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SECTION ONE

EXECUTIVE SUMMARY

1.1 COMPANY ORIGINS/BACKGROUND

Approximately ten years ago, Mr Paul Richards, spotted the potential for a process that could manufacture high
quality decorative glass quickly, consistently and at a reasonable cost. Mr Richards owned his own conservatory
design and installation business and was finding that the industry was becoming increasingly competitive and
homogeneous. One of the few means of differentiating the product was the inclusion of coloured and patterned fan
lights, but these were time consuming to manufacture and relatively expensive.

Being an innovative and entrepreneurial character, Mr Richards set himself the task of developing an alternative
method of manufacturing decorative glass. This took him eight years and approximately £340k of his own money to
achieve, but he has now succeeded and patented his new product. The next stage is to start full-scale manufacturing
and for this purpose Glass Inserts Limited was set up.

1.2 THE PRODUCT

The product is technically referred to as a “thermoformed laminar element that replicates cut, stained or bevelled
glass”. It is basically a sheet of formed and coloured, if required, polymer laminate that is fixed to a sheet of glass
using a specially formulated resin. Some of the technical hurdles that had to be overcome are as follows:

% A polymer laminate material had to be sourced that met a number of conditions including the strength to be
thermoformed, the transparency and texture to replicate decorative glass, the ability to absorb colours,
resistance to light damage and adherence to resin.

% A new printing method had to be developed that allowed colour to be applied to raised surfaces (“bump
printing”).

% A resin had to be developed that permanently bonded the polymer laminate to glass but did not affect the

transparency of the unit and was resistance to light damage.

The patented technical aspects of the product give a high level of protection against competitors trying to emulate
the product. Another important competitive advantage are the suppliers of the raw materials that have been sourced
by Glass Inserts.

Prototypes of the product have already been shown to a number of experienced players in the industry who have all
shown a great deal of enthusiasm. Some of the correspondence with these people is shown in appendix VII.

1.3 THE MARKET

The main market that will be targeted by Glass Inserts will be conservatories, windows and doors manufacturers.
This is a huge market with 330,000 conservatories installed in the UK in 2004, worth £2.2 billion, and 1 million
door units manufactured in the UK annually. Glass Inserts' maximum phase one (two shifts and year one capital
expenditure) capacity will represent only a small fraction of this market, possibly 4%.

A market that perhaps wasn’t initially foreseen is that of point of sale advertising. An example of this would be a
brewery’s design in a glass fridge door or a table top in an up-market bar. Another potentially lucrative market is
that of interior design using decorative and coloured glass in wall sections, stairs or floors. This could be used in
corporate headquarters, restaurants or expensive homes.

Access to these markets will be achieved through the contacts of the directors (see below) and of high profile
marketing and PR agencies Michael Rigby Associates and Plus Point.
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SECTION ONE EXECUTIVE SUMMARY

14 PERSONNEL

The three directors will be Paul Richards (Managing Director), James Power (Business Director) and Dick Dabner
(Sales Director).

Mr Paul Richards has been involved in the glass industry for over twenty years through his successful conservatory
business, which he recently sold in an MBO so that he could dedicate himself full-time to Glass Inserts.

Mr Dick Dabner has over 25 years experience in the decorative glass industry and is credited with the invention of
the lead adhesive strip in the 1980s. Both Mr Richards and Mr Dabner have a large number of important contacts in
the industry.

Mr James Power has previously worked for various global investment banks and is currently co-ordinating the fund
raising activities. He will also assist with the development of the market.

Including the directors, the business will create 25 new jobs in its first year of production. The first two years
payroll expense, including employers NIC, is forecast to be £1.06m.

1.5 FINANCIAL FORECASTS

A summary of the financial forecasts is shown in figure 1.1. Any grants potentially available under Regional
Selective Assistance have not been included in the forecasts. Also, no account has been taken of any additional
recruitment or capital expenditure that may take place in years two and three. As sales prices are expected to be put
under pressure by the response of competitors in years two and three, inflation reduces profitability and cash
generation. Profits, however, remain well above the breakeven levels.

Figure 1.1: Financial forecasts summary

Year 1 Year 2 Year 3

2005/06 2006/07 2007/08
Profit and loss account

£ £ £
Turnover 1,893,074 3,001,152 2,941,129
Percentage increase on previous year 58.5% -2.0%
Gross profit 1,027,178 1,579,180 1,510,611
Margin 54.3% 52.6% 51.4%
Operating profit 392,903 743,501 663,293
Margin 20.8% 24.8% 22.6%
Net profit after tax and interest 319,759 531,195 477,287
Margin 16.9% 17.7% 16.2%
Balance sheet
£ £ £

Year end cash balances (185,033) 592,504 1,121,864
Minimum cash balances in year (275,117) (109,492) 689,805
Cash surplus/(deficit) for the year (275,033) 777,537 529,360
Net current assets 84,888 658,681 1,175,324
Total net assets 790,697 1,321,892 1,799,180
Breakeven analysis
Breakeven turnover per annum 1,327,237 1,726,249 1,756,179
Breakeven turnover per month 110,603 143,854 146,348
Turnover as a percentage of breakeven 143% 174% 167%
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SECTION ONE EXECUTIVE SUMMARY

1.5 FUNDING PACKAGE
A suggested funding package is as follows:

£
2005 equity investments paid and pledged 150,000
Less pre-trading expenditure (capital expenditure, R&D and marketing) (60,000)
Opening cash balance 90,000
Bank loan (SFLGS) 50,000
Bank loan (secured on the premises of Paul Richards) 50,000
Overdraft facility 25,000
Invoice factoring advances up to month 8 369,008
UK Steel Enterprise/Finance Wales (loan) 190,000
UK Steel Enterprise/Finance Wales (equity) 100,000
Neath Port Talbot Loan & Grant Fund (loan) 5,000
Neath Port Talbot Loan & Grant Fund (grant) 5,000
Cash profits between months two and eight 172,082
RSA grant 236,692
Total funding requirement 1,292,782
Bridging finance for RSA grant 236,692
Bridging finance for VAT on capital expenditure (see above) 13,425
Total financial package £ 1,542,899

As the RSA grant is paid in arrears and will probably be in instalments, bridging finance is needed. A small amount
(£13k) of very short term bridging finance will also be needed to cover the VAT on the capital expenditure until it is
reclaimed. The peak funding requirement is forecast to occur in month eight and the figure for the invoice factoring
is the balance forecast for this month.

Of the total funding requirement, £708k is needed for capital expenditure.

1.6 AIMS AND OBJECTIVES

The primary mission for Glass Inserts is to establish the company as the industry’s lowest life-time cost producer of
decorative glass panels for use in doors and windows for houses and conservatories.

The secondary mission is to commercialise innovative products for a variety or markets that are either new or in
relative stages of infancy, including point-of-sale advertising, corporate signage, suspended ceilings, office dividers,
and mirrors.

The main objectives are to:

¢ Build a quick route to market in order to exploit the competitive advantage of the product in
the current market conditions.

% Maintain tight control of cost and operation during expansion.

« Obtain maximum market penetration as soon as possible.

« Maximise profits and dividend payouts for shareholders.

The directors strongly believe that the market positioning of Glass Inserts is conducive to a trade buyout by a larger
player in the glass industry within 3-5 years.

1.7 SCOPE OF THIS BUSINESS PLAN

This business plan covers the initial phase in the development of Glass Inserts’ manufacturing facility in Resolven,
South Wales. The capital expenditure and job creation described in this document is just that expected to take place
in year one and the financial forecasts only include the profits that are expected to be generated by this year one
capital expenditure and job creation.

As indicated by the aims and objectives set out above, further capital expenditure and recruitment is planned for
future years and cash flow forecasts certainly indicate that there will be cash surpluses available for this. However,
this will be dealt with as separate projects as and when they occur.
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OPERATIONAL DETAILS

21 THE PRODUCT

Glass Inserts have developed a manufacturing process that can produce high quality patterned and coloured glass
that has a number of unique selling points. These include:

R Rapid and consistent production.

<> Much lower manufacturing costs than current market comparables, which allow prices to be set at
between 30% and 70% below those of competitors.

> High quality that matches hand-crafted glass, both in terms of appearance and durability.

<> Highly intricate and appealing patterns and colouring which are either very expensive to produce
with existing technology or, in for the more complex designs, cannot currently be produced.

.

o High level safety features due to the lamination process

>

®
0.0

High thermal insulating properties (U-values) and a degree of noise reduction compared to current
market comparables.

5

%

UV light resistant, which prevents fading of curtains and carpets.

0
0.0

Applications in a number of different markets.

Shown in figure 2.1 are two examples of prototype products. The panel on the left is a fan light that would be used
in a conservatory. The colour and leading effect is indistinguishable from comparable products. The product on the
right illustrates the intricate patterns that can be incorporated into the product and is an example of how the product
can be used for point of sale advertising (see section three for further details of this and other markets).

Figure 2.1: Examples of prototype products
111 |

Note that these examples are prototype products. Final products, using the latest manufacturing technology, will be
of far higher quality and offer much more complex patterns that will match and exceed products currently available.
Examples of current decorative glass used in windows and doors and end user pricing are shown in appendix XI.
Shown in figure 2.2 on the following page are some examples of work taken from the website of Canadian company,
Nathan Allan Glass Studios Inc (www.nathanallan.com). This illustrates the quality of work that Glass Inserts is
aiming to exceed and some of the applications that its technology can be used for.

Printed out on 01/08/05 at 13:57 CONFIDENTIAL PAGE 4




SECTION TWO OPERATIONAL DETAILS

Figure 2.2: Examples of applications for Glass Inserts' products
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Product prototypes have been presented to a number of industry professionals (all with at least 20 years experience
of decorative glass) who have provided extremely positive feedback. Comments made include “we feel your
product has great potential in the glass industry” (Magden Limited), “In our view the prospects are very good”
(Michael Rigby Associates), “Both lain and myself were very impressed with what we saw” (K2 Glass Ltd), “Paul's
idea is absolutely great and we are sure that it will find its ways in the market soon” (Siglam GmbH), and “T was
very impressed with your ideas, product and design skills” (Welch Glazing Co. Ltd). Further comments from these
sources can be seen in their correspondence shown in appendix VII.

2.2 MANUFACTURING PROCESS
A schematic diagram of the manufacturing process is shown in figure 2.3 on the following page.

2.2.1 Thermoforming mould

The process starts in the bottom left of the schematic with the computer design of the required pattern of the glass.
This pattern is then etched onto a specially developed highly porous aluminium mould blank. The texture of this
mould material is important in forming the polymer laminate used in the next stage of the process. Both the CAD
design and etching of the moulds will be sub-contracted to a company that Mr Richards has worked with for many
years and whose directors are personal friends of Mr Richards as well as trade investors in the project.

2.2.2  Polymer laminate

A great deal of research and development was needed to source a polymer laminate that has the correct thickness,
texture, ink absorbency, transparency, resistance to light damage and adherence to the resin used later in the process.

Furthermore, the laminate (which is fed into the thermoformer from a large roll) is also required to possess the
physical properties that allow permanent reforming under high temperatures. The thermoformer works by applying
heat to the top side of the laminate film to make it deformable and then suctioning it onto the mould using a vacuum,
therby producing the definition and surface contours to the laminate that deliver the decorative element of the
product. As they are formed, the laminates are sliced with a guillotine and then stacked in the final part of this fully-
automated process.

2.2.3  Printing

A screen printing system, know as "bump printing" is used to apply colour to the polymer film. This process is
thought to be unique to Glass Inserts. Mr Richards has approached a number of printing companies asking them if
they could print his formed polymer sheets and none of them has been able to do so.

The process works by applying ink to the raised surfaces of the formed polymer laminate, which may require
printing on both sides of the film. The ink used is the same as that used in standard glass colouring processes and is
therefore already proven to be resistant to the effects of sunlight.

2.2.4  Resin injection

A specially developed resin is used to fix the polymer laminate to sheets of glass, which can be standard, toughened
or treated. The resin has been developed from a similar solution used to manufacture bullet proof glass in the US,
although the final development of Glass Insert's resin was carried out by UK chemists.
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Figure 2.3: Schematic diagram of the manufacturing process
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Figure 2.4: "Clam shelling"
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Polymer sheet

Fixing glass to the polymer sheets is a manual process known as
"clam shelling". This involves the injection of a precise volume of
resin onto the surface of the polymer sheet and then, as illustrated
in figure 2.4, a pane of glass, held by a suction cup, is pivoted
down onto the polymer sheet, spreading the resin between the two
surfaces. Care has to be taken in this process to ensure that the
resin is completely distributed between the two surfaces and that no
air bubbles are trapped. Automation of this process is not thought
to be practically viable, but faster and more efficient techniques
that lend themselves to volume production are currently in
development.

The resin is made up of two chemicals that set when mixed together. It is critical to the manufacturing process that
the chemicals are used in the correct quantities and thoroughly mixed. If this is not achieved air bubbles will be
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SECTION TWO OPERATIONAL DETAILS

generated in the resin and product will be ruined. Getting this mix of chemicals correct was another important part
of the development process.

23 STANDARDS

Although no documentation is available due to the high costs (up to $30k), the product has been tested to 17CFR in
the US, which is a high-impact resistance test used to certify hurricane-proof glass and is far more demanding that
the tests required by European standards.

Another important factor in testing for standards is that the laminated design of the Glass Inserts' product makes it
exceptionally difficult to break up into pieces and unlike standard glass, impossible to shatter. In fact, Glass Inserts'
product has to be hit with a considerable amount of force to break it at all and even then it will not shatter, but will
instead crack whilst still remaining bonded to the laminate film due to the immensely strong adhesive qualities of the
resin.

The standard required before Glass Inserts' product can be sold in the UK, is the recently introduced European
standard, EN1279. Based on the above facts, achieving EN1279 certification is thought to be a formality. This is
supported by the fact that Magden Limited, a future distributor of Glass Insert products, have stated that they are
prepared to carry out the tests at their own expense (see appendix VII).

2.4 INTELLECTUAL PROPERTY RIGHTS AND LICENSING

The manufacturing process has been developed over a period of ten years by Mr Richards at a cost to him personally
of approximately £340k. A patent has been obtained for Great Britain and the USA on any “thermoformed laminar
element replicating cut, stained or bevelled glass”. Details of these patents are given in a letter from K.R. Bryer &
Co, European Patent Attorneys, in appendix IX and can be checked on the European Patent Office web site
(http://gb.espacenet.com/). Mr Richards also owns exclusive rights and IPRs to UK and European manufacture of
the uniquely formulated resin used in the manufacturing process.

The patents are held by Mr Richards personally and will not be transferred to Glass Inserts Limited. The reason for
this is that Mr Richards believes that these patents are very valuable and the funding required for Glass Inserts to
purchase these patents, possibly several millions of pounds, could not be raised. Instead, the technology will be
licensed to Glass Inserts and in return Mr Richards will be given 50.1% of the equity shares of the company.

An indication of the potential worth of the patents held by Mr Richards is given by the value placed on the licences,
which will be sold for £250k each. Adding royalties to this would give a value in the UK alone, well in excess of
£lm.

Protection for the sharcholders and other investors is set out in a draft sharcholders agreement prepared by
Metcalfes Solicitors (www.metcalfes.co.uk). This states that a maximum of four manufacturing licences (including
the licence granted to Glass Inserts) can be issued to “selected industry players in the United Kingdom with the
approval of the directors of the Company acting in the Company's best interests”. The draft shareholders agreement
also states that Mr Richards must “agree not to charge any royalties or management fee for the rights granted under
this licence”.

2.5 SUPPLIERS

Details of the suppliers of the materials used in the manufacturing process is commercial sensitive information and
has not therefore be disclosed in this document. However, it can be disclosed that all suppliers are based in the UK.

There is no dependency on any single supplier. Mr Richards owns the intellectual property rights on the resin, and
therefore the formulation used by Glass Inserts can be given to another resin manufacturer who will be able to
source and mix the ingredients under a standard ‘toll-blending’ agreement. This is normal practice for the industry
and there are many manufacturers in the UK and Europe who would operate under such a toll-blending agreement.
As regards tooling and moulds for thermoforming, there are also many manufacturers of tooling equipment in the
UK who would be able to produce tools for Glass Inserts as long as they operated under specific guidance from Paul
Richards with regards to the techniques developed by him. The laminate film is now an "off-the-shelf-product",
widely available in the UK.
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SECTION TWO OPERATIONAL DETAILS

2.6 CAPITAL EXPENDITURE
£ Quotes for the thermoformers, glass assembly line,

Figure 2.5: Capital expenditure (excluding VAT)

Thermoformers x 2 169,500 1 screen printing equipment and resin pump systems
Glass assembly line 128,145 . .

Resin pump systems x 2 236,000 are.shown in gppeqdlx X aqd a schedule of the
Screen printing setup & driers 70,000 capital expenditure is shown in figure 2.5. Glass
Assembly tables & racking 20,000 Inserts has already acquired equipment, which had
Tooling = , , 2000015 net book value as at 30™ June 2005 of £31,437.
Installation, wiring, airlines, ducting & filtration 40,000 This is th d 1l 1 £ .
Factory preparation costs - warm rooms x 2, painting & layout 7,000 1? 1s the prototype and sma 'sca ¢ manufacturing
Forklift truck (2-ton, electric, 2™ hand) 5,000 equipment held at the Bristol research and
Office equipment (computers & IT infrastructure) 12,000 development facility.

TOTAL £707,645 2.6.1 Thermoformers

The thermoformers will be supplied by Ridat
(www.ridat.co.uk), who have themselves recently relocated to Resolven from London. Two different models of
thermoformer will be acquired, one of which will have a forming area of between 12ft* and 32ft* and the other
between 2.2ft” and 8.3t".

Unlike the thermoformer currently used by Glass Inserts in Bristol, which is now 9 years old and is very outdated
technologically, the new machines will be larger, faster and more accurate (allowing better definition of designs).
The major requirement for the new machines is a larger gate size, which dictates the maximum size of the panels
that can be manufactured. One of the greatest and most pressing opportunities lies in the market for door panels,
which Magden Limited refers to in their correspondence (appendix VII) and estimates to be around 20,000 panels a
week. This market cannot be attacked at present because the thermoformer in Bristol can only produce panel sizes
much smaller than the standard door panel sizes that the industry currently works with. As some of the
thermoformer components have to come from India, the delivery time is relatively lengthy at up to 28 weeks for the
larger machine. The supplier of the machines, Ridat, whose premises in Resolven is next to the unit that Glass
Inserts intend to move into, have said that whilst waiting for the new machines, Glass Inserts can use machines that
Ridat already has on its premises when they are not be used for other contracts. Whilst this is not an ideal situation
and certainly not viable as a long term arrangement, it will allow Glass Inserts to start production without having to
wait for the delivery of the new machines.

2.6.2  Glass assembly line

The glass assembly line is an off-the-shelf application, allowing cutting of awkward (curved) shapes used, for
example, in the door industry. It includes a glass washer and drier of sufficient capacity and speed to meet the
requirements of time and motion studies already carried out by Paul Richards for full-scale production.

2.6.3  Resin pump systems

The function of the resin pump systems may at first appear to be relatively simple, being to inject a set volume of
resin onto a polymer laminate sheet. However, the process is complicated by chemistry behind resin formulations
which is generally extremely complex, but is additionally so for the Glass Inserts system, due to the absolute clarity
required for glass lamination. Mixing ratios for the resin need to be accurate to 0.2% and the two chemicals that
combine to form the resin need to be ‘degassed’ and heated to a certain temperature (and maintained there) prior to
mixing. Consequently, the resin pump systems are the most expensive items of machinery required.

They will be acquired from a Swiss based company called Dopag, who describe themselves as: “one of the leading
global suppliers of metering and mixing systems” (www.dopag.com). Delivery time will be ten weeks. While
waiting for the delivery of the full scale machines, Dopag have agreed to lend a smaller scale resin pump system to
Glass Inserts. This will need work costing approximately £10,000 carried out on it to enable it to meet Glass Inserts'
requirements.

2.6.4  Screen printer

This takes standard screen-printing technology used in the industry today and makes major adaptations which are
specific to the overall fabrication process. Much of this is sensitive information which cannot be disclosed as it
covers new techniques not known by the industry at present. What can be revealed is that the major adaptations
cover new techniques for printing on contoured surfaces (the industry currently can only print on flat surfaces) and
also improvements surrounding automation of the process to allow 2,500 units to be printed per shift as opposed to
the 500 that can currently be printed in Bristol.
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SECTION TWO OPERATIONAL DETAILS

2.7 PREMISES

Glass Inserts is currently operating from a 1,500 ft* unit in Kingswood, Bristol. Approximately one-third of the
floor space is taken up with office space and the remainder is used to house prototype manufacturing equipment.

