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Date
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Trestle Creek Cabinets

1.0 Executive Summary

Trestle Creek Cabinets will be formed as a cabinet company specializing in custom cabinets for
the high-end residential, resort, and commercial market. Its founders have extensive exparence
in the construction and cabinet industry. Trestle Creek Cabinets will operate under the

umbrella of Trestle Creaek, Inc., a construction company sharng staff, office space, and
administration costs. However, for the purpase of business planning, we are treating Trestle
Creek Cabinets as a separate company.

Over some years of being involved with the construction of luxury homes, the company owners
have seen a need for a cabinet line with a broad selection of design cheoices, high-end finishes,
along with top of the line organization, customer service, and quality. Trestle Creek Cabinets
will meet those customers needs. Building a strong market position in the high-end residential,
resort, and commercial development segments, the company projects revenues to grow
substantially between FY1 and FY3. By maintaining an average gross margin of over 25%, the
company estimates handsome net profits by FY3.

The company owners have provided the capital to cover the start-up expenses. The company
currently seeks a 3-year commercial loan to cover the operating expenses,

1.1 Objectives
The company objectives are:

To be a top cabinet supplier to luxury homes in the reglonal market.
Revenues to more than double Yearl levels by the end of YearZ.
Alm to have 70% of sales in high-end residential customer segment.
20% of sales in mid-range residential customer segment.

10% of sales in commercial development segment.

To have a showroom within 3 menths in @ prominent retail space.

® # & # & @

1.2 Mission

Tao deliver a high-quality product, on time and within budget while also providing a fast, emor
free ordering system.
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Trestle Creek Cabinets

Highlights
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2.0 Company Summary

Trestle Creek Cabinets is a new company that will provide expertise and quality in the cabinet
supplier market while meeting the demanding organizational, scheduling, and quality needs of
architects, owners, and construction professionals.

2.1 Start-up Summary

Total start-up expenses, including tools, software, stationery, and related expensesare shawn
below. Two co-owners, Martin Kribs and Brent Palmer, will provide the bulk of the start-up
financing. At the same time, the company plans to receive a 3-year commarcial loan facility,
which will help meet the cash flow requirements.
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Trestle Creek Cabinets

Table: Start-up

Stari-up

Fesquiremenls

Stai-up Espensas

Business Cands E100
Dnill Pras 1,016
Cabinat Jacks L ]
Kitchan Builder Softwane $2.405
Lataral File L7kl
Sign £1,154
Seat Cushions 3136
Phone Tmnser 64
Firs/Lastl Depost £2.400
Markeding $4 430
Level Package £1.005
Sure Tk Softwana 408
Essmating Data Bass £2 200
Software Laase Buyouwi £7.002
Total Start-up Expensas 224 642
Stanup Asets

Cash Reguied LRI
Olher Curmend Assnis 514 478
Lomg-lem Assals 50
Todal Amls EFDENEE
Todal Requiemeants LR
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Trestle Creek Cabinets

Table: Start-up Funding

Stari-up Funding

Star-up Expensesio Fund 524 642
Sta-up Assats o Fund 103 77T
Total Funding Fequined 3178 418
Asmals

Feon-caz AEEls aim SIA-ug EIEETLY
Cash Reguirements from Star-up B9 2098
Additional Cash Raised S0
Cash Balanca on Starting Date B9 2098
Todal Assls 103777
Liabilities and Capital

Liabilitias

Cumant Bomowing a0
Long-ierm Liabilitias 40 000
Acoounts Payabla {Outsanding Bills) a0
Oher Curmend Liabilitias {intenes-Tnee) S0
Tofal Clabililes S0 000
Capiial

Plannad Investmant

Martin Krbs 575 265
Bran Palmer 513,154
Olher S0
Additional Investment Requiremeant S0
Tolal Plamned Invesimeant SE8 418
Lossat Star-up (Staf-up Expensas) 1524 G42)
Total Capisl SETTT
Tolal Capiial and Liablbes ESLENDE
Total Funding 3178 418
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Trestle Creek Cabinets

Start-up

100,000

Ezpenszes Azzetz Irneesiment Losns

3.0 Products

Our product is essentially made with twoe main components.

