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Non-Disclosure & Confidentiality Agreement 

The undersigned reader acknowledges that Paul Murray of  Noah Digital Security 

Systems LLC has furnished to the undersigned potential investor (Investor) certain 

proprietary data (Confidential Information) relating to the business affairs and operations 

of the Noah Digital Security Systems LLC, for study and evaluation by Investor for 

possibly investing in Digital Security Systems LLC 

It is acknowledged by reader Investor that the information provided by Noah Digital 

Security Systems LLC, in this business plan is in all respects confidential in nature; 

therefore, Investor agrees not to disclose it and not to disclose that any discussions or 

contracts with Noah Digital Security Systems LLC, have occurred or are intended, other 

than as provided for in the following paragraph. 

It is acknowledged by Investor that the information to be furnished is in all respects 

confidential in nature, other than information which is in the public domain through other 

means and that any disclosure or use of same by reader Investor, except as provided in 

this agreement, may cause serious harm or damage to Noah Digital Security Systems 

LLC,, its owners and officers. Therefore, Investor agrees that Investor will not use the 

information furnished for any purpose other than as stated above, and agrees that Investor 

will not either directly or indirectly by agent, employee, or representative, disclose this 

information, either in whole or in part, to any third party; provided, however that (a) the 

information furnished may be disclosed to those directors, officers and employees of 

Investor and to Investor's advisors or their representatives who need such information for 

the purpose of evaluating any possible transaction (it being understood that those 

directors, officers, employees, advisors and representatives shall be informed by Investor 

of the confidential nature of such information and shall be directed by Investor to treat 

such information confidentially), and (b) any disclosure of information may be made to 

which Noah Digital Security Systems LLC consent in writing. At the close of 

negotiations, Investor will return to Noah Digital Security Systems LLC all records, 

reports, documents, and memoranda furnished and will not make or retain any copies 

thereof. 

Upon request, this document is to be immediately returned to Noah Digital Security 

Systems LLC or any of its representatives. 

Signature Date 

Name (typed or printed) Addressee Company 

 



 

 

 

 

 

 

This is a business plan. It does not imply an offering of securities. 
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1. Executive Summary 

Noah’s Digital Security Service has been developed through much research to 

address public concern with protecting their property. Owner Paul Murray worked 

in law enforcement for over Thirty Five years, with the US Marshal Service and 

the Police Dept as a crime scene tech for the town of Seat Pleasant MD Police 

Dept. Digital Security System Services will go into businesses and private 

residences and make digital DVD and CD records of all the belongings in that 

business and residence.  

We will also act as a consultant in advising people on how they can better protect 

their property. All DVD and CD are strictly confidential and a file of each will be 

stored in a vault at our business location. Start up expenses are 

$150,000 including the cost of a Mobile DVD and CD recorders, and hi tech 

Digital camera and lab top computer. The start up costs are being financed by a 

broker. Digital Security System Services target market strategy is based on 

becoming an attractive choice for businesses and private homeowners on the 

West Coast and East Coast areas.. 

Our target markets will be small to large businesses wanting documentation of 

their belongings for insurance purposes. Private home owners will also be 

targeted with the same services. We want to provide superior in customer 

service, security knowledge, and maintain the strictest confidentiality.  

There will be a simple but comprehensive website developed by an outside 

consultant, maintained by Paul Murray. The website will show what services we 

have to offer and what the associated costs will be. Owner Paul Murray will 

manage all aspects of the business which includes bookkeeping, overseeing one 

employee Dawn Reese. Paul will be the consultant in advising businesses and 

homeowners on security issues.  

Noah’s Digital Security Service is looking for a growth rate in sales of 10% for 

the year 2012, to total in excess of $120,000 in total revenues. This is a new 

niche for the security industry that has not been tapped and Noah’s Digital 

Security Service is excited to serve the citizens of the United States in the 

coming year and the future. 
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Highlights 

 

  

1.1. Objectives 

1. Realize an annual growth rate of 40% in the year 2011. 

2. Maintain a gross margin of at least 40% each month. 

3. Generate an average of $120,000 in sales the first year. 

  

1.2. Mission 

Noah’s Digital Security Service intends to provide a Digital documentation 

security service that helps the business and homeowners feel more at ease 

with the security of their property. Protecting and insuring ones property 

touches people in a very personal way. 

Noah’s Digital Security Service intends to give quality customer service 

keeping the clients privacy and feelings at the forefront. Our service will help 

people protect the belongings that they have worked so hard to acquire, and 

will advise clients in preventative protection. 
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1.3. Keys to Success 

The primary keys to success for the company will be based on the following 

factors: 

• Sell our services with excellent customer service and support. 

• Continue a supportive relationship with law enforcement agencies. 

• Retain customers to generate repeat purchases of our services.  

• Referrals from our existing customer base. 

 

2. Company Summary 

Noah’s Digital Security Service has been developed through much research 

and effort to address public concern with property protection. Owner Paul Murray 

has developed a unique approach to home security. Having worked in law 

enforcement for over thirty five years, a former Deputy US Marshal and a Crime 

scene Police officer Paul Murray understands the need for business and home 

security. 

Noah’s Digital Security Service will go into homes and businesses to make 

a Digital Security DVD OR CD record of all the belongings in that business and 

residence. We will also act as consultants advising people about how they can 

better protect their property with on-site inspections. Noah’s Digital Security 

Service will make a copy of the DVD or CD for each customer and will have a file 

at our business location with the customer clearance. Our start up costs will be 

$150,000. 