Operating the full-scale production facility from this location is not possible due to a lack of space and difficulty
with access. However, small scale production is possible using the prototype equipment and this will be used to
produce marketing samples whilst the main factory is being set up. The Bristol location may be kept on initially as a
sales and demonstration office, as it is approximately 1% hours closer to London than the proposed manufacturing
site, but this is not a long-term strategic intention.

Figure 2.6: Location of main premises
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The main manufacturing site will be in the Neath Vale Supplier Park just south of Resolven. Glass Inserts was
introduced to this site by Richard Hopkins, who is to act as consultant to the company and whose company, Ridat,
will supply the thermoforming equipment.

“SWANSEA

(Abgrtawe)

The Resolven site has a number of advantages over Bristol, including, low cost premises and labour, easy access, the
proximity of Ridat and the availability of grants and other finance.

The Resolven premises will be leased at a cost of £35,500 per annum. The floor space is 941.79m?* (10,137 ft*) and
comes with high quality staff accommodation including a reception area, two offices and a kitchen. Car parking for
22 spaces is provided with the unit. Full details of the premises are given in appendix VIIIL.

2.8 TIMETABLE

The project will start as soon as all the required funding is in place. It is hoped that this will be achieved some time
in August 2005. To avoid the risk of losing the Resolven premises, they will be acquired as soon as the funding is in
place.

There may be a small delay in starting production in Resolven as the lease on the premises will have to be
negotiated, staff will have to be recruited and trained and machinery delivered and commissioned. Consequently,
the initial batch of 2,000 sample units may be manufactured from the R&D facility in Bristol. However, full-scale
manufacturing from Bristol is NOT an option and there is no risk of manufacturing continuing from Bristol for
much longer than one month.
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SALES AND MARKETING

31 THE MARKET PLACE

3.1.1 Background

Mr Richards' background is in technical design, which, when he first started his conservatory business, gave him a
competitive advantage and acted as a barrier against large numbers of other companies to entering the market.
However, this changed with the development of computer aided design (CAD) software, which made it much easier
to design conservatories, and resulted in the market becoming intensely competitive.

One of the few methods of differentiating conservatories was the addition of decorative fan lights that were often
supplied as a free of charge extra just to get a sale. However, the problem with high quality decorative fan lights is
that their production is a labour intensive process that is not only relatively expensive, but takes a long time, thereby
restricting supply. There are less expensive alternatives but these are very low quality. Furthermore, current
production technologies severely limit the complexity of the designs available.

Hence, ten years ago, Mr Richards, began developing a manufacturing process that would get around these issues
and provide installers with high quality, low cost and mass produced decorative glass that could give true,
meaningful differentiation enabling them to compete effectively and visibly with other companies selling similar-
looking products without having to cut prices.

3.1.2 Potential markets

The product has been shown to Michael Rigby Associates (www.521621.com/), who are brand and reputation
consultants, specialising in marketing research and PR for the home improvement, window and building materials
markets in the UK and Europe. They conclude (see appendix VII) that demand will come from manufacturers of the
following products:

5

%

Conservatories

Panel doors

Domestic retail composite doors

New and replacement windows (mainly fan lights)
Extensions

5

%

5

%

5

%

5

%

Another potentially lucrative market is point of sale advertising, with a great deal of interest having already been
shown from advertising agencies. An example of how the product can be used in this market is the Stella Artois
panel shown in figure 2.1, which could be used as table tops and refrigerator doors in bars and pubs.

Other potential markets are kitchen cabinets, floor panels, suspended ceilings, corporate signage and office dividers.

3.1.3  Market drivers, trends and size

The key drivers for all the target markets are price and product innovation, especially for the windows and doors
fabrication industry, which is a mature market characterised by a high number of competitors and manufacturing
overcapacity.

(i) Conservatories

Sales of conservatories, which represent a huge potential for fanlights and doors, have increased substantially over
the last decade and represent the best performing sector of any major consumer durable. Consumer awareness and
interest in the product remains high, with most householder surveys indicating conservatories high up on the list of
preferred home improvements'.

! Source: AMA Research: The Domestic Conservatory Market UK Report 2004
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According to Michael Rigby Associates, around 330,000 conservatories were installed in 2004 worth over £2.2
billion at installed prices excluding bases, dwarf walls and VAT. Of these, 93% were sold to the domestic retail
market and the remaining 7% were new build and commercial.

Whilst growth rates are expected to slow down from the levels of the past few years, there is still a great deal of
potential for further growth, with penetration of 15% of UK housing stock in 2004 representing only half of the
housing stock suitable for conservatories. The market is expected to grow by 12% in 2005".

The market is extremely fragmented, with over 2,000 installation companies in the UK, each typically installing
small volumes of conservatories'.

(ii) Door Panel and Domestic Retail Composite Doors

This is a high volume market, estimated by Magden Limited (see appendix VII) to be around 20,000 doors per week
or one million units annually.

(iii) New and Replacement Windows (Mainly Fanlights)

This could potentially be a huge market as installers promote the replacement of older PVC and aluminium windows
with newer generation windows. These need to be high security, good looking windows at competitive prices.
These are windows to look at, not just through.

Of the remaining housing stock still to be replaced (12-15% of total housing) the bulk is original timber vertical-
sliding (sash) windows. These are in older properties that lend themselves to decorative glass. Many still have the
original glass, but both windows and glass are often in poor condition. A new generation of vertical sliders in
different materials (timber, composites and PVC) is available, which planning officers now accept in heritage areas
and listed buildings.

(iv) Extensions

A new sector of low-cost extensions will be developing in 2006/7 based on the adoption of solid roof products, fast-
build half-brick pillars, PVC windows and doors, and modular bases. The products have been developed and are
either available now (e.g. the fast clad brick system) or will be launched in 2005. The new sector (solid roof
conservatories are popular in Ireland) cuts the costs of traditional brick-built extensions. It is based on a
development of new and existing conservatory components that will be sold and installed by conservatory
companies looking to add value and differentiation with decorative glass.

(v) Point of sale advertising

Strong interest in the product is being shown by advertising agencies, particularly in relation to premium lager
retailers such as Peroni. Like the markets described above, there is very little differentiation in the premium lager
market and increasing competition from wines and spirits. Consequently, breweries are constantly looking for
innovative ways in which to add value to their brands and thereby justify their higher prices.

3.1.3  Entry barriers

It is thought that competitors attempting to copy the technology will be discouraged from doing so due to the high
entry barriers, in particular the broad and strong UK and US patents owned by Paul Richards. Furthermore, the
exclusive rights to UK and European manufacture of the uniquely formulated resin that is used to bond the
decorative laminate element to the glass are owned by Paul Richards, thus giving further protection against the risk
of new entrants.

In contrast, the barriers to entry to the markets targeted by Glass Inserts are low, due to the profile of the windows
and doors fabrication Industry, as described above.

3.2 MARKETING STRATEGY

3.2.1 Industry contacts

Many of the envisaged distribution channels for the product are already open due to the experience, knowledge, and
industry contacts of sales & marketing director Dick Dabner. The companies that have already been approached are
significant players in their markets and all have well-established, extensive distribution channels. These companies
are currently awaiting finished samples in order to begin marketing operations to their customer base. They include:

! Source: Conservatory Industries: Media Details 2005/06 (www.turretgroup.com/content/category/4/77/67/)
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Magden, K2 Glass, Rocal, Siglam AG, Pultec, and Munster Joineries. Correspondence with Magden, K2 and
Siglam is shown in Appendix VII.

3.2.2  External agencies

In addition to the industry contacts of Dick Dabner, as part of ongoing marketing exercises Glass Inserts have
already engaged Plus Point, Welch Glazing, and Michael Rigby Associates, in order to carefully select and target
fabricators, installers and distributors who are significant market players and have the capability to move large
volumes of product. Correspondence with these companies is shown in appendix VII.

Plus Point (www.epluspoint.com/) is a specialist sales and marketing / business development organisation working
with highly innovative (usually smaller) companies supplying into the building / building design marketplace.
Originally developed in Belgian, Plus Point has proven success both in Europe for over 20 years and also in the UK
where it has been established for 10 years. They will be used to initially develop the UK markets, followed by
European markets where there are likely to be considerable opportunities for export. Details of the relationship
between Plus Point and Glass Inserts are shown in Plus Point's letter of 31* May 2005 in appendix VII.

Welch Glazing is an established specifier for the new-build market, which they estimate to be running at about
225,000 units per year in the UK. Michael Rigby Associates are considered to be the UK’s premier consultancy,
research, and PR company, and can boast board entry-level to all the established companies in the UK construction
industry.

3.2.3  Pricing strategy

Glass Inserts will position its products at all levels across the marketplace, combining high quality, intricate and
appealing designs with a low pricing structure as indicated below. New customers and large orders will be given
discounts, which are expected to average out at 5% of sales.

Inserts - High Value £30.00 — e.g. door panels
Inserts - Medium Value £20.00 — e.g. conservatory fanlights
Inserts - Low Value £12.50 — e.g. smaller sized panels with intricate designs

It has been verified that these trade prices undercut products of considerably inferior quality currently being
marketed by between 30% and 70%. For example, small hand-made panels imported from China are selling in the
UK at a trade price of £25 each and larger panels for £42. However, despite the reduced pricing approach, Glass
Inserts can still boast gross margins around of 60% and operating margins in excess of 40% due primarily to the low
cost of manufacture and speed and simplicity of the manufacturing process.

3.2.4  Order book development

Samples for marketing will be produced from the company’s R&D facility in Kingswood, Bristol. These will be
used to build an order book from the already-targeted potential customers afore-mentioned whilst the funding
applications are being processed.

3.3 COMPETITION

3.3.1  Alternative products

In short, Glass Inserts is the only product that combines top quality and low prices. Current industry techniques all
involve manual processes, requiring skilled workmanship. It currently consists of the following three methods:

1. Very highly skilled craftsmen cutting individual pieces of glass with varying textures and colours and fitting
them together in a leaded "H-section", which then requires further soldering of the lead. This is traditional
stained glass (i.e. that used in churches) and is very expensive due to the high level of skill and time required to
produce a single panel. Mass-production is not possible and no additional safety benefits are delivered in glass
panels fabricated using this technique.

2. Skilled craftsmen sticking bevels and coloured film onto a flat panel with adhesive, and then creating a border
around the pattern with lead-adhesive strip. This is still very labour intensive, the average rate of production
per skilled worker being only 8-10 conservatory fanlights per shift. Furthermore, consistency cannot be
guaranteed. Many of these panels have two-dimensional decorative effect and have little aesthetic appeal.
Glass Inserts' product can be produced at a rate of 35-50 per skilled operator per shift, all of which will combine
infinitely more appealing decorative effects with prices at least 20-30% below current mid-market ranges.

3. CAD-automated drawing arms using acrylic-based resins which can only produce 2-dimension effects with little
appeal. In the decorative glass industry, the effect produced by this technique is often referred to as ‘icing sugar
on glass’ and can only command low-range prices; hence it is often seen in social housing. Furthermore, no
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additional safety aspects are delivered and this technique is generally only used for interior glazing panels due
to the low level of durability of the decorative resin-based inks.

The Glass Inserts product should not be confused with the patterned glass often used in bathroom windows. This is
two-dimensional and inexpensive looking, due to the fact that it is mass produced as float glass and cut to size. This
sometimes attempts to use imitation sandblasted effects but never quite carries it off, and cannot combine different
textures and patterns in a single piece of glass. Neither does it combine leaded, bevelled or brilliant-cut techniques
that Glass Inserts can easily achieve with no additional cost of manufacture.

Another type of decorative glass used for interiors is fused glass. This can only create limited effects and relies on
bright colours to deliver attractive designs. Fused glass is expensive to produce due to the high energy costs
required to melt (fuse) different pieces of coloured glass together in a kiln and also the high failure rate in
manufacture (due to cracking during the cooling process).

3.3.2  Overseas manufacturing

In an effort to offer attractively-priced decorative glass panels without cutting margins to the bone, some door panel
and door companies are now sourcing from China. Although the like-for-like quality is good, companies have to
carry six months stock to protect them from a long distribution pipeline. Glass Inserts' product should enable these
companies to compete with a very high quality product at better prices without sacrificing margins or service
flexibility.

34 SALES FORECASTS

Sales forecasts have been divided into three categories as described in section 3.2.3 and the forecasts for years one
to three are shown in figure 3.1. A more detailed analysis of sales forecasts is shown in appendix V.

Figure 3.1: Sales forecasts

Year 1 Year 2 Year 3
Units of sales
High value 13,056 21,120 21,120
Medium value 26,111 42,240 42,240
Low value 26,111 42,240 42,240
Total sales units 65,278 105,600 105,600
Revenue (£'000)
High value 391,670 620,928 608,509
Medium value 522,227 827,904 811,346
Low value 979,176 1,552,320 1,521,274
Total revenue 1,893,074 3,001,152 2,941,129
NOTE: Units of sales exclude 2,000 units to be produced in month
one for marketing samples. Each of the low value units will be
converted into three panes of glass will sell for £12.50 each,
generating revenue per low value unit of £37.50.

Examples of letters of interest are shown appendix VII, but many more are available if required. Based on these and
the size of the market detailed in section 3.1.3, it seems reasonable to assume that all the units manufactured in the
Resolven unit can be sold. It is the intention of Glass Inserts to back up this assumption by generating a full order
book over the coming weeks, before the move to Resolven.

The limiting factor on sales, therefore, will be the production capacity of the Resolven factory. This has been

calculated in appendix V as 63,360 units per annum. This assumes a single eight hour shift and no additional capital
expenditure to that forecast for the first year of the business.
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PERSONNEL

4.1 LEGAL STRUCTURE AND OWNERSHIP

Glass Inserts Limited is a private limited company and is structured as an EIS qualifying company. It currently has
an authorised share capital of 25,000 £1.00 'A' ordinary shares and 75,000 £1.00 'B' ordinary shares. In the near
future, the 'B' ordinary shares will be converted to 'A' ordinary shares resulting in a total authorised share capital of
100,000 'A' ordinary shares.

To date only two shares have been issued, both 'A' ordinary shares to Paul Richards. However, a significant amount
of time, expenditure and cash has already been invested in the company and it is proposed that this will be converted
to share capital as shown in figure 4.1. This also shows that the investment to date only represents 84% of the
authorised 'A' ordinary shares, leaving 16% available for further investment. Based on recent cash investments, this
would cost £100k.

Figure 4.1: Proposed share ownership
Shareholder Investment Equity shares % of total
to be issued authorised
equity shares

Paul Richards \Tvlglvee élf(f;l:ﬁi‘;‘freement and 50,100 50.100%
James Power Time and personal expenditure 2,475 2.475%
1999 investments

Thomas Smith £10,000 2,475 2.475%
Martin & Lee Oldfield £10,000 2,475 2.475%
Malcolm Green £10,000 2,475 2.475%
2005 investments

Geoff Spicer £25,000 4,000 4.000%
Tony Mapstone £25,000 4,000 4.000%
Kerry Edwards £10,000 1,600 1.600%
Corazon Stone £10,000 1,600 1.600%
Louise Power £15,000 2,400 2.400%
Lee Oldfield £25,000 4,000 4.000%
Investments pledged

Richard Hopkin £25,000 4,000 4.000%
Stephen Power £10,000 1,600 1.600%
Others £5,000 800 0.800%
Totals £180,000 84,000 84.000%
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4.2 THE DIRECTORS

The directors will be as listed below. Brief biographies of the directors follow and curricula vitae are shown in
appendix VI.

Managing director: Paul Richards
Business development director: James Power
Sales & marketing director: Dick Dabner

4.2.1 Paul Richards (Managing Director)

The business founder and inventor of the patented Glass Inserts product. Paul, aged 39, has for the past 18 years
been working in the home improvement market, specializing in manufacturing and installation of conservatories and
windows. He has always been an innovator, and became well known for his ability to successfully install difficult
configurations of conservatories in a variety of materials. He established a profitable business for manufacturing
and installing his products which he sold in February 2005 for a small profit so that he could concentrate on Glass
Inserts.

As well as the overall management of the company, Paul will be responsible for R&D, product development and
production.

4.2.2  James Power (Business Development Director)

Up until 2001, James, aged 32, gained five years experience as an equity sales trader based in Madrid for investment
banking organisations such as BBVA, Credit Suisse First Boston, and Lehman Brothers Europe. He has a wealth of
experience in financial markets, and has dealt extensively with fund managers and corporate finance advisors in the
UK and abroad. Since 2001 he has worked freelance advising start-ups and writing business plans. It was through
this work that he met Paul Richards in 2004 and he is now committed to securing capitalisation for Glass Inserts and
developing new markets globally. James will also be responsible for the company's finances (assisted by his brother
Stephen — see below), business planning and human resource planning.

4.2.4 Dick Dabner (Sales & Marketing Director)

In the 1980°s Dick established and later sold a very successful international business (Character Films Ltd) which
produced decorative products for replica stained glass. He has contributed to the stained glass industry with
innovations such as the "self-adhesive lead strip" and the "coloured film adhesive" products for replica stained glass,
which are the standard products and techniques still being used in the industry for producing decorative glass panels.

4.3 EMPLOYEES

Shown in figure 4.2 on the following page is an organisation chart, which shows all of the directors and employees
of Glass Inserts and their reporting channels. The total number of employees, including the directors, that will be
created in phase one of Glass Inserts is 25. Six of these jobs will not be created until month nine on the introduction
of a second shift. Details of the employees follow.

4.3.1  John Winnik (Overseas Sales Development Manager)

John will be responsible for building Glass Inserts markets for export. He is ideally suited to this role having many
years experience of working all over the world, including Europe and the US. He worked seven years for East
European Exports, representing manufacturing companies in Eastern Europe, before moving to Austrian based
Siglam Resins, who have expressed an interest in Glass Inserts' product (see appendix VII). Here John worked as
sales and development manager for five years before being promoted to sales director and being given responsibility
for developing markets in the US and Canada.

4.3.2  Stephen Power (Financial Controller)

Stephen, aged 34, is a Chartered Management Accountant. At Threadneedle Asset Management he headed the
European institutional finance team responsible for over £50bn of assets with responsibility for statutory,
management and regulatory reporting. He also has over four years combined experience in business strategy and
planning at RAC Motoring Services and Threadneedle Asset Management and was part of the executive team when
those companies were sold to Lex Motoring Services and American Express respectively. Stephen will become a
full time employee of the business once it becomes profitable, probably six months after start-up.
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Figure 4.2: Organisation chart
Paul Richards
(Managing Director)
James Power Dick Dabner
(Business Development (Sales & Marketing
Director) Director)
Stephen Power John Winnik
(Financial Controller) (Overseas Sales
Development Manager)

Lee Oldfield

(Operations Manager)

Tony Mapstone

(Operations Manager) Office manager /

secretary

Junior secretary /
receptionist

— Steel fabricators x 2
Screen printers x 2
Laminators x (4 + 6)
Drivers x 2

4.3.3 Production

staff

Overall responsibility and strategy formulation for production will be taken care of by managing director, Paul

Richards. However,

day-to-day management will be carried out by operations managers, Tony Mapstone and Lee

Oldfield, both of whom are 4% equity shareholders in the company.

Many of the direct m

anufacturing and production positions will initially require multi-tasking capabilities, requiring

employees to learn and get up to speed quickly on all aspects of the fabrication process, thus providing competence
and cover for holidays, sickness, overtime, etc. This will be mainly true as regards thermoforming, printing and

laminating but not fo

r steel fabrication. That said, the steel fabricators would be expected to be the most versatile

and multi-skilled in order to fit in where necessary.

Steel Fabricators:

Screen Printers:

Laminators:

These positions are for experienced steel fabricators, accustomed to welding and forming steel
and other metallic forms that will form part of the Glass Inserts product range. Glass is heavy
and requires strong but well-designed supporting materials (i.e. stainless steel) in order
produce functional products incorporating our glass work (e.g. tables, suspended ceilings,
urinals, etc.). These are skilled positions requiring creative ability for the production of stylish
designs to accompany Glass Inserts innovative current and future product range. It is
envisaged that substantial training will be required in order for new skills to be taught in order
to permit standard industry techniques to be adapted and upgraded for Glass Inserts'
requirements.

These positions are for operatives with some experience of the printing industry. They will be
taught new techniques and innovations that Glass Inserts has brought to the printing industry,
mainly printing of curved surfaces and printing on non-stick polymer material.

These positions are for skilled glass / glazing products production manufacturers and
consequently, people who have experience of the glass industry will be required. They must
be accustomed to handling and working with glass and familiar with the different types of
commercial glass used for interior and exterior installations. They will be taught new skills
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regarding the handling and complicated processing of the resins that will be used to laminate
the decorative polymer skins to glass panels. The extra six employees to be taken on for the
second shift, which is planned to commence in month nine, will be laminators.

Drivers: Two drivers are required to transport finished products to delivery destinations. Some
experience of handling glass and heavy but fragile finished products will be required.
4.3.4 Administration support staff

An office manager / secretary and a junior secretary / receptionist are required. These will be standard administrator
positions requiring some previous experience of working in a dynamic fast-moving environment.

