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Request for Financing 

XYZ Corporation is seeking a $130,000 loan from (Bank Name), in conjunction with the Small 
Business Administration, for the purposes of opening a retail storefront and product warehouse in 
the City of Anywhere, State. A retail store, along with our e-commerce warehouse, will not only 
bring new revenue into the City of Anywhere, but will also provide future opportunities for 
employment.  XYZ currently employs three full-time people and with our growth rate sustaining 
itself over 200% for the past three years, we anticipate hiring a minimum of 15 employees over the 
next 5 years.  These jobs would include sales force personnel, order fulfillment/warehouse 
personnel, management, IT and marketing professionals. 

We will begin leasing a building for $350 per month as of July 1st, 2006 with an anticipated move in 
date of July 15th.  XYZ specializes in upscale home fragrance and skincare products.  Many vendors 
will not sell to retailers without an actual retail storefront, and they require that the store represent 
their upscale brand image.  To prepare the building for our business, we will be remodeling and 
decorating a storefront of 15’ x 25’ to suit this image, with a warehouse/office area behind of 
approximately 25’ x 25’.  Warehouse shelving, packing tables, office furniture and computer 
equipment will need to be purchased to complete this area.  Additional unfinished space of 
approximately 25’ x 25’ will be available to us behind that for future expansion, and will currently 
serve as our warehouse dock.  We are currently shipping approximately 600 packages per month. 

To increase the efficiency and lower costs of our operations in a warehouse/retail environment, 
computer technology and software upgrades will be necessary.  Presently, internet orders are entered 
by hand in our bookkeeping system. We then have to reenter the customer information in our 
shipping program.  We carry approximately 2,000 different items in our web store and whenever we 
take a phone order or receive product into inventory, we must then go through our inventory on the 
website and manually update our stock.  These manual tasks are becoming more and more 
cumbersome as we grow.  This whole process can be automated through the use of the proper 
computer technology and software, which in turn will reduce our costs through greater efficiency 
and reduction of data entry errors. 

To stay competitive in a national market, XYZ must continue to expand and add new 
products/brands to our current offerings.  This loan will help fund anticipated inventory growth in 
our current product lines throughout Fall 2006 and the 2006 Holiday Shopping Season, along with 
the introduction of several new product lines.  Increasing our current brand inventory will not only 
increase sales, but will reduce our shipping costs by cutting down on the number of backorders we 
have to fill which require shipping twice to the same customer (shipping of in stock items, followed 
by out of stock items when the arrive). 

There are many websites selling the same brands that XYZ carries on the internet.  Most of these 
companies only carry the most popular products in these brands.  XYZ has found our niche in 
stocking and making all products in a brand available to our customers.  Due to our growth rate and 
the surge in Fall/Holiday Shopping we have basically doubled our inventory in each of the past 
three years during the third and fourth quarters.  This new inventory level then becomes the 
minimum that we must sustain and grow throughout the calendar year, until the next Fall surge. 

For further cost details on our loan request, please refer to our Information Technology, 
Storefront/Warehouse and Inventory Plans beginning on page 9. 
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Executive Summary 

Your Name, President 
(Name) is responsible for overseeing all aspects of the business, including the daily operations and marketing 
of the company and its products.  (Name) brings over seven years experience to the business in the areas of 
online retail, marketing, management, web design and search engine optimization. 

Qualifications: 
E-commerce Manager and Web Developer, specializing in Macromedia Dreamweaver, Flash and Adobe 
Illustrator technologies to create dynamic web content, design and shopping cart capabilities utilizing HTML, 
JavaScript, and Asp coding.  Follow through to online marketing, development of promotional materials, 
banner creation, email and direct mail campaigns, content and design of company newsletters, articles, ad 
copy and design for publication in national magazines and other print media, graphic design, and 
optimization of websites for top placement in search engine results. (Name) is the recipient of the 2003 “Best 
of the Web” Farm Site Award. 

(Name) has functioned as a member of a marketing team to bring new products into the national distribution 
chain, to include brand image, target market, demographics, press releases, promotional ideas and materials.  
Also was part of a Franchise Development team, responsible for new franchise owner training, ongoing 
relations and support.  Developed and authored company materials, including: corporate training manuals, 
advertising copy, brochures, newsletters, and grant proposals that resulted in funding. 