  

2.1. Company Ownership 

Paul Murray is the sole proprietor of Noah’s Digital Security Service. Paul 

has worked in law enforcement for over thirty five years. Former Dep US 

Marshal and Police Officer 
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2.2. Start-up Summary 

Our start up expenses come to $150,000 which includes rent for $5,000, the 

printing of brochures for initial distribution, and the purchase of a DVD and 

CD writers and computers  camera at the cost of $3,000. The start-up costs 

will be owner-financed by Paul Murray 
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Start-up 
    
Requirements   
    
Start-up Expenses   
Legal $2,000 
Stationery etc. $4,000 
Brochures $3,000 
Insurance $2,500 
Rent $2,000 
Expensed Equipment $75,000 
Total Start-up Expenses $88,500 
    
Start-up Assets Needed   
Cash Balance on Starting Date $32,000 
Other Current Assets $7,000 
Total Current Assets $39,000 
    
Long-term Assets $50,000 
Total Assets $89,000 
Total Requirements $177,500 
    
Funding   
    
Investment   
Paul Murray $25,000 
Other $2,500 
Total Investment $27,500 
    
Current Liabilities   
Accounts Payable $0 
Current Borrowing $150,000 
Other Current Liabilities $0 
Current Liabilities $150,000 
    
Long-term Liabilities $0 
Total Liabilities $150,000 
    
Loss at Start-up ($88,500) 
Total Capital ($61,000) 
Total Capital and Liabilities $89,000 

 

  

Start-up 
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3. Services 

Noah’s Digital Security Service provides documentation of all personal 

belongings for both the business and the private sector. We will create a DVD or 

CD record of the personal property of our customers so, in the event of a theft, 

fire earthquakes, floods, these items will be verifiable. 

Our company also provides consultation in directing businesses and private 

homeowners about how they can better secure their properties. 

4. Market Analysis Summary 

Noah’s Digital Security Service. Target market strategy is based on becoming 

an attractive choice for businesses and private homeowners in the greater 

Eastern and Western shores area. The target markets that we are going to 

pursue include small to large businesses wanting documentation of their 

belongings. 

We feel there is a great need for documenting items that have value to these 

businesses, making it easier to deal with insurance companies in case of a 

burglary. Private homeowners will be targeted with the same services. Digital 

Systems Security Services would like to realize a 10% increase of potential 

customers on a yearly basis. 
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4.1. Market Segmentation 

The profile of our customer consists of the following geographic and 

demographic information. 

Geographic’s 

• Our immediate geographic market is the greater Western and Eastern 

shores metropolitan area with a population of 100,000 people. 

• A 400 mile geographic area would want our services as we expand into 

business. 

• The total target area population is estimated at 100,000 people. 

Demographics 

• Male and Female. 

• Married and Single. 

• Combined annual incomes in excess of $50,000. 

• Age range of 25 to 80 years, with a median age of 35. 

• Own their own homes, townhouses and/or condominiums valued at 

over $150,000. 

• Most work out of the home by choice in a professional/business 

setting. 

• Belong to one or more business, social and/or athletic organizations, 

which may include: Downtown Athletic Club, West Coast LA County, 

Women Associations, and the Los Angles, Washington DC, Home 

Stead Fla All Chamber of Commerce. 

We know the following regarding the profile of the typical resident of the 

greater West Coast and East Coast shore area: 

• 50% have lived in the area for 10 or more years. 

• 30% are between the ages of 35 and 45 years of age. 

• 40% have completed some college. 

• 28% are professionals and/or business owners, or managers. 

• 55% are married. 
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• 60% have children living at home. 

• 52% own their own residence. 

  

Market Analysis (Pie) 

 

  

Market Analysis 
Potential Customers Growth 2004 2005 2006 2007 2008 CAGR 
Business Sector 10% 10,000 11,000 12,100 13,310 14,641 10.00% 
Private Sector 5% 50,000 52,500 55,125 57,881 60,775 5.00% 
Total 5.88% 60,000 63,500 67,225 71,191 75,416 5.88% 

 

  

4.2. Target Market Segment Strategy 

Our target market is based on becoming a resource of choice for 

people wanting to document their valuables as well as become educated on 

protecting their property. Our marketing strategy is based on superior 

performance in the following areas: 

• Customer service 

• Confidential record keeping 

• Expert consultation 
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The target markets are separated into two segments; "Business sector," and 

the "Private sector." The primary marketing opportunity is selling to these 

accessible target market segments that focuses on the security of homes and 

businesses. 

Business Sector - A lot of small, to large business owners need 

documentation of inventories as well as security tips and information. For 

insurance purposes it is important to keep up to date records in case of theft 

or damage to the property. 

The types of business customers we will be targeting are small, medium, and 

large, with no particular industry in mind. As we begin operating our 

business we will concentrate on businesses that typically have up to a 100 

employees. Again we will not concentrate on any particular industry but will 

look for businesses that meet our criteria. 

The business needs to have valued inventory or valuables that they want 

documented for insurance purposes if we are to offer our DVD and CD 

documentation systems services. Our business customers can take 

advantage of our consultation to make their property more secure. Most of 

the businesses we will service have revenue of at least $50,000 a year, with 

many exceeding that amount. 

Private Sector - Many private homeowners are concerned with adequate 

property protection. Consultation with the homeowner about properly 

securing their property is a very viable benefit. 

  

4.3. Service Business Analysis 

The security industry continues to be very competitive. Traditionally the 

security business is about monitoring properties and sending police out if 

there is a problem. Having a security guard patrol properties is another 

service typically offered. 

Noah’s Digital Security Service is taking a different approach to business 

and home security. Expert consultation will be offered on how to properly 

secure properties with a complete walk through of each property. We will 

make a DVD or CD digital file record of all valuables that will be kept on file 

in case of theft or damage to the property. With the steady concern over the 

growth of crime in our society, and the need to have good records in case of 

an incident, our service is a truly needed one. All records will be kept strictly 

confidential. 
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4.3.1. Competition and Buying Patterns 

The security industry typically offers business and home protection 

through alarm systems and on site patrolling. There are several 

security businesses in our geographic area. Noah’s Digital Security 

Service is taking a different approach to the security business by 

offering services that are on the industry's cutting edge. 

