
Business Plan 

 
 
 
 

  

By: Interactive Life Systems, LLC 
An innovative mobile application for life safety, 
health, and wellness solutions 
 

CellAlert24™ 

 



 
 
  

1 | Page - Copyright© 2012 – Interactive Life Systems, LLC - CellAlert24™ - All rights reserved - CONFIDENTIAL 
 

CONFIDENTIALITY AGREEMENT 
 
This business plan contains information, which is non-public, confidential, or proprietary in 
nature. By reading the plan, you will agree to observe the terms and conditions set forth herein. 
Please treat the Business Plan and the information contained therein (the “Confidential 
Information”) confidentially. You are not to be asked to maintain the confidentiality of those 
portions of the Confidential Information that are or become generally available to you on a 
non-confidential basis; provided, that the source of such information is or was not you or your 
Representatives (as defined below) or a party bound by a confidentiality agreement. 
 
We assume that you will agree not to use the Confidential Information for any purpose other 
than evaluating or pursuing a business relationship with Interactive Life Systems, LLC. You also 
agree that you will not disclose or allow disclosure to others any Confidential Information. You 
may disclose Confidential Information to your directors, officers, employees, partners, affiliates, 
agents, advisors or representatives (hereinafter, “Representatives”) to the extent necessary to 
permit such Representatives to assist you in making the determination referred to in this 
sentence, provided. However, you will require each such Representative to abide by the terms 
of this confidentiality to the same extent as you and you would take responsibility for any 
breach of this confidentiality by any of your Representatives. 
 
In the event that you or anyone to whom you transmit any Confidential Information are 
requested or required (by deposition, interrogatories, requests for information or documents in 
legal proceedings, subpoenas, civil investigative demand or similar process), in connection with 
any proceeding, to disclose any Confidential Information, we ask you to provide Interactive Life 
Systems, LLC prompt written notice of such request or requirement so that we may seek an 
appropriate protective order or other remedy and/or waive compliance with the provisions of 
this confidentiality, and we ask your cooperation to obtain such protective order. 
 
If you decide that, you do not wish to proceed with a relationship with or investment in 
Interactive Life Systems, LLC, please notify us of that decision promptly, and redeliver to us all 
copies of the Confidential Information. We assume that you and your Representatives will 
continue to abide by the confidentiality requested hereunder, notwithstanding the return of 
the Confidential Information. 
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*** Accredited Investor Notice *** 
This Business Plan is intended only for Accredited Investors, which meet the requirements (in 
accordance with Rule 501(a) or 506 of Regulation D of the Securities Act of 1933, as amended). 
If you have not already completed an Accredited Investor Questionnaire with Interactive Life 
Systems, LLC, please contact our offices to obtain the required form. As an accredited investor, 
you must be able to answer yes to one of the following: 
 

 Respondent is a natural person who has individual net worth, or joint net worth with his/her spouse, 

that exceeds $1 million. 

 Respondent is a natural person with income exceeding $200,000 in each of the two most recent years 

or joint income with his/her spouse exceeding $300,000 in each of those years and a reasonable 

expectation of the same income level in the current year. 

 Respondent is an entity, not formed for the specific purpose of acquiring the securities offered, in 

which all of the equity owners are accredited investors. 

 Respondent is a bank, savings and loan association, broker-dealer, insurance company, registered 

investment company, “business development company” (as defined under Section 2 of the 

Investment Company Act of 1940, as amended), or “small business investment company” (as defined 

under the Small Business Investment Act of 1958, as amended). 

 Respondent is an employee benefit plan, within the meaning of the Employee Retirement Income 

Security Act, with total assets in excess of $5 million, and a bank, savings and loan association, 

insurance company, or registered investment adviser makes the investment decision. 

 Respondent is a corporation, business trust, or partnership, not formed for the specific purpose of 

acquiring the securities offered, with total assets exceeding $5 million. 

 Respondent is a trust with assets in excess of $5 million, not formed for the specific purpose of 

acquiring the securities offered, whose purchases are directed by a “sophisticated person” as defined 

under Rule 506 of the Securities Act of 1933, as amended. 

 Respondent is a private business development company as defined in Section 202 of the Investment 

Advisers Act of 1940, as amended. 
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I. Executive Summary 

Purpose of the Plan 

The purpose of this plan is to create a workable business model and provide potential investors 
with the information necessary to evaluate the merits of the value proposition and growth 
strategy of national and global utilization of CellAlert24™ through Interactive Life Systems, LLC 
(hereafter referred to as ILS). Additionally, it will serve as a guide for management by 
establishing goals against which performance can be measured. 

Introduction  

CellAlert24™ is an innovative mobile application for life safety, health, and 
wellness solutions from ILS. The Company has developed a patent-pending 
smart phone application to provide consumers with a professionally monitored 
Mobile Personal Emergency Response Service (MPERS) anywhere their cell 
phone operates. Whether in need of emergency medical response, police 
response or just a friendly voice on the other end of the phone while transiting a 
risky area, CellAlert24™ provides a 24/7 connection to professional help and 
emergency responders. It also notifies friends and family, advises first 
responders of emergency medical data, and tracks location. CellAlert24™ is 
rewriting the old alarm industry technology and coupling it with the latest 
mobile medical capabilities. 
 
CellAlert24™ is a unique investment offering the protection of a patented new technology, 
which is a game-changer in an existing established market, excellent returns, and safety of 
investment specifically due to the asset value of its monitoring contracts. Each monitoring 
contract is a liquid asset and over the five-year life of the business plan, CellAlert24™ will 
produce over 2 Million subscribers yielding a minimum asset valuation of over $275M before 
including Company assets such as real estate, goodwill, intellectual property, etc. 

The Problem 

According to the U.S. Census Bureau, the number of people over 65 in the United States is set 
to jump to 74 million in 2025. According to 
AARP, starting January 1 2011, a baby 
boomer turns 65 every 8 seconds, which 
equates to over 10,000 every day or 3.9 
million people every year. This trend will 
continue for the next 19 years. In addition, 
worldwide, that number is expected to 
double from some 550 million to over 1.2 
billion seniors. Many of these seniors will 
want to keep living independently at home 
and will be technology-savvy consumers of 
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healthcare, who want to play an active role in managing their health and well-being. 
Increasingly, they will look to technologies that help them gain access to medical care while 
being able to remain independent. According to research, the desire of elderly Americans to 
live at home instead of moving into a retirement home is strong. AARP surveys consistently 
show that nearly 90 percent of people 65 and older want to stay in their homes as long as 
possible.  
 
One of these technologies is Personal Emergency Response Systems (PERS) – otherwise known 
as medical alert services. These services, offered by companies like Philips Lifeline and Health 
Watch, involve subscribers utilizing wearing a personal help button or device. In an emergency, 
subscribers simply press the button and are immediately connected via a home based landline 
to a caring, specially trained operator. These operators have instant access to the caller’s health 
history and personal history, and will ensure appropriate action is taken – whether notifying a 
family member or neighbor, or calling the emergency services. The success of the ‘old-world’ 
PERS market has proven the demand. Seniors as well as at health risk children and adults need 
a way to reach out for help when a medical emergency arrives. 
 
However, these “conventional technologies” leave a lot to be desired. The personal activator 
may not work in all rooms of the home, two-way audio is very limited due to voice range from 
the base station, and signal often does not travel to the garage or outside, where typical 
subscribers may spend a lot of their time. In all cases, the device is useless outside the confines 
of the home, cannot transmit or display medical data, and cannot notify others in addition to 
the monitoring station, of an emergency event.   

 
The lack of reliable technology is a concern for older persons. Among 
older adults, falls are the number one cause of fractures, hospital 
admissions for trauma, loss of independence, and injury deaths. 
“Every year, one in three adults 65 and older experience some sort of 
fall,” said Jack Rhian, president and chief executive officer of AMAC.”   
 

The 2nd generation of this industry MPERS (M for Mobile) is designed to provide this monitored 
emergency services request anywhere by integrating the service with a mobile phone. The 
ability to take a device that is already a part of everyday life, carried with them on their person, 
and transform it into a personal emergency response system, that can be used anywhere cell 
coverage is available is what the demand is for. According to a new Citi Investment Report from 
analyst Jason Bazinet, nearly 30-percent of all U.S. households have now disconnected their 
landlines -- up from 25-percent just one year ago. As Business Insider explains, the "wireless 
substitution" has noticeably accelerated over the past nine quarters, with more than 1-percent 
of households disconnecting their lines each quarter. MPERS technology offers a variety of 
features to accommodate an independent senior lifestyle while delivering peace of mind for 
caregivers. The current systems on the market using an MPERS solution are inadequate with 
limited features or capabilities.    

http://www.businessinsider.com/chart-of-the-day-almost-a-third-of-us-households-have-cut-the-landline-cord-2010-8
http://www.businessinsider.com/chart-of-the-day-almost-a-third-of-us-households-have-cut-the-landline-cord-2010-8


 
 
  

8 | Page - Copyright© 2012 – Interactive Life Systems, LLC - CellAlert24™ - All rights reserved - CONFIDENTIAL 
 

The Solution 

The CellAlert24™ application is a disruptive technology in the health and life safety / alarm 
industry. A simple way to think of it is On Star™ and LifeAlert™ (I’ve fallen and I can’t get up) 
transformed into a mobile application for Android and iPhone with additional features. The 
phone application uses existing smart phone technology to deliver a medical or personal safety 
alert with location data to a security-monitoring center. The application also automatically text 
messages up to three emergency contacts to advise them of the event and provides a one-tap 
link to the monitoring center via phone call so that the contract can get a quick update on the 
victim’s status, location transported to, etc. Emergency medical data (such as allergies, 
medications, medical conditions, etc.) is securely stored in the device and made available to 
first responders via access code. The application is monitored 24/7 by a state-of-the-art alarm 
monitoring station. The station receives the alert and is able to identify the location and 
establish two-way voice and one-way video link directly with the subscriber, initiate the 
response of police and/or emergency medical personnel and to stay online with the subscriber 
until the event is concluded. No one with a cell phone is alone and helpless with CellAlert24™. 

Market Opportunity 

Opportunities in Healthcare and Personal Safety 

At the intersection two very fast growing demographics, (population growth of senior citizens 
and Smartphone usage) CellAlert24™’s market opportunity is timely. Since the functionality and 
appeal of the application extend far outside the senior and active retiree market, 
CellAlert24™’s overarching market size is far larger than conventional PERS alarm industry.  
 

Some key market headlines: 
 Mobile health app market predicted to hit $400M by 2016 - ABI Research 

 Revenue from downloads of remote patient monitoring apps is expected to hit $63 million by 2016 - 

ABI Research 

 Alarm Industry Average purchase multiples for residential burglary accounts as well as PERS 

monitoring contracts are 32-38 times the monthly  recurring revenue (MRR) – SDM Magazine 

 Alarm Industry average monitoring contract lifespan is 9 to 11 years due to its affordability – SDM 

 Alarm Industry revenue is expected to reach $44.33 billion in 2011 – SDM Magazine. 

CellAlert24™ goes one-step beyond, using the game-changing technology of 
Smartphone mobile apps to integrate an outstanding feature set into an easy-to-use 
application, which can be downloaded free to a customer’s Smartphone device. 
 
CellAlert24™ application will incorporate automatic fall detection capability using 
existing Smartphone devices, so caregivers and family members are quickly notified 
even if the user is unable to call for help. This same application can also detect a 
vehicle accident and automatically initiate the alert sequence subject to a manual 
cancelation of the call, enabling the device to replace the OnStar subscriber model 
that is installed in vehicles. 

http://links.mkt1985.com/ctt?kn=167&ms=Mzc5MjUyMwS2&r=MjQxNzM2MDAzMTUS1&b=0&j=MTE3NTc3MDAxS0&mt=1&rt=0
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For many seniors, retirement is synonymous with freedom. They finally have the time to pursue 
diverse interests at their leisure and lead healthy, independent lives. However, as seniors 
continue to age and develop complications that coincide with aging, they and their loved ones 
encounter difficult decisions about their living situation and lifestyle. The common perception is 
that seniors have essentially four options for living accommodations: 
 

 Seniors may remain independent, staying in their own home or moving to one which is generally 

safer (e.g., one-story, smaller, etc.); 

 Seniors may move into an assisted living facility; 

 Seniors may move into a long-term care facility; or 

 Seniors may move in with a family member or close acquaintance. 

The lack of traditional senior care options combined with seniors' desire to remain independent 
is precipitating dramatic change. Fortunately, mobile personal emergency response system 
(MPERS) technology offers a variety of features to accommodate an independent senior 
lifestyle while delivering peace of mind for caregivers. Automatic Fall Detection notifies 
emergency response specialists in the event of a fall, while location based services such as GPS 
can identify a senior's current location. Reliable cellular communication means that MPERS 
devices operate in and out of the home throughout the U.S. But MPERS technology is not just 
about providing crucial assistance in emergency situations — it's about a convenient, 
personalized solution that promotes a healthy, vibrant lifestyle. 
 
The enhanced feature set of the CellAlert24™ system will enhance the lives of traditional 
Personal Emergency Response System (PERS) users both inside and outside the home. Using 
the monitoring services, subscribers will be assured that a knowledgeable caring healthcare 
professional is available 24/7 on the other end of the line and available with a tap to the 
touchpad of the phone.  
 
The SafeWalk™ feature allows the subscriber to talk directly to the monitoring center in the 
event there are suspicious activities or persons in the immediate area without involving the 
police unless it becomes necessary to do so. A small per use charge will apply when going 
beyond the monthly allotment of two SafeWalk™ events.  
 
In addition to appealing to the exploding active & inactive senior population our application will 
also appeal to several large population segments such as: 
 

 At risk / health affected children and teenagers. 

 Latchkey Children 

 Female Executives and Professionals, College Co-eds and anyone 

concerned with personal safety and risk of assault, rape, robbery, 

assault, etc. 

 Anyone concerned with home invasion robbery or abduction. 
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In addition, a number of other potential users include  

 Children (parents) at risk for health events 

 Children (parents) at risk for personal safety 

 Females ages 25-65 at risk for personal safety 

Not only does CellAlert24™ give reassurance to the end-user who no longer needs to fear being 
out of range of a conventional PERS system. Alternatively, who may be at a disadvantage 
defending themselves in a assault or robbery, but it provides invaluable peace of mind to their 
families who will often pay for the service themselves to assure the safety of loved ones.     

 
The U.S. Department of Justice reports: 

 797,500 children (younger than 18) were reported missing in a one-year period of time studied 

resulting in an average of 2,185 children being reported missing each day.   

 203,900 children were the victims of family abductions.   

 58,200 children were the victims of non-family abductions.   

 Nearly 1 in 4 women may experience sexual violence by an intimate partner in their lifetime 

 The cost of rape and sexual assault, excluding child sexual assault, per criminal victimization is 

$87,000 per year. For the victim, the average rape or attempted rape costs $5,100 in tangible, out-

pocket expenses 

 One in 4 girls and 1 in 6 boys will be sexually assaulted by the age of 18 

 Many long-lasting physical symptoms and illness have been associated with sexual victimization 

including chronic pelvic pain; premenstrual syndrome; gastrointestinal disorders; and a variety of 

chronic pain disorders including headache, back pain, and facial pain. 

Opportunities with Existing Security Monitoring Companies 

In addition to selling the CellAlert24™ direct to consumers or large enterprise organizations, to 
ensure that ILS takes full advantage of the potential market in the healthcare and personal 
safety industries, its business model will include marketing CellAlert24™ (or a private label 
version of the technology) through existing security system dealers. If the opportunity with a 
company is large enough ILS will also negotiate a licensing fee in order to collaborate with 
companies that wish to use the technology, buy embed it within their existing systems.  
 
The existing security monitoring industry is large and growing at a rapid pace: 

 Security Industry Revenue - $44.33 Billion in 2011 - SDM Magazine 

 15,000+ Security Dealers in US  - Security Systems News 

 About 75% of companies do residential security - Security Systems News 

 About 23% of US Homes have Security Systems – Usnews.com 

 Total US Monitored Population 27.26 Million – 2011 Security Sales & Integration Installation Business 

Report 

 Roughly 22% of security contractors have annual revenues between $1 MM – $4.9 MM – 

SecuritySales.com 

Regardless of the particular sales channel that is used, the proprietary, patent-pending 
technology of CellAlert24™ will set it apart from any of its competition.   
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Company and Industry Background 

Company 

Interactive Life Systems, LLC is a newly established (2011) application development company 
servicing the healthcare and life safety industries in the area of safety and personal monitoring. 
CellAlert24™ products provide a sense of comfort and security to its customers by providing 
24/7 monitoring everywhere where they go by leveraging their mobile phone. Later iterations 
of the software will include interaction with medical monitoring devices for home based or 
mobile telehealth applications. This is a fast-growing market designed to lower health care 
costs and improve quality of service while allowing an active independent lifestyle for those 
who wish to do so. 