1. The boxes and shelves will be ordered from two different suppliers (Cab Parts,
Scheers), and will be delivered in kitset form. They can be finlshed with custom veneers,
2. The doors, panels, and drawer fronts will come from four different suppliers: Bergmeyer
Manufacturng, Homestead Woods, Decore, and Southwest Doar Company. We will have
4-6 custom designs, with unlimited different custom finishes, available from Bergmeyer
Manufacturng. The other suppliers will provide their stock products.

4.0 Market Analysis Summary

Trestle Creak Cabinets will be focusing on architects, owners, and contracters in the reglonal
area who are involved in high-end residential, resort, and commercial development segments.

In 2000, a total of 219 new residential homes worth $168 million were constructed in the

Teton County, WY, If we take an average of $40,000 per kitchen, (probably conservative),

and multiply that by the 219 homes, that gives us a total of $8,760,000 in kitchens installed for
the year. We plan to acquire 4-5% of the market share of this residential segment in our first
year. We do not think this is unreachable, especially in a still growing market.

Teton County, Idaho has great potential as three new resort developments, Teton Springs Golf &
Fishing Club, Grand Targhee Resort Expansion, and Tetoen Country Club, come on lina.

The following table outlines to total market potential of the three major customer segments in
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Trestle Creek Cabinets

the Teton County.

4.1 Target Market Segment Strategy

Trestle Creek Cabinets will be focusing on contacting contractors and architects that deal with
the luxury home market. Making ourselves known to these entities will generate some strong

leads, along with getting personal recommendations to the hame owners.

There are plans to upgrade office space to a showroom in @ high visibility location. This will

give us exposure to new home builders that are looking for our product.

Table: Market Analysis

Markai Analyas
Yaar Yaar 2 apr 1 feear 4 Yaarh
Potential Cuslomes Gnowth CAGR
Tigh-end resdental k9 (1] LATE L] LNET] 5,0 00
Mid-range resdential 5% 3,500 1676 3,859 40462 4,255 5,00
Commesmial developmeant b 10,000 10,700 11,4459 122460 13,1048 T.00%
Toal AT TH, 60 19,765 20, EAg ] 25,209 LR
tarket Anabysis (Fie)

4 2 Industry Analysis

There are two main types of cabinet suppliers in the industry.

B High-end residential
] Mid-range residential

1. Resellers of complete cabinet sets using stock ltems where the cabinets turn up

completely built. Usually have no shop facilities but do have show rooms.

2. Custom shops with full, in-house fabrication facilities. They are usually very product

B commercial development
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Trestle Creek Cabinets

orientated and under-perform with customer support.

Trestle Creek Cabinets can provide high volume work, superior project management, and
excellant quality while maintaining a low overhead.

421 Competition and Buying Patterns

The high-end cabinet market understands the concept of service and support, and is more
likely to pay for it when the offering is clearly stated.

There are many competitors in the local market. Although each of them deliver a quality product,
we feel they fail to deliver a full tumkey package. There are four factors that govemn the cost of
all kitchen projects: Scope, Product, Design, and Services. Most people mistakenly think that the
size of the project and the choice of brand name products will make for the best results. But it is
the design and a company's services that will have the greatest impact on the quality and

value of the customers investment.

5.0 Strategy and Implementation Summary
Teton County, Wyoming and Idaho are experencing steady growth in the high-end residential
markets and there is a general consensus of continued growth in the area. Taking part in this

growth, while providing attention to the design development, ordering process, project
management, and installation will put us on the road to success,

5.1 Competitive Edge

Dur competitive edge is our ability to provide high volumes and Flexibility in style, while
maintaining a quality product backed by excellent service.

5.2 Sales Strategy

Our sales strategy is to make ourselves known through mailings, print advertising, and personal
contact to architects and contractors who are primarily invalved with the design/censtruction of
commercial development and luxury homes.

Having a showroom will be a sales tool in itself. A showroom will give us exposure to the
general public, new arrivals to the area, and construction professicnals.