The consumer who does not feel the need to have a full time security 

company watching their properties but would like to do something 

themselves to protect their property will find what we have to offer 

very attractive. 

 

5. Strategy and Implementation Summary 

Our marketing strategy is based on becoming a viable resource for people looking 

for a way to document their valuable possessions and make their place of 

business and/or residence more secure. Our marketing strategy is based on 

superior service in the following areas: 

• Expert knowledge; 

• Customer service; 

• Strict confidentiality. 

Our marketing strategy will create awareness, interest, and appeal from our 

target market for the uniqueness of what we have to offer our customers. Once 

our potential customers are aware of what we have to offer we believe they will 

take advantage of our services. 

  

5.1. Competitive Edge 

Noah’s Digital Security Service affordable one time cost package is new 

to the security market. Traditionally a monthly fee to watch homes or 

businesses is more than a lot of people want to pay, or they do not feel the 

need for such comprehensive coverage. 
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Noah’s Digital Security Service fills an untapped niche to help businesses 

and homeowners document valuables, and learn how to better secure their 

properties against possible theft. With trained law enforcement expertise on 

staff our company can help businesses and homeowners protect their 

properties at a minimal cost. 

  

5.2. Marketing Strategy 

Our marketing strategy is based on becoming an option for businesses and 

homeowners looking for a way to document their valuables for insurance 

purposes and becoming more educated about securing their property. Our 

marketing strategy is based on superior performance in the following areas: 

• Customer service; 

• Security knowledge; 

• Strict confidentiality. 

  

5.3. Sales Strategy 

The primary sales strategy includes: 

• To offer strict confidentiality; 

• To show value for services rendered; 

• Professional consultation for business and home security. 

  

5.3.1. Sales Forecast 

The sales forecast is broken down into two main revenue 

streams: DVD or CD recording services and consultation services. The 

sales forecast for the upcoming year is based on a modest 5% growth 

rate for sales. Being a start up business we are projecting a modest 

rate of growth adding one new customer a week for both the DVD or 

CD side, and the consultation side. 
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Sales Forecast 
Sales 2004 2005 2006 2007 2008 
Digital DVD or CD Recording Services $52,800 $58,080 $63,888 $70,277 $77,304 
Consultation Services $63,500 $69,850 $76,835 $84,519 $92,970 
Total Sales $116,300 $127,930 $140,723 $154,795 $170,275 
            
Direct Cost of Sales 2004 2005 2006 2007 2008 
Digital DVD or CD Recording Services $3,180 $3,498 $3,848 $4,233 $4,656 
Consultation Services $2,300 $2,530 $2,783 $3,061 $3,367 
Subtotal Direct Cost of Sales $5,480 $6,028 $6,631 $7,294 $8,023 

 

  

Sales Monthly 

 

  

Sales by Year 
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5.4. Milestones 

The milestone chart below is accompanied by a table which outlines key 

activities that will be critical to our success in the coming year. 

  

Milestones 
Milestone Start Date End Date Budget Manager Department 
Business Plan 9-1-11     9-1-11     $2,000 Paul Murray Management 

Accounting Plan 9-1-11     

 

9-1-11 

         

$700 Paul Murray Consultant 

Marketing and Advertising 9-1-11     9-1-11     $2,500 Paul Murray Management 

Website development 9-1-11     9-1-11     $2,000 Paul Murray Consultant 

Totals     $7,200     

 

 

6. Web Plan Summary 

A simple but comprehensive overview of what services our company offers will be 

provided on this site. A database will be kept that will help in future marketing 

endeavors. This will be done with a record kept of all visits to the site and a 

mailing list will be compiled to contact potential customers through emails. 
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6.1. Website Marketing Strategy 

Our target market is businesses and homeowners in the greater 

Eugene/Springfield area. With information collected on the site through 

contact with potential customers we will modify our marketing plan to reach 

all potential customers. Basic information will be offered on the site listing 

our services. It is not our intent that the website be the main focus in our 

marketing plan, but that it is one component. 

  

6.2. Development Requirements 

Safe Keeping will use Fred Jones as a consultant to develop the initial 

website. We will maintain the website ourselves and if any questions or 

problems come up Fred will be happy to help out. It will take roughly two 

months to develop the site. The website will feature our services along with 

associated costs listed. 

 

7. Management Summary 

Owner, Paul Murray will oversee and manage all aspects of the operation of Safe 

Keeping. This includes bookkeeping, overseeing the employees, and being 

responsible for the purchase and storage of all DVD and CD files and equipment. 

Paul Murray will be the consultant advising businesses and homeowners on 

security issues. 

  

7.1. Personnel Plan 

The personnel plan contains only two people who will work for the 

company. Paul Murray the owner of the company will manage every aspect 

of the company. Paul's salary will build as the company grows and Paul will 

not draw out more than $5,000 a month. 

Dawn Reese will be Noah’s Digital Security Service only employee rom 

the start. Elaine Jackson  will work full time and will make $3,000 per month 

the first year. 
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Personnel Plan 
  2004 2005 2006 2007 2008 
Paul Murray $45,000 $50,000 $55,000 $0 $0 
One Manager full time employee $24,500 $26,000 $28,000 $0 $0 
Total People 2 2 2 0 0 
Total Payroll $69,500 $76,000 $83,000 $0 $0 

 

 

8. Financial Plan 

The financial plan contains these essential factors: 

• A growth rate in sales of 10% for the year 2012, to total in excess of 

$120,000 in revenues. 