 
Industry - Personal Emergency Response 

In the US and around the world, the home healthcare market continues to 
grow rapidly, driven in part by aging baby boomers and a growing trend of 
shifting some types of healthcare away from the hospital and into the home. 
To service these baby boomers, health care companies developed a Personal 
Emergency Response System (henceforth known as PERS) to provide a 
monitoring system to notify emergency services personnel in the case of an 
injury or serious health event. This industry has experienced double-digit 
annual growth. This brings the industry to approximately $2 billion globally.  

 
Frost and Sullivan (Mountain View, CA, USA), an international consulting firm.­-has found that 
the PERS market earned revenue of US $963.9 million in 2010, an increase of 15.2% compared 
to 2009. It is expected to grow at a compound annual growth rate (CAGR) of 10.4% from 2010 
to 2017, reaching $1.86 billion in sales by 2017. With the market, competitive and fragmented, 
competitors in the industry are looking to differentiate themselves with a focus on integrating 
these services with the latest technologies. The current market figures represent only medical 
alert revenues targeted at senior citizens. CellAlert24™ intends to draw to an even larger 
market across many demographics. 
 
CellAlert24™ will look to utilize Smartphone technologies using an application download to 
enable their cell phone as a fully featured personal life safety device capable of: 

 Alerting the monitoring center in the event of a medical or personal safety emergency 

 Automatically detecting a fall and alerting the monitoring center 

 Sending out text/SMS notifications to emergency contacts letting them know of the event 

 Using GPS to track the subscriber location and inform first responders for accurate response 

 Proving one-touch activation and two-way audio communication with the monitoring center 

 Providing a live video feed from the subscriber phone to the monitoring center. 

 Providing first responders instant access to vital emergency medical data right on the Smartphone 

 Protecting against false alarms through advanced programming metrics 

 Providing outstanding customer service with uniquely well-qualified medical professionals in the 

monitoring center 
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CellAlert24™ will work on iPhone (Phase 1B), Android (Phase 1A) and iPad and Tablets running 
the Google Android operating systems, giving the company extremely strong reach into the 
market base with over 65% of the entire Smartphone market. 
  
Conventional PERS systems are home-installed systems that cannot function beyond the range 
of the pendant or activation unit carried on the subscriber’s person. The PERS industry, which 
provides critical emergency services, is currently tied fixed landlines. It is becoming clear that 
the PERS industry is facing the same business threat from the demise of the landline as the 
security industry. According to a 2008 Frost & Sullivan report, the PERS market consists of 
approximately two million installed units, virtually all of which use phone lines to communicate 
with emergency services. CellAlert24™ enables active people to live active lives, secure in the 
knowledge that they can easily and quickly summon assistance regardless of where they are. 
The monitoring center is staffed 24/7 by highly qualified medical and emergency personnel 
delivering an unparalleled level of personalized service during any emergency event. Operators 
will be on the line with the subscriber during the entire event, able to obtain and relay critical 
information to response personnel.  
 

Industry Smartphone Usage 

A Smartphone is a mobile phone with advanced computer functionality or, more accurately, it 
is a miniature computer with phone capability. Such phones often run 
operating system software that provides a standardized interface for 
application developers. These operating systems are a requirement to run 
CellAlert24™ applications on these mobile devices. Popular Smartphones 
include the iPhone and the Blackberry, while popular operating systems 
include Symbian (owned by Nokia), Blackberry, iPhone OS, Windows 
Mobile (by Microsoft), and Android (by Google).    
 

Both in the U.S. and Globally the growth in PCs, smartphones and tablets is anticipated to grow 
from 1.2 Billion today to over 2.7 Billion in the next five years. The largest growth segment will 
be smartphones sales blew past the number of PCs sold last year, and they will be nearly twice 
PC sales this year, analyst Alex Cocotas of BI Intelligence predicts. 
 
More startling, smartphone sales will exceed 1.5 billion units per year by 2016. This compares 
to about 350 million PCs and 1.7 billion mobile handsets sold globally last year. The market 
opportunity for acquisition of mobile ‘connected’ CellAlert24™ users is enormous. 
Smartphone sales will be driven by two main factors, BI Intelligence says: 

 Replacement of nearly 5 billion "dumb-phones" with smartphones (smartphones currently make 

up only 10% of handsets worldwide) 

 Price declines. The average price of a smartphone will drop from about $315 last year to $200 

over the next several years 

 This will obviously have a huge impact on the mobile Internet economy, which is already 

exploding from the growth of smartphone penetration in the past few years. 

  
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Some other highlights from the report: 
 Smartphone unit sales will grow at nearly a 30% compound annual growth rate over the next five 

years 

 Smartphones will represent about two-thirds of all mobile phone purchases by 2016 

 Smartphones will be a $320 billion market by 2016.
i
 

These forecasts are much higher than those of other industry analysts, who generally expect smartphone 

unit sales to hit about 1 billion a year by 2015. 

 

ii 
 

In another study completed by Nielsen indicates that almost half (49.7%) of U.S. mobile 
subscribers now own smartphones, as of February 2012. According to Nielsen, this marks an 
increase of 38 percent over last year; in February 2011, only 36 percent of mobile subscribers 
owned smartphones. This growth is driven by increasing smartphone adoption, as more than 
two-thirds of those who acquired a new mobile device in the last three months chose a 
smartphone over a feature phone. 
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Below are powerful numbers for CellAlert24™’s unique marketing and demographics, based on 
a variety of metrics. 
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One of the most popular Smartphone feature sets is navigation. The Federal Communication 
Commission has mandated that all mobile operators introduce high-accuracy positioning in 
order to enable precise location of mobile callers placing 911 emergency calls. In response, 
many phone manufactures and phone service providers are now offering commercial location 
based services (LBS) centered around the Smartphone’s ability to pinpoint its exact location. 
Such a feature, when combined with our services allows emergency personnel to quickly locate 
the affected subscriber.   

 
Industry Mobile Applications 

Consumers who own Smartphones can choose to add functions to their device by downloading 
software at application stores or “app stores.” Customers will connect and manage their 
account through an application downloadable to their Smartphones. As industry research 
shows, consumers are more and more comfortable leveraging their Smartphones in this regard.   
 
The global market for consumer spending on mobile content, apps and games, and services 
totaled $121.8 billion in 2011 and is expected to grow to $138.2 billion this year. The 
advertising spend on mobile media is expected to rise from $6.3 billion in 2011 to $11.6 billion 
in 2012. The annual total this year is forecast at virtually $150 billion. The data comes from 
research firm Strategy Analytics. 
 
In contrast to the conventional PERS technology, CellAlert24™’s unique approach using 
applications avoids all hardware and associated set up costs, dramatically reducing the overall 
costs to set up and service the subscriber account. This translates into the ability to price 
services well below the conventional PERS providers while maintaining exceptional profit 
margins. 
 
International Data Corporation predicts that the number of mobile application downloads 
worldwide will grow from 10.9 billion in 2010 to 76.9 billion in 2014, or a 60 billion (600%) 

increase over just four years. The market 
intelligence company also anticipates mobile 
app revenues will surpass $35 billion in 2014 
well outpacing prior industry forecasts. The 
iTunes App Store is a popular store, having 
experienced over 1 billion downloads within 9 
months of its launch in July 2008. Other app 
stores include the Blackberry App Store, the 
Palm Store, and Google’s Android Market. 
Previous research from the Pew Internet 
Project points to 24% of the U.S. adult 
population using apps, with app users having 
18 apps on their device on average. 
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Business Model 

CellAlert24’s Target Customer Base  

The target market for the CellAlert24™’s monitoring packages includes a number of different 
demographics who value the security of being just a touch away to contact emergency 
responders.    
 
The sales channels that are used to reach the broadest possible client demographics will be 
multi-focused. ILS will use a combination of direct and indirect approaches to the market. The 
sales business models will be a synergistic advantage of existing alarm dealers, affiliates, and 
direct sales to large organizations and direct to the consumers through the internet. The sales 
channel will incorporate the following sales areas: 

 Standard Alarm Dealer - The average dealer will be a one-office company. They will have an account 

base of 1000-5000 monitoring accounts. They will purchase the CellAlert24™ dealer-branded app 

with monitoring services as a package at wholesale rates. They will have the ability to mark up the 

services within a specified min-max range. The app will automatically pass through all fees and 

percentages to the dealer, but CellAlert24™ will do the billing under the dealer brand name. 

 Private Label Alarm Dealer - These will be medium and large alarm dealers with account bases 

ranging from 5000 to 100,000 monitoring accounts. These dealers will follow the same structure as 

the standard alarm dealer, with the exception that they will pay a fee to have the app customized to 

their specific brand including logo, color scheme, etc. They will pay a private label fee of $5,000 and 

any customization fees. CellAlert24™ will still do the monitoring and the structure of the financial 

relationship will follow the same as the standard alarm dealer. The private label dealer will have to 

commit to adding on a certain number of subscribers in the first year or they will have an increase in 

monitoring fees as a result.  

 Strategic Partner / Licensee - This ILS model will allow the app being customized for use entirely for 

the licensee. An up-front fee will be paid by the alarm company of $50,000 and the app will be 

customized with features, appearance and branding specific to the licensee. The app will be 

configured to interface with the licensee central monitoring station. ILS will not monitor and will not 

charge any boarding fee or monitoring fee of any kind. Once the app is licensed, the licensee then 

pays a small license or royalty fee per each subscriber using the app. We are presently researching 

the numbers on this but believe that a reasonable range for the monthly recurring royalty will be 

$3.25 per month for the software, which includes fixes and updates available to end users through 

the licensee. 

 Online Affiliates, Organizations, and Retail locations - Affiliates will be non-security dealers for us. 

Such as internet sites or retail shops, home healthcare providers, and even non-profit organizations 

(schools, hospitals, private foundations, etc.) that want to sell the CellAlert24™ product with a 

minimum involvement as an add on to their offerings. In essence, the affiliate dealer spends 

whatever they decide to market on their website, in their store, etc. They are non-security 

professionals so they have minimum product knowledge. They are just a simple reseller. They collect 

the up-front fee that they agree to charge the standard monthly prices. These organizations will split 

of the monthly recurring revenues that CellAlert24™ bills for the life of the contract. They will agree 

to put up banner ads or website info or in the case of a physical location, posters and flyers, etc. 

 Direct to Consumer e-Commerce - CellAlert24™ through its cellalert24.com web site will offer 

consumers an opportunity to subscribe without going through any other sales channels 
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The primary client focus for the CellAlert24™ technology will be to existing alarm dealers and 
strategic partners/licensees who in turn will focus on their existing customers. These customers 
will be homeowners and especially the senior citizen demographic as the PERS is already a 
proven product in this demographic. The secondary focus for CellAlert24™ will be direct to the 
senior citizen demographic through retail and website affiliates or direct through the 
CellAlert24.com web site. In addition to the emergency and medical monitoring, that is part of 
the traditional PERS market; we will expand the product-offering base and leverage this 
technology onto a number of different monitoring services. This includes a special 
“SafeWalk™” feature for college age and professional women, or any person that may need a 
‘virtual escort’ to accompany them in unfamiliar or unsafe places. The CellAlert24™ technology 
will also be ideal for to parents who value the safety & security our product can bring to at risk 
children who have medical conditions. The advantages of CellAlert24™ technology is that will 
be to allow traditional home bound PERS to be completely mobile anywhere, anytime, and any 
situation.  
 
Key attributes most sought by these customers include:  

 Mobility 

 Convenience 

 Reasonable prices 

 Specialized services  

Subscribers to CellAlert24™ no longer operate under the 
limitations of home-based, short-range wireless panic 
alarms and now can be completely mobile and know that 
wherever they are, CellAlert24™ has them covered. A 
“SafeWalk™” feature even allows subscribers to simply “get 
online” with a security agent for peace of mind when 
walking in parking garages or anywhere where a threat to 
safety may exist. Monitoring agents stay with the subscriber 
using two-way voice and one-way video until they have 
safely reached their destination. Automatic detection of 
falls and vehicle collisions is accomplished by use of 
software, which uses the phone built in accelerometer. Subscribers do not even have to 
activate manually the alarm in case of a car accident or serious injury-inducing fall. In addition, 
our strategic partners and integrate the interface and embed it within the traditional home 
monitoring software to have complete protection and monitoring from anywhere.  
     
Key Functions 

 CellAlert24™ Monitored Personal Safety Alert [police response] 

 CellAlert24™ Monitored Medical Alert [emergency medical response] 

 SafeWalk™” Monitored Companion [safe escort by monitoring center] 

 “SilentAlarm™” for assistance during Duress/Hold-up/or Panic Emergency 
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CellAlert24™’s markets includes:  Active Retirees, Senior Citizens, Parents of “at risk” children, 
college co-eds and professional females who travel or are concerned with risk of attack, and 
executives and their families concerned with personal safety. The customer markets listed will 
be marketed through the five sales channels listed above. The current stage of the operation is 
pre-revenue with programming presently in progress and nearing beta testing stage. Estimated 
first deployment (product launch) will be in the end of 3rd quarter 2012. 
 
The CellAlert24™ application technology transforms a smart phone into a monitored, 
completely mobile, and partially self-activating Personal Emergency Response System to 
summon emergency medical or police assistance. CellAlert24™ provides its own central alarm-

monitoring center to perform this service (except for strategic 
partners/licensees who have the option to utilize their own 
monitoring services.) The system includes innovative features 
such as emergency medical information, GPS locator, and text 
messaging to emergency contacts, automatic fall/collision 
detection, and automatic communication through data, two-way 
voice, and one-way video from the device. Integrated false alarm 
prevention systems and verification will provide top priority from 
emergency response agencies.    

 
The Company is presently looking for an investor or a small group of investors that will invest to 
help bring this product to completion and to market. In addition to capital, we are desirous of 
investors with expertise in marketing to channel partners, or expertise in technology or health 
and life safety services to serve on our advisory board.   
 
Our application is a hybrid based on its functions. At 
the first stage, we would be considered in the security 
/ life safety industry. The business model centers on an 
‘On-Star; type system but freed up from the 
installation in a car. Instead, our model is applied to 
smart phones as an application with 24/7 monitoring 
by a central security-monitoring center. Beyond that, 
we will look to be considered as part of the mobile 
healthcare services industry. The CellAlert24™ 
business model is to merge the influence and appeal of 
an established industry for Personal Emergency 
Response (PERS) with the rapidly expanding 
Smartphone technology industry, adding in interconnectivity to other home medical monitoring 
devices and applications such as Microsoft Health Vault. Our goal is to cause a paradigm shift in 
the entire Security, PERS, and telemedicine fields with our mobile technology. Ongoing 
development will continue to provide additional features and value in mobile healthcare and 
telemedicine applications. 
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CellAlert24™ delivers more features in a completely mobile environment using devices that are 
already a key part of consumer’s lives and does it at a far lower cost than the old-technology 
alternatives. It does so in menu-style approach so that functions and features can be 
individually selected and each market and sales channel can have a uniquely skinned 
application suitable for their specific needs and lifestyle. Private label alarm dealers can 
customize it to their company while our strategic partners/licensees will have the capability of 
integrating the CellAlert24™ technology into their current or new systems as part of their 
licensing fees.  
 
How It Works 

In the event of an emergency, subscribers can quickly trigger the alarm on the touch screen and 
the CellAlert24™ licensed monitoring station will immediately 
respond and have the appropriate authorities dispatched to the 
subscriber’s location. SMS text messages will also be sent to up to 
three of the subscriber’s emergency contacts, informing them of 
the type of activation and the location. After the alarm has been 
triggered, CellAlert24™ will track the phone location every 10 
seconds using a triangulated GPS methodology, and the monitoring 
station will keep first responders informed and up-to-date on the 
client’s whereabouts. A trained dispatcher will stay on the line with 
the subscriber until help arrives. Emergency medical information 
will be available via unlock code on the subscriber’s phone, to 
provide first responders with critical life-saving data on medical 
conditions, allergies, medications and more. With CellAlert24™ our 
subscribers have the peace of mind knowing someone is always 
there ready to respond whenever called upon through the system. 
Whether a medical or personal safety emergency, CellAlert24™ 
makes sure our subscribers are always a push button away from 
help no matter where their active lifestyle takes them.   

 
Another application will be a full service device that provides for emergency medical and police 
response with 24/7 monitoring services, health information exchange including emergency 
medical data for first responders, and health device interaction and data collection. The 
CellAlert24™  device and monitoring service will serve both for emergency services response in 
the first phase as well as a telemedicine intermediary between patients and clinics, hospitals 
and doctors in subsequent phases.  
 