Additional business experience includes office management and administration, accounting, employee 
management and relations, quality control, policy and procedures.  (Name) has prior new business startup and 
promotion experience through a service business she started and managed in Omaha, Nebraska in 1986.  The 
business employed three people and was profitable until it closed its doors in 1991, due to a family relocation 
to Anywhere, State. 
 

Other Principle, Vice President 
(Name) actively joined Xanadu’s April 1, 2006, although he has been participating behind the 
scenes since the company’s inception in 2002.  (Name) brings 12 years experience to the 
business in the areas of retail sales, sales promotion, inventory control, customer service, and 
employee management. 

Qualifications: 
(Name) spent the last three years as the sales and service manager of a retail sales and service 
business.  He has been in charge of all aspects of the business including managing 5 full and 
part-time employees, purchasing, price setting, control of advertising campaigns and sales 
promotions.  Gross sales and net margins increased consistently when he took over 
management.  He started and operated a successful part time entertainment business for 4 
years, which was closed to allow more time for XYZ and family. 

His 3 years of post secondary education at South Dakota State University and many hours of 
sales and marketing schools and seminars with regional, national and international 
manufacturers has given him an excellent understanding of business and customer relations 
management. 

Being very active in 4-H and FFA has lead to many recognitions and awards, including State FFA Proficiency 
award in production.  He was also the regional qualifier for same award at the national level.  He has been 
recognized for Star Chapter, Star District, and finalist for Star State FFA Degrees.  In 1991 he received the 
prestigious American FFA Degree, which is only given to 3% of the total membership.  This pattern of 
accomplishment started with leadership positions of vice president and president in both 4-H and FFA clubs, 
and continues today, having been secretary, vice president and president of City Lions Club.
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Mission Statement 
XYZ Corporation is committed to providing personalized customer service while promoting 
products and information which allow our customers to nurture their body and soul. 

The goal of the business is to establish store loyalty and repeat customers through a strong focus on 
building personal relationships, providing one on one customer service & owner accessibility.  The 
philosophy behind this goal is that more and more people are turning to the internet for their 
shopping needs due to the time saving convenience of this mode of shopping.  What this method 
often lacks is personalization and trust for the establishment.  XYZ strives to make each customer 
feel they are getting the same attention they would get in a bricks and mortar store.  After their 
shopping experience, the customer should feel that they somewhat know who they are dealing with 
and have a sense of trust that their needs will be met promptly and in a satisfactory manner, much 
like the boutique owner of the corner store down the block. 

 

 

Company Description 

XYZ Corporation promotes upscale consumable products, such as fine skincare, spa, home décor 
and home fragrance items, and life coaching services.  XYZ provides products and services, such as 
life coaching, designed to help our customers reduce stress and pamper themselves in their daily life.  
We also provide information that is of interest to our target market through topical internet articles 
on various subjects, such as leisure, travel, recipes, life coaching, stress reduction and health 
information. 

XYZ opened its virtual doors to business in August 2002, as an internet retailer.  The business was 
structured as a sole proprietorship until December 31, 2005.  As of January 1, 2006, the business was 
incorporated as XYZ Corporation in the State of (State Here).  (Your name) has been responsible 
for all aspects of the business with assistance from (Principle’s Name) on nights and weekends.  In 
June 2004, we brought on our first part-time employee and this position grew to a full-time position 
by November 2005.  With the addition of (Name), XYZ now employs three people full-time. 

Since the business opened in 2002, it has been operating out of the home of Mr. and Mrs. (Name) as 
a strictly online retailer.  However, inventory has grown to a point that it is now necessary to move 
into a warehouse setting.  This move will take place mid-July 2006.  Anticipated opening of a retail 
storefront is set for September-October 2006 and will require the addition of 1-2 part-time 
employees. 

(Name) will be responsible for warehouse management, inventory control, purchasing, employee 
management, IT systems and new product development.  (Name) will continued to be responsible 
for marketing, advertising, web design, internet sales and web store maintenance and development, 
purchasing,  market research, and future business development opportunities.  Currently, our other 
full-time employee is responsible for packaging all orders, shipping, following up with customers on 
the status of their orders, and daily clerical/data entry tasks.  Although, each employee has their own 
responsibilities, we function together as a team to get the job done and develop new business 
opportunities. 
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E-Commerce 
XYZ’s target market is women and men between the ages of 35-55, earning mid to upper level 
incomes, who are Internet savvy.  We have an internet customer base of over 6,000 people and 
currently ship just under 500 internet orders per month, with an average order amount of $87.00.  
We estimate that by fourth quarter 2006, we will be shipping approximately 900-1,000 orders per 
month. 

