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1.1 Industry Summary

Sample Country
Industry Revenue

The Luxury Jewelry Industry (NAICS XXXXX) and the Retail Jewelry Stores industry (NAICS XXXXX)
are central elements of the broader luxury goods and consumer retail sectors in North America.
These industries are intimately linked, with developments in one often influencing the dynamics of
the other.

e Luxury Jewelry Industry: Encompasses the design, manufacture, and sale of high-end
jewelry pieces that include precious metals and gemstones. It serves a niche market of
affluent customers seeking exceptional quality and exclusivity. Manufacturers and designers
in this industry play a vital role in setting trends and standards that shape consumer
expectations and preferences. The industry's health is directly connected to economic
factors such as disposable income levels, consumer confidence, and global economic
stability, which influence spending on luxury items.

o Retail Jewelry Stores Industry: Involves the direct retailing of a wide range of jewelry
products from luxurious bespoke pieces to more accessible fashion jewelry. Retailers act as
the critical interface between manufacturers and the consumer, providing a channelthrough
which luxury jewelry reaches the market. The success of this industry hinges on effective
marketing, customer service, and the ability to cater to the evolving tastes of a diverse
clientele. Retail jewelry stores must navigate the challenges of digital commerce, changing
fashion trends, and economic cycles.

Both industries are notably reactive to macroeconomic shifts, demonstrating cyclical trends that
correlate with the overall economic climate. However, they also benefit from a mutually reinforcing
relationship. A robust luxury jewelry manufacturing sector supports retail stores with innovative

Sample Subsiary - Business Plan 3
Strictly Confidential




products that attract consumers and satisfy demand for new and unique designs. Conversely,
successful retail operations generate valuable market insights and customer feedback that
manufacturers use to refine their offerings. As North America continues to witness changes in
consumer behavior and digital transformation, both sectors face novel challenges and
opportunities. Advances in sustainable practices, digital marketing strategies, and e-commerce are
poised to transform these industries, making them more adaptable to market shifts and responsive
to consumer preferences.

1.2 Parent Company Introduction

Sample Parent Company Inc. (hereafter also referred to as the “parent company”) is a prestigious
entity in the luxury jewelry industry, established over XX years ago in Sample City, Sample Country.
The parent company has carved out a niche for itself by offering bespoke jewelry that combines
traditional craftsmanship with cutting-edge design. Led by John Doe (hereafter also referred to “Mr.
Doe”), whose vision and dedication have been pivotal, the company has upheld its commitment to
excellence and innovation throughout its history.

Under the leadership of Mr. Doe, the parent company has embraced modern production techniques
while respecting its artisanal roots, allowing for a sustainable expansion into international markets.
The company is celebrated for its ethical practices, including the use of conflict-free materials and
adherence to fair trade standards, which resonate well with today's eco-conscious consumers. As it
prepares to extend its reach further, the parent company continues to enhance its offerings, ensuring
that each piece reflects both high quality and ethical integrity.

1.3 Subsidiary Introduction

The subsidiary, the North American extension of the parent company, represents a significant
strategic move into the diverse markets of Sample Country. Incorporated on January XX, 20XX, and
situated in Sample City, this wholly-owned venture is directed by Mr. Doe. This move not only signifies
the fusion of traditional European craftsmanship with the multicultural nuances of the Sample
Country market but also marks a vital step in the company's global expansion strategy.

The Subsidiary is poised to deliver a distinctive array of jewelry products and services, echoing the
high standards and bespoke offerings of the parent company while tailoring its approach to resonate
with the specific tastes and needs of the Sample Country clientele. The range includes both luxury
high-end pieces and more accessible items that blend traditional elegance with contemporary
design. Through leveraging the robust reputation and expertise of its parent company, the subsidiary
aims to introduce an exclusive selection of fine jewelry, taking advantage of direct imports to
optimize costs and foster in-house product development as the operation scales. An initial
investment of CAD XXX,XXX will support the setup of its operations, covering leasehold
improvements, equipment purchases, and other essential outlays to solidify its presence locally.
This investment is expected to significantly benefit the local economy by enhancing business
operations and stimulating economic activity.
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Moreover, the subsidiary is dedicated to community engagement, planning to create humerous job
opportunities locally, ranging from technical roles in jewelry craftsmanship to sales and security
positions, with the potential for further job creation as the company grows. This initiative will not only
help alleviate local unemployment but will also contribute to skill development and career
advancementinthe community. In addition to its economic contributions, the subsidiary will actively
participate in local cultural and artistic events, enriching the community’s cultural landscape and
fostering a deeper appreciation for the art of jewelry through its unique offerings. By integrating
deeply with the local market while maintaining strong connections to its parent company, the
Subsidiary is set to make a profound impact, not only as a distinguished purveyor of fine jewelry but
also as a key player in the economic and cultural development of Sample Country.

To craft and provide
unique, high-quality
jewelry that enhances

To be the leading brand
in luxury jewelry, re-
nowned for innovation,
the beauty and craftsmanship, and

expresses the sustainability, inspiring
individuality of our elegance across
customers. generations.

1.4 The Need for the Applicant’s Presence in the Canadian Company

Mr. Doe has been an integral part of the parent company since 20XX, primarily serving as the Director
of Product Innovation and Marketing. His extensive tenure with the parent company has endowed
him with profound expertise and leadership capabilities, which have been crucial to the successful
introduction and market penetration of unique jewelry collections globally. As the parent company
expands into the North American market with the establishment of the Subsidiary, Mr. Doe will
assume the role of Sales & Marketing Manager.

In his new role under NOC XXXXX, Mr. Doe will oversee the day-to-day operations of the subsidiary,
ensuring products are delivered with the highest craftsmanship, on schedule, and within budget. His
strategic acumen will guide the development and implementation of business strategies that align
with both the immediate and long-term goals of the subsidiary. Furthermore, Mr. Doe will be
instrumental in building and leading a skilled team, fostering a culture of innovation and excellence
that is expected to resonate throughout the organization. Mr. Doe's leadership is anticipated to
significantly benefit the local economy. By driving the establishment and growth of the Subsidiary, he
will contribute directly to job creation within Sample City and potentially across Sample Country. His
involvement will facilitate a transfer of skills to the local workforce, elevating industry standards and
enhancing capabilities within the luxury jewelry sector. Additionally, the subsidiary’s activities in
import-export and product development will stimulate economic activity and support the growth of
related industries.
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With a dedicated focus on leveraging international resources and adapting to local market
conditions, Mr. Doe is committed to replicating the parent company’s success in the North American
landscape. His vision includes forging strong partnerships and positioning the Subsidiary as a pivotal
player in the Sample Country’s jewelry markets. This alignment with Sample Country's economic
objectives underscores the subsidiary’s potential to significantly impact the national economy,
ensuring the success of this international venture.

1.5 Employee Breakdown, Use of Funds & Projections

The financial foundation of the company is secured through Mr. Doe and the parent company’s
investment of CAD XXX,XXX. Funds will be strategically allocated to key business development
activities, including capital expenses (CAPEX) such as leasehold improvements, furniture, fixtures,
signage, equipment and technology purchases, and operating expenses (OPEX) such as staff
salaries, sales and marketing initiatives, insurance and other working capital needs. Please refer to
section 9.1 below for a further breakdown on the use of funds.

The company's financial performance reveals a steady climb in revenue, from $X.XXM in Year 1 to
$X.XXM by Year 5, driven by increasing unit sales and a strategic rise in product prices, reflecting
growing brand value and market acceptance. The company is expected to show a slight profit in year
1 thanks to an effective sales and marketing strategy and unique product offerings that bolster
market share. A declining expense ratio (as a percent of revenue) and rising earnings before interest,
taxes, depreciation and amortization (EBITDA) underscore the successful business expansion.
Please review to section 9.2 and 9.3 for a full breakdown of the financial assumptions and
financial projections.

