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Executive Summary

Corporate identity of
Elite Leads Business Development

Purpose:

Establish 60 Franchises in the 1st year
Establish 125 Franchises in the 2nd year

Generate $ 6,000,000 in sales within 2 year

Neotopia
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Executive Summary

Company Direction

In 1991, Neotopia, corporate identity for Elite Leads Business Development, was founded to assist
entrepreneurs and sales consultants develop crucial strategic alliances and provide a resource for
continuing education.

Overall, our company can be characterized as a quality professional business-to-business lead orga-
nization.

Company Overview
Background

For many years, people have struggled to find clients, spending countless hours trying to effectively
create local visibility and penetrate the corporate arena.

The condition of the industry today is such that other similar lead organizations are corporate-owned.
These organizations rely on individual members to retain sufficient membership, thus becoming a
time-consuming effort, which distracts them from the efforts of their specific business obligations.

The legal form of Neotopia is C-Corporation.  We chose the C-Corporation form because of the
broader scope of corporate identity.

Neotopia’s business headquarters is located at 1630 N Main St #439, Walnut Creek, CA, USA,
94596.  Other business locations include Silicon Valley, San Francisco and Alameda Counties.

By 1997, our operation was producing more than $60,000 in sales and 300 active members, and has
operated profitably ever since.  With the addition of ten to 15 sales consultants, revenue projected for
fiscal year 2001 without external funding is expected to be $900,000.  Annual growth is projected to
be 150% a year through 2005 without external funding.

Neotopia is at a point where the implementation of national expansion is eminent.

Objectives

Based on our projected revenues for the current fiscal year and our projected annual growth, we feel
that within two years Neotopia will be in a suitable position for an initial public offering. Our objec-
tive, at this time, is to propel the company into a prominent market position.

Capital Requirements

According to the opportunities and requirements for Neotopia described in this business plan, and
based on what we feel are sound business assumptions, our initial capital requirements are for
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$500,000.

To accomplish this goal we have developed a comprehensive plan to intensify and accelerate our
marketing and sales activities, product development, service expansion, engineering, distribution and
customer service.  To implement our plans we require an estimated total of $1,000,000 in financing
over the next five years for the following purposes:

Retain Lou Gernick past President of Midas Muffler as our franchise development firm. Mr.
Gernick has launch more than 400 franchises, including the international launch of
McDonalds for Ray Crock.

Establish the franchise throughout the United States; create national training, sales and
marketing teams.

Develop corporate identity

Hire legal counsel

We will require an additional investment of $500,000 in November in order to increase our develop-
mental capacities to meet market demand.

Management Team

Our management team consists of 3 individuals thus far.

Sharyn Abbott, President and CEO
CFO, Vice President, Finance
Terrance Butchen, Executive Business Development Officer

Their backgrounds consist of more than 40 years of business experience. Executive Business Devel-
opment Officer has 20 years of sales training and experience working with entrepreneurs.  Our CEO
and advisory staff, have a total of 50 years of corporate development with corporations such as IBM,
Compugraphic, Arthur Murray and Arthur Andersen.

Our Chief Financial Officer will have franchise experience and be on board in December/January.

Our corporate attorney, Rick Weintraub, has over 20 years of engineering and design experience
with a variety of corporate entities. As a former engineer and consultant, Mr. Weintraub brings his
unique experience to the legal and corporate needs of emerging companies.

An outside Board of Advisors, including highly qualified business and industry professionals/
experts, will assist our management team in making appropriate decisions and taking the most
effective action; however, they will not be responsible for management decisions.

Jim Fagan, President, Advanced Business Development
Kevin Gahagan, President, Boone Financial
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Richard Lambert, Partner, Prudential Commercial Real Estate
Dan Richardson, Business Attorney
Bonnie Moore, President, National Mortgage
Ed Thorpe, President, Mr. Postcard
Louise Throop, Financial Advisor
Jim Oberle, Farmers Insurance
Jodi Brioda, Lotus Construction
Shelley Smith, Steller Agency
Leni Roman, Small Business Loan Assistance

Additionally, our outside management advisors provide tremendous support for management deci-
sions and creativity.