5.2.1 Sales Forecast

The following table shows projected cabinet sales. As the company gets established in the
market, we anticipate strong sales growth over the next three years,
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Trestle Creek Cabinets

Sales Monthly
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Table: Sales Forecast

Sales Forecad

a1 Yaar * Yol
Sales
Tabinals LEE bl i ST Oon %1 500000
Olher 30 =0 30
Tolal Sales 5447 D00 51,000, 000 31 500,000
Direct Cost of Sales Yiamr 1 Yaar * Yol
Cabinats LATENEIT] LT E AR
Cithar 50 S0 50
Subioaal (et Lod of Salas 00 Srenann 1067 50

5.3 Milestones

The accempanying table lists important program milestones, with dates and managers in
charge, and budgets for each. The milestone schedule indicates our emphasis an planning for
implementation.
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Trestle Creek Cabinets

Table: Milestones

Milasones

Milashons Star Date Enmd Dt Bisdget Manager Depatment
Bursiness Flan 1153001 173172001 §2 D00 Brent & Marty Mareiing
Onding: Rassach 153001 192001 5350 Bran Marksting
Opan Accounts with Suppliers 153001 12672001 5350 Brant Weh
Do Resganch 15001 12652001 5500 Berent & Mty Vil
Desgn Doors 1 SH01 172672001 5450 Mty Depaitment
Oimder Sampla Doors A0 2172001 51,000 Mty Depament
Desgn Salas Litemtuns 1R 173172001 £1,000  Beni & Madty Depaitment
Prnnt Salas Liemtue 218001 272001 5300 Brent Depatment
Make Indusgry Contacis 1153001 22872001 51,000 Marty & Brani Daparimant
Showronm Feasability Study 1252001 1/3172001 £1,0600  Marky & Bran Departmant
Tolals E7.060

6.0 Management Summary

Martin Kribs, President, has 20 years of construction experience, from general contracting,
construction management, and having his own cabinat business.

Brent Palmer, V. President, has three years of construction experience and spent the last six
years in managemant within the hospitality industry.

A% the company grows, we will take on an administration/showroom assistant.

6.1 Personnel Plan

This table shows salaries for the whole company. Salary Increases are kept to a minimum to
help the growth of the company. An administrative assistant will be hired later in the year.

Monthly details for this year can be found in the appendix.

Table: Personnel

Personnel Flan

Year 1 Year 3 Year &
Marfin Knbs L% E i [1]i] LA A [1]1] L LA 1]1]
Brent Palmer £24 000 £35 000 £40,000
Corpanbars £18,000 S60,000 %85,000
Admministration Assdant 12 000 524 000 525,000
Tolal Peaple 4 [3 T
“Tolal Paywll £78.000 SI57000 3105000
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Trestle Creek Cabinets

7.0 Financial Plan

Below are the initial financial goals for the company:

Obtain an operating line of credit from a financial institution.

* Finance growth through retained earnings.

# Operate on a 25-30% gross marngin,

The financial plan for Trestle Creek Cabinets is outlined in the following sections.

7.1 Important Assumptions

The financial plan depends en important assumptions, most of which are shown in the following

table as annual assumptions.

Table: General Assumptions

Genemal Asumplions

Year 1 Yo 2 Yol

Plan Monih 1 7 ]
Cumeqnt Infered Rate 10.00% 10.00% 10.00%

Lomg-emm Interes Rate 10.00% 10.00% 10.00%

Tax Rata 16.26% 15.00% 16.26%

“Cihar ] ] ]
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Trestle Creek Cabinets

7.2 Break-even Analysis

As the business settles in and start-up/showroom costs are met, average menthly operating
costs will increase and then stabilize. The average per unlt price is for a 24" base unit. This table

shows we need to sell 16 units or 32 lineal feet of cabinets a month to break even,

Ereak-even Analysis
32,000 o
$6,000
$3,000 o =
0 -
($3,000) »
(§6,000) -
(39,000) -
($12000) | g~
50 §12/000 §24 000 36,000 $48,000 $50,000
$6,000 $18,000 §30,000 $42,000 §54,000 $66,000

Table: Break-even Analysis

Breakaven Analvss

Monthly Fevanea Braakaven 5230 804
Asmimpliong

Average Percent Varable Cosl 6%
Edlvmated Manthly Fioed Cosl 512 327
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Trestle Creek Cabinets

7.3 Projected Profit and Loss

Our projected profit and less is shown in the following table.