4.5 EMPLOYEE INCENTIVES
Pension scheme: Employees will be given a contribution to their pension scheme of 7.5% of salaries

Bonuses: A bonus of 10% of net profit before tax will be shared out between the employees. An
additional bonus of 40% of net profit before tax will be paid out on any profits in excess of those
shown in the financial forecasts.

Commission: Sales staff will be paid sales commissions capped at 5% of sales.

4.6 FINANCIAL MANAGEMENT

Overall financial management will be the responsibility of James Power, but the operation of the accounting systems
will be carried out by Stephen Power, who is a chartered management accountant. Glass Inserts' external
accountants are Wormald & Partners, a Bristol based chartered accountancy practice.

Certain requirements for financial management are specified in the shareholders agreement. These include:

% Accurate and complete accounting and other financial records in accordance with all applicable laws and
generally accepted accounting practices applicable in the UK are to be maintained.

« Each party and their respective authorised representatives shall be allowed access at all reasonable times to
examine the books and records of the company.

¢ A business plan for the company will be prepared for each financial year and will include financial forecasts, a
review of projected business, a summary of business objectives and an analysis of the results of the company.
This is to be submitted to the board no later than 30 days before the commencement of the financial year to
which they relate.

4.7 SALARIES

It is thought that the year one salary structure will be as set out in figure 4.3. Based on this salary structure and
adding employers national insurance contributions, the salary expense for the first two years of the business will be
£1.06m.

Assuming that the business develops as set out in this business plan, salaries of the managing director and business
development director will be increased to £80k and £70k respectively in year two. All other salaries will increase
annually by 2%.
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Figure 4.3: Salaries

Job description Employee name Annual salary
£

Managing director Paul Richards 40,000
Business development director James Power 30,000
Sales & marketing director Dick Dabner 30,000
Financial controller Stephen Power 30,000
Overseas sales development manager John Winnik 30,000
Operations managers x 2 Tony Mapstone / Lee Oldfield 29,500
Steel fabricators x 2 To be decided 18,000
Other production staff x 14 To be decided 14,250
Office manager/secretary To be decided 16,000
Junior secretary/receptionist To be decided 10,000

NOTE: The salaries do not include employers NIC
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FINANCE

5.1 FINANCIAL REQUIREMENTS
The peak funding requirement occurs in month eight of the financial forecasts and is made up as follows:

£
Capital expenditure 707,645
Working capital 505,979
Loan capital repayments 30,465
Month one cash losses 48,693
Total funding requirement £1,292,782

The financial forecasts show that additional short term bridging finance is needed in month three. The funding
requirement up to this month is actually only £1,008k, which is £285k less that that in month eight. However,
because in month three there will be less funding available from cash profits and factor advances, there is a funding
shortfall. This month three shortfall will be very short term because within one or two months, the business will
receive a rebate for the VAT charged on the fixed assets, which amounts to £94k.

The instigation of the second shift will require additional funding up to month 12 of £202k for working capital, but
this will be covered by the profits generated by the business, which between month nine and 12 will amount to
£296k.

5.2 SOURCES OF FINANCE
A suggested funding package is set out below.

£
2005 equity investments paid and pledged 150,000
Less pre-trading expenditure (capital expenditure, R&D and marketing) (60,000)
Opening cash balance 90,000
Bank loan (SFLGS) 50,000
Bank loan (secured on the premises of Paul Richards) 50,000
Overdraft facility 25,000
Invoice factoring advances up to month 8 369,008
UK Steel Enterprise/Finance Wales (loan) 190,000
UK Steel Enterprise/Finance Wales (equity) 100,000
Neath Port Talbot Loan & Grant Fund (loan) 5,000
Neath Port Talbot Loan & Grant Fund (grant) 5,000
Cash profits between months two and eight 172,082
RSA grant 236,692
Total funding requirement 1,292,782
Bridging finance for RSA grant 236,692
Bridging finance for VAT on capital expenditure (see above) 13,425
Total financial package £ 1,542,899
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Details of the terms of the loans are given in the notes to the financial forecasts in Appendix IV. Bridging finance is
needed because the RSA grant will not be paid until a certain amount of money has been defrayed on the fixed
assets (e.g. 75% of the total forecast) and the jobs have been created. Furthermore, the grant will be split into two
(or possibly three) instalments, possibly, but not necessarily, 50:50, with the second instalment payable at least 12
months after the first instalment.

This year, Glass Inserts Ltd. (structured as an EIS qualifying company) has raised £110,000 of private investments
and a further £40,000 has also been pledged over the next month or so. This investment will be converted to equity
share capital as detailed in table 4.1.

HSBC Bank has offered two £50,000 loans, one of which will be secured on Paul Richards' house and the other will
be under the Small Firms Loan Guarantee Scheme. HSBC will also provide a £25,000 overdraft facility, £250,117
of bridging finance and £369,008 of factor finance, bringing their total contribution to the funding package to
£744,125. This represents 48.2% of the total financial package.

It is hoped that £290,000 can be raised from UK Steel Enterprise/Finance Wales, of which a suggested breakdown is
£190k loan and £100k equity. This investment in equity would represent a 16% stake in the company based on
other recent cash investments.

Cash profits are the net profits with the depreciation and deferred income write offs taken out. This will be the
primary source of funding for the introduction of the second production shift. The factor finance will be maintained
at approximately the levels reached at the end of month eight, i.e. £369k.

5.3 NEED FOR GRANT

Although Paul Richards recently sold his conservatory business this did not realise a hugely significant amount of
cash (approximately £50k). Mr Richards has also spent considerable sums of his own cash in developing the
product, which means that he does not have a great deal of cash to invest in Glass Inserts. Mr Richards' financial
commitment to the project is illustrated by the fact that he has secured a £50k bank loan and a £25k overdraft
facility on his family home (see appendix XIV).

The bank is fully exposed with its £744k commitment to the funding package and Finance Wales is also making a
substantial investment in the project.

Attempts have been made to obtain business angel funding but this has not worked out as explained in the
correspondence shown in appendix XV from Beer & Partners Limited, who have introduced several potential
investors to Glass Inserts. The main problem was that the investors wanted too much of the company, i.e.
controlling stakes. Another problem was that it was not felt that the potential investors understood the product or
the business and their ideas would have conflicted with those of Paul Richards and eventually led to a falling out.

A possible way around the problem of the funding gap would be to scale down the project and start the business at a
slower pace. However, this would not work because to meet the demand of the markets being targeted, the business
has to be able to manufacture in the volumes set out in this plan. A lower capacity would lead to problems in
meeting demand and the possibility of losing credibility within the industry.

5.3 OPENING POSITION

The latest available balance sheet is shown at the end of appendix XI and the latest bank statement is shown in
appendix XIII. The balance sheet shows the investment to date as a loan of £140k'. This will be converted to
equity, together with the remaining £40k already pledged as set out in figure 4.1.

The latest balance sheet and bank statement show a cash balance of approximately £85k. The further investments
pledged would bring this up to £125k. However, expenditure on the resin pump and other marketing and R&D
expenditure over the next few weeks is expected to reduce the cash balance to £90k and this has been shown as the
opening position in the cash flow forecasts.

5.4 FINANCIAL FORECASTS

Financial forecasts together with notes for the first three years of trading are shown in Appendices I to V and are
summarised in figure 5.1. The forecasts do NOT include the RSA grant.

! Although the bank statements show total receipts of £120k in investments this year, £10k of this was repaid on 16/06/05. The original £10k
investment was made by James Power’s mother but it was later found that she did not qualify for an EIS investment in Glass Inserts due to her
relationship to James. Hence the net investment this year is £110k. Adding the £30k invested in earlier years gives the £140k.
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Figure 5.1: Financial forecasts summary
Year 1 Year 2 Year 3
2005/06 2006/07 2007/08
Profit and loss account
£ £ £
Turnover 1,893,074 3,001,152 2,941,129
Percentage increase on previous year 58.5% -2.0%
Gross profit 1,027,178 1,579,180 1,510,611
Margin 54.3% 52.6% 51.4%
Operating profit 392,903 743,501 663,293
Margin 20.8% 24.8% 22.6%
Net profit after tax and interest 319,759 531,195 477,287
Margin 16.9% 17.7% 16.2%
Balance sheet
£ £ £
Year end cash balances (185,033) 592,504 1,121,864
Minimum cash balances in year (275,117) (109,492) 689,805
Cash surplus/(deficit) for the year (275,033) 777,537 529,360
Net current assets 84,888 658,681 1,175,324
Total net assets 790,697 1,321,892 1,799,180
Breakeven analysis
Breakeven turnover per annum 1,327,237 1,726,249 1,756,179
Breakeven turnover per month 110,603 143,854 146,348
Turnover as a percentage of breakeven 143% 174% 167%

As mentioned earlier, this business plan only covers the first phase of the project. Consequently, the forecasts do
not take into account any capital expenditure or recruitment that is expected to take place in years two and three and
beyond. These developments will be treated as separate projects as they happen. There is therefore a tailing off of
profitability and surplus cash generation in year three due to the effect of inflation and cuts in selling prices.

5.4.1 Turnover

It has been assumed that competition will put pressure on selling prices and therefore the unit prices have been
reduced by 2% in years two and three. The increase in year two production overrides this effect, but no further
production increase is forecast for year three (in reality the capacity will probably be increased in years two and
three with additional capital expenditure and recruitment, but these developments are not covered in this business
plan) and hence the 2% drop in turnover. This will also affect the gross profit margin as inflation increases costs but
sales prices are reduced.

5.4.2 Net current assets

Net current assets are negative between months 3 and 10. This is caused by the factoring finance, which is all
included in current liabilities. Much of this could be considered as long term finance and the balance remains over
£300k for most of this period. The receipt of the grant would also have an effect on the negative balance.

5.4.3  Breakeven analysis

The breakeven turnover has been calculated as the turnover needed to cover all of the profit and loss account
expenses plus the capital element of the monthly loan instalments. The figures show that the breakeven turnover
will be exceeded by more than 40% and that there is therefore a significant safety margin built in to the forecasts.
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APPENDIX |
CASH FLOW FORECASTS

[CASH FLOW FORECASTS — YEAR 1

Glass Inserts Ltd|

| Year ending 31 July 2006 |

RECEIPTS

Share capital 100,000 100,000
Bank loans 16 100,000 100,000
Other loans 195,000 195,000
Purchase leases/HP 0
Grants 5,000 5,000
Cash from customers 1 0 88,159 100,753 114,606 158,953 163,277 168,761 177,217 165,236 193,603 176,188 249,355 1,756,108
Other income (]
TOTAL CASH IN 400,000 88,159 100,753 114,606 158,953 163,277 168,761 177,217 165,236 193,603 176,188 249,355 2,156,108
PAYMENTS

All salaries & PAYE 3 11,462 29,138 33,401 33,401 33,401 35,230 36,188 36,139 41,846 43,864 43,864 43,864 421,798
Rent & rates 4 5,683 5,683 5,683 5,683 5,683 5,683 5,683 5,683 5,683 5,683 5,683 5,683 68,198
Insurance 750 750 750 750 750 750 750 750 750 750 750 750 9,000
Heat, light & power 1,077 1,077 1,077 1,077 1,077 1,077 1,077 1,077 1,077 1,077 1,077 1,077 12,925
Direct materials & services 1 0 49,164 49,789 54,351 57,288 56,978 55,720 56,792 77,625 86,035 90,241 94,963 728,944
Property maintenance 539 539 539 539 539 539 539 539 539 539 539 539 6,463
Plant & machinery repairs 118 118 118 118 118 118 118 118 118 118 118 118 1,410
Communication 5 1,175 1,175 1,175 1,175 1,175 1,175 1,175 1,175 1,175 1,175 1,175 1,175 14,100
Office costs 6 881 881 881 881 881 881 881 881 881 881 881 881 10,575
Travel & vehicle expenses 20 6,463 6,463 6,463 6,463 6,463 6,463 6,463 6,463 6,463 6,463 6,463 6,463 77,550
Audit & accountancy 588 588 588 588 588 588 588 588 588 588 588 588 7,050
Advertising & marketing 7 16,333 1,175 1,175 1,175 1,175 1,175 1,175 1,175 1,175 1,175 1,175 1,175 29,258
Overdraft interest 15 0 (107) 628 2,194 1,874 1,626 1,364 1,791 2,087 2,043 2,056 2,035 17,593
Bank loans 16 188 1,841 2,482 2,019 1,841 2,761 2,010 1,841 2,713 2,001 1,841 2,665 24,203
Other loans 0 4,008 4,008 4,008 4,008 4,008 4,008 4,008 4,008 4,008 4,008 4,008 44,086
Purchase leases/HP 0 0 0 0 0 0 0 0 0 0 0 0 0
Capital exp — project 18 371,752 120,456 178,770 27,730 0 0 49,115 83,660 0 0 0 0 831,483
Capital exp — other 0 0 0 0 0 0 0 0 0 0 0 0 0
VAT payment/(rebate) (78,037) 43,947 25,390 (8,700)
Professional fees 8 588 588 588 588 588 588 588 588 588 588 588 588 7,050
Bank charges 10 5,000 100 100 100 100 100 100 100 100 100 100 100 6,100
Sundries 881 881 881 881 881 881 881 881 881 881 881 881 10,575
Corporation tax 17 0 0
Dividends 0 0 0 0 0 0 0 0 0 0 0 0 0
Factoring admin fees 1 0 1,411 1,612 1,814 1,914 1,914 1,975 2,015 1,850 2,169 1,945 1,929 20,547
Interest on factor advances 1 0 285 895 1,577 2,023 2,171 2,286 2,363 2,383 2,383 2,383 2,383 21,129
Staff pensions 1 1,181 2,281 2,281 2,281 2,281 2,469 2,469 2,469 3,003 3,003 3,003 3,003 29,725
Holiday/sickness provision 12 0 2,618 2,618 2,618 2,618 2,618 2,615 2,615 3,677 3,677 3,677 3,677 33,030
R&D 588 588 588 588 588 588 588 588 588 588 588 588 7,050
Employee bonus 13 0
TOTAL CASH OUT 425,243 231,698 297,087 74,559 127,853 130,380 222,300 214,297 159,795 195,177 173,621 179,130 2,431,141
Net cash flow (25,243) (143,539) (196,335) 40,047 31,100 32,897 (53,539) (37,080) 5,441 (1,574) 2,567 70,225 (275,033)
Opening balance 90,000 64,757 (78,783) (275,117) (235,070) (203,970) (171,073) (224,612) (261,692) (256,251) (257,825) (255,258) 90,000
Closing balance 64,757 (78,783) (275,117) (235,070) (203,970) (171,073) (224,612) (261,692) (256,251) (257,825) (255,258) (185,033) (185,033)
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APPENDIX |

CASH FLOW FORECASTS

|[CASH FLOW FORECASTS — YEAR 2

Glass Inserts Ltd|

| Year ending 31 July 2007

Share capital

Bank loans

Other loans
Purchase leases/HP
Grants

Cash from customers
Other income

271,409 285139 299,635 284,617 302,963 294,416 273,956 293,863

cococoo

284,585 322,535 284,805 302,872 3,500,795

0|

TOTAL CASH IN

271,409 285139 299,635 284,617 302,963 294,416 273,956 293,863

284,585 322,535 284,805 302,872 3,500,795|

PAYMENTS

All salaries & PAYE 3 48,281 52,155 52,155 52,155 52,155 52,155 52,155 52,155 52,155 52,155 52,155 52,155 621,989
Rent & rates 4 5,797 5,797 5,797 5,797 5,797 5,797 5,797 5,797 5,797 5,797 5,797 5,797 69,561
Insurance 765 765 765 765 765 765 765 765 765 765 765 765 9,180
Heat, light & power 1,099 1,099 1,099 1,099 1,099 1,099 1,099 1,099 1,099 1,099 1,099 1,099 13,184
Direct materials & services 1 107,247 104,971 104,971 104,971 104,971 104,971 104,971 104,971 104,971 104,971 104,971 104,971 1,261,929
Property maintenance 549 549 549 549 549 549 549 549 549 549 549 549 6,592
Plant & machinery repairs 120 120 120 120 120 120 120 120 120 120 120 120 1,438
Communication 5 1,199 1,199 1,199 1,199 1,199 1,199 1,199 1,199 1,199 1,199 1,199 1,199 14,382
Office costs 6 899 899 899 899 899 899 899 899 899 899 899 899 10,787
Travel & vehicle expenses 20 6,592 6,592 6,592 6,592 6,592 6,592 6,592 6,592 6,592 6,592 6,592 6,592 79,101
Audit & accountancy 599 599 599 599 599 599 599 599 599 599 599 599 7,191
Advertising & marketing 7 1,199 1,199 1,199 1,199 1,199 1,199 1,199 1,199 1,199 1,199 1,199 1,199 14,382
Overdraft interest 15 1,475 873 166 (136) (13) (190) (291) (288) (450) (576) (653) (801) (883)
Bank loans 16 1,991 1,841 2,616 1,982 1,841 2,568 1,972 1,841 2,519 1,963 1,841 2,471 25,447
Other loans 4,008 4,008 4,008 4,008 4,008 4,008 4,008 4,008 4,008 4,008 4,008 4,008 48,094
Purchase leases/HP 0 0 0 0 0 0 0 0 0 0 0 0 0
Capital exp — project 18 0 0 0 0 0 0 0 0 0 0 0 0 0|
Capital exp — other 0 0 0 0 0 0 0 0 0 0 0 0 0|
VAT payment/(rebate) 163,338 80,599 80,629 324,565
Professional fees 8 599 599 599 599 599 599 599 599 599 599 599 599 7,191
Bank charges 10 102 102 102 102 102 102 102 102 102 102 102 102 1,224
Sundries 899 899 899 899 899 899 899 899 899 899 899 899 10,787
Corporation tax 17 12,750 12,750
Dividends 0 0 0 0 0 0 0 0 0 0 0 0 0
Factoring admin fees 1 2,158 1,938 1,946 2,082 1,998 1,958 1,938 1,998 1,898 2,134 1,934 1,970 23,955
Interest on factor advances 1 2,383 2,382 2,382 2,383 2,382 2,382 2,380 2,379 2,380 2,382 2,383 2,382 28,580
Staff pensions " 3,654 3,654 3,554 3,554 3,554 3,554 3,554 3,554 3,554 3,554 3,554 3,554 42,653
Holiday/sickness provision 12 3,753 3,753 3,753 3,753 3,753 3,753 3,753 3,753 3,753 3,753 3,753 3,753 45,042
R&D 599 599 599 599 599 599 599 599 599 599 599 599 7,191
Employee bonus 13 36,945 36,945
TOTAL CASH OUT 195,867 196,493 196,569 359,106 195,667 233,121 276,057 195,389 208,555 275,990 194,963 195,480 2,723,258|
Net flow 75,541 88,647 103,066 (74,489) 107,296 61,295 (2,101) 98,474 76,029 46,545 89,842 107,392 777,537
Opening balance (185,033) (109,492) (20,845) 82,220 7,731 115,028 176,323 174,222 272,696 348,725 3952270 485,112 (185,033)
Closing balance (109,492) (20,845) 82,220 7,731 115,028 176,323 174,222 272,696 348,725 395,270 485,112 592,504 592,504
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APPENDIX | CASH FLOW FORECASTS

[CASH FLOW FORECASTS — YEAR 3 Glass Inserts Ltd|

| Year ending 31 July 2008 | N

Share capital 0
Bank loans 16 0
Other loans 0
Purchase leases/HP 0
Grants 0
Cash from customers 1 293,842 293,621 293,375 278,599 297,925 288,094 278,579 287,820 278,032 307,260 278,506 297,544 3,473,196
Other income 0
TOTAL CASH IN 293,842 293,621 293,375 278,599 297,925 288,094 278,579 287,820 278,032 307,260 278,506 297,544 3,473,196
PAYMENTS