Brad Dewan, Business Attorney
Fred DiUlus, Associate Professor, College of the Southwest
Fred Ittner, Professor, College of Alameda
Ken Madsen, President, Riley Design
John McNally, President, Camino Mortgage

Product Strategy

Current Product

Neotopia currently provides the development of:
Leads Organizations

The lead groups, our principal product, consists of monthly meetings where entrepreneurs and sales
consultants meet in a conference room setting to exchange information about their clients and
knowledge of other companies who are moving, expanding and downsizing.

The number of territories is prime for a national expansion which will impact areas where there is a
minimum of 250,000 residence. This will support a typical territory of 500 members. This is based
on 4% of all residence own a targeted business and one of four of these businesses will become
members.

A web-based store for business books, cassettes and videos is in the developmental stage. Material is
being selected based on it’s value towards entrepreneurial development. Future products based on
entrepreneurial training are in the planning stages as well.

Research and Development

In response to the demonstrated needs of our market, new products being developed in the near
future include incubators, an entrepreneurial magazine and entrepreneurial continuing education
certification training.

In addition to our existing products, we have plans to introduce next generation products including
trade shows, member-marketing tools such as CD business.



Neotopia Executive Summary 5

Service Strategy

Current Services Include:

Leads Groups
Speaker’s Training
Sales Training
Educational Workshops
Master Plan Groups

Lead groups are our principal service and consist of monthly meetings with 15-18 entrepreneurs and
sales consultants in each group.
Overall our existing service line is extremely effective in guiding members towards new business
development. This is done by our innovative approach at getting members in front of their ideal
corporate contacts through personal introductions and by providing information about organizations
that have a greater degree of potential clients attending.
Market Analysis

Market Definition

The entrepreneur market is growing at a rapid rate. The market for lead groups will amount to
$360,000,000 in 2002.  This represents 500% growth over the last 10 years and is based on the IRS
statistics of 99% of all business tax forms filed in 1999 were from entrepreneurs who had less than
50 employees.

According to market research and industry sources, the overall entrepreneur market for the business-
to-business leads group industry is projected to be $420,000,000 by the end of 2003.

The area of greatest growth in the entrepreneur market is in the Pacific Northwest. However, the
national average is for 100,000 new businesses starting up each month, according to Entrepreneur
Magazine.

Currently, LeTip and Business Network International (BNI) share the market, with LeTip being
considered the market leader.

In the next two years it is estimated that there will be more than 10 products and services distributed
by Neotopia. The market potential for these products and services in these quantities—with an
average current retail price of $20 per unit—is approximately $8,400,000. This translates to a market
share of 2% of the overall market.

Customer Profile

Neotopia’s target market includes entrepreneurs and sales consultants. The most typical customer for
our service is someone who is in the professional services industries, and who currently uses our
services for gaining community visibility and awareness of local organization activity.
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A partial list of actual customers includes:
GTE, Lucent Technologies, Bank of Walnut Creek, Cal Fed Bank, Ireland San Fillipo, PacBell,
SBC, various business attorneys, commercial realtors, CPAs, insurance companies, investments,
office equipment and products, marketing, moving, printing, public relations and telecommunica-
tions firms.

Competition

Companies that compete in this market are LeTip International and BNI. Their meetings are held
weekly in restaurants and primarily consist of retail establishments and multi-level marketing busi-
ness opportunities. They recruit a member to take on the responsibilities of maintaining the groups.

There is an area manager who is an employee who monitors the attendance and quality standards.
All companies mentioned are competitively priced as follows:  $125 to join plus $60 to $125 quar-
terly and an additional $4 to $6 per weekly meeting for food costs.