Mr. Doe will take the position as the Sales & Marketing Manager under the NOC XXXXX. In the first
year of operations the company also plans to employ three (3) individuals, as follows:

1. Jewellery Technician (NOC 62202)
2. Sales Associate (NOC 64100)
3. Security Personnel (NOC 64410)

Staff requirements will be reviewed on a regular basis to see if additional staff are required as the
business grows and expands. However, based on conservative revenue growth, new employees will
be added at regular intervals during the initial years of Canadian operations. In particular the
subsidiary plans to hire:

Jewellery Designer/Customization Specialist (NOC XXXXX)
Store Manager (NOC XXXXX)

Marketing Coordinator (NOC XXXXX

Inventory Control Specialist (NOC XXXXX)

b
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2.0 Company Overview

2.1 Parent Company

Sample Parent Company Limited is a distinguished leader in the luxury jewelry industry, specializing
in the design, creation, and global distribution of high-end jewelry pieces. With its mission to deliver
exceptional craftsmanship and personalized service, and driven by a vision to embody sophistication
and innovation in every piece, the Parent Company stands out for its commitment to quality and
luxury. Its highly skilled artisans are adept at combining age-old techniques with modern aesthetics,
providing bespoke jewelry solutions that cater to an elite clientele across various international
markets.

As the parent company expands its presence into North America with the establishment of Sample
Company, it brings a legacy of excellence and arich heritage in jewelry making. The Parent Company
is led by Mr. John Doe, a visionary with extensive experience in the luxury goods market, under whose
leadership the company has flourished.

2.1.1 Business Details

e Business Name: Sample Parent Company Limited
e Business Address: Sample Street, Sample City, Sample Country
o Business Website: www.sampleparentcompany.com

With several boutique locations spread across major global cities, the parent company has
cemented its reputation as a premier provider of luxury jewelry. The company is privately owned by
the Doe family, which has nurtured the business from its inception, ensuring that each piece of
jewelry is not only a reflection of beauty but also a mark of impeccable quality. The business model
integrates direct retail through high-end stores and bespoke services, primarily generating revenue
through the sale of exclusive jewelry pieces and custom-designed collections.

The parent company's value chain is designed to maximize customer satisfaction through
personalized design services, ensuring that each client’s experience is uniquely tailored. This
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approach is supported by the company’s mastery in jewelry design and a deep understanding of
precious materials, which help build trust and loyalty, leading to high conversion rates from
consultations to sales. Revenue is also enhanced by after-sales services, including maintenance and
customization of jewelry pieces, thereby maintaining multiple streams of income from a diverse
clientele base.

2.1.2 Service Portfolio

GEMS & METALS SOURCING

Ethically sourced diamonds and other
precious gems

High-quality gold, platinum, and other
precious metals

LUXURY JEWELRY COLLECTION AFTER-SALES SERVICES

Custom and bespoke jewelry designs Jewelry maintenance and repair

Limited edition high-value pieces Valuation and upgrading of existing pieces

2.1.3 Differentiation and Growth

The parent company differentiates itself in the competitive luxury jewelry market through its
unparalleled focus on quality, exclusivity, and client-centric services. It leverages international
resources and artisanal expertise to offer jewelry that is both culturally resonant and globally
appealing. The company’s growth strategy includes expanding its digital presence, enhancing
customer engagement through innovative online platforms, and increasing its footprint in emerging
luxury markets. This approach, coupled with strategic alliances with international luxury brands,
ensures continuous growth and allows the company to adapt dynamically to changing global trends
in the luxury goods sector.

Sample Subsiary - Business Plan 8
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2.2 Subsidiary Company

e Business Name: Sample Company Incorporated
e Business Address: Sample Street, Sample City
e Business Website: www.samplesubsidiary.com

As an extension of the esteemed the parent company, Sample Company is poised to establish its
presence in Sample City. Scheduled for launch in the near future, the subsidiary is set to make a
significant impact across the luxury jewelry and high fashion industries in Sample Province. The
company plans to offer a blend of luxury jewelry retail and bespoke design services, meticulously
tailored to meet the needs of upscale clients ranging from private individuals to corporate entities.
Additionally, it will provide maintenance services for high-end jewelry pieces and engage in exclusive
design collaborations.

Inthe B2B sector, the subsidiary will cater to high-fashion retailers and luxury event planners, offering
exclusive jewelry pieces and collaborative design projects that enhance their offerings and meet the
sophisticated demands of their clientele. For individual consumers, the company will deliver highly
comprehensive bespoke jewelry services, providing end-to-end support from the initial design
consultation to the final product creation and aftercare services. This dual approach is designed to
not only generate multiple revenue streams through direct sales and design commissions but also to
capitalize on the rapidly growing demand for personalized and high-quality jewelry solutions.

By aligning its upcoming services with the aesthetic and lifestyle aspirations of its future clientele in
Sample City, the subsidiary aims to deliver substantial value to both business clients and individual
consumers. This strategic positioning is expected to ensure their needs for exclusivity and elegance
are seamlessly met, thus reinforcing their integration into the high-end socio-economic fabric of
Canada and positioning the subsidiary brand as a pivotal player in driving future growth and
innovation within Canada's luxury goods industry.

2.2.1 Corporate Share Ownership

The Subsidiary is currently structured as a shared capital entity, with the Parent Company holding
the majority of shares (90%) in the subsidiary entity, while remaining shares will be held by Mr. Doe
(10%). Correspondingly, the Parent Company will provide required venture capital, knowledge, and
other key non-financial resources to the Subsidiary during its entry and scaling process in its
Canadian target market, which will be overseen by Mr. Doe.

Parent Company (90%)

Mr. John Doe (10%)

Sample Parent Company Limited
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2.2.2 Products and Services

BESPOKE JEWELRY DESIGN

The subsidiary specializes in bespoke jewelry
design, offering clients the opportunity to create
custom pieces that are as unique as they are.
Whether it's an engagement ring, a family
heirloom redesign, or a personal treat, our team

of skilled artisans works closely with each client
to bring their vision to life. From the initial
concept to the final polish, every step is handled
with meticulous care and precision, ensuring that
the final product not only meets but exceeds
client expectations.

JEWELRY MAINTENANCE &
REPAIR SERVICES

Understanding the importance of maintaining the
luster and functionality of fine jewelry, the
subsdiary offers comprehensive maintenance
and repair services. From cleaning and polishing
to more complex repairs and restorations, our
experienced technicians ensure that every piece
is treated with the utmost care and expertise,
helping to preserve its beauty and integrity for
years to come.

LUXURY JEWELRY COLLECTIONS

The subsidiary showcases exclusive luxury
jewelry collections that feature high-end
materials such as platinum, gold, diamonds, and
other precious stones. These collections are
defined by their sophistication and elegance,
catering to discerning customers looking for
something truly special and extraordinary. The
collections are periodically updated to reflect the
latest trends and innovations in the jewelry
industry while maintaining timeless appeal.

WEDDING AND SPECIAL EVENTS
CONSULTATIONS

For those special life moments, the subsidiary
provides specialized consultations for wedding
and event jewelry. This service is designed to help
clients select or create the perfect pieces to
complement their occasions, be it weddings,
anniversaries, or other significant celebrations.
Our consultants are experts in styling and can
provide insights into the best choices that sync
with the client's overall theme and personal style.

Sample Subsiary - Business Plan
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2.2.3 Value Proposition

The subsidiary's value proposition centers on providing an exclusive, bespoke experience in luxury
jewelry that caters to the discerning tastes of high-end clients. The company's commitment to
exclusivity ensures that each client receives a piece that is unique and not available elsewhere,
highlighting their individual style and prestige. This is complemented by superior craftsmanship,
where skilled artisans, leveraging the heritage and expertise of the parent company, meticulously
create each jewelry piece with the utmost attention to quality and design.

The subsidiary offers an end-to-end personalized service, from the initial design consultations
through to the final delivery and subsequent aftercare, ensuring a seamless and satisfying
experience for each customer. This thorough approach to client service enhances overall satisfaction
and cultivates lasting client loyalty. Moreover, the subsidiary operates on a hybrid business model
that effectively addresses both B2B and B2C markets, enabling strategic partnerships and direct
consumer engagement. For businesses, it provides exclusive collaborations that enrich their luxury
offerings, while individual clients enjoy customized services that transform their unique visions into
exquisite reality.