Table: Profit and Loss

Pro Foma Prolt and Los

¥ear Yaar 2 Year 3
Sales £442 000 1,000,000 31,500 000
TArect Lo of Sales F301 600 £725,000 1,087,500
Oiher 30 £0 £0
“Tolal Cod of Sales 501800 Eran0m0 51,087 500
G Mangin 5140 400 £2375,000 3412 500
Gmss Mangin % N.TE% 27 50% 27.50%
Expenses
Sales and Maketing and Other Expensas 545 540 $44 500 £61,000
Depracialion 30 &0 &0
Litilities £3 000 54 000 £5.000
Inesurance: 1,140 31,300 1,500
Fmnt 0400 308,000 512,000
Paymd| Taxes 511,700 $23 550 820260
Olher 30 0 211
Total Oparating Expenses 147 820 £230.450 3303, 750
Pmfit Befom Interes and Taxes 57 520 $35 550 S04 750
EBITOA ST 5200 $35 550 S04 750
Intamas Expenss $4.000 53,336 $1.937
Taxas Incumed 30 34 B32 817 357
Mt Prafil 11,5200 327,382 580 456
T Mol =ales e N:E L Foran =1
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Trestle Creek Cabinets

7.4 Projected Cash Flow

We do not expect to have major problems with cash flow as most of our contracts will require
a 50% deposit upon signing.

B netCash Flow
. Cash Balancea

($20,000)

(40,0007
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Trestle Creek Cabinets

Table: Cash Flow

Pm Foma Cash Flow

Year Yaar 2 Yedar 3
Cach Racedyed
Cash from Dparabions
Cash Sales $£110,500 250,000 F375.000
Cashy from Receivables $251 813 S687T 272 51,068 792
Gubisinl Cash fmm Opemions T2 313 4% e ) ESEE kN
Additional Cash Recaivad
Sales Tax, VAT, HSTHGST Recaived i0 &0 S0
e Cumenit Bomowing 50 $0 S0
Wew Oither Liabilities fimenad-free) %0 £ S0
Mesw Long-lemn Liabilities 30 £0 50
Sales of Olher Cumend Asseds %0 £ S0
Sales of Longlem Amssls 30 £0 50
tew Invesmant Recavad 30 &0 a0
Sulbiodnl Cosh Hecaivad g g L4 N e 5 I 1 B e
Expandiiunes e 1 Yaar 2 “fear 3
Expenditures iom Oparations
Cash Spending S7TE 0 5157, 000 F185 000
Bill Paymanis £345 B52 S7T4 249 31,162 673
Subital Spend on Dpemahians AT BT BT, 240 5 T
Additional Cash Spent
Sales Tax, VAT, HSTIGET Paid Qut 30 0 S0
Principal Repayment af Cument Bomowing 0 £0 50
Other Liabilities Pincpal Repayment 20 20 g0
Long-ierm Liabiliias Pincpal Repaymean 50 $13 260 514 681
Purchase Other Cument Ssmits 50 £ 50
Purchasa Long-iemm Assels 50 0 50
Dividends 50 £ 50
“Bubicial Cash Spent TITT BT BOad 5 31502 954
Med Cadh Flow [535,530) (&7, 266) 551 438
Cacsh Balanoe 353 759 468 4B4 SBT 932
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Trestle Creek Cabinets

7.5 Projected Balance Sheet

The balance sheet shows a healthy growth of net worth and a strong financial position.