Sales in 2004 increased 136% over 2003, and in 2005 we experienced a 152% growth rate for annual 
gross sales of $369,000.  Sales projections for 2006 are at $885,000 for an approximate growth rate 
of 140%.  On a monthly basis, approximately 30% of our sales are repeat customers.  Average 
reorder time for our customers is every 2-3 months, with many other customers who order 2-3 
times per year. 

Our internet marketing efforts are focused on Pay-Per-Click Advertising on all the major search 
engines, such as Google, Yahoo and MSN.  Results from Pay-Per-Click campaigns are monitored 
daily for conversion rates/costs to ensure the effectiveness of these campaigns.  Search Engine 
Optimization is an ongoing process, to obtain the best natural (not advertised) position we can in 
the major search engines.  In addition, we send out a monthly newsletter that currently has over 
5,000 subscribers.  The monthly newsletter averages approximately $4,500 in sales per emailing. 

There are currently around 170 million Internet users world wide, with that figure set to increase to 
one billion by the year 2005 (IDC Research). Forester Research, the leading authority on global 
ECommerce, estimates that US ECommerce revenues alone will exceed $300 billion in that year. 

Online shopping is the fastest growing area of internet use, with 30% of all current internet users 
already purchasing goods online.  Forrester estimates that 6.8 million households will purchase an 
item online for the first time this year. 

 
 
 
 
Brick & Mortar Storefront 
By opening a brick and mortar storefront, XYZ will then be eligible to become distributors for high 
end brand names that will not sell to an internet only store.  Although our main revenue source will 
continue to be e-commerce, a physical store presence on City’s main street will definitely increase 
sales.  It is our hope that this storefront will more than offset the additional monthly overhead costs 
of moving into a warehouse setting with our e-commerce side of the business. 

Marketing efforts will be concentrated towards the City of Anywhere and surrounding communities.  
It is our hope that the store will draw people in from a reasonable distance to purchase products that 
they typically would have to travel to Minneapolis, Omaha or farther to obtain.  A number of our 
products were found by our customers while they were on vacation.  When they return home, they 
find they have no place locally to purchase these products so they turn to the internet for a source. 

Nationally, e-commerce sales continue to outpace overall retail purchases. Total retail sales rose just 
4.4 percent in 2001 while ECommerce sales rose 22% for a total of $34 Billion. In fact, e-commerce 
has posted consistent double-digit gains throughout the economic slump. Non-store retailers 
accounted for 75 percent ($26 Billion) of that market. 
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The red areas in this graph represent the Holiday 
Sales Seasons over a three year period, from the 
U.S. Census Bureau.  The black lines that are 
slanting upward so steeply are the rises in 
ECOMMERCE sales, in billions of dollars, 
during those Holiday Seasons.  Notice that after a 
steep Holiday rise in ECommerce, the line does 
not go back down to where it started.  It drops off 
in January, but levels off at a higher level than the 
year before. 75% of online sales every year are 
made by strictly ECommerce Retailers that do 
not have physical stores. 

 

 
 

The graph below represents XYZ’s monthly sales since opening for business in August 2002. It is 
interesting to note that XYZ is following the Ecommerce trend of a spike in retail sales throughout 
the Holiday Shopping Season which then falls off in January to a level that is basically double that of 
the year before.  

Xanadu's Sales Comparison 2002-2006
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Company History 

XYZ Corporation began operations in August of 2002, as a sole proprietorship under its current 
ownership.  The business was incorporated effective January 1, 2006.  (Owner Names) are the joint 
owners of the corporation.  Both are full-time employees, along with one other full-time employee. 

This employee is responsible for packaging orders and is completely trained in the order fulfillment 
process to function in the owner’s absence if necessary.  As the business grows, certain job tasks that 
now lie with the owners will be delegated to this individual, such as the daily processing of orders, 
light bookkeeping responsibilities, clerical duties, customer service and data entry.  This will free up 
the owner’s time to concentrate on growing the business. 