All salaries & PAYE 3 52,770 53,224 53,224 53224 53,224 53224 53224 53,224 53224 53224 53,224 53224 638,239
Rent & rates 4 5,913 5,913 5,913 5,913 5,913 5,913 5,913 5,913 5,913 5,913 5,913 5,913 70,953
Insurance 780 780 780 780 780 780 780 780 780 780 780 780 9,364
Heat, light & power 1,121 1,121 1,121 1,121 1,121 1,121 1,121 1,121 1,121 1,121 1,121 1,121 13,447
Direct materials & services 1 105,399 105,188 105,188 105,188 105,188 105,188 105,188 105,188 105,188 105,188 105,188 105,188 1,262,468
Property maintenance 560 560 560 560 560 560 560 560 560 560 560 560 6,724
Plant & machinery repairs 122 122 122 122 122 122 122 122 122 122 122 122 1,467
Communication 5 1,222 1,222 1,222 1,222 1,222 1,222 1,222 1,222 1,222 1,222 1,222 1,222 14,670
Office costs 6 917 917 917 917 917 917 917 917 917 917 917 917 11,002
Travel & vehicle expenses 20 6,724 6,724 6,724 6,724 6,724 6,724 6,724 6,724 6,724 6,724 6,724 6,724 80,683
Audit & accountancy 611 611 611 611 611 611 611 611 611 611 611 611 7,335
Advertising & marketing 7 1,222 1,222 1,222 1,222 1,222 1,222 1,222 1,222 1,222 1,222 1,222 1,222 14,670
Overdraft interest 15 (979) (1,139) (1,300) (1,459) (1,334) (1,502) (1,478) (1,486) (1,638) (1,493) (1,549) (1,685) (17,042)
Bank loans 16 1,954 1,841 2,422 1,944 1,841 2,374 1,935 1,841 2,326 1,926 1,841 2,277 24,522
Other loans 4,008 4,008 4,008 4,008 4,008 4,008 4,008 3,830 3,830 3,830 3,830 3,830 47,203
Purchase leases/HP 0 0 0 0 0 0 0 0 0 0 0 0 0
Capital exp — project 18 0 0 0 0 0 0 0 0 0 0 0 0 0
Capital exp — other 0 0 0 0 0 0 0 0 0 0 0 0 0
VAT payment/(rebate) 158,162 77,595 77,616 313,374
Professional fees 8 611 611 611 611 611 611 611 611 611 611 611 611 7,335
Bank charges 10 104 104 104 104 104 104 104 104 104 104 104 104 1,248
Sundries 917 917 917 917 917 917 917 917 917 917 917 917 11,002
Corporation tax 17 169,471 169,471
Dividends 0 0 0 0 0 0 0 0 0 0 0 0 0
Factoring admin fees 1 2,115 1,939 1,978 2,037 2,017 1,978 1,974 2,013 1,903 2,115 1,939 1,986 23,993
Interest on factor advances 1 2,380 2,379 2,380 2,378 2,380 2,381 2,381 2,383 2,380 2,380 2,381 2,381 28,564
Staff pensions 1 3,626 3,626 3,626 3,626 3,626 3,626 3,626 3,626 3,626 3,626 3,626 3,626 43,506
Holiday/sickness provision 12 3,831 3,831 3,831 3,831 3,831 3,831 3,831 3,831 3,831 3,831 3,831 3,831 45,974
R&D 611 611 611 611 611 611 611 611 611 611 611 611 7,335
Employee bonus 13 106,331 106,331
TOTAL CASH OUT 196,540 196,333 196,793 354,375 196,217 302,876 273,721 195,886 365,577 273,679 195747 196,093 2,943,836
Net flow 97,302 97,288 96,581 (75,777) 101,708 (14,781) 4,858 91,934 (87,545) 33,582 82,759 101,450 529,360
Opening balance 592,504 689,805 787,093 883,675 807,898 909,606 894,825 899,683 991,617 904,072 937,654 1020413 592,504
Closing balance 689,805 787,093 883,675 807,898 909,606 894,825 899,683 991,617 904,072 937,654 1,020,413 1,121,864 1,121,864
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APPENDIX 11
PROFIT & LOSS ACCOUNT FORECASTS

|PROFIT & LOSS ACCOUNT FORECASTS — YEAR 1 Glass Inserts Ltdl

| Year ending 31 July 2006 |

TURNOVER 1 0 107,184 122,496 137,808 145,464 145464 150,058 153,120 204,160 229,680 242,440 255,200 1,893,074]

Direct materials & services 1 0 38574 42916 46,966 49,575 49,575 48,381 49,368 65824 74,052 78,166 82,280 625,676
Direct labour 1 0 19,040 19,040 19,040 19,040 19,040 19,020 19,020 26,745 26,745 26,745 26,745 240,220
|Total cost of sales 0 57,614 61,956 66,006 68,615 68,615 67,401 68,388 92,569 100,797 104,911 109,025 _ 865,896|
|GROSS PROFIT 0 49,570 60,540 71,802 76,849 76,849 82,657 84,732 111,591 128,883 137,529 146,175 1,027,178|
GP Margin N/A 46.2% 49.4% 52.1% 52.8% 52.8% 55.1% 55.3% 54.7% 56.1% 56.7% 57.3% 54.3%
OVERHEADS
Indirect salaries + NIC 2 8,215 5,113 5,113 5,113 5,113 7,882 7,875 7,875 7,875 7,875 7,875 7,875 83,800
Directors' salaries + NIC 3 9,249 9,249 9,249 9,249 9,249 9,249 9,244 9,244 9,244 9,244 9,244 9,244 110,953
Rent & rates 4 5,005 5,005 5,005 5,005 5,005 5,005 5,005 5,005 5,005 5,005 5,005 5,005 60,060
Insurance 750 750 750 750 750 750 750 750 750 750 750 750 9,000
Heat, light & power 917 917 917 917 917 917 917 917 917 917 917 917 11,000
Property maintenance 458 458 458 458 458 458 458 458 458 458 458 458 5,500
Plant & machinery repairs 100 100 100 100 100 100 100 100 100 100 100 100 1,200
Communication 5 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
Office costs 6 750 750 750 750 750 750 750 750 750 750 750 750 9,000
Travel & vehicle expenses 20 5,500 5,500 5,500 5,500 5,500 5,500 5,500 5,500 5,500 5,500 5,500 5,500 66,000
Audit & accountancy 500 500 500 500 500 500 500 500 500 500 500 500 6,000
Advertising & marketing 7 13,900 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 24,900
Professional fees 8 500 500 500 500 500 500 500 500 500 500 500 500 6,000
Depreciation 9 4,085 5,153 7,119 7,119 7,119 7,119 7,642 8,532 8,532 8,532 8,532 8,532 88,014
Bank charges 10 5,000 100 100 100 100 100 100 100 100 100 100 100 6,100
Sundries 750 750 750 750 750 750 750 750 750 750 750 750 9,000
Factoring admin fees 1 0 1,411 1,612 1,814 1,914 1,914 1,975 2,015 1,850 2,169 1,945 1,929 20,547
Staff pensions 1 1,181 2,281 2,281 2,281 2,281 2,469 2,469 2,469 3,003 3,003 3,003 3,003 29,725
Holiday/sickness provision 12 0 2,618 2,618 2,618 2,618 2,618 2,615 2,615 3,677 3,677 3,677 3,677 33,030
R&D 500 500 500 500 500 500 500 500 500 500 500 500 6,000
Employee bonus 13 (5,860) 310 976 2,048 2,526 2,244 2,717 2,797 5,345 7,044 7,936 8,861 36,945
Write off of deferred income 14 (42) (42) (42) (42) (42) (42) (42) (42) (42) (42) (42) (42) (500)
Total overheads 52,458 43,922 46,756 48,030 48,608 51,284 52,325 53,335 57,314 59,333 60,000 _ 60,909  634,275|
|OPERATING PROFIT (52,458) 5,648 13,784 23,772 28,241 25,5565 30,332 31,396 54,277 69,551 77,529 85,266 _ 392,903|
INTEREST CHARGES
Overdraft 15 (107) 628 2,194 1,874 1,626 1,364 1,791 2,087 2,043 2,056 2,035 1,475 19,068
Bank loans 16 385 703 693 680 670 660 647 637 627 614 604 594 7,518
Other loans 0 1,238 1,221 1,205 1,188 1,170 1,153 1,136 1,118 1,101 1,083 1,065 12,679
Purchase |leases/HP 0 0 0 0 0 0 0 0 0 0 0 0 0
Factoring advances 1 0 285 895 1,577 2,023 2,171 2,286 2,363 2,383 2,383 2,383 2,383 21,129
Total interest charges 278 2,854 5,003 5,336 5,508 5,366 5,877 6,223 6,172 6,154 6,106 5,518 60,394
Net profit before tax (52,736) 2,793 8,781 18,436 22,733 20,199 24,454 25174 48,105 63,397 71,424 79,749 332,509
Corporation tax 17 0 0 0 0 0 0 0 0 0 0 1,573 11,177 12,750
Net profit after tax (52,736) 2,793 8,781 18,436 22,733 20,199 24,454 25174 48,105 63,397 69,851 68,571 319,759
Dividends 0 0 0 0 0 0 0 0 0 0 0 0 0
Retained profit (52,736) 2,793 8,781 18,436 22,733 20,199 24,454 25,174 48,105 63,397 69,851 68,571 319,759
Net profit margin N/A 2.6% 7.2% 13.4% 15.6% 13.9% 16.3% 16.4% 23.6% 27.6% 28.8% 26.9% 16.9%
Cummulative net profit after tax (52,736) (49,943) (41,162) (22,725) 8 20,207 44,661 69,835 117,940 181,337 251,188 319,759
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APPENDIX 1 PROFIT & LOSS ACCOUNT FORECASTS

[PROFIT & LOSS ACCOUNT FORECASTS — YEAR 2 Glass Inserts Ltd|

| Year ending 31 July 2007 |

TURNOVER 1 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 3,001,152|
COST OF SALES

Direct materials & services 1 91,200 91,200 91,200 91,200 91,200 91,200 91,200 91,200 91,200 91,200 91,200 91,200 1,094,394
Direct labour 1 27,298 27,298 27,298 27,298 27,298 27,298 27,298 27,298 27,298 27,298 27,298 27,298 327,578
Total cost of sales 118,498 118,498 118,498 118,498 118,498 118,498 118,498 118,498 118,498 118,498 118,498 118,498 1,421,972
|GROSS PROFIT 131,598 131,598 131,598 131,598 131,598 131,598 131,598 131,598 131,598 131,598 131,598 131,598 1,579,180]
GP Margin 52.6% 52.6% 52.6% 52.6% 52.6% 52.6% 52.6% 52.6% 52.6% 52.6% 52.6% 52.6% 52.6%
OVERHEADS

Indirect salaries + NIC 2 8,037 8,037 8,037 8,037 8,037 8,037 8,037 8,037 8,037 8,037 8,037 8,037 96,446
Directors' salaries + NIC 3 16,820 16,820 16,820 16,820 16,820 16,820 16,820 16,820 16,820 16,820 16,820 16,820 201,840
Rent & rates 4 5,105 5,105 5,105 5,105 5,105 5,105 5,105 5,105 5,105 5,105 5,105 5,105 61,261
Insurance 765 765 765 765 765 765 765 765 765 765 765 765 9,180
Heat, light & power 935 935 935 935 935 935 935 935 935 935 935 935 11,220
Property maintenance 468 468 468 468 468 468 468 468 468 468 468 468 5,610
Plant & machinery repairs 102 102 102 102 102 102 102 102 102 102 102 102 1,224
Communication 5 1,020 1,020 1,020 1,020 1,020 1,020 1,020 1,020 1,020 1,020 1,020 1,020 12,240
Office costs 6 765 765 765 765 765 765 765 765 765 765 765 765 9,180
Travel & vehicle expenses 20 5,610 5,610 5,610 5,610 5,610 5,610 5,610 5,610 5,610 5,610 5,610 5,610 67,320
Audit & accountancy 510 510 510 510 510 510 510 510 510 510 510 510 6,120
Advertising & marketing 7 1,020 1,020 1,020 1,020 1,020 1,020 1,020 1,020 1,020 1,020 1,020 1,020 12,240
Professional fees 8 510 510 510 510 510 510 510 510 510 510 510 510 6,120
Depreciation 9 8,473 8,473 8,473 8,473 8,473 8,473 8,473 8,473 8,473 8,473 8,473 8,473 101,673
Bank charges 10 102 102 102 102 102 102 102 102 102 102 102 102 1,224
Sundries 765 765 765 765 765 765 765 765 765 765 765 765 9,180
Factoring admin fees 1 2,158 1,938 1,946 2,082 1,998 1,958 1,938 1,998 1,898 2,134 1,934 1,970 23,955
Staff pensions 1 3,554 3,554 3,554 3,554 3,554 3,554 3,554 3,554 3,554 3,554 3,554 3,554 42,653
Holiday/sickness provision 12 3,753 3,753 3,763 3,753 3,753 3,753 3,753 3,753 3,753 3,753 3,753 3,753 45,042,
R&D 510 510 510 510 510 510 510 510 510 510 510 510 6,120
Employee bonus 13 8,861 8,861 8,861 8,861 8,861 8,861 8,861 8,861 8,861 8,861 8,861 8,861 106,331
Write off of deferred income 14 (42) (42) (42) (42) (42) (42) (42) (42) (42) (42) (42) (42) (500)
Total overheads 69,802 69,582 69,590 69,726 69,642 69,602 69,582 69,642 69,542 69,778 69,578 69,614 835,679
|OPERATING PROFIT 61,797 62,016 62,008 61,872 61956 61,996 62,016 61,956 62,056 __ 61,821 62,020 61,984 _ 743,501]
INTEREST CHARGES

Overdraft 15 873 166 (136) (13) (190) (291) (288) (450) (576) (653) (801) (979) (3,337)
Bank loans 16 581 571 561 547 537 527 513 503 493 479 469 458 6,240
Other loans 1,047 1,029 1,011 993 974 956 937 919 900 881 862 842 11,351
Purchase |leases/HP 0 0 0 0 0 0 0 0 0 0 0 0 0
Factoring advances 1 2,383 2,382 2,382 2,383 2,382 2,382 2,380 2,379 2,380 2,382 2,383 2,382 28,580
Total interest charges 4,884 4,149 3,818 3,910 3,704 3,573 3,544 3,351 3,197 3,089 2,912 2,705 42,835
Net profit before tax 56,913 57,868 58,190 57,962 58253 58,423 58473 58,606 58,860 58,732 59,108 59,280 700,666
Corporation tax 17 13,734 13,985 14,070 14,010 14,087 14,132 14,145 14,180 14,247 14213 14,312 14,357 169,471
Net profit after tax 43,179 43,882 44,120 43,952 44,166 44,291 44,328 44,426 44,613 44519 44,796 44,922 531,195
Dividends 0 0 0 0 0 0 0 0 0 0 0 0 0
Retained profit 43179 43,882 44,120 43,952 44,166 44,291 44,328 44,426 44,613 44,519 44,796 44,922 531,195
Net profit margin 17.3% 17.5% 17.6% 17.6% 17.7% 17.7% 17.7% 17.8% 17.8% 17.8% 17.9% 18.0% 17.7%
Cummulative net profit after tax 43,179 87,061 131,181 175133 219,299 263,590 307,919 352,344 396,958 441,476 486,273 531,195
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[PROFIT & LOSS ACCOUNT FORECASTS — YEAR 3 Glass Inserts Ltd|

| Year ending 31 July 2008 | N

TURNOVER 1245004 245094 245094 245,094 245,094 245094 245,094 245094 245,094 245094 245,094 245,094 2,941,129]

Direct materials & services 1 91,347 91,347 91,347 91,347 91,347 91,347 91,347 91,347 91,347 91,347 91,347 91,347 1,096,163

Direct labour 1 27,863 27,863 27,863 27,863 27,863 27,863 27,863 27,863 27,863 27,863 27,863 27,863 334,355
[Total cost of sales 119,210 119,210 119,210 119,210 119,210 119,210 119,210 119,210 119,210 119,210 119,210 119,210 1,430,518|
|GROSS PROFIT 125,884 125,884 125884 125,884 125884 125884 125,884 125,884 125,884 125884 125,884 125884 1,510,611|
GP Margin 51.4% 51.4% 51.4% 51.4% 51.4% 51.4% 51.4% 51.4% 51.4% 51.4% 51.4% 51.4% 51.4%
OVERHEADS

Indirect salaries + NIC 2 8,202 8,202 8,202 8,202 8,202 8,202 8,202 8,202 8,202 8,202 8,202 8,202 98,424
Directors' salaries + NIC 3 17,160 17,160 17,1960 17,160 17,160 17,160 17,1960 17,160 17,160 17,160 17,160 17,160 205,914
Rent & rates 4 5,207 5,207 5,207 5,207 5,207 5,207 5,207 5,207 5,207 5,207 5,207 5,207 62,486
Insurance 780 780 780 780 780 780 780 780 780 780 780 780 9,364
Heat, light & power 954 954 954 954 954 954 954 954 954 954 954 954 11,444
Property maintenance 477 477 477 477 477 477 477 477 477 477 477 477 5,722
Plant & machinery repairs 104 104 104 104 104 104 104 104 104 104 104 104 1,248
Communication 5 1,040 1,040 1,040 1,040 1,040 1,040 1,040 1,040 1,040 1,040 1,040 1,040 12,485
Office costs 6 780 780 780 780 780 780 780 780 780 780 780 780 9,364
Travel & vehicle expenses 20 5,722 5,722 5,722 5,722 5,722 5,722 5,722 5,722 5,722 5,722 5,722 5,722 68,666
Audit & accountancy 520 520 520 520 520 520 520 520 520 520 520 520 6,242
Advertising & marketing 7 1,040 1,040 1,040 1,040 1,040 1,040 1,040 1,040 1,040 1,040 1,040 1,040 12,485
Professional fees 8 520 520 520 520 520 520 520 520 520 520 520 520 6,242
Depreciation 9 8,423 8,423 8,423 8,423 8,423 8,423 8,423 8,423 8,423 8,423 8,423 8,423 101,071
Bank charges 10 104 104 104 104 104 104 104 104 104 104 104 104 1,248
Sundries 780 780 780 780 780 780 780 780 780 780 780 780 9,364
Factoring admin fees 1 2,115 1,939 1,978 2,037 2,017 1,978 1,974 2,013 1,903 2,115 1,939 1,986 23,993
Staff pensions 1 3,626 3,626 3,626 3,626 3,626 3,626 3,626 3,626 3,626 3,626 3,626 3,626 43,506
Holiday/sickness provision 12 3,831 3,831 3,831 3,831 3,831 3,831 3,831 3,831 3,831 3,831 3,831 3,831 45,974,
R&D 520 520 520 520 520 520 520 520 520 520 520 520 6,242
Employee bonus 13 8,861 8,861 8,861 8,861 8,861 8,861 8,861 8,861 8,861 8,861 8,861 8,861 106,331
Write off of deferred income 14 (42) (42) (42) (42) (42) (42) (42) (42) (42) (42) (42) (42) (500)
Total overheads 70,725 70,549 70,588 70,647 70,628 70,588 70,584 70,624 70,514 70,725 70,549 70,596 847,319
|OPERATING PROFIT 55,159 55,335 55296 55,237 55,257 55296 55,300 55,261 55,370 55,159 55,335 55,288  663,293|
INTEREST CHARGES

Overdraft 15 (1,139) (1,300) (1,459) (1,334) (1,502) (1,478) (1,486) (1,638) (1,493) (1,549) (1,685) (1,853) (17,917)
Bank loans 16 445 434 424 410 399 389 375 364 354 340 329 318 4,581
Other loans 823 804 784 764 744 724 704 672 652 632 611 590 8,504
Purchase leases/HP 0 0 0 0 0 0 0 0 0 0 0 0 0
Factoring advances 1 2,380 2,379 2,380 2,378 2,380 2,381 2,381 2,383 2,380 2,380 2,381 2,381 28,564
Total interest charges 2,508 2,317 2,128 2,218 2,022 2,017 1,975 1,782 1,892 1,803 1,635 1,436 23,732
Net profit before tax 52,650 53,018 53,168 53,019 53,235 53,279 53,325 53479 53,478 53,356 53,700 53,852 639,560
Corporation tax 17 13,354 13,450 13,489 13450 13,507 13,518 13,530 13,570 13,570 13,538 13,628 13,668 162,273
Net profit after tax 39,296 39,568 39,679 39,569 39,729 39,761 39,795 39,909 39,908 39,818 40,072 40,184 477,287
Dividends 0 0 0 0 0 0 0 0 0 0 0 0 0
Retained profit 39,296 39,568 39,679 39,569 39,729 39,761 39,795 39,909 39,908 39,818 40,072 40,184 477,287
Net profit margin 16.0% 16.1% 16.2% 16.1% 16.2% 16.2% 16.2% 16.3% 16.3% 16.2% 16.3% 16.4% 16.2%
Cummulative net profit after tax 39,296 78,865 118,543 158,112 197,841 237,602 277,396 317,305 357,213 397,031 437,103 477,287
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APPENDIX 111
BALANCE SHEET FORECASTS

|BALANCE SHEET FORECASTS — YEAR 1 Glass Inserts Ltd

| Year ending 31 July 2006 | OPEN'G

BAL'S

AUG

m-4 0z

FIXED ASSETS

Existing assets (non-project)

Plant and machinery 9 31,437 31,044 30,651 30,258 29,865 29,472 29,079 28,686 28,293 27,900 27,507 27,114 26,721
Licence 9 250,000 247,917 245,833 243,750 241,667 239,583 237,500 235417 233,333 231,250 229,167 227,083 225,000
New assets