Key factors that have resulted in the present competitive position in this industry are the increase
number of entrepreneurs and their inability to penetrate corporate icons to ascertain information
about prospects in a timely manner.

In all comparisons, Neotopia’s services provide more features and have superior performance/results
than do competitive services. In most cases, the number of differences is substantial. A complete
technical comparison is available.

Neotopia’s services perform in virtually all situations.  The ability to connect our members with full
capability to introduce them to the decision-maker in corporations is unique to Neotopia’s service.
The ability to teach our members to introduce each other to their clients is unique to this industry,
and our research indicates its performance is superior to anything else on the market today.

Risk

The top business risks that Neotopia faces are moving too slowly to take advantage of gaining a fair
market share.

The economic risks affecting Neotopia are minimized by the strength of the management team,
Board of Advisors and external management advisors.

Marketing Plan

Responses from customers indicate that our service is enjoying an excellent reputation and we fully
intend to continue this trend.  Inquiries from prospective customers suggest that there is considerable
demand for more lead groups.

Neotopia’s marketing strategy is to enhance, promote and support the fact that our lead groups,



Neotopia Executive Summary 7

workshops, speaker’s and sales training are not affordable or available in any other readily accessible
format.

Sales Strategy

Due to the special market characteristics (entrepreneurs), our sales strategy includes an outreach
campaign that will provide substantial exposure in multiple arenas:

Distribution Channels

Neotopia’s marketing strategy incorporates plans to sell our service through several channels. Our
distribution channels include Business Opportunity Trade Shows, entrepreneur-specific print media
advertising and executive outplacement recruitment.

The determining factors in choosing these channels are the ideal personality profile and feasibility of
exposure to adequate candidates.

Our mix of distribution channels will give us the advantages to eliminate the employee mentality and
offer a higher quality experience of management for members over our competition.

Advertising and Promotion

Neotopia’s overall advertising and promotional objectives are to position Neotopia as the leader in
the market.

We will develop an advertising campaign built around quality of life issues and creating a supportive
business community, beginning with a “who we are” statement and supporting it with ads that
reinforce this message. We will develop a consistent outreach program and frequency throughout the
year. In addition to standard advertising practices, we will gain considerable recognition through
business opportunity trade shows, print and media advertising.

For the next year, advertising and promotion media campaign will require $100,000.  On an ongoing
basis we will budget our advertising investment as 10% of total sales.

Public Relations

During 2001, Neotopia will focus on the following publicity strategies:

Media Interviews, Business Opportunity Trade Show keynote speaking engagements and press
releases indicating new territories as they are established. An additional benefit is that Sharyn
Abbott, CEO is an author of an entrepreneurial book and will embark on an active publicity cam-
paign utilizing the book as a tool to gain immediate visibility.
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We will track, wherever possible, the incremental revenue generated from our advertising, promo-
tion and publicity efforts.  We anticipate at least $4,500,000 of sales will be generated directly from
our publicity, and possibly and additional $1,500,000 of indirect increase in sales throughout our
various channels.

Financial Plan

The financial projections indicate that exit of our private placement investors will be achievable
within two years. The exit settlement will be in the form of exercising stock options or repayment of
the investment at a pre-agreed upon rate of interest.

The increase in profits generated by this investment, specifically selling 250 franchises at $35,000
will allow us generate $8,750,000 which will provide the funds required to repay the investment
within two years and support the ongoing growth of Neotopia.

Conclusion

Neotopia enjoys an established track record of excellence with our customers. Their expressions of
satisfaction and encouragement are numerous, and we intend to continue our advances and growth in
the marketplace with more unique and effective services.

Neotopia will be able to generate an additional $4,675,000 a year from the 10% royalty fees based
on 75% of the 250 franchisees generating 40 members each month.