• An average sales per business day (305 days per year) in excess of 

$500.00. 

Difficulties and Risks 

• Slow sales resulting in less-than projected cash flow. 

• Overly aggressive and debilitating actions by competitors. 

• A parallel entry by a new competitor. 

  

8.1. Important Assumptions 

The following critical assumptions will determine the potential for future 

success. 

• A healthy economy that supports a moderate level of growth in our 

market. 

• Keeping operating expenses low, particularly in the areas of personnel 

and ongoing monthly expenses. 
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General Assumptions 
  2004 2005 2006 2007 2008 
Plan Month 1 2 3 4 5 
Current Interest Rate 9.00% 9.00% 9.00% 9.00% 9.00% 
Long-term Interest Rate 7.50% 7.50% 7.50% 7.50% 7.50% 
Tax Rate 28.00% 28.00% 28.00% 28.00% 28.00% 
Sales on Credit % 75.00% 75.00% 75.00% 75.00% 75.00% 
Other 0 0 0 0 0 

 

  

8.2. Break-even Analysis 

The following table and chart summarize our break-even analysis. Our fixed 

cost will be $10,000 per month at the onset and we expect to reach the 

break-even point with-in the first few months of operation. 
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Break-even Analysis: 
Monthly Units Break-even 13 
Monthly Revenue Break-even $6,667 
    
Assumptions:   
Average Per-Unit Revenue $500.00 
Average Per-Unit Variable Cost $50.00 
Estimated Monthly Fixed Cost $6,000 

 

  

Break-even Analysis 

 

  

8.3. Projected Profit and Loss 

The following represents the projected profit and loss for  Noah’s Digital 

Security Service based on sales and expense projections for 2011 and 

beyond. With fairly low operating expenses and with the projected growth we 

are anticipating a increase in our cash flow. 
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Pro Forma Profit and Loss 
  2004 2005 2006 2007 2008 
Total Income $116,300 $127,930 $140,723 $154,795 $170,275 
Cost of Goods Sold $5,980 $6,028 $6,631 $7,294 $8,023 
Gross Profit $110,320 $121,902 $134,092 $147,501 $162,252 
Gross Profit % 94.86% 95.29% 95.29% 95.29% 95.29% 
Expenses:           
Payroll $69,500 $76,000 $83,000 $0 $0 
Sales and Marketing and Other Expenses $12,200 $3,000 $3,600 $0 $0 
Depreciation $0 $0 $0 $0 $0 
Rent $6,700 $6,500 $7,000 $0 $0 
Utilities $1,200 $1,300 $1,400 $0 $0 
Insurance $2,100 $1,350 $1,450 $0 $0 
Payroll Taxes $10,125 $11,400 $12,450 $0 $0 
Other $5,300 $4,000 $4,400 $0 $0 
  ------------ ------------ ------------ ------------ ------------ 
Total Expense $107,125 $103,550 $113,300 $0 $0 
Gross Profit $3,195 $18,352 $20,792 $147,501 $162,252 
Net Other Income $0 $0 $0 $0 $0 
Net Profit $3,695 $18,352 $20,792 $147,501 $162,252 
Net Profit/Sales 3.18% 14.35% 14.78% 95.29% 95.29% 

 

  

Profit Monthly 

 

  

Profit Yearly 
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Gross Margin Monthly 

 

  

Gross Margin Yearly 
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8.4. Projected Cash Flow 

The cash flow projections are outlined below. These projections are based on 

our basic assumptions with revenue generation factors carrying the most 

significant weight regarding the outcome. We are anticipating that we will 

have a steadily increasing cash flow as the business continues to grow.  
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Pro Forma Cash Flow 
  2011 2012 2013 2014 2015 
            
Cash Received           
Cash from Operations:            
Cash Sales $29,075 $31,983 $35,181 $38,699 $42,569 
Cash from Receivables $87,225 $95,948 $105,542 $116,096 $127,706 
Subtotal Cash from Operations $116,300 $127,930 $140,723 $154,795 $170,275 
            
Additional Cash Received           
Sales Tax, VAT, HST/GST Received $100 $0 $0 $0 $0 
New Current Borrowing $150,000 $0 $0 $0 $0 
New Other Liabilities (interest-free) $8 $0 $0 $0 $0 
New Long-term Liabilities $0 $0 $0 $0 $0 
Sales of Other Current Assets $0 $0 $0 $0 $0 
Sales of Long-term Assets $0 $0 $0 $0 $0 
New Investment Received $50 $0 $0 $0 $0 
Subtotal Cash Received $266,458 $127,930 $140,723 $154,795 $170,275 
            
Expenditures 2004 2005 2006 2007 2008 
Expenditures from Operations:           
Cash Spending $67,500 $76,000 $83,000 $0 $0 
Payment of Accounts Payable $40,025 $33,070 $36,372 $6,679 $7,347 
Subtotal Spent on Operations $107,525 $109,070 $119,372 $6,679 $7,347 
            
Additional Cash Spent           
Sales Tax, VAT, HST/GST Paid Out $0 $0 $0 $0 $0 
Principal Repayment of Current Borrowing $0 $0 $0 $0 $0 
Other Liabilities Principal Repayment $0 $0 $0 $0 $0 
Long-term Liabilities Principal Repayment $0 $0 $0 $0 $0 
Purchase Other Current Assets $0 $2,000 $3,000 $0 $0 
Purchase Long-term Assets $0 $0 $0 $0 $0 
Dividends $0 $0 $0 $0 $0 
Subtotal Cash Spent $107,525 $111,070 $122,372 $6,679 $7,347 
            
Net Cash Flow $158,933 $16,860 $18,351 $148,116 $162,928 
Cash Balance $190,933 $207,793 $226,144 $374,260 $537,188 

