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Sobar Marin

1. EXECUTIVE SUMMARY

1.1 Product

Sobar is a bar that doesn't serve alcohol, while providing a traditional bar setting for
non-drinkers to socialize in. Featuring a complete bar, bar stools, tables to sit at and
booths to lounge in, organic finger foods to snack on, a pool table and a stage for
live entertainment, the only difference between Sobar and a regular bar is that the
bottles are full of plant-based infusions, decoctions, tinctures, macerations, elixirs
and potions that are used to make healthy non-alcoholic cocktails specifically
designed to improve the health of various parts of your body.

1.2 Customers

Sobar's target customers are 1) Alcoholics in recovery; 2) people who don't like to
drink alcohol for personal, religious or health reasons; 3) people who don't want to
socialize around people who drink; and 4) people who are too young to drink
alcohol, yet want to experience what it's like to socialize in a "sophisticated" bar
setting.

The increasing emphasis on living a healthy lifestyle has led to all kinds of changes
in social norms. Smoking is no longer allowed in public places, and chicken has
displaced red meat as the typical centerpiece of the average American meal.
Grandparents run in marathons. More kids play soccer than potentially dangerous
sports like football and baseball combined.

Yet for all these positive, healthy developments in so many aspects of modern
culture, the typical gathering spots for social interaction continue to involve the
consumption of decidedly unhealthy substances like alcohol (bars), caffeine (cafes)
or expensive, fatty food (restaurants.)

For the first time in recorded human history, Sobar will provide a social gathering
place for people of all ages that is based on the consumption of something that is
actually good for you, in a setting that is actually fun. Up until now you have been
able to do one or the other, but never both at the same time!
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1.3 What Drives Us

Just like Starbucks reinvented the coffee shop and made it perfectly acceptable to
pay $4 for a cup of coffee, Sobar will reinvent the bar and make it perfectly
acceptable to pay $6 for a non-alcoholic drink or "mocktail."

This is because the mocktail will not only taste delicious and provide a vehicle for
social intercourse just like alcohol, tobacco and coffee have for centuries, but it will
also be designed to improve the health of a specific part of the body.

Instead of getting a buzz from ingesting a substance that they know deep down is
objectively bad for them, by drinking a Sobar mocktail customers will actually
experience a feeling of positivity that they never have before, both psychologically
and physically.

Over time, just walking through the doors at a Sobar will make people feel healthier
and better about themselves, because they know that just by going there they have
made a commitment to self-improvement in a way that has never before been
possible.

Sobar will come to be known as a fun, sophisticated oasis of health where
customers don't mind paying a little extra for what they are getting, because it will
be providing them with something that money can't buy -- a genuine sense of
well-being.

Sobar will also stand for the mainstreaming of thousands of years of esoteric
healing knowledge that up until now has been relegated to the sidelines of Western
culture. Just like restaurants now routinely list on their menus where the ingredients
in their dishes come from, the Sobar mocktail menu will contain information about
what exotic herbs, flowers, mushrooms and/or other intriguing flora have gone into
each drink.

The cultural origin(s) of each drink will also be mentioned, and customers will
learn if it was inspired by the practices of a Native American shaman, a South
American curandero, a European folk healer, an African witch doctor or an Asian
martial arts master (or a combination thereof.)

With the organic food industry topping $30 billion this year, and yoga having
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become the fastest growing sport in the United States, the time is ripe for an
entirely new, health-based hospitality concept to emerge on the American cultural
landscape.

The first Sobar will be located in Marin County, California - home to some of the
most affluent, sophisticated and health conscious people on the planet. Once the
concept has been fully developed and the kinks worked out, there is no reason why
Sobar can't expand into other sophisticated urban centers such as San Francisco,
Los Angeles, New York, Chicago, Austin and Miami.
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2. COMPANY DESCRIPTION

2.1 Mission Statement

To create a bar that doesn't serve alcohol, where non-drinkers can go to socialize
and enjoy therapeutic, non-alcoholic "mocktails" created with a variety of
plant-based infusions, decoctions, tinctures, macerations, elixirs and potions based
on thousands of years of esoteric, plant-based healing knowledge.

