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Zalozeni spolé€nosti, podnikatelsky zanér a strategie —
piripadova studie spolé&nosti Lucky Party s.r.o.

Establishing business, business plan and business
strategy — a case study of Lucky Party s.r.o.



Souhrn

Tématem diplomové prace ,Zalozeni spolesti, podnikatelsky zagn a strategie —
piipadova studie spalrosti Lucky Party s.r.0.” je vymezeni a naslednyp&vywhodné
pravni formy pro no¥ vzniklou spolénost na trhu, podnikajici v odtwi poskytovani
zabavnich sluzeb a prodeji zabavnictedmeti. Na zaklad nabytych teoretickych
znalosti, zahrnujicich studii akademickych matérialéeskych zakoh, je definovana
vyhovujici pravni forma pro danou firmu. Hlavnimeon prace je detailni zpracovani
podnikatelského planu, ktery bude posléze pouzitraxi. Tudiz je zapéebi, aby
vypracovani podnikatelského planu obsahovalané analyzy a studie jako riap
predstaveni konkrétni spéleosti, analyzu trhu a potencialnich zaka#nigropagani,
a &elného podnikatelského planu, zachovavajici jidtewibilitu pro pripadné zrany,
které mohou a pra¥godobrg také nastanou. Zaéwem je vyzndena podnikatelska
strategie, jejimz pitem je pré¥ podnikatelsky plan.

Kli ¢éovéa slova: podnikatelsky plan, pravni forma spiesti, Ceska republika, zabavni
pramysl, operani plan, obchodni strategie, marketingovy planarimi analyza, vnini a
vnejSi prostedi

Summary

The theme of the diploma thesis “Establishing airmss, a business plan and a
business strategy — case study of Lucky Party.’sis.to define and choose the appropriate
legal framework for a new company in the marketlidgain the branch of providing
entertainment services and products for entertamm@&ased on the theoretical
background, which comprises of the study of academaterials and Czech Legal Acts
and their synthesis, the suitable one is definede Tnain aim is to prepare a
comprehensive business plan that is going to bdarupeactice for the newly established
company. Therefore it is necessary that the stdidlyeobusiness plan of the thesis contains
numerous analyses as the presentation of the particompany, the market environment,
the customer market, the promotion, price and saiategy, or the financial analysis.
These lead to create the most accurate and effibiesiness plan possible, yet being
flexible to potential changes that may occur. Asoaclusion of the business plan the
business strategy for the firm is identified aslwel

Key words: business plan, business legal framework, The C#®epublic, field of
entertainment, operational plan, sales strategyketiag plan, financial analysis, internal
and external environment
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1. Introduction

Based on the nature of the business we want toamnohbased on the goals which
we want to achieve, it is necessary to chooseigid legal framework for the business.
We have to analyze what kind of legal entity has itiost advantages for the particular
business. The proposed Diploma Thesis presentsvélyeto establish the chosen legal
framework and the main part promotes and discusedusiness plan, which is often
missed out when setting up the business. The fpiadl of the thesis, proposed business

strategy, is going to be derived from analysisheflbusiness plan.

The evaluation of the legal form of the businels,writing of a business plan and
the conclusion, which would consist of proposediness strategy, will be demonstrated
for an existing company Lucky Party s.r.0. This pamy was established in the year 2009,
and its main business is the sale of party prodsoth as costumes, masks, balloons,
tableware, etc., organizing parties for childramj ¢he creation of balloon decorations. It is
a young company with the intention of introducireywitrends in celebrating and providing
entertainment. The reason of why this company wesen is the fact that | personally
own and run this business, which is definitely aagioenefit to the content of this thesis,

because it contains the exact and detailed infoomatbout the company.

The crucial part of the thesis is the elaboratibrbusiness plan of Lucky Party
s.r.o. containing all necessary information with thm to defend that this particularly kind
of a business has its potential on the Czech maRegarding on what is defined in the
theoretical part of the thesis, the business plapractical one is executed, following the
recommended structure, which contains in generegethmain issues — operational

information about the company, marketing strategyl financial analysis.

The final part of the Thesis is the suggested lmssinstrategy for the future
development of the company in the market whichltegtom the profound analysis of the

business plan. The purpose of the business strasetty implement all the necessary



business activities in practice, which will asspsitive business development and aid
meaningful and successful decision-making. It dla tool for the company to strengthen

its position on the market. The information obtaimell be useful in this respect for years.



2. Objectives

Besides concise way of defining the process ofosimgy the suitable legal
framework for particular business and startingpi thhe main objective of this Thesis is to
promote meaningful and efficient business plan ihaheant to be practically used in the
sphere of Czech business environment with. Togetitérthe business plan the business

strategy is derived, defining the tactics for theufe business development.

The core of the thesis is a business plan, defasesl document that summarizes the
operational, marketing, sales and financial obyestiof a business and contains the
detailed plans and budgets showing how these abe t@alized. It is usually elaborated
only in those cases, when external circumstandesidate it — e.g. in the case of missing
financial resources, need for partners for strategasons, or a request for a grant. The
purpose of this thesis is to put forward what thsifive aspects of future planning are and
how exactly can the business plan facilitate therajoon of the business. This indeed leads
to the resolution whether the particular business # realistic chance to succeed on the
market. It is the aim of the paper to confrontpasible aspects of the business analysis in

order to state what the prospects of the compaciyRarty s.r.o. are.

As well as it is assumed that the business planrueed positive influence on the
company’s operations, it is going to be used faemmal users also. The business plan will
be promoted in front of the committee of severahpetitions, with the aim of succeed and

gain investors to enable the company to reachhimentire plans it has.



3. Hypotheses

Considering the choice of convenient legal framdyvdris anticipated that based
on the advantages and disadvantages of variousesrdind also in regards to available

means, the widely used arrangement of limited litglzompany will be selected.

It is presumed, that a detailed business plan avitiorough analysis of the market,
customer base, competition and other propositimgoing to facilitate the entry of a
company into the market and make its future devek more sustainable.
Comprehensive business plan should lead to easiconducting business and smooth
the process of the formation of business strateglycarporate directives. Besides these, it
Is presumed that if properly elaborated, it enatilescompany to be successfully presented
in front of the potential lenders or investors.



4. Methodology

The beginning of the Thesis deals with the chaité successively the definition of
a suitable legal framework for the business. Thagt will be elaborated based on the
literature review of academic materials dealinghwiite questions of establishing the new
company, supported with the examination of Czeghllacts, mainly by the interpretation

of the Czech Commercial Code.

The proposal of a business plan will be desigreskd on the previous analysis of
various segments. A detailed description of the mamy, its business intention, product
and service characteristics, personnel structuee,véll be gained from the company’s
internal documentation and sources. The market igtbustomers, who play a key role in
the business, will be analyzed as well, using thehnique of market and customer
segmentation. Subsequently, there will be a stddgompetitors in the market; the first
step will be the competitors’ determination, folledvby research of particular domains,
concluded by the evaluation of each and compariedoucky Party s.r.o. An important
section will be financial analysis, which will dede the total budget of the project. By
interpreting financial statements such as Balarwet Income Statement and Cash Flow,
we will be able to forecast the future developmehtthe company and state some
recommendations regarding its financial situatibmally, the expectations and possible
risks will be evaluated from the outcomes of SW@algsis.

The business strategy will be derived based on phefound analysis and
elaboration of the business plan and will preskatgossible tactics which the company
should follow to stay competitive and be successfitss field of business.



5. Literature Overview

5.1 Business activity

Business Activity (also referred to as “entreprarad activity”) is understood to be
systematic activity which is independently carr@dthe purpose of making profit by an

entrepreneur in his own name, and at his own ligitahd responsibility.

First attempt of legal framework was introduced the 19" century as the
distribution of labour and work and its specialiaatwas developing, which has lead to the
introduction of new forms of business next to jsste traders. Nowadays the corporations
may have various legal framework based on the eatfirbusiness that is performing,

conceptions of the entrepreneur, or any kind ofiiregnents.

5.2 Criterions for the choice of the legal framework

The choice of the legal framework is a long-terntisiens, therefore all the
possible criterions leading to the right selectionist be wisely concerned. It is necessary
to evaluate to what extent it is feasible for tmerepreneur to bear the risk, whether he
wants to be liable for the company’s obligationslimited or unlimited way and also
whether the nature of the business that he wantarntaeeds any specific competences,
which might be regulated by law. Another issueacsblved is the number of founders and
the division of their power within the company aslivas the proportion of the company
they will owe. This is related also with the fingadcpossibility regarding the registered
capital and the amount of which has to be paidamhdounder. It is also important to have
on mind the administrative burden that can occuthwspecific legal framework,
concerning the start-up of the business, concludaignecessary document in the
beginning, but also meanwhile the company is rumpnand other administrative tasks,

which might have be done during the years suchudg.arhe tax point of view is very
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considerable when deciding about the frame of thiiaré company. It is important to

realize what kinds of taxes and under what kindsooiditions have to be paid.

5.3. Small and medium enterprises

5.3.1. Conception of small and medium enterprises

Since always people tend to trade among themsedwes creating small and
medium business units was just a result of natieaklopment. The official determination
of small and medium enterprises might be given ftbe recommendation of European
Commission 2003/361/EC from"6May 2003, where the inducted methodology for the
classification of enterprises uses next quantieatiiterions: the number of employees, the

annual turnover and the value of assets. Classdité#s following:

Figure 1: Small and medium-sized enterprises critéa

Enterprise category Headcounk Turnover or Balaheetstotal
medium-sized <250 <€ 50 million |<€ 43 million

small <50 <€ 10 million |<€ 10 million

micro <10 <€ 2 million <€ 2 million

Source:European Commission — Enterprise and Industry

5.3.2. Function of small and medium enterprises

The existence of small and medium sized compasiesibbstantiated in the case,
when it satisfies specific functions in the sociabhd economy, with the fact that it cannot

be restricted due to political interference.

One of the elementary rights, considering politicilee countries and societies, is

the right to carry the business. As well as iteducing the danger of potential radical and
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monopolistic trends, and therefore is ensuring #tability within the society. In
structurally weak and far-gone regions they prowitggerial and technical supply of the

inhabitants together with the employment, there®yqvming a socially-political role.

Inherent principles of a market economy are praiacof private ownership,
freedom of enterprise’s manufacturing, freedom oludehold’s consumption and a
provision of economic competition on the market.aBrand medium sized enterprises are
contributing towards lowering the risks inside marar sector (or among the sectors)
leading to the increased economical stability, tmygther with households they ensure the

decentralization of decisions, which are coordiddtg the market.

The variety and quality of the supply of goods aspecially services in the
conceptual level is crucially dependent on the sarad medium companies, which results
in an influence of every economy. The strongerdi@nges in supply and demands in the
economy are, the more it is important that the braatl medium sized enterprises are
flexible and adaptable. On the other hand the lasoh of the demand does not affect
these companies as much as the big corporationsadtiee flexibility, creativity and

engagement of the entrepreneur.

These companies have a huge impact on the creztjob positions, because over
99% of all European enterprises fall within smaltlanedium enterprises and employ over
70% of all employers from the European Union. Thieroenterprises in general (the
business plan of one will be elaborated in the tpralcpart of the thesis) encompass 85%
of all enterprises and employ around 30% of empsye

! Data from the Commission Start Working Documenti@implementation of Commission
Recommendation of 6 May 2003 concerning the déimibf micro, small and medium-sized enterprise
released in Brussels in October 2009

12



5.4. Limited liability company

After the political changes in 1989 an insisteeed for the renovation of trade
economy occurred, which has lead to the restoratadn traditional forms of
entrepreneurships. This has rebounded by passagditfno. 103/1990 coll., which had
with the effect of 1 May 1990 retrieved the limitieability company. The limited liability
company was revised in only six sections; more thegislative revision it was about legal
admittance of the possibility of establishing nemmpanies in the legal frame of Limited

Liability Company.

New legal framework of Limited Liability Company waassed with ha bill no.
513/1991 Coll.,, Commercial Code, with an effectloflanuary 1992. Limited liability
company is revised in the Part Two, Chapter I, §lon Il (§ 105 - § 153e); besides that
there are numerous general provisions about bissertities and other provision that are

affecting it.

Limited Liability Company is a business company daghl entity, therefore as a
legal entity it has its own legal subjectivity andligations on the one hand and legal
capacity, in which such rights and obligations lmeepon the other. A company as a legal
entity is characterized by conceptual charactegsis establishment, existence and
liquidation based on law and in the harmony with;l¢éegal subjectivity; legal capacity;
tort competence; organizational structure of legaity; property independency of legal

entity; name of legal entity; seat of legal entitgtionality of legal entity.

54.1. How to establish limited liability company

The process of establishing a limited liabilityngoany is quite long and requires
number of documents and competencies, but it isessacy to accomplish those
requirements in accordance to law. All the follogvisteps are defining the necessities,
which have to be proven before the company is tegd in the Commercial Register and

can freely operate as a Ltd. company on the CzedHaeign market.
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At the very beginning it is needed to conclude ee® of foundation (Partnership

Deep in the case of more founders of one compavtygh defines:

* Name of legal entity, its seat and subject of gmeeeurship

« Amount of the registered capital

* Amount of deposits of each founder

* The way of constituting general assembly and cdldeministrative issues

* Method of dividing the profit

The deed must be signed and the verification iatigre (or signatures) must be done by

notary.

To obtain the trade license, it is needed to psexeeral things: at first you have to
be (one of) the founder of the company, which &est in the Deed of foundation; you
have to submit the clear record from crime regjsteu have to be adult according to the
Czech law, which means to over 18 years old; yue ha be caused of the legal capacity;
you must have no tax liabilities to the Czech staitee core of the trade license then is to

identify the area of the business where the futorapany will operate in.