XYZ’s major success lies in being found on the World Wide Web and converting those visitors to 
our website into sales and repeat customers through our strong focus on individualized customer 
service.  As evidenced by customer referrals and emails written to the company, we are gaining a 
strong reputation as a trusted site to do business with over the internet.  People who shop on our 
site know that they have a direct line to someone who will respond to their needs in a prompt and 
professional manner. 

First year sales, for the five month time period of August-December exceeded $60,000 with a loss of 
only $1,987 or 3.3%.  Sales increased by 136% in 2004 and 152% in 2005, which was the first year 
the business showed a profit. Due to current sales growth and a repeat customer percentage 
accounting for 30% of all orders, we expect our profit percentage to continue to grow over the next 
several years.  When we first put our business plan together in 2002, our goal was to reach 
$1,000,000 in sales after 5 years of business.  Projections for 2007, our fifth full year of business, are 
for $1.7 million in gross sales.  To date, we are on track to exceed our original goal. 

A major problem which effected sales in 2003 was keeping our online shopping site secure.  
Conflicts between our shopping cart software and the secure services offered by our web-hosting 
server disrupted our secure site.  In addition, the server went down for over a week during 
November and was not functioning properly for about a month of our peak Holiday Season. 

This issue is resolved.  By moving to a different web hosting company in 2004 and implementing 
Miva Merchant shopping cart software, which is considered to be one of the best shopping cart 
software packages available, our site is now secure and running seamlessly on the new server.  We 
cannot quantify how many sales were actually lost during this time period, but it is certain that 
having a secure site that is consistently functioning properly will increase our online sales throughout 
the year. 

Another issue faced when XYZ first opened for business was that the demand for the products was 
greater than anticipated.  Our operating capital was minimal and it became necessary to take out a 
small personal operating loan in order to purchase extra inventory.  We quickly discovered that a 
business could fail by growing faster than its finances can handle.  This continues to be a challenge.  
Although we are limiting our new brand offerings to 2-3 per year, as we grow, the increase in Fall 
inventory for existing product lines becomes larger and larger.  We have been trying to alleviate this 
situation somewhat during 2006 by trying to gradually increase our inventory throughout the year. 
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Information Technology Financing Request 
XYZ has grown to a point where we are processing enough transactions and have a large enough 
customer base, that we will outgrow our current Quickbooks Premier Accounting software package 
at some point over the next year.  Not only will we be outgrowing this software, but we will also 
need other capabilities, such as Point of Sale, that are not currently included in this software.  The 
more transactions we process, the more man hours this is taking as all orders must be entered by 
hand into our accounting software and then the customer information must be reentered again for 
the shipping process. 

To automate this process will require a move into a completely new accounting program that has 
warehouse, inventory controls, shipping capabilities, integration with Point of Sale and E-Commerce 
Stores, along with financials, payroll, etc.  The minimum cost to pull all of our operations together 
efficiently and effectively into one system, will run approximately $40,000 for computer software, 
hardware and implementation.  An example of how such a system would work is below. 

 
 

Although XYZ is not a large company at this point, our business still involves many of the processes 
and departments of a larger organization.  A software package that could pull all of this together 
seamlessly, would be much more efficient and cost effective.  Just like the example of a larger 
business above, XYZ has E-Commerce, Point of Sale, Customer Service, Inventory, Shipping and 
Receiving, Accounting, etc. 

Accounting, order processing, shipping and networking software  
Web server and software  $3,700.00
Application Server and software  $3,700.00
Computer software, support, implementation, and maintenance  $30,000.00
POS Computer including scanner Thermal receipt printer & card swiper and 
software $2,700.00
  $40,100.00
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Storefront/Warehouse Financing Request 

Storefront Unit Cost Quantity Cost 
Display shelving perimeter  Priced per linear foot $70.00 40 $2,800.00
Display shelving Interior  Priced per linear foot $70.00 40 $2,800.00
Display Tables $350.00 3 $1,050.00
Lighting $500.00 1 $500.00
POS Counter display $1,200.00 1 $1,200.00
Business sign out front $500.00 1 $500.00
Decorating paint, border. Shades, wall hangings and 
flooring $2,000.00 1 $2,000.00
Awning $1,500.00 1 $1,500.00
Door Chimes front and back $60.00 2 $120.00
   $12,470.00