 

  

Cash 
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8.5. Projected Balance Sheet 

Digital Security System Services balance sheet is outlined below. 
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Pro Forma Balance Sheet 
            
Assets           
Current Assets 2004 2005 2006 2007 2008 
Cash $190,933 $207,793 $226,144 $374,260 $537,188 
Accounts Receivable $0 $0 $0 $0 $0 
Other Current Assets $7,000 $9,000 $12,000 $12,000 $12,000 
Total Current Assets $197,933 $216,793 $238,144 $386,260 $549,188 
Long-term Assets           
Long-term Assets $50,000 $50,000 $50,000 $50,000 $50,000 
Accumulated Depreciation $0 $0 $0 $0 $0 
Total Long-term Assets $50,000 $50,000 $50,000 $50,000 $50,000 
Total Assets $247,933 $266,793 $288,144 $436,260 $599,188 
            
Liabilities and Capital           
Current Liabilities 2004 2005 2006 2007 2008 
Accounts Payable $5,080 $5,588 $6,147 $6,761 $7,438 
Current Borrowing $300,000 $300,000 $300,000 $300,000 $300,000 
Other Current Liabilities $108 $108 $108 $108 $108 
Subtotal Current Liabilities $305,188 $305,696 $306,255 $306,869 $307,546 
            
Long-term Liabilities $0 $0 $0 $0 $0 
Total Liabilities $305,188 $305,696 $306,255 $306,869 $307,546 
            
Paid-in Capital $27,550 $27,550 $27,550 $27,550 $27,550 
Retained Earnings ($88,500) ($84,805) ($66,453) ($45,661) $101,841 
Earnings $3,695 $18,352 $20,792 $147,501 $162,252 
Total Capital ($57,255) ($38,903) ($18,111) $129,391 $291,642 
Total Liabilities and Capital $247,933 $266,793 $288,144 $436,260 $599,188 
Net Worth ($57,255) ($38,903) ($18,111) $129,391 $291,642 

 

  

8.6. Business Ratios 

Business ratios for the years of this plan are shown below. Industry profile 

ratios based on the Standard Industrial Classification (SIC) Code 1731-04, 

Safety and Security Specialization are shown for comparison. 

The following will enable us to keep on track. If we fail in any of these areas, 

we will need to re-evaluate our business model: 

• Gross margins at or above 50%. 

• Month-to-month annual comparisons indicate an increase of 10% or 

greater. 

• Do not depend on a credit line to meet cash requirements. 
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Ratio Analysis 
  2011 2012 2013 2014 2015 Industry 

Profile 
Sales Growth 0.00% 10.00% 10.00% 10.00% 10.00% 4.52% 
              
Percent of Total Assets             
Accounts Receivable 0.00% 0.00% 0.00% 0.00% 0.00% 51.47% 
Inventory 0.00% 0.00% 0.00% 0.00% 0.00% 6.55% 
Other Current Assets 2.82% 3.37% 4.16% 2.75% 2.00% 28.47% 
Total Current Assets 79.83% 81.26% 82.65% 88.54% 91.66% 86.49% 
Long-term Assets 20.17% 18.74% 17.35% 11.46% 8.34% 13.51% 
Total Assets 100.00% 100.00% 100.00% 100.00% 100.00% 100.00% 
              
Current Liabilities 123.09% 114.58% 106.29% 70.34% 51.33% 45.17% 
Long-term Liabilities 0.00% 0.00% 0.00% 0.00% 0.00% 7.51% 
Total Liabilities 123.09% 114.58% 106.29% 70.34% 51.33% 52.68% 
Net Worth -23.09% -14.58% -6.29% 29.66% 48.67% 47.32% 
              
Percent of Sales             
Sales 100.00% 100.00% 100.00% 100.00% 100.00% 100.00% 
Gross Margin 94.86% 95.29% 95.29% 95.29% 95.29% 27.36% 
Selling, General & Administrative Expenses 104.41% 102.05% 99.70% 39.24% 38.10% 12.94% 
Advertising Expenses 5000.00% 0.00% 0.00% 0.00% 0.00% 0.18% 
Profit Before Interest and Taxes 2.75% 14.35% 14.78% 95.29% 95.29% 3.92% 
              
Main Ratios             
Current 0.65 0.71 0.78 1.26 1.79 1.78 
Quick 0.65 0.71 0.77 1.26 1.78 1.45 
Total Debt to Total Assets 123.09% 114.58% 106.29% 70.34% 51.33% 56.35% 
Pre-tax Return on Net Worth -5.58% -47.17% -114.81% 114.00% 55.63% 10.81% 
Pre-tax Return on Assets 1.29% 6.88% 7.22% 33.81% 27.08% 24.76% 
              
Additional Ratios 2004 2005 2006 2007 2008   
Net Profit Margin 3.18% 14.35% 14.78% 95.29% 95.29% n.a 
Return on Equity 0.00% 0.00% 0.00% 114.00% 55.63% n.a 
              
Activity Ratios             
Accounts Receivable Turnover 0.00 0.00 0.00 0.00 0.00 n.a 
Collection Days 0 0 0 0 0 n.a 
Inventory Turnover 0.00 0.00 0.00 0.00 0.00 n.a 
Accounts Payable Turnover 8.88 6.01 6.01 1.08 1.08 n.a 
Payment Days 37 58 58 323 323 n.a 
Total Asset Turnover 0.47 0.48 0.49 0.35 0.28 n.a 
              
Debt Ratios             
Debt to Net Worth 0.00 0.00 0.00 2.37 1.05 n.a 
Current Liab. to Liab. 1.00 1.00 1.00 1.00 1.00 n.a 
              
Liquidity Ratios             
Net Working Capital ($107,255) ($88,903) ($68,111) $79,391 $241,642 n.a 
Interest Coverage 0.00 0.00 0.00 0.00 0.00 n.a 
              
Additional Ratios             
Assets to Sales 2.13 2.09 2.05 2.82 3.52 n.a 
Current Debt/Total Assets 123% 115% 106% 70% 51% n.a 
Acid Test  0.65 0.71 0.77 1.26 1.78 n.a 
Sales/Net Worth 0.00 0.00 0.00 1.20 0.58 n.a 
Dividend Payout 0.00 0.00 0.00 0.00 0.00 n.a 

 

  

8.7. Long-term Plan 
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We expect to increase our sales to $1 million by 2011, while also increasing 

gross margin and profitability slightly. Our goal is operating income of 10% 

of sales. 