As was appointed in the Deed of foundation, thigepneneur has to substantiate
the registered capital. If the registered capisajuist financial, he establishes the bank
account and consign the there. The registeredatagita company shall mean total of all
its members” monetary and non-monetary investnamttibutions to such capital. It must
be expressed in units of Czech currency (pecumnérys). If the registered capital is partly
non-financial, the authorized expert has to evaluaat first. The registered capital is a
part of equity. Until the end of 2000, the registercapital of a limited liability company
was required to be at least CZK 100,000 whereasd &sJanuary 2001 the amount of any
newly-formed limited liability company’s registerezhpital may not be less than CzZK
200,000.

14



The entrepreneur also has to document the prapyietlationship towards the
realty, where the company has its seat. Eithes ibwn realty, or it has to have an
agreement from the owner accounting for the faat the particular company shall have
the seat at his place.

All the above stated documents — Deed of foundafloade license, Confirmation
form bank about the consignment, Deed of the sdnaif the seat, together with personal
document of the entrepreneur has to be submittetheaoCommercial Register of the
appropriate judicial verge and in two weeks it desi whether the company will or not
will not be registered as rightful business urfityds, the identification number is given to
it and it can start to run the business. Everybebyg gets the right to carry the business is
obliged within 30 days to register the company la¢ tax office, where the tax
identification number is entitled to the busines# @and serves it for tax and fee registry
purposes. Before even beginning with the businéess,also wise to make a break-even
analysis, where it is obviously defined, how muélpmducts and services has to be sold
out to cover the costs and make the profit.

5.5Theory about business plan

Business plan is a written document carried outhigyentrepreneur, describing all
key internal and external factors related with stalelishment and run of a company.

Business plan enables to compare business visimhglans with reality — and if
they differ, it helps to identify where, in whatlume and why. It helps to forecast costs
and therefore to improve the conditions from sugpli If the company is doing well, the
business plan shows, when the increased sales rasadsincrease running capital.
Whereas if the company is not doing as expectedpléin shows that there is urgent time

to solve it, so the company can run effectively.

Business plan is a document, which serves for osyrieeir managers, but also for

external investors. It helps for example in creatimability of a business, gives the owner

15



a hint for his future forecasts, serves as a mégetting financial funds and to the control

over the business activities.

5.6.Structure of the business plan

The business plan should be virtually divided ititcee main parts along with the
title, introduction and conclusion — introductiom also called Executive Summary,
Organizational plan, Marketing plan and Financi&np concluded in the end by an
outcome which leads towards comprehensive busstestegy, future predictions for the

business and weighting up possible risks (Pins0052

The organizational plan consists of the descniptiof the company, its
interpretation on the market, its business opeamatiand business opportunities, team
which is involving both entrepreneur and his empks; As well it is defining the products
and services which are offered together with thkearacteristics such as the exclusivity on
the market, value to the customer, but also hoveltain the inputs to create the service or
deliver the goods on the market.

The second part is dealing with marketing andssafethe products and services
offered by the company. After we define who oumé&trcustomers are, the market on
which the company is going to operate has to b@eip analyzed, using the market
segmentation analysis. Tightly interrelated tasithe competitors’ analysis, which should
make out the competitive advantage of the prodartsservices, provided by the company
among others. Based on the customers on whom thiedss is focused, clear sales and
advertising strategy has to be specified.

Last part is dealing with the number of the comp&tarting with the investment
capital and defining what has to be placed at #rg beginning, the company has to keep
the accounts and therefore state the Balance &hdeincome Statement. It is said by the
law that this has to be show to the Commercial ®egafter each fiscal year. To be aware

of the floating money while carrying the busindgsss highly recommended to follow up

16



the cash Flow and even more to proceed Forecagidarly. These statements are good
not just of the current or future days, but alscctonpare what was predicted to what
actually occurred. All the financial analyses andtesnents are good not only for the
internal purposes of the company, but also for resle when for example asking for a

loan, investment etc.

As a conclusion, the possible risks on one harttifature aims on the other are
discussed. Is the entrepreneur ready to bear skeand work for free at the beginning; is
the business intention viable even in the timenaincial crisis, what are the other aspects

that may influence running the business?

5.6.1.1. Title

In the case the entrepreneur or manager wantegepr the business plan in front
of the audience of possible lenders or investong business plan has to have a
representative title page, if the business planasge only for internal purpose, it naturally
does not have to have it. Generally, every modesumient should have a title page,
including the name of the project, eventually didbtilescribing the characteristics of the
document for example the name of the establishimypany and its logo, the name of the

author and place where it was composed.

5.6.1.2. Executive Summary

The Executive Summary should constitute sort odlastract of the whole business
plan, therefore it should provide the reader a senand comprehensive form, containing
as much of substantial information as possiblehttuld refer to the business intention and
the characteristics of the business, what is ialatlut, what are the aims, how they will be
approached and realized, how much will it cost, tvarad when will it bring to the owner /
investor, hence a short financial review, etc. Executive Summary is a miniature of the

business plan, comprised in one chapter, whichtlghbut precisely defines:

17



» the owner or managing team of the company withatggiments for why under
those people it is anticipated to successfully rganthe business intention and to
highlight the work and personal skills and expeseeim the particular area

* products and services, underlying for what are ti@gue in the market,

« market with the identification of potential opparities,

e strengths and advantages of the new company antbagsp

* success factors, to highlight the benefits of thgeget, describing the competitive
advantage and added value to the customer,

* key financial data in a synoptic table (volume ales, predicted profit, cash-flow
of the near future, etc.),

* required financial resources,

» to specify a business vision and strategy to réadet a long-term and short-term

business objectives.

The Executive Summary is advised to be writtenrafie entire business plan is
finished, in order to create reliable sources fateptial lenders or investors, for whom it is
the key document and the evaluation of the busimgestion is derived from it (Koréb,
2007) . Therefore the quality of the Executive Suwaryms often decisive for the investor’s
statement of whether he is going to occupy himsélh the rest of the plan, or if he denies

it just on the feeling gained from the ExecutiverfBoary.

5.6.1.3. Summary and description of the business

The business plan has to begin with the propecrge®n of the company, which
identifies the structural characteristics and eeslthe potential investors, lenders, or
executives of the company to obtain a clear imdgeiathe firm and its business vision. It

is useful to state the basic information in a tablerder to make it more explicit.
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At the beginning of the business plan it is neagsto introduce the concept of the
business intention and the person / people, whais behind the project, that means both

personal and professional information.

It is recommended to state the business vision raisgion, where the business
vision formulates the general directions, basidebeland aspirations of the organizations;
it describes the overall framework for the compangtrategic planning. The major
importance of the statement appears in the abtbtydistinguish the purpose of our

organization from the competitors.

Legal framework

The structure of the business, namely the legahéwork must be discussed as
well, with respect to advantages of the particolae depending on the number of owners,

organizational structure, business intention, anber of employees.

Location

The choice of a location of the company and ism@rcial establishments has a
grave impact on the business, hence there musta@mmam attention paid on it. We
recognize both the official seat of the companyjciwhs submitted to the Commercial
Register as a headquarters and then the addrdsbesather company establishments. To
select this kind of an object, it is important nsider both the accessibility for potential

customers and financial capabilities.
As well as the concrete place of business loca#ind its establishments, it is

important to state what are the property issueardigg them, and defining what are the

rights and duties towards them.
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Accounting, insurance

With regard to selected legal framework, the ekeea of the company have to
keep on mind the obligatory administrative taskbjcl have to be done as to keep the
accounts — either to do the bookkeeping by its ommave external accountants to manage
it. It is also important to realize what are thdigdtory insurances that have to be paid by
the employer (e.g. the statutory employer liabilitgurance for work injuries or iliness),
whether there are any other non-compulsory bugblgtinsurances to reduce business

risks, and what are the compulsory directives thpleyer has present to his employees.

Business intention

A closer sight should be given to the businessitida and its opportunity, to focus
on the existing market, or conversely a gap n tlaeket and find something what may
bring to customers either something innovativewbat can solve their currently unsolved
problems. Along with satisfying customers’ needd arants, it is necessary to consider
also the added value for the investor, which maybeopurely financial. Overall the most
important point here is to clearly state relevaiguanents for the explanation of why this
team is going to successfully promote the presebimsihess idea and make the most of it

possible.

Products and services

The Alpha and Omega of the entire business is #@gamwce of products and
services, by virtue of whom the company wants &lize its revenues and profit. Besides
the characteristics of them, it is good to point the reasons of why those will be
attractive for the market and stay competitiveang-term run. Already here the potential
customers to whom the product or service will biereld should be considered in order to
customize the products and services. Then it ism@tended to be able to answer the
questions such as: What is special about the ptddigrvice? What kind of concrete need

does it solve for the customer? How it is beingysdluntil today — what are the pros / cons
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of solving it on contemporary market? What the merwill provide and what do you need

for equipment, staffing?

Suppliers

In order to ensure smooth process of selling tiestion of convenient suppliers
has to be solved. In the long run the company shivadl those suppliers, who are the most
beneficial for their business in more aspects, ooy that they should supply the
demanded goods or services under the best ratie-pdarformance possible, but also they
should be helpful in solving unexpected eventswiibng to keep good relationships,
provide knowledgeableness, cooperation, and diearét is preferable to not rely just on
one of suppliers, but to have some back ups ircéise that the major one will be disabled

to supply us with wanted products for any reason.

5.6.1.4. Marketing strategy and plan

To achieve the business objective, company hasttilsscomprehensive marketing
strategy, which will persuade customers to buyptauct or service from our company
and not another. Marketing strategy integrates dtiévities involved sales, marketing,
advertising and public relations, and to work e#intly, all those components must stick
and work together in order to build strong brand eastomer image, which will make the

company different from the competitors.

It is necessary to define goals which are goinga@ccomplished by the marketing
strategy. Those may be for example strengtheniagtimpany brand, increasing product
and service sales, creating a solid customer lmsdeveloping susceptible advertising
campaign. According to Pinsdhere are “five fundamental questions, which shdugd
answered in order to identify our marketing goalhdywhat, where, when, and how?
Specifically:
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1. Who are your customers? Who are your competitors?

2. What are you selling? What quantities and pricegoofr products will you
sell?

3. Where is your target market located? Where can rgach your target
market?

4. When are your customers most likely to buy? Whenyaur busy seasons?

How will you reach your customers (stores, officé&gb site, catalogs)

“Marketing plan is a written document that summesiavhat the marketer has learned
about the marketplace, indicates how the firm planseach its marketing objectives, and
helps direct and coordinate the marketing effqittler, 2006) It is a tool for analyzing
marketing opportunities, selecting target marketssigning marketing strategies and
developing marketing programs. Two levels on whibk marketing operates can be
distinguished — strategic and tactical. The stiatdgys out the target markets and
identifies the market opportunities based on a quofl market analysis of the
macroenvironment, and the tactical marketing plaecgies product features, advertising,

pricing, sales and service.

Market analysis

This section should analyze various forces in rtieeroenvironment and answer
guestions like how big and dynamic is the markdto\are our customers and whether we
are prepared to satisfy their needs. Besides cestoand the particular market, it should

also recognize the direct and indirect competition.

Customers

Customers are crucial for every company from thiatpaf view that these people
are those, who are buying our products and servibesefore creating revenues, which
lead to the profit. At first it is important to regnize what are the customer needs and
wants and how we can satisfy them. Based on thisamedefine who our customers are

and it facilitates the other step to find how maotential customers are there in the
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market where the business operates. We cannot thmifact that customer behaviour
might change, so the business has to be sensitiany possible change in the trend and

be flexible in order to provide the customer thstlservice.

Market

In order to discover opportunities and threats four market in the
macroenvironment, it is needed to determine themi@t and obtainable market with its
basic characteristics and tends. The basic aino iBntl those customers, who have a
remarkable utility and benefits from the producservice, who have an easy access to the
business and who are willing to pay for the prodarcservice. By discovering them, the

marketing strategy is then open to the followingéting and positioning decisions.

It is a general experience that it is impossiblesatisfy needs ad wants of each
customer, therefore it is not worth it to adapt pineduct or promotion to every single one.
That is the reason, why market segmentation ismnesended, from where the group of
seriously potential customers can be easily cho&eficst the particular segments have to
be identified based on specific criterions, whieim @elp to find those customers that have
similar wants and buying behaviour patterns. Thgetamarket also has to be big enough
in order to afford the opportunity of the profitasically we can segment the market by the
field of application; by the customers’ requirenserdferred to the price and quality of the
products and services; by the region and demography the buying behaviour patterns
of the social group; etc. From those segment weoshqust few, which are the most
important for our business and therefore can btiveg biggest utility. When analyzing
various segments, we should think of those critexidhe size of the target market; the
growth of the target market; conformity of the puwots with customers’ needs; the
capabilities to diversify from the competitive pumds; the strength of the competition; the

attainability of customers.
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Competition

Before the entry into the market, the possible oetitipn has to be identified and
analyzed and even more important, it has to be degelarly to be able to change the
marketing strategy along with the change of comgeti behaviour. It is important to
determine what other companies are offering samsirmailar goods and services and
seeking for the same customers. What are the caorséstrengths and weaknesses and
how can we learn from or make the best of it? A8 asgfinding out who our competitors
are and whether they are competing with us on theken directly or indirectly, it is
necessary to analyze their behavior on the maviKbat might be their business strategy —
how do they address potential customers, what fesatand benefits do they promote, how
they set up their prices, do they offer any spedistounts or loyalty programs, what are
their preferential distribution channels, etc. Tdim is to turn the knowledge about the

competitors into our profit.