By integrating its services and products into the lifestyles and aesthetic aspirations of its clientele,
the subsidiary not only ensures that each piece of jewelry enhances the client's social and
professional life but also positions itself as a pivotal contributor to the socio-economic landscape.
Through its operations, it fosters job creation and supports the high-end luxury goods industry,
thereby driving economic activity and innovation within the luxury sector in Canada. This
comprehensive value proposition makes the subsidiary a distinguished leader in the luxury jewelry
market, promising exclusivity, personalized elegance, and socio-economic enhancement.
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2.2.4 Location and Hours of Operation
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Target Market

the subsidiary is set to enhance its foothold in the Canadian
market, with a particular focus on the affluent neighborhoods of
Toronto, Ontario. The targeted areas, such as Yorkville and the
Financial District, are well-known for their high concentration of
wealth and a clientele that appreciates luxury goods and bespoke
services. This strategic targeting alighs with the company’s
capacity to deliver high-end, custom-designed jewelry that meets
the sophisticated tastes and high expectations of an elite clientele.

In addition to focusing on the domestic market, the subsidiary
plans to utilize Canada’s strong trade relationships and strategic
North American location to tap into the U.S. luxury goods market,
particularly in cities known for their luxury shopping like New York
and Beverly Hills. The long-term strategy involves expanding the
brand’s reach to affluent markets in Europe, particularly in fashion
capitals such as Paris and London, where there is arobustdemand
for luxury jewelry.

Sample Subsiary - Business Plan 12
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2.2.5 Locational Analysis

Sample Country Jewellery Store Concentration By Establishments

Powered by Bing
© GeoNames, Microsoft, TomTom

Source: Sample Source'

Consumer Market and Demographics

Sample City's affluent and diverse demographic, including a substantial number of high-net-worth
individuals and luxury consumers, offers a prime market for a jewelry store specializing in high-end,
bespoke designs. This demographic supports a demand for exclusive, custom-made jewelry pieces
that cater to discerning tastes, differentiating from standard offerings in the mainstream Sample
Country luxury market.

Economic Resilience and Consumer Spending

Despite global economic fluctuations, Sample City's economy is marked by resilience and growth,
supported by a strong financial sector and a diverse economic base. With a relatively low
unemployment rate around 6%, the city's economic stability fosters healthy consumer spending,
particularly in the luxury goods sector, which is advantageous for high-end retail businesses like fine
jewelry.

Retail Environment and Foot Traffic

Toronto is a renowned shopping hub, home to prestigious shopping districts such as Yorkville, Bloor
Street, and the Financial District, which attract both local and international affluent shoppers. The
high foot traffic and the presence of luxury retail spaces provide an excellent opportunity for a new
jewelry store to engage with both targeted and impulse luxury buyers.
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Local Competition and Market Gap

While Sample City hosts numerous luxury retailers, there is still a market gap for jewelry stores that
offer personalized service and tailor-made, exquisite pieces. Establishing a store that provides
unique, handcrafted jewelry can effectively capture the attention of consumers seeking
distinctiveness and exclusivity, thereby carving out a niche in the high-end jewelry market.

Supportive Business Environment

The local government and business associations in Toronto actively support new luxury businesses
through various initiatives, including financial incentives, promotional events, and robust networking
opportunities. These programs facilitate new ventures in integrating and flourishing within Sample
City's competitive luxury market.

Conclusion

Sample City's robust economy, coupled with its cultural diversity and established luxury market,
makes it an ideal location for launching Sample Company's new jewelry store. The city's
demographic and economic traits provide a fertile ground for a business that specializes in luxurious,
tailor-made jewelry, appealing to both elite clientele and those seeking unique, high-quality
products. This strategic location not only promises substantial market penetration but also serves as
a gateway for further expansion into North America and European luxury markets.

Province Estabhshments Revenue $M Wages ($M) Employees

1,692 1,548.1 387.6 7,039

1,011 $ 928.0 $ 1283 4,206

Saskatchewan 123 $ 108.2 $ 1.9 512

Manitoba 120 $ 105.0 $ 2.0 499

Newfoundland and Labrador 19 $ 16.7 $ 0.1 79

Prince Edward Island 10 $ 9.1 $ 0.0 42

3 $ 2.5 $ 0.0 12

Nunavut 1 $ 1.1 $ 0.0 6

Northwest Territories 2 $ 0.5 $ 0.0 9
Sample Subsiary - Business Plan 14
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3.1 Industry Summary
Sample Country Jewellery Stores Industry Segments ($M)
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Source: Sample Source'

The Canadian jewellery stores industry (NAICS XXXXX) encompasses a diverse and vibrant sector,
characterized by a blend of traditional craftsmanship and contemporary design. It caters to a broad
range of consumers, offering everything from high-end, luxury pieces to more affordable fashion
accessories. Additionally, Canada’s reputation for ethical sourcing, especially in diamond mining,
adds a layer of appeal to its products on the global stage. Despite competition from international
brands and changing consumer preferences, the Canadian jewellery industry continues to thrive.

What’s included in the industry?

e Custom and Bespoke Services: Offering personalized products and design services that
cater to individual customer preferences and special occasions.

e Design & Craftsmanship: Creating unique jewellery pieces, which range from traditional
designs to contemporary styles, leveraging Canada’s rich cultural diversity.

e Manufacturing & Production: Employing traditional handcrafting techniques and newer
modern manufacturing technologies to produce jewellery pieces.

Sample Subsiary - Business Plan 15
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3.2 Market Size

Canadian Jewellery Stores Industry Performance
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IBISWorld (2023) anticipates that Canada’s jewellery stores industry will generate $3.99B in 2024,
with 0.4% annualized growth (CAGR 2023-2028) leading to $4.5B by 2028. With 4,312 industry
establishments generating a total of $3.99B in 2024, IBISWorld estimates that, on average, sector
operators recognized average annual turnover of $925,092.76 — however, large variation exists."

Canadian Jewellery Manufacturing Industry Performance
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Similarly, IBISWorld (2023) estimates that Canada’s jewellery manufacturing industry will reach over
$6.88Bin 2024, with 0.8% growth (CAGR 2023-2028) leading to approximately $7.14B by 2028. In this
industry segment, 1,251 operators generate approximately $5.5M per business. "
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3.3 Key Market Drivers

Increased Global Economic

Sustainability and .
Consumer Ethical Practices Stab.'ll.ty =
Spending Policies
Positive FEEIE Neutral

Khayatian Golden Group Inc has identified the following keys market drivers:

e Consumer Spending: As economies recover from the pandemic-induced slowdown, there has
been a noticeable increase in consumer spending, particularly in luxury and non-essential goods
such as jewelry. This trend is supported by rising disposable incomes and a strong consumer
confidence, which are driving up sales across various segments of the jewelry market. "

e Digital Transformation: The shift towards digital platforms continues to play a critical role in the
jewelry industry. Online sales channels and digital marketing strategies are becoming increasingly
important for reaching consumers, especially younger demographics who prefer shopping online.
This digital push is altering traditional business models and consumer buying behaviors, making
digital presence a key factor for success in the current market. ‘1

e Sustainability and Ethical Practices: There is a growing demand for sustainability and ethical
practices within the jewelry industry. Consumers are increasingly aware of the environmental and
social impacts of their purchases, leading to higher demand for ethically sourced materials and
sustainable manufacturing processes. This shift is prompting jewelry companies to adapt their
sourcing and production practices to meet these new consumer expectations. *

e Global Economic Stability: The overall stability of the global economy and specific governmental
policies also influence the jewelry market. Factors such as trade policies, international relations,
and economic sanctions can affect the availability and cost of raw materials like gold and

diamonds, impacting production costs and pricing strategies within the industry. *
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3.4 Key Market Trends

Khayatian Golden Group Inc has identified the following keys market trends:

o Bold and Oversized Pieces: There's a growing preference for statement jewelry, particularly
bold cuffs and oversized earrings. These items are becoming staples in fashion collections,
often seen in runways and high-fashion events. They offer a dramatic flair and can transform
an outfit with a single piece.”