2.2 Principal Members

David Ballard - Owner

As a former journalist and TV documentary producer, over the years David has
acquired extensive knowledge in various academic disciplines including medicine,
chemistry, physics, history, sociology, anthropology and philosophy.

David will bring all of his experience to bear on working with master herbalists and
mixologists to create a collection of mocktails that are delicious, therapeutic and
faithful to the Sobar philosophy of bringing alternative healing into the mainstream
by making it a fun, group-oriented activity.

Ana Cortez - Business Manager

With experience as a casting agent, salesperson and executive, Ana will handle the
day-to-day operation of the business, including contracting with suppliers,
supervising design and construction of the bar itself, human resources, brand
development and promotion.

2.3 Legal Structure

Sobar is a sole proprietorship.
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3. MARKET RESEARCH

3.1 Industry

With the onset of the recession in 2008, revenue for the Nightclubs Industry
contracted for the first time in more than 10 years. Over the five years to 2011,
revenue has fallen at an average rate of 1.9% per year. At the height of the
recession in 2009, industry revenue declined 10.1% in 2009 to $1.9 billion.
Revenue rebounded marginally in 2010 by 0.1% as the economy began its
recovery, and grew 2.2% in 2011 to $1.9 billion. Sales of spirits, wine and beer in
restaurants, bars and other licensed on-premise locations increased 4.9 percent to
reach $93.7 billion in 2011. Adult beverage on-premise volume declined slightly in
2011 (-1.1 percent). The on-premise channel accounts for one-quarter of total adult
beverage volume and slightly less than half of total dollars. Improving conditions
across the economy will bring the industry back to solid health in the near future.

According to Technomic’s BarTAB (Trends in Adult Beverage) report, the 2013
Top 100 Nightclub & Bar venues generated $1.5 billion in total revenue. More than
two-thirds (68.2%) of operators surveyed experienced revenue growth in 2012, and
nearly two-thirds of them (31.4%) reported revenue growth in excess of 10%. Once
again, the top nightclub and bar venues outperformed the industry overall. The bar
and nightclub segment grew 3.9% in 2012. Through 2015, the industry is projected
to continue experiencing competition from non-industry establishments such as
restaurants as well as from people opting to drink at home.

The US bar and nightclub industry's drinking establishments primarily engaged in
the retail sale of alcoholic drinks number around 65,000, according to Dun &
Bradstreet, which generated approximately $20 billion in combined annual sales
revenue, with the average establishment accounting for about $200,000. The
industry has high product turnaround but low profit margins that make it
susceptible to any adverse changes in demand (including any recessionary
declines). States representing the majority of drinking places were: Wisconsin with
4,489; California with 4,449; Texas with 4,388; New York with 4,283; Illinois with
3,634; Pennsylvania with 3,572; Florida with 3,191; and Ohio with 3,201. Other
significant states included Michigan, New Jersey, Louisiana, Indiana, Iowa,
Minnesota, and Washington.No major companies dominate; varying state liquor
laws complicate the ability to form large chains. The industry is highly fragmented:
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the 50 largest companies hold just over 5 percent of sales. Taverns were the largest
sector within industry, with 19,660 drinking places. Combined, they shared more
than 32 percent of the market. Bars and lounges represented 19.8 percent edging
out drinking places share of about 19.5 percent of the market. Cocktail lounges held
11.5 percent and night clubs had 8.6 percent. Per the U.S. Census Bureau's
Statistics of U.S. Businesses, there were about 351,912 people employed within the
industry with nearly $4.1 billion in annual payroll in 2005.

3.2 Customers

Sobar's target customers are 1) Alcoholics in recovery; 2) people who don't like to
drink alcohol for personal, religious or health-related reasons; 3) people who don't
want to socialize around people who drink; and 4) people who are too young to
drink alcohol, yet want to experience what it's like to socialize in a "sophisticated"
bar setting.

According to the Betty Ford Center, It is estimated that about one third of this
country’s population never drinks alcohol. This means that 1 in 3 people in any
population center are non-drinkers, representing a significant customer base for
Sobar.