The third major application area will include the “SafeWalk™” market segment, which was 
described above, and “SilentAlarm™” for assistance during Duress/Hold-up/or Panic 
Emergency. The robust offering under the CellAlert24™ technology is unmatched in the 
industry and will be a perfect synergistic product for the marketing channels selected. 
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Competitive Advantage 

CellAlert24™ management and advisors have identified a number of advantages to our product 

that will help to differentiate us from the competition.   

Early Market Entry 

At present, only one app-based competitor has a mobile system 
that connects to a monitoring station and the app provides none 
of the other features of CellAlert24™. All others rely solely on a 
911 telephone call or a call or text to friends or family. 
CellAlert24™ will use its first mover advantage to penetrate the 
market and establish brand leadership. Extensive investment in 
marketing and branding and use of internet marketing will 
maximize brand exposure. To Summarize: 

 First to market. 

 Better business model. 

 Disruptive technology replacing an existing, well-established solution in established markets, 

expanding markets beyond the conventional reach by over 500%. 

 Patent – Pending: First total IP solution w/ two-way voice and video 

 Only app to work on iPads and Tablets (IP voice and video tech) 

 Ability to sell in large quantities by offering revenue share to Strategic Partners and Affiliates, 

successful Alarm Dealers, Universities, Woman’s Gyms, Health Care Institutions & Associations, etc. 

 Adding a new customer as easy as scanning a QR code 

 Everything is automated including subscriber on-boarding, set up, billing, collections and revenue 

share 

 Dealer brand, private label and licensing models 

 Integration into existing alarm products possible – home automation and alarm control apps 

Value Proposition 
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Business Relationships 

One of our core competencies remains with the relationships that our management team has 
built with various healthcare organizations and our history in the alarm monitoring industry 
where we intend to take advantage of dealer and affiliate relationships. The sales channels 
selected will include but not limited to: 
 

 Standard Alarm Dealer  

 Private Label Alarm Dealer 

 Strategic Partner / Licensee  

 Online Affiliates, Healthcare Organizations, and Retail locations  

 Direct to Consumer e-Commerce 

Intellectual Property 

CellAlert24™ has invested considerable energy and resources into the development of its 
applications that is unmatched by any of the competitors on the market. A patent for this IP is 
currently pending and will provide a level of protection for CellAlert24™’s unique feature set 
and benefits to the subscriber.   

Corporate Team 

CellAlert24™ is a startup company but already has a strong team of professionals committed to 
the company and project. Additional professionals will be hired or contracted once funding is 
obtained. 
 

Interactive Life Systems, LLC 
Kurt von Strasser CEO BSBA - 20 years of “C” level experience in the alarm services  in 

residential, commercial and government security operations 

Tom Tankin COO 20 Years senior management in alarm services and electronic 
security 

Spencer Scmerling CTO Developed and management development teams, products and 
project management of mobile applications and internet mobile 
marketing systems 

Mark Martin Director, Business Development Involved in two startups using technology and mobile applications 
Established extensive reseller operations and support services for 
nationwide product launch with ConquestCard 

Dr. Kate Zhong Board of Advisors MD - 15 years of diversified clinical and pharmaceutical research 
experience 

Dr. Simong Youmans Board of Advisors MD - board certified emergency physician for 23 years 

Les Gold Esquire Board of Advisors, Legal Counsel. Authored California alarm 
licensing law. Counsel for M&A in alarm industry. Lifetime 
achievement award, California Alarm Association. SSI Hall of Fame. 

Alan Pepper Esquire Board of Advisors, Legal Counsel. Focus in security alarm industry 
including extensive contract law and litigation, over 250 mergers 
and acquisitions ranging in size to over $400M. Representation of 
security industry in front of numerous city and state agencies.  

Jennifer Kirchenbaum Esquire Law firm specializes in security industry and healthcare industry.  

Sasha Panova Management Team Executive 
Assistant 

Crucial liaison between management personnel, developers, and 
client contacts – Coordinator of business processes  
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Financial Requirements and Projection Use of Funds 

Based on the ILS financial projections the total funding required is approximately $5 Million 
that will be used to build the infrastructure, start the operations, hire personnel, outsourced 
services and to cover overhead expenses during the crucial two-year ramp up period. Year 1 is 
shown below: 
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ILS is seeking funding for the following major investments 

 Create a CellAlert24™ company structure that is ‘Go-to-Market’ Ready 

 Cover all patent, copyright and trademark approvals that may arise 

 Research and Develop specific ‘Market-Ready’ Products and Services offerings 

 Hire an appropriate staff of professional product development staff 

 Cover business startup cost including setting up offices, training facilities, monitoring facilities and 

building an appropriate sales channel 

 Creation of a powerful and rich web portal, video production and show exhibits 

 Continued development and refinement of the CellAlert24™ APP offerings 

 Office computers and equipment 

 Hire an appropriate staff of professional management and contract to monitoring facility personnel 

 Cover the cost of professional consulting services as needed to build initial infrastructure 

 Form strategic alliances with Emergency Service Providers and build a Service Provider Network 

 Form strategic alliances with equipment and software vendors 

 Form Strategic Alliances with the various sales channels that CellAlert24™ will be marketed through 

 Form strategic alliances with government agencies, health insurance companies, and private pay 

companies to establish a strong provider reimbursement network 

 Create and execute and aggressive marketing campaign including direct sales, trade shows and 

conferences 

Investor Money 1,300,000$   65.18%

Revenue - Year 1 694,367$      34.82%

Total Sources of Funds 1,994,367$   100.00%

Office Furniture & Fixtures (7 year Life) $50,000 3.30%

Copyrights, Patents, Trademark Filings and Approval (7 Year) $80,000 5.28%

Computer and Technology Equipment (5 Year) $50,000 3.30%

Research And Development of new Products and Technology (5 Year) $60,000 3.96%

On-Going Project Development, Enhancements and Testing  (3Yr) $120,000 7.92%

Cost of Services as percent of Revenue 149,663$      9.88%

Outsourced Services 36,000$        2.38%

SaaS/PaaS Hosting Services/Amazon EC2 12,000$        0.79%

Personnel (12months payroll) + taxes/benefits 605,016$      39.94%

Office Lease and Expenses & Misc 21,000$        1.39%

Professional Services (Accountant/Lawyer/Consultant) 18,000$        1.19%

Advertising/Marketing / Trade Shows 241,192$      15.92%

Travel and Entertainment 60,000$        3.96%

Misc/Contingency Cost 12,000$        0.79%

Taxes - Corporate -$                 0.00%

Total Use of Funds 1,514,871$   100.00%

Uses of Funds - 12 Months

Sources of Funds - 12 Months
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In addition to the money obtained through an investment partner, the revenue generated from 
the sale of the services provided by the company will supplement the initial cash flow. 
CellAlert24™ projects that it will take at least three months of additional preparatory work after 
funding to start generating any revenue. The Company projects a steady growth and significant 
net income over the five years as the business plan is implemented and long term over the life 
of the company. Year 1 and 2 represents a gradual buildup of the CellAlert24™ services units. 
Due to very high startup cost to create the structure and programs involved in the company, 
the first two years will reflect a loss in net profit, but once the processes, products, and services 
are in place the profitability and cash escalates quickly. Below are the net profit projections. 
 

 

Pending Obligations  

ILS has no outstanding financial obligations at this time. 

Exit Strategy 

Although no definitive exit strategy has been 
determined, the investors and members of ILS may 
desire to ‘cash-out’ their investments through 
profits and/or the sale ILS when it is determined 
the timing is proper. It is the consensus of the 
current corporate team that one of the larger 
companies that currently serve aspects of the 
CellAlert24™ market will be interesting in acquiring 
the company once it reaches critical mass. We 
estimate that this will occur within the five years of 
this business plan. Some potential acquisition 
companies are current PERS industry companies, 
Telecom, Cable, Alarm Systems, Healthcare, and 
Broadband providers.  
 

  



 
 
  

25 | Page - Copyright© 2012 – Interactive Life Systems, LLC - CellAlert24™ - All rights reserved - CONFIDENTIAL 
 

II. The Enterprise 

Mission Statement 

Mission Statement 

 CellAlert24™ will be the premier brand in monitored mobile life 
safety and health applications for Smartphone devices, offering 
a compelling value proposition leveraging software over 
hardware, mobility over fixed operation, and robust features 
over limited capabilities, delivering an outstanding subscriber 
experience at lower cost than all conventional personal safety 
systems on the market.    

 
Goals & Objectives  

The objective of CellAlert24™ is to expand and take a significant lead in the MPERS industry by 
maintaining its technological advantage as a forerunner in this market. In order to achieve this 
goal, the company needs to expand and invest in marketing and sales to establish and maintain 
brand leadership. The sales channels that will be targeted are  

 Standard Alarm Dealer  

 Private Label Alarm Dealer 

 Strategic Partner / Licensee  

 Online Affiliates, Healthcare Organizations, and Retail locations  

 Direct to Consumer e-Commerce 

Ongoing research and development is needed to bring additional planned phases of product 
releases to market thereby maintaining competitive advantage and increasing revenue streams 
and margins. 
 
Funds will be invested primarily to boost CellAlert24™’s marketing capability and build the sales 
channels in order to increase sales, subscribers, and revenues. New revenues will be re-
invested in R&D, increasing the capability of and quality of services. Increasing the number of 
clients will provide also an excellent source of market feedback information. By establishing and 
maintaining strong social media and customer feedback loops alongside our support ticketing, 
the Company will be able to improve continuously the features and directly target meeting 
market demand. CellAlert24™ will target the growing US market in the first two years focusing 
primarily on the demographics outlined and will expand globally thereafter.   
 

By focusing its strengths on research, developing innovative technologies while using its sales 
and marketing expertise to form strategic alliance, management expects to reach gross sales of 
$150M through the target acquisition of 2 Million subscribers by 2017 through all of the sales 
channels listed. 
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Our Strategic Plan goals are outlined below: 
 To become a US industry leader for MPERs with our target sales channels and customer base this will 

create brand awareness as the game-changer technology. 

 To launch phases I and II of the product technology. 

 To establish strategic partnerships within each of the sales channels listed including at least two key 

resale partners in either drug store retail sales or HMO / Healthcare markets.    

 Create market penetration by acquiring approximately 5,300 subscribers through all sales channels 

within the first 12 months 

 Operate a business model that can generate sustained profitability before the end of the first year 

Company Focus and Goals  

To reach the goals & objectives outlined by the CellAlert24™ management team, our company 
is dependent upon our ability to: 

 Establish a solid and robust sale channel – which will allow quick market traction on a large scale 

 Anticipate our customer needs – creation of a comprehensive, accurate, and up to date and cost 

efficient data set that provides the Company the ability to deliver unparalleled value and service 

through game changing applications delivering the latest high tech health/safety information 

reporting systems to emergency medical personnel and Police first responders. 

 Develop application solutions - that allow our service to be delivered to the customer in a variety of 

methods focusing on user friendliness and convenience. Development will be an ongoing process 

designed to continue to produce the latest technological advancements and to integrate features sets 

within the life safety and health applications sector. 

 Identify who our end user customers are – use our existing relationships and insider industry 

knowledge to identify the customers who have a need for our services & delivery methods to satisfy 

the end user. Maximize use of strategic marketing alliance and white label and licensing opportunities 

within the alarm systems, internet companies, healthcare and security industries. 

Company Values 

These statements, taken together, represent the Values of ILS: 
They do not stand-alone. Rather each complements and supports the other in telling us how to 
achieve our mission and vision: 

 To create ‘An Innovative Mobile Application for Life Safety, Health, and Wellness Solutions’  

 To succeed through innovation and by making complex processes easy 

 To remember that people are our greatest asset 

 To work with our clients toward mutual success 

 To provide peace of mind to parties involved in MPERS services  

 To pursue profitability and increase company value  

 To work diligently and act decisively 

 To be responsible and demand accountability 

 To share our success with our employees and partners 

 To pursue advances and overcome obstacles 

 To be honest 

 To respect our employees and partners and to enjoy our work 
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Organization  

Legal Structure 
Interactive Life Systems, LLC will be a registered Limited liability Company (LLC) established in 
the State of Nevada, which has authorized 100,000,000 membership units (shares). 
 
Kurt von Strasser currently owns 100% of Interactive Life Systems, LLC. CellAlert24™ is a brand 
name under the corporate parent of Interactive Life Systems, LLC. 
 

Company Officers 

ILS current officers are: 

Interactive Life Systems, LLC 
Kurt von Strasser CEO BSBA - 20 years of “C” level experience in the alarm services  in 

residential, commercial and government security operations 

Tom Tankin COO 20 Years senior management in alarm services and electronic 
security 

Spencer Scmerling CTO Developed and management development teams, products and 
project management of mobile applications and internet mobile 
marketing systems 

Mark Martin Director, Business Development Involved in two startups using technology and mobile applications 
Established extensive reseller operations and support services for 
nationwide product launch with ConquestCard 

Sasha Panova Management Team Executive 
Assistant 

Crucial liaison between management personnel, developers, and 
client contacts – Coordinator of business processes  

 
Location and Premises 

The offices and initial monitoring center for Interactive Life Systems, LLC will be located in Las 
Vegas, Nevada 
 
Intellectual Property 

CellAlert24™ has invested considerable 
energy and resources into the 
development of its applications that is 
unmatched by any of the competitors 
on the market. A patent for this IP is 
currently pending and will provide a 
level of protection for CellAlert24™’s 
unique feature set and benefits to the 
subscriber. The company has also 
acquired the internet domain of 
www.cellalert24.com – Additional 
domains may be obtained as needed.  
 
  

 

http://www.cellalert24.com/
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III. Products and Services 

Products & Services Information 

CellAlert24™ is a multi-modular system based on the concept similar to OnStar™ and 
LifeAlert™, but on a mobile phone as an application. Customers will have the ability to select 
from two primary functions with their associated monitoring services and later to add in health 
monitoring and emergency tracking services.     
 
MedAlert24™ is a medical alert application which provides the subscriber with the ability to 
easily activate an alert to the central station, transmit data on location, event and activate a 
two-way audio link with the central station operator. The phone also provides emergency 
medical data to be used by first responders and emergency room doctors to provide accurate 
treatment. 
 
Our second product offering, CopAlert24™ is a portable emergency alert 
system used to notify the central monitoring station at any time that the 
subscriber is concerned for their safety. The activation provides GPS 
notification and tracking of the subscriber location as well as audio 
transmission from the subscriber phone. CopAlert24™ also provides an 
additional feature called “SafeWalk™” and “SilentAlarm™”  which enables 
the subscriber to be on the phone with a central monitoring station while 
walking from one place to another (office to car for example), or if under 
Duress/Hold-up/or Panic Emergency  

Pricing Structure 

CellAlert24™ offers a FREE version of its application which has limited functionalities and which 
is not monitored by the CellAlert24™ central monitoring station. The application does text 
message emergency contacts with the event type and location in the event of activation, 
however without monitoring emergency services are not dispatched unless called by the 
subscriber or emergency contact. Emergency medical data is also contained within the phone. 
When a FREE subscriber upgrades to monitored service, then the CellAlert24™ monitoring 
station will receive and process all incoming activations from the application. 
 
Revenues are primarily generated from five basic streams of monthly retail subscription price, 
plus customization and licensing fees. They are separated into these revenue streams. 

Revenue Stream Monthly Subscription 

Revenue Standard Alarm Dealer  $19.99 

Revenue Private Label Alarm Dealer  $19.99 

Revenue Strategic Partner / Licensee $3.25 

Revenue Affiliate Partner  $24.99 

Revenue Direct Internet Sales  $24.99 

Customization Fees for Private Label Alarm Dealers – Initial fee $5,000 

Licensing Fees for Strategic Partners – Initial Fee $50,000 
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Regardless of which dealer sales channel the monthly/annual subscriptions are purchased 
through, we are calculating the minimum dealer sell price essentially the same. The ‘end-user’ 
purchases a basic subscription on either a month-to-month or an annual basis. The annual basis 
will provide a discount on the basic service package. The products that are sold through 
affiliates, healthcare organizations, and retail store locations will be charged slightly more on a 
monthly and annual basis to cover the overhead associated with that sale channel model.  In 
addition to these two primary products, add on components are available once the basic 
monitoring package is purchased. 
The monthly subscription fee for the two primary product offerings is 
as follows: 

 Medical Alert Services 

o $14.99 per month on a month to month and 10% discount 

will be provided to prepaid annual subscribers. ($17.99 for 

affiliate/retail) 

 Police Alert Services 

o $14.99 per month on a month to month and 10% discount 

will be provided to prepaid annual subscribers. ($17.99 for 

affiliate/retail) 

In addition, customers will have the ability to purchase both for a combined price of only 19.99 
on a month-to-month contract. 10% discount will be provided to prepaid annual subscribers.  
($24.99 for affiliate/retail). The financial model was built with using the monthly non-
discounted prices as an average price to calculate revenue. 
 