o Sustainability and Ethical Practices: Consumers are increasingly concerned about the
environmental and ethical implications of their purchases. Sustainability is now a baseline
expectation, with many customers preferring brands that demonstrate commitment to eco-
friendly practices and ethical sourcing of materials. ¥

o Digital Integration and the Metaverse: The jewelry industry is also experiencing a digital
transformation. Brands are exploring Web3 technologies and the Metaverse to offer
immersive shopping experiences and even digital ownership options. This trend includes the
use of blockchain for traceability and the creation of digital twins for physical products. "

o Diversity and Inclusion: There's a notable shift towards more diversity and inclusion within
the industry. Brands are being encouraged to showcase a wider range of human diversity in
their marketing, and to align their product offerings with the cultural and ethical values of
diverse consumer groups. ¥

o Emeralds and Colored Gemstones: As for specific types of jewelry, emeralds and other
colored gemstones are gaining popularity. They are being chosen over traditional diamonds
for their vibrant colors and unique appearances, offering a fresh and modern take on luxury
jewelry.™
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3.5 Market Segmentation

Jewellery Stores Industry Consumer Segments (%)
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The following table represents a breakdown of the consumer groups targeted by the subsidiary,
detailing their key characteristics, preferences, and typical purchasing behaviors. Each segment
offers a strategic opportunity to cater to specific needs and desires within the jewelry market,

aligning with the company's capabilities to produce culturally rich and finely crafted jewelry.

Middle
Eastern
Expatriates

Luxury
Shoppers

Ethnic Jewelry

Enthusiasts

Millennials
and GenZ

Tourists

Primarily from Middle
Eastern countries
residing in North

America

High-income individuals

seeking exclusive,
premium products

Collectors and fashion-
forward individuals

Younger demographics

interested in sustainable

and ethical fashion

Visitors to Canada,
especially from regions
with affinity to Middle
Eastern culture

Jewelry that reflects their

cultural heritage

Unique, handcrafted
designs with exotic
appeal

Pieces that tell a story or

carry a cultural
significance

Sustainable materials,
ethical sourcing

Souvenirs that are
meaningful and have
cultural depth

High value on
authenticity and
craftsmanship

Willing to pay a premium

for bespoke items

Frequent purchases of
unique, standout items

Prefers brands with
strong social and
environmental values

Purchases linked to
travel experiences
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4.1 Competitive Landscape

Sample Company is set to enter a dynamic and competitive jewelry market in Toronto, facing off
against a mix of well-established local and global brands. Each competitor offers a distinct
combination of product offerings, brand heritage, and customer engagement strategies that shape a
lively market landscape.

Luxury Segment Presence: High-end brands such as Deluxe Jewels and Regal Gems
dominate this segment, offering luxurious and meticulously crafted jewelry pieces. DelLuxe
Jewels is renowned for its signature style and affluent branding, while Regal Gems offers a
vast selection of high-end watches and fine jewelry, including exclusive collections from
renowned designers.

Custom Desigh and Personalization: Specializing in bespoke jewelry, Artisanal Creations
and Custom Craft Jewellers stand out by providing personalized jewelry design services.
These establishments cater to clients seeking unique, custom-made pieces that reflect their
personal style and story, thus fulfilling the demand for individuality and exclusivity in jewelry
purchases.

Ethical and Local Focus: GreenStone Ethical Jewelry and Local Charm focus on the ethically
conscious consumer segment. GreenStone offers sustainably sourced and locally made
jewelry, emphasizing eco-friendly practices, while Local Charm supports community
initiatives by donating a portion of their proceeds to local causes and showcasing local
artisans' work.

Cultural and Artistic Designs: Cultural Gems is recognized for its culturally inspired designs
that incorporate elements from Canadian and Indigenous art, appealing to customers
looking for jewelry with cultural depth and artistic value.

Diverse Product Offerings: The competitive environment is further enriched by boutiques
like Modern Heirloom and Legacy Luxe, which blend traditional craftsmanship with
contemporary designs. These stores appeal to a broad demographic by offering a range of
products from vintage-inspired pieces to modern, avant-garde designs.

4.2 Direct Competitors

DeLuxe Jewels: Located in the upscale Yorkville area, DelLuxe Jewels is known for its
exclusive jewelry and personalized service, catering to Toronto's elite. The brand is
synonymous with luxury and sophistication, offering everything from diamond engagement
rings to custom-designed pieces.

Artisanal Creations: Situated in the Distillery District, Artisanal Creations is famed for its
bespoke jewelry services, including design consultations and in-house craftsmanship,
providing a tailored experience for those seeking one-of-a-kind jewelry.

Sample Subsiary - Business Plan 20
Strictly Confidential



@

o GreenStone Ethical Jewelry: Nestled in Toronto's Queen West, GreenStone promotes
ethical jewelry practices by using recycled materials and conflict-free gems, appealing to
eco-conscious consumers.

e Cultural Gems: This boutique, located near the Royal Ontario Museum, offers jewelry that
reflects the diverse cultural heritage of Canada, incorporating native designs and materials
that resonate with culturally minded consumers.

e Modern Heirloom: Based in the financial district, Modern Heirloom offers a blend of
traditional and modern jewelry pieces, catering to young professionals and heritage jewelry
enthusiasts alike.

Entering this competitive market, Sample Company plans to leverage its unique position by
combining international luxury with local Canadian influences, aiming to attract a diverse clientele
ranging from high-net-worth individuals to young professionals seeking luxury with a personal touch.
By aligning its strategy with the lifestyle aspirations of its targeted demographic, the subsidiary is
poised to carve out a niche in Toronto’s vibrant luxury jewelry scene.
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4.3 Competitive Advantage

Sample
Subsidiary

Feature

Extensive customization
options

Specializes in Middle
Eastern-Canadian fusion

Strong commitment to
ethical practices

Advanced tech
integration in products

High engagement with
local Middle Eastern
community

Eco-friendly materials,
recycling programs

DeLuxe
Jewels™

Limited
customization

Artisanal
Creations™i

High customization

GreenStone

Ethical**

Moderate

customization

Cultural
Gems™

Limited
customization

Modern
Heirloom™

High

customization

Not focused Not focused Not focused Highly focused on Not focused
Canadian and
Indigenous art
Ethical Ethical sourcing Strong ethical Ethical sourcing Charitable
sourcing focus contributions
None None None None None
Limited High engagement Strong Very high cultural Moderate
in local arts community engagement community
community engagement involvement
Some eco- Limited initiatives Strong Moderate Strong
friendly options sustainability sustainability community
focus efforts support
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4.3.1 Points of Differentiation
Custom Designs

The subsidiary excels in offering extensive customization options, allowing clients to design their
jewelry with a high degree of personal input. This contrasts with competitors like DeLuxe Jewels and
Artisanal Creations, which offer varying degrees of customization, but none as extensive as the
subsidiary.

Cultural Fusion Designs

The subsidiary uniquely specializes in Middle Eastern-Canadian fusion designs, catering to a niche
market that values cultural richness in their jewelry. This offering is distinct from all competitors
except Cultural Gems, which focuses on Canadian and Indigenous art, offering a different type of
cultural appeal.

Ethical Sourcing

Ethical sourcing is a strong point for the subsidiary, aligning with modern consumer values around
sustainability and ethical production practices. While other competitors like GreenStone Ethical
Jewelry also focus strongly on this aspect, the subsidiary maintains a unique position with its specific
commitments and transparency.

Smart Jewelry

The subsidiary is the only player in this market offering smart jewelry, integrating advanced
technology into traditional jewelry pieces. This innovation sets it apart from all competitors,
highlighting its unique blend of tradition and modernity.

Local Community Engagement

The subsidiary's engagement with the local Middle Eastern community in Toronto is a significant
differentiator. It contrasts with the more general local engagement of competitors like Artisanal
Creations, which focuses on the local arts community, and GreenStone Ethical Jewelry, known for
broader community support.