 

Warehouse Unit cost Quantity Total Cost 
8 Shelf HD steel shelving starter  7'1" x 48" x 36" $339.60 4 $1,358.40
8 shelf HD steel shelving add on  7'1" x 48" x 36" $335.74 6 $2,014.44
Computer Workstations and software $1,500.00 3 $4,500.00
Computer Networking Technician $200.00 1 $200.00
Laser printer with additional trays $650.00 1 $650.00
Printer Utility cart $300.00 1 $300.00
Thermal printer for UPS labels $330.00 1 $330.00
Desks $500.00 3 $1,500.00
Office Chairs $225.00 3 $675.00
Office Wall Dividers sections $200.00 6 $1,200.00
Office wall connectors $15.00 5 $75.00
Phone System upgrade  handsets $100.00 3 $300.00
Large Filing Cabinet $400.00 1 $400.00
Small filing cabinet $175.00 1 $175.00
Phone and DSL Installation $100.00 1 $100.00
Packaging Tables $350.00 2 $700.00
Peanut Dispenser $200.00 1 $200.00
Coffee pot $25.00 1 $25.00
Mini Refrigerator $179.00 1 $179.00
Break Table and Chairs $275.00 1 $275.00
  $15,156.84

 

Inventory Financing Request 
Inventory 
Inventory increase to meet demand in current lines only. $45,000.00
Inventory increase to increase sales by adding new product lines. $18,000.00
 $63,000.00

 

Total Financing Requested: $130,000 
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Factors which will make the company succeed: 

• 2005 Online Retail Sales grew by 152% over the previous year. 

• The products we carry are not readily available at physical locations across the country. 

• Products we carry are in their growth phase. 

• Men’s skincare sales have increased nationally by 10% per year for the last 5 years. 

 

Major Competitive Strengths: 

• Personal customer service 

• Quick response time on all customer inquiries. 

• Product Availability - We carry the full product lines of our major suppliers. 

• We keep our best selling products in stock for immediate delivery. 

• User friendly website. 

• Overall design appeal of the website. 

• Free Shipping on all orders over $50.  In outside surveys, and in our own survey, shipping 
costs and free shipping offers were the number one reason consumers chose one website 
over another. 

• Our website is more than just a sales site.  It features lifestyle articles in the areas of health, 
travel, recipes and life coaching.  Content is updated on a regular basis which keeps our 
visitors coming back to see what is new.  Each time someone new visits is another 
opportunity to convert to a sale. 

• We plan to implement a National Spa Database that will serve as a source of information 
about spas across the country.  This is something none of our competitors have and it will 
also become an additional source of revenue for Xanadu’s through advertising sales. 

 

Strengths the owners bring to the business: 

• Commitment to making the business succeed. 

• Willingness to put in the time it takes to make the business succeed. 

• Web design experience. 

• Experience in online retail sales. 

• Business management experience. 

• Sales experience. 

• New business start up experience. 

• Warehouse, purchasing and pricing experience. 
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Significant challenges the company faces now and in the near future:  

• Maintaining our personal customer service as the company grows. 

• Maintaining a 24-hour turnaround to questions and order fulfillment as the company grows. 

• To maintain the quality of our order fulfillment – proper packaging for low breakage during 
shipping, no missing items in shipments, etc. 

• Regain our first page placement on Google (the #1 search engine on the internet).  Google 
is constantly changing their search algorithms.  This combined with our new shopping cart 
dropped our placement on the Google Search Engine from #3 on page 1, to page 15 of the 
search results.  We have fought our way back to page eight through re-optimization of our 
web pages and are continually updating, adding content and re-optimizing to regain our 
position.  We have had to increase advertising costs for Google to be visible on the first page 
through “pay per click” ads.  Pay per click ads have always been a strategy combined with 
the search engines themselves, however, with good natural placement we do not have to 
spend as much of our advertising dollars on this strategy. 

• Maintain our first page placement for our main keywords on the other major search engines, 
such as Yahoo! and MSN.  All search engines are constantly changing the way the rank their 
results.  These results have a direct effect on sales, therefore it is necessary to keep a 
constant watch and re-optimize our website pages when necessary. 

