We've Got It! WM" Www.megadox.com
COEFORATION

[Name of Organization]

BUSINESS PLAN

[date business plan issued]

Contact: [name], [title]
[address]
[phone no. & fax no.]
[email]

[web site]

The information contained in this business plan is confidential and proprietary to [Name of Organization]
(the “Organization”) and is intended only for the persons to whom it is transmitted by the Organization
or its representatives. Any reproduction of this document, in whole or in part, or the divulgence of any of
its contents without the prior written consent of the Organization, is prohibited.

This is a business plan. It does not imply and shall not be construed as an offering of securities. Persons
interested in pursuing an investment should contact their professional advisors.

Business Plan Copy No.




Confidentiality Agreement

The undersigned reader acknowledges that the information provided by [Name of
Organization] in this business plan is confidential. Therefore, the undersigned reader
agrees not to disclose any of such information without the express written permission

of [Name of Organization].

It is hereby acknowledged by the undersigned that the information to be furnished in
this business plan is in all respects confidential in nature (other than such information
which is already in the public domain through other means) and that any disclosure or
use of same by the undersigned may cause serious harm or damage to [Name of

Organization].

Upon request, this document is to be immediately returned to [Name of Organization].

Signature

Print Name

Date



TABLE OF CONTENTS
Confidentiality AQIrEEIMENT . ... i e e et e et e e e et et et e e et e e ea e aeanaas i
EXECUTIVE SUMMARY .ottt et et e e e e e et e e et e e e aba e e aaeees 1
l. MARKET OVERVIEW & MARKETING STRATEGY ...ttt 3
11 THE COMIMUNITY. ...ttt et e et e et e et e e et et e e e an e e et e aeaeeeanns 3
12 = = A= o T 3
13 Stakeholders/ User Groups and Target MarketS..........ccuveiiiiiiiiiiieeie e 3
14 Programs @0 SEIVICES. ....uiiii e ee e et e e e e e e e e e e e e e e e e e e e e aea 4
15 MEArKEING SEFBLEOY . ... et eeetii ettt ettt et e e et e e et e e e e e e e b e e eeaan s 4
1. THE PERFORMING ARTS CENTER ..ottt 6
21 Architectural NEEAS STUY ........coeuriiiiiii e e e e 6
22 Y =T = = S PTRPTRPTRP 6
23 BIACK BOX TREBLES . ... ettt ettt et e ettt e e e et e e e e e et e e et e eanaaees 6
24 [0 ' PP 6
25 (O oo 1 £ S PSP 6
2.6 L2 T2l 0] 101 7
2.7 N 4 S S (1 o [0 PP 7
1. PLANNING AND DEVELOPMENT ...ttt e e et e e e 8
31 CONSTRUCTION = PhESE | ..vvvuuiiiiiiii ettt e e et e e et a e e et e e e eraa e 8
3.2 L 7S = PP 8
3.3 L 7S PP 9
34 PhASE TV L et 9
35 W11 1 9
31 ACQUISITION - Development of Capital CamPaign...........ueeeeruieiiiiiieeeiiiie e eeeii e eeeans 9
3.2 BUITAING DESCITLION. ..ottt et e e e et e e e e et e e ea e e eanas 10
33 Proposed Changesto BUIlAING ...........oieuniiii e e e 10
34 FUNGING SOUMCES ... .eeeeeii et e e e e e e et e e e et e e et e e aanas 10
35 S 0= o (= 0 = 10
3.6 [ [ = oL SPTPPT PP 10
3.7 PlanS @nd SEUAIES. ...t e e 12
V. FUNDRAISING EFFORTS ..ottt ittt sttt s e et a e et n e et s e e e aaa s 13
41 FUNAFaISING EVENS. ... ettt et e e e e et e et eeaa e e ea e eannas 13
4.2 ENdOWMENE FUNGS. ...t et e e 13
43 GOVEINMENE GIaNS ... eee ittt ettt e et e e e e e e et e en e e e rn e enaes 13
44 Corporate SpoNSOrships & DONELIONS. .. ....ucveeeritieiii e e e e e e e e e e e eanas 13
45 L0 0107 o PRSPPI 13
V. YN NN €] 31V N [ PP 16
51 (2702 o o I 1 =t (] (= 16
5.2 ATES COMIMITIEE ... e e et e e et e e e et e e et e e et e e e aeanns 16
53 FaCIlity OPEIELIONS. ... .eeueie et ettt e et e e an e e ea e ean s 16
55 OULSIAE CONSUITANES. ...t e e et e e et e e e et e e e eaan s 17
V1. SWOT AN ALY SIS it e e e et e s 18
6.1 S 1= 10 18
6.2 RTAT = 5S-SR 18
6.3 OPPOITUNITIES ... ettt ettt ettt ettt e ettt e et et et e e e e e e e eaa e e e enan s 18
6.4 TRFEALS. .. e e ettt et e e e e e eaa e 18
6.5 TANGIDIE GOAIS. .. ettt et e 18
6.6 Key PerformanCe INiCaLOIS. .........viie e e e e e e e e e e e e aan s 19
VIl.  THREE-YEAR PRO FORMA FINANCIAL PROJECTIONS........coiiiiiiiiiiiiieeci e 20