Table: Balance Sheet
Fio Fommna Balance Sheel

Yo 1 Yaar 2 Yaar 3

Asmals

Comant Assis

Cash $53, 759 F46 494 307,832
Accounts Receivable 140 BRE $112.415 $1G8 623
Other Curment Asgets 314 478 514 478 14 478
Tolal Clment AZels 117,005 L N ERTT L L TNEE]
Long-ierm Assats

Long-ierm Assats 0 30 30
Accumulatad Depraciation 0 30 30
Tolal LongJent AeEels 30 30 50
Total Amels LS K T3 T L LT
Liabilihas and Capital a1 a2 Tear 3
Limmant Liabalihas

Arcounts Payabla 25, 064 67 0037 00 A
Cunmant Bomowing 30 30 30
Olher Curment Liabilitias 30 30 30
Subiodal Cument Liabilities 325 668 SET.03T 300 803
Lomg-1emm Liabilities 240,030 326,711 312,030
Todal Liabiihas LI ETRNED] L IEEREE)
Paad-n Capital $ag.419 SB8.410 80,410
Retained Eamings (524 642} (836 182) {28, TE0)
Eamings (11,5200 327,382 36D 458
“Tolal Capiial 352 257 370 E9D 160 05
Total Liabiltiasand Capital IR $TPA 30T ¥ TNRE]
Fit Womn L L $70, 630 L [N
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Trestle Creek Cabinets

7.6 Business Ratios

The following table contains impoertant ratios for the woodworking industry, as determined by the
Standard Industry Classification (SIC) Code, #1781, .
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Trestle Creek Cabinets

Table: Ratios
Hatio Analyss

Year 1 Yaar 2 Year 3 Indusgtry Frodile
Tales Cemath na TO6 A E 1 T
Percenl of Tolal Acmeds
Acoounls Receivalla 42.13% B4 B3% a0.00% 35.00%
Other Curmendt fspis 12 26% 8.35% 5.15% 3030 %
Total Cument Acsels 100.00°% 100 00 % A00.00r% T1.50%
Lomng-emn Adssls 0.00% 00 % 0.00r% 28 50%
Tolal Amels i TO U0 e 00 10 DINEY
Cumant Liabilihas M. TT% 3B BE% 35.55% 42 T0%
Long-derm Liabilitias 33.92% 15.41% 4 26% 14.30%
Tolal Liabilities 55 60% 54 07% A0 8%, ST (0%
TETWanh FEREL 45 0% G011 1%
Pecent of Sales
Sales B [ [ 1 T T TO0 o0 TO0 e
Gmss Margin I.TE% 27 50% 27 .50% 31.60%
Sedling, Genaml & Adminismdive Expansss 34.37% 24 T6% 21.45% 16.70%
Adtvarlising Expenses 1.27% 0.80% 1.00% .50 %
Profit Belore Intered and Taskes -1 70% 3 5% 7.25% 3. 40%
Main Ralios
Caamenl 450 T 50 =81 164
Cueck 4 59 250 281 1.4
Total Debt to Total Assis 55 60% 54 07% A0 8%, 57 0%
Predax Redum on et Worh -3 04% 40 45% 63 17% T 5%
Pradax Felum on Assels a7T% 18 58% 38.01% 17 40%
Additional Rabios Year 1 Yaar 2 Year 3
et Profil Mamgin L TS T n.a
Retum on Equity -F2 (4% 3 % 52 00 na
Actiwty Ratios
“ACCOUNTS Heceivanle T maver aar L) G na
Collaction Days 58 it 46 na
Accounts Payable Tmdawer 14.83 12147 1217 na
Payment Days 27 H 25 n.a
Total At Temaowar 75 507 5.4 na
(bt Ratios
Dbt to Met warn 120 (K] oG na
Cumant Liab. io Linb 038 T2 0.ag na
Liquidity Rabos
Tt Wakng Capial SO IhT TR 181,125 n.a
Inferes Covarage -1.88 1064 5614 n.a
Additional Ratios
Amatsin Solas aar 0T 1] na
Cumant DebtTotal Assats 27% 39% 3E6% na
Arid Tes 2.88 081 1.13 na
SalesT™et Warth 848 12.58 a.ar na
TRwidend Payout []H] [ 0.0 na