• Find the proper balance of inventory on hand to inventory shipped out to reduce shipping 
costs.  We are currently turning our inventory approximately 6 times per year.  However, 
shipping costs would be significantly lower by carrying more products on hand.  This would 
reduce the need for double shipping; shipping in stock items followed by backordered items. 

• Space for inventory will continue to be a challenge as we expand.  At some point in the 
future, we anticipate outgrowing the retail location on City’s main street.  We will then need 
to find additional warehouse space. 

• How to finance inventory for new product lines, increase our in stock product, and increase 
inventory for anticipated holiday sales.  To date, we have been funding all new brands and 
inventory increases in existing product lines with personal funds and our #1 selling product 
line.  Sales from this brand are also funding additional advertising costs for the new brands.  
As we expand, there are certain brands that we would like to carry that require a significant 
opening order minimum.  An operating line of credit would help us to maintain a positive 
cash flow while continuing to grow the business. 

• The integration of internet and in-store sales into a single accounting software program with 
the capability to pull all facets of the business together, including backend warehouse, 
packaging and shipping, point of sale, and e-commerce, maintaining real-time inventory 
across all sales channels. 
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Long‐term plans and goals: 
Plans are to grow the business by 150% each year over the next 5 years to exceed an annual sales 
amount over $10 million by 2012.  We have actually exceeded this percentage of growth for the last 
two years.  XYZ will continue to achieve this goal by the following methods: 

• Continue to add several new product lines each year. 

• Focus on product lines that are consumable by nature and foster repeat sales. 

• Take advantage of the overall growth in the Men’s Skincare market by expanding our Men’s 
Skincare line of products. 

• Opening a website devoted strictly to Men’s Skincare and areas of interest to men. 

• Have several domain names and possibly websites that sell the same products with a 
different appeal to capture a more diverse market. 

• Maintain a National Spa Database that will serve as a resource for our customers and bring 
in additional website traffic. This will increase sales and become a new source of revenue 
through advertising sales. 

• Become a retailer of well-known spa products from the above database that are not available 
in the mainstream market. 

• Implement an automatic repeat shipment strategy for our customer’s convenience along with 
a Relaxation Package of the Month type of program. 

• Implement a Customer Loyalty Program. 

• Advertise through direct mail and catalogue orders. 

• Hire experts in marketing/management, possibly on a consulting basis. 

• Hire people to take care of packaging, order processing, customer service, etc. 

• Expand our advertising scope to include magazines and other offline venues directed at our 
target market, and other internet advertising opportunities. 

• Open a store in a regional, major city, such as Sioux Falls or Minneapolis. 

• Franchise these stores. 

• Start a nationwide sales program for distributors, commissioned contractors. 

• Position XYZ as a wholesale distributor for our state and/or region. 

• Develop and market our own line of skincare/lifestyle products. 
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Current Products Offerings: 

Manufacturer: Archipelago Botanicals 

Archipelago Botanicals is a manufacturer of award winning skincare products and candle collections.  
Products are priced in a medium range with wholesale cost being 50% of retail.  There is a large 
demand for these products online as they are not readily available to all consumers in a physical 
store location.  New product lines are being introduced at an average rate of 1 per year.  This 
manufacturer’s product lines accounted for 84% of sales in 2003, 79% in 2004, and 63% in 2005.  
The decline in sales % represents the addition of other new product lines that are doing well. 

Archipelago Botanicals Skincare Product Lines Include: 

 Milk Skincare 

 Mineral Mud Skincare 

 Morning Mint Skincare 

 Yuzu & Grapeseed Skincare 

 Signature Series Bath Soaps 

 Sugar Skincare 

 Pomegranate Skincare (introduced Spring 2006) 

 

Archipelago Botanicals Candle Collections are available in over 60 scents and several styles: 

 Votive and Pillar Candles (over 10 different sizes) 

 Tea Light Candles (introduced in Spring 2004) 

 Glass Jar Candles 

 Holiday Candles 

 Signature Series Gift Box Candles & Home Fragrance Sprays 

 Aromatherapy Candles 

 Soy Wax Candles 

 Glass Credenza Candles 

 Frosted Glass Vanity Candles 

 Soy Gift Box Candles 

 Candle Tins 

 Monogrammed Keepsake Gift Box Candles 

A.B. Home Collection 

Destinations Candle Collection 

Meditations Candle & Home Fragrance Bead Collection 

Royals Candle Collection (introduced Spring 2006) 

  14



 

Manufacturer: The Thymes 
The Thymes is a brand of skincare and home fragrance products that we introduced in September 
2004.  The Thymes has been featured many times in “O, The Oprah Magazine.”   