A number of secondary product offerings are expected to be launched over the next 12 months 
in Phase 2 can be added to any of the premium subscription packages outlined above. These 
add-on packages are not factored into the financial model. They may include: 

 Fall/Collision Alert Detection for  $1.99 per month 

 Web based portal (contacts can access to see live event and location services) $1.99 per month 

 Activity monitoring - $4.99 per month 

 Abduction monitoring - $5.99 per month 
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IV.Marketing Plan 

Industry Profile 

IMS Research forecast that the North American market for PERS (Personal Emergency Response 
Systems) will grow at a CAGR of 11.6% in 2012. Double-digit growth in the PERS market 
continues to be fueled by the baby boomer population’s need for medical monitoring. The 
reality is only a small percentage of aging Americans actually has the financial means needed 
for healthcare and living expenses throughout their golden years. In fact, according to AARP in 
order for a couple to retire in 2010 at age 65 with an annual household income of $50,000, they 
must have more than $840,000 in the bank, assuming no pension and the couple brings in 
$2,500 a month in Social Security. To have an income of $40,000, the same couple must have 
saved more than $667,000. Frost and Sullivan (Mountain View, CA, USA), an international 
consulting firm.­-has found that the PERS market earned revenue of US $963.9 million in 2010, 
an increase of 15.2% compared to 2009. It is expected to grow at a compound annual growth 
rate (CAGR) of 10.4% from 2010 to 2017, reaching $1.86 billion in sales by 2017.    
  

Healthcare Escalating Cost 

Of those amounts, according to Fidelity Consulting Services, they will need approximately 
$240,000 to cover medical expenses even with Medicare insurance coverage if no employer-
provided healthcare coverage exists, which is the case for 59 percent of American workers, 
according to the 2009 Employee Benefit Research Institute (EBRI) Retirement Confidence 
Survey. The EBRI Retirement Confidence Survey also states that 35 percent of retirees report 
they have long-term care insurance (separate from health insurance, Medicare and Medicaid) 
to help pay for care they might need in a nursing home, assisted living facility or at home. 
However, estimates by private long-term care insurance providers show that only 10 percent of 
Americans age 65 and older have private long-term care insurance. This suggests that many 
retirees are counting on coverage they do not actually have. 
  

Because of these astronomical costs, many Americans will be forced to stay in their homes 
longer than they intended just a few years ago when home equity could be counted on to fund 
many retirement dreams. PERS (and now MPERS) continues to provide a crucial bridge for 
seniors who need oversight but cannot afford assisted living and does not look to be slowing 
down in the near future.  
     
Medical Emergencies 

Medical emergencies are costly but they become 
exponentially more costly if not treated 
immediately. It is crucial that emergencies are 
addressed within the first ‘golden hour’ to prevent 
further damage to the victim. Every second counts 
when it comes to heart attacks, strokes, and 
falls/injuries.   
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 2 Million Heart Attacks and Strokes Every Year 

 Medical Cost for Heart Attacks Exceed $60 Billion Annually 

 There is a Heart Attack every 20 Seconds just in the U.S. 

 785,000 have a 1
st

 Heart Attack each year 

 470,00 have 2
nd

 or more Heart Attacks each year 

 Many drugs can be used to treat heart attack and stroke victims only work in the golden hour 

 
PERS systems also give medical providers a distinct 
advantage in lowering costs. Prompt response to 
emergencies such as broken hips (falls); stroke and 
heart attack have a direct bearing on the costs and 
recovery prognosis. For example, the chart to the 
right shows the recovery time and prognosis based 
on time to treatment for a typical heart attack. 
 
Medical providers will be a source that CellAlert24™ 
intends to leverage as strategic partners in 
marketing and subscriber services. The product can 
even be white labeled for a specific HMO or Clinic 
operation. 
 

 
While the PERS industry is very established at this 
stage, the use of mobile technology (as 
mentioned before MPERS) is in its relative 
infancy as producers have only in the past few 
years began to see the potential in mobile 
technology. This is a critical differentiating 
criterion as the competitors into the PERS 
industry continue to join the fray in search of 
profits.   
 

 

Market Potential 

Revenue projections vary based upon a number of independent research firms, but the 
consensus is that the revenues for remote patient monitoring services is to be a multi-billion 
dollar industry in the near future. Revenues from remote patient monitoring services that use 
mobile networks will rise to $1.9 billion globally by 2014, according to Juniper Research’s recent 
report. Parks Research is even more bullish which estimates that the home health market is be 
a $4.4 billion in the US alone (of which the remote monitoring is the primary component). 
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When Parks released its report findings last summer, lead analyst Harry Wang commented: 
“Wireless is an important crossover point for the healthcare sector and high-tech industry. 
Device and service connectivity is the model for future home care applications, and mobile 
networks will link a growing number of monitoring products to healthcare providers.”   
  

Another firm that predicted revenues for wireless health was CSMG, which published its own 
assessment of the mobile health opportunity earlier in 2011. CSMG included a wide range of 
services for its definition of mobile health, including; monitoring, personal emergency response 
services (PERS), telemedicine, mobile medical equipment, mobile health information, RFID 
tracking, and health/fitness software. By 2014, CSMG expects revenues for those services to 
top $4.6 billion in the U.S. While this report appears to have cast a wider net, CSMG’s 
predictions are similar to those found in the Parks Research report. Albeit about one year 
behind: $4.6 billion by 2013 vs.  $4.4 billion by 2014. 
  

While it is fair to claim that comparing these reports is similar to comparing three different 
breeds of apples, we included two oranges in our graph above, too. A 2009 ON World research 
report predicted that by 2012 the wireless sensor market would top some $6 billion in revenue. 
This market includes wireless sensors for everything including healthcare, but healthcare is a 
key vertical if not the key vertical for the sensors market. Finally, ABI Research published a 
report last year that predicted Wi-Fi enabled healthcare devices and services in the US would 
top $5 billion in revenue by 2014. Given the Wi-Fi network deployments in care facilities, much 
of that market would include home health services. 
 

Coupled with the drive by health care institutions to reduce expenses, telemedicine has earned 
a top spot in their investment and CellAlert24™ intends to exploit this opportunity by 
interfacing medical device monitoring in the home and on the go in its later releases. 
 
Wireless and mobile applications and devices will account for 70 percent of a U.S. Telemedicine 
market that is expected to reach $3.6 billion a year by 2014, according to a study from research 
firm Pike & Fischer. The major wireless telecommunications firms, led by AT&T, Verizon, and 
Sprint Nextel, will capture sizable chunks of this market, the report says. 
There still should be plenty of room for small, innovative software 
companies and device manufacturers, though many of these companies 
will become acquisition targets. 
 

 41+ Million Smart Phone Users in the US (ComScore 2011) 

 835 Million Global Smart Phone Users (Business Insider 2012) 

 665 Million Tablet Users in the US by 2016 (StartSpotting.com) 

 2012 Table users have reach 55 Million ( NewsMediaTrendWatch.com ) 

 35% + of the 55 Million user tablets on the go ( 

NewsMediaTrendWatch.com )  
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Growth Opportunities 

We believe that there are a number of growth opportunities available to CellAlert24™ from our 
initial market penetration into the MPERS (Mobile Personal Emergency Response System) 
market.   
 

New Products 

The early focus of our monitoring services center on sales through the five channels that were 
previously listed in the plan. Each of these sales channels which will accommodate various 
demographic groups that desire monitoring for medical, emergency, protection and safety 
reasons, however this technology is scalable to be custom tailored to a number of new product 
offerings.   
 

Global Expansion 

The current plan is to focus on US market penetration; however, this application is easily 
transferrable and thus capable of being sold to customer all over the world. CellAlert24™ 
intends to move ahead with the markets in the EU and key Asian Tiger countries immediately 
upon secondary funding through a combined plan of licensing and strategic alliances and 
possibly corporate expansion. 

 

The Company will establish either proprietary or partnership monitoring centers in key world 
markets, centralizing based on languages spoken. Regional monitoring centers will be set up in 
markets such as South American, the EU and the Asian Tiger countries. 

Barriers to Entry 

Market Access 

Entering markets and gaining access to entrenched alarm dealers, internet service providers, 
monitoring companies and retail affiliate locations in addition to end user consumer acceptance 
and brand recognition represent the largest barriers to entry into this market. To address this, 
the following initiatives will be undertaken to address this barrier.  
  

 Form strategic partnerships, alliances and licensing arrangements with key and major industry 

companies that have the ability to quickly take the CellAlert24™ technology to the mass market 

 Reach-out and establish relationships with key decision makers in industry affiliations to become a 

provider of choice to these institutions.   

 Provide free samples for customer testing.  

 Allow subscribers to select a temporary free, no obligation, version of the application and monitoring 

to determine goodness of fit.    

 Participate in Industry Trade Shows 

 Social Media and online communities, organizations and groups 

 Direct sales and marketing to major decision makers our chosen sales channels  

 Press Releases – Blogs – Online Advertising 

 Strategic alliances with existing large-scale healthcare providers 
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Government Regulation 

Many hospitals and social service agencies provide emergency response systems for seniors 
who qualify. Low-income seniors may qualify for a personal response system subcontracted 
through the state. Medicaid usually does not cover emergency or personal response systems, 
but each state may have funding available for some seniors through state and local agencies, 
such as the Department of Social Services and the Department of Aging. Funding for programs 
varies from state to state. Each agency determines which services are available to help seniors 
and the disabled and who qualifies for those services. Other sources of help that come from 
community-based services may provide some assistance. Governmental regulation changes 
that could change reimbursement policies for these products will be closely monitored to 
determine if a risk/opportunity arises in the treatment of this service.    
 

Technology  

Advances in technology will need to be continually monitored to ensure system stability and 
performance. We will work with our technical 
experts to stay informed of new updates to the 
various types of software used to develop the 
applications and ensure that testing is ongoing in 
order to keep the product working properly. This 
also includes all web browsers since that is what 
the customer uses to log in to the software. There 
will always be updates required that may include 
enhancements to the software and / or updates to 
the software when changes occur that will affect 
the use of the product. The other area that will be 
monitored is the type of hosting required as the 
customer subscriptions and use increase. 
Dedicated servers will eventually be required to 
continue the best service for the customers.    

Marketing Plan  

Phase I 

The summary action plan for Phase I marketing include: 
 Direct sales and marketing to contacts within Alarm Dealers and Monitoring Companies industries 

 Direct sales and marketing to companies that would desire to become strategic partners/licensee of 

the CellAlert24™ technology 

 Direct sales and marketing to large medical facilities, healthcare providers, home-health care 

organizations and other industry related companies that may desire to become resellers of 

CellAlert24™ technology 

 Direct sales and marketing to retail locations that may have interest in selling the CellAlert24™ 

technology solutions 

 Advertising within in trade related publications on the categories above 

Market Access, 
Consumer 

Acceptance and 
Brand Recognition 

Changing 
Technology 

Government 
Regulations 
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 Trade Shows and Conferences 

 Online App Stores and Smart Phone Marketplaces  

 Public Relations / Press Releases  

 PPC (Pay Per Click targeting existing search terms) 

 SEO (Search Engine Optimization targeting existing search terms) 

 Social Media and online networking sites to promote the CellAlert24™ technology 

 Online Communities (participation, banner advertising, etc.) 

 Victim Community / Online Support Groups and Non-Profit Organizations 

 Affiliate Marketing Channels 

 Viral Video / YouTube and internet marketing 

 Strategic Alliances such as Pharmacy Chains, HMO and healthcare organizations 

 Email blasts 

Phase II 

Phase II will add in the following channels once Phase I is complete: 
 Media such as cable TV (targeted audiences) 

 Direct Mail 

 Sponsorship of events and news worthy social causes relating to app functions 

 Direct through Online e-Commerce Stores 

 Global sales to Security Dealers / Dealer Programs 

 Global licensing to international companies and organizations 

Product Profile  

Key Features and Benefits  

Regardless of which of the five key sales channels that are utilized to deliver the products and 

services, the following are key features are incorporated within the CellAlert24™ technology 

service that delivers value to the end-user customer by stimulating 

confidence, usability, efficiency, and convenience.   

 Complete System - CellAlert24™ is a complete system, front end 

application and back end, cloud based monitoring center application. 

Together they enable an endless number of possibilities relating to life 

safety, features, and telemedicine. Other applications have been 

designed either for no monitoring interaction or for monitoring through 

existing alarm center software (one application) which severely limits 

possible functions. 

 Mobile Capability – Because the system is a phone application 

(software), it goes wherever the subscriber goes. As long as there is cell 

service coverage, the system can function. GPS integration transmits 

location to the monitoring center upon any activation and can track the 

cell unit over time. 
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 Medical and Personal Safety in One Device – application solves two critical pain points, risk of assault 

or abduction, and risk to life and health due to delayed or uninformed medical response. 

 Live Video – no other solution is capable of sending live video, which can be extremely helpful if the 

subscriber is disabled, injured, or abducted. It can also be archived for evidence purposes. This will be 

implemented in Phase II of program development. 

 Live Two-Way Audio – The ability for monitoring agents to hear and speak to subscriber during 

activation of event. Trained medical professionals can provide critical life-saving assistance while 

assuring efficient prepared response by emergency medical personnel.   

 Interface  /  Microsoft Health Vault – Ability to draw personal medical data from the MS Health Vault 

application to notify emergency medical responders and emergency room MD’s of critical medical 

information before rendering treatment. CellAlert24™ also intends to interface with other key health 

data systems. 

 Emergency Medical Data – Phone contains secured password protected and available to first 

responder’s medical data. Phone provides emergency medical responders and emergency room MD’s 

of critical medical information before rendering treatment. 

Customer Profile 

Sales Channel Demographics 

The client/customer profile for CellAlert24™ will be separated into five key areas target 
markets, which will focus on the various consumer demographics for the CellAlert24™ 
technology products and services.  The five sales channels that make us our entire customer 
profile are: 
 

 Standard Alarm Dealer  

 Private Label Alarm Dealer 

 Strategic Partner / Licensee  

 Online Affiliates, Healthcare Organizations, and Retail locations  

 Direct to Consumer e-Commerce 

Consumer Demographics 

CellAlert24™’s target end-user consumer market is quite defined, as the customer that relies on 
PERS (Personal Emergency Response System) is mainly persons over the age of 70, who are 
predominantly female and live alone. However, often it is customers’ children who purchase a 
PERS unit for their parents being concerned that they cannot be there at the exact moment 
when a fall or emergency medical event strikes and therefore would be unable to assist their 
parent.     
 

Currently, the large majority of customers pay out-of-pocket, with government reimbursement 
for PERS varying from country to country. In 2004, 25% of PERS sales in the United States were 
government reimbursed, versus 35% in Germany, just over 50% in France and close to 100% in 
the United Kingdom. It is estimated that government reimbursement for PERS will ramp up in a 
number of countries, further fuelling demand for these products. This is due to the dramatic 
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reduction in health care related costs when prompt response to an emergency medical 
condition can be engineered.  
In addition, a number of other potential users include  

 Children (parents) at risk for health events 

 Children (parents) at risk for personal safety 

 Females ages 25-65 at risk for personal safety 

 Anyone who may be in a unsafe situation and would like additional monitoring support 

Customer Rationale 

CellAlert24™ is attractive to customers because of the combination of features it delivers to its 
user community at a reasonable cost versus competitor pricing. There is no competition to 
CellAlert24™ in delivery of the entire suite of functionality in a single application. 

Competition 

Our management does not believe that at present there are any other significant competitors 
in the business utilizing the technology we are developing, and that those operating in the PERS 
industry will compete across the entire width of our product line. As mentioned above there is 
no competitor with the depth product offerings in all geographic markets.    
 

The company could face competition from two types of company – established alarm firms 
looking to leverage their existing brand in a rapidly emerging market, and established PERS 
companies developing technology similar to ours that will sell applications to consumers to 
provide a mobile PERS solution.   
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Marketing Strategy 

Marketing is an important issue regarding brand development and market penetration. The 
combined marketing strategy of utilizing standard alarm dealers, private label alarm dealers, 
strategic partners/licensees, retail/affiliate locations, and direct to consumers through our web 
portal will be a broad and effective marketing plan. 
 

Promotion 

The programs, processes, products, and services will be 
promoted through a wide variety of methods. The founder 
and CEO, Mr. von Strasser, has many connections to a 
number of affinity groups and existing relationships in the 
alarm industry to increase its brand awareness. Promotion of 
the CellAlert24™ technology will include direct sales and 
marketing to company decision makers, attend expos, trade 
associations, industry magazines, connections on social 
media, and newsletters. 
 