At the end of the five-year period, our projected equity is $3.85 million. 
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Sales Forecast 
Sales   Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 
Digital DVD or CD Recording Services   $2,200 $2,600 $3,000 $3,400 $3,800 $4,200 $4,600 $5,000 $5,400 $5,800 $6,200 $6,600 
Consultation Services   $3,000 $3,000 $3,500 $4,000 $4,500 $5,000 $5,500 $6,000 $6,500 $7,000 $7,500 $8,000 
Total Sales   $5,200 $5,600 $6,500 $7,400 $8,300 $9,200 $10,100 $11,000 $11,900 $12,800 $13,700 $14,600 
                            
Direct Cost of Sales   Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 
Digital DVD or CD Recording Services   $100 $130 $160 $190 $220 $250 $280 $310 $340 $370 $400 $430 
Consultation Services   $100 $100 $120 $140 $160 $180 $200 $220 $240 $260 $280 $300 
Subtotal Direct Cost of Sales   $200 $230 $280 $330 $380 $430 $480 $530 $580 $630 $680 $730 
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Personnel Plan 
    Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 
Paul Murray   $3,500 $3,500 $3,500 3500 $3,000 $4,000 $4,000 $4,000 $4,000 $4,000 $4,000 $4,000 
One Manager full time employee   $2,500 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 
Total People   2 2 2 2 2 2 2 2 2 2 2 2 
Total Payroll   $6,000 $5,500 $5,500 $5,500 $5,000 $6,000 $6,000 $6,000 $6,000 $6,000 $6,000 $6,000 
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General Assumptions 
    Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 
Plan Month   1 2 3 4 5 6 7 8 9 10 11 12 
Current Interest Rate   9.00% 9.00% 9.00% 9.00% 9.00% 9.00% 9.00% 9.00% 9.00% 9.00% 9.00% 9.00% 
Long-term Interest Rate   7.50% 7.50% 7.50% 7.50% 7.50% 7.50% 7.50% 7.50% 7.50% 7.50% 7.50% 7.50% 
Tax Rate   28.00% 28.00% 28.00% 28.00% 28.00% 28.00% 28.00% 28.00% 28.00% 28.00% 28.00% 28.00% 
Sales on Credit %   75.00% 75.00% 75.00% 75.00% 75.00% 75.00% 75.00% 75.00% 75.00% 75.00% 75.00% 75.00% 
Other   0 0 0 0 0 0 0 0 0 0 0 0 
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Pro Forma Profit and Loss 
    Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 
Total Income   $5,200 $5,600 $6,500 $7,400 $8,300 $9,200 $10,100 $11,000 $11,900 $12,800 $13,700 $14,600 
Cost of Goods Sold   $200 $230 $280 $330 $380 $430 $480 $530 $580 $630 $680 $730 
Gross Profit   $5,000 $5,370 $6,220 $7,070 $7,920 $8,770 $9,620 $10,470 $11,320 $12,170 $13,020 $13,870 
Gross Profit %   96.15% 95.89% 95.69% 95.54% 95.42% 95.33% 95.25% 95.18% 95.13% 95.08% 95.04% 95.00% 
Expenses:                           
Payroll   $6,000 $5,500 $5,500 $5,500 $5,000 $6,000 $6,000 $6,000 $6,000 $6,000 $6,000 $6,000 
Sales and Marketing and Other 

Expenses 
  $10,000 $200 $200 $200 $200 $200 $200 $200 $200 $200 $200 $200 

Depreciation   $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Rent   $1,200 $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 $500 
Utilities   $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 
Insurance   $1,000 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 
Payroll Taxes 15% $900 $675 $750 $750 $750 $900 $900 $900 $900 $900 $900 $900 
Other   $2,000 $300 $300 $300 $300 $300 $300 $300 $300 $300 $300 $300 
    ------------ ------------ ------------ ------------ ------------ ------------ ------------ ------------ ------------ ------------ ------------ ------------ 
Total Expense   $21,200 $7,375 $7,450 $7,450 $6,950 $8,100 $8,100 $8,100 $8,100 $8,100 $8,100 $8,100 
Gross Profit   ($16,200) ($2,005) ($1,230) ($380) $970 $670 $1,520 $2,370 $3,220 $4,070 $4,920 $5,770 
Net Other Income   $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Net Profit   ($16,200) ($2,005) ($1,230) ($380) $970 $670 $1,520 $2,370 $3,220 $4,070 $4,920 $5,770 
Net Profit/Sales   -311.54% -35.80% -18.92% -5.14% 11.69% 7.28% 15.05% 21.55% 27.06% 31.80% 35.91% 39.52% 
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Pro Forma Cash Flow 
    Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 
                            