Besides that we should look at the competition ftbe customer’s point of view.
Why would you buy some product in that shop thammother? What convince you to
decide to make your shopping elsewhere? The comgaouyld always think of the
differences that the competitors are offering, bseait might create the competitive
advantage for them. The clue is that our businasstt be the one who promotes better
whatever, therefore offers the competitive advamtiagthe customer, who decides to buy

at ours.

Promotion

In order to attract the customers, it is necesdarycreate catchy marketing
campaign persuading people to buy offered prodaits services. The promotion is any
form of propagation of them, or the company, bragid, leading to increase sales and

revenues. The forms of promotion are numerous.
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Recognizable kinds of promotion are:

* Television advertisement

» Printed advertisement (classified advertisemeat|des)

* Neon sign advertisement

* Radio commercials

* Mobile advertisement (on cars, public transpod,)et

e OQOutdoor advertisement (Posters, Billboards, adsemtent on the shields of
houses, fences, etc.)

» Alternative advertisement (walking commercials ngladds, city mobiliary)

* Promotion articles (T-shirts, pens, etc.)

5.6.1.5.Sales Strategy

Sales strategy should lead to highest profit, beeawot just that we analyze the
product placement, advertisement and other salésti@s, but also thanks to the proper
marketing strategy we are able to aim it on thepitdl buyers. The company has to know,
with which instruments it can reach its target g®tor a certainty and that is why there is
the key to it — the strategy of marketing mix, whican be flexibly optimized due to the
selected target group. The manager’s role is td fime appropriate alternation of the
components of marketing mix, for a concrete casgetimight be different extent of
contribution of particular components, sometimemight be even risky, but overall it has
to lead to the achievement of business goals wittermarketing strategy.

The Sales strategy should also determine numbefsretasted sales in specific
time period; predictions of possible black-outs,jakhmight occur due to the seasonality;
the after-sales service if any; and also discudiseife are any future ambitions to expand

out of the current market elsewhere.

The Marketing mix is known as a set of tactical keting instruments, enabling the

company to create the supply based on the custemeguests and wants on the target
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market and it is a good tool for reviewing, whetliee company uses efficiency of all
aspects leading to higher revenues and profit. Basmponents of marketing mix as
defined by McCarthy are made of product, pricepmtion and place; also known as 4P’s.
Even though the marketing mix is often doubted eéhdsmys and new theories are attacking
it and improving as how the market is changing,simall companies it still stays as great
framework with seizable approach towards the margettrategy. It is an outlook linking
the product characteristics, price policy, promotas a tool to make the company visible,
and distribution in order to find out the way oktmost suitable product placement to the

customer.

Regarding the four main aspects of marketing mtxshould be perceived
especially those conditions: product — quality, htecal level, progressivity, brand,
packaging, size, service, design, guarantee conditi place — selling, suppliers,
inventories, logistics, price — price policy, disots, rebates, payment conditions, and

promotion — advertisement, direct marketing, splesnotion, publicity, public relations.

Operational plan of the sales strategy

Operational plan of the sales strategy in thermss is need always when some
project is come about to be implied. It facilitaies realization, because it clearly states
mutual coherences and sequences of the operatawialls. The operational plan is
practically a project elaboration of the realizatiof the business plan. It is possible to
simply point on the milestones of critical parts gitases of the plan, but also a more
sophisticated method of Gantt’'s diagrams can be@antt chart is a type of bar-chart that
shows both the scheduled and completed work operiad. A time-scale is given on the
chart's horizontal axis and each activity is sh@sna separate horizontal rectangle (bar)
whose length is proportional to the time requiredtéken) for the activity's completion. In
project planning, these charts show start andifidetes, critical and non-critical activities,

slack time, and predecessor-successor relationships
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5.6.1.6.Financial plan

Allocation of financial sources as well as the fio@l planning is an integral part
when running the business not only because of #tere of the business itself, but also
because it is obligatory to submit the financiakesments to the Commercial Register after

every fiscal and economic year.

Summary of Financial Needs

Before the company is established, the entreprehasrto have a Summary of
Financial Needs for the start-up of his businedset@ble to achieve the business intention
with the financial resources. If he has got limifethnce, it is a question of borrowing
money from a bank or a different lender, or to fout an investor, who has an interest in
embark his money in the given industry. This Sunynsdrould also indicate the primary
investments and spending of the company, and thie lodversification of the means of

circulation.

Costs and revenues; break-even analysis

Costs are the amounts of company’s consumption,clwiwere expounded
purposefully for retaining the revenues, which r@@resenting the accomplishments over a
given period of time. The difference between castd revenues is known as a profit or

loss, depending on a fact, whether the result s#tige or negative.

For specific reasons of managing the businessPtbBt Loss statement, which is
entitling all costs and revenues together is niitcsent, that is why the special assortment

of costs and revenues is done within the managac@unting using various calculations.
An interesting method, which is useful especiallyew the company is about to be

launched, is the break-even analysis, definingvtiieme of sales needed to reach in order

to cover all costs that were created to make tkiermees which is at that time equal. To
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compute this, it is necessary to derive a functibrevenues and costs depending upon the

volume of production and sales.

Cash Flow Statement

Cash Flow Statement provides the flow of moneynd aut of the company as a
real picture of company’s incomes and expenditultess not obligatory statement for
financial institutions, unless the subject is niatblle to have an external audit. This
statement presents the cash available in the biegirof the counted period (usually a
month, or week in larger companies); than incomesfdifferent sources of incomes
specific for a given business; expenditures bynmeatand the rest of the cash afterwards. It
is good for knowing, when in fact you have moneytl@ account or cash and you can

dispose with them.

Balance Sheet

Balance Sheet is a fact sheet giving the imagéefstructure of assets, liabilities
and capital at one moment of a time, usually elateorin the end of an accounting period.
It describes in detail the structure of the assetd on the other hand it gives us the

structure of liabilities and capital which are gwrces of those assets.

Profit & Loss Statement

An official annual financial document published aypublic company, showing
earnings, expenses, and net profit. Net incomesterchined from this financial report by
subtracting total expenses from total revenue. (Wmwestorwords.com).The statement is
divided into three sections: operating, financrad @ther in order to better analyze changes

over the periods of time and to see the natur@awfiegs and expenses.

SWOT analysis

The efficient tool for the identification of theverall strategic position of the firm
and its environment is the SWOT analysis, whiclcdkess the Strengths, Weaknesses of
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the company and Opportunities and Threats of tilsenbas environment. It gives the views
to both positive and negative factors inside andida the company in order to create
business strategy that will best align firm’s rae®s and capabilities to the requirements

of the environment in which it operates.

Considering the internal qualities it is importaist analyze strengths of the
company, which might be used for further competitadvantage in the market. All the
tangible and intangible characteristics as produetlity, or quality of provided service,
personnel, customer relationship, financial resesir&now how etc. should be considered.
On the other hand it is highly recommended to deflre strengths from the similar point
of view as the strengths and to try to come up waisitrategy of how to either prevent them
or deteriorate them, so they cause minimal damag®etcompany.

The company also has to recognize the opportgraiiel threats of the environment
in which it operates, so it might benefit or jeapiae them and turn into efficiency. Both
might arise from the market, competition, industaeeconomical development or slump.

The clue is to predict the implications of them éamdet prepared for the future operation.

5.6.1.7. Risks evaluation

Every business plan, despite the fact it is ac@mga with thorough and reliable
analyses, has some amount of uncertainty, henis& ghat the result will vary from what
was anticipated. This is a reason for why the meamant besides constituting a business

plan should also analyze possible risks.
According to Korab (200here are three key steps to managing risks:
* Risk factor identification — systematic examinatmfireasons and causes that may

destroy or interrupt our business intention,

* Risk quantification — using common sense or suitabthniques to estimate the

rate of risk possibility,
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e Crisis scenario planning — development of strategmethe case that the critical
points come true, especially the financial preditsi should be made in order not to
affect seriously any branch of the company, whiephinbe defective for the future

operations.

Possible risk factors in the business might be se@neas of product (overpricing,
lower demand), sales (non-profitable agreements, fulfilling the sales objectives),
quality (poor quality, bad references), personnmelsgonsibilities, disloyalty), market
(competitors expands, change in macroenvironment3tomers behaviour (change of
buying pattern), location (accessibility of potahttustomers), etc.

5.7 Business Strategy

The results from the business plan create a canpdbackground for the
formulation of the business strategy, which encaspa the geographical strategy,
strategy from the market share point of view, stggtfrom the viewpoint of bond

product/service-market, and marketing strategy.

In order to create both realistic and competipesition on the market the company
has to identify its relevant market — its current gotential customers, derived on the
geographical origin. Basic types of geographicaljqmt is aimed on all segments on
geographically limited market; chosen segments eogmaphically limited market; and

chosen product group on national and internatioreakets.

Then it is necessary to stipulate market positiom other words the strategy from
the viewpoint of market share that is planned todshieved. The strategy of cost
leadership, whose focal point is the achievemernt \aadidity of lower costs than the
competition has, is one of component strategieg ddst advantage provides a sort of
shelter from the competition and is accomplishadubh attaining cheap raw materials,
effective but inexpensive distributional systent. dthe strategy of differentiation focuses
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on the distinctness of offered products and sesviican the competitor’s, which should be
done by setting unique features on them. Diffeedintn protects the company from the
competitors by binding the customer on the labelbmnd of the company. Another
substantial strategy is the niche strategy, whilbased on the fact that aiming on a
concrete goal is more effective than an operatigar ovider competitive field. The
emphasis should be pointed on a restricted grougustomers or somehow limited
geographical market. Even though it is possiblecémbine the three strategies, t is
recommended to choose one of them.

The strategy from the viewpoint of bond productdked (or service-market) is

generally divided into four types:

e Strategy of penetration, targeted on the extensi@ttual products on the market

» Strategy of product development aimed on the disigoer innovation of new or
current ones

» Strategy of market development oriented on thdtiafion of present company’s
products to new customers and new markets

« Strategy of diversification focused the penetratbnew products to new markets

Marketing strategy might be influenced by the wayow the volume of sales is
planned to be achieved; even by suppression of ebtigm during stable or decreasing
demand, or by an expansion of the market with swetbée market share. Derived from
these assumption two strategies might be implerdeiitee strategy which is aimed on the
competition must specify ways of possible increadesiarket share to the prejudice off
the competition. This involves aggressive pricatsfyy, imitation strategy (the aim is to
get better off competitor's marketing activitieahd profile strategy (not focused on price,
but quality). The strategy of the market expanssoprimarily oriented on the enlargement
of an existing market meaning increasing the denfieord the present group of customers,

and secondary on creating new markets with newngpiatecustomers.
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It is necessary to analyze above mentioned stedemnd evaluate them from the
aspect of goal feasibility, financial impacts, exptal or political risks, etc. Together with
it is needed to specify basic knowledge and acmergs that are essential for achieving
the project success regarding both real and patesumpetitors, but also to identify if the
market position is attainable by own forces ohire exists a possibility of efficient and

profitable cooperation.
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6. Business Plan and Business Strategy of Lucky Pargyr.o.

6.1.Business Plan

6.1.1. Executive summary

The presented business plan is carried on a pkatibusiness of Lucky Party s.r.o.
(later only “Lucky Party”), which is a newly estafled company running its business in
the branch of entertainment. Particularly it rursagty shop with the supplies for birthday
parties, anniversaries, weddings, carnivals andraibcasions, then it organizes parties for
children and lastly it offers extraordinary ballodecorations. The main vision of the
company is to enable the people to celebrate wimum supplies and therefore bring to

their important occasions something special.

 Luck
\P@JE ]

Lucky Party logo
Source: Internal documents of the Lucky Party s.r.o.

The business plan shows a detailed organizatigiaal with the description of the
company, its team, products and services underlyiaggompetitive advantage, but it also
proposes a marketing plan, which should be impleéeteim order to ensure high revenues.
Another part is concerned with the sales strategy shows in detail the price strategy,
price creation and defends the reasons for theicpkmt strategy that has been
implemented. The third important part of the busglan is the analysis of the company’s
efficiency based on its financial performance. €beplete financial analysis includes the
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presentation of fixed and variable costs, breakrey@nt analysis, balance sheet from the
end of the first accounting period and from the sgn@riod also the income statement, last
part is the cash flow statement fro next two yedise aim of the financial analysis of
Lucky Party is to present the present situation famake perspectives of the company in
numbers. The whole business plan is ended up WtSWOT analysis helping to develop

the risk awareness, which might occur during th&rmss operations.

This business plan summarizes all important facid factors that are in general
stating that this kind of a business has a futurehe Czech market. However it is clear
that it is not like a recipe, therefore thing cdmamge and the firm should be enough

flexible in order to sustain, or otherwise it wotidde the failure.

6.1.2. Summary and description of the business

The company Lucky Party s.r.o. is carrying theifess in the sector of amusement
and decoration. Particularly it is engaged in ragra party shop that offers wide range of
party supplies, being supported by the e-shop; thegewith it, it is providing an
organization of parties for children, which are@pkfor their unique concept of program;
and the third main sphere of the business is tlation of extraordinary balloon

decorations suitable for private anniversariesgualic events or promotions as well.

The business vision of Lucky Party is to offenvésgs and products for amusement
in a great quality in order to create for the costos an extraordinary experience. The firm
turns into account the fact that it has three maiisiness plots, enabling to provide
complex services regarding the amusement sect@afdr customer.