3.3 Competitors

When you think about it, where do people go to socialize if they don't drink
alcohol? The choices are extremely limited - basically, cafes and restaurants are
their only options. Even the nicest Starbucks is little more than a glorified cafeteria,
and restaurants require you to buy food if you want to sit in them for any
meaningful length of time. And of course bars do serve alcohol, which defeats the
purpose if you're trying to avoid being around it.

3.4 Competitive Advantage

Sobar has significant advantages over bars because it does not serve alcohol, which
means that it will be perceived as an oasis that non-drinkers can retreat to when
they feel like socializing but don't want to be around alcohol. Likewise, when
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non-drinkers don't feel like getting loaded up on caffeine or paying a lot of money
to eat food they don't really want just to be able to meet their friends in public,
Sobar will be the ideal destination.

Aside from the relaxing enviroment that it provides, Sobar will of course have a
significant advantage over its competitors in that it only serves items that are
actually healthy for you.

3.5 Regulations

As with any establishment that serves food and drink, Sobar is subject to a variety
of local, state and federal labor and health & safey regulations, including those
administered by the Marin County Environmental Health Services (EHS) Food
Program, the California Department of Public Health, the FDA, the EPA and
OSHA.
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4. PRODUCT/SERVICE LINE

4.1 Product or Service

Sobar will serve non-alcoholic "mocktails" and fermented beverages (e.g., root
beer, ginger beer, etc.) created with a variety of plant-based infusions, decoctions,
tinctures, macerations, elixirs and potions based on thousands of years of esoteric,
plant-based healing knowledge.

Each mocktail will be designed to be healthy for a particular part of the body and/or
physical system, as well as therapeutic for common ailments, including the
following:

Brain

Eyes

Ear, Nose & Throat

Teeth

Lungs

Stomach

Liver

Pancreas

Spleen

Gall Bladder

Digestive System

Male genitalia
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Female genitalia

PMS

Libido

Hair

Skin

Nails

Nervous system

Memory

Spirituality

4.2 Pricing Structure

Mocktail - $6

Fermented beverage - $5

Snack - $4

4.3 Product/Service Life Cycle

Sobar is still in the research and development stage.

 

4.4 Intellectual Property Rights

Sobar currently has the following websites registered with GoDaddy:
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www.sobarmarin.com

www.sobarsanfrancisco.com

www.sobarlosangeles.com

www.sobarnewyork.com

 

4.5 Research & Development

We are currently working with various herbalists to determine what each mocktail
will have to contain in order to have a therapeutic effect on a particular body
part/system. Once we have created the basic ingredient list for each mocktail we
will then begin approaching professional mixologists to see how to make them taste
as delicious as possible. After the taste of each mocktail has been perfected, we will
then consult with chefs to create a menu of organic snacks.
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5. MARKETING & SALES

5.1 Growth Strategy

Establish a company website that contains pictures of the anticipated design of the
bar itself, the philosophy behind the company as well as a menu of the mocktails
and snacks.

Network at AA meetings and health-related conventions.

Offer promotions such as the following: For the first month that it is in business,
Sobar will give any AA member who shows a chip half-off on any mocktail or
snack.

Produce a series of 3 to 5 minute "mini-documentaries" that follow the creation of
Sobar from initial strategy meetings all the way up to opening night.

Contact radio, TV and podcast news shows and pitch them Sobar as a lifestyle story
idea.

5.2 Communication

Provide an e-mail newsletter with company news, product information, and a live
entertainment calendar.

Upload videos of live performances at Sobar to YouTube.

Use targeted Google and Facebook advertisements.

Utilize social media such as Twitter, YouTube, Facebook, LinkedIn, Pintrest and
Tumblr.

Provide contact information on the company website.

5.3 Prospects
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Currently, the only person in charge of sales for Sobar is the owner, David Ballard,
and the Director of Operations, Ana Cortez.