Mr. von Strasser’s direct contact with key decision makers at speaking engagements in the 
alarm industry will get the word-out to potential affinity relationship partners. Additionally, 
wider audiences will be targeted by the following modes listed below: 
 

 Print and Online industry magazine advertisements  

 Print and Online  - through monthly press releases 

 Direct Mail, Newsletters 

 Online ads and Websites – through banners on health industry and affinity websites 

 Online marketing and promotion through social media networks 

We believe the above channels will target sufficient number of alarm dealers, strategic 
partners/licensees, healthcare institutions, and retail / affiliates that willing to sell and utilize 
the CellAlert24™ monitoring service and project CellAlert24™ is a provider of high quality 
monitoring and emergency response services.   
 

Marketing and Promotional Budget 

Within the five-year financial model, a specific 
marketing budget will be allocated based on the 
percentage of projected revenue. A separate 
budget specifically for trade shows and events 
has been established. This will be utilized to 
market to the alarm deal channel and healthcare 
companies. The following charts are the 
budgeted marketing plan and allocation and also 
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the budget breakdown for tradeshows and events: 

 
 

 
 

Pricing 

Ownership has based our pricing model on price points that balance internal delivery costs of a 
high quality application and the willingness of customers to pay this price. While price is 
important to the customer to some degree, CellAlert24™ will not compete in the spectrum as a 
low cost provider, but will emphasize the completeness and quality of its data as its product 
differentiator.    
 

Distribution Channels 

As clearly stated earlier in the business plan, the focus of our distribution strategy will be five-
fold covering licensed, indirect and direct sales to large companies and consumers. Our website 
design will be sleek and professional, but very customer friendly with a focus on ease of use.   
 
It is important to note that there will still be “freeware” or “Lite” version with no monitoring to 
demo the product and we will look to convert these subscribers to pay (paid service) products 
including the monitoring and add-on services/functions. 

Marketing Budget
Year 1 Year 2 Year 3 Year 4 Year 5

Pay Per Click Ads 8,680$                 12,085$              86,319$              261,812$            489,756$            5.00%

Social Media Campaigns 8,680$                 12,085$              86,319$              261,812$            489,756$            5.00%

Banner Ads 8,680$                 12,085$              86,319$              261,812$            489,756$            5.00%

Email Campaigns/Newsletters 8,680$                 12,085$              86,319$              261,812$            489,756$            5.00%

Direct Sales Contacts to Dealer Channel 69,437$               96,681$              690,550$            2,094,496$        3,918,050$        40.00%

Direct Mail, Newsletters, Print Ads 43,398$               60,426$              431,594$            1,309,060$        2,448,782$        25.00%

Press Releases / Industry Publications 12,151$               16,919$              120,846$            366,537$            685,659$            7.00%

Public Relations / Strategic Partners 13,887$               19,336$              138,110$            418,899$            783,610$            8.00%

Total 173,593$             241,702$            1,726,376$        5,236,240$        9,795,125$        100.00%

Total Marketing Expenses 173,592$             241,702$            1,726,375$        5,236,240$        9,795,126$        

Percent of Sales 25.00% 5.00% 5.00% 5.00% 5.00%

Tradeshow expenses for the year Trade Shows Calculated Expenses

# of tradeshows attended per year 6 (Calculated as # shows * Average cost per show)

Tradeshow fees for booth $2,500 Year 1 4 67,600$   

Tradeshow incidentals $1,500 Year 2 5 84,500$   

Tradeshow brochures, give aways $2,500 Year 3 6 101,400$ 

Courier charges for display etc. $1,000 Year 4 6 101,400$ 

Expenses per tradeshow $7,500 Year 5 6 101,400$ 

# of people attending each tradeshow 4

# of days at each tradeshow 3

Cost per return flight ticket $1,000

Hotel room rent per day $200

Food and local travel allowance per day $250

Tradeshow expenses for the year 45,000$      

Travel expenses for the year 24,000$      

Hotel rent charges per year 14,400$      

Food and local travel expenses per year 18,000$      

Total Expenses 101,400$    

Average Cost per Show 16,900$      
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V. Operational Plan 

The purpose of this section of the plan is to outline the tactical approach for bringing the 
CellAlert24™ MPERS product to launch. A phased approach to delivery is intended to mitigate 
investor risk by ensuring that a proof of concept to validate the feasibility of the product is 
completed before the costs associated with a full launch are absorbed.    

Phase 1 – Proof of Concept and Initial Launch 

During the first three months costs associated with the product development and minimal 
initial marketing costs for getting pre-launch signups for the software. We expect that a full 
beta of the service will be available for customer testing will occurring in month three at which 
point we will begin delivering presales as well as marketing for immediate download and sign 
up.      
 

The initial beta is intended to be a free version with limited 
functions and no monitoring. As part of the beta, we plan to give 
out a limited number of test units to seniors, parents, and 
children to use and test. We will also provide test units to 
potential reseller partners so they can test and ensure that they 
will integrate well within their product mix. A pre-launch website 
is being set up enabling visitors and potential reseller partners to 
check out the program capabilities, learn of the features, and 
read about the benefits of fast response through a mobile 
enabled application. Visitors can register for drawings for free 
smart phones and pre-order with no obligation to be the first to 

get the software and subscribe to monitoring when it is released. This will effectively pre-load 
the product launch with interested customers and sales partners. CellAlert24™ expects to have 
approximately 5,000 end users through all sales channels by the end of its initial pre-launch 
activities and marketing. The pre-launch partnerships, site activation setup, and marketing will 
also be used to gather statistics and data on visitors and potential long-term users to sign them 
up on an email notification list and get them into the marketing funnel for later action upon full 
product launch. 
 
Upon successful completion of the Initial launch to validate the functionality and market, 
additional marketing activities will be undertaken to validate the sales channels and partners 
chosen. We will also validate that end user customers are willing to pay for these services and 
ensure we identify the appropriate price points. At this point, the CellAlert24™ basic 
monitoring service package will be available by focusing on our channel partners primarily to 
the traditional PERS market place, which is made up of primarily senior citizens. Our initial 
marketing strategy in Phase I will be to form solid partnerships with the various sales channels 
in addition to marketing strategies including internet based marketing, public relations and 
affiliate partners (see marketing plan for details and five year financial model). 
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Prior to product launch, our focus will be to keep cash outflows to a minimum. Key personnel 
will be working on a part-time, contracted, or based upon equity so personnel costs are to be 
kept down initially. Fixed & overhead expenses will be covered through the support of one of 
our founders present business offices with on staff personnel until it’s we begin producing 
revenues. In addition, to minimize the capital costs of a call center, the monitoring services will 
be contracted out through a very reputable monitoring company for a low per users fixed cost. 
These contracted services are fixed at $3.00 per account per month.  
 
At the end of the initial product launch in phase I our key personnel will come on board full 
time and we begin full roll out of phase II of the product which will be launched 12 months 
later. The plan will be to get approximately 5,000 paid monthly subscribers onto the service as 
we begin Phase 2 product launch.   

Phase 2 – Full Production Launch 

Phase II will include 3 months of additional program development while sales continue on first 
release product. At that point, the version 2 will plan to come out which includes additional 
features as well as a free upgrade for all existing members. The version 2 applications will 
function on all Android and iPhone / iPad based pad products as it integrates a full two-way 
audio, video and data solution within the application. During this stage, we are also looking to 
utilize the additional features to generate a number of different monetizing opportunities.   
 
In addition to the increased personnel expenses, we will also lease office space and occupy our 
own facility to house a limited management, development, and administrative staff. Many of 
the business functions will remain contracted outsourced positions to maximize flexibility and 
rapid growth.   
 
The Phase II marketing strategy will look to shift its 
focus from strategically pinpointed direct sales to 
strategic partners, alarm dealers, and internet based 
marketing to a more structured marketing funnel. 
This structured marketing will utilize a number of 
different marketing channels to focus on direct sales 
to many industry companies and source inbound 
leads through direct call marketing channel to convert 
these warm leads into monitoring subscribers. We 
will look to obtain outbound and inbound leads 
through: 

 Direct Mail to channel partner organizations 

 Printed and online Industry publications to channel partner organizations 

 Sponsorship of events and news worthy social causes relating to app functions 

 Tradeshows and events to channel partner organizations 

 Media such as cable TV (targeted audiences)  

 Online App Stores 



 
 
  

42 | Page - Copyright© 2012 – Interactive Life Systems, LLC - CellAlert24™ - All rights reserved - CONFIDENTIAL 
 

VI. Management and Organization 

Organizational Structure 

In addition to the company founder Kurt von Strasser, the initial management team is ready to 
be implemented once funding is secured. The management members have agreed to join the 
company for a reasonable salary and equity positions within the company. The team will 
include:  

 Tom Rankinn, COO 

 Spencer Schmerling, CTO 

 Mark Martin, Director of Business Development 

 Sasha Panova – Executive Assistant to Management Team 

Additional technology resources will be needed to bring the product to market. It will be 
important that the team identify prospects that share the vision and passion for the business 
that the management team does. In addition to the current executive team, management will 
be seeking someone with expertise in marketing in the alert monitoring space that has 
experience with internet marketing tactics found to be most effective with mobile technologies. 
This individual will research and find prospective affiliate clients, schedule interviews and 
lecture for on our product as well as write blog articles and press releases. 
 
The company will eventually be structured to have four operating teams:  
 

Business Operations  

Overall business direction, workflow, and processes. This will include oversight of sales, 
marketing production/development, and customer services/call center management.  

 
Sales & Marketing  

The primary focus is to spread the word about the company’s offering. The team focuses on 
creating collaborative partnerships with the customers instead of simply pushing to sell our 
products  

 
Technical Operations  

Technical Operations is responsible for solution delivery of the applications and software 
solutions. Its highest priority is to deliver this in a user-friendly format and deliver the key 
features our clients’ value.    
 

Business Support  

Business Support will provide the back-office infrastructure necessary to run the operations. 
This includes bookkeeping and human resource needs. 
The organizational chart below provides more detail future structure. 
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Executive Bios 

Kurt von Strasser, BSBA, CEO 

 
Kurt von Strasser is a service industry and technology entrepreneur 
with a record of accomplishment of starting, acquiring, and growing 
successful enterprises. Mr. von Strasser currently serves as general 
manager of Park Avenue Ventures, an investment and advisory firm 
that supports and funds early stage companies using the exchange of 
complementary technologies, management resources and marketing 
services to grow each individual venture. Park Avenue Ventures’ 
portfolio of small, interlocking companies share resources, talent and 
technology to deliver innovative products and services across a broad 

range of industries. Mr. von Strasser is also Chairman of the Planning Committee of the Nevada 
Health and Wellness Tourism Task force working directly with Governor Sandoval’s office to 
promote Medical Tourism within the State. He also serves in various capacities with several 
venture and start up organizations focusing on new technologies. 
 
Mr. von Strasser has over 20 years of “C” level experience in the alarm services, high-tech and 
service components of high-end residential, commercial, and government security operations. 
He has been involved in startups, growing his first security company from zero revenues to over 
$15 million over the course of five years. He designed, implemented, and managed a very 
successful program of targeted company and account acquisitions within the alarm industry to 
consolidate smaller players in localized markets and divest them to public companies, which 
entered the industry in 1995 during a consolidation phase. During this time, von Strasser 
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designed and implemented four state-of-the-art alarm monitoring facilities including a 
Department of Defense certified alarm monitoring facility and a centralized inbound call center 
to control inbound routine and emergency calls from seven branch facilities. From 2003 – 2010, 
he co-founded three startups, one of which was a video monitoring central station and network 
operations center monitoring security video and audio systems for homeland security 
applications in North America. Working within strategic alliances with General Electric, Bosch, 
and other international giants, he was instrumental in the co-development of key technology 
systems for operations center automation and interface, as well as common standards for the 
communication of devices into a centralized monitoring center.    
 
Mr. von Strasser has a Bachelor’s of Science in Business Administration with a minor in 
Marketing. He holds a current Qualified Managers License for Electronic Security and Alarm 
Company Operations and a Private Patrol Operator Qualified Managers License with the Bureau 
of Security and Investigative Services, California. He presently has licenses pending in Nevada as 
well. He is currently active in several charitable and political organizations and works closely 
with the University of Nevada Las Vegas in their technology / computer sciences and business 
schools.    
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Dr. Kate Zhong, MD, Board of Advisors 

Zhong is the Senior Director of Clinical Research and Development for the 
Cleveland Clinic Lou Ruvo Center for Brain Health.   She provides leadership 
to the Cleveland Clinic Alzheimer’s trial network and pursues programs to 
maintain brain health. She brings over 15 years of diversified clinical and 
pharmaceutical research experience to the center. 
 
Dr. Zhong received her MD degree from West China University of Medical 
Sciences in Sichuan, China. She earned her Master Degree in Pharmacology 
and completed her residency in psychiatry at University of Toronto, Canada. 
As the attending geriatric psychiatrist at Riverview and Royal Columbia 

hospital, Vancouver, Dr. Zhong gained extensive experience in providing treatment and care for 
patients with neurocognitive disorders. While working as the Medical Director and Seroquel 
Brand Global Physician for one the world’s leading pharmaceutical company, AstraZeneca, Dr. 
Zhong led multiple global clinical trials in CNS therapeutic areas including Alzheimer’s disease. 

 
Dr. Zhong has been a scientific consultant for multiple pharmaceutical, patient recruitment and 
rater training companies. Dr. Zhong has provided multifaceted services to industry and 
academic centers both in US and in Asia. She has assisted sponsors with the strategic planning 
and execution for site selection, patient recruitment, rater training and overall trial 
implementation. She consulted on issues related to drug development including the regulatory 
approval process, due diligences, market analysis and product commercialization. 
 
Dr. Zhong has worked closely with patient advocacy groups, philanthropic organizations, and 
research-orientated foundations, she has been actively engaged in public education and 
community activities on clinical research, and trials related issues. Dr. Zhong was featured in 
Los Angeles Business Journal (2009) and Beverly Hills Life Style (2010) for her scientific 
contributions to clinical research and drug development. Dr. Zhong has a US patent pending 
invention featuring technology-enhancing quality of clinical trials. 
 

Dr. Simong Youmans, MD, Board of Advisors 

Dr. Simong Youmans is a gifted and innovative visionary in her synergistic 
approach to modern healthcare. She is the owner and on-site operator of 
her own private Med Spa in Las Vegas, NV. Dr. Simong Youmans has had a 
very successful medical career as a board certified emergency physician for 
23 years. Through this long history in dealing with critical health issues in 
various emergency departments nationwide, she realized how many 
incidents were preventable. In addition to being a board certified 
emergency physician, she is also a member of the American College of 
Emergency Physicians and the American Academy of Anti-Aging Medicine. 
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Staffing 

To scale to the size of the organization outlined above, a highly effective workforce will need to 
be hired and integrated into the business. Staffing hires in year 1 will be CEO, COO, CTO, 
Business Development Director, and Executive Assistant salaries, as well as key technical 
resources to manage the product development. The remaining staff will be outsourced during 
the 1st year. 
 
The following year will include headcount increases to support both a robust customer support 
network, as well as sufficient management expertise to assist the dealer channel and  strategic 
partners in performing a number of administrative functions. To conserve cash and streamline 
operations, monitoring services will be outsourced at a cost of roughly $3.00 per month per 
subscription. This will allow the management team to focus on the growth of the company 
through its various sales channels.   
  
The following is a 5-year staffing plan outlining key hires in the organization. This includes:  

 Management & Administrative resources to complete the product launch, and provide technical 

services towards the application.  

 Technology Development Team – responsible for development and maintenance of all products 

 Business Development, Sales & Marketing team personnel to source new and existing client 

relationships 

 Operations team to provide customer support and call center operations.  