The company Lucky Party s.r.o. was established2@h July 2009 by Lucie
Kubiziidkova, born on 1 October 1987 in Prague, as the only founder angeowAfter
graduating from High School in Prague (Gymnaziumal&eplera), meanwhile she
studied for one semester in the United Statesstreed to study at the University of Life

Sciences in Prague at the Faculty of Economics Madagement. Regarding to the
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professional experience, she have worked in varjols since she was fifteen years old.
Starting from part-time jobs to more sophisticgbeditions in finance and accounting field
in both Czech but also international companies (MViGolmes Place, Johnson &
Johnson Global Business Services, Sieza, MattelpmFthe cooperation with the
international association YMCA she obtained lotexperience regarding the cooperation
with children and their parents, which is helpfuhem organizing kids’ parties. The
experience from financial and accounting spher¢ha number of different companies
enable her to organize the company from the firempoint of view as well. But overall all
the time spent working elsewhere ensured me tleatsshighly motivated to work on own

and dedicate most of the time to her own business.

6.1.2.1.Legal framework

The Lucky Party company was legally established asnited Liability Company
from the reasons as the holding the liability onlyg to the registered capital, the
professionalism in front of potential customerstrmst of mainly international suppliers.
There were some issues to be solved instead of wimemng the business just a sole
trader, but the advantages of having a limited illigbcompany overweight them,
especially the fact that the risk over the compatych the entrepreneur has to bear is
limited. The possibility of establishing join-stocompany was absolutely out of the
guestion, primarily because there is no practiegdnof it, but secondary there would not
be even sufficient financial sources. Concerning ldgal framework, there is one more
advantage which is effective at the time during achihihe executive is a student, hence

does not have to pay neither the social nor théhhaesurance.

The process of settling up the business took notenthen two months. After
signing the Deed for establishing the company, torgaa special bank account for the
lodgment of money and getting all necessary doctsneuch as agreement with the
location of the business seat, the trade licengether with the extract from the police
records, the request for establishing a limitedilily company might be handed to an
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appropriate Commercial Court and Register, whiotid#es within two weeks whether the
person who applied for it is going to have the bess unit. If any problems occur, the

applier is obliged to bestow any supplementary dwmnts which he was asked for.

Considering the specification given by law no. /4891 coll. the main activities of

Lucky Party are following:

* Mediation of trade and services

*  Wholesale and retalil

e Operation of cultural, culturally-educational andusement facilities, organization
of cultural productions, amusement, exhibitiongysfasales and other similar

events

6.1.2.2.Location of the business and property conditions

The company official seat is today at the addrekgka 664/1, Praha 6, 160 00,
but will be relocated soon to the new official agklr of the company owner. Both of the
seats are though in the same district, therefa@eetis no need of change of financial or
other authority.

There is one commercial establishment located enRfague 6 at one of the main
streets and access roads Evropska house numb&233ithich is concerned as one of the
most lucrative locations in Prague, due to the tfaat it is in a residential suburb, therefore
the wealthier clients live there. Another advantagethe presence of number of
international kindergartens, elementary schools lagt schools, which are attended by
kids and students from abroad who are more likelprganize such events as birthday
parties and other events. The shop is open fromdsipno Friday from 2 p.m. to 6 p.m.,
where lately we would like to have prolonged openrk at least for six hours a day plus

four hours on Saturday.
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The shop is very easily accessible by public fparts because it is situated right on
the tram station and nearby bus station as welteMwo that, there is a metro station of the
metro line A being build and should be open in wwvomaximum three years only 600
meters from the shop. A disadvantage is the fadtttiere are only 6 parking lots next to
the shop that are common for approximately 8 housdke street, hence it is almost
impossible to park during the opening hours rightront of the shop and the customer has
to find better place to park in surrounding streehich is time consuming and quite

uncomfortable.

Considering the property conditions, the object esgh the commercial
establishment is seated is own by private ownersdiabroad, to whom it was recently
given back in the process of restitution. Thankshi fact they do not live in the Czech
Republic, the house is under the administrationashpany Horren s.r.o. The commercial
unit is a part of area rented by a company Velsfad s r.o., from which Lucky Party is
renting it as a lease. The whole area of the sbgetier with the storeroom is 44 mnd
the monthly amount of the rent is CZK 9,580 inchgiVAT. The term for the rent of the

non-residential premises is stated in the agreem#iit31 December 2013.

6.1.2.3.Accounting, insurance

From the statutory point of view the limited liatyi company is obliged to keep
double-entry accounting. Besides this rule is gilbgraw, the double-entry accounting is
definitely more probative and disposes with highhgedicative abilities to compare with
simple tax records, especially regarding the pddgilof further financial and prediction

analyses.

The bookkeeping is progressed internally usingebenomic system EKONOM,
an economic system provided by company KORBEL €5.swhich coordinates various
actions such as the invoice management, cash nmaeageinventories, VAT statements,
tax registers, consolidates double-entry accoungig The final choice of this particular
program has been forgone by examining number déreit systems available on the
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market and suitable for small and medium sizedrpriges. The criterions when choosing

the most convenient one were: the fulfilment of mdlcessary accounting issues, the
friendly software environment, the reliable andptfigl support and definitely also the price

for the complete software and its annual upgrades.

As mentioned, it is also important to realize wtieg obligatory insurances for the
company are in general. When company employs st tege employee, it is oblige by law
to be insured for the case of own liability for dsge caused to the employee by work
injuries or diseases from work occupation. Mandatmrsurance is applicable to all
employees, regardless of the number of employegdoged in the company. There is a
possibility of another insurances that include rasge on the robbery, natural disasters,
etc., but due to the fact that the shop is rentech fthe party, which is insured already as
the main leaser of the object, and the companytwing any costly equipment, it was

decided not to get any extra insurance at the momen

6.1.2.4.Business intention

The company Lucky Party has three main sectionghich it operates — running a

party shop, organizing parties for children andatiom of balloon decorations.

Regarding the party shop, it is not an absoluteelipythere are some shops
offering kinds of party supplies in Prague and sameber of e-shops as well, but yet
thanks to the small number of them and a big nurabpotential customers, establishing a
shop with alike product still fills a gap in the rkat. Moreover with the fact that there
exist a big number of manufactures, who produceidge wariety of different product,
therefore the offer to the Czech market with the& lmimber of existing shops in this area
might be varied. This is the point where Lucky Raxiants to diversify itself from the
others — it wants to offer a huge range of diffeqmoducts, even though in lower amounts
at the moment. This is a question for finding dulgasuppliers with initial big offer to the
company.
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The organization of kids” parties from the invias, to the catering, the original
program during the party, gifts, the cleaning atad is kind of a unique service offered in
the Czech market. Although it is needed to be awétbe fact that there is no patent on
new services, hence if the organization of chiltrerarties will be successful and will
have a big financial potential to the future, itlikely that the competition will also rise.
Therefore the team of Lucky Party has an objedtivereate both enthusiastic and unique
programs of the parties in order to protect itdelm the competition in words of quality

and know-how.

Using balloons for decoration is not anything néwt what the market might not
know that there are new trends in creating extiaargt balloon decorations. Balloons are
very attractive for both kids and adults as weil] ghanks to the bulk volume they cover in
a place, it is rather cheap decoration to compaothers. The use of them does not have to
be just for private purposes, actually it is apéted that the biggest customers will be
from the side of restaurants, clubs, hotels, balfg] other companies for their evening

parties, conferences, proms, presentations, adesrénts, etc.

Besides particular products and services, whiehoffered, the value added for
the customer is the complexity of the touted astickconsultancy in the field and proactive

orientation on the customer and his needs.
For the investor is an outright advantage thas & new combination of services

and products not offered anywhere else in the Creailket yet. And as the living standard
in the Czech Republic still increases, the demandhiis kind of services increases as well.

6.1.2.5.Products and services

The competitive advantage of the products andicEs\offered is without a doubt
the complexity the fact that all the articles ameaiway complementary with each other.
Moreover the company is open to new trends andsidea is magnifying the range of
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product in the ship, as well as the equipment lier parties. The team also pays a big
attention to the customer relationships, in oraersatisfy his wants on the best level,
considering the permanent improve of services piexyji or for example opening the shop
in other then scheduled time.

Party supplies

The party shop offers variety of products for dreh’'s, family’'s or business
celebrations, theme parties, feasts or garden epartlfogether with it it offers
supplementary goods for carnivals, balls, decomatiweative workshops, children camps
etc. in a word for everything, where the entertantrplay the main role. The assortment
touts a wide range of balloons, possibly filled hwihelium, theme tableware, cake
decorations, masks, costumes, face-painting, analy rother extraordinary accessories.
The offer mostly considers products that are nethéomarket or are offered just on small
scale and with poor variety selection. Another $s@ttion consists of products regarding
the decoration and equipment for weddings.

Everybody who enjoys any kind of entertainment #aslivities can choose in the
party shop the right equipment to add to the smeeent more of the amusement. But
preferably the products are oriented on a younger group. On parents, who want to
create for their kids a birthday party, or get themme costumes for school carnival; on
high school and university students, who celebaditthe time something and enjoy funny
and outrageous accessories; and on young workioglgeip to approximately 30 to 35
years, who are celebrating with their colleagues failends. Talking about the people in
the middle-ages or retired, they might be intexdksie the assorted goods when
approaching some important jubilee or as othersngufamous feasts as Easters,

Halloween, or New Year’s Eve.
Until today, it was possible to buy some basidcks$ for special events as

birthdays or some, but even with the introductiérihe big supermarkets, which brought

products also in this sector, the range of theipis®s is beyond compare with the range
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of products offered in Lucky Party’s party shopskles the variety of the products, we are
setting reasonable prices on them in order tofgatiajority of the consumers, out of what

we may say that both of those facts bring us coitiyeetdvantage in long-term run. ~

Children’s parties

The activity, thanks to which the whole businestention came up, was the
contemplation of organizing parties for kids onnkey. To provide complex service
starting from the invitation, to decoration, caterihostesses, unique programs, animators,
games and plays, cleanings up, taking pictures,Téte cornerstone of each party is its
program, which is always created upon the parertgiests and children wishes. At first
the theme of the party is chosen (pirates, prireedsotball, animals, etc.), based on what
all the games and creative workshops are made.nfphasis is placed on easygoing and
calm course of the party and that is why thereaamays at least two hostesses present on
the event, so they can look after all kids. Besitles program and many additional
features, there is also a possibility to order wdwtcalled an adult table, which includes
catering, music and other activities for parentketdhem enjoy the party together without
taking care about their children; however the atéerwe of them during the games is
welcomed and on request it is possible to createigpgames being played with kids and
parents together. In order to prepare an extraardiparty, it is recommended for parents
to order the date and theme of the party at |dastetweeks before it is going to be
performed not just because of the early reservatiaghe date, but also in order to catch up

all the details for the course of the party.

Kids’ parties offered by Lucky Party provide anrextirdinary experience for both
kids, who are amazed by the program and enjoy gawn, and parents who are glad for
their entertained kids and for the fact that thay enjoy the time with their friends as well.
The variety of activities is wide — kids are goiogplay different games, do some creative
workshop, enjoy a magician, a face-painting, a loomwghcastle, trampoline, a caricaturist,
play unusual game with pifiata and more. Lucky Pirtgoing make their birthday date

really special. As kids are more demanding andmsrare willing to fulfil their wishes to
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make them happy, Lucky Party brings a key how tsfyatheir needs on that special day

of the year.

The concept of kids’ parties is a bit financiallgpgndent, relying on the wants and
preferences of course. Besides having the partytuonkey, there is a possibility of
ordering just particular parts as decoration, pgogror catering and so, enabling to lower
the final costs of the whole event. Overall thenpotion children’s parties is aimed on
middle and upper-middle income families, who ardling to pay an extra in order to
create smile on their kids faces, and on foreigmilfas, who might be more used to

celebrating kids birthdays on bigger scale.

Balloon decoration

Balloon decorations are very attractive, but stilusual way of decoration, which
enables to occupy friends on the birthday partyddireg or graduation, as well as
customers when used as a promotional placard. &beration with them is very flexible;
they can be used for modelling various things amdcfreation of exceptional settings.
Moreover the price of them is to compare with otlmegarding the space they can fill up,

rather low.

The decorations are preferably promoted for privateasions, company’s events,
promotional affairs, for the decoration of restanisa casinos, balls, etc. That is why our

goal is to address the potential customers froredlameas.

6.1.2.6.Suppliers

In order to ensure the functioning of the shopldrbn’s parties and creation of
balloon decoration, it is necessary to have staplets, but also a flow of those that might
be easily modified regarding the trends and fadsisitiering the suppliers of goods and
balloons for the decoration or reselling, the sggtis to find the manufacturer of the

goods, eventually the supplier providing good duaghroducts on low prices, preferably
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not further than in Europe due to lower transpatatosts. The supply of equipment for
kids’ parties is mostly driven by trends and wanft€ustomers, but usually these can be
used many times in a row, so there is no need yatlvegularly in large volume. All in all
the inputs are perceived particularly from theiakfy and price conditions, trust of the
supplier and location of him (preferably stateshaf EU due to the transportation costs and

business-legal issues).

Nowadays Lucky Party is cooperating mostly witliernational suppliers. The
biggest supplier, supplying most of the products neimber and variety, is Polish
distributor and manufacturer GoDan, seated in Warsghen Unique Party, a British
manufacturer of theme and licensed articles; Rifelboon worldstore, an Italian company
specializing in the production of balloons of alhdts; Era-pack, which is a Czech
distributor of branded balloons Qualatex, whictcamsidered as one of the best quality
balloon producer. Lucky Party cooperates as weh Wizech companies, who distribute or
manufacture party products, as A&hdPrerov s.r.o., R-kontakt s.r.o., Wimex s.r.o., or
Rappa s.r.o., but with all those on considerablylln scale then with the international
ones especially due to the price difference. On dtiteer hand the ordering is more
comfortable regarding the fact that you get thedpots fast (usually one or two days after
the order) and payable by cash on delivery or omwaoice, where the cross-boarder order
must be paid in advance. Also the time of deliverjonger, usually two to four weeks,
depending on the speed of the communication, reggwti of details on the order, money

transfer and the transportation.