Sustainability Initiatives

The subsidiary's commitment to using eco-friendly materials and recycling programs is part of a
broader trend but stands out for its comprehensive approach. Competitors like GreenStone Ethical
Jewelry and Modern Heirloom also emphasize sustainability but with different focal points, such as
strong community support or limited sustainability efforts.
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5.1 Monthly Milestones

The Company will utilize the following go-to-market phases:

Finalize lease agreements and commence leasehold improvements 1
Complete administrative setup and legal compliance 1
Assemble initial team and commence staff training

Develop branding and identity materials

w NN

Set up website and digital presence

Phase 2: Production Introduction & Brand Awareness

Launch initial product collections 3
Initiate marketing campaign to build brand awareness 4
Engage with community through events and partnerships 5

Phase 3: Sales Growth & Market Penetration

Expand marketing efforts with targeted campaigns 6
Establish customer feedback mechanisms 7

Explore B2B opportunities and expand distribution channels 8
Optimize operational processes 12

Introduce additional product lines 18

Plan for geographic and market expansion 20

Phase 5: Scale & Diversification

Scale production capabilities and explore international markets 24
Diversify into related luxury goods or services 36
Strengthen strategic partnerships and alliances 48
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5.2 Phased Strategy

The go-to-market strategy for the subsidiary is organized into well-defined phases, each crafted to
build a solid market presence in Toronto while ensuring operational effectiveness and high customer
satisfaction. This structured approach permits concentrated execution and optimal allocation of
resources, ensuring that each stage of market entry is maximized for success.

Phase 1: Setup and Foundation (0-3 Months)

The initial phase is dedicated to establishing the necessary administrative and operational
groundwork for the business launch. This includes securing a prime retail location in Toronto’s
upscale districts, customizing the interior to reflect the brand’s luxury aesthetic, and organizing
essential services and utilities. Simultaneously, the subsidiary will recruit key personnel, including
management, sales associates, and skilled jewelry craftsmen. Initial training programs will be
developed to equip all team members with comprehensive product knowledge, superior customer
service skills, and an understanding of the company's ethical sourcing commitments. Preliminary
market research tailored to the Toronto luxury market will also be conducted to fine-tune the product
offerings and marketing strategies.

Phase 2: Product Introduction and Brand Awareness (3-6 Months)

With the physical storefront set up and the initial team onboard, the focus will shift to product
introduction and initial marketing efforts. This phase will see the launch of key collections, with a
strong emphasis onthe unique Cultural Fusion Designs and advanced Smart Jewelry lines. Marketing
efforts will span multiple channels, including digital marketing, participation in local community
events, and partnerships with Toronto-based influencers and cultural organizations. The objective
during this phase is to cultivate brand awareness within the local community, particularly targeting
the affluent and culturally diverse demographics of Toronto, leveraging social media and local
networks.

Phase 3: Sales Growth and Market Penetration (6-12 Months)

As the brand becomes more recognized, this phase will pivot towards increasing sales and
deepening market penetration. The Subsidiary will amplify its marketing initiatives through targeted
campaigns, seasonal promotions, and participation in Toronto jewelry and fashion shows. Customer
feedback will be actively sought to refine product lines and enhance service offerings. Additionally,
B2B opportunities, such as collaborations with high-end fashion designers and boutiques, will be
explored to widen reach and distribution channels.

Phase 4: Consolidation and Expansion (1-2 Years)

After securing a firm customer base and achieving operational stability, the focus will move to
consolidating the market position and planning for geographic and product line expansion. This
includes streamlining operational processes, broadening the product assortment, and considering
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new store locations in other Toronto neighborhoods or cities with significant luxury markets.
Technological advancements in the Smart Jewelry line will also be considered based on consumer
usage and feedback.

Phase 5: Scale and Diversification (2-5 Years)

In the long-term, Sample Company aims to scale operations and diversify its product offerings.
Potential strategies include ramping up production capabilities, penetrating international luxury
markets, and branching into related high-end goods or services. Forming strategic partnerships and
alliances with other international luxury brands will also be pursued to elevate brand prestige and
expand market reach. Ongoing enhancements in product innovation, customer service, and
sustainability initiatives will be crucial to sustaining a competitive edge and fostering brand loyalty.

6.1 Management Team

John Doe is a seasoned professional with over 15 years of experience in the luxury goods industry,
specializing in fine jewelry. With a background that spans design, manufacturing, and retail
management, John has developed a deep understanding of the intricacies of the luxury market. He
holds a Master’s degree in Business Administration from the University of Toronto, with a focus on
Luxury Brand Management. Career highlights include:

e Chief Designer and Product Manager at Sample Company (20XX-20XX): At Sample
Company, Mr. Doe spearheaded the design and launch of multiple award-winning jewelry
collections, significantly increasing the company’s market share in North America. He
managed a team of 30 designers and craftspeople, fostering a culture of creativity and
precision.

e Director of Operations at Sample Company. (20CX-20XX): In this role, Mr. Doe oversaw the
company’s operations across Canada and the Sample Country, improving operational
efficiency by 25% through strategic process overhauls. He also implemented a CSR program
that enhanced the brand’s image and customer loyalty.

e VP of International Sales at Sample Company (20XX-Present): Mr Doe currently leads
global sales initiatives, expanding the company's presence in over 20 new international
markets. His strategies have resulted in a consistent year-over-year revenue growth of 20%.

6.1.1 Exit Plan

Mr. Doe has identified an exit strategy from his position within the Subsidiary. At the end of Year 2, in
line with ICT program requirements, he will ensure that all her skills and experience are transferred
to a new replacement marketing and sales manager (NOC XXXXX), thus eliminating disruptions
during his absence. Following transitions, his replacement will assume responsibility for the
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Subsidiary’s day-to-day operations and strategic objectives. Throughout this transition, Mr. Doe and
the Parent Company will actively monitor the Subsidiary’s activities, conduct periodic briefing calls
with the new manager, and otherwise support the Subsidiary to continue operating at full capacity —
even during his absence beyond Year 3.

6.2 Organizational & Legal Structure

Jewellery Designer/
Customiz. Specialist

(NOC XXXXX)

Inventory Control
Specialist

(NOC XXXXX)

Store Manager Marketing Coordinator
(NOC XXXXX) (NOC XXXXX)

Jewellery Repair
Technician

(NOC XXXXX)

Sales Associate
(NOC XXXXX)

Security
Personnel

(NOC XXXXX)

6.3 Staffing Requirements

All staff, including the management team, will work on a rotating basis to meet the needs of the
subsidiary. Staff requirements will be reviewed on a regular basis to see if additional staff are required
as the business grows and expands. However, based on conservative revenue growth, new
employees will be added at regular intervals during the initial years of Canadian operations. The
personnel overview in the Headcount table (outlined below) shows the proposed hiring schedule
through Year 5.
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Headcount Year 1 Year 2 Year 3 Year 4 Year 5