As profits increase, Sobar will look to add an employee to assist with social media
and online marketing. The target demographic for the company will be people in
recovery and people who don't drink for religious, personal and health reasons. The
company will increase awareness to our targeted customers through online
advertising, attending AA meetings and health-related conventions.
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6. FINANCIAL PROJECTIONS

6.1 PROFIT & LOSS

 Year 1 Year 2 Year 3
Sales $547,500 $684,375 $821,250
Costs/Goods Sold $120,000 $132,000 $145,200
GROSS PROFIT $427,500 $552,375 $676,050
    
OPERATING EXPENSES
Salary (Office & Overhead) $50,000 $55,000 $60,500
Payroll (taxes, etc.) $300,000 $330,000 $363,000
Outside Services $6,000 $6,600 $7,260
Supplies (office & operation) $6,000 $6,600 $7,260
Repairs & Maintenance $12,000 $13,200 $14,520
Advertising $6,000 $6,600 $7,260
Car, delivery & travel $6,000 $6,600 $7,260
Accounting & legal $6,000 $6,600 $7,260
Rent $60,000 $66,000 $72,600
Telephone $3,600 $3,960 $4,356
Utilities $6,000 $6,600 $7,260
Insurance $6,000 $6,600 $7,260
Taxes (real estate, etc.) $6,000 $6,600 $7,260
Interest $50,000 $45,000 $40,500
Depreciation $6,000 $6,600 $7,260
Other expenses $6,000 $6,600 $7,260
TOTAL EXPENSES $535,600 $579,160 $628,076
    
NET PROFIT (before taxes)
Income Taxes $0 $0 $11,994
NET PROFIT (after tax) $-108,100 $-26,785 $35,980
    
Owner Draw/Dividends $50,000 $50,000 $50,000
ADJUSTED TO RETAINED $-158,100 $-76,785 $-14,020
    



6.2 CASH FLOW (05/13/2014 to 05/12/2017)

 Pre Startup
EST

Year 1 Year 2 Year 3 Total Item
EST

Cash on hand $500,000 $0 $-188,100 $-282,385 $29,515
CASH RECEIPTS
Cash Sales $0 $182,500 $228,125 $273,750 $684,375
Collections from CR
Accounts

$0 $365,000 $456,250 $547,500 $1,368,750

Loan/Cash Injection $0 $0 $0 $0 $0
TOTAL CASH
RECEIPTS

$0 $547,500 $684,375 $821,250 $2,053,125

TOTAL CASH
AVAILABLE
(before cash out)

$500,000 $547,500 $496,275 $538,865 $2,082,640

CASH PAID OUT
Purchases $25,000 $120,000 $132,000 $145,200 $422,200
Gross Wages $25,000 $350,000 $385,000 $363,000 $1,123,000
Outside Services $5,000 $6,000 $6,600 $7,260 $24,860
Supplies $5,000 $6,000 $6,600 $7,260 $24,860
Repairs & Maintenance $1,000 $12,000 $13,200 $14,520 $40,720
Advertising $5,000 $6,000 $6,600 $7,260 $24,860
Car, delivery & travel $1,000 $6,000 $6,600 $7,260 $20,860
Accounting & legal $5,000 $6,000 $6,600 $7,260 $24,860
Rent $15,000 $60,000 $66,000 $7,260 $148,260
Telephone $1,000 $3,600 $3,960 $4,356 $12,916
Utilities $1,000 $6,000 $6,600 $7,260 $20,860
Insurance $1,000 $6,000 $6,600 $7,260 $20,860
Taxes (real estate, etc.) $0 $6,000 $6,600 $7,260 $19,860
Interest $0 $6,000 $6,600 $7,260 $19,860
Other expenses $10,000 $6,000 $6,600 $7,260 $29,860
SUBTOTAL $100,000 $605,600 $666,160 $606,936 $1,978,696
Loan principal payment $0 $50,000 $45,000 $40,000 $135,000
Capital purchase $200,000 $25,000 $15,000 $10,000 $250,000
Other startup costs $50,000 $5,000 $2,500 $1,000 $58,500
Reserve and/or Escrow $150,000 $0 $0 $0 $150,000
Others withdrawal $0 $50,000 $50,000 $50,000 $150,000
TOTAL CASH PAID
OUT