The strategy is also to have multiple supplierkdep smooth course even when
some of them appears not to be able deliveringtivels, and also for possibility of wider

choice of products.

6.1.3. Marketing strategy and plan

According to achieve the business objectives ofkluParty, there has to be a

marketing strategy made up upon which the compaltiyaat. In order to create effective
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strategy, leading to increased sales, it is ne¢dgutoperly analyze the existing market,
involving the marketplace, customers and compstitdhen it is possible to define the

sales strategy and marketing mix in within the firm

6.1.3.1.Customer and market analysis

The size of the market is defined by the numbegradéntial customers, who will be
attracted in the offered products and services. useful do divide the customers based on
the product or services, as they vary — party seppbffer, kids parties, and balloon
decorations. The outcome of the customer analgsigseful for marketing and selling
strategy, because the projects and plans can hstedjin order to recognize the customer
differences. For the customer and market identifica the region of the capital of The
Czech republic was taken due to the fact that dmepany is nowadays operating just in
this area and is not about to broad its operationaxt two years. The scheme for the
customer analysis is taken from the summary of Md&egmentation Variables for
Consumer Markets (Kotler, 2006). The total popolatof Prague by the end of the year
2009 was 1,249,026 people, density characterigicsban and regarding the gender the
Prague is divided almost fairly half to half (exg&1% of women to 49% of men).

Figure 2: Gender segmentation of population in Prage (31.12.2009)

Gender segmentation of population
in Prague (31.12.2009)

H males ®females

Source. Czech Statistical Office, 2009, Own processing
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As shown in the graphs bellow the age structdrth® population shows
that there are more younger people (in the age4ef than 45+), which is in favor with the
sample of the business that has been carried. Asalthe net monthly income is the
highest with compare to other parts of The Czegubbc. The graph Households by
monthly net income per person clearly shows thatettare 7% of households, where the
monthly income exceeds CZK 60,000 regarding thetfeat the average family in Prague
has 2.2 members. This is highly in favor to theeotif kids parties, because as was already
mentioned it is rather luxury service and the targestomers are those family from

medium and high society.

Figure 3: Population in Prague by age (31.12.2009)

Populationin Prague by age (31.12.2009)
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Source. Czech Statistical Office, 2009, Own processing
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Figure 4: Households by monthly net income per pen (%)

Households by monthly net income
per person (%)

E under 10000 CZK
M 10000- 20000 CZK
& 20001 - 30000 CZK

H 30001 CZK and over

Source. Czech Statistical Office, 2009, Own processing

In regards to the number of businesses, whoseipainactivity is in the area of
food service activity (restaurants, bars), or amfertainment and recreation (clubs,
children playgrounds, etc.) the search was takethemumber of potential customers in
the business sphere, who might be interested irs¢hace of balloon decoration. As the
total number of those two categories was 28,96thbyend of 2009 we can consider that
25% of them, which means around 7,000 might be@sted in this service. The reason for
taking out 25% is that we have to get off the nestats of 3 and 4" price category, small
accommodation places, due to the fact that naifathem fulfil the requirements of being
attracted in such product.

6.1.3.2.Competition

The competition might be divided into two categeri direct and indirect. Among
the direct we count the shops or agencies, whithhgesame or similar products and offer
alike services as Lucky Party is. The indirect cetitipn is being distinguished as an
enterprise offering those products or servicesupplementary to compare with other ones

they sell; therefore it is not there prime business

2 Data from Czech Statistical Office Yearbook 2009
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Direct competition

In Prague, it is possible to find about five shupa are offering party supplies and
can be seen as direct competition to Lucky Partwe [ist of them is supported by analysis
of their location, main business intention, evatrabf possible threat to Lucky Party, etc.
One of them is also offering a possibility of orgamg kids parties, and the list of

competitors from this field follows.

MojeParty.cz s.r.o.

The company MojeParty.cz s.r.0. was establishe&2D0V by Knakova family and
the same year they opened a party shop in Pragned®y the Strasnickd metro station.
Today, there are two shops — one specialized oty papplies and one on wedding
accessories plus they just have opened a party désigned for wholesale purposes in
Prague 10 at Hornafnholupska street. When visiting these shops, thek very fancy
and neat, even though a bit crowded and feelirepa®sed ground.

Besides party supplies they offer also various ooall decorations, wedding
decorations and children’s parties. They do th& fwo by themselves, but when calling
for the information about parties for kids the aboator said that these are made by
another agencies rented by them, therefore theynalo organize them purely by
themselves, just providing the decoration. A bigspare their web pages including party
portal with number of information about how to deeawn party, decoration, where to get
animators, cakes, etc. Overall feel of this compansery good and definitely inspiring for
Lucky Party.

Pro-party s.r.o.

The shop of company Pro-party s.r.o. is locatedhim shopping center Galerie
Butovice in Prague 5 and to the size it is onehef lliggest in Prague. The assortment is

huge and they offer lots of supplementary prodd@etsnumber of themes. The shop is
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well-arranged and it is very easy to find the tkingerson is looking for. A big
disadvantage is actually the location of this shgzause the shopping center in which it is
situated is ranked among the less visited oneamiole Prague and quite a lot shops had
to be closed already. The accessible financial whecus, found on the server
Wwww.justice.cz are pointing on the fact that thenfis not in good financial manners and

especially due to low sales to compare with higtsd is struggling with a loss.

Balonservis

The company Balonservis owned by Kata Rozsivalova runs a shop that is the
nearest one to the Lucky Party’s — on the stree¥litdda Horakové in Prague 7; and
besides party supplies it also offers balloon detoans. The shop is though very badly
organized and feels like full of weird things. Téleelves are old and most of the products
are being sold from the boxes and next to it thedlyfashioned top-boots, which are nice,
but have nothing to do with party supplies. In ldstys the company started to offer
delivery of balloons, which might be interestinglanspiring for Lucky Party as well.

Shoppingparadise.cz s.r.o.

The company Shoppingparadise.cz s.r.o. is runnisigop with party supplies and
small stand-shop in the shopping centemany in Prague 8. Its assortment is specialized
mainly on big variety of wigs. What is interestintey offer a possibility of sewing a

costume based on whatever customer’s wish is.

Karneval-ptakoviny.cz

The shop with supplies on parties, carnivals ake jstuff is situated in the center
of the Prague nearby the Charles Bridge. Accorthnifpe assortment and prices it is clear
that the shop aims mainly on tourists and youngifprers who are visiting surrounded

clubs and are looking for some interspersion.
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Beckiland, McDonald's, KFC

Regarding the organization of parties for childreve cannot omit the above
mentioned. Beckiland is an amusement park in Prédgwear IKEA and Tesco stores,
where the kids can enjoy their free time, but dsok a date and have a birthday party
there. If we look at the way how McDonald’s and K& making their parties, they
usually just hire a hostess who takes care abaukitls, paint with them, gives them
balloons, but none of those offer a complete pmogbased on a theme and plot, which is

the main priority of Lucky Party’s events.

Balondekor s.r.o.

The firm Balondekor s.r.o. is a production companyviding various services, but
also entertainment for kid’s activities as the faaiting, the balloon-modeling,
decorations from balloons, magicians, etc. It wakldished already in 1997, hence it

benefits from the long tradition on the market.

The difference of this or any other production camy which provides programs
and animators for kids, to Lucky Party is the ohattLucky Party wants to aim on
different target group of customers. As these amang on big production activities in
schools, shopping centers and other event of lasgalle, Lucky Party wants to promote
small, private parties for families and their fiilsn This is where the gap on the Czech

market is and where the company wants to root in.

Indirect competition

As the indirect competition such businesses mightipeached as costume rentals,
stationery stores, toy stores, where often it isspgie to find a concrete stand with party
supplies; the disadvantage is very small choicecarig high prices to compare with what
Lucky Party offers. Surprisingly the same obstactis in the big supermarket and

hypermarkets, we the lowest prices are anticipakbd is actually good for Lucky Party
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business, because there is no fear that thosepdasts would attack small specialized

shops with their price policy, or at least in fesldwing seasons.

As an another indirect competition might be seenpgfoduction companies, which
have in their offer magicians, face-painting sessjalecorations, etc. but rarely they have

a complete service of children parties as LuckyyPaas.

Besides companies that have their real store, theigt a number of e-shops
offering various accessories for parties, carnivaic. These shops are definitely a
countable competition and when Lucky Party decidesarn more money through its e-
shop too, it should not underestimate the competitiere. Still it is an advantage to have
both — internet and real store; therefore it shgatbetter of it.

6.1.3.3.Promotion

Party supplies

Nowadays almost the only advertisement of parppbes sold in the shop, which
is located in Prague 6, is the shop itself, relyomgthe fact that it is situated on the main
street, which is its substantial part of promotibut definitely unsatisfactory and deficient.
That is the reason for creating an efficient, bat tbe other hand also inexpensive
advertisement, as there are not big financial ®suia the beginning of running the

business.

One of the first steps is to enlarge the advertesd on the shop, exactly on its side,
which is facing the street more likely than theesidhere is the entrance, so it is assumed
that all the cars and people waiting for the trathabserve it more easily. The form of the
advertisement should be a set of party themesaqzhion the wall — it should be colorful
and happy, just describing what you can find inglie store plus to be catchy from the

first side.
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Then it was needed to design the posters ancetsdtir both party shop and kid’s
parties, which will be then distributed to nearelgimentary schools and kindergartens as
well as to other household in Prague 6, 5, 7 aadtiourb of those districts. Later on, it is
in plan to address more potential customers, hatitha plan for next half a year. The
design of the posters has been made with the catgerof a printing studio Karnetcopy
s.r.o. seated in Prague 5, and after some discysikie final version were posted. The
examples of them are to be found in the attachnvémtre the second version was finally
chosen. This printing studio did also the bannéth@front-store.

To lower the costs for the promotion, there aréerahtive ways of the
advertisement being used. One of them is the ptats@m directly to the parents,
addressing them when taking care of the kids onpthg-ground for example. Another
way of commercial is to handing out of the leafletshe people in metro corridors, but to
be somehow special from the other advertisershtstesses are dressed in a costume to

emphasize on the fact that the shop is offeringucoss, masks and other party stuff.

Recently the e-shop is running too, presentingpdmty supplies on the webpage:
www.luckyparty.cz. At an early date the serversrfmthers, parents, but also students and
young people will be address with the request td#riret commercials or mutual exchange
of banners. The potential of e-shop is big, becatuspreads its distribution way around
the whole Czech Republic and thanks to the tool gBoanalytics, we will be able to
discover from where we get the connections ontowtbbpage. The e-shop, but also the

presentation of whole Lucky Party company is alssented on social site facebook.com.

Children’s parties

In the attachment there are also the visualizatioh poster and leaflets for
children’s parties. The fact is that due to thehhpgices of print-outs, it had to be strictly
given, where the posters will be given and hand#diro order to not spare money in it
unnecessarily. And as it is assumed that the dmerhotion is the most valuable, the team

of Lucky Party is promoting the set of its offerraditty on the places, where it is
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anticipated the potential demand, therefore themeftary schools and kindergartens were
addressed. The point in this case was mostly omprilrate institutions, because it is more
presumable that the parents can afford such art eeérg organized as party for their kid.
In most of the cases, the interest was shown,Haustruggle was that some of the schools
started to organize children parties on their ob&ing inspired by Lucky Party’s offer.
However this will not affect the possibility to effthem at least the supplies needed for the

birthday party.

Other promotions for kid's parties were introduadplaces, where a probability
that parents is will spend their time in, suchiasess and wellness centres. We had barter
with international provider of wellness and fitné$simes Place, where we could promote
the parties for decoration on specific event. Neptperation appeared with one private
gynaecology, then seller of cloths and accessdieesmothers and babies, or with
International School of Prague, where Lucky Pargsvone of the partners supporting

International Food Festival.
Balloon decoration

Every time people can see a balloon decoratiomdstg or handed in the party
shop, being always somehow typical for the pardicgkeason. It might be a big flower in
spring, a witch for 30 April, a black cat for Halloween, a Christmas tfee Christmas,

etc. The complete portfolio is available in theloo in the electronic version.

The way how to address new customers for ballemoction is presenting them
the possibility of balloon decoration directly. Tha why the sales representatives are
presenting the portfolio to particular customerbpwnight be interested in it in the future.
Basically these are places, which need to attfagt bwn customers, so we count in it
restaurants, bars, clubs, bowling arenas, cinemmaigls, casinos, sport centres, music
clubs, ball rooms, etc. The balloons decoratioals® presented on the webpage of Lucky
Party and the references together with the pictixoes different actions will be presented

as well.
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6.1.3.4. Price strategy

The key factor of marketing strategy is the adyesit of an optimal price strategy.
Lucky Party does not apply one strategy, mainlyabee of the reason that it offers both
products and services and the price tactics thelestaSecondly the flexibility is assured

by it, which is important especially in the begimgiof the business.

Party supplies

The price of party supplies is defined based an dbsts, so on the cost of the
particular product, transportation and variable t€osicluding the operational costs.
Besides the cost based strategy, it is always wbsefor how much the competitive
company is selling its products or services. If pneduct is entire new to the market, the
price is defined both on the cost of it and alsdlenrelative price, for which the customer

is willing to pay.

