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2 REVENUE

1 Introduction

This document shall outline the financial prospects and requirements of our company’s
project. Accompanying this document is a spreadsheet which details the company’s
finances on a weekly basis over the course of development, including all expected, and
actual, costs and revenues.

Our Product

We are developing an highly-interactive multimedia presentation application, which offers
users a platform where they can not only create innovative, eye-catching interactive pre-
sentations with our embedded scripting engine, but where it is simple for a presenter to
synchronise their audience’s view of a presentation with the presenter’s own - regardless
of whether they’re 5 feet or 5,000 miles apart.

2 Revenue

2.1 Product Subscriptions

We plan to provide our product as a paid subscription for Institutional and Corporate
users, providing a recurring revenue stream for our company and removing need for an
high initial high expenditure from the customer which occurs in a traditional purchase
model, and can often be off-putting for such a customer. This subscription will include the
product and base features and it is priced so as to be independently profitable, although
we expect many of these customers to also subscribe to our higher-margin added-value
offerings which provide things such as extra assets, features, and templates, or the ability
to present over the internet - we predict that these extra options will drive a significant
proportion of our revenue.
The option to present via the internet will provide users with the ability to seamlessly de-
liver a presentation to an audience which is either remote or is local but connected through
a typical Corporate network, both of which would prevent direct device-to-device connec-
tions. The pricing of this feature reflects the number of users that are able to concurrently
’connect’ with a Presenter, with larger numbers naturally attracting an higher price; the
price increase for the larger option over the smaller is effectively all margin, on top of the
already profitable smaller option; the expected increase in bandwidth is almost negligible
for our application.
As a small company, we will initially look to use a scalable product from a Cloud provider,
such as Amazon Web Services’ EC2, to avoid the large capital expense of purchasing server
equipment and minimize our expenditure in this area.
We intend to provide the base product at no cost to private individuals. This is seen as
necessary to gain an initial user-base, who we expect to help our company introduce our
product to their Institutions or Corporation more effectively than a traditional advert
alone.
It is also worth noting that Institutions are far more likely, as a rule, to respect the law
in this area than individuals, who are more likely to “pirate” the product than to pay -
as such we do not see that this zero-cost option will have a significant negative impact
on our potential revenue.
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2.2 Contracts 2 REVENUE

2.2 Contracts

During the development phase we are selling parts of our code-base as modules to Group
2. The modules we are to develop are for the display and handling of formatted Text,
and for the generation and display of Shapes and other such graphics.
For this work we are charging £3,000 per module, which has been calculated to provide
an adequate profit, and will be paid on the following schedule:

1. 25% on acceptance of the contract.

2. 50% on module delivery.

3. 25% on module acceptance.

2.3 Loans

The development of our product will be funded in its’ majority through a loan of £42,500.00
for 3 years, which is to be repaid with interest accruing at 16.86% per week, and will be
paid back to the issuer at the soonest possible occasion, based on the profit generated by
product sales and contracts. This is detailed in Section 3.
Based on our estimation of our total costs, we expect this amount to pay for the entire
development, plus interest and a small “buffer”. We expect to receive our loan in two
instalments: the first paying 60% of the principal upon the acceptance of our proposal,
and the second paying the remaining 40% at the beginning of the Summer term.
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3 COSTS

3 Costs

This section details our company’s expected costs during the development cycle, including
labour, location and utilities, interest, and obtaining IP from other companies.
Development costs are directly related to the product’s development, and include rent
for the office space the company is using, utilities and internet services, for the labour
of its employees involved in development, and for any contract work that is bought from
other companies. Included in this section is the interest accrued on the loans from the
Finance Manager, as the loan is required by the company to fund the project - there is
no source of revenue big enough to cover the costs of development outside of the loan.
Item, Cost and Times to be Paid

• Labour Pay: Pay for our employees, billed at £12.50 per hour, paid the week after
it is accrued.

• Office Rent: Rent for the office space used by the company, billed at £23.50 per
square foot (1,400 square feet, for £24,675.02 total) per annum, with payments
made on week 4, 7 and 10 of each term.

• IT Infrastructure: Payment for the IT services in use by the company, billed at
£100 per week, payable on weeks 6 and 10 of each term.

• Utilities: Payment for utilities in the office, billed at £50 per week, payable at
week 6 and 10 of each term.

• Loans Repayment: Repaying loan over 3 years with 16.86% APR interest on top
of the current amount owned, to be paid weekly, or as a lump sum in cash.

• External Development Work: Two code modules purchased from other com-
panies, at a cost of £3,000 per module paid on the below schedule.

3.1 External Development Work

We are to purchase two code modules from Group 2 - one which shall provide handling
and display of Audio, and one which shall provide the handling and display of static
images.
For this work we are paying £3,000 per module, to be paid on the following schedule:

1. 25% on acceptance of the contract.

2. 50% on module delivery.

3. 25% on module acceptance.
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5 MARKETING

4 Sales

4.1 Licences and Packages

Each types of subscriptions available to users will have different capabilities, which are
outlined below. The subscriptions are all planned to be paid monthly.

• Base Software Licence: This generic base licence includes the presentation de-
velopment software, for users to create presentations from the cards, and connect
with any other user on their local network.

– Individual Licence: Base licence permitting Individual use.

– Business Licence: Base licence permitting use in a Commercial setting.

– Educational Licence: Base licence permitting in an Educational setting.

4.2 Cost Guidelines

Outlined here are the subscriptions we will be providing for the product, alongside their
costs, their prospective sales and their price.

Service Predicted Monthly Subscriptions Price
Individual 200 £0.00
Business 200 £14.99
Education 300 £9.99

5 Marketing

Please refer to separate document for the marketing plan, obtainable from our git reposi-
tory at: https://github.com/super-cow-powers/SwEng-G3-Docs, or from our HTML
Tour.
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