Mr. Doe - Sales & Marketing Manager (NOC) 1.0 1.0 0.0 0.0 0.0
Replacement Sales & Marketing Manager (N( 0.0 0.0 1.0 1.0 1.0
Jewellery Designer/Customization Specialist (I 1.0 1.0 2.0 2.0 2.0
Jewellery Repair Technician (NOC XXXXX) 1.0 1.0 2.0 2.0 2.0
Store Manager (NOC XXXXX) 0.0 1.0 1.0 1.0 1.0
Sales Associate (NOC XXXXX) 1.0 1.0 2.0 2.0 3.0
Security Personnel (NOC XXXXX) 1.0 2.0 2.0 2.0 2.0
Marketing Coordinator (NOC XXXXX) 0.0 1.0 1.0 1.0 1.0
Inventory Control Specialist (NOC XXXXX) 0.0 1.0 1.0 1.0 1.0
Total Headcount 5.0 8.0 11.0 11.0 12.0
Hourly Wage
Mr. Doe - Sales & Marketing Manager (NOC) 45.42 46.78 48.19 49.63 51.12
Replacement Sales & Marketing Manager (N( 45.42 46.78 48.19 49.63 51.12
Jewellery Designer/Customization Specialist (I 35.65 36.72 37.82 38.96 40.12
Jewellery Repair Technician (NOC XXXXX) 19.00 19.57 20.16 20.76 21.38
Store Manager (NOC XXXXX) 23.00 23.69 24.40 25.13 25.89
Sales Associate (NOC XXXXX) 16.50 17.00 17.50 18.03 18.57
Security Personnel (NOC XXXXX) 20.00 20.60 21.22 21.85 22.51
Marketing Coordinator (NOC XXXXX) 20.00 20.60 21.22 21.85 22.51
Inventory Control Specialist (NOC XXXXX) 28.75 29.61 30.50 31.42 32.36
Total Outly Output 136.57 235.17 317.71 327.24 355.63
Salary
Mr. Doe - Sales & Marketing Manager (NOC) 94,474 97,308 100,227 103,234 106,331
Replacement Sales & Marketing Manager (N( 94,474 97,308 100,227 103,234 106,331
Jewellery Designer/Customization Specialist (I 74,152 76,377 78,668 81,028 83,459
Jewellery Repair Technician (NOC XXXXX) 39,520 40,706 41,927 43,185 44,480
Store Manager (NOC XXXXX) 47,840 49,275 50,753 52,276 53,844
Sales Associate (NOC XXXXX) 34,320 35,350 36,410 37,502 38,627
Security Personnel (NOC XXXXX) 41,600 42,848 44,133 45,457 46,821
Marketing Coordinator (NOC XXXXX) 41,600 42,848 44,133 45,457 46,821
Inventory Control Specialist (NOC XXXXX) 59,800 61,594 63,442 65,345 67,305
Total Salary 284,066 489,153 660,832 680,657 739,704
Benefits
CPP (1.70%) 4,829 8,316 11,234 11,571 12,575
El (2.27%) 6,448 11,104 15,001 15,451 16,791
Other Employee Benefits (5%) 14,203 24,458 33,042 34,033 36,985
Total Benefits 25,481 43,877 59,277 61,055 66,351
Total Salary and Benefits 309,546 533,030 720,109 741,712 806,056

6.4 Job Descriptions
Sales & Marketing Manager (NOC XXXXX)

Role Description: The Sales & Marketing Manager is responsible for developing and executing the
Subsidiary’s sales and marketing strategies that drive brand awareness, customer engagement, and
revenue growth. This position oversees both sales and marketing staff — ensuring alignment with the
Parent Company’s strategic goals — and facilitates its market entry and expansion.
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e Develop and implement strategic marketing plans.

e Oversee sales operations and targets.

e Manage budgets and analyze market trends.

e Coordinate promotional activities and events.

e Lead branding efforts and customer outreach programs.

Jewellery Designer/Customization Specialist (NOC XXXXX)

Role Description: The Jewellery Designer and Customization Specialist roles build on traditional
gold and silversmith roles, specializing in designing and crafting jewellery and decorative items for
the Subsidiary to sell, using gold, silver, and other precious metals. These artisan roles combine
traditional techniques with modern designs to create new pieces, with the Customization Specialist
focusing on working with customers’ needs.

e Design and handcraft jewellery and decorative items.

e Perform metal casting, soldering, and polishing.

e Ensure quality and craftsmanship standards.

e Customize pieces according to customer specifications.
e Maintain tools and equipment.

Jewellery Repair Technician (NOC XXXXX)

Role Description: The Jewellery Repair Technician is skilled in fabricating and repairing fine jewellery
in the Subsidiary’s workspaces. They work with various materials, such as key precious metals and
gemstones, to restore pieces to meet and exceed clients’ expectations.

e Repair and restore damaged or worn jewellery.

e Setstones and perform engraving as required.

e Appraise jewellery for value and authenticity.

e Consult with customers on custom jewellery designs.

e Maintain tools and equipment.

Store Manager (NOC XXXXX)

Role Description: The Store Manager oversees daily operations in the Subsidiary’s retail store,
managing staff, and ensuring customers’ satisfaction. This position aims to maximize sales through
effective team management and customer service.

e Supervise sales staff and assign duties.
e Monitor sales performance and set sales targets.
e Resolve customer complaints and ensure a positive shopping experience.

e Train new staff and develop sales strategies.
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Sales Associate (NOC XXXXX)

Role Description: The Sales Associate assists customersin selecting and purchasing jewellery. They
provide knowledge about products, manage transactions, and ensure a high level of service.

e Assist customersin finding and selecting products.
e Process sales transactions and handle returns/exchanges.
e Provide product information and care instructions.

e Maintain cleanliness and organization of the sales floor.

Security Personnel (NOC XXXXX)

Role Description: Security Personnel support safe, secure store operations — ensuring efficiency
and customer comfort as required. Consequently, they play a key role in customer experiences and
day-to-day store operations, in proximity to other store personnel.

e Protect the store location and provide a secure working environment.

e Facilitate secure cash and product transfers, in coordination with other security personnel.
e Prevent shoplifting and other petty theft activities as required and applicable by law.

e Workwith Ontario law enforcement in the event of security breaches and report crime.

e Ensure the store’s interior and exterior spaces are safe and clear.

Marketing Coordinator (NOC XXXXX)

Role Description: The Marketing Manager crafts and oversees the implementation of marketing
strategies to promote the brand and its products. This role involves key market research, campaign
development, and performance analysis activities to enhance brand visibility and engagement.

e Develop comprehensive marketing strategies.
e Oversee digital and traditional marketing campaigns.
e Analyze market trends and adjust strategies accordingly.

e Manage the marketing budget and allocate resources efficiently.

Inventory Control Specialist (NOC XXXXX)

Role Description: The Inventory Control Specialist monitors and reports on inventory. They are
responsible for auditing inventory levels, reconciling discrepancies, and implementing measures to
prevent stock issues.

e Conduct regular inventory audits and reports.

e Reconcile inventory discrepancies.

e Implementinventory control procedures.

e Collaborate with purchasing to optimize stock levels.

e Assistin forecasting inventory needs.
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To effectively launch and grow in Sample Country’s competitive jewelry market, the Subsidiary's
marketing plan has been meticulously developed. This strategy integrates comprehensive market
analysis with innovative promotionaltactics, fostering deep connections with both local and broader
audiences.

7.1 In-depth Market Analysis and Strategic Planning

The initial stage involves an in-depth market analysis to precisely identify the needs and preferences
of our primary audiences—the vibrant Iranian and Middle Eastern communities, alongside a diverse
Canadian demographic interested in unique, sustainable jewelry. Insights gathered will guide our
strategic objectives, which aim to quickly establish brand awareness, penetrate the market
effectively, and achieve long-term customer loyalty.

Key Objectives

e Rapid Brand Awareness: Quickly establish the Subsidiary as a leading new entrant in the
local market through aggressive initial marketing.

e Customer Engagement and Retention: Develop strong relationships with customers
through continuous engagement and superior customer service.

e Market Expansion: Extend the market reach by identifying and exploiting opportunities in
adjacent markets and segments within the first two years.

7.2 Comprehensive Marketing Strategies
Digital and Content Marketing

e SEO and SEM: Implement advanced SEO strategies to enhance online visibility and employ
targeted SEM campaigns to drive conversions.

e Storytelling Through Content: Use storytelling to highlight the craftsmanship and heritage
of the products. This will include regular blog posts, behind-the-scenes videos, and live
sessions showcasing the jewelry-making process.

e Social Media Mastery: Utilize targeted social media campaigns focusing on engagement
and conversion. Platforms like Instagram will feature user-generated content and stories that
showcase real customer experiences, enhancing authenticity.

Community and Event Marketing

e Local Events and Pop-ups: Participate in and sponsor local cultural and fashion events to
increase visibility.
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e Collaborative Projects: Engage in collaborations with local artists and cultural institutions
to create limited-edition pieces, fostering a sense of community and exclusivity.

Public Relations and Influencer Partnerships

e Media Relations: Develop strong relationships with local and national jewelry and fashion
journalists and bloggers to secure feature articles and product placements.
¢ Influencer Collaborations: Partner with influencers who align with the brand's values to

reach broader demographics. These partnerships will include long-term ambassadorships
and short-term campaign collaborations.

Targeted Sales Promotion and Launch Strategies

e Opening Launch Event: Host a grand opening event that invites key community leaders,
influencers, and potential customers to experience the brand firsthand.

e Promotional Offers: Initial promotional offers could include 'first purchase' discounts,
referral bonuses, and seasonal promotions aligned with cultural festivities.