Cash Received                           
Cash from Operations:                            
Cash Sales   $1,300 $1,400 $1,625 $1,850 $2,075 $2,300 $2,525 $2,750 $2,975 $3,200 $3,425 $3,650 
Cash from Receivables   $3,900 $4,200 $4,875 $5,550 $6,225 $6,900 $7,575 $8,250 $8,925 $9,600 $10,275 $10,950 
Subtotal Cash from Operations   $5,200 $5,600 $6,500 $7,400 $8,300 $9,200 $10,100 $11,000 $11,900 $12,800 $13,700 $14,600 
                            
Additional Cash Received                           
Sales Tax, VAT, HST/GST Received 0.00% $100 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
New Current Borrowing   $150,000 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
New Other Liabilities (interest-free)   $8 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
New Long-term Liabilities   $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Sales of Other Current Assets   $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Sales of Long-term Assets   $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
New Investment Received   $50 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Subtotal Cash Received   $155,358 $5,600 $6,500 $7,400 $8,300 $9,200 $10,100 $11,000 $11,900 $12,800 $13,700 $14,600 
                            
Expenditures   Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 
Expenditures from Operations:                           
Cash Spending   $6,000 $4,500 $5,000 $5,000 $5,000 $6,000 $6,000 $6,000 $6,000 $6,000 $6,000 $6,000 
Payment of Accounts Payable   $7,950 $6,200 $2,605 $2,730 $2,280 $2,330 $2,530 $2,580 $2,630 $2,680 $2,730 $2,780 
Subtotal Spent on Operations   $13,950 $10,700 $7,605 $7,730 $7,280 $8,330 $8,530 $8,580 $8,630 $8,680 $8,730 $8,780 
                            
Additional Cash Spent                           
Sales Tax, VAT, HST/GST Paid Out   $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Principal Repayment of Current 

Borrowing 
  $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 

Other Liabilities Principal 

Repayment 
  $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 

Long-term Liabilities Principal 

Repayment 
  $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 

Purchase Other Current Assets   $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Purchase Long-term Assets   $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Dividends   $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Subtotal Cash Spent   $13,950 $10,700 $7,605 $7,730 $7,280 $8,330 $8,530 $8,580 $8,630 $8,680 $8,730 $8,780 
                            
Net Cash Flow   $141,408 ($5,100) ($1,105) ($330) $1,020 $870 $1,570 $2,420 $3,270 $4,120 $4,970 $5,820 
Cash Balance   $173,408 $168,308 $167,203 $166,873 $167,893 $168,763 $170,333 $172,753 $176,023 $180,143 $185,113 $190,933 
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Pro Forma Balance Sheet 
                            
Assets                           
Current Assets Starting 

Balances 
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 

Cash $32,000 $173,408 $168,308 $167,203 $166,873 $167,893 $168,763 $170,333 $172,753 $176,023 $180,143 $185,113 $190,933 
Accounts Receivable $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Other Current Assets $7,000 $7,000 $7,000 $7,000 $7,000 $7,000 $7,000 $7,000 $7,000 $7,000 $7,000 $7,000 $7,000 
Total Current Assets $39,000 $180,408 $175,308 $174,203 $173,873 $174,893 $175,763 $177,333 $179,753 $183,023 $187,143 $192,113 $197,933 
Long-term Assets                           
Long-term Assets $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 
Accumulated Depreciation $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Total Long-term Assets $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 $50,000 
Total Assets $89,000 $230,408 $225,308 $224,203 $223,873 $224,893 $225,763 $227,333 $229,753 $233,023 $237,143 $242,113 $247,933 
                            
Liabilities and Capital                           
Current Liabilities   Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 
Accounts Payable $0 $7,450 $4,355 $4,480 $4,530 $4,580 $4,780 $4,830 $4,880 $4,930 $4,980 $5,030 $5,080 
Current Borrowing $150,000 $300,000 $300,000 $300,000 $300,000 $300,000 $300,000 $300,000 $300,000 $300,000 $300,000 $300,000 $300,000 
Other Current Liabilities $0 $108 $108 $108 $108 $108 $108 $108 $108 $108 $108 $108 $108 
Subtotal Current Liabilities $150,000 $307,558 $304,463 $304,588 $304,638 $304,688 $304,888 $304,938 $304,988 $305,038 $305,088 $305,138 $305,188 
                            
Long-term Liabilities $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 
Total Liabilities $150,000 $307,558 $304,463 $304,588 $304,638 $304,688 $304,888 $304,938 $304,988 $305,038 $305,088 $305,138 $305,188 
                            
Paid-in Capital $27,500 $27,550 $27,550 $27,550 $27,550 $27,550 $27,550 $27,550 $27,550 $27,550 $27,550 $27,550 $27,550 
Retained Earnings ($88,500) ($88,500) ($88,500) ($88,500) ($88,500) ($88,500) ($88,500) ($88,500) ($88,500) ($88,500) ($88,500) ($88,500) ($88,500) 
Earnings $0 ($16,200) ($18,205) ($19,435) ($19,815) ($18,845) ($18,175) ($16,655) ($14,285) ($11,065) ($6,995) ($2,075) $3,695 
Total Capital ($61,000) ($77,150) ($79,155) ($80,385) ($80,765) ($79,795) ($79,125) ($77,605) ($75,235) ($72,015) ($67,945) ($63,025) ($57,255) 
Total Liabilities and Capital $89,000 $230,408 $225,308 $224,203 $223,873 $224,893 $225,763 $227,333 $229,753 $233,023 $237,143 $242,113 $247,933 
Net Worth ($61,000) ($77,150) ($79,155) ($80,385) ($80,765) ($79,795) ($79,125) ($77,605) ($75,235) ($72,015) ($67,945) ($63,025) ($57,255) 
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PRESS RELEASE 
 

 

FOR IMMEDIATE RELEASE 

9. Nov 21,2011 

 

 

9.1. BE PROACTIVE NOT REACTIVE – LEARN HOW TO BETTER PROTECT YOUR HOME OR OFFICE BEFORE 
A DISASTER STRIKES AND FEED YOUR FAMILY IN 5 MIN WITH OUT MICRO WAVE OR STOVES. 