Plant and machinery 18/9 0 153,708 279,494 511,168 506,841 502,515 498,189 556,040 657,102 651,363 645,624 639,885 634,147
Factory preparation 18/9 0 6,883 6,767 6,650 6,533 6,417 6,300 6,183 6,067 5,950 5,833 5717 5,600
Office equipment 18/9 0 11,800 11,600 11,400 11,200 11,000 10,800 10,600 10,400 10,200 10,000 9,800 9,600
Total fixed assets 281,437 451,352 574,345 803,226 796,107 788,987 781,868 836,927 935,195 926,663 918,132 909,600 901,068
CURRENT ASSETS

Stock 2 0 0 4,066 4,435 4,752 5,016 5,016 5,174 5,280 7,040 7,920 8,360 8,800
Trade debtors 1 0 0 125,941 269,874 427,600 467,491 492,970 518,158 527,154 601,635 678,071 786,633 837,190
Other debtors 18 0 167,302 137,188 66,388 66,388 66,388 66,388 41,830 0 0 0 0 0
Prepayments 1,008 1,133 1,071 1,008 1,127 1,067 1,008 1,121 1,064 1,008 1,114 1,061 1,008
Cash at bank 90,000 64,757 0 0 0 0 0 0 0 0 0 0 0
Total current assets 91,008 233,191 268,265 341,705 499,867 539,962 565,381 566,283 533,498 609,683 687,105 796,054 846,998
CREDITORS: AMOUNTS FALLING DUE WITHIN ONE YEAR

Overdraft 15 0 0 78,783 275117 235,070 203,970 171,073 224,612 261,692 256,251 257,825 255,258 185,033
Bank loans 16 0 18518 18573 18,628 18684 18,740 18,796 18,853 18,910 18,968 19,026 19,084 19,143
Other loans 0 34368 34,577 34,787 34999 35212 35426 35642 35859 36,078 36,298 36,519 36,742
Purchase leases/HP 0 0 0 0 0 0 0 0 0 0 0 0 0
Trade creditors 2 1,507 1,507 1,507 29,237 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507
VAT 0 (35481) (48,657) (78,037) 14,004 28,952 43,947 5,038 2,752 25390 25994 53,723 83,079
Corporation tax 17 0 0 0 0 0 0 0 0 0 0 1,573 12,750
PAYE 3 6,001 10,265 10,265 10,265 10,265 11,205 11,157 11,157 13,174 13,174 13,174 13,174
Accruals 0 (5644) (4,070) (1,617) 689 3,553 5,196 8,925 12,603 17,588 25242 33,716 41,745
Factor advances 0 0 88,159 188,912 299,320 327,244 345,079 362,711 369,008 368,837 369,001 368,884 368,936
Total short term liabilities 1,507 19,269 179,135 477,291 614,537 629,443 632,230 668445 713488 737,793 748,067 783439 762,110
[NET CURRENT ASSETS 89,501 213,923 89,130 (135.586) (114.670) (89.481) (66.848) (102,162) (179.990) (128.110) (60,962) 12,615 84,888]

CREDITORS: AMOUNTS FALLING DUE AFTER MORE THAN ONE YEAR

Bank loans 16 0 81482 79,909 78331 76,748 75161 73568 71,971 70,368 68,761 67,148 65531 63,908
Other loans 0 160,632 157,654 154,657 151,642 148,609 145557 142,487 139,307 136,289 133,162 130,016 126,851
Purchase leases/HP 0 0 0 0 0 0 0 0 0 0 0 0 0

[Total long term liabilities 0 242115 237,563 232088 208,391 223770 219125 214,457 209,766 205050 200,311 195547 190,759

14 4958 4917 4875 4833 4792 4750 4708 4667 _ 4625 4583 4542 4500

[TOTAL NET ASSETS 370,038 418,202 420,995 420,776 448,213 470,946 491,145 515,500 540,773 588,878 652,275 722,126 790,697|

CAPITAL AND RESERVES

SHARE CAPITAL

£1.00 ordinary shares 19 84,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000
Share premium account 19 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000
Total share capital 430.000_530,000__ 530,000 _530.000__ 530,000 _530.000__530.000 530,000 530,000 530,000 _530.000__530,000__ 530,000
PROFIT AND LOSS ACCOUNT

Retained profit b/fwd (59,062) (59,062) (111,798) (109,005) (100,224) (81,787) (59,054) (38,855) (14,401) 10,773 58,878 122,275 192,126
Profit after tax for the month 0 (52736) 2793 8781 18436 22733 20,199 24454 25174 48105 63,397 69,851 68,571
Retained profit c/fwd (59.062) (111.798) (109.005) (100.224) (81.787) (59.054) (38.855) (14.401) 10773 58.878 122275 192.126 260697
[TOTAL CAPITAL AND RESERVES 370,038 418,202 420,995 429,776 448,213 470,046 491,145 515,500 540,773 588,878 652,275 722,126 790,697
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[BALANCE SHEET FORECASTS — YEAR 2 Glass Inserts Ltd|

| Year ending 31 July 2007 |

FIXED ASSETS

Existing assets (non-project)

Plant and machinery 9 26,387 26,053 25719 25385 25051 24,717 24,383 24,049 23,715 23381 23,047 22,713
Licence 9 222917 220,833 218,750 216,667 214,583 212,500 210,417 208,333 206,250 204,167 202,083 200,000
New assets

Plant and machinery 189 628,408 622,669 616,931 611,192 605453 599,714 593,976 588,237 582,498 576,760 571,021 565,282
Factory preparation 1819 5,483 5,367 5,250 5,133 5,017 4,900 4,783 4,667 4,550 4,433 4,317 4,200
Office equipment 18/9 9,400 9,200 9,000 8,800 8,600 8,400 8,200 8,000 7,800 7,600 7,400 7,200
Total fixed assets 892,595 884,123 875650 867,177 858,705 850,232 841,759 833,286 824,814 816,341 807,868 799,395
CURRENT ASSETS

Stock 2 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737
Trade debtors 1 859,509 868,240 862,630 871,793 862,630 861,998 881,588 881,588 891,068 862,630 871,793 862,630
Other debtors 18 0 0 0 0 0 0 0 0 0 0 0 0
Prepayments 1,108 1,058 1,008 1,102 1,055 1,008 1,096 1,052 1,008 1,089 1,049 1,008
Cash at bank 0 0 82220 7,731 115028 176,323 174,222 272,696 348,725 395270 485112 592,504
Total current assets 871,444 880,035 956,595 891,363 989,449 1,050,065 1,067,643 1,166,073 1,251,538 1,269,726 1,368,691 1,466,878
CREDITORS: AMOUNTS FALLING DUE WITHIN ONE YEAR

Overdraft 15 109,492 20,845 0 0 0 0 0 0 0 0 0 0
Bank loans 16 19,202 19,261 19,321 19,381 19442 19,503 19564 19,626 19,688 19,750 19,813 19,877
Other loans 36,967 37,192 37,420 37,648 37,879 38,110 38343 38411 38481 38552 38624 38,699
Purchase leases/HP 0 0 0 0 0 0 0 0 0 0 0 0
Trade creditors 2 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507
VAT 109,584 136,462 163,338 26,856 53,724 80,509 26,877 53,746 80,629 26,848 53,726 80,599
Corporation tax 17 26484 40,469 54,539 68,550 82,636 96,768 110,913 125092 126,589 140,802 155114 169,471
PAYE 3 17,048 17,048 17,048 17,048 17,048 17,048 17,048 17,048 17,048 17,048 17,048 17,048
Accruals 50,583 59,279 67,600 77,137 86,355 57,966 67,345 76,561 85117 94,428 103,634 112,180
Factor advances 368,891 368,809 368,970 368,888 368,825 368,747 368,430 368,430 368,632 368,866 368,972 368,817
Total short term liabilities 739,758 700,873 729,744 617,015 667,416 __ 680,247 _ 650,028 700,422 _ 737,690 _ 707,801 _ 758,438 _ 808,198
[NET CURRENT ASSETS 131,686 179,162 226,851 274,348 322,033 369,818 417,615 465,651 513,847 561,924 _ 610,253 658,681]
CREDITORS: AMOUNTS FALLING DUE AFTER MORE THAN ONE YEAR

Bank loans 16 62,281 60,648 59,010 57,367 55719 54,065 52407 50,742 49073 47,398 45718 44,032
Other loans 123,666 120,462 117,238 113,994 110,730 107,447 104,143 100,986 97,808 94,610 91,392 88,152
Purchase leases/HP 0 0 0 0 0 0 0 0 0 0 0 0
Total long term liabilities 185,947 181,110 176,248 171,361 166,449 161,512 156,550 151,729 146,881 142,008 137,109 132,184
14 4,458 4,417 4,375 4,333 4,292 4,250 4,208 4,167 4,125 4,083 4,042 4,000]
[TOTAL NET ASSETS 833,876 877,759 921,878 965,830 1,009,996 1,054,288 1,098,616 1,143,042 1,187,655 1,232,174 1,276,970 1,321,892]

CAPITAL AND RESERVES

SHARE CAPITAL

£1.00 ordinary shares 19 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000
Share premium account 19 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000
Total share capital 530,000 530,000 530,000 530,000 530,000 530,000 530,000 530,000 530,000 530,000 530,000 530,000
PROFIT AND LOSS ACCOUNT
Retained profit b/fwd 260,697 303,876 347,759 391,878 435,830 479,996 524,288 568,616 613,042 657,655 702,174 746,970
Profit after tax for the month 43,179 43,882 44,120 43,952 44,166 44,291 44,328 44,426 44,613 44,519 44,796 44,922
Retained profit c/fwd 303,876 347,759 391,878 435,830 479,996 524,288 568,616 613,042 657,655 702,174 746,970 791,892
|TOTAL CAPITAL AND RESERVES 833,876 877,759 921,878 965,830 1,009,996 1,054,288 1,098,616 1,143,042 1,187,655 1,232,174 1,276,970 1,321,892|
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|[BALANCE SHEET FORECASTS — YEAR 3 Glass Inserts Ltd|

| Year ending 31 July 2008

FIXED ASSETS

Existing assets (non-project)

Plant and machinery 9 22,429 22,145 21,861 21,578 21,294 21,010 20,726 20,442 20,158 19,874 19,590 19,306
Licence 9 197,917 195,833 193,750 191,667 189,583 187,500 185417 183,333 181,250 179,167 177,083 175,000
New assets

Plant and machinery 18/9 559,544 553,805 548,066 542,327 536,589 530,850 525,111 519,373 513,634 507,895 502,156 496,418
Factory preparation 18/9 4,083 3,967 3,850 3,733 3,617 3,500 3,383 3,267 3,150 3,033 2,917 2,800
Office equipment 18/9 7,000 6,800 6,600 6,400 6,200 6,000 5,800 5,600 5,400 5,200 5,000 4,800
Total fixed assets 790,973 782,550 774,128 765,705 757,282 748,860 740,437 732,014 723,592 715169 706,747 698,324
Stock 2 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917
Trade debtors 1 856,120 850,875 845,377 854,357 845377 844,758 854,667 854,667 863,957 845377 854,357 845,377
Other debtors 18 0 0 0 0 0 0 0 0 0 0 0 0|
Prepayments 1,083 1,046 1,008 1,077 1,042 1,008 1,071 1,039 1,008 1,064 1,036 1,008
Cash at bank 689,805 787,093 883,675 807,898 909,606 894,825 899,683 991,617 904,072 937,654 1,020,413 1,121,864
Total current assets 1,657,925 1,649,930 1,740,976 1,674,249 1,766,942 1,751,507 1,766,337 1,858,240 1,779,954 1,795,012 1,886,723 1,979,165
Overdraft 15 0 0 0 0 0 0 0 0 0 0 0 0|
Bank loans 16 19,941 20,005 20,069 20,134 20,200 20,266 20,332 20,399 20,466 20,534 20,602 20,670
Other loans 38,774 38,852 38,930 39,011 39,093 39,176 39,262 39,515 39,770 40,027 40,285 40,546
Purchase leases/HP 0 0 0 0 0 0 0 0 0 0 0 0|
Trade creditors 2 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507 1,507
VAT 106,417 132,292 158,162 25,861 51,725 77,595 25,871 51,735 77,616 25,850 51,725 77,594
Corporation tax 17 182,825 196,275 209,764 223,214 236,721 250,239 263,769 277,340 121,439 134,977 148,605 162,273
PAYE 3 17,503 17,503 17,503 17,503 17,503 17,503 17,503 17,503 17,503 17,503 17,503 17,503
Accruals 121,389 130,566 139,164 148,631 157,797 60,279 69,588 78,753 87,708 96,974 106,127 114,815
Factor advances 368,164 368,554 368,445 368,038 368,998 368,487 368,990 368,824 368,161 368,856 368,357 368,935
Total short term liabilities 856,519 905,553 953,545 843900 893,543 835053 806,821 855575 734,170 706,226 754,711 803,842
|NET CURRENT ASSETS 701,406 744,377 787,431 830,349 873,399 916,455 959,516 1,002,664 1,045,784 1,088,785 1,132,013 1,175,324|

CREDITORS: AMOUNTS FALLING DUE AFTER MORE THAN ONE YEAR

Bank loans 16 42340 40,643 38941 37,233 35519 33800 32,075 30,344 28607 26864 25116 23,362
Other loans 84,802 81,610 78,307 74983 71638 68271 64,882 61471 58038 54,583 51,106 47,606
Purchase leases/HP 0 0 0 0 0 0 0 0 0 0 0 0
[Total long term liabilities 127,232 122,253 117,248 __112,216__107,157___ 102,070 _ 96,056 _ 01,815 __ 86,645 81,448 _ 76222 70,968
39586 3917 3875 3833 3,792 3,750 3708 3667 __ 3625 __ 3583 3542 3,500]
[TOTAL NET ASSETS 1,361,189_1,400,757_1,440,436_1,480,004 1,519,733 1,550,494 1,599,289 1,639,198 1,679,105 1,718,923 1,758,995 1,799,180

CAPITAL AND RESERVES

SHARE CAPITAL

£1.00 ordinary shares 19 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000 184,000
Share premium account 19 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000 346,000
Total share capital 530,000 530,000 530,000 530,000 530,000 530,000 530,000 530,000 530,000 530,000 530,000 530,000
PROFIT AND LOSS ACCOUNT

Retained profit b/fwd 791,892 831,189 870,757 910,436 950,004 989,733 1,029,494 1,069,289 1,109,198 1,149,105 1,188,923 1,228,995
Profit after tax for the month 39,296 39,568 39,679 39,569 39,729 39,761 39,795 39,909 39,908 39,818 40,072 40,184
Retained profit c/fwd 831,189 870,757 910,436 950,004 989,733 1,029,494 1,069,289 1,109,198 1,149,105 1,188,923 1,228,995 1,269,180
[TOTAL CAPITAL AND RESERVES 1,361,189 1,400,757 1,440,436 1,480,004 1,519,733 1,559,494 1,599,289 1,639,198 1,679,105 1,718,923 1,758,995 1,799,180]
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APPENDIX 1V
NOTES TO FINANCIAL FORECASTS

1.  Sales and costs of sales

Detailed sales and costs of sales forecasts are shown in
Appendix V.

2. Indirect salaries & NIC

These are the salaries of all non-production staff excluding
the directors, i.e. sales, accountancy and admin staff.
Included in month one are the salaries of the operations
managers, who will produce the marketing samples in this
month. Details of proposed salary levels are shown in figure
4.3. Income tax and NIC percentages have been calculated
using standard rates and allowances.

3. Directors salaries & NIC

The salaries of the directors are shown in figure 4.3. Income
tax and NIC percentages have been calculated using standard
rates and allowances.

4. Rent and rates

The rent will be £35,500 per annum as specified in the
premises details in appendix VI Also specified in the
premises details are the rateable value of the premises
(£30,000) and the UBR for Wales of 45.2p in the £. This

licence. New assets have been depreciated on a straight line
basis at a rate of 10% per annum for plant and machinery and
20% per annum for all other assets.

10. Bank charges

A general provision of £100 per month has been made for
bank charges to allow for any exchange rate expenses arising
from overseas customers. A provision of £3,000 has been
made in month one for the cost of arising the required
finance. This provision is for all the funding, not just the
bank loans.

11. Staff pensions

A provision of 7.5% of salaries has been made for the
company’s contribution to staff pensions. This is shown as a
separate expense to the salaries.

12. Holiday/sickness provision

This is the cost of paying staff overtime pay to cover for their
colleagues whilst they are on holiday or off sick. Production
capacity is dependent on assumption of 22 days production
per month. For single shift production, time will have to
made up as follows:

gives an annual rates expense of £13,560. An additional £11k Bank holidays: 8 days x 12 production staff - 96
has been provided for service charges and water rates. Holidays: 20 days x 12 production staff = 240

Sick: 5 days x 12 production staff = 60
5. Communication Total time to be made up (man-days) 396

This includes the cost of mobile and land-line telephones
(calls and system lease), faxes and internet expenses.

6. Office costs

This includes all costs of running the office including
printing, stationery, postage, and photocopying.

7.  Advertising/marketing

A general provision of £1,000 per month has been made for
this expense. In month one an additional £12,900 has been
provided as the cost of producing marketing samples. This is
explained in further detail in the costs of sales details in
appendix V.

8.  Professional fees

This will include legal fees and IPR expenses.

9. Depreciation

Existing plant and machinery has been treated as per the latest
accounts, i.e. 15% per annum on a reducing balance basis.
The licence fee has been written off at 10% per annum on a
straight line basis. The reasoning behind this is that after ten
years, developments in manufacturing techniques and
competitor activities will gradually erode the value of the

Therefore each production employee will have to work 33
extra days per annum to make up for the above lost time. At
an overtime premium of 10%, this is equivalent to 36.3 days
per person. Each person is forecast to work 22 x 12 days per
annum = 264 days in total. The wages premium to cover this
cost is therefore 36.3 / 264 = 13.75%. This percentage has
been applied to the direct salaries expense to get the expense
for holiday/sickness provision.

13. Employee bonus

This has been calculated as 10% of the net profit before tax.
An accrual for this expense is put through the profit and loss
account as it is incurred. The payment cannot, however, be
made until the completion of the audited accounts, which is
forecast to be six months after the year end.

14. Deferred income

Capital grants have been written off to the profit and loss
account at 10% per annum on a straight line basis in line with
the depreciation policy of the new plant and machinery.

15. Overdraft interest

The interest rate used to calculate interest on the bank
balances is 10.0% per annum for negative balance and 2.0%
per annum for positive balances. The monthly equivalent of
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these rates has been applied to the balance outstanding at the
end of each month. The interest is payable/receivable
monthly in arrears.

16. Bank loans

There are two bank loans, £50,000 secured on Mr Richards’
house and £50,000 under the Small Firms Loan Guarantee
Scheme. It has been assumed that both loans will be repaid
over five years and interest rates of 3% over base rate, i.e. at
current base rates, a total interest rate of 7.75% per annum.
The secured loan will be paid in equal instalments over the
term of the loan. The capital element of the SFLGS loan will
be paid in equal monthly instalments, but the interest will be
payable quarterly in arrears. The SFLGS also incurs a
premium of 1.5% per annum on the balance outstanding at
the beginning of each quarter. The guarantee charge is
payable quarterly in advance.

17. Corporation tax

A simple corporation tax calculation has been carried out
which adds back the depreciation and deducts -capital
allowances (40% first year allowance and 25% written down
allowance) to arrive at taxable profit. = The standard
corporation tax rates are applied to this figure. The rates used
are 19.0%, 26.5% and 26.2% for years one to three
respectively.

18. Capital expenditure

A capital expenditure schedule is shown below. Deposits are
required for the thermofomers (one third plus VAT), glass

assembly line (10% plus VAT) and the resin pump systems
(30% plus VAT). The deposits are shown on the balance
sheet as “Other debtors”.

19. Share capital

The equity investment to date is £250,000 for the licence and
£180,000 in cash. In return for this investment 84,000 £1.00
ordinary shares will be issued. The share premium is
therefore £430,000 - £84,000 = £346,000.

20. Travel and vehicle expenses

This is made up of £1,750 per month for vehicle leasing
(three cars and three vans), £1,750 for running expenses costs,
and £2,000 per month for travel and subsistence expenses.

21. Inflation

An inflation rate of 2% per annum has been applied to all
expenses and salaries.

22. Other loans

These are made up of the loans from Finance Wales and
NPTCBC. It has been assumed that the Finance Wales loan
will be repaid over five years at an interest rate of 7.75%. The
NPTCBC loan will be repaid over 30 months at an interest
rate of 2.75% (i.e. 2% below base). This interest rate is
applied to the whole of the amount borrowed throughout the
term of the loan. The capital is repaid in equal monthly
instalments.