Franchisees, selling 40 memberships per month at $250.00 for six months, will be able to generate
approximately $120,000. Their average expenses will range from $1,200 to $1,500 per month,
leaving them from $102,600 to $105,600 annual income.
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Financial Projections - Income Launch Franchise January 2002 - December 2003

Franchises Profitable
January 2002 Sold
February 8 Franchises @ $35,000 each $ 280,000
March 8 Franchises @ $35,000 each 280,000

4 Franchise’s Royalty @ $1,000* each 4,000
April 8 Franchises @ $35,000 each 280,000

8 Franchise’s Royalty @ $1,000 each 8,000
May 8 Franchises @ $35,000 each 280,000

12 Franchise’s Royalty @ $1,000 each 12,000
June 8 Franchises @ $35,000 each 280,000

16 Franchise’s Royalty @ $1,000 each 16,000
July 10 Franchises @ $35,000 each 350,000

21 Franchise’s Royalty @ $1,000 each 21,000
August 10 Franchises @ $35,000 each 350,000

26 Franchise’s Royalty @ $1,000 each 26,000
September 12 Franchises @ $35,000 each 420,000

32 Franchise’s Royalty @ $1,000 each 32,000
October 12 Franchises @ $35,000 each 420,000

55 Franchise’s Royalty @ $1,000 each 55,000
November 12 Franchises @ $35,000 each 420,000

65 Franchise’s Royalty @ $1,000 each 65,000
December 10 Franchises @ $35,000 each 350,000

75 Franchise’s Royalty @ $1,000 each 75,000
Total Sold 2002 106 First Year Projected Gross Sales $4,024,000

First Year Projected Expenses $3,725,366
First Year Projected Profits   $298,634

Sold Franchises
January 2003 12 Franchises @ $35,000 each 420,000

81 Franchise’s Royalty @ $1,000* each 81,000
February 12 Franchises @ $35,000 each 420,000

90 Franchise’s Royalty @ $1,000* each 90,000
March 12 Franchises @ $35,000 each 420,000

99 Franchise’s Royalty @ $1,000* each 99,000
April 12 Franchises @ $35,000 each 420,000

108 Franchise’s Royalty @ $1,000 each 108,000
May 12 Franchises @ $35,000 each 420,000

117 Franchise’s Royalty @ $1,000 each 117,000
June 12 Franchises @ $35,000 each 420,000

126 Franchise’s Royalty @ $1,000 each 126,000
July 12 Franchises @ $35,000 each 420,000

135 Franchise’s Royalty @ $1,000 each 135,000
August 12 Franchises @ $35,000 each 420,000

153 Franchise’s Royalty @ $1,000 each 153,000
September 12 Franchises @ $35,000 each 420,000

162 Franchise’s Royalty @ $1,000 each 162,000
October 12 Franchises @ $35,000 each 420,000

171 Franchise’s Royalty @ $1,000 each 171,000
November 12 Franchises @ $35,000 each 420,000

180 Franchise’s Royalty @ $1,000 each 180,000
December 12 Franchises @ $35,000 each 420,000

189 Franchise’s Royalty @ $1,000 each 189,000
Total Sold 2003 144 Second Year Projected Gross Sales $6,651,000

Second Year Projected Expenses $3,725,366
*10% Royalties based Second Year Projected Profits $2,925,634
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NEOTOPIA PROJECTED BUDGET - 2002

JAN FEB MAR APR MAY JUN JUL AUG SEPT OCT NOV DEC TOTAL %
ADMINISTRATIVE (2) 4100 8200 8200 8200 8200 8200 8200 8200 8200 8200 8200 8200 94300 0.033
TRAINING 6500 6500 6500 6500 6500 6500 6500 6500 6500 6500 6500 6500 78000 0.022
CEO 11000 11000 11000 11000 11000 11000 11000 11000 11000 11000 11000 11000 132000 0.044
COO 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 120000 0.033
CFO 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 120000 0.033
EXEC BUS DEVEL 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 120000 0.033
SALES TEAM (8) 32800 32800 32800 32800 32800 32800 32800 32800 32800 32800 32800 32800 393600 0.111
1INCENTIVES 28000 28000 28000 28000 28000 28000 28000 28000 28000 28000 28000 308000 0.088
2BONUSES 28000 28000 28000 28000 28000 28000 28000 28000 28000 28000 28000 308000 0.088
    TOTAL LABOR 84400 144500 144500 144500 144500 144500 144500 144500 144500 144500 144500 144500 1673900
FRINGE BENEFITS 25320 43350 43350 43350 43350 43350 43350 43350 43350 43350 43350 43350 502170 0.133