$500,000 $735,600 $778,660 $707,936 $2,722,196

CASH POSITION $0 $-188,100 $-282,385 $-169,071 $-639,556



6.3 BALANCE SHEET

 

Assets Start Date:5/19/2014 End Date:5/18/2017
 

CURRENT ASSETS
Cash in bank $275,000 $-169,071
Accounts Receivable $0 $0
Inventory $25,000 $25,000
Prepaid Expenses $0 $0
Deposits $0 $0
Other current Assets $0 $0

TOTAL CURRENT ASSETS $300,000 $-144,071
 

FIXED ASSETS
Machinery & Equipment $50,000 $50,000
Furniture & Fixtures $50,000 $50,000
Leaseholder improvements $100,000 $100,000
Land & Buildings $0 $0
Other fixed assets $0 $0

TOTAL FIXED ASSETS
(net of depreciation)

$200,000 $200,000

 

OTHER ASSETS
Intangibles $0 $0
Other $0 $0

TOTAL OTHER ASSETS $0 $0

TOTAL ASSETS $500,000 $55,929
 



Liabilities & Equity
 

CURRENT LIABILITIES
Accounts Payable $0 $0
Interest Payable $50,000 $50,000
Taxes Payable $0 $0
Notes, short term (due in 12
months)

$0 $0

Current part, long-term debt $0 $0

TOTAL CURRENT
LIABILITIES

$50,000 $50,000

 

LONG TERM DEBT
Bank loans payable $0 $0
Notes payable to stockholders $450,000 $0
LESS: short-term portion $0 $0
Other long-term debt $0 $0

TOTAL LONG-TERM DEBT $450,000 $0
 

TOTAL LIABILITIES $500,000 $50,000
 

OWNERS EQUITY
Common Stock $0 $0
Retained Earnings $0 $5,929

TOTAL OWNERS EQUITY $0 $5,929

TOTAL LIABILITIES &
EQUITY

$500,000 $55,929



6.4 BREAK EVEN ANALYSIS

 

DIRECT COSTS Fixed Costs ($) Variable Costs (%)
Cost of Goods Sold $422,200 5%
Inventory $250,000 5%
Raw Materials $0 0%
Direct Labor $958,000 5%
 

INDIRECT COSTS

Salaries $165,000 5%
Supplies $24,860 5%
Repairs & Maintenance $40,720 5%
Advertising $24,860 5%
Car, delivery & travel $20,860 5%
Rent $148,260 0%
Telephone $12,916 5%
Utilities $20,860 5%
Insurance $20,860 0%
Taxes $19,860 0%
Interest $19,860 0%
Depreciation $75,000 5%
Other Costs $29,860 5%

TOTAL DIRECT
COSTS

$1,630,200 15%

TOTAL INDIRECT
COSTS

$623,776 45%

BREAKEVEN SALES LEVEL: 
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6.5 FINANCIAL ASSUMPTIONS

6.5.1 Assumptions for Profit and Loss Projections

Sobar will raise $500,000 in start-up capital at 10% annual interest from private
investors who believe in the concept behind the business.

There will be no collateral to secure the loan.

$250,000 will be spent on designing and building the bar.

$100,000 will be kept in a commercial checking account to help pay for expenses in
Year 1.

$50,000 will be kept in an interest-bearing checking account for contingencies.

Operating hours will be from 6 AM to 2 AM.

There will be 100 customers per day in Year 1, 125 customers per day in Year 2
and 150 customers per day in Year 3. Each customer will spend an average of $15.

Sales will increase by approximately 25% in Year 2 and Year 3.

Expenses will increase by approximately 10% each year.

Net profit in Year 3 will be taxed at a rate of 25%.

6.5.2 Assumptions for Cash Flow Analysis

Owner salary in Year 1 will be $50,000 and will increase 10% each year.

Gross wages are based on the following staff and pay rates, and will increase 10%
each year:

2 Bartenders x $400 / wk = $800 / wk
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2 Servers x $400 / wk = $800 / wk

2 Busboys x $500 / wk = $1000 / wk

2 Cooks x $700 / wk = $1400 / wk

2 Dishwashers x $400 / wk = $800 / wk
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