Page 17



| afeg

U 001 0EE 00 eeg oooag 00 Lrg onoracs OOy LEE 009 158 0068 15 g ] FH{EG 0B a0 [mngnE
i3 i3 04 i3 0% i3 i3 04 04 0% i3 b G
00935 GODOES  DODYES OO0 D0fsS  OONGES 0N 009uss  oooss o8 a8 m g
PR (AR (0} W 6 Uy 4 U LU o Uy LRI i U E yluw I gy [RTILEL SREG |10 Bea0
OOU0SS  OOGUES  O00MS  O000DdS  000dSS  0OVUSS  OOVORS  O0ORS  0OSZIS  novzes a8 m san 1y
a8 a8 0% a8 i a8 a8 0% 0% i a8 o W L]
OUOSS  OOGES  O0U®S 000088 O0USSS  OOUUSS  DOVORS  00CORS  00STIS 00Uz g 5 L g
e

PR (AR (0} W 6 Uy 4 U LU o Uy LRI i U E yluw I gy [RTILEL
o) s

JSED8I0 4 SP[ES "9|qe]

xipuaddy



g sbed

SIS 0SS 005U8 0068 00SIS  00SUS  oO¥GS  0OWSS  00Se  00Ses  oogas 00 ke iy
4 ¥ ¥ ¥ ¥ P £ i i i i i -___n__nnn L
oo0Es 000 000'Es 000'Es ooEs fUlihird 14 - % - - - %0 JUBSES USRSy
00s'LE 005'LE 00s'LE 00s'LE 00g LE oog 1LE 00g LE oog 1LE 00s' 1E oog 1LE oog 1LE oog 1LE %0 sauadiel
000eE 000 00TE 00TE 0ouEE fUliir 0ouEE fUliir fuliirs fUliir fUliir fUliir il Jauegjuag
LOUZS 0078 oowZs 000 00028 00028 0ONES 00U 00028 00028 000§ 002§ WO sauy
21 W (AL ] LT T [ T UM [T | Qi 5N U E Wy T Uy [T |

:E E:EH.EF

|SuuDsIad 9|qeL

xipuaddy



£ abeg

i i i 0 i i 0 0 0 0 i i 1oL
%0051 %0051 w05k w05l w05k w05k w05k w05k %005L %005L %0051 S0 {8y XEL
0001 00D w00k w0001 w00k w00k 0oL w00 S000L S000L 0001 0001 e AU wE-Bu
i bul Eu ol Eu Eu Wk WO SOk SOk i i W | U
Ik ki 3 g B L g 5 ¥ £ L b UG VB
T Uy L Ly 0 U G Uy B Ly L Ly g gug 5y o £ uoy £ uay L tauay

e L T

suodwNssy [BJ8ULs) "9|qe ]

xipuaddy



¢ abegy

BLTEL HLFOL HPE S LI ROV RICE R HETLL R EF %I1OE HITD HITD SARS W 1
[0kl (pos'esl foor'zgl Lrrd LPE LS AN E] (pes) £15'8 {gonag) LERELg A 4 H| A 4 H| ey
0% 0% of of - - 0% 0% of of 0% 0% PRUNZ BEER]
EECE EELE in§ (AR ECTE ECTE EEEE EEEE (AR (AR EEEE EEEE asuadig sy
(o2 egl inigegl foiozsl ORLE 0eg 1 {nzatl gt B9 Bk 0558 FRE T ioes egl ioes egl w183
(o2 eal foegesl foao'zsl DRLE nee 15 {nzasgl g% 9va'eE {neg'ss) FREZIE foes sl foes sl FRER] PUR AR A0 10k
0ZZ'} DL LLE DAY LLE [t 40t 0ZE |14 OZE ¥ i 02a et FISTHE DiLag BLlazE 1259t 1259t saguadsg BupRRGn |H0L
131 131 1 1 15 15 131 131 1 1 131 131 1oy
S2LLE SZVLE SZILE BZL 1§ SEL1E SEL1E 5298 5298 SZRE SZRE 5298 5298 %L BRYEL JRAEg
s 0% DOCE 00LE 00LE 00LE 0% 0% 00LE 00LE 0% 0% sy
i1 64 174 117 4 4 117 117 117 117 64 64 mumnsy
05Z8 057% 0% 05TE 052% 052% 05TE 05TE 05TE 05TE 0528 0528 LT
111 111 i i b1 b1 i i i i 111 111 umezaidag
gadiadey
05514 0¥ bs O LS 055 1§ HEEs HlEs 055 15 3] 00 1§ b T4 05014 (11131 1o pui Bugespey) pue Sees
00824 005 L% D05 L% it (R (R 00T 58 00T 58 00T 5% 00T 5% 00855 00855 L]
sisuadg
LT HOMGE HOM0E OO0 HITTE HOTEE SO0 06 SOMEE SO0RE S0} ®0 ®0 5 By 0
00524 005 1% DO &L 000'T 1 mSELE mrLg filitigi 00K 228 005 ek 000 2¥E it it BB B0
o EEs OO DS OO0 TS WELrE WiaEE DO LS DOF L0F D065 03 03 03 ki Lot el LD
i i o o o o o o o o i i B
0088 0000 DOFREE DO TS MWFLrE WIAEE DO ATE DO LEE 00055 03 0§ 0§ Saegjoismpas]
000oEs 005 L il T uiilifiis. 3 1181 0o i1 i) OOS'Z1E OO0 EvE 04 04 L o
R I AR O Lo & U B L LU B U & U I £ I Z U [RTTL
FRO PUE RN Bl Ol