The Thymes skincare product lines include: 

 Everyday Essentials 

Goldleaf 

Kimono Rose 

Fig Leaf & Cassis 

Green Tea 

Ginger Milk 

Fresh Basil 

Olive Leaf 

Sleep Well 

Eucalyptus 

Lavender 

Filigree 

Gardener 

Limon 

The Thymes home fragrance and home keeping lines: 

 Lluminaria Candle Collection 

 Au Chocolat Candle Collection 

 Apricot Quince Home Keeping 

 Kumquat Lime Home Keeping  

 Lavender Bergamot Home Keeping 

 Mandarin Coriander Home Keeping 

 Persian Pear Home Keeping 

 Frasier Fir Home Keeping 

 
Manufacturer: Slatkin & Co. 
This designer candle line by noted perfumier Harry Slatkin, features the Elton John Collection, C.Z. 
Guest and Oscar de La Renta lines, along with classic Slatkin scents.  The line has approximately 20 
different classic scents and is expanding the style offerings.  XYZ has also been approved to start 
distributing the Slatkin Skincare line and will be offering these products Summer 2006. 
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Manufacturer:  California North 
California North is a manufacturer of award winning men and women’s skincare, shaving, fragrance, 
and sun care products.  Their products are featured in resort hotels, cruise lines, salons and spas 
throughout the United States and Canada, as well as Nordstrom’s and Macy’s department stores.  
Products are priced in a medium range with wholesale cost being 50% of retail.  There is a large 
demand for these products online as they are not readily available to all consumers in a physical 
store location.  Their Titanium Self Tanner is a Today Show Award Winner and California North 
products are regularly featured items of Beauty Editors in National publications. 

California North product lines include: 

 California North Skincare for Men and Women 

 California North Shaving Care 

 O2xygen Fragrance and Skincare 

 Appellation Spa Therapeutic Grapeseed Skincare 

 Titanium Sunscreen and Self Tanner 

XYZ became a wholesale distributor of the California North Product Lines in Fall 2004 for the state 
of South Dakota.  This will reduce our wholesale cost by 10% and provide ongoing income streams 
from retailers throughout the state. 

 

Manufacturer: MOR Cosmetics 
Located in Australia, this newest skincare line for XYZ is receiving much publicity in magazines 
such as, “O”, In Style, Vogue, etc.  Features hundreds of products in the Dolce, Juice,  Revival, 
Provincial, deluxe Spa,  and Glitterati Collections.  Luxurious high end skincare that is not readily 
available.  XYZ is one of the few internet retailers to carry these products. 

 
Manufacturer: Er’go Candles 
100% Soy Wax Candles burn longer and cleaner than regular candles.  Er’go is one of the few 
companies to offer 100% soy wax candles.  Most companies make their soy wax candles with a 
blend of wax.  This line has approximately 60 different scents and is growing in popularity. 
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Product Pricing & Criteria 

Product line selections are based on a wholesale cost of 50% or less of retail.  Exceptions are made 
for manufacturer’s whom offer lower shipping rates to offset the additional costs. New product lines 
are chosen by the following criteria: 

• Medium-high retail price range. 

• Upscale, attractive packaging. 

• Not readily available in typical bricks and mortar stores. 

• Product lines must compliment those already offered by XYZ.  As an example, we already 
carry a Soy Milk Skincare line which is very successful so we are not looking for an 
additional soy line of products. 

• Advertising dollars spent by the company on their products.  XYZ receives a trickle down 
effect from this advertising as it results in extra search volume on the internet for the 
products we carry. 

• Visibility/publicity received by the company.  Products that are featured by Beauty Editors 
in national print publications and/or lifestyle television shows result in increased sales for 
XYZ.  An example of this effect occurred earlier this year when a newspaper from South 
Carolina featured Archipelago Botanicals Yuzu & Grape Seed Bath Salts in their Lifestyle 
section and listed our website as a source for the products. 
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