Ongoing Evaluation and Adaptation

e Analytics and Reporting: Utilize advanced analytics tools to track campaign performance,
customer engagement, and sales metrics. Regularly review these metrics to understand ROI
and adjust strategies accordingly.

e Customer Feedback Systems: Implement systems to gather and analyze customer
feedback continuously. This feedback will be critical in refining product offerings and
customer service practices.
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8.0 Financial Forecasts

8.1 Use of Funds

Startup Expenses (10 months)

Rent 70,000
Utilities 14,000
Insurance 10,000
Phone & Internet 6,000
Marketing & Advertising 40,000
Legal & Professional Fees 15,000
Technology & Software 10,000
Salaries & Wages 150,000
Total Startup Expenses 315,000

Post Financing Liabilities

Loan
Mortgage

Other Bank Debt

o O O o

Total Liabilities

Post Financing Investments

Owner 500,000
Investor 0
Total Investments 500,000

Startup Assets Post Financing Funding
Incorporation 2,000 Total Liabilities 0
Licenses and permits 3,000 Total Planned Investment 500,000
Leasehold improvments 50,000 Total Funding 500,000
Equipment 40,000
Furniture and fixtures 30,000
Signage and branding 5,000
Website development 7,500
Inventory (30 days) 47,500
Total Startup Assets 185,000
Total Requirements
Total Startup Expenses 315,000
Total Startup Assets 185,000
Total Requirements 500,000
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8.1.1 Asset Breakdown
Incorporation

This amount typically covers the costs associated with the legal formation of a business entity,
including government filing fees, and articles of incorporation. It may also cover some basic legal
advice and the costs of setting up an initial minute book and other corporate records.

Licenses and Permits

This budget is allocated to obtain necessary local, provincial, and possibly federal business
operating licenses and permits. It includes fees for applications to handle, store, and sell jewelry,
which require specific permissions due to the value and security needs of the inventory.

Leasehold Improvements

This investment is used for modifications and renovations to the leased space to suit the business's
needs. It includes interior construction, painting, installation of fixtures, lighting, and possibly minor
plumbing and electrical work tailored to enhance the retail environment's appearance and
functionality.

Equipment

This includes purchasing essential equipment for both retail operations and jewelry making, such as
safes, security systems, jewelry repair tools, cleaning equipment, and technology for inventory and
sales tracking.

Furniture and Fixtures

This budget covers the purchase of retail furniture and fixtures including display cases, shelving,
counters, seating, and storage units. The focus is on high-quality, durable pieces that complement
the aesthetic of the jewelry store and enhance product visibility.

Signage and Branding

This expense covers external and internal signage that reflects the brand's identity. It includes the
design, production, and installation of storefront signs, interior branding elements, and directional
signage within the store.

Website Development

This cost covers the creation and initial setup of the company's online presence, including a basic e-
commerce platform. It involves web design, domain registration, hosting, and initial content
creation, focusing on usability, security, and aesthetic appeal to attract and retain customers.
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8.2 Unit Economics

Year 1 Year 2 Year 3 Year 4 Year 5 5years
Units 1,475 2,040 2,538 2,984 3,364 12,401
Price Per Unit 1,000 1,050 1,050 1,158 1,216 1,216
Revenue 1,474,722 2,142,223 2,798,457 3,454,516 4,088,751 13,958,669
Direct Cost Per Unit 550 567 583 601 619 619
COGS 811,097 1,155,780 1,481,075 1,793,468 2,082,309 7,323,730

The unit economics for the subsidiary are well-positioned within the broader scope of Canada's
jewelry industry, as detailed in reports from IBISWorld and similar sources. According to Sample
Source data, Sample Country’s jewelry manufacturing industry (NAICS XXXXX) includes X,XXX
operators that generated an average revenue of $X.X million in 2024. The country’s X,XXX jewelry
stores saw average revenues of $XXX,XXX in the same timeframe. ™ the subsidiary's revenue
projection, escalating from $XXX,XXX in the first year to over $X.X million by Year 5, positions it
comparably to the lower-end average of these sector segments. This trajectory is especially
noteworthy considering the company’s recent market entry and subsequent growth phase.

Benefiting from the strong performance of the parent company and its established networks, the
subsidiary leverages a robust foundation and valuable industry connections to enhance its growth
trajectory and scaling potential. These advantages are key in achieving a growth rate that surpasses
typical startup expectations.

The forecasted increase in direct costs per unit over the next five years aligns with industry
benchmarks for direct costs in the jewelry sector, reflecting the realities of fluctuating material prices
and labor costs. This alignment with industry-standard practices in Canada’s jewelry manufacturing
and retail sectors ensures that the subsidiary’s cost assumptions are current and realistic, supported
by benchmarks from credible sources like Sample Source.

In summary, the financial projections and assumptions for the subsidiary articulate a well-founded
strategy for market penetration and expansion within Canada's competitive jewelry industry.
Supported by solid industry data and the backing of the parent company, the subsidiary is well-
prepared for operational success and sustained financial health, indicating a positive outlook for its
future in the market.
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8.3 Projected Profit & Loss

Year 1 Year 2 Year 3 Year 4 Year 5
Revenue 1,474,722 2,142,223 2,798,457 3,454,516 4,088,751
Direct cost of revenue 811,097 1,155,780 1,481,075 1,793,468 2,082,309
Gross margin 663,625 986,443 1,317,381 1,661,048 2,006,443
Expenses
Rent 84,000 105,000 108,150 111,395 114,736
Utilities 16,800 21,000 23,100 25,410 27,951
Insurance 12,000 12,600 13,230 13,892 14,586
Phone & Internet 7,200 7,560 7,938 8,335 8,752
Marketing & Advertising 48,000 60,000 75,000 86,250 99,188
Legal & Professional Fees 18,000 19,800 21,780 23,958 26,354
Technology & Software 12,000 13,200 14,520 15,972 17,569
MiSCSG&A 6,000 6,600 7,260 7,986 8,785
Salaries and wages 309,546 533,030 720,109 741,712 806,056
Total Expenses 513,546 778,790 991,087 1,034,909 1,123,976
EBITDA 150,079 207,653 326,295 626,139 882,467
Depreciation and amortization expense 12,833 27,581 49,003 76,987 111,533
Interest expense - - - - -
Earnings (loss) before taxes 137,245 180,072 277,292 549,152 770,934
Income taxes 28,822 37,815 58,231 115,322 161,896
Net income (loss) 108,424 142,257 219,061 433,830 609,038
Revenue by Year
4,500,000
4,088,751
4,000,000
3,454,516
3,500,000
3,000,000 2,798,457
2,500,000 2,142,223
2,000,000
1,474,722
1,500,000
1,000,000
500,000
Year 1 Year 2 Year 3 Year 4 Year5
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8.4 Projected Cash Flow

Year 1 Year 2 Year 3 Year 4 Year 5
Cash provided from (used in):
CASH FLOW FROM (USED IN) OPERATING ACTIVITIES:
Net income (loss) 108,424 142,257 219,061 433,830 609,038
Adjustments for:
Depreciation and amortization 12,833 27,581 49,003 76,987 111,533
(Increase)/decrease in accounts receivable (144,143) (51,667) (52,963) (51,981) (49,715)
(Increase)/decrease in inventory (79,279) (26,365) (26,018) (24,479) (22,345)
(Increase)/decrease in prepaid expenses (7,327) (2,626) (2,692) (2,642) (2,527)
Increase/(decrease) in accounts payable 121,373 48,107 43,420 28,071 29,645
11,880 137,286 229,810 459,786 675,629
CASH FLOW FROM (USED IN) FINANCING ACTIVITIES:
Issuance of debt - - - - -
Issuance of share capital 500,000 - - - -
Repayment of debt - - - - -
Distributions - - - - -
500,000 - - - -
CASH FLOW FROM (USED IN) INVESTING ACTIVITIES:
Additions to capital assets (137,500) (73,736) (107,1112) (139,923) (172,726)
(137,500) (73,736) (107,1112) (139,923) (172,726)
Change in cash 374,380 63,550 122,698 319,863 502,903
Cash. Beginning of year - 374,380 437,930 560,629 880,492
Cash, end of year 374,380 437,930 560,629 880,492 1,383,395
Cash Balance
1,600,000
1,383,395
1,400,000
1,200,000
1,000,000 880,492
800,000
600,000 560,629
437,930
374,380
400,000
200,000
Year 1 Year 2 Year 3 Year4 Year5
Net Cash Balance M Cash Balance
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8.5 Projected Balance Sheet