S50 PUE JJoUd BIgeL

xipuaddy



S

ARUEES

auneq ey

LELGE

]

{ezg'og)

FLEES

fszz 14l

gEeE

(Lar vl

£215E

[

flg s

ag'ces

o

STS0EY

it

(ELgazsl

g6 BEs

&
b |
=

2
%

Z15'sg)

LEoE

&4

MO IR0

1uady yseo RS

BEL 1#E

FRARRREEERZ

EDE i

FARRREESEER

EEREERAER|E

SEESE

AREREEREES

LET 158

AREREEREES

SO0 IES

AREREILIERR

SET 2%

AREREEREES

494 BEE

RRREERRR(E

LEGEE

AREREEREES

BT

RERELER

I

SpuUB s

TRy uIE-Bur SEEng

RESTY IR S Sy
Jusustedey (B0 sempga we-Bum
Juaudpdey BARUKA SIBT 1340
Eupc.uog juauns jo uaukeday jedowy
INC) PABG LS 15H L, HEL 3985

Juads YsR ] |BUalpRy

BUORIBI] UD |UBs [BEIG

BEHCES
U]

E0L S
0% 2§

[5E'0FS
mE'Ls

LELTRE
0os'Ls

£OE'ETS
0os'Ls

9roeag
00g'g

GELTFIS
00g'sg

g9v'ETE
005'6%

LE0°FE

£oeeg
00g'g

fkbE
nOg'5Y

[uauieg (i
Bujpuads yse]
U RIadn WY sungpuatea

£l Uy

Lk WUy

& Lauay

U

;
.

i

sarngpusdeg

pavasay 4B |BAgg

RERRESEE
=3

ESD 1S

REEREERE

REEREERE 2
£

A ]

EEREﬂREE

o FA ]