 Financial Operations – Assures sound financial management is maintained at all times 

 Outsourced Positions – Monitoring, customer service and some of the development work will be 

outsourced 

  Year 1 Year 2 Year 3 Year 4 Year 5 

CellAlert24™ Team Members Employees Employees Employees Employees Employees 

Chief Executive Officer (CEO) 1 1 1 1 1 

Chief Operations Officer (COO) 1 1 1 1 1 

Chief Financial Officer (CFO) 0 1 1 1 1 

Chief Marketing Officer (CMO) 0 1 1 1 1 

Sales & Business Development Director 1 1 1 1 1 

Chief Technology Officer  (CTO) 1 1 1 1 1 

Senior Software Engineer (Mobile/Tablets) 0 1 1 1 1 

Cloud / Database Engineering Team 0 1 3 3 3 

Website Manager & Graphic UI Team 0 1 3 4 5 

System and Network Administrator Team 0 1 3 3 4 

Financial Staff 0 1 2 3 3 

Marketing & PR Team 0 2 4 4 4 

Office Manager 0 1 1 1 1 

Office/Administrative Staff 0 0 1 1 1 

Executive Assistant to Management Team 1 1 1 1 1 

Annual Head Count  5 15 25 27 29 

Revenue per Team Member 138,873 322,270 1,381,100 3,878,696 6,755,259 
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Position Pay rate Year 1 Year 2 Year 3 Year 4 Year 5

Chief Executive Officer (CEO) 104,000$  $104,004 109,200$      114,660$      120,393$      126,413$      

Chief Operations Officer (COO) 104,000$  $104,004 109,200$      114,660$      120,393$      126,413$      

Chief Financial Officer (CFO) 96,000$     $0 100,800$      105,840$      111,132$      116,689$      

Chief Marketing Officer (CMO) 96,000$     $0 100,800$      105,840$      111,132$      116,689$      

Sales & Business Development Director 96,000$     $96,000 100,800$      105,840$      111,132$      116,689$      

Chief Technology Officer  (CTO) 96,000$     $96,000 100,800$      105,840$      111,132$      116,689$      

Senior Software Engineer (Mobile/Tablets) 84,000$     $0 88,200$         92,610$         97,241$         102,103$      

Cloud / Database Engineering Team 84,000$     $0 88,200$         277,830$      291,723$      306,309$      

Website Manager & Graphic UI Team 60,000$     $0 63,000$         198,450$      277,832$      364,655$      

System and Network Administator Team 84,000$     $0 88,200$         277,830$      291,723$      408,412$      

Financial Staff 60,000$     $0 63,000$         132,300$      208,374$      218,793$      

Marketing & PR Team 60,000$     $0 126,000$      264,600$      277,832$      291,724$      

Office Manager 48,000$     $0 50,400$         52,920$         55,566$         58,344$         

Office/Administrative Staff 24,000$     $0 -$                        26,460$         27,783$         29,172$         

Executive Assistant to Management Team 84,000$     $84,000 88,200$         92,610$         97,241$         102,103$      

Annual Payroll 484,008$      1,276,800$  2,068,290$  2,310,629$  2,601,197$  

Monthly Payroll 40,334$         106,400$      172,358$      192,552$      216,766$      

Payroll taxes and benefits 48,546$         102,408$      517,080$      577,656$      650,304$      

Monthly Payroll w/Taxes & Benefits 44,380$         114,934$      215,448$      240,690$      270,958$      

Payroll 
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VII. Financial Projections 

The following tables and charts reflect the financial projections developed to outline the 
feasibility of the business idea. Included in the document are all of the relevant financial 
assumptions used to generate the financial projections as well as the output results from the 
projections.   

Sales Projections 

The following table outlines the 5-year revenue projections for CellAlert24™. Revenues are 
based on ‘end-user’ subscriptions sold through the various sales channels. Although there will 
be add-on revenue generating packages available, the financial model was built utilizing the 
standard packages, both new and renewals are reflected on an annual basis.  
  

 

The sales revenues projected above have been derived using the following new client 
acquisition targets for new members annually and full renewals. Management expects to have 
some level of attrition (referred to as Churn) when arriving at actual revenue numbers. Attrition 
(Churn) rates are forecasted at 10%, (the national average is 5%) with a bulk of attrition 
occurring within the first 3 months of signing up for a membership. The chart below shows the 
anticipated Churn based on 10%. 

Revenue Streams Year 1 Year 2 Year 3 Year 4 Year 5

Revenue Standard Alarm Dealer - Recurring -$                     75,804$            1,844,196$      8,996,700$      20,448,336$    

Revenue Private Label Alarm Dealer - Recurring -$                     126,420$          3,073,824$      14,994,900$    34,080,708$    

Revenue Strategic Partner / Licensee - Recurring -$                     131,628$          3,965,172$      19,470,240$    44,294,328$    

Revenue Affliate Partner - Recurring -$                     158,040$          894,840$          3,875,352$      8,647,344$      

Revenue Direct Internet Sales - Recurring -$                     158,040$          894,840$          3,875,352$      8,647,344$      

Revenue Standard Alarm Dealer - New 21,050$         611,193$          4,081,739$      9,314,402$      13,949,661$    

Revenue Private Label Alarm Dealer - New 30,745$         1,018,669$      6,802,917$      15,523,953$    23,249,471$    

Revenue Strategic Partner / Licensee - New 27,822$         1,324,909$      8,848,190$      20,191,245$    30,239,426$    

Revenue Affil iate Partner - New 127,375$       254,672$          1,700,895$      3,881,323$      5,812,948$      

Revenue Direct Internet Sales - New 127,375$       254,672$          1,700,895$      3,881,323$      5,812,948$      

Customization Fees for Private Label Alarm Dealers 60,000$         120,000$          120,000$          120,000$          120,000$          

Licensing Fees for Strategic Partners 300,000$       600,000$          600,000$          600,000$          600,000$          
Total revenue 694,367$       4,834,047$      34,527,508$    104,724,790$  195,902,514$  

Direct Costs

Revenue Standard Alarm Dealer - Recurring -$                     41,688$            1,014,312$      4,948,188$      11,246,580$    

Revenue Private Label Alarm Dealer - Recurring -$                     69,528$            1,690,608$      8,247,192$      18,744,384$    

Revenue Strategic Partner / Licensee - Recurring -$                     -$                       -$                       -$                       -$                       

Revenue Affliate Partner - Recurring -$                     88,500$            501,108$          2,170,200$      4,842,516$      

Revenue Direct Internet Sales - Recurring -$                     39,516$            223,716$          968,844$          2,161,836$      

Revenue Standard Alarm Dealer - New 11,576$         336,156$          2,244,956$      5,122,922$      7,672,313$      

Revenue Private Label Alarm Dealer - New 16,909$         560,267$          3,741,604$      8,538,173$      12,787,210$    

Revenue Strategic Partner / Licensee - New -$                     -$                       -$                       -$                       -$                       

Revenue Affil iate Partner - New 71,331$         142,616$          952,502$          2,173,540$      3,255,252$      

Revenue Direct Internet Sales - New 31,847$         63,670$            425,225$          970,333$          1,453,239$      

Customization Fees for Private Label Alarm Dealers 3,000$            6,000$              6,000$              6,000$              6,000$              

Licensing Fees for Strategic Partners 15,000$         30,000$            30,000$            30,000$            30,000$            

Outsourced Telemarketing/Lead 36,000$         60,000$            90,000$            150,000$          180,000$          

SaaS/PaaS Hosting Services/Amazon EC2 12,000$         24,000$            30,000$            36,000$            48,000$            
Total Direct Costs 197,663$       1,461,941$      10,950,031$    33,361,392$    62,427,330$    

Gross Profit 496,704$       3,372,106$      23,577,477$    71,363,398$    133,475,184$  

Year-over-year revenue growth 579% 599% 203% 87%

Revenue Forecast -Annual
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Customer retention levels are important statistics and should be considered when anticipating 
revenue, profitability, and cash flow. With tens of millions of the population in the target 
market, the 2 Million cumulative subscriptions through all of the different sales channels in year 
5 represents a mere fraction of the potential market showing that there is room for substantial 
improvement upon the numbers outlined above. Even with a high estimated Churn rate 
customer acquisition and retention, remain high. 
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Five-Year Profit Projection 

Year 1 will be projected as a slow growth year as we further develop the products, build 
infrastructure, processes, programs, and a solid dealer channel for the CellAlert24™ 
technology. Sustained profitability will begin in year 2 of our financial model as sales scale to 
support the infrastructure and back office required for running the operations.   
 
The following is a 5-year pro-forma profit and loss projection. A more granular & detailed profit 
& loss statement is available upon request and is part of the complete five year financial model. 
Provided below are the key assumptions that drive the expenses. 
     

 

 

See additional charts and graphs in the Financial Appendix at the end of the business plan. 

Year 1 Year 2 Year 3 Year 4 Year 5
Revenue
Revenue 694,367$             4,834,047$          34,527,508$        104,724,790$     195,902,514$     
Total Revenue 694,367$             4,834,047$          34,527,508$        104,724,790$     195,902,514$     
Direct Costs
Direct Costs 197,663$             1,461,941$          10,950,031$        33,361,392$        62,427,330$        
Total Direct Costs 197,663$             1,461,941$          10,950,031$        33,361,392$        62,427,330$        
Gross Margin 496,704$             3,372,106$          23,577,477$        71,363,398$        133,475,184$     

Operating Expenses
 Salaries 484,008$             1,276,800$          2,068,320$          2,310,636$          2,601,192$          
Employer Payroll Taxes and Benefits 121,008$             319,200$             517,080$             577,656$             650,304$             
 Depreciation 48,546$                102,408$             156,264$             210,120$             263,976$             
Advertising/Marketing 173,592$             241,704$             1,726,380$          5,236,236$          9,795,132$          
Trade Shows 67,596$                84,504$                101,400$             101,400$             101,400$             
Professional Services (Accountant/Lawyer/Consultant) 18,000$                18,000$                24,000$                30,000$                36,000$                
Office Lease 12,000$                36,000$                67,500$                72,900$                87,000$                
Insurance 1,800$                  5,400$                  10,128$                10,932$                13,056$                
Util ities 1,800$                  5,400$                  10,128$                10,932$                13,056$                
Office Equipment/Supplies 1,800$                  5,400$                  10,128$                10,932$                13,056$                
Phones/Internet/Web Services 1,800$                  5,400$                  10,128$                10,932$                13,056$                
Office Software Cost 1,800$                  5,400$                  10,128$                10,932$                13,056$                
Travel and Entertainment 60,000$                120,000$             180,000$             240,000$             300,000$             
Misc/Contingency Cost 12,000$                12,000$                18,000$                24,000$                30,000$                
Total Operating Expenses 1,005,750$          2,237,616$          4,909,584$          8,857,608$          13,930,284$        

Operating Profit (509,046)$            1,134,490$          18,667,893$        62,505,790$        119,544,900$     

Tax Burden (30%) -$                      187,633$             5,600,369$          18,751,739$        35,863,471$        
Net Profit (509,046)$            946,857$             13,067,524$        43,754,051$        83,681,429$        

Net Profit Margin -73.31% 19.59% 37.85% 41.78% 42.72%

Profit and Loss Statement -  Five-Year Annual
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Annual Sales & Revenue Graph 

 
 

 
 

 

Year End Statistics Summary Year 1 Year 2 Year 3 Year 4 Year 5

Subscribers per Standard Alarm Dealers 316 7,688 37,506 85,245 153,308

Subscribers per Private Label Alarm Dealers 527 12,814 62,510 142,074 255,514

Subscribers per Strategic Partner / Licensee 3,374 102,513 500,078 1,136,594 2,044,112

Subscribers per Affiliate Reseller 527 2,563 12,502 28,415 51,103

Subscribers per Internet Direct Sales 527 2,563 12,502 28,415 51,103

Total Subscribers 5,272 128,141 625,098 1,420,742 2,555,140

Revenue per Subscriber $21.65 $7.41 $6.92 $6.85 $6.83

Direct Cost Per Subscriber $5.11 $2.31 $2.20 $2.18 $2.18

Gross Margin per Subscriber $16.54 $5.10 $4.72 $4.67 $4.65

Operating Expense per Subscriber $16.40 $1.46 $0.65 $0.52 $0.45

Operating Profit per Subscriber $0.14 $3.65 $4.07 $4.15 $4.20
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Marketing 

Initial marketing spend is to be focused primarily on building the sales channels and in new 
customer acquisition through a variety of direct sales, advertising and internet based marketing 
mediums.   
 
As far as subscriber volumes for each of the sales channels, it is anticipated that the largest 
volume will be through the Strategic Partner/Licensees. This graph shows anticipated 
subscriber split varies by month and year, and the total subscribers for each category. 
 

 
 
An initial projected weighted average Customer Acquisition Cost - CAC includes all marketing 
and trade show cost (page 38) and all personnel associated with sales, marketing and business 
development. The chart displays the cost that is required to on a per subscriber basis. This cost 
takes into account all subscribers regardless of which sales channel the subscription was obtain 
through.  
 

 
 

Marketing will be critical for growth, and management will utilize almost 25% of estimated 
sales in year 1 to fund marketing activities not including trade show and sale/marketing 
personnel cost. This percentage is reduced after year one to 5% of revenue allowing for an ever 
increasing and substantial marketing budget.  

Subscription Categories Year 1 Year 2 Year 3 Year 4 Year 5

Revenue Standard Alarm Dealer - Recurring 0 316 7,688 37,505 85,244

Revenue Private Label Alarm Dealer - Recurring 0 527 12,814 62,510 142,074

Revenue Strategic Partner / Licensee - Recurring 0 3,375 101,671 499,237 1,135,752

Revenue Affliate Partner - Recurring 0 527 2,984 12,923 28,836

Revenue Direct Internet Sales - Recurring 0 527 2,984 12,923 28,836

Revenue Standard Alarm Dealer - New 316 7,372 29,817 47,739 68,064

Revenue Private Label Alarm Dealer - New 527 12,287 49,696 79,564 113,440

Revenue Strategic Partner / Licensee - New 3,375 98,296 397,566 636,515 907,518

Revenue Affiliate Partner - New 527 2,457 9,939 15,913 22,688

Revenue Direct Internet Sales - New 527 2,457 9,939 15,913 22,688

Total 5,272 128,141 625,098 1,420,742 2,555,140
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Break-even Analysis  

The break-even analysis for CellAlert24™ calculates at what point the company becomes 
profitable, and at what point the company will be operating at a loss. The analysis takes into 
consideration forecasted revenues as well as regular running fixed costs and average per 
transaction price also known as per unit revenue. We surpass break-even in Year 1 as we 
achieve “take-off” and achieve the next level of business – full establishment and expansion.   
 

 
 

 

 

Key Assumptions 

US S-Corporate Income taxes as pass through to the members – 30%  
Rate of inflation was not factored in directly 
Payroll Taxes & Benefits – 25% of payroll  

  

Category 1st Year* 2nd Year 3rd Year 4th Year 5th Year

Sales

Net Projected Monthly Sales $57,864 $402,837 $2,877,292 $8,727,066 $16,325,210

Monthly Cost of Sales $16,472 $121,828 $912,503 $2,780,116 $5,202,278

Monthly Fixed Costs $78,180 $179,426 $400,682 $729,684 $1,152,407

Break-Even Monthly Sales $94,652 $301,254 $1,313,185 $3,509,800 $6,354,685

Annual Breakeven Sales $1,135,824 $3,615,048 $15,758,220 $42,117,600 $76,256,220

Break-Even Analysis
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Projected Cash Flow 

The chart below is the projected 5-year financial cash flow statement for business operations. 
Monthly cash flows in the supporting model show a cash flow low water mark of about 
$158,260 in month 17 of the forecast. Additional cash needs represent contingency coverage.   

 
 

 

Year 1 Year 2 Year 3 Year 4 Year 5

Operating Activities

Net Income (after taxes) (509,046)$       946,857$         13,067,524$   43,754,051$   83,681,429$     

Adjustments to Reconcile

     Depreciation & Amortization 48,546$           102,408$         156,264$         210,120$         263,976$           

  Change In:

     Accounts Receivable -$                  -$                  -$                  -$                  -$                    

     Inventories -$                  -$                  -$                  -$                  -$                    

     Accounts Payable -$                  -$                  -$                  -$                  -$                    

     Other -$                  -$                  -$                  -$                  -$                    

Cash From Operating Activities (460,500)$       1,049,265$     13,223,788$   43,964,171$   83,945,405$     

Investing Activities

Capital Expenditures* (360,000)$       (285,000)$       (285,000)$       (285,000)$       (285,000)$          

Other Non-Expensed Expenditures* -$                  -$                  -$                  -$                  -$                    

Cash Used in Investing (360,000)$       (285,000)$       (285,000)$       (285,000)$       (285,000)$          

Financing Activities

Equity Infusion 1,300,000$     -$                  -$                  -$                  -$                    

Increase (Decrease) Long Term Debt -$                  -$                  -$                  -$                  -$                    

Increase (Decrease) Short Term Debt -$                  -$                  -$                  -$                  -$                    

Dividends Paid -$                  -$                  -$                  -$                  -$                    

Other -$                  -$                  -$                  -$                  -$                    

Cash (Used In)From Financing 1,300,000$     -$                  -$                  -$                  -$                    

Increase (Decrease) in Cash 479,500$         764,265$         12,938,788$   43,679,171$   83,660,405$     

-$                  -$                    

Cash,  Beginning of Year -$                  479,500$         1,243,765$     14,182,553$   57,861,724$     

Cash , End of Year 479,500$         1,243,765$     14,182,553$   57,861,724$   141,522,129$   

* From Source and Use of Funds

Cash Flow Lost Due to Churn at 10% $0 $64,993 $1,067,287 $5,121,254 $11,611,806

Net Cash Flow with Churn Loss 479,500$         1,178,772$     13,115,266$   52,740,470$   129,910,323$   

Cash Flow -Five Year Annual
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Business Ratios 

At the very least, we will always subscribe three ratios as quantitative measures of our financial 
health. These numbers derive from our five-year projections for Current Assets, Total Assets, 
Current Liabilities, Net Profit, and Gross Sales. Of course, we will be utilizing more and different 
statistics, but these ratios will always be at the core of our financial reports: [1] the Current 
Ratio, [2] the Net Profit Margin Ratio, and [3] the Return on Investment Ratio. 
 