 

FLORIDA –. Digital Security Systems (DSSI) is a company offering consumers the latest in technology to document their property 

before and after disasters. Paul Murray, the founder of DSSI, is a veteran law enforcement forensic specialist, property inspector 

photographer, former United States Federal Marshal, and current celebrity photographer. 

 

Can you remember everything in your wallet or pocketbook? In the frenzied aftermath of a major storm, earthquake, fire or similar 

disaster, the last thing you want to be doing is trying to recall and take inventory of what you have lost in material possessions. DSSI 

can help you protect your interests before disaster strikes. By the time FEMA and your insurance company become involved you will 

be able to provide them with proper home, business and property documentation so that they can receive this information via instant 

digital photo transmission. 

 

If your home or business should fall into a sinkhole, get completely wiped out by a fire, an earthquake, or storm and you can not return 

to your home or business where is your documentation going to be?” 

 

The answer is to put your important documentation on a digital photo CD system and arrange for a proper place that will allow you to 

keep the disk in a safe, and our internet at www.mydocusafe.com.. Or DSSI will keep the disk in a safe and secure storage facility for 

you. 

http://www.mydocusafe.com/
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Murray states, “Currently CD’s are the industry standard for storing information. CD’s hold more information than the conventional 

method of writing, videotaping, processing and printing photographs. Digital images can be loaded on a computer and sent to the 

appropriate agencies with relative ease in the time of an emergency.  

 

DSSI provides 5 Min Hot Meals that can be cook without micro waves or stoves for areas for emergency services on a 24 hour call 7 

days a week. DSSI can be anywhere nationwide from coast to coast within 24 hours in most cases. 

 

For more information about DSSI please contact Paul Murray at 877-863-35,  954 605-741165 or email pmmurray@pmmurray.com.  

www.digitalsecuritysystems.us  

 

 

◼ 30 – 

 

mailto:pmmurray@pmmurray.com
http://www.digitalsecuritysystems.us/
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10. Be Proactive Not Reactive Learn How To Better Protect Your Home Or Office Before A Disaster Strikes 

 

FLORIDA – Vice International d.b.a. Digital Security Systems (DSS©) is a company offering consumers the latest in 

technology to document their property before and after disasters. 

     

Source: Paul Murray 

Jun 03, 2007 03:51:54 
 

 
  

 

 

 

(PRLog.Org) – PRESS RELEASE 

 

 

FOR IMMEDIATE RELEASE 

Nov 25,2011 

 

 

BE PROACTIVE NOT REACTIVE – LEARN HOW TO BETTER PROTECT YOUR HOME OR OFFICE BEFORE A DISASTER 

STRIKES 

 

FLORIDA – Vice International d.b.a. Digital Security Systems (DSS©) is a company offering consumers the latest in technology to 

document their property before and after disasters. Paul Murray, the founder of DSS©, is a veteran law enforcement forensic 

specialist, property inspector photographer, former United States Federal Marshal, and current celebrity photographer. 

 

Can you remember everything in your wallet or pocketbook? In the frenzied aftermath of a major storm, earthquake, fire or similar 

disaster, the last thing you want to be doing is trying to recall and take inventory of what you have lost in material possessions. DSS© 

can help you protect your interests before disaster strikes. By the time FEMA and your insurance company become involved you will 

be able to provide them with proper home, business and property documentation so that they can receive this information via instant 

digital photo transmission. 

 

If your home or business should fall into a sinkhole, get completely wiped out by a fire, an earthquake, or storm and you can not return 

to your home or business where is your documentation going to be?” 

 

javascript:alert('PDF%20not%20published%20yet.')
javascript:alert('PDF%20not%20published%20yet.')
http://www.prlog.org/
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The answer is to put your important documentation on a digital photo CD system and arrange for a proper place that will allow you to 

keep the disk in a safe, secure place. Or DSS© will keep the disk in a safe and secure storage facility for you. 

 

Murray states, “Currently CD’s are the industry standard for storing information. CD’s hold more information than the conventional 

method of writing, videotaping, processing and printing photographs. Digital images can be loaded on a computer and sent to the 

appropriate agencies with relative ease in the time of an emergency.  

 

We also offer two cases of food for those home that have our services 5min Hot Meals  

 

DSS© may be able to provide mobile two way radios and or cellular communication systems for disaster hit areas for emergency 

services on a 24 hour call 7 days a week. DSS© can be anywhere nationwide from coast to coast within 24 hours in most cases. 

 

For more information about DSS© please contact Paul Murray at 561 629 0697  or email chiefmurray@yahoo.com. 

# # # 

Digital Security Systems International Inc  

Our imaging specialists digitize personal property including, personal photos, Wills, Birth Certificates, furniture, artwork, receipts and 

the interior and exterior of the home. Specialists are selected from sworn law enforcement and emergency services personnel. Each 

specialist is trained in the meticulous techniques of documentation and storage. Each is bonded, licensed and insured, 

 

 

 

Categories  : Insurance, Multimedia, Real Estate 

Tags  : thefts, hurricanes, tornados, fires, floods, insurance, home inventory, mortgage, banks 

Email  :  

Website  : http://www.DigitalSecuritySystems.us 

Phone  : 561 629 0697  

Address  : 3911 Hollywood  

  : Hollywood  

City/Town  : Miami 

State/Province  : Florida 

Zip  : 33021 

http://www.prlog.org/contact-author.html
http://www.prlog.org/contact-author.html
http://www.digitalsecuritysystems.us/
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Country  : United States 
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