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[Company Name]

Table: Cash Flow

Cash Sales

Sales Tax, VAT, |
New Other Liabil
Sales of Other C

New Investment

Cash Spending
Subtotal Spent o
Additional Cash

Principal Repa

Long-term Liabil

Purchase Long-t
Subtotal Cash S
Net Cash Flow
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[Company Name]

Chart: Cash
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[Company Name]

8.5 Projected Balance Sheet

All financials will be updated monthly to reflect past performance and future assumptions. Future assumptions will be based on
inventory plans from Retail Merchandising Service Automation (RMSA), economic cycle activity, regional retail indicators, apparel
trends, and future cash flow. [Company Name] works with both an Accountant and CPA whom both have personal and professional
experience in retail operations. The Company expects solid growth in net worth beyond the first fiscal year of operation.

Table: Balance St

‘
=== docsdsale

document marketplace
Accumulated De
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[Company Name]

8.6 Business Ratios

Standard business ratios are included in the following table. The ratios show a plan for balanced, healthy growth. Industry profile
ratios based on the Standard Industrial Classification (SIC) code 5621, Women's Clothing Stores, are shown for comparison.

Table: Ratios

sar 3 Industry Profile

Other Current As

Long-term Asset d 4 1

Long-term Liabil O C Sdocuﬁtg;ketpg

Net Worth

Percent of Sales

Gross Margin DO NOT COPY

Advertising Expe COPYRIGHTED MATERIAL
DOCSA4SALE, INC.

Current WWW.DOCS4SALE.COM

Total Debt to Tot

Pre-tax Return o

Additional Ratios

Return on Equi

Activity Ratios

e docsdsale
document marketplace

Debt to Net Wort

Net Working Capital $120,595 $159,681 $190,266
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Acid Test
Dividend Payout

[Company Name]
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Table: Sales Forecast

Casual Tops
Sweaters
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Dresses
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Appendix
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Wardrobe Accessories

necial Orders

Subtotal Direct Cost of Sales

$1,445.
$1,113

Appendix
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$1352  $1541  $1428  $1806 $1,092 $1,176

1
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Appendix

Table: Personnel
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Appendix

Table: Profit and Loss

Month 1 Month2 ~ Month3  Month4  Month6  Month6  Month7  Month8  Month9 Month 10  Month 11 Month 12
Direct Cost of Sales $0  $14,53¢ $14461  $18678  $20,104  $21234  $21,821
Total Cost of Sales $0  $14,53¢ $14461  $18678  $20,104  $21234  $21,821

$0  $2191: $21,747  $28147  $30,289  $32,002
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Prof Fees - Legal
Repairs

Supplies - Office & $350 $350 $350 $350 $350 $350 $350 $350 $350 $350 $350 $350
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Appendix

Table: Cash Flow

. 1
0 $3 a $36208  $46,825 $50,393  $53236  $54,700

Month2  Month3  Month4  Month5 Month6  Month7  Month8  Month9 Month Month Month
10 1 12

'
g:LE;J;m'VAT.HSTIGST 009 docs4sale $0 $0 $0 $0 $0

document marketplace

New Other Liabilities
interest-free

Sales of Other Current _ DO NOT COPY

e COPYRIGHTED MATERIAL
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a $15780  $15780  $15780  $16900  $16,.900
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Table: Balance Sheet

Total Current Assets

Long-term Assets

Accumulated
Depreciation

Total Assets

Liabilities and Capital

Current Liabilities

Current Borrowing

Subtotal Current
Liabilities

Long-term Liabilities

Retained Earnings

Total Capital

Appendix

Month1  Month2  Month3  Month4  Month5  Month6  Month 7

$131,982

$131,982
docsdsale

document marketplace

$407

$131,575 DO NOT COPY
Month 1 COPYRIGHTED MATERIAL
DOCS4SALE, INC.
WWW.DOCS4SALE.COM

$90,000 J
docsdsale

document marketplace

$97,800)  ($97,800)  ($9i

$55,093)  $37,384  $37,181  $40,743  $44973  $47,025  $565,020  $51,568

$128,096

$128,096

$3,260

$160,837

Month 8

$0

$21,810

$90,000

$97,800

$49,027

Month
10

$136,375  $142,189
$136,375  $142,189

$3,667 $4,074

$168,708  $174,114

Month 9 Month
10

$146,706

$146,706

$4,482

$178,224

Month
11

$97,800

$57,226

$152,411

$152,411
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