 

Net Profit Margin 

 

Investment Analysis 

Based upon the projections generated, management estimates a total minimum investment 
need over the life of the business venture to be approximately $1.3 Million. This will cover cash 
shortfalls until the business has reached a scale sufficient to support the operations. The 
breakeven month is currently estimated to be month 22 at which point the business will turn 
cash flow positive based upon the revenues scaling sufficiently. Management only intends to 
raise additional funds for reserves and expanding marketing activities if it is absolutely needed. 
Based on current projections, internally generated cash flow will be sufficient after year 2. 
 

Ratios 1st Year 2nd Year 3rd Year 4th Year 5th Year

Current Assets $479,500 $1,243,765 $14,182,553 $57,861,724 $141,522,129

Current Liabilities $0 $0 $0 $0 $0

Current Ratio ∞ ∞ ∞ ∞ ∞

Net Profit ($509,046) $1,134,490 $18,667,893 $62,505,790 $119,544,900

Gross Sales $694,367 $4,834,047 $34,527,508 $104,724,790 $195,902,514

Net Profit Margin Ratio                                    -73.3% 23.5% 54.1% 59.7% 61.0%

Net Profit ($509,046) $1,134,490 $18,667,893 $62,505,790 $119,544,900

Total Assets $790,954 $1,737,811 $14,805,335 $58,559,386 $142,240,815

Return on Asset Ratio -64.4% 65.3% 126.1% 106.7% 84.0%

Business Ratios
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Of this total investment need, it is primarily attributed to the level of investment required to 
fund the development and other staffing hires necessary to launch the venture and to begin to 
source customers, and then fund an aggressive marketing campaign to grow scale quickly. The 
sources and use of funds is listed for year 1 is listed on page 21 & 22 
 
It is important to note that the projections are based upon the desired talent acquisition 
schedule and that a number of the early year staffing hires can be filled by a less expensive off 
shoring effort to lower the capital needs required for the business.    

Valuation 

Realizing that valuation of a startup is an extremely subjective process; management has 
attempted to generate a pre-money valuation through a number of methods. The first method 
utilized will be a discounting of the projected cash flows generated from the forecast 
assumptions outlined. The following is a valuation based upon a discounting of operational cash 
flows using a discount rate of 30% (which is an average measure for start-up ventures).   
The result of this valuation method of ‘pre-funding discounted’ cash flow is: 
 

 
 
A more common valuation method utilized to attempt to generate a valuation has been based 
upon the EBITDA and Revenue Based Valuations – under this method choosing a mid-range 
value the following valuations are calculated: 

 
  

Year 1 Year 2 Year 3 Year 4 Year 5

Projected Cash, end of Year 479,500$        1,243,765$    14,182,553$  57,861,724$  141,522,129$  

Discount Percent 30.00% 30.00% 30.00% 30.00% 30.00%

Valuation Based on Discounted Cash Flow 335,650 870,636 9,927,787 40,503,207 99,065,490

YEAR EBITDA MULTIPLIER VALUE REVENUE MULTIPLIER VALUE

1 (441,450)$       3 (1,324,350)$             694,367$        1.5 1,041,551$     

1 (441,450)$       5 (2,207,250)$             694,367$        2 1,388,734$     

1 (441,450)$       8 (3,531,600)$             694,367$        2.5 1,735,918$     

1 (441,450)$       15 (6,621,750)$             694,367$        3 2,083,101$     

2 1,218,994$     3 3,656,982$              4,834,047$     1.5 7,251,071$     

2 1,218,994$     5 6,094,970$              4,834,047$     2 9,668,094$     

2 1,218,994$     8 9,751,952$              4,834,047$     2.5 12,085,118$   

2 1,218,994$     15 18,284,910$            4,834,047$     3 14,502,141$   

3 18,769,293$   3 56,307,879$            34,527,508$   1.5 51,791,262$   

3 18,769,293$   5 93,846,465$            34,527,508$   2 69,055,016$   

3 18,769,293$   8 150,154,344$          34,527,508$   2.5 86,318,770$   

3 18,769,293$   15 281,539,395$          34,527,508$   3 103,582,524$ 

4 62,607,190$   3 187,821,570$          104,724,790$ 1.5 157,087,185$ 

4 62,607,190$   5 313,035,950$          104,724,790$ 2 209,449,580$ 

4 62,607,190$   8 500,857,520$          104,724,790$ 2.5 261,811,975$ 

4 62,607,190$   15 939,107,850$          104,724,790$ 3 314,174,370$ 

5 119,646,300$ 3 358,938,900$          195,902,514$ 1.5 293,853,771$ 

5 119,646,300$ 5 598,231,500$          195,902,514$ 2 391,805,028$ 

5 119,646,300$ 8 957,170,400$          195,902,514$ 2.5 489,756,285$ 

5 119,646,300$ 15 1,794,694,500$       195,902,514$ 3 587,707,542$ 

EBITDA and Revenue Based Valuations
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Alarm Industry Valuation Method / Securing of the Investment 

The most accurate valuation method is to value the assets or the subscriber base (monitoring 
contracts) and then add the value to the business for other assets, goodwill and brand / market. 
The security industry is a mature industry where monitoring contracts can be bought and sold 
almost at will with very stable market valuations. Capital funding resources for such acquisitions 
are numerous and many business brokers operate in the industry facilitating the buying and 
selling of security monitoring contracts. 
 
The Company has been in contact with several industry brokers to determine the current 
valuation levels for the market. Over the past 10 years, the market range for monitoring 
contracts has been 30-36 times the Monthly Recurring Revenue (MRR) (gross monthly billing). 
Applying a median of 34 times the Monthly Recurring Revenue to the average monthly 
recurring revenue, we quickly can see that every new subscriber increases the net asset 
valuation of the business. Based on the five-year financial model constructed the following 
valuations can be projected: 
 

 
 

Investor Proposal 

The company has completed its founders round of capital. It is now seeking second stage equity 
investments to complete the business plan objectives, for a total of $1.3M. The second tranche 
will be based on the above valuation analysis. Management intends to raise $1,300,000 in the 
second stage, offering a 20% equity stake in total operations.    
 
Recognizing that after successfully completing a proof of concept and beginning the process of 
building the base of MRR (Monthly Recurring Revenues) monitoring contract assets, a better 
valuation can be achieved with capital at far less risk.    
 
If a third stage capital raise is needed after a successful achievement of the plan objectives, 
including proof of concept and revenues the first and second stage investors will maintain first 
right of refusal to any subsequent offer. The Company feels that no further equity capital will 
be required given the cash flows achieved and hard equity value of the security monitoring 
contracts (subscriber base) that the Company will have at that time. 
 
The investment guidelines have been provided for reference and it is anticipated that final 
terms will be negotiated with investors based upon the specific timing, investment and other 
factors. 

  

Year 1 Year 2 Year 3 Year 4 Year 5

Subscription based Multiplier or Average MRR 34 34 34 34 34

Subscriber Based Valuation (Average MRR) $1,967,373 $13,696,467 $97,827,939 $296,720,238 $555,057,123
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Long-term Plan and Financial Highlights 

CellAlert24™ believes that its long-term prospects for becoming a successful business are 
excellent. The MPERS industry is growing rapidly and the strong foundation of experience that 
management brings to the company, lends itself to positive results over the long-term. With a 
market-sensitive management team, and excellent systems in place to monitor competitive 
shifts or changes, CellAlert24™ is ideally positioned [1] to implement its business plan through 
the next five years, and execute successful payoff strategies for equity investors (if they choose 
to exit), [2] to become a respected and recognized the leading provider of MPERS solutions 
and [3] to continue growing on through the next decade. 

 

 

 

Year 1 Year 2 Year 3 Year 4 Year 5

Revenue 694,367$                4,834,047$           34,527,508$        104,724,790$     195,902,514$     

Direct Costs 197,663$                1,461,941$           10,950,031$        33,361,392$        62,427,330$        

Gross Margin 496,704$                3,372,106$           23,577,477$        71,363,398$        133,475,184$     

72% 70% 68% 68% 68%

Total Operating Expenses 1,005,750$           2,237,616$           4,909,584$           8,857,608$           13,930,284$        

Operating Profit (509,046)$              1,134,490$           18,667,893$        62,505,790$        119,544,900$     

-73% 23% 54% 60% 61%

EBITDA (441,450)$              1,218,994$           18,769,293$        62,607,190$        119,646,300$     

Year 1 Year 2 Year 3 Year 4 Year 5

Revenue 694,367$                4,834,047$           34,527,508$        104,724,790$     195,902,514$     

Cash 479,500$                1,243,765$           14,182,553$        57,861,724$        141,522,129$     

Year over Year Revenue Growth 596% 614% 203% 87%

Financial Highlights
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VIII. Financial Appendices 

Pro Forma Balance Sheet 

5-Year Balance Sheet 

 
  

 

  

ASSETS Year 1 Year 2 Year 3 Year 4 Year 5
Current Assets
Cash 479,500$       1,243,765$    14,182,553$    57,861,724$    141,522,129$  
Accounts Receivable -$                -$                -$                   -$                   -$                   
Supplies -$                -$                -$                   -$                   -$                   
Total Current 479,500$       1,243,765$    14,182,553$    57,861,724$    141,522,129$  

Fixed Assets
Office Furniture & Fixtures (7 year Life) 50,000$         80,000$         110,000$          140,000$          170,000$          
Copyrights, Patents, Trademark Fil ings and Approval (7 Year) 80,000$         105,000$       130,000$          155,000$          180,000$          
Computer and Technology Equipment (5 Year) 50,000$         100,000$       150,000$          200,000$          250,000$          
Research And Development of new Products and Technology (5 Year) 60,000$         120,000$       180,000$          240,000$          300,000$          
On-Going Project Development, Enhancements and Testing  (3Yr) 120,000$       240,000$       360,000$          480,000$          600,000$          
Other Adj. for Rounding -$                -$                -$                   -$                   -$                   
Accumulated Depreciation (48,546)$        (150,954)$      (307,218)$        (517,338)$        (781,314)$        
Total Fixed 311,454$       494,046$       622,782$          697,662$          718,686$          

Other
Goodwill -$                -$                -$                   -$                   -$                   

-$                -$                -$                   -$                   -$                   
Total Other -$                -$                -$                   -$                   -$                   

TOTAL ASSETS 790,954$       1,737,811$    14,805,335$    58,559,386$    142,240,815$  

LIABILITIES
Current Liabilities
Accounts Payable -$                -$                -$                   -$                   -$                   
Loan Payment (Current Portion) -$                -$                -$                   -$                   -$                   
Total Current -$                -$                -$                   -$                   -$                   

Long Term Liabilities
Mortgage and Loan -$                -$                -$                   -$                   -$                   
Other Borrowing -$                -$                   -$                   -$                   
Total Long Term -$                -$                -$                   -$                   -$                   

Total Liabilities -$                -$                -$                   -$                   -$                   

Shareholder Equity
Paid in Capital (Equity Investment) 1,300,000$    1,300,000$    1,300,000$      1,300,000$      1,300,000$      
Retained Earnings -$                (509,046)$      437,811$          13,505,335$    57,259,386$    
Current Year Income/Loss (509,046)$      946,857$       13,067,524$    43,754,051$    83,681,429$    
Total Owner Equity 790,954$       1,737,811$    14,805,335$    58,559,386$    142,240,815$  

TOTAL LIABILITIES AND EQUITY 790,954$       1,737,811$    14,805,335$    58,559,386$    142,240,815$  

Balance Sheet Projection 
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Pro Forma Profit & Loss Statement 

 5-Year Profit & Loss 

 

 
 

   

Year 1 Year 2 Year 3 Year 4 Year 5
Revenue
Revenue 694,367$             4,834,047$          34,527,508$        104,724,790$     195,902,514$     
Total Revenue 694,367$             4,834,047$          34,527,508$        104,724,790$     195,902,514$     
Direct Costs
Direct Costs 197,663$             1,461,941$          10,950,031$        33,361,392$        62,427,330$        
Total Direct Costs 197,663$             1,461,941$          10,950,031$        33,361,392$        62,427,330$        
Gross Margin 496,704$             3,372,106$          23,577,477$        71,363,398$        133,475,184$     

Operating Expenses
 Salaries 484,008$             1,276,800$          2,068,320$          2,310,636$          2,601,192$          
Employer Payroll Taxes and Benefits 121,008$             319,200$             517,080$             577,656$             650,304$             
 Depreciation 48,546$                102,408$             156,264$             210,120$             263,976$             
Advertising/Marketing 173,592$             241,704$             1,726,380$          5,236,236$          9,795,132$          
Trade Shows 67,596$                84,504$                101,400$             101,400$             101,400$             
Professional Services (Accountant/Lawyer/Consultant) 18,000$                18,000$                24,000$                30,000$                36,000$                
Office Lease 12,000$                36,000$                67,500$                72,900$                87,000$                
Insurance 1,800$                  5,400$                  10,128$                10,932$                13,056$                
Util ities 1,800$                  5,400$                  10,128$                10,932$                13,056$                
Office Equipment/Supplies 1,800$                  5,400$                  10,128$                10,932$                13,056$                
Phones/Internet/Web Services 1,800$                  5,400$                  10,128$                10,932$                13,056$                
Office Software Cost 1,800$                  5,400$                  10,128$                10,932$                13,056$                
Travel and Entertainment 60,000$                120,000$             180,000$             240,000$             300,000$             
Misc/Contingency Cost 12,000$                12,000$                18,000$                24,000$                30,000$                
Total Operating Expenses 1,005,750$          2,237,616$          4,909,584$          8,857,608$          13,930,284$        

Operating Profit (509,046)$            1,134,490$          18,667,893$        62,505,790$        119,544,900$     

Tax Burden (30%) -$                      187,633$             5,600,369$          18,751,739$        35,863,471$        
Net Profit (509,046)$            946,857$             13,067,524$        43,754,051$        83,681,429$        

Net Profit Margin -73.31% 19.59% 37.85% 41.78% 42.72%

Year End Statistics Summary Year 1 Year 2 Year 3 Year 4 Year 5

Subscribers per Standard Alarm Dealers 316 7,688 37,506 85,245 153,308

Subscribers per Private Label Alarm Dealers 527 12,814 62,510 142,074 255,514

Subscribers per Strategic Partner / Licensee 3,374 102,513 500,078 1,136,594 2,044,112

Subscribers per Affiliate Reseller 527 2,563 12,502 28,415 51,103

Subscribers per Internet Direct Sales 527 2,563 12,502 28,415 51,103

Total Subscribers 5,272 128,141 625,098 1,420,742 2,555,140

Revenue per Subscriber $21.65 $7.41 $6.92 $6.85 $6.83

Direct Cost Per Subscriber $5.11 $2.31 $2.20 $2.18 $2.18

Gross Margin per Subscriber $16.54 $5.10 $4.72 $4.67 $4.65

Operating Expense per Subscriber $16.40 $1.46 $0.65 $0.52 $0.45

Operating Profit per Subscriber $0.14 $3.65 $4.07 $4.15 $4.20

Profit and Loss Statement -  Five-Year Annual



 
 
  

61 | Page - Copyright© 2012 – Interactive Life Systems, LLC - CellAlert24™ - All rights reserved - CONFIDENTIAL 
 

Pro Forma Cash Flow Statement 

 
5-Year Cash Flow 

 

 
  

  

Year 1 Year 2 Year 3 Year 4 Year 5

Operating Activities

Net Income (after taxes) (509,046)$       946,857$         13,067,524$   43,754,051$   83,681,429$     

Adjustments to Reconcile

     Depreciation & Amortization 48,546$           102,408$         156,264$         210,120$         263,976$           

  Change In:

     Accounts Receivable -$                  -$                  -$                  -$                  -$                    

     Inventories -$                  -$                  -$                  -$                  -$                    

     Accounts Payable -$                  -$                  -$                  -$                  -$                    

     Other -$                  -$                  -$                  -$                  -$                    

Cash From Operating Activities (460,500)$       1,049,265$     13,223,788$   43,964,171$   83,945,405$     

Investing Activities

Capital Expenditures* (360,000)$       (285,000)$       (285,000)$       (285,000)$       (285,000)$          

Other Non-Expensed Expenditures* -$                  -$                  -$                  -$                  -$                    

Cash Used in Investing (360,000)$       (285,000)$       (285,000)$       (285,000)$       (285,000)$          

Financing Activities

Equity Infusion 1,300,000$     -$                  -$                  -$                  -$                    