REEREERE E
&

TN

REEREERE 'E
&

05T 148

REEREERE
@

ESSBLE

BEREEARER w0
E §

B34 058

EEEEEEEE E
A

SiLFE

EEEEEEEE E
&

005 0LE

EERERERE

ARAIEILERE

B UL S M

my uua-Buc |o saEs

SR LALLM JALD) |0 SaeS

e ws-Bun may

|FagEEL| SRR R0 My

Bumc.iog jualin sy

000 PENEIEY FEAIEH Iy R SHED
FaAIRDRY YEET) [RUDE PR

SUGRE SO0 Wi ERT | BNGnG

CRFELS
0% 2§

ereeed
BLE'ES

BIE'bES
LAl

BYLE
mirELs

0OUEDS
ORLELS

BLESS
O0EEE

CoyELE
R

(TR i
mirors

n50'LE
G2LEs

0os'0Ls

-

o R ®

SIENIITHWOY YSED
sy yses)
BUDIEIBCWIOY B

£L Uy

(AR

Ok iy

16 Wy

B auay

LUy

Uy

5 Loy

i W

£

£ W

| U

ANy LEES

I.EF._EWUIEE.EW

Mof 4 YSeD) 8jqe L

xipuaddy



g sbed

JoTEot (i c1Znu 219708 001208 c29'00g Lg'Leg ez e LLped LTr gt 0000t L6 vk LLVEDE L, 10
ZEOERLE  WIGEILE VORI IREROVE  BLUIENE  CLEGHS FALGGE LLLE0LE Eideg pue smen imo)
JoTEot (i c1Znu 219708 001208 c29'00g Lg'Leg ez e LLped LTr gt 0000t L6 vk LLVEDE [CILEATELT
fegeeg  (owisl (oe'egl (oo 15l (oom 1§l (pegasl (oW 15l (e 15l gsoeig)  losohg) foeig)  leseng) o sfuueg
(ea'brg)  (zea'blgl  (zeo'elgl  Cepoengl  (Zeoelgl  (zeo'elsl  (zeo'e2sl  CEROedgl  (Ee'emd)  (Eededg)  (Eeo'elg)  (Ewey)  (2poedsl shuwieg paumiy
a1Fgat B 1¥ e al¥Eeg al¥ERE BL¥ERE al¥ERE BL¥ERE BL¥EE ALFags BLFGSE BLF39E BLFOSE BL¥ERE [EdE u-pRd
HEHG4E EiiEi§ EiG B HIE OGS SIS RS Hi | ZRE B2H EOE PEHEO0LE  OMEEGE FSOEGS EPEETS EPEEYS LU Sl Ao
000'nE 000 no0'nrg 000'ors mo'ors 000'ors mo'ors 000'ne 0o neg oo oo oo ook sappqa uwa-fum
T4 EidB§ EL4 BEY HIE 058 Sl rrE Hi ) ZFE B2 EES 14841 BLEZ1E FSOEES EPEES EPEES Ui SSHAGET] AR IRSTE
0% 0% 0% 0% 1 0% 1 0% (] ] ] ] ] SRR UALN S
131 131 131 131 1.1 131 1.1 131 1 1 1 1 1 Biuwws g juadifey
T4 ELLTES ELGBES HIEDEE HIFrE HGLERE wEEDE (%4 1 HEZLE FEOELE EFTES EFTES i i SRR
SRNIGRT UaL
EARTIT (WO TT I T TTT, IR 91T g & \pugy i & Uy f I £ Uy Epuay L Uy (BB pUB EBRITET
SEEULLE  EGORELS  JACRELE  GEEEEME  SBUOvlf  EIOEWIS  SORSZIE  LSOGMLS  JBTS0M  SLCINS ZuEEsg S81'50E LL'EOLE HiMsy 801
of 1} ] 1} ] 1} ] ;] o8 ;] o8 0% o8 o8 o8 o8 AEaa uiE-fuo B
111 111 111 111 0% i 0% i 03 i i i i uaRaidag pamnury
04 04 04 04 15 i 15 i 0% i i i i fesyua-Eue
ey uuE-tum)
SEEULLE  EGORELS  JACRELE  GEEEEME  SBUOvlf  EIOEWIS  SORSZIE  LSOGMLS  JBTS0M  SLCINS ZuEEsg S81'50E LL'EOLE By |UBUN] |B0L
SF¥LE GL¥PLE gi¥pLe qI¥PLE SFFLE BIFFLE SFFLE BIFFIE BLFFLE BIFFIE BIFFLE BIFFIE BI¥ELE TR UALNT S
HEIETE 054w 05748 Gi6FRE 0% L1% it 0% 065 EI069E GCHEEE 00 16§ 1 1 1 DQENEIaY SjURTY
Agreag Soo'Eag AS LE ZOS'EGE I wag FRERES LT 0eY LIS e FRE 0SS LR1GE FEE ¥4 ipgeat BEZ'ERE I8
T
eEcuBeg Hugies ey

EART I (WA TT: I T TTT. IR R 1TT. gy £ puay b iy L Uy oy £ Uy £ puay L puay
[ SOUEIEY BLICY fud

19813 eUBEg 9|qE ]

xipuaddy