OFFICE 7500 7500 7500 7500 7500 7500 7500 7500 7500 7500 7500 7500 90000 0.022
TELEPHONE 2000 2000 2000 2000 2000 2000 2000 2000 2000 2000 2000 2000 24000 0.011
ADV/PROMO 20000 20000 20000 20000 20000 20000 20000 20000 20000 20000 20000 20000 240000 0.066
TRADE SHOWS 15000 15000 15000 15000 15000 15000 15000 15000 15000 15000 15000 15000 180000 0.055
CONFERENCES 10000 10000 15000 10000 10000 15000 10000 15000 10000 10000 150000 265000 0.077
TRAINING/SEMINARS 3000 3000 3000 3000 3000 3000 3000 3000 3000 3000 3000 3000 36000 0.011
MEALS/ENTERT 7500 7500 7500 7500 7500 7500 7500 7500 7500 7500 7500 7500 90000 0.022
AUTOMOBILE (8) 5000 5000 5000 5000 5000 5000 5000 5000 5000 5000 5000 5000 60000 0.022
TRAVEL 20000 20000 20000 20000 20000 20000 20000 20000 20000 20000 20000 20000 240000 0.066
SUPPLIES 2500 2500 2500 2500 2500 3500 3500 3500 5000 5000 5000 7500 45500 0.011
DUES/SUBS 500 500 500 500 500 500 500 500 500 500 500 500 6000 0.000
POSTAGE 1000 1000 1000 1000 1000 1000 1000 1000 1000 1000 1000 1000 12000 0.000
LEGAL SERVCIES 2500 2500 2500 3500 3500 3500 4500 4500 4500 5500 5500 5500 48000 0.011
INSURANCES 200 200 200 200 200 200 200 200 200 200 200 200 2400 0.000
PRINTING 3000 3000 3000 3000 3000 3000 3000 3000 3000 3000 3000 3000 36000 0.011
ACCOUNTING 350 350 350 900 350 350 900 350 350 900 350 350 5850 0.000
EQUPMENT 1000 1000 1000 1000 1000 1000 1000 1000 1000 1000 1000 1000 12000 0.000
MISCELLANEOUS 7500 9500 9500 9500 9500 9500 9500 9500 9500 9500 9500 9500 112000 0.033
EXPENSES S 208270 298400 298400 304950 299400 300400 306950 301400 298400 294950 294400 446400 3652320
TAXES 4165 5968 5968 6099 5988 6008 6139 6028 5968 5899 5888 8928 73046 0.022
TOTAL EXPENSES 212435 304368 304368 311049 305388 306408 313089 307428 304368 300849 300288 455328 3725366 1.001

$3,725,366TOTAL PROJECTED EXPENSES
SALES TEAM:  Salary $4,100 MANAGEMENT TEAM: $10,000
Incentives/Bonus $3,500 to $7000 Bonus $3,500 to $5600
Taxes & Benefits $2,280 to $2550 Taxes & Benefits $4,275 to $4725
Car Allowance $400

$10,280 $123,360 $17,770 $213,300
to $14,050 to $168,600 per year   to $20,325   to $243,900 per year

1BASED ON PRODUCTION DIVIDED 50% TO MANAGEMENT/SUPPORT & 50% TO SALES TEAM
2INCLUDE MANAGEMENT AND FRANCHEES PRODUCTION BASED BONUSES