APPENDIX “A” [SUPPOIt AOCUMENTS]....uuiiieiiie et e e e et e e e e e et e e e e e e e e eanas 22



[Name of Organization]
BUSINESS PLAN

EXECUTIVE SUMMARY
History

[NAME OF ORGANIZATION] (the “Organization”) is a non-profit organization which was formed in
[year] as a conservatory of the Performing Arts in the community of , and advancing
and advocating for the Arts in the state, region and nation.

Since our inception, we have staged theatrical productions, musical performances,
[list]. We have also developed several programs to develop young artists, which have
been led by well-known local and national artists such as [list].

[Briefly describe other programs and accomplishments of the organization.]

The Organization currently has a member Board of Directors, made up of representatives of several
local cultural and arts groups, as well as

Mission & Objectives

The Organization’s mission is to provide a training ground for students in the performing arts and
provide quality live theater, dance and musical performances to the community. Acquiring or building a
performing arts venue is an extension of this mission.

The Organization’s long-term objective is to consistently provide excellent performances and stimulating
social events for the families of our community. In order to do this, we are committed to bring to our
community a Performing Arts Center with the highest quality of planning, design, and functionality, to
accommodate all age groups and all appropriate aspects of the liberal Arts from solo artist and dance to
lavish theatrical musicals.

Current Facility

The Organization currently uses [describe facility currently being used for performances].
This facility, although functional, has serious limitations that distract from the performance, and
problems that are not cost-effective to fix. These limitations affect the community’s interest in our
theatrical events, because of location, seating comfort and design to enhance the performance.

New Performing Arts Center

A home for the Performing Arts in [name of community] will improve the resources and
expertise of a burgeoning arts community and help to create an environment that actively supports and
encourages the further development of the area residents and their creative selves. The vision for the Arts
Center is one of optimism, based upon an increasing level of support by the community both in terms of
use of the facility and financial support. The center will attract a large and eager audience from the region
to classes, workshops, art exhibitions and live performances.

Fund Raising Efforts

The Organization is seeking corporate sponsors through fund raising and public and private grant
programs. Our goal is to develop a Performing Arts Center that will allow us to work together with
community members and groups to stage live performances of the highest quality. Only through
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contributions from private and public sponsors can the Organization achieve the funding necessary to
acquire or build such a facility.

Funding Requirements

We estimate that we will require approximately $ in order to [purchase / build / renovate]
a theater and arts center. Of this amount, $ will be allocated to [describe how the funds
will be spent, e.g. so much for purchase of the building and/or land, so much for renovations and retrofitting (if
required) to bring it up to code, etc.]
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l. MARKET OVERVIEW & MARKETING STRATEGY
1.1 The Community

[Briefly describe the community, location, population, its unique qualities, average household income,
percentage of student population, etc.]

Together with community and cultural leaders, we are seeking to create a nurturing environment for the
Performing Arts. It is our combined commitment to develop a Performing Arts Center that will allow the
coming together of various age groups working to put on live performances that will have a binding
effect on the community.

1.2 Market Need

The Organization currently uses [describe facility currently in use]. This facility, while
functional, has severe limitations that distract from the performance, and other problems that would not
be cost effective to address. These limitations affect the community’s interest in our theatrical events,
because of location, seating comfort and design to enhance the performance.