Capital expenditure

1 2 3 5 6 7 8 9 10 1 12 Totals
AUG SEP OCT DEC JAN FEB MAR APR MAY JUN JUL
£ £ £ £ £ £ £ £ £ £ £ £

Capital expenditure — final costs

Totals
Thermoformer 1 (3040ATF) 62,700 62,700
Thermoformer 2 (4896ATF) 106,800 106,800
Glass assembly line 128,145 128,145
Resin pump systems 236,000 236,000
Screen printing set-up and driers 70,000 70,000
Assembly tables and racking 20,000 20,000
Tooling 20,000 20,000
Installation, wiring, airlines etc. 40,000 40,000
Fork lift truck 5,000 5,000
Warm rooms and painting 7,000 7,000
Office equipment 12,000 12,000
Total capital expenditure 174,000 128,145 236,000 0 0 62,700 106,800 0 0 0 0 707,645
Capital expenditure — deposits

Totals
Thermoformer 1 (3040ATF) 24,558 (24,558) 0
Thermoformer 2 (4896ATF) 41,830 (41,830) 0
Glass assembly line 30,114 (30,114) 0
Resin pump systems 70,800 (70,800) 0
Screen printing set-up and driers 0
Assembly tables and racking 0
Tooling 0
Installation, wiring, airlines etc. 0
Fork lift truck 0
Warm rooms and painting 0
Office equipment 0
Total payment/(release) of deposits 167,302 (30,114) (70,800) 0 0 (24,558) (41,830) 0 0 0 0 0
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BASIS FOR SALES VOLUMES AND REVENUES

(i) Production capacity

As explained in section 3.4, the limiting factor on sales will be the production capacity of the Resolven factory. An
analysis of the manufacturing process shows that the process that will take the longest, and which will therefore
determine the plant capacity, is the fixing of glass to polymer laminate (see section 3.2.4). Trials have determined
that a trained individual could manufacture 40 units per eight hour shift. Allowing 20% for inefficiencies, such as
unit rejects, results in a daily production rate per laminator of 32 units.

Single shift capacity

It can be seen in figures 4.2 that four laminators will be employed. In addition, the two steel fabricators will be
spending most of their time on laminating and the operational managers and screen printers will also be available for
this function for approximately one quarter of their working days. There will therefore be manpower equivalent to
7' production staff. The production capacity will therefore be 32 units x 7' laminators x 22 working days per
month = 5,280 units per month = 63,360 per annum.

Two shift capacity

A second shift is planned to commence from month nine. To man this second shift six new laminators will be taken
on. The screen printers will no longer be available to do the laminating and the operations manager will only be
able to spend one quarter of their time laminating. The production capacity will therefore be 32 units x 12}
laminators x 22 working days per month = 8,800 units per month = 105,600 per annum.

Whilst the laminating process is not too complex, it will take some time for the new employees to get fully up to
speed with the process. Furthermore, there will inevitably be some inefficiency in the early months of the business
and the use of the Ridat thermoformers (see section 2.6.1) and the small scale resin pump (see section 2.6.3) will
add to this to some extent. With this in mind an efficiency factor has been applied to the maximum production
levels calculated above. This is as follows:

Efficiency factors N/A 70% 80% 90% 95% 95% 98% 100% 80% 90% 95% 100%

Note that the efficiency factor drops in month nine to account for the time taken to train and get up to full speed of
the new employees taken on for the introduction of the second shift.

(ii) Sales mix

Sales have been divided into three categories: High Value: Selling price = £30.00
Medium Value:  Selling price = £20.00
Low Value: Selling price = £12.50

Whilst there is no reason why Glass Inserts should not sell as many high value designs as medium value designs, for
prudence, a low estimate is preferred. For this reason, the sales forecasts assume a sales mix of 20:40:40
respectively.

(iii) Sales prices
To allow for a response to any reduction in prices of competitors, a 2% cut in prices has been applied in year two
and a further 2% cut applied in year three.

(iv) Sales receipts

It has been assumed that customers will take up to 90 days to pay their invoices. However, an invoice factoring
arrangement has been agreed with HSBC that will advance up to 85% of sales invoices. For the purposes of the
financial forecasts, it has been assumed that the amount advanced will be 70% to allow for any ineligible amounts,
either due to debtor concentration (30% maximum) or credit eligibility of customer. The administration fees for the
invoice factoring will be 1.6% of invoices processed, inclusive of credit protection, and the interest rate on advanced
will be 3% over base rate.
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[SALES FORECASTS — YEAR 1 Glass Inserts Ltd|

TOTALS

9 10 1 12
APR MAY JUN JUuL
£ £ £ £

| Year ending 31 July 2006

£

UNITS OF SALES

Inserts — High value 400 739 845 950 1,003 1,003 1,035 1,056 1,408 1,584 1,672 1,760 13,456
Inserts — Medium value 800 1,478 1,690 1,901 2,006 2,006 2,070 2,112 2,816 3,168 3,344 3,520 26,911
Inserts — Low value 800 1,478 1,690 1,901 2,006 2,006 2,070 2,112 2,816 3,168 3,344 3,520 26,911
Total units made per month 2,000 3,696 4,224 4,752 5,016 5,016 5,174 5,280 7,040 7,920 8,360 8,800 67,278
Introduction of second shift

No. of laminators 7.5 7.5 7.5 7.5 7.5 7.5 7.5 125 12,5 125 12,5
Efficiency 70% 80% 90% 95% 95% 98% 100% 80% 90% 95% 100%
SELLING PRICE (EXCL VAT)
Inserts — High value £ - £ 30.00 £ 30.00 £ 30.00 £ 30.00 £ 30.00 £ 30.00 £ 30.00 £ 30.00 £ 30.00 £ 30.00 £ 30.00
Inserts — Medium value £ - £ 2000 £ 2000 £ 2000 £ 20.00 £ 20.00 £ 20.00 £ 20.00 £ 20.00 £ 20.00 £ 20.00 £ 20.00
Inserts — Low value £ - £ 3750 £ 3750 £ 3750 £ 3750 £ 3750 £ 3750 £ 3750 £ 3750 £ 37.50 £ 37.50 £ 37.50
TURNOVER (EXCL VAT)
All sales 0 107,184 122,496 137,808 145464 145464 150,058 153,120 204,160 229,680 242,440 255,200 1,893,074
Total (P&L) 0 107,184 122,496 137,808 145464 145464 150,058 153,120 204,160 229,680 242,440 255,200 1,893,074
TURNOVER (INCL VAT)
All sales 0 125,941 143,933 161,924 170,920 170,920 176,318 179,916 239,888 269,874 284,867 299,860 2,224,361
[Total 0 125,941 143,933 161,924 170,920 170,920 176,318 179,916 239,888 269,874 284,867 299,860 2,224,361
CASH RECEIVED (INCL VAT)
All sales 0 0 0 4,198 131,029 145442 151,129 170,920 165,407 193,439 176,305 249,303 1,387,172
Total cash received from customers 0 0 0 4,198 131,029 145,442 151,129 170,920 165,407 193,439 176,305 249,303 1,387,172
Incremental advances from factor 0 88,159 100,753 110,408 27,924 17,835 17,632 6,297 (171) 164 (117) 52 368,936
Total (CFF) 0 88,159 100,753 114,606 158,953 163,277 168,761 177,217 165,236 193,603 176,188 249,355 1,756,108
TRADE DEBTORS OP BAL
All sales 0 125941 269,874 427,600 467,491 492,970 518,158 527,154 601,635 678,071 786,633 837,190
Trade debtors (BS) 0 125941 269,874 427,600 467,491 492,970 518,158 527,154 601,635 678,071 786,633 837,190
FACTORING
PARAMETERS
Percentage of sales factored

All sales 82.4% 82.4% 82.4% 82.4% 82.4% 82.4% 82.4% 82.4% 56.7% 59.1% 50.2% 47.3%
Percentage advanced 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0%
Admin charge per £ factored 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6%
Interest charge per annum 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75%
AMOUNTS ADVANCED
All sales 0 88,159 100,753 113,347 119,644 119,644 123,422 125941 115,614 135571 121,553 120,559 1,284,207
Total amounts advanced 0 88,159 100,753 113,347 119,644 119,644 123,422 125941 115,614 135571 121,553 120,559 1,284,207
FACTORED DEBTS
All sales 0 88,159 188,912 299,320 327,244 345,079 362,711 369,008 368,837 369,001 368,884 368,936
Total factored debts 0 88,159 188,912 299,320 327,244 345,079 362,711 369,008 368,837 369,001 368,884 368,936

CASH RECEIVED FROM CUSTOMERS FOR FACTORED ELEMENT OF DEBTORS
All sales 0 0 0 2,939 91,720 101,809 105,791 119,644 115,785 135,407 121,670 120,507 915,271

Total cash received 0 0 0 2939 91,720 101,809 105,791 119,644 115,785 135407 121,670 120,507 915,271

AMOUNT OWED TO FACTORING COMPANY

Opening balance 0 0 88,159 188,912 299,320 327,244 345,079 362,711 369,008 368,837 369,001 368,884
New advances 0 88,159 100,753 113,347 119,644 119,644 123,422 125,941 115,614 135,571 121,553 120,559
Receipts from customers 0 0 0 (2,939) (91,720) (101,809) (105,791) (119,644) (115,785) (135,407) (121,670) (120,507)
Closing balance 0 88,159 188,912 299,320 327,244 345,079 362,711 369,008 368,837 369,001 368,884 368,936
Admin fees 0 1,411 1,612 1,814 1,914 1,914 1,975 2,015 1,850 2,169 1,945 1,929 20,547
interest 0 285 895 1,577 2,023 2,171 2,286 2,363 2,383 2,383 2,383 2,383 21,129
|SALES FORECASTS — YEAR 2 Glass Inserts Ltd|

24 TOTALS

Year ending 31 July 2007

£

UNITS OF SALES

Inserts — High value 1,760 1,760 1,760 1,760 1,760 1,760 1,760 1,760 1,760 1,760 1,760 21,120

Inserts — Medium value 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 42,240
Inserts — Low value 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 42,240
Total units made per month 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 105,600
No. of laminators 12.5 12.5 12.5 12.5 12.5 12,5 12,5 12,5 12,5 12,5 125 12,5
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SELLING PRICES (EXCL VAT)

Inserts — High value £ 2940 £ 2940 £ 2940 £ 2940 £ 2940 £ 2940 £ 2940 £ 29.40 £ 29.40 £ 29.40 £ 29.40 £ 29.40

Inserts — Medium value £ 1960 £ 1960 £ 1960 £ 1960 £ 19.60 £ 1960 £ 19.60 £ 19.60 £ 19.60 £ 19.60 £ 19.60 £ 19.60

Inserts — Low value £ 36.75 £ 36.75 £ 36.75 £ 36.75 £ 36.75 £ 36.75 £ 36.75 £ 36.75 £ 36.75 £ 36.75 £ 36.75 £ 36.75
TURNOVER (EXCL VAT)

All sales 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 3,001,152
Total (P&L) 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 250,096 3,001,152
TURNOVER (INCL VAT)

All sales 293,863 293,863 293,863 293,863 293,863 293,863 293,863 293,863 293,863 293,863 293,863 293,863 3,526,354
[Total 293,863 293,863 293,863 293,863 293,863 293,863 293,863 293,863 293,863 293,863 293,863 293,863 3,526,354
CASH RECEIVED (INCL VAT)

All sales 271,454 285222 299,473 284,699 303,026 294,495 274,272 293,863 284,383 322,301 284,699 303,026 3,500,914
Total cash received from customers 271,454 285222 299,473 284,699 303,026 294,495 274,272 293,863 284,383 322,301 284,699 303,026 3,500,914
Incremental advances from factor (45) (82) 162 (82) (63) (78) (316) 0 201 234 106 (154) (119)
Total (CFF) 271,409 285,139 299,635 284,617 302,963 294,416 273,956 293,863 284,585 322,535 284,805 302,872 3,500,795

TRADE DEBTORS

All sales 859,599 868,240 862,630 871,793 862,630 861,998 881,588 881,588 891,068 862,630 871,793 862,630

Trade debtors (BS) 859,599 868,240 862,630 871,793 862,630 861,998 881,588 881,588 891,068 862,630 871,793 862,630
FACTORING

PARAMETERS

Percentage of sales factored

All sales 54.0%  485%  48.7% 52.1% 50.0%  49.0%  48.5% 50.0%  47.5%  53.4%  48.4%  49.3%

Percentage advanced 85.0% 85.0% 850% 850% 85.0% 850% 850% 85.0% 850% 850% 85.0%  85.0%

Admin charge per £ factored 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6%

Interest charge per annum 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75%
AMOUNTS ADVANCED

All sales 134,883 121,145 121,645 130,137 124,892 122,394 121,145 124,892 118,647 133,384 120,895 123,143 1,497,202
Total amounts advanced 134,883 121,145 121,645 130,137 124,892 122,394 121,145 124,892 118,647 133,384 120,895 123,143 1,497,202
FACTORED DEBTS

All sales 368,891 368,809 368,970 368,888 368,825 368,747 368,430 368,430 368,632 368,866 368,972 368,817

Total factored debts 368,891 368,809 368,970 368,888 368,825 368,747 368,430 368,430 368,632 368,866 368,972 368,817

CASH RECEIVED FROM CUSTOMERS FOR FACTORED ELEMENT OF DEBTORS

All sales 134,928 121,227 121,483 130,219 124,955 122,472 121,461 124,892 118,446 133,151 120,789 123,298 1,497,320
Total cash received 134,928 121,227 121,483 130,219 124,955 122,472 121,461 124,892 118,446 133,151 120,789 123,298 1,497,320
AMOUNT OWED TO FACTORING COMPANY

Opening balance 368,936 368,891 368,809 368,970 368,888 368,825 368,747 368,430 368,430 368,632 368,866 368,972

New advances 134,883 121,145 121,645 130,137 124,892 122,394 121,145 124,892 118,647 133,384 120,895 123,143

Receipts from customers (134,928) (121,227) (121,483) (130,219) (124,955) (122,472) (121,461) (124,892) (118,446) (133,151) (120,789) (123,298)

Closing balance 368,891 368,809 368,970 368,888 368,825 368,747 368,430 368,430 368,632 368,866 368,972 368,817

Admin fees 2,158 1,938 1,946 2,082 1,998 1,958 1,938 1,998 1,898 2,134 1,934 1,970 23,955
interest 2,383 2,382 2,382 2,383 2,382 2,382 2,380 2,379 2,380 2,382 2,383 2,382 28,580
|SALES FORECASTS — YEAR 3 Glass Inserts Ltd|

Year ending 31 July 2008

36 TOTALS

£
UNITS OF SALES

Inserts — High value 1,760 1,760 1,760 1,760 1,760 1,760 1,760 1,760 1,760 1,760 1,760 21,120

Inserts — Medium value 3520 3520 3520 3520 3520 3520 3520 3,520 3,520 3520 3,520 3,520 42,240
Inserts — Low value 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 3,520 42,240
Total units made per month 8800 8800 8800 8800 8800 8800 8800 8800 8800 8800 8800 8800 105,600
No. of laminators 12.5 12.5 12.5 12.5 12.5 12.5 12.5 12.5 12.5 12.5 12.5 12.5
SELLING PRICES (EXCL VAT)

Inserts — High value £ 2881 £ 2881 £ 2881 £ 2881 £ 2881 £ 2881 £ 2881 £ 2881 £ 2881 £ 2881 £ 2881 £ 2881
Inserts — Medium value £ 1921 £ 1921 £ 1921 £ 1921 £ 1921 £ 1921 £ 1921 £ 1921 £ 1921 £ 1921 £ 1921 £ 19.21

Inserts — Low value £ 3602 £ 3602 £ 3602 £ 3602 £ 3602 £ 3602 £ 3602 £ 3602 £ 3602 £ 3602 £ 36.02 £ 3602
TURNOVER (EXCL VAT)

All sales 245,094 245094 245094 245094 245094 245094 245094 245094 245004 245094 245094 245094 2,941,129
Total (P&L) 245004 245004 245094 245094 245094 245094 245004 245094 245094 245094 245094 245094 2,941,129
TURNOVER (INCL VAT)

All sales 287,986 287,986 287,986 287,986 287,986 287,986 287,986 287,986 287,986 287,986 287,986 287,986 3,455,827
[Total 287,986 287,986 287,986 287,986 287,986 287,986 287,986 287,986 287,986 287,986 287,986 287,986 3,455,827
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All sales 294,495 293,231 293,484 279,005 296,966 288,605 278,076 287,986 278,696 306,565 279,005 296,966 3,473,079
Total cash received from customers 294,495 293,231 293,484 279,005 296,966 288,605 278,076 287,986 278,696 306,565 279,005 296,966 3,473,079
Incremental advances from factor (653) 390 (109) (407) 959 (511) 503 (166) (663) 695 (499) 578 117
Total (CFF) 293,842 293,621 293,375 278,599 297,925 288,094 278,579 287,820 278,032 307,260 278,506 297,544 3,473,196
TRADE DEBTORS
All sales 856,120 850,875 845377 854,357 845377 844,758 854,667 854,667 863,957 845377 854,357 845,377
Trade debtors (BS) 856,120 850,875 845,377 854,357 845377 844,758 854,667 854,667 863,957 845,377 854,357 845,377
FACTORING
PARAMETERS
Percentage of sales factored

All sales 54.0% 49.5% 50.5% 52.0% 51.5% 50.5% 50.4% 51.4% 48.6% 54.0% 49.5% 50.7%
Percentage advanced 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0% 85.0%
Admin charge per £ factored 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6% 1.6%
Interest charge per annum 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75% 7.75%
AMOUNTS ADVANCED
All sales 132,185 121,170 123,618 127,290 126,066 123,618 123,373 125,821 118,967 132,185 121,170 124,107 1,499,570
Total amounts advanced 132,185 121,170 123,618 127,290 126,066 123,618 123,373 125,821 118,967 132,185 121,170 124,107 1,499,570

FACTORED DEBTS
All sales 368,164 368,554 368,445 368,038 368,998 368,487 368,990 368,824 368,161 368,856 368,357 368,935
Total factored debts 368,164 368,554 368,445 368,038 368,998 368,487 368,990 368,824 368,161 368,856 368,357 368,935

CASH RECEIVED FROM CUSTOMERS FOR FACTORED ELEMENT OF DEBTORS
All sales 132,839 120,780 123,727 127,696 125,106 124,128 122,870 125,987 119,630 131,490 121,669 123,529 1,499,452
Total cash received 132,839 120,780 123,727 127,696 125,106 124,128 122,870 125,987 119,630 131,490 121,669 123,529 1,499,452

AMOUNT OWED TO FACTORING COMPANY

Opening balance 368,817 368,164 368,554 368,445 368,038 368998 368,487 368,990 368,824 368,161 368,856 368,357

New advances 132,185 121,170 123,618 127,290 126,066 123,618 123,373 125821 118,967 132,185 121,170 124,107

Receipts from customers (132,839) (120,780) (123,727) (127,696) (125,106) (124,128) (122,870) (125,987) (119,630) (131,490) (121,669) (123,529)

Closing balance 368,164 368,554 368445 368,038 368,098 368,487 368,090 368,824 368,161 368,856 368,357 368,935

Admin fees 2115 1,939 1,978 2037 2017 1978 1974 2013 1903 2115 1939 1986 23,993

interest 2,380 2379 2,380 2378 2380 2381 2381 2,383 2380 2,380 2381 2381 28,564
COSTS OF SALES

(i) Direct materials
The cost of materials per unit is made up as follows:

£
Glass 2.00
Resin 1.00
Laminate polymer film 0.40
Printing materials 1.10
Packaging materials 0.50

Total 5.00

The initial batch of 2,000 units will be made for marketing samples. These have been costed at the £5.00 per unit
for materials plus £1.45 per unit for delivery. This expense has been written off to advertising and marketing.

A provision has been made for higher than normal rejects. This is anticipated to be needed for initial staff training
and a learning period of two months. The provision made is 10% of the month two production and 5% of the month
three production.

Raw materials stock will be maintained at 20% of the current month’s purchases.

(ii) Thermoformer rentals

As explained in section 2.6.1, thermoforming machines will have to be rented from Ridat whilst Glass Inserts' own
machines are being manufactured. This is expected to cost £80 per hour and the rate of production will be
approximately 300 sheets per hour. This latter figure is calculated by assuming that each production run will last for
two hours and that the machine will take two hours to set-up and get up to the full operating temperature. Once
running, the machine will produce five sheets per minute. This results in an overall production rate of:

5 sheets per minute x 120 minutes production time / 4 hours batch time = 150 sheets per hour

(iii) Other expenses
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The other expenses will be distribution costs, sales discounts and sales commissions. These will all be 5% of sales.

(iv) Trade creditors

As Glass Inserts will be a new start-up, it has been assumed that no trade credit will be offered and the above
expenses will be paid for as they are invoiced.