Year 1 Year 2 Year 3 Year 4 Year 5
ASSETS
Current assets
Cash 374,380 437,930 560,629 880,492 1,383,395
Accounts receivable 144,143 195,810 248,773 300,754 350,469
Inventory 79,279 105,644 131,662 156,141 178,486
Prepaid expenses 7,327 9,954 12,646 15,288 17,815
Long term assets
PPE, net 124,667 170,822 228,931 291,866 353,059
Land - - - - -
Total Assets 729,797 920,160 1,182,641 1,644,541 2,283,225
LIABILITIES
Current liabilities
Account payable 121,373 169,479 212,899 240,970 270,615
Long term liabilities
Long term loan - - - - -
Total liabilities 121,373 169,479 212,899 240,970 270,615
SHAREHOLDER'S EQUITY
Owner's equity 500,000 500,000 500,000 500,000 500,000
Retained earnings 108,424 250,681 469,742 903,571 1,512,610
Total shareholder's equity 608,424 750,681 969,742 1,403,571 2,012,610
Total liabilities and shareholder's equity 729,797 920,160 1,182,641 1,644,541 2,283,225
Balance Sheet
5,000,000
4,500,000
4,000,000
3,500,000
3,000,000
2,500,000
2,000,000
1,500,000
1,000,000
500,000
Year 1 Year 2 Year 3 Year 4 Year5
Assets MW Liabilities M Shareholder's Equity
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8.6 Break-Even Analysis

Total Fixed Expenses (first year expenses) 513,546
Contribution margin (per unit)
Selling price 1,000.00
Variable costs 550.00
Contribution Margin 450.00
Breakeven even units 1,141
Breakeven sales 1,141,300
Units Revenue Fixed Costs (FC) Variable Cost (VC) Total Cost (FC+VC) Net Profit
0 0 513,546 0 513,546 (513,546)
200 200,000 513,546 110,000 623,546 (423,546)
400 400,000 513,546 220,000 733,546 (333,546)
600 600,000 513,546 330,000 843,546 (243,546)
800 800,000 513,546 440,000 953,546 (153,546)
1,000 1,000,000 513,546 550,000 1,063,546 (63,546)
1,200 1,200,000 513,546 660,000 1,173,546 26,454
1,400 1,400,000 513,546 770,000 1,283,546 116,454
1,600 1,600,000 513,546 880,000 1,393,546 206,454
1,800 1,800,000 513,546 990,000 1,503,546 296,454
2,000 2,000,000 513,546 1,100,000 1,613,546 386,454
2,200 2,200,000 513,546 1,210,000 1,723,546 476,454
2,400 2,400,000 513,546 1,320,000 1,833,546 566,454
Break Even Analysis
800,000
600,000
'-§ 400,000
a
o 200,000
€
=)
o 0
=
% (200,000)
(@]
(400,000)
(600,000)
o o o o o o o o o o o o o
o o o o o o o o o o o o
« ¥ © ® S S s o < S N A
— — — — -~ N N N
Net Units
Sample Subsiary - Business Plan 39

Strictly Confidential



9.1 Monthly Financials

Year 1
Month 1 Month 2 Month 3 Month 4 Month 5 Month 6 Month 7 Month 8 Month9  Month10  Month1l  Month12
Revenue 100,000 104,000 108,056 112,165 116,323 120,528 124,776 129,064 133,388 137,745 142,132 146,546
Direct cost of revenue 55,000 57,200 59,431 61,691 63,978 66,290 68,627 70,985 73,363 75,760 78,173 80,600
Gross profit 45,000 46,300 48,625 50,474 52,345 54,238 56,149 58,079 60,024 61,985 63,959 65,946
Expenses
Rent 7,000 7,000 7,000 7,000 7,000 7,000 7,000 7,000 7,000 7,000 7,000 7,000
Utilities 1,400 1,400 1,400 1,400 1,400 1,400 1,400 1,400 1,400 1,400 1,400 1,400
Insurance 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000
Phone & Internet 600 600 600 600 600 600 600 600 600 600 600 600
Marketing & Advertising 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000
Legal & Professional Fees 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500
Technology & Software 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000
MiSC SG&A 500 500 500 500 500 500 500 500 500 500 500 500
Salaries and Wages 25,796 25,796 25,796 25,796 25,796 25,796 25,796 25,796 25,796 25,796 25,796 25,796
Total Expenses 42,796 42,796 42,796 42,796 42,796 42,796 42,796 42,796 42,796 42,796 42,796 42,796
EBITDA 2,204 4,004 5,830 7,679 9,550 11,442 13,354 15,283 17,229 19,190 21,164 23,150
Depreciation and amortization expense 1,069 1,069 1,069 1,069 1,069 1,069 1,069 1,069 1,069 1,069 1,069 1,069
Interest expense - - - - - - - - - - - -
Earnings (loss) before taxes 1,135 2,935 4,760 6,609 8,481 10,373 12,284 14,214 16,159 18,120 20,094 22,081
Income taxes 238 616 1,000 1,388 1,781 2,178 2,580 2,985 3,393 3,805 4,220 4,637
Net income (loss) 897 2,319 3,761 5221 6,700 8,194 9,705 11,229 12,766 14,315 15,875 17,444
RE (Deficit) Opening - 897 3,215 6,976 12,197 18,897 27,091 36,796 48,025 60,791 75,106 90,980
RE (Deficit) Ending 897 3,215 6,976 12,197 18,897 27,091 36,796 48,025 60,791 75,106 90,980 108,424
Year 1
Month 1 Month 2 Month3 Month 4 Month 5 Month 6 Month7 Month 8 Month9  Month10  Month1l  Month 12
Cash provided from (used in):
CASH FLOW FROM (USED IN) OPERATING ACTIVITIES:
Net income (loss) 897 2,319 3,761 5221 6,700 8,194 9,705 11,229 12,766 14,315 15,875 17,444
Adjustments for:
Depreciation and amortization 1,069 1,069 1,069 1,069 1,069 1,069 1,069 1,069 1,069 1,069 1,069 1,069
(Increase)/decrease in accounts receivable (98,361) (3,934) (3,990) (4,041) (4,090) (4,136) (4,178) (4,217) (4,253) (4,286) (4,315) (4,341)
(Increase)/decrease in inventory (54,098) (2,164) (2,194) (2,223) (2,250) (2,275) (2,298) (2,320) (2,339) (2,357) (2,373) (2,388)
(Increase)/decrease in prepaid expenses (5,000) (200) (203) (205) (208) (210) (212) (214) (216) (218) (219) (221)
Increase/(decrease) in accounts payable 96,192 2,164 2,194 2,223 2,250 2,275 2,298 2,320 2,339 2,357 2,373 2,388
(59,301) (746) 638 2,044 3,471 4,918 6,383 7,866 9,366 10,881 12,410 13,951
CASH FLOW FROM (USED IN) FINANCING ACTIVITIES:
Issuance of debt - - - - - - - - - - - -
Issuance of share capital 500,000 - - - - - - - - - - -
Repayment of debt - - - - - - - - - - - -
Distributions - - - - - - - - - - - -
500,000 - - - - 3 - - - - - -
CASH FLOW FROM (USED IN) INVESTING ACTIVITIES:
Additions to capital assets (137,500) - - - - - - - - - - -
(137,500) - - - l - - - - - - -
Change in cash 303,199 (746) 638 2,044 3471 4918 6,383 7,866 9,366 10,881 12,410 13,951
Cash. Beginning of year - 303,199 302,453 303,091 305,135 308,605 313,523 319,907 327,773 337,139 348,020 360,429
Cash, end ofxear 303,199 302,453 303,091 305,135 308,605 313,523 319,907 327,773 337,139 348,020 360,429 374,380
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