Other facilities in the area which are available for use include [list]. Of these facilities,
only is available for long enough periods to allow performers to rehearse, build sets,
and prepare for production of live performances. This facility is owned by , who rent it to

other groups at reasonable rates when they are not in production.

A new Arts Center with space for set building, rehearsal space which can be used even while a
production is going on, and storage capabilities would greatly enhance the arts and entertainment scene
in the community, and would provide an opportunity for more performances of all kinds.

1.3 Stakeholders / User Groups and Target Markets

The users of the Arts Center will be drawn from the area. As awareness of the facility grows,
and as the Organization expands its programs and classes, the Center may draw users from surrounding
areas as well.

Our target markets include families, children in various age groups, adults, seniors, artists of all
disciplines, and sponsors. The following chart shows which of these market segments we are targeting
with our programs and services.

Product Arts Hall Second Shopping / Meetings / Special
Market Workshops Camps Performances Stage Dining Functions Events
Preschoolers X X X X
School Kids X X X X
Youths X X X X X
Adults X X X X X
Families X X X X X X
Seniors X X X X
Visual Artists X X X X X
Musicians X X X X X X X
Actors X X X X X X
Sponsors X X X X X X

Preschoolers (ages 2 to 6). Preschool-aged children will come to the facility with a parent to enjoy
children’s programming, play groups and special art activities aimed at young children, such as
“creative” day care with art, music and dance activities geared for their age group while their parents are
taking a class elsewhere in the building.




School children (ages 6 to 13). School-aged children will come to the Center to attend theatrical and
musical performances as part of their school program, as well as with members of their family. They can
participate in age-appropriate workshops, classes and summer art camps, attend performances, and even
be a cast member for theatrical and musical productions.

Youths (ages 14 to 21). This age group will use the Center as a place to explore their interests in the
creative arts, and as an outlet for creative self-expression. They can be involved in all aspects of
performance presentation — as playwrights, composers, musicians, actors, singers, dancers and as
audience members. They will attend events in the performance venues with peers and/or family
members, and can participate in summer art camps and children’s programming as teachers and group
leaders.

Adults and families can use the Arts Center as a place in which to learn and develop creative skills in
such areas as painting, drawing, sculpture, photography and crafts. They can also participate in amateur
theater as actors, playwrights and technicians. They will attend performances, come to the Center to shop
in the retail outlets or enjoy a meal in the restaurant with friends or family. They may also attend parent-
child art classes and live performances of theater, dance and music. They can rent space for a function,
and have it catered by the restaurant.

Seniors will attend the Center to take classes, meet friends, shop, have a meal, or attend performances.
They may also volunteer to help lead programs for children, and act as guest hosts, ushers, ticket takers
and in other volunteer capacities.

Performing artists will teach workshops, rent studio space in which to produce their own work, mount
exhibits of artwork, produce plays and give live performances.

Sponsors will benefit from the public recognition provided by the Arts Center through their support of
the facility with acknowledgements provided on donor plaques, advertising space on printed programs
and signage, and other forms of public acknowledgement. They can rent the multi-purpose boardrooms
and other areas for meetings and functions, which can be catered by the restaurant.

1.4 Programs and Services

The Organization will continue to develop programs and workshops for the public. Performing arts
programs and workshops in development include acting, improvisational theater, stagecraft, playwriting,
lighting and technical aspects of production, as well as music and dance. Visual arts courses include
painting and drawing, sculpture, pottery, craft and printmaking.

The new Arts Center will allow us an opportunity to produce more musical concerts, from classics to
rock. We also have plans to produce a subscription musical series to present a selection of different artists
in concert each year.

The development of an Artist-in-Residence program will add enormously to the quality of program
offerings, as members of the community are attracted to workshops offered by recognized artists,
musicians and writers who come by invitation to the facility. During their residency, they would have the
opportunity to create their own works within the facility and, at the same time, engage community
members in exploration and development of their own creative talents.

15 Marketing Strategy

The marketing strategy will be developed to create widespread awareness of and demand for the services
and programs available at the Arts Center for all of our target markets, from very young children to