(v) Direct labour

The direct labour expense is made up of the salaries of all of the production staff including the operations managers
and the drivers. The first month’s production of the marketing samples has been treated as an indirect payroll
expense. Payroll costs include employers NIC but exclude pension contributions, which are recorded separately on
the profit and loss account.

(vi) Detailed costs of sales forecasts

[cOSTS OF SALES FORECASTS — YEAR 1 Glass Inserts Ltd|
I Year ending 31 July 2006 4 5 6 7 10 11 12 TOTALS
AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL

£ £ £ £ £ £ £ £ £ £ £ £ £
EXPENSES TO P&L (EXCL VAT)

Direct materials & services

Cost per unit of sales £ 645 £ 500 £ 500 £ 500 £ 500 £ 500 £ 500 £ 500 £ 500 £ 500 £ 5.00 £ 5.00

Provision for higher rejects 10% 5% 0% 0% 0% 0% 0% 0% 0% 0% 0%

Units of production 2,000 4,066 4435 4752 5016 5016 5174 5280 7,040 7,920 8360 8800 67,859
Total expense/usage 12,900 20,328 22,176 23,760 25080 25,080 25872 26,400 35200 39,600 41,800 44,000 342,196
Less units for marketing 12,900

Total cost of materials 0 20,328 22,176 23,760 25,080 25080 25872 26,400 35200 39,600 41,800 44,000 329,296
Distribution

All sales 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
Total expense/usage 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
Sales discounts

All sales 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
Total expense/usage 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
Commission

All sales 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
Total expense/usage 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654

Thermoformer rentals

|Sheets per hour 150] |Cost per hour £ 80.00 |
Hours of usage 27 30 32 33 33 155
Cost 0 2,168 2,365 2,534 2,675 2,675 0 0 0 0 0 0 12,419

Direct labour
Total expense/usage 0 19,040 19,040 19,040 19,040 19,040 19,020 19,020 26,745 26,745 26,745 26,745 240,220

CASH PAID (INCL VAT)

Direct materials & services

Usage (see above) 0 20,328 22176 23,760 25,080 25,080 25872 26,400 35200 39,600 41,800 44,000 329,296
Opening stock 0 0 4,066 4,435 4,752 5,016 5,016 5,174 5,280 7,040 7,920 8,360 0
Closing stock (BS) 0 4,066 4,435 4,752 5,016 5,016 5,174 5,280 7,040 7,920 8,360 8,800 8,800
Total purchases (excl VAT) 0 24394 22546 24,077 25344 25080 26,030 26,506 36,960 40,480 42,240 44,440 _ 338,096
| Total purchases (incl VAT) 0 28,662 26,491 28,290 29,779 29,469 30,586 31,144 43,428 47,564 49,632 52,217 397,263
Cash paid for Direct materials 0 28,662 26,491 28,290 29,779 29,469 30,586 31,144 43,428 47,564 49,632 52,217 397,263
Distribution

Usage (see above) 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
Opening stock 0 0 0 0 0 0 0 0 0 0 0 0 0
Closing stock (BS) 0 0 0 0 0 0 0 0 0 0 0 0 0
Total purchases (excl VAT) 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
| Total purchases (incl VAT) 0 6,297 7,197 8,096 8,546 8,546 8,816 8,996 11,994 13,494 14,243 14,993 111,218
Cash paid for Distribution 0 6,297 7,197 8,096 8,546 8,546 8,816 8,996 11,994 13,494 14243 14,993 111,218
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Sales discounts
Usage (see above) 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
Opening stock 0 0 0 0 0 0 0 0 0 0 0 0 0
Closing stock (BS) 0 0 0 0 0 0 0 0 0 0 0 0 0
Total purchases (excl VAT) 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11484 12,122 12,760 94,654
| Total purchases (incl VAT) 0 6,297 7,197 8,096 8,546 8,546 8,816 8,996 11,994 13,494 14,243 14,993 111,218
Cash paid for Sales discounts 0 6,297 7,197 8,096 8,546 8,546 8,816 8,996 11994 13494 14,243 14,993 111,218
Commission
Usage (see above) 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
Opening stock 0 0 0 0 0 0 0 0 0 0 0 0 0
Closing stock (BS) 0 0 0 0 0 0 0 0 0 0 0 0 0
Total purchases (excl VAT) 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11484 12,122 12,760 94,654
| Total purchases (incl VAT) 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
Cash paid for Commission 0 5,359 6,125 6,890 7,273 7,273 7,503 7,656 10,208 11,484 12,122 12,760 94,654
Thermoformer rentals
Usage (see above) 0 2,168 2,365 2,534 2,675 2,675 0 0 0 0 0 0 12,419
Opening stock 0 0 0 0 0 0 0 0 0 0 0 0 0
Closing stock (BS) 0 0 0 0 0 0 0 0 0 0 0 0 0
Total purchases (excl VAT) 0 2,168 2,365 2,534 2,675 2,675 0 0 0 0 0 0 12,419
| Total purchases (incl VAT) 0 2,548 2,779 2,978 3,143 3,143 0 0 0 0 0 0 14,592
Cash paid for Thermoformer re 0 2,548 2,779 2,978 3,143 3,143 0 0 0 0 0 0 14,592
[cosTS OF SALES FORECASTS — YEAR 2 Glass Inserts Ltd]|
Year ending 31 July 2007 16 17 18 19 24 TOTALS

NOV DEC JAN FEB
£ £ £ £ £ £

EXPENSES TO P&L (EXCL VAT)

Direct materials & services

Cost per unit of sales £ 510 £ 510 £ 510 £ 510 £ 510 £ 510 £ 510 £ 510 £ 510 £ 510 £ 510 £ 510

Units of sales 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 105,600
Total expense/usage 44,880 44,880 44,880 44,880 44,880 44,880 44,880 44,880 44,880 44,880 44,880 44,880 538,560
Total expense/usage 53,685 53,685 53,685 53685 53685 53,685 53685 53,685 53,685 53,685 53,685 53,685 644,160
Distribution

All sales 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
Total expense/usage 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
Sales discounts

All sales 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
Total expense/usage 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
Commission

All sales 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
Total expense/usage 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058

Direct labour
Total expense/usage 27,298 27,298 27,298 27,298 27,298 27,298 27,298 27,298 27,298 27,298 27,298 27,298 327,578

CASH PAID (INCL VAT)

Direct materials & services

Usage (see above) 53,685 53,685 53,685 53,685 53,685 53,685 53685 53,685 53,685 53,685 53,685 53,685 644,221
Opening stock 8,800 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 8,800
Closing stock (BS) 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737 10,737
Total purchases (excl VAT) 55,622 53,685 53,685 53,685 53,685 53,685 53,685 53,685 53,685 53,685 53,685 53,685 646,158
Total purchases (incl VAT) 65,356 63,080 63,080 63,080 63,080 63,080 63,080 63,080 63,080 63,080 63,080 63,080 759,236

Cash paid for Direct materials 65,356 63,080 63,080 63,080 63,080 63,080 63,080 63,080 63,080 63,080 63,080 63,080 759,236

Distribution

Usage (see above) 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
Opening stock 0 0 0 0 0 0 0 0 0 0 0 0 0
Closing stock (BS) 0 0 0 0 0 0 0 0 0 0 0 0 0
Total purchases (excl VAT) 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
| Total purchases (incl VAT) 14,693 14,693 14,693 14,693 14,693 14,693 14,693 14,693 14,693 14,693 14,693 14,693 176,318
Cash paid for Distribution 14693 14693 14,693 14,693 14693 14,693 14,693 14693 14,693 14,693 14693 14,693 176,318
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Sales discounts

Usage (see above) 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
Opening stock 0 0 0 0 0 0 0 0 0 0 0 0 0
Closing stock (BS) 0 0 0 0 0 0 0 0 0 0 0 0 0
Total purchases (excl VAT) 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
| Total purchases (incl VAT) 14,693 14,693 14,693 14,693 14,693 14,693 14,693 14,693 14,693 14,693 14,693 14,693 176,318

Cash paid for Sales discounts 14,693 14,693 14,693 14,693 14,693 14693 14693 14693 14693 14693 14693 14693 176,318

Commission

Usage (see above) 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
Opening stock 0 0 0 0 0 0 0 0 0 0 0 0 0
Closing stock (BS) 0 0 0 0 0 0 0 0 0 0 0 0 0
Total purchases (excl VAT) 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
| Total purchases (incl VAT) 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
Cash paid for Commission 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 12,505 150,058
[cosTs OF SALES FORECASTS — YEAR 3 Glass Inserts Ltd|

28 29 30 31 36
AUG SEP oCT NOV DEC JAN FEB MAR APR MAY JUN JUL

£ £ £ £ £ £ £ £ £ £ £ £ £
EXPENSES TO P&L (EXCL VAT)

TOTALS

| Year ending 31 July 2008

Direct materials & services

Cost per unit of sales £ 520 £ 520 £ 520 £ 520 £ 520 £ 520 £ 520 £ 520 £ 520 £ 520 £ 520 £ 520

Units of sales 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 8,800 105,600
Total expense/usage 45,778 45778 45778 45778 45778 45778 45778 45778 45778 45778 45778 45778 549,331
Total expense/usage 54583 54,583 54,583 54583 54583 54,583 54583 54,583 54,583 54,583 54583 54,583 654,931
Distribution

All sales 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056
Total expense/usage 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 _ 147,056
Sales discounts

All sales 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056
Total expense/usage 12,255 12255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056
Commission

All sales 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056
Total expense/usage 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056

Direct labour
Total expense/usage 27,863 27,863 27,863 27,863 27,863 27,863 27,863 27,863 27,863 27,863 27,863 27,863 334,355

CASH PAID (INCL VAT)

Direct materials & services

Usage (see above) 54,583 54,583 54,583 54,583 54,583 54,583 54,583 54,583 54,583 54,583 54,583 54,583 654,994
Opening stock 10,737 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,737
Closing stock (BS) 10917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917 10,917
Total purchases (excl VAT) 54,762 54,583 54,583 54,583 54,583 54,583 54,583 54,583 54,583 54,583 54583 54583 655,173
| Total purchases (incl VAT) 64,346 64,135 64,135 64,135 64,135 64,135 64,135 64,135 64,135 64,135 64,135 64,135 769,828

Cash paid for Direct materials 64,346 64,135 64,135 64,135 64,135 64,135 64,135 64,135 64,135 64,135 64,135 64,135 769,828

Distribution

Usage (see above) 12,255 12,2556 12,2556 12,2556 12,256 12,2556 12,2556 12,2556 12,2556 12,2556 12,256 12,255 147,056
Opening stock 0 0 0 0 0 0 0 0 0 0 0 0 0
Closing stock (BS) 0 0 0 0 0 0 0 0 0 0 0 0 0
Total purchases (excl VAT) 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056
| Total purchases (incl VAT) 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 172,791
Cash paid for Distribution 14,399 14399 14399 14399 14399 14,399 14399 14399 14399 14399 14,399 14,399 172,791
Sales discounts

Usage (see above) 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056
Opening stock 0 0 0 0 0 0 0 0 0 0 0 0 0
Closing stock (BS) 0 0 0 0 0 0 0 0 0 0 0 0 0
Total purchases (excl VAT) 12,255 12,255 12,255 12,2556 12,2556 12,255 12,255 12,2556 12,255 12,255 12,255 12,255 147,056
| Total purchases (incl VAT) 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 172,791

Cash paid for Sales discounts 14,399 14,399 14,399 14399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 14,399 172,791
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Commission
Usage (see above) 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056
Opening stock 0 0 0 0 0 0 0 0 0 0 0 0 0
Closing stock (BS) 0 0 0 0 0 0 0 0 0 0 0 0 0|
Total purchases (excl VAT) 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056
| Total purchases (incl VAT) 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056
Cash paid for Commission 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 12,255 147,056
Printed out on 01/08/05 at 13:57 CONFIDENTIAL PAGE 40




APPENDIX VI

CURRICULA VITAE OF THE DIRECTORS

BIOGRAPHY
Mr. Paul Richards

Dalmeny
Gloucester Road
Alveston
Bristol
BS35 3RG

Paul Richards, aged 40, has over 20 years worth of experience of working in the Home Improvement Market,
extensively in the manufacturing and installation of conservatories, windows and doors for both the domestic and
commercial markets.

In 1987, as a sole trader, he founded and built up his own specialist conservatory design and manufacturing
company, Paul Richards of Bristol, which became an important player locally in the premium market niche for
customised, high-quality installations.

Paul has always been an innovator, finding ways of solving problems that to most others in the trade appear unable
to solve, and he rapidly became well-known in these industries for his ability to successfully install difficult
configurations of conservatories in a variety of materials, thus establishing a firm business for manufacturing and
installing his products.

During his time in the industry, over 3,000 conservatories have been designed and installed by Paul personally. He
has survived and prospered despite the difficult and cyclical nature of market forces specific to the conservatory,
windows and doors markets. He was been a successful ‘first-mover’ in many new markets created by product
innovation, successfully capitalising on lucrative opportunities in the home improvement sector such as glazing bars
for conservatory roof installation and sandblasting and etching on glass, while also riding-out the difficult periods
and troughs of a ‘cut-throat’ industry and maintaining high profits.

It was from his conservatory business that Paul realized the value and potential of decorative glass for differentiating
his installations from mass-market installations, the majority of which have either no decorative glass features or
boast very basic designs of limited aesthetic appeal. This is primarily due to the high cost for attractive and
appealing designs, which furthermore cannot be produced quickly and at volume due to the manual processes
required in their fabrication.

Therefore, he set about solving the problem of how to produce decorative glass for insertion into his own
installations (and those of others) at volume, without having to rely on a skilled workforce and, above all, at a price
that was acceptable to the industry.

He started to work on an invention to meet the needs and demands of the growing glass industry which would allow
it to produce decorative glass efficiently and at the right price. He came up with an innovative idea in 1995, which
he patented in 1996 in the United States and in the UK in 1998. He has been working on this ever since to improve
the process and prepare to launch the product. This is known as a Glass Insert, which is a thermoformed laminar
element which has been pre-formed and coloured to reproduce any design and pattern of glass. When bonded to a
glass panel with a hi-tech laminating resin (developed specifically for this application), a dynamic effect is produced
that replicates any type of cut, bevelled or stained glass, and furthermore allows combinations of various styles
hitherto impossible to create using existing methods and processes.

It is only now that the product is ready for launch to a mass-market, but the developmental work required to bring it
to this stage has been considerable, both financially and in terms of time. Most of 2004 required Paul to travel
extensively for research and investigative purposes for Glass Inserts, which understandably led to drastically
decreased turnover (and loss-making) for his conservatory business, despite a buoyant market and demand for his
services.

This conservatory design and installation business (Paul Richards of Bristol) has now been sold (April 2005) in
order to allow Paul to dedicate himself full-time to Glass Inserts. As a gesture of goodwill to his former employees,
the company was sold in a management buyout operation for a nominal sum that has allowed him to clear his tax
obligations and credit facilities relating to the business.
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CURRICULUM VITAE
John Boguslaw Winnik
18 Newlay Wood Rise
Horsforth, Leeds LS18 4LY
Tel: 01132 655137
International Mobile
+43 699 10700089

Personal Profile

A confident and highly motivated, target driven individual able to communicate and negotiate at senior management
and importantly at all levels. Has an excellent proven record of accomplishment in sales internationally and
domestically, an organised approach and a cool head under pressure.

Personal Details

Date of Birth: 29.05.1952

Status: Divorced

Nationality: British

Driving Licence: Full UK and US Licenses
Health: Excellent

Languages: Polish, English

Education and Training

1962- 1969 St Michaels Grammar, School John’s Road, Leeds
6 O’ Levels English Language, English Literature, Geography, Maths, History, Polish Language.

1971- 1973 Business Studies

Training

I have attended various sales and marketing seminars.

Key Skills

e Recognising and closing sales opportunities

o Identifying customers needs

e Ability to lead and work individually or within a team

e (Can remain self-motivated and work well under pressure
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Career History
2000 — 2003 Siglam Resins LLC, Lake Mary, Florida, USA

General Manager/Sales Director

Established leads via trade shows and magazines within the Glass Industry developing a workable client base to
begin operations for an Austrian company within the United States and Canada. Once accomplished, I travelled to
the US and opened an operational sales and distribution branch. Regularly exceeded targets and maintained a high
profile for the company within this time. This was achieved by personally organising and attending trade shows and
seminars throughout the US and media coverage.

1995 —2000 Siglam Resins Mbh, Ansfelden, Austria.
Sales and Development Manager

I was recruited by this company to help grow the market for a new product within the glass Industry. I travelled
world wide attending trade shows and visiting numerous companies and individuals to establish a market and
distributors to promote and sell the product. Training companies and offering them new techniques the company
grew 400% within this period and is now a world leader in its field and is represented in over 60 countries.

1988 — 1995 Eastern European Exports, Leeds, England
Managing Director

I represented four or five major manufacturers in Eastern Europe and opened new markets for them to sell their
products acting both as a sales director and distributor.

I successfully maintained growth until the collapse of Russia which had a knock-on effect on all the surrounding
areas.

1975 — 1986

I worked in the Oil Industry where I started as a roustabout consequently achieving promotion to a rig manager.
These years took me all over the world and I gained what I think is invaluable knowledge working with different
cultures and personalities.

Interests
Golf, 9 handicap. I am also a member of the Village Leisure Centre, Leeds.
Spending time with my son going to watch various sports.

References
Available on request
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D:20451274099 pP:1
3-FEB-2005 12:32 FROM: MAGDEN LTD @1617962@35 T : . |

MAGDEN LTD, Fax. Message.
Unit 30, Staniey Road,

Whitefield,

Manchester

M45 8QX. Date.

Tel. 0161 796 2030.

Fax. 0161 272 10486.

To James Pawer

From Brenda Gillaspie.

Further ta your visit fast week and follow report.

‘The major piayers In the distribution of insulating giass componenets are as follows:-

UKAE Out of thase UKAE, Thermoseal and Magden probably have
Thermoseal the largest sales of decorative products.

DQS/PBM

Ulmke Metal

Magden.

The foliowing are laad manufacturers.

Rega lead Lid Most of these manufaciurers, aiso import beve\s from
North Wastern Lead Litd. China.  Rega Is probably the largest but as we are
Magden Ltd Rega's largest customar this distorts the true positian.
UKAE
Thermoseal
Duratead
For 12 months of 2004 Magden salas were Bevels 750K

Films 230K

Glues 190K

As you cen gee, Magden have over 1 million sales of products whioh could ba directly
affected by your naw Glass Inserts. This during a year which hae probably been
fiat at best and for many companies the worst they have experienced for many years,

The industry is driven by low prices and any every company is looking to save costs to
give them the edge over their competitors,

Your product offers very high cost saving, particularly to the larger companies. lean

ase that Door Panel manufacturers and large unit manufacturers, could teke your product

an board with designated dasigns. These dasigns could be more intricate than those currently
available and possibly exciusive to sach company.

Page 1
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PAGE TWO.

The savings on these products in terms of material and more significantly in labour would
be tremendous, and | feel sure you have the potential take a large share of the market.

At the moment Thermoseal is bringing in fanlights with bevels already fixed. These are

simple 3 or 4 cluster bevels without any colour. We have one very large Thermoseal customer
who get these for £5.00 each, but this is a special case, Neither does this product
compare with the designs you will be abla to generate.  We also have feadback that many

of the glass panels are scratched or broken.

Rega are starting to bring in very decorative door panel units from China. Thase have
been available for some time through door outlets such as Magnet.

Usually & suppiier will approach us at the point where a product is available with all the
necessary brochures and technical leaflets which allow us to simply take into stock and
re seil.

To get the business moving, it is necessary to go into reverse where we come to you
with a design which you manufacture for us. As discussed at the meeting,
this needs to happen with Door Panel companies and Builders putting forward the
designs they need.

1 do not see this as a problem, however, it is essentisl we genarate enthusiasm amongst
our sales force to see the potential. This will also apply to anyone you have approached.

| have discussed tha with Alan and he certainly feels there is a great opportunity for Magden
to work with you to promote your products. We are the only distributor which would agree
and keep to the agresment, of a specific area.  We have some pane! manufacturers and
some large customers, but obviously accept you would deal direct with some of the major
players in the industry.

It is very difficult to say what quantity we would take from you, even without a commitment
on our part. 1 think the sales of over 1 million from Magden alone should indicate the
scale of the market which can be attacked. We would look to creating perhaps
a dozen designs which would be exclusive to Magden for distribution to our customers.

We are aiready working on these designs. We would want these as quickly
as possible.

Can you please advise the position on this in terms of:-
1 Cost of mould.
2 Minimum quantity to order
3 Delivery date of product if order given by end of February.

Howevaer, it is essential that we have some glass samples of the coloured fanlight to
show the potential of the product. Can you please et me know how quickly we could have
these. Ideally we need 6 but at the moment any quantity you can spare.