Increase (Decrease) Long Term Debt -$                  -$                  -$                  -$                  -$                    

Increase (Decrease) Short Term Debt -$                  -$                  -$                  -$                  -$                    

Dividends Paid -$                  -$                  -$                  -$                  -$                    

Other -$                  -$                  -$                  -$                  -$                    

Cash (Used In)From Financing 1,300,000$     -$                  -$                  -$                  -$                    

Increase (Decrease) in Cash 479,500$         764,265$         12,938,788$   43,679,171$   83,660,405$     

-$                  -$                    

Cash,  Beginning of Year -$                  479,500$         1,243,765$     14,182,553$   57,861,724$     

Cash , End of Year 479,500$         1,243,765$     14,182,553$   57,861,724$   141,522,129$   

* From Source and Use of Funds

Cash Flow Lost Due to Churn at 10% $0 $64,993 $1,067,287 $5,121,254 $11,611,806

Net Cash Flow with Churn Loss 479,500$         1,178,772$     13,115,266$   52,740,470$   129,910,323$   

Cash Flow -Five Year Annual
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Revenue Forecast 

5 – Year Revenue and Direct Cost 

 

  
                                                      
ihttp://www.businessinsider.com/ - 03-01-2012 
ii http://www.businessinsider.com/the-future-of-mobile-deck-2012-3?op=1 03-23-2012 
 

 
 
 

Revenue Streams Year 1 Year 2 Year 3 Year 4 Year 5

Revenue Standard Alarm Dealer - Recurring -$                     75,804$            1,844,196$      8,996,700$      20,448,336$    

Revenue Private Label Alarm Dealer - Recurring -$                     126,420$          3,073,824$      14,994,900$    34,080,708$    

Revenue Strategic Partner / Licensee - Recurring -$                     131,628$          3,965,172$      19,470,240$    44,294,328$    

Revenue Affliate Partner - Recurring -$                     158,040$          894,840$          3,875,352$      8,647,344$      

Revenue Direct Internet Sales - Recurring -$                     158,040$          894,840$          3,875,352$      8,647,344$      

Revenue Standard Alarm Dealer - New 21,050$         611,193$          4,081,739$      9,314,402$      13,949,661$    

Revenue Private Label Alarm Dealer - New 30,745$         1,018,669$      6,802,917$      15,523,953$    23,249,471$    

Revenue Strategic Partner / Licensee - New 27,822$         1,324,909$      8,848,190$      20,191,245$    30,239,426$    

Revenue Affil iate Partner - New 127,375$       254,672$          1,700,895$      3,881,323$      5,812,948$      

Revenue Direct Internet Sales - New 127,375$       254,672$          1,700,895$      3,881,323$      5,812,948$      

Customization Fees for Private Label Alarm Dealers 60,000$         120,000$          120,000$          120,000$          120,000$          

Licensing Fees for Strategic Partners 300,000$       600,000$          600,000$          600,000$          600,000$          
Total revenue 694,367$       4,834,047$      34,527,508$    104,724,790$  195,902,514$  

Direct Costs

Revenue Standard Alarm Dealer - Recurring -$                     41,688$            1,014,312$      4,948,188$      11,246,580$    

Revenue Private Label Alarm Dealer - Recurring -$                     69,528$            1,690,608$      8,247,192$      18,744,384$    

Revenue Strategic Partner / Licensee - Recurring -$                     -$                       -$                       -$                       -$                       

Revenue Affliate Partner - Recurring -$                     88,500$            501,108$          2,170,200$      4,842,516$      

Revenue Direct Internet Sales - Recurring -$                     39,516$            223,716$          968,844$          2,161,836$      

Revenue Standard Alarm Dealer - New 11,576$         336,156$          2,244,956$      5,122,922$      7,672,313$      

Revenue Private Label Alarm Dealer - New 16,909$         560,267$          3,741,604$      8,538,173$      12,787,210$    

Revenue Strategic Partner / Licensee - New -$                     -$                       -$                       -$                       -$                       

Revenue Affil iate Partner - New 71,331$         142,616$          952,502$          2,173,540$      3,255,252$      

Revenue Direct Internet Sales - New 31,847$         63,670$            425,225$          970,333$          1,453,239$      

Customization Fees for Private Label Alarm Dealers 3,000$            6,000$              6,000$              6,000$              6,000$              

Licensing Fees for Strategic Partners 15,000$         30,000$            30,000$            30,000$            30,000$            

Outsourced Telemarketing/Lead 36,000$         60,000$            90,000$            150,000$          180,000$          

SaaS/PaaS Hosting Services/Amazon EC2 12,000$         24,000$            30,000$            36,000$            48,000$            
Total Direct Costs 197,663$       1,461,941$      10,950,031$    33,361,392$    62,427,330$    

Gross Profit 496,704$       3,372,106$      23,577,477$    71,363,398$    133,475,184$  

Year-over-year revenue growth 579% 599% 203% 87%

Revenue Forecast -Annual

http://www.businessinsider.com/
http://www.businessinsider.com/the-future-of-mobile-deck-2012-3?op=1
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12-month Profit & Loss Statement 

 

 
 
  

Revenue Month 1 Month 2 Month 3 Month 4 Month 5 Month 6 Month 7 Month 8 Month 9 Month 10 Month 11 Month 12 Total

Revenue 2,500$         4,998$         9,996$         14,994$      20,992$      27,290$           91,688$           93,167$           99,513$           104,588$        110,480$        114,161$        694,367$        

Total Revenue 2,500$         4,998$         9,996$         14,994$      20,992$      27,290$           91,688$           93,167$           99,513$           104,588$        110,480$        114,161$        694,367$        

Direct Costs

Direct Costs 5,013$         6,024$         8,049$         10,072$      12,502$      15,052$           20,058$           20,236$           22,840$           24,437$           26,444$           26,936$           197,663$        

Total Direct Costs 5,013$         6,024$         8,049$         10,072$      12,502$      15,052$           20,058$           20,236$           22,840$           24,437$           26,444$           26,936$           197,663$        

Gross Margin (2,513)$        (1,026)$        1,947$         4,922$         8,490$         12,238$           71,630$           72,931$           76,673$           80,151$           84,036$           87,225$           496,704$        

 

Operating Expenses

 Salaries 40,334$      40,334$      40,334$      40,334$      40,334$      40,334$           40,334$           40,334$           40,334$           40,334$           40,334$           40,334$           484,008$        

Employer Payroll Taxes and Benefits 10,084$      10,084$      10,084$      10,084$      10,084$      10,084$           10,084$           10,084$           10,084$           10,084$           10,084$           10,084$           121,008$        

 Depreciation 1,373$         1,794$         2,215$         2,636$         3,057$         3,478$              4,613$              5,034$              5,455$              5,876$              6,297$              6,718$              48,546$           

Advertising/Marketing 14,466$      14,466$      14,466$      14,466$      14,466$      14,466$           14,466$           14,466$           14,466$           14,466$           14,466$           14,466$           173,592$        

Trade Shows 5,633$         5,633$         5,633$         5,633$         5,633$         5,633$              5,633$              5,633$              5,633$              5,633$              5,633$              5,633$              67,596$           

Professional Services (Accountant/Lawyer/Consultant) 1,500$         1,500$         1,500$         1,500$         1,500$         1,500$              1,500$              1,500$              1,500$              1,500$              1,500$              1,500$              18,000$           

Office Lease 1,000$         1,000$         1,000$         1,000$         1,000$         1,000$              1,000$              1,000$              1,000$              1,000$              1,000$              1,000$              12,000$           

Insurance 150$              150$              150$              150$              150$              150$                  150$                  150$                  150$                  150$                  150$                  150$                  1,800$              

Utilities 150$              150$              150$              150$              150$              150$                  150$                  150$                  150$                  150$                  150$                  150$                  1,800$              

Office Equipment/Supplies 150$              150$              150$              150$              150$              150$                  150$                  150$                  150$                  150$                  150$                  150$                  1,800$              

Phones/Internet/Web Services 150$              150$              150$              150$              150$              150$                  150$                  150$                  150$                  150$                  150$                  150$                  1,800$              

Office Software Cost 150$              150$              150$              150$              150$              150$                  150$                  150$                  150$                  150$                  150$                  150$                  1,800$              

Travel and Entertainment 5,000$         5,000$         5,000$         5,000$         5,000$         5,000$              5,000$              5,000$              5,000$              5,000$              5,000$              5,000$              60,000$           

Misc/Contingency Cost 1,000$         1,000$         1,000$         1,000$         1,000$         1,000$              1,000$              1,000$              1,000$              1,000$              1,000$              1,000$              12,000$           

Total Operating Expenses 81,140$      81,561$      81,982$      82,403$      82,824$      83,245$           84,380$           84,801$           85,222$           85,643$           86,064$           86,485$           1,005,750$   

 

Operating Profit (83,653)$     (82,587)$     (80,035)$     (77,481)$     (74,334)$     (71,007)$         (12,750)$         (11,870)$         (8,549)$            (5,492)$            (2,028)$            740$                  (509,046)$      

 

Company Tax Rate as Percent 30% -$               -$               -$               -$               -$               -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    

Net Profit (83,653)$     (82,587)$     (80,035)$     (77,481)$     (74,334)$     (71,007)$         (12,750)$         (11,870)$         (8,549)$            (5,492)$            (2,028)$            740$                  (509,046)$      

Cummulative Profit/Loss (83,653)$     (166,240)$  (246,275)$  (323,756)$  (398,090)$  (469,097)$      (481,847)$      (493,717)$      (502,266)$      (507,758)$      (509,786)$      (509,046)$      

Profit and Loss Statement - Year One
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12-month Cash Flow Statement 

 

 
 
  

Mth 1 Mth 2 Mth 3 Mth 4 Mth 5 Mth 6 Mth 7 Mth 8 Mth 9 Mth 10 Mth 11 Mth 12 TOTAL

Operating Activities

Net Income (after taxes) (83,653)$        (82,587)$        (80,035)$        (77,481)$        (74,334)$        (71,007)$        (12,750)$        (11,870)$        (8,549)$           (5,492)$           (2,028)$           740$                 (509,046)$     

Adjustments to Reconcile

     Depreciation & Amortization 1,373$            1,794$            2,215$            2,636$            3,057$            3,478$            4,613$            5,034$            5,455$            5,876$            6,297$            6,718$            48,546$         

  Change In:

     Accounts Receivable -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  

     Inventories -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  

     Accounts Payable -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  

     Other -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  

Cash From Operating Activities (82,280)$        (80,793)$        (77,820)$        (74,845)$        (71,277)$        (67,529)$        (8,137)$           (6,836)$           (3,094)$           384$                 4,269$            7,458$            (460,500)$     

Investing Activities

Capital Expenditures* (90,000)$        (20,000)$        (20,000)$        (20,000)$        (20,000)$        (20,000)$        (70,000)$        (20,000)$        (20,000)$        (20,000)$        (20,000)$        (20,000)$        (360,000)$     

Other Non-Expensed Expenditures* -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  

Cash Used in Investing (90,000)$        (20,000)$        (20,000)$        (20,000)$        (20,000)$        (20,000)$        (70,000)$        (20,000)$        (20,000)$        (20,000)$        (20,000)$        (20,000)$        (360,000)$     

Financing Activities

Equity Infusion 1,300,000$  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  1,300,000$  

Increase (Decrease) Long Term Debt -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  

Increase (Decrease) Short Term Debt -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  

Dividends Paid -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  

Other-Financing Costs -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  

Cash (Used In)From Financing 1,300,000$  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  -$                  1,300,000$  

Increase (Decrease) in Cash 1,127,720$  (100,793)$     (97,820)$        (94,845)$        (91,277)$        (87,529)$        (78,137)$        (26,836)$        (23,094)$        (19,616)$        (15,731)$        (12,542)$        479,500$      

Cash,  Beginning of Month -$                  1,127,720$  1,026,927$  929,107$      834,262$      742,985$      655,456$      577,319$      550,483$      527,389$      507,773$      492,042$      -$                  

Cash , End of Month 1,127,720$  1,026,927$  929,107$      834,262$      742,985$      655,456$      577,319$      550,483$      527,389$      507,773$      492,042$      479,500$      479,500$      

*F ro m So urce and Use o f  F unds

Cash Flow - Year One
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12-month Revenue Projections 

 
 
 
 
 
 
 
 
 

Revenue Streams Month 1 Month 2 Month 3 Month 4 Month 5 Month 6 Month 7 Month 8 Month 9 Month 10 Month 11 Month 12 Total

Revenue Standard Alarm Dealer - Recurring -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Private Label Alarm Dealer - Recurring -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Strategic Partner / Licensee - Recurring -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Affliate Partner - Recurring -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Direct Internet Sales - Recurring -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Standard Alarm Dealer - New -$                    -$                    -$                    -$                    -$                    -$                    1,419$        1,839$        2,879$        3,738$        4,858$        6,317$            21,050$         

Revenue Private Label Alarm Dealer - New -$                    -$                    -$                    -$                    -$                    -$                    1,419$        1,839$        3,838$        4,998$        8,116$        10,535$         30,745$         

Revenue Strategic Partner / Licensee - New -$                    -$                    -$                    -$                    -$                    -$                    462$            1,801$        2,808$        4,664$        7,118$        10,969$         27,822$         

Revenue Affiliate Partner - New 1,250$        2,499$        4,998$        7,497$        10,496$     13,645$     14,194$     13,844$     14,994$     15,594$     15,194$     13,170$         127,375$      

Revenue Direct Internet Sales - New 1,250$        2,499$        4,998$        7,497$        10,496$     13,645$     14,194$     13,844$     14,994$     15,594$     15,194$     13,170$         127,375$      

Customization Fees for Private Label Alarm Dealers -$                    -$                    -$                    -$                    -$                    -$                    10,000$     10,000$     10,000$     10,000$     10,000$     10,000$         60,000$         

Licensing Fees for Strategic Partners -$                    -$                    -$                    -$                    -$                    -$                    50,000$     50,000$     50,000$     50,000$     50,000$     50,000$         300,000$      

Total revenue 2,500$        4,998$        9,996$        14,994$     20,992$     27,290$     91,688$     93,167$     99,513$     104,588$  110,480$  114,161$      694,367$      

Direct Costs

Revenue Standard Alarm Dealer - Recurring -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Private Label Alarm Dealer - Recurring -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Strategic Partner / Licensee - Recurring -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Affliate Partner - Recurring -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Direct Internet Sales - Recurring -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Standard Alarm Dealer - New -$                    -$                    -$                    -$                    -$                    -$                    780$            1,011$        1,583$        2,056$        2,672$        3,474$            11,576$         

Revenue Private Label Alarm Dealer - New -$                    -$                    -$                    -$                    -$                    -$                    780$            1,011$        2,111$        2,749$        4,464$        5,794$            16,909$         

Revenue Strategic Partner / Licensee - New -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                    -$                        -$                        

Revenue Affiliate Partner - New 700$            1,399$        2,799$        4,198$        5,878$        7,641$        7,949$        7,753$        8,397$        8,733$        8,509$        7,375$            71,331$         

Revenue Direct Internet Sales - New 313$            625$            1,250$        1,874$        2,624$        3,411$        3,549$        3,461$        3,749$        3,899$        3,799$        3,293$            31,847$         

Customization Fees for Private Label Alarm Dealers -$                    -$                    -$                    -$                    -$                    -$                    500$            500$            500$            500$            500$            500$                 3,000$            

Licensing Fees for Strategic Partners -$                    -$                    -$                    -$                    -$                    -$                    2,500$        2,500$        2,500$        2,500$        2,500$        2,500$            15,000$         

Outsourced Telemarketing/Lead Generation/Customer Service 3,000$        3,000$        3,000$        3,000$        3,000$        3,000$        3,000$        3,000$        3,000$        3,000$        3,000$        3,000$            36,000$         

SaaS/PaaS Hosting Services/Amazon EC2 1,000$        1,000$        1,000$        1,000$        1,000$        1,000$        1,000$        1,000$        1,000$        1,000$        1,000$        1,000$            12,000$         

Total Direct Costs 5,013$        6,024$        8,049$        10,072$     12,502$     15,052$     20,058$     20,236$     22,840$     24,437$     26,444$     26,936$         197,663$      

Gross Profit (2,513)$      (1,026)$      1,947$        4,922$        8,490$        12,238$     71,630$     72,931$     76,673$     80,151$     84,036$     87,225$         496,704$      

Revenue Forecast-Year One
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Revenue by Revenue Streams 
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Bessemer Charts 

Committed Monthly Recurring Revenue – CMRR 
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CHURN Rates – Revenue Lost 
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Customer Acquisition Cost (CAC) 
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Revenue, Cost and gross Profit per Customer 
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Customer Lifetime Value (CLTV) 
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Customer Retention Levels with CHURN 
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Net Cash Flow with CHURN 

 