The price strategy, which is derived from the ltaasts and than the margin is
added to it, is effective especially on those pwotsitthat are bought from the Czech
wholesales. In general the absolute margin on tpeséucts is the lowest, because the
wholesaler already charged himself some margin.rii&gin for product bought in Czech
areas is usually from 40 to 80 %. But primarilyrthés a shift to order goods from the
foreign suppliers or directly the manufacturerspvalan offer us the lowest possible price.
Because the goods from those suppliers are readlgper, the strategy is not based only on
a set margin, which is given to those, but also ghee is defined based on what the
competition offers. However, in order to use a cetee number for the following
calculations in the financial plan, the average gimaon goods bought abroad is 150%.
According to the fact that the proportion of godisn foreign suppliers to compare with

Czech suppliers is around 80:20, we can defin@tieeage margin on all goods as 120%.

The intention is to keep up big variety of produgtsorder to serve different
customer needs and wants, which is reflected algbair price setting. The customer has
the option to choose between simple and cheapemrtand those that are trendy, have

more features, or are somehow special, but th@mesthas to pay extra for them.
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The strategy of cross-selling and up-selling gpliad as well — regarding cross-
selling there is an offer of a number of suppleragnproducts in one theme — cups, plates
napkins, tablecloth from the one theme and thenilaintandles, garlands, costume
features, etc. Up-selling price strategy is intrmellito basic part supplies as balloons, party
caps, or blowouts, which are sold separately oneri®; or there is a possibility to buy

them in a pack for better price.

Children’s parties

The delimitation of price level regarding the peastifor children is rather
complicated, due to the fact that it is compounttedh several complementary services
and products as well. And as it depends upon tlstomer what he chooses to have
included in the event, it is not equally divideddaeach of them has to be computed
individually. The margin to the differed parts efrgices is following:

Services included in the party and their margins

Service Ratio of the total price for Margin
the event

Catering 14% 25%
Hostesses 12% 75%
Decoration 8% 150%
Tableware 109 125%
Animator 12% 100%
Extra supplies rental 12% 100%
Transport 29 50%
Cleaning 5% 75%
Program creation 15% 100%
Material for games, prizes 10% 100%

Source: Internal documents of Lucky Party s.r.0., Own processing®

% The table contains particular performance, whasigipation is probable in the
total price for the event, if all of them are pmseand the margin which is added to the
cost of particular service (but might be negotiated
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Based on the previous schedule we are able talatdctotal anticipated margin for
an event, which is approximately 110%, but as wasntiraned above the total margin
fluctuate based on the composition of exact aspeldwever for the following calculation
of financial plans this schedule and total margith e used.

Balloon decoration

The price strategy of balloon decoration is prityaderived from the cost price of
the material of balloons, helium gas, a compressw other decoration material. The
decoration work and the transportation are chaajsale the material depending on the
difficulty of the particular decoration. In genethk margin of 110% is applied as well as
when organizing the party.

6.1.3.5.0perational plan of marketing and selling strategy

To lead the project or plan properly and tryingtmid any predictable errors it has
to be well organized. It should have a certainettamy describing respective phases of
operations, together with their specifications goeople, who are reliable for the
compliance with the original plan. The creation afprecise time schedule makes a
transparent guidepost of particular steps and incase that there appear any
incompatibilities with what has been planned, iteg a space to find an alternative
solution even being in the process. To ensure argiknized schedule scheme, the method
of Gantt’s diagrams will be used and it will be bgg on the marketing and selling plan,
specifically on the propagation by means of interne the propagation through printed

and outdoor advertisement, and on the selling dipesastrategy.
Propagation by means of internet
Finishing up the website and e-shop - The webpddeucky Party was already

created, but it still waits for the major correctiof the content and making the full e-shop
with all the products available as in the clasbigs This process should take no more then
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6 weeks, but as the person who is reliable fos mat an employee of Lucky Party, it is
harder to rely on it. Anyway the contract is gotogoe subscribed and due to the fact that
there are then following problems, which need tedlge or installed in the dependence of
the complete website, some kind of a fine will leéirted to push the IT specialist to finish

his work in time.

SEO - in the sequence to the creation of the wehpags very useful to set up
functional Search Engine Optimization (SEO), whehables the website to be more
adjustable by various search browsers and is therefore attainable by potential
customer, who look for party supplies or any servionnected with parties and events.

The whole process should take not more than twdksvee

Banners — it is necessary to made several banm&r€auld be lately used for the
internet promotion. They have to be made in mudtigsualizations as they will be aimed
on different customers on different promotionalcei® Both banners and mentioned SEO
are in the hands of the IT designer or speciatidi@h should be done in about two weeks.

Internet promotion — when the promotional bannei$ e done, the internet
advertisement can begin with finding the suitabieernet servers, where the banners
would have a chance to attract the right customiéuen it is important to count in time
needed for addressing the owners of them, askingh# possibility of having a banner
there, negotiating price and other business camditi This activity can be taken
continuously without any mark of an end, becausepttomotion can be enlarged over the

time.

Facebook presentation — Lucky Party already goistegd on the Facebook,
however they need to be refreshed and also thehlskto be set up on the Lucky Party’s
website, so everyone who visit them and has anuatan the Facebook has the chance to
become a fan of this page. The social networks axelbook is have immense power
among younger people and are definitely a powentarketing tool. In the horizon of three

months the aim is to get 500 of fans, in a haléaryaround 1500.
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Direct e-mails — from the completion of all functad and design features on the
Lucky Party website, it is a good time to preséet dffered products and services, whose
summary will be available on the webpage, to chaseividuals, previous customers,
hotels, restaurants, promotion agencies, and othleesmight be interested in them. This
activity is open-ended, because we can addregsistahe sites within Prague, but all over

the country.

Propagation by means of printed and outdoor adsertient

Propagation of the children’s parties — printed adisement

Design of the leaflets — the time from the subroisf initial idea of the design to

the agreement of the design takes approximatelyeaks.

Print of the leaflets — due to the fact that therographic studio, which is designing
the printed advertisement for Lucky Party actuatlgkes the printable things through a big

printing station, it takes around a week to getidtadiets ready.

Distribution of the leaflets — the distribution dle done by part-time workers, who
will be hired for this job and they will be disttitng the leaflets in previously chosen
localities, where is greater probability that teaflet is received by the potential customer.
The distribution of approximately 10,000 piecededflets should take about two to three

weeks.

Propagation of the party shop and balloon deconatioprinted advertisement

Print of the leaflets — the reprographic studiojchihs taking care of the printings,
has already the design for the leaflets advertigagies for kids, therefore the whole

process is shorten of the time needed for the deSilgat is why it should take no mere

than seven days.
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Propagation of children’s parties — the activitylwake respective time depending
on the suitable places for presentation. Primatilg private kindergartens or kid’s
playground in shopping centers will be addresseffiering the possibility of an

advertisement for the animator’s performance oreskinds of decoration.

Outdoor advertisement

Design of an outdoor advertisement — the desigfudes both the sketch of the
painting that will be done on the side of the slamg the additional banners, which will
describe the detailed offer of the shop. The desigihe painting has to be done together
with an analysis of suitable painting colors thdt e used; the design of banners will be
done with the cooperation with the reprographidstiKarnetcopy and together with the

installation it should take approximately three Wsee

Approval and permission — the object, where thepsis located, is under the
administration of a company Horren, from whichstneeded to obtain an approval and
permission enabling to install the lightings anéhpag on the front. Under condition that
everything will be set into the original state; tkole errand should take no more then a

month.

Installation of lightings — it is necessary todima firm, which will do it — it is
assumed that it should take about two weeks andetrability for it will be given to the

firm in the agreement.

Painting on the front of the store — together i@ provision of suitable paints it is
necessary to find a painter who will do it, or maybmight be done by the personnel of
Lucky Party, in a case that the design will nottbe difficult. When everything is
prepared, the paint may be done in a day, butihportant to watch the weather, so the

colour stays there for long time.
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Alternative advertisement

Design and print of sale vouchers — the whole m®ahould not take more than
two weeks; the shorter time period to compare Vadtilets is given due to the fact that the

design of the sale vouchers is not that creatigdficult.

Purchase of inputs — the advertisement will be dasethe distribution of flying
balloons, which will be weighted down with the saleuchers with 20% sale and an
invitation to the shop. As the assortment of balkb@s permanent as well as helium gas, it

can be prepared in a day.

Organization of the balloon distribution — it iscessary to find part-time workers
and then time and place, where the promotion véldbne. This may be done meanwhile

the coupons are being made.

Promotion — the promotion event would be done & filequency of two to three
times a week for two months in the public placetierg is no need to pay for the

advertising place, or to negotiate good businesslitions, preferable as a barter.

6.1.4. Financial plan

6.1.4.1.Summary of financial needs

The Summary of financial needs for the beginninthefbusiness was based on the
basic needs to run the business. The sources \phesenal indeed, meaning that no extra
loan was made. The total of the equity had to hekqgr higher to what the law claims in
order to establish Limited liability company, whishCZK 200,000. The total of the equity
at the beginning of the entrepreneurship of LuclkytyPwas CZK 280,000. The main
investment was into the goods, advertisement, soaction of the shop and other

administrative costs.
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It is also important to mention that Lucky Partyrégjistered for VAT, but all the
calculations are counted without the VAT. The VAsTan instrument affecting only the
final consumer, so regarding financial statemehth@company; it does not play any role.
The only affect it has is in the Cash Flow Statetmbat as it will be calculated already

with the numbers without VAT, it will not affect éhfinal result.

6.1.4.2.Costs and revenues; break-even analysis

Break-even point defines the amount of salestihatto be made in order to cover
the total costs, both fixed and variable, theretdrthis point the firm does generate neither
profit nor loss. To calculate it, the fixed costs/a to be defined and the average margin on

goods and products as well.

Among fixed costs there comes the rent of the shap store, which include the
costs for energy, personnel costs and adminisgratosts connected with the run of the
shop and e-shop. The variable costs are connedtedhe amount of sold products in the
shop, balloons for the balloon decorations ancctsts connected with party organization.
Therefore the aim is to calculate the total amanirdales, so they cover the costs of fixed
costs as well as the proportional variable costsetd on the margins calculated in the
chapter Price strategy, where the margin for sotaipcts was defined as 120%, for the
party organization and balloon decoration as 11B#&garding the fact that the aim is to
have proportionally the same amount of sales odymts as on parties and decorations

together, it is assumed that the margin of 115%hilsuitable for following calculatiofs

“ All the data for break-even calculation were biatuigom previous calculations and internal docurseit
Lucky Party s.r.o.
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Fixed costs:

Rent of the shop CZK 10, 000
Personnel costs CZK 10, 000
Administrative costs CZK 2, 000

Variable costs:

Costs on products sold and material margin i€415

used for organization of parties and

balloon decorations

Break even analysis:

1. Fixed costs (FC) + variable costs (VC) = safgzroducts and services (S)

2. S = costs of products and services (variablesco¥C) * margin

3. VC = FC / (margin — 1)

4. VC =22,000/(1.15) =19 130.45

5. S =VC * margin = 41,130.45

From this calculation it is clear that the totalesahave to exceed the amount of

CZK 41,130.45 in order that the company makes prBgarding the fact that there is no

salary paid to the owner of the company, it halsg@ncounters that when she will have to
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begin to be a regular employee and the social gg@nd health insurance together with

the salary will have to be paid to her, the totabant of sales will have to almost double.

6.1.4.3.Cash Flow statement

Cash flow statement is good for the overview ofexges and revenues in over
certain time period, usually on monthly basis. ltmsnarizes the financial means
disposable at the current time, therefore it iso@dgtool for decision-making when
investing money, paying liabilities, etc. The fallimg Cash flow statement of Lucky Party
for the time period of years 2011 and 2012 wasutaled based on the data from the year
2009 and 2010 and future expectations regardintheéofact that the productivity will

increase.

The statement is calculated from the figures oénexes from different branches of
the business (sale of products, party organizaaou, balloon decoration) and expenses
that encounter costs for the particular branches fsked cost — operational costs, salaries,

advertisement and others.

Revenues reflect the demand for products and s=rvie the past years, the
seasonality which is evident in this kind of a Ingsis especially in the summer and in the
months, where the famous feasts as Valentine, iSastétches, Halloween, Christmas or
New Years Eve are celebrated. The effect of thestmaent to advertisement is included in
the increasing revenues through the whole periodedls Expenses on sold products and
services is calculated based on the margin, thas itecessary to include operational
expenses for rent of the office, helium bombs,@asffice supplies; but also salaries to the
employees. To prevent any unexpected costs theveese 10% of the expenses on sold

products and services is made.
Regarding the results of the statement, the prdiisituation will enable to pay off

the owner at the end of the year 2011 and 2014tmioére of CZK 75,000 and also to
make an investment in the amount of approximateli @50,000 at the end of the year
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2012 with the purpose of an opening of new storBraigue. The challenge is also to find
out the solution how to increase the sales in Jgntmprevent the firm’s loss in this
period.

6.1.4.4.Balance Sheet

Presented Balance Sheet of Lucky Party summarlzesassets, the equity and
liabilities at the end of the year 2009.