Dana 2

8-FEB-2805 12:33 FROM:MAGDEN LTD 01617962835 TO:88451274899

PAGE THREE

We would like to get these products into the market place in the next couple of months.
Glassex is in March and it wouid be good to have a smail stand just to launch the glass
inserts. We could possibly share a stand as your only distributor?

| hope this is of help to you and look forward to receiving the samples at the earliest
opportunity.

Regards
Brenda.
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M-FEB-PPRS 12:11 FROM:MAGDEN LTD 81617962035 T0: 084512748539 P:1
HEAD OQFFICE : Unit 30 @ Stanley Road
a el I . Whitefinid
Manchester M45 8QX
Stockisiz of uPVC Trims, Double Glazin enis & Hand Tools Telephone : 0161-796 2030

Facsimile : 0161-794 2035
e.mail : Manchester@Magdenitd.com

Glass Inserts Ltd.

15, WestburyRoad,

Bristol,

BS9 3BU 24th. February, 2005.

Attention of Mr, James Power,

Dear James,

Further to the visit of myself and our National Sales Manager Eric Duckworth,
last Friday.

As discussed at the meeting, ws feel your product has great potential in the glass
industry. Whilst it will not replace the simple bavet and film designs currently used,

it should be a winner with the more complicated designs which involve large amounts
of labour and materials. Many of these dasigns are the most popular and are
used in great quantities.

Wa feal ivalso has great potential with large companies who would be interested in
having exclusive designs. When they realize they can have very complicated and
expensive type designs bought "off the shelf' and on glass which complies with
safety regulations they have been very excited at the prospect.

I am aware you are also looking into the “new build” market with someone eise,
This again is an area where | feel you will have great success. You are offering
the major house builders to have their own designs, again very intricate exensive
looking designs which will be very attractive to the buyers.

Some 8 ar 9 years ago | worked for the Laird Group, and was Managing Director

of a company which marketed door paneis. At that time, it was very roughly estimated
that the market was 10,000 panels per week. In speaking to various companies which
now manufacture door panels, they say the market has now doubled to 20,000 per week.

This is very general as the industry has fragmented over the years and there are now so
many manufacturers of door panels it is difficult to get information. There has also been
a move to using steel, GRP and other types of materials rather than the traditional PVCU.

contd.

Also ot :

Birtley, County Durham, Telaphone 019! 492 0042 Facsimile 0191 492 0042
Stockron on Teas, Talephone 01642 616045 Facsimile 01642 614177
Clackheaton, Telephone 01274 861222 Facsimile 01274 B61555
Rotherham, Telephone 01709 525215 Facsimile 01709 525217
Company Reg No. 3742191 Vot No. 738 5089 02
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-FEB-2085 12:11 FROM:MAGDEN LTD 81617962035 TO:88451274699

Glass Inserts Page 2.

If you only managed to get 5% of the designs used in the market, this would generate
sales of batween 25K and 30K per week on door panals alone. This should be easily
achieved and there is still the potential for fanlights for the conservatory market which
should be another area for growth. | cannot see any reason why you could not
get more than 5% but | feel this just indicates the potential for the product.

| understand you have had various tests done on the product. However, it will be necassary
to have it tested to EN1279, before this can be put into the UK market. With the tests you
have already done, this is just a formality and we are prepared to carry out these tests at
our own expense. We will issue a Certificate of Compliance which you will be able to use
when approaching other patential outlets. This will take approx. 8 weeks from submitting
the units and the sooner you can get samples to us, the sooner we can start the tests.

Woe do not foresee any problems in this product passing the EN1279 tests. During the

period of testing, we will be gathering information on the designs we would want for Magden
and further designs which will be exclusive to particular customers. We have been lucky

to have one particular customer who is just about to re issuse his brochure and will be looking
to put up to € designs in. He is pleased to fes| he will be able to hit the market with somaething
new. It is our intention to have everything in placs to give you orders for various moulds
immediately we have the EN1279 documents.

We appreciate the investment you have put into this product is considerable and agree to fund
the intitial cost of the moulds. Therefore we will pay the £500 for each mould at the time of
placing an order. This monay to be refunded as we start to purchase product.

We look forward to receiving the samples for testing at the earliest opportunity.

Yours faithfylly, '

MA}%BEZ D. » e

) >

(

\

PECIAL PROJE! GER.
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A MicHaeL Rigey
LN SSOCIATES

Mr James Power
Glass Inserts Ltd
15 Westbury Road

Bristol

B59 3BU

7" March 2005

Dear James

Thanks for showing us your new product.

In our view the prospects are very good. The key points are:

| SR ARKETATREET - WOTTON-UNDER-ECHGE - GEIOUCESTERSHIRE GL 12 TAE

TELEPHONE D1 483 521 21 E Mai res @S TT621 com
ol

i o195 821

It is a high quality product that can be supplied at attractive and competitive
prices, quickly and consistently. It looks like high qualily, hand crafied glass
but it does not suffer the high material and manufacturing costs, and the
shortage of skilled labour that have hampered the full market potential of
bevelled, coloured and decorative glass. Existing products appear to be
mostly top quality, top end, low volume and expensive; or big volume, cheap
looking standard products at a lower price. There is not much, as this does,
that combines top quality and low prices.

The process allows for the effects of different patterned glassesto be
combined in one piece. This is a real USP which offers what only true hand
crafted glass has been able to do.

The process allows currently costly but desirable effects such as bevels and
sandblasted glass to be supplied at low mass market prices.

Installers are searching for frue, meaningful differentiation that enables them
to compete effectively and visibly with other companies selling similar looking
products without having to cut prices. Exploiting the need for visible and
rmeaningful differentiation, | see demand coming from:-

o Conservatories (a big and still growing sector with big potential - fan
lights and doors);

o Panel doors — big volume, although growth will be eroded by
composite doors;

o Domestic retail composite doors — a relatively new key growth sector;

o New and replacement windows (fan lights mainly). Replacement
windows could be a big sector, as installers promote the replacement
of older PVC and aluminium replacement windows with newer
generation windows. These need to be high security, good looking
windows at competitive prices. These are windows to look at, not just
through.

o Of the remaining housing stock still to be replaced (12-15% of total
housing) the bulk is original timber vertical sliding windows. These are
in older praperties that lend themselves fo decorative glass. Many still
have the original glass, but both windows and glass are often in poor
condition. A new generation of vertical sliders in different matenals -

Witite W B2 TH2 T cam

bmra
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timber, composites and PVC — is available which planning officers
now accept in heritage areas and listed buildings.

o Extensions. A new sector of low cost extensions wilt be developing in
2006/7 based on the adoption of solid roof products, fast build half-
brick pillars, PVC windows and doors and modular bases. The
products are developed and will be launched in 2005 or, eg the Fast
Clad brick system, are available now. This new sector — solid roof
conservatories are quite popular in freland — will cut the costs of
traditional brick built extensions. It is based on a development of new
and existing conservatory components that will be sold and installed
by conservatory companies who will look to add value and
differentiation with decorative glass.

» Conservatory systems companies, window and door systems companies,
door manufacturers, trade fabricators and sealed unit manufacturers can all
offer their customers their own, cost effective, added value decorative glass
ranges using this new product. The attraction will be enhanced differentiation

_ and the opportunity 1o add value for their custemers.

+ Inan effort to offer attractively priced decorative glass panels without cutting
margins to the bone some door panel and door companies are now sourcing
from China. Although the like-for-like quality is good, companies have to carry
six months stock to protect them from a long distribution pipeline. This
product should enable them to compete with a good quality product at good
prices without sacrificing margins or service flexibility.

+ To put some numbers on the conservatory market, around 330,000
conservatories were installed in 2004 worth over £2.2 billion at installed prices
excluding bases, dwarf walls and VAT. The market has plenty of growth
potential with a 15% penetration of the UK housing stock, half the housing
stock suitabie for a conservatory, and conservatories are now a home
improvement ‘must have’. 93% of all conservatories were soid to the domestic
retail market. The remaining 7% were new build and commercial.

Your timing couldn't be better.

Yours sincerely

VR R 0\4»1

M G Rigby
Managing Diractor
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KZ GLASS LTD

Mr James Power

Glass Inserts

15 Westbury Court Road
Bristol

BS9 3BU

Dear James,

Further to your visit with your colleagues on 10/02/05 my initial reaction to
your product is most favourable, as in my opinion it has great potential within our current
conservatory market.

[ am most attracted to looking further into the possibility of using your product, but 1
need to discuss in more depth with senior colleagues as to the best way forward. At K2
Glass we are great believers in getting the job right first time.

As an interim measure [ would like to see more samples of the interpretation using your
product, in relation to the bevels we are currently using.

I will also need a more structured layout of production methods in order to prepare for
production of your product here at Blackburn.

Perhaps on receipt of this letter you would you give me a call to discuss matters further.

Best Regards
ot~

Tain Whittaker
General Manager

CELSIUS

K2 GLASS LTD
Unit K, Sett End Read, Shadsworth Industrial Estate,
Blackburn, Lancashire, BB1 2PT
Telephone: +d44 (0) 1254 693 111 Fax: +44 (0) 1254 692 389
enquiry@k2glassitd.com www. k2glassitd.com
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Fax

Yo: James Power From: David Bradshaw
Fax: Pages:
Phone: Date:
Re: Bevel System GC:
Dear James \ Paul

Just a quick note to thank you for your time last week demonstrating the resin bevel system.
Both Iain and myself were very impressed with what we saw and sre currently doing our own
research into possible markets.

We look forward to meeting you again at the Glassex show next week.
Could you let us know when our samples will be ready in order for us to test the market
initially with a few of our existing larger customers.

Repards
TSR e
David Bradshaw
Managing Director
CELSIUS

FERRDRMANCE R.ABS

K2 GLASS LTD
Unit K, Sett End Road, Shadsworth Industrial £state,
Blackburn, Lancashire, BBt 2PT
Telephone: +44 {0) 1254 €93 111 Fax: +44 (0) 1254 692 389
enguiry@kglassitd.com www. kiglassitd.com
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Traunuferstr, 110 - ’4%/
raunuferstr, %
A-4052 Ansfelden J .G L‘ \
Tel: +43/7229/785150; Fax:+43/7229/7851520 SECUGLASS -VertriebsGmbH

emnail: office | @siglam.com

To
James R. Power

15 Westbury Court Road

Westbury-on-Trym

Bristol

BS9 3BU Ansfelden, 14th of Dec, 2004
United Kingdom

PROJECT ,,GLASSINSERTS"
Dear Sirs,

we herewith confirm our interest and astonishment with the product
introduced from Mr. Paul Richards to us in November 2004.

Our companies are in the glass industry since 1968, working with glass
machinery and glass laminating resins since the early 90's. Our experience
in this field is not small as you can imagine, also through to our clients in
more than 60 countries.

Pauls’s idea is absolutely great and we are sure that it will find its ways in
the market soon. Depending on the way of marketing it might be fast and
successful to cover the markets we are dealing in.

Meanwhile we have shown samples done with Paul to a number of SME as
well as to industrial giants such as Besglass, PMK and Avatar. They all
have signalized their interest.

We also would be interested to do up samples for companies such as Red
Bull and Swarovski, we or our partners are having good relations with
owners and/or marketing managers of those companies. In case the
samples work out to our satisfaction we will choose the right way to
contact those companies.

We would like to talk with you and Paul about our idea to introduce this
nice product to the European/ Middle East/ Asian markets we are dealing
in at our gext eye-to-eye meeting.

ards

rungen und Leistungen erfolgen ausschlieRlich aufgrund Verkaufs- und Lieferbedingungen.
g: VKB-Bank Linz BLZ 18600, Kin: 10.601.904; SWIFT: VKBLATZ2L, IBAN: AT14 1860000010601904
LG Linz FN 240234 k, UID/VAT ATU57413828 DVR 0596810

T00@ SSVIONOIS RVIDIS 0CSTSRLEZZLEY+ XV L2 TT $002 CT1/¥%T
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Fdd
WELCH GLAZING CO. LD
THE BUILDERS GLAZIERS
ASIAC

~

18 April 2005

Mr James Power

15 Westbury Court Road
Bristol

Hsa 311

[ Sir

Fhave worked in the window industry for the past 37 years. starting life as a glass cutter
af the age of 15 and going on lo work in the manufacturing side of timber. aluminium.
LPWVe and double glazed units (all this mainly in the New Build sector with some Local
Authority and Trade) and moving into a more sales related environment and becoming
Sales Direetor of Weleh Glazing, a New Build specialist company with growth from
ander E1M o a near market leading position in 3 vears. One of my roles is identifying
zrids.and bringing thesetomarkel. Thisimarket. ie New Build. 1s
running al approximately 225,000 units per year which equals on average:

new preducts o

Windows x 10 per unit = 2.250.000
Doors x 2.5 per unit = 562,500

The bulk ol this business is in the hands of major building companies, ie Barrau,
Betbway, Tavior Woodrow, Wimpey and so on. all of which have an open view on
using coloured orbevelled produets as a feature for front deors. eg (225.000 ront
doarsy and all this business goes through a small range of suppliers.

Adter visiting your premises on 25 February 2005 | have to say [ was very impressed
with your ideas, product and design skills. I can see a very good opportunity (o take this
product through to the New Build market and the good quality customer base that exists
there,

Yours fuithlully

-

AL - f‘l../ff".-.*"*xf_ﬂ_.;

J

Alan Sutton
Sales Director

Hindley Green Business Park, Leigh Road, Hindley Green, Nr Wigan WNZ 4TN
Tel: 01942 255000 Fax: 01942 257500

Company Reg. No. 3387721
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e
PLUS POINT*

United Kingdom

Ref: PPSMY3IF

Plus Point (UK) Limited
163 Victoria Road,
Swindon, Wiltshire, SN1 3BU
Mr. J. Power Tel 01793 613200
Glass Inserts Ltd. Fax 01793 487211
15 Westbury Court Road
- info@epluspoint.com
Eg;t(;lBU www.epluspoint.com

Tuesday 31 May 2005
Dear James

Further to our meeting last Friday I am very pleased to confirm what we have discussed and
agreed.

We will undertake sales prospecting work for Glass Inserts — by telephone, personal meetings
etc. — to make suitable introductions and business opportunities for you to follow through on.

We will then work closely with you, and the customer contacts, to bring these opportunities
through to successful sales results.

As discussed, we will do some preparatory and trial work with you in June — at no fee charge
— and thereafter we will charge you £500 (+VAT) per month, for the prospecting work. (I did
not say it on Friday, but during ‘Month 1 proper” i.e. July — you can cancel this £500 per
month prospecting arrangement at one month’s notice. After that time, and you have had a
chance to assess our capabilities, I would ask that you give us three month’s notice so we
have a reasonable level of continuity with our sales prospecting activity).

In addition to the prospecting work and fee, we have agreed a sales commission of 7% of net
sales value for all sales resulting from our introductions (or other figure to be agreed in
writing between us as per the attached draft agreement).

Finally, if we are to undertake the Sales Agency role as well as the upfront prospecting role,
we ask that this agreement remains in force for a minimum of three years — and/or that we be
entitled to commission on all sales resulting from our introductions for a minimum period of
three years.

This principle is embodied in the attached draft Agency Agreement — the logic of the three
years being that Year 1 is always the “pioneering” period when we have to build the contacts

PLUS POINT ® PLUS POINT ® PLUS POINT® PLUS POINT® PLUS POINT®

United Kingdom Belgium Deuntschland Fr anc e Nederland

Registered Office: Market Hill House, Market Hill, Calne, Wiltshire, SN11 0BG ¢ VAT Registration No: 692 197792 » Registered in England No: 3301841

Printed out on 01/08/05 at 13:57 CONFIDENTIAL PAGE 58




APPENDIX VII LETTERS OF INTEREST

base and business opportunities pipeline, and Years 2 and 3 are when we enjoy the benefit of
our early (and ongoing) efforts. What happens after that is up to you, but hopefully we will
establish a long term, continuing commercial relationship with Glass Inserts given all is
going well.

I have enclosed a draft agreement for you to peruse — just one other point to note is that I
have two companies operating side by side. The first, Plus Point (UK) Limited, does just
architectural/specifier promotional presentations and other prospecting work, and does not
get involved in any sales agency/follow-up work. The logic for this is that Plus Point is
allowed through thousands of specifier doors to make presentations of innovative products,
very easily, and gets a good reception from most people when you first contact them to
explain the Plus Point “delivering innovations” story. However the minute Plus Point
becomes perceived as a ‘Sales Rep’ or ‘Sales Agent’ then it loses its independent neutrality
and reputation for unearthing exceptional innovations, that has been built up for years.

So, for situations where we are going to be involved with much more than just promotional
presentations and other prospecting (as is the case with you) I decided to set up a parallel
company called Ward Building Design Limited to effectively be the Sales/Marketing Agent,
as we are going to be for Glass Inserts.

We will of course still use the power of Plus Point’s door opening capability as and when this
will be useful (e.g. architects handling major ‘Corporate Brands’ and major Corporates we
already are in direct contact with), but the actual contract will be with Ward Building Design
Ltd. and Ward will be the Sales Agent.

By all means ask me for further explanation of any of this and I’ll aim to get the details
settled with you over the next week or two.

In the meantime we need to brief John Ainslie and Alan Hartley in particular, so that they can
begin to test the ‘message’ with potential customers — and we can hone up what are going to
be the most suitable targets in the early months of this exercise.

I will be in touch with you again shortly.

Kind Regards

Terry McGivern
Managing Director
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PREMISES DETAILS

INDUSTRIAL

To LET
SUBJECT TO CONTRACT & LEASE

UniT B
VALE OF NEATH BUSINESS PARK RESOLVEN
NEATH

941.79 m® (10,137 f€)

FLEXIBLE LEASE TERMS

RENTAL: £35,500 PaX.

UNIT B VALE OF NEATH BUSINESS PARK, RESOLVEN, NR NEATH

LOCATION

The property is located on the Neath Vale
Business Park, which is situated south of
Resolven.

The property is accessed via a roundabout off
the A465 Heads of the Valleys link road,
approximately 9 miles north of Junction 43 of
the M4 motorway.

Other major occupiers within the vicinity
include Toyodakoki ~Automotive, Nidom
Automotive tool makers, Mollat Automotive and
Progas.

DESCRIPTION

A high quality detached steel portal frame
industrial premises with walls of alloy cladding
and lower part being of breeze block with facing
brick external elevations.

The property is provided with high quality staff
accommodation. Minimum internal clear height
is approximately 5.97m.

Car parking and loading area exist to the front of
the premises.

ACCOMMODATION

Interested parties must note that all areas
provided below are approximate only and
verification is recommended.

Gross Internal Area 941.79 m” (10,137 f')
Incorporating reception, 2 inner offices, kitchen,
ladies, gents and disabled w.c. facilities together with
disabled wc facility and main warehouse area.
SERVICES

We have been informed that all mains water,
electricity and drainage are connected to the
property.

UNIT B VALE OF NEATH BUSINESS PARK, RESOLVEN, NR NEATH

AVAILABILITY

Immediate

VIEWING AND FURTHER INFORMATION
Strictly by appointment with sole letting agents:

POOLMAN HARLOW

CONTACT: JASON THORNE,

OWEN GRIFFITHS

TEL: 01792 702800

FAX: 01792 702882

EMAIL: jwt@poolmanharlow.couk
owen@peolmanharlow.co.uk

Interested parties must note that the services
provided have not been tested and must make
their own investigations as to whether the
services are adequate for their intended use.

OUTGOINGS

We have been informed by the Local Rating
Authority that the premises has been assessed as

follows:
Rateable Value £30,000
UBR for Wales (2004/05) 45.2pinthe £

Interested parties are advised to verify this
information and make direct contact with the
Local Rating Authority.

LEASE TERMS

The property is available on a new Full Repairing
and Insuring Lease, terms of which are open to
negotiation.

RENTAL

Initial rental of £35,500 pax is requested.
SERVICE CHARGE

A service charge will be levied in relation to the
joint shared maintenance of the external common
areas of the park.

VAT

Our client reserves the right to levy VAT on the
rental and service charge payments.

CAR PARKING

We have been informed that 22 spaces are
provided with this unit.
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CONFIRMATION OF PATENTS

K.R.BRYER & CO.

SURGPEAD

CHAR

15 Westbury Court Road
Westbury on Trym
Bristol

BS9 3BU

5 November 2004

Dear Sir

RE: PATENT PORTFOLIO IN THE NAME OF PAUL RICH. lRDS
Our File: DL12800S90

[ am writing on behalf of my client Mr Paul Richards in respect of his Paient Portfolio,
Mr Richards currently has two granted patents:

1. Uniled Kingdom Patent No. 2 314 113, filed on 24 July 1996 (claiming priority from

GB 9615507.2, filed on 30 May 1996); and

2. United States Patent No. 6,250,027, filed on 8 May 1998 (no priority claimed).
Both