As the company is at this time running only forfleayear, there were no long-term
assets bought, but as soon as the company gengratits there is a plan to buy a
company car. It is presumable from the statematithhlf of the current assets is invested
in the material and the rest was either spend amt-térm assets as the equipment for
parties, shop and others, the rest is in the casbaok accounts. What will be visible in
detail from the Income statement (or Profit & Lasatement), there was a loss made from
the beginning of the business in amount of CZK @0,0which is seemed as a good
starting point if we take into account that mosttloé costs went to the initial start-up.
However it is not presumed that the profit will seimw raise immensely in the next year,
because the expenses on marketing are plannedllagswbe impacts of financial crisis

might still be feasible.
Below the Balance sheet of company Lucky Party rissgnted, enclosing the

accounting year 2009. The currency is Czech Koruoand to the thousands and the

structure is in the simplified, full one is in tAppendix.
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BALANCE SHEET

Assets 241 Liabilities 241
Long-term assets Equity
Tangible Registered capital 200
Intangible Funds 80
Financial Reserve

Profit/Loss -40
Current assets 241 Liabilities
Material 112 Long-term paybles

Short-term
Long-term receivables payables
Short-term receivables 20 Bank loans
Short-term financial
assets 108

Source: Internal documents of Lucky Party s.r.0., Own processing

6.1.4.5.Profit & Loss statement

The statement of Profit & Loss is quantifying sexounting expenses and revenues
of the company throughout the year 2009. It showdetail the revenues from sold
products and provided services with the discourthefcosts on products and operational
costs. It is clear from the statement that thereeww taxes paid yet as well as no
depreciation counted respecting the fact that Luekyty does not owe any long-term
asset. The operational profit by the end of 2008 @2K (36,000) and altogether with the
financial expenses which were CZK 4,000 the totak|for the given period was CZK
40,000. This is then exposed to the balance siwbete the loss decreases the total equity.

The detailed Income statement is in the Appendix.
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INCOME STATEMENT
Revenues Expenses
Revenues from operational Expenses from operational
activities 140 activities 176
Revenues from financial Expenses from financial
activities activities 4
Revenues from other activities Expenses from other activities
140 180
Profit/Loss -40

Source: Internal documents of Lucky Party s.r.o., Own processing

6.1.5. SWOT Analysis

Following SWOT analysis evaluate the overall sttkagweaknesses, opportunities
and threats of Lucky Party. It monitors both intdrand external characteristics of the
environment and in this case it will be aimed esggcon the marketing, operations,

finance, manufacturing and organization scopeb@business.

The internal analysis involves identifying the sgths and weaknesses of the
business in order to be able to take advantagt®eof or regarding the weaknesses to find
the solution of how to correct them and turn irfte plus. It is useful to make a list of
areas, where strengths or weaknesses might bermpedo— e.g. company reputation,
market share, customer satisfaction, product/sem@lity, distribution effectiveness, cost
or availability of capital, cash flow, financialagility, inventories and their capacity,
workforce, know-how, leadership, employees, etd &ind out what of the features are

more or less influential to the Lucky Party.
Lucky Party should monitor the key macro and miervironmental forces that

influence the environment in which it operates las temographical and economical

iIssues, social-cultural ones, customers, competibo suppliers. The major purpose of this
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analysis of an environment is to find out the opyaities in the market for the company.

The SWOT analysis should tell whether the comparbgsefits can be seen as an

advantage in a defined target market, whether L&ty delivers the benefits in a more

efficient way than competitors in order to be pdfle and also if the financial situation

meet or exceed company’s required threshold.

The scheme below summarizes the particular aspe&e/OT factors:

Strengths

Weaknesses

New products and services introduced
Young, ambitious team

Orientation on the customer

Direct suppliers/manufacturers

Low initial costs

High product and service quality

Low awarenessbout products and servic
Reserves in straight leadership

No overseas suppliers due to small orde
Location of the store

Small initial capital

Not fully working e-shop

rs

Opportunities

Threats

Big potential market
Increased standard of living
Developing market
Recession is over

Product/service differentiation

Small market share

Direct and indirect competition

Rapid changes in customers behavior
Working with sensitive customers — kids

Employees” loyalty

Source: Internal documents and analysis of Lucky Party s.r.o., Own processing

6.1.6. Risks evaluation

As mentioned in the theoretical part it is highigommended to anticipate possible

risks that might affect the running of busines®peration processes in the company. The

efficient risk analysis is at first to identify tlimnger factors, secondly quantify the rate of

risk possibility and finally to propose a crisienario. Based on those three steps, the key

issues will be analyzed.
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 Market and Customer Behavior

Nowadays there is unambiguously higher demandoéoty supplies, parties for
children and also the balloon decoration; the ntaikenot congested yet. However it is
important to observe the competition regularly &edaware that the trends are changing
rapidly, so the company has to be flexible and aasp to these changes fast. Otherwise

the impact might be eliminative for the firm, whilee customers disappear.

* Products and Services

There are new or somehow special products andcesrim the offer, therefore it
needs a time so the customers adapt to them angsgétto the fact that there exists such
an offer. On the other hand to keep them attradtesl,offer of the products has to be
innovated through the time. The risk here are lowegenues generated in the beginning of
the project, but as soon as the customers redizgossibility and uniqueness of offer

products and services, they start to come bacthéan and make the revenues increased.

* Personnel

In these days the business is run by the ownetlraard are two shop assistant hired
on a part-time basis. They are also employed whemparty or balloon decoration is being
made. The plan is to extend their responsibilitied promote them to party coordinators,
who will have the responsibility for running thew of events. This might bring risks of
wrong decisions, but this should be prevented lopgr training before the promotion and

ensuring their loyalty towards the company.

* E-shop
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E-shop needs almost daily actualization to enseifeble workout. This should be
solved by installing a computer with the internenection to the shop, where the

shopping assistant will be responsible to keepugate data.

* Location of the shop

The shop is located on the main street; howevesr gtruggling with the lack of
parking lots. On the other hand the tram and batsost is next to it and in near future the
metro station will be built not far away from thieop. Still there is a threat of the fact that
similar shops will be opened either in the cenfethe city or in shopping centers, which
are easier to reach. To ensure that the revendesotibe affected by it, the propagation
of this store has to be run and the e-shop sh@kd tare of those gaps for which the

location may play internal role.

6.2 Business strategy

The business strategy comprises of several mytaatrespondent strategies from
different areas of the business such as sales, etragk operations, or customer
relationship management. All of these where alreaéyntioned in the proposed business
plan. To summarize what is the general or corpastutgegy, it is assumed to be delivering
to the customers the service of great entertainnogrgroviding the best supplies that can
enable them to create it by them.

The company aims on the group of customers of ¢feesaale from 5 to 45 years;
this larger scale is due to the fact that not anlyas to be aimed on kids who celebrate
birthdays, or enjoy carnivals, but also on therepés who actually buy them the service of
a birthday party or equipment for any other celgbra It is also presumable that the firm
shall target on the families form middle or uppecial class, as the parties for children are
usually more expensive and therefore attainablé flus them. Regarding the balloon
decoration the company should aim on restaurams, bausic clubs, or other entertainment
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places, where the parties are held and which dan tbfe possibility of balloon decoration

to their customers as well.

The most important thing in the beginning of thesihass is an effective sales
strategy. The price strategy will remain unchangbdrefore the prices will be managed
according to the price of the suppliers with regamithe price offered by the competitors.
What is highly recommended as to be changed or rialy implemented is the more
aggressive way of promotion. As concerned thaetieno way of investing big amount of
money into the advertisement, the biggest role d@pen the active sellers, who offer the
balloon decoration at various public places, kidstips at kindergartens, and send the
advertisement via emails or mail. It would be ptadpaefficient to hire sales
representatives, who will be motivated by shardh@endecoration or party negotiated. To

summarize it is needed to increase the sales anmithover.

Awareness of the business and the products andceerthat are offered is
important to spread among all potential customénss is interconnected especially with
the advertisement and the promotion, but also Wit customer interactions. It is
important to get and analyze the feedback fromornets in order to be developing

flexible solutions to various problems.

As well as the directions of the business stratéigis necessary to analyze and
evaluate them from the aspect of their feasibilitythe case of the business strategy that is
recommended to be applied in Lucky Party, the ahigteps are not as financially
expensive as it is important to invest lots of tiared effort in contacting numbers of
customers, foreseeing competitors, keeping theimgnof the shop as good as possible,
etc. As the first raise ups appear and they tuta profit, the money earned can be
invested in further promotion or extension of marieare. With the big effort and lots of
concentration and work at the beginning it is assilinthat Lucky Party succeeds in the

current Czech market.
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7. Conclusion

Submitted diploma thesis demonstrates the prosksstablishing a company in
The Czech republic together with choosing a prioggal framework for the particular one,
which is presented in the practical part of thesiiat is a company Lucky Party s.r.o. that
entered the market in the year 2009 and is operatirthe field of an amusement and
entertainment. The choice of the suitable legam&aork is discussed based on the
analysis of academic material targeted on the opresif establishing firms and on the
examination of Czech legal acts, especially thec@z8ommercial Code. It results in
stating that the scope of Limited Liability Compaisythe most suitable regarding the
elimination of risks, financial intensity, represation in the market, and communication

within the market.

The main body of the thesis identifies the utilitfy a business plan and its role
when setting up the company and developing thenkasiintention. The core of the work
was to present a plan, which can be practicallyduse the real Czech business
environment, with the purpose of creating the sobdditions for running the business of
Lucky Party. That is why the business plan is ainedletail to the organizational
structure, marketing strategy, financial analysid aisk evaluation. As all those aspects
were thoroughly examined, it is possible to coneltisht when the company Lucky Party
acts both compactly and effectively in all openasibunits, it has a realistic chance of
success. However it needs a huge effort espedialthe field of sales and promotion,
which is to compare with the competition poor archast omitted. Nevertheless the
market has not been yet overloaded with this pddrccombination of products and
service that Lucky Party offers, though it shouldka the best of this opportunity and

create a stable position in the Czech market.

A considerable weak point of this company is tharicial situation and low initial
investment due to which the company struggles amhat effort need promotion. As the
owner does not want to face the risk of bank |sde wants to try to address the external

investors for an additional investment. One of Ways how to achieve it was to present
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the business plan in front of the audience of theous competitions that are announced
for new or innovative business ideas. The busipéss of Lucky Party was promoted to
two of similar competitions — “Milionovy napad” ari@tart-up roku”, where the first was
promoted under the recognition of the Universitfegbnomics, Prague and the second one
under the business angel Kamil Vacek and his cogpnfdocal Consulting a.s. In the first
competition, which took place in June 2010 the ptom of Lucky Party’s business plan
was not successful; however in the later competitice presented business intention was
promoted into the TOP 10 of the best business id&zen though it did not win either the
student or best business idea category, the Luekiy Peam remains in contact with the
investment group, which supports it with a promotan social networks, or its web site,
as well as there is a possibility for the execwioéthe company to participate on various
debates and conferences related to the topicssuidss operations and management. Here
it is obvious to state that the business plan wefiitely prosperous referring to the
experience gained from either the participation tie competitions and lately the

opportunity of cooperation with experienced proi@sals.

As the thesis presents a company Lucky Party amahqtes a business plan that is
designed to be used in real word of the businessicplarly in the Czech market, it comes
up with a proposed business strategy as well. Basdlde findings, analysis and synthesis
of the business plan, the recommended strategysisdo

Overall the thesis confirms the hypothesis that phesented plan facilitated the
entry to the market, especially in regards to tmewedge of the particular market
environment, however it does not create an easyafaynning the business. It is yet a
tool that only facilitates the flow of the businessd enables the management to be aware
of possibilities that market offers or on the otlrand about the constraints that might
occur. Therefore it supports the idea that the tmeaof the company’s business plan
makes the future development of the company matamsable and more likely to succeed

in the business environment.
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9. Appendices

Appendix 1 — Cash Flow Statement for 2011 and 2012

Cash Flow statement for the year 2011

Months l. Il. Il Iv. V. V. VI VIII. . X. XI.

Cash at the beginning 20000 CZK 12729 CIK 12223 CIK 14B28 CIK | 21913 CZK| 31699 CIK 43 866 CIK 58413 CZK £8 199 07K 78 247 CIK 98175 CZK | 117985 CIK
Revenues

Goods 15000 CIK 25000 C2K 25000 C2K 30000 C2K 35000 C2K 45000 CZK 45000 CIk 45000 CZK 40000 CZK 55000 CIk 50000 CZK B0000 C2K
Parties 10000 CZK 10000 CZK | 20000 CZK| 20000 CZK| 20000 CZK| 20000CZIK 20000 CZK 20000 CZK 20000 CZK 20000 CZK 25000 CZK 30000 CZK
Balloon decorations 2500 CZK 5000 CZK 5000 CZK 10000 CZK 10000 CZK 15000 CZK 20000 CZK 10000 CZK 20000 CZK 25000 CZK 25000 CZK 30000 CZK
Total revenues 2Z7500CZK| 40000CZK| 50000CZK| BO000CEZK| GB5000CZK| BO000CIK 85000 CZK 75000 CZK 80000 CZK| 100000 CZk | 100000 CZK | 120000 CZK
Expenses

Goods 5818 CIK 11364 CZK 11364 CZK 13636 CZK 15909 CZK | 20456 CIK 20455 CIK 20455 CIK 18182 CZK 25000 CZK 278 CIK 27 73 CIK
Parties 4782 CIK 4782 CIK 9524 CIK 9524 CIK 9524 CIK 9EM CIK 952 CIK 9524 CIK 952 CIK 952 CIK 118905 CIK 14 286 CIK
Balloon decorations 1180 CZK 2381 CZK 2381 CZK 4762 CIK 4762 CIK 730K 9524 CIK 4762 CIK 9524 CIK 11805 CIK 11905 CZK 14286 CIK
Advertisement -CIK -CiK - CIK - CIK - CIK 5000 CZK 5000 CZK 5000 CZK 5000 CZK 5000 CZK 5000 CZK - CIK
Salaries 10000 CZK 10000 CZK 10000 CZK 10000 CZK 10000 CZK 10000 CZK 10000 CZK 10000 CZK 12000 CZK 12000 CZK 12000 CZK 12000 CZK
Operation costs 12000 CIK 12000 CZK 12000 CZK 12000 CZK 12000 CZK 12000 CIK 12000 CIK 12000 CIK 12000 CZK 12000 CIK 12000 CIK 12000 CZK
Other costs -CIK - CIK 2327 CIK 2792 CIK 3019 CZK 3T120IK 3950 CIK 3474 CIK 37THCIK 4 B43 CIK 4 654 CIK 5584 CZK
Total expenses VI CIK|  M0B06CAK | 47E9ECIK| B2T14CIK| BS54 CIK| 67833 CIK 70 452 CIK 55214 CIK £9952 CZK 80 071 CIK 80190 CZK 85 429 CZK
Total profit or loss 727 CIK |- DB CIK 2405 CZK 7 266 CZK 3766 CZK 12 167 CZIK 14 548 CIK 9786 CZK 10048 CZK 19829 CIK 19810 CZK 34571 CZK
TOTAL 12729 CIK 12223 CIK BB CAK| 2AWMICA| INEICIK| 43866 CIK 58 413 CIK £8 199 CZK 78 247 CIK 98175 CZK | M7 OB CZK | 152556 CZK
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Cash Flow statement for the year 2012

Months l. Il. Ml V. V. 1. VL. VIIL IX. X. XI. Xl
Cash at the beginning 77 856 CIK 75 342 CIK 83009 CIK 90675 CZK| 108104 CIK| M7 MICIK| 134104 CIK| 153294 CIK| 172485 CIK| 18193 CIK| 201104 CZK| 215294 CIK
Revenues

Goods 26000 CZK 40000 Ik A0000 G2k 50000 CIK 55 000 CIK G5 000 CZk 70000 CiK 70000 CiK 70000 CIK 80000 CIK FO000 CZK | 100000 Gk
Parties 20000 CZIK 20000 CZK 25000 CZK 25000 CZIK 30000 CZIK 30000 CZK 30000 CZK 30000 CZK 25000 CZK 25000 CZK 30000 CZK 40000 CZK
Balloon decorations 10000 CZk 15000 CZK 10000 CZK 20000 CIK 20000 CIK 25000 CZk 25000 CiK 25000 CiK 20000 CIK 30000 CIK 25000 CIK 40000 K
Total revenues 55 000 CZK 75000 CZK 75000 CZK 95000 CZK | 105000 CZK | 120000 CZK | 125000 CZK| 125000CZK| M5000 CZK | 135000 CZK| 125000 CZK| 180000 CZK
Expenses

Goods 11 364 CIK 18 182 CIK 18182 CIK 22727 CIK 25000 CIK 29545 CIK 31§18 CZIK 31§18 CZIK 31818 CIK 36 364 CIK 31818 CIK 45 485 CIK
Parties 0524 CIK 9524 CIK 11905 CZK 11905 CZK 14 286 CIK 14 285 CIK 14 285 CZK 14 286 CIK 11905 CZK 11905 CZK 14 286 CZK 19 048 CZK
Balloon decorations 4782 CIK 7143 CIK 4762 CIK 9524 CIK 9524 CIK 11905 CIK 11905 CIK 11905 CIK 9524 CIK 14 286 CIK 11905 CIK 19048 CIK
Advertisement 5000 CZIK 5000 CZIK 5000 CZIK 5000 CZIK 10000 CZK 10000 CZK 10000 CZK 10000 CZK 15000 CZK 15000 CZK 15000 CZK 15000 CZK
Salaries 12000 CZK 12000 CZK 12000 CZK 12000 CZK 20000 CZIK 20000 CZK 20000 CZK 20000 CZK 20000 CZK 20000 CZK 20000 CZK 20000 CZK
Operation costs 12000 CZK 12000 CZK 12000 CIK 12000 CIK 12000 CIK 12000 CZK 12000 CZK 12000 CZK 12000 CIK 12000 CZK 12000 CIK 12000 CZK
Other costs 25685 CIK J4B6 CIK 3485 CZK 4416 CIK 4831 CIK 5574 CIK 5801 CIK 5801 CIK 5325 CIK 5 265 CZK 5801 CZK 8355 CZK
Total expenses 57 M4 CIK 57 333 CiK G7 333 CiK 757 CIK 95690 CIK | 103310 CZK| 105810 CZK | 105310 CZK | 105571 CZW | MEBI0CIK | 1MO0SI0CIK | 135305 CIK
Total profit or loss 2214 CIK 7 B67 CIK 7 BG7 CZK 17 429 CZK 9310 CIK 16 690 CZK 19190 CZK 19190 CIK 9429 CIK 19190 CZK 14190 CZK 41095 CZK
TOTAL 75 342 CIK 53 008 CZK 0675 CZK | 10B104 CAK | M7 MNICIK| 134104 CZK| 153204 CZK | 172485 CZK| 181913 CZK| 200 104 CZK | 215294 CZK | 256 390 CZK
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Appendix 2 — Balance Sheet for the year 2009

Minimainil z&vazny vilet informacl
podie vyhisdky £ 5002002 3b

Oietnil jedmotia donel
difeini zAvErky soulasnd

s dorutenim dafcvého pftzrdn|

ROZVAHA
ve zjednoduseném rozsahu

ke dni 31.12.2009

Chchodnl frma rebo Ing nazey 08einl jednobcy
Lucky Party s.r.o.

Sidio nebo bydiiEhE Sfetnl jedrotiy
a misio podrikani 51 s& od byl

za dan z pipa . Evropsk B43/102
{ v celych tisicich KE)
1x pfisiusnému fnaninimu 160 00Fraha &
utad
‘ Rok | Mésic I&
2009 12 28935888
Crznat. AKTIVA Cido BE&2né (éstni obdobi Minwlé (. cbdobi
Fadku Brutic Worekoe Netto
a b c 2 4
AKTIVA CELKEM (F. 02+03+07+1Z) oo 241 241

A Pohledavky za upsany zakladni kapital D2

B. Dlcushodoby majetk  (F. 04 a2 08) 003

B. | Dicuhodoby nehmotny majetek [

E. II. | Dicuhodoby hrmctny majetek D05

E. Ill. | Dlouhodobey finanéni majetek 008

C. Obézna aktiva (f.09 a2 11) Lin 241 241

C. . |Zasoby D03 112 112
C. Il. | Déouhodobé pohledavky D02

C. Nl | Kratkodobé pohledavky D10 20 20

C. V. | Kratkodoby finanéni majetek 011 108 108

o. | Casové rozliseni D12
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Cizniad. PASIVA Cislo | StawvbéEném iéet obdobi | Stawv v minuém (3st. cbdobi
Fadku
a b ¢ ] i
PASIA CELKEM [F. 14+20=25) 013 241
A Vlastni kapital (F. 15 a2 19) 014 240
AL Zakiadni kagital 015 200
A Kapitalows fondy Di& BD
A Il | Rezenwni fondy, nedélitelng fond a ostatni fondy DiT
22 zisku
AN iysledek hospodafeni minubych ket Dig
Vysledek hospodareni béEneho iéetniho obdobi i
AV ) (F 0151617180005 | 1° “0
B. Cizi zdroje (7. 2122 24) el
B L R‘,eﬁ:enr,r 021
Bl Dhouhodobé zavazioy [z
B Il | Kratkodobe zivazky 03
B. V. | Bankowni dwéry a vypomoci 024
C. | Casové rozliSeni 025
Jestaveno dne cas Podpizovi zaznam statutAmihe crpanu Gletnl jednothy
14.10.2010 10:36 nebo podplsovy zéomam fyzické osoby, kterd e Ofetnl jednotkou

Fravnl forma o0Cetnl jednoixy
spoleénost s nudenim omezenym

DOzoba odpovidnd za Bietnl Zaverky

Ftedmat podnikani Be. Lucie Kubizakova
zprostiedoovani cbchodu a siufeb tel +4207 30665300

Iptucoraineg GEENIM @ evidantnlm systimanm EKOMOM - wwe akefarf-ayulem o
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Appendix 3 — Income Statement for the year 2009

Minmainl z&vazny vitet informacl
podie vyhilkiky £.S002002 Sb

VYKAZ ZISKU A ZTRATY

ve Zjednoduseném rozsahu

Ueeinil jedroda dorat

Oleini zavkrcw soulzond -
= donutenie dafioveha pRenand ke dni 31.12.2009

Dbchodnl frma nebo ing nazev Glainl jadnotky

Lucky Party s.r.o.

Sido rebo bydiSiE 0cemi jednoy
& misto podnikani 15HI 2= od bydifie

22 dan z phjma S Ewropeka S42/102
{ v celych fisicich Kc)
1x phisiugnému finanénimu
utadu e 160 D0Praha @
Rok Mésic H
2009 12 28035888
Cznadeni EX Cislo Skutednost v Gemim obdobi
Fadku e —
bezmem minukem
a b [+ 1 2
Triby za prodej zbodi D1 128
A Naklady wynalofené na prodane zhodi oz i}
+ Obchodni marze  (F. 01-02) 02 B3
I. Vykony o4 12
B Vykonowa spotfeba 05 11
+ Piidana hodnota  (F. 03+04-05) DG -36
C. Oscbni naklady o7
D. Dané a poplaticy i}
E Oudipisy diouhodobého nehmotnénc a hmotného majetku o2
0. Triby z prodeje diouhodobého majetku a materiahs 10
F. Zlistatkovd cena prodanéhe diouhodobého majetku a materidlu | 11
G. Zména stawu rezesv a opravnych polodek v provoani oblast 12
a komplesnich nakladd pFigtich obdobi
V. Distatni prowozni wynosy 12
H. Oistatni prowozni naklady 14
V. Pewod provoznich wnost 15
l. Pfevod provoznich nakkadl 18
. Prowozni vysledek hospodafeni 17 .35
(F. DE-07-08-08410-11-1241 3-14+{-15- 18]}
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Oznadeni TEXT Cislo Skuteénost v idemim obdobi
Fadku — —
bédnam FrinuEm
a b [ 1 2
Wl Triby z prodeje cenmych papind a podikd 1B
J Prodané cenné papiry a pedily 18
Vynosy z diouhadobeho finanéniho majetiu 20
VI Wynosy z kratkodobeho finanénibo majetku H
K. Maklady z finanéniho majetiou 2
1. Wynosy z precenéni cennych papin a dervitl b
L Maklady z pfecenéni cennych papind a desivan ]
M Zména stavu rezery 3 opravnych pelodek ve finandni cblasti 25
x Vymosowe oky 26
N Nakladowé (roky 7
Xl Ostatni finandni wynosy 28
0. Ostatni finandni naklady 20 4
¥ Pfevod finanénich wnosl 30
P. Pevod finanénich nikladd k1|
. Finanéni vysledek hospodafeni
7 1B a0 21 00403 0 B54 06 37408 0042031y | 22 4
a Diafi z pfijmil za béEnou Einnost 3
" Vysledek hospodareni za béznou Sinnost [F. 17+32-33) M4 -0
X, Mimofadné wynosy 5
R Mimofadné naklady 36
S Daf z pfijml z mimofadné Sinnosti k)
: Mimofadny vjsledek hospodafeni (7. 35-36-37) 8
T. Pfeved podile na wekedku hospodafeni spolednildm [+5) ]
v Vysledek hospodareni za Géatni cbdobi (H-) 7. 34:38-30) | 40 -0
wars Vysledak hospodareni pred adanénim [+-) a9 0
F 40+33+37439)
Sesvens dne cas Podplsow) zazmam statutamiho organu Géetni jednotsy
14.10.2010 Il nebo podplsovy Zaznam fyzicke osoby, Kierd je Gfend jednotiou
Fravml forme Geetnl dnatiy
spoleénost s rudenim omezsnym
Osoba cdpovidna za afeni zavEEw
Efedmt podniani Be. Lucie Kubizhikows
Zprostediovani cbchodu a sludeb tel. +4 207306588009

Zpracovkite: alnim & evidendnim syl ram EKONOU - wiw. shonofm-syaiem ez
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Appendix 4 — Design of brochure promoting Childeeparties

Is your child celebrating Birthday soon

- and you'd like torsurprise him

- with a unique andienjoyable party?

Wovuld you like ko arronge a celebration on the
occasion of 1" day of school (Back to School),
Halloween, Christmas, €aster holiday

or any other extraordinary event?

If you'd like to have everything perfectly organized
and you don’l have enough lime or inspiration,

don't hesitate and use aur service!

The only thing you have to do is ta reserve
a date of the party at least three weeks befare

{four weeks recommended), number

of kids and their parents, special
® . inquiries and that's it!
A

\ Let us to do the rest
\

!

€ach party
» isgoordinaled in one style according to your choice
{princess, pirate, foatball, western party, etc.)
» includes - entire decoration
thalloons, garlands, mtgmére, A
catering (snacks, beverages, Bday cake);
theme games;
hostess whao take care about the perfect course
of the party; a special (able for parents

In case, that you would like to have a party for your
kids in huge style, have a look an our extra offers -
we rent you bouncing castle, trampoline, karaoke set,
we organize a facepainling session, or we can provide
a professional magician.

Contact vs for further information and booking on:
phone: +420 739 666 809

(Lucie Kubizfidkovd - party coordinator)

e-mail: info@luckyparty.cz

web: www.luckyparty.cz

Price far the panty rlies o the umber of all participants Hade, adults)
and special requesty (15 upto you, whether you wanl Lo invest more

in decaration, caterin rly image, or whether you wanl
1o have some ol our ﬂpl:iad.

.luckyparty.cz
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Create
for your kids
an unforgettable
experience

We'll ofganize
a kid's party
beir dreams




Appendix 5 - Design of a leaflet promoting Childseparties

CREATE FOR YOUR
KIDS

UNFORGETTABLE EXPERIENCE!

GI‘I‘IIIIOIIDINI‘IM‘ EVENT

fmom INVITRTIONS(TO THE CI.GIIN up
Lucie Kubizigkovs - LeTUs 10 pO|iT AND
i | €NJOY THE PARTY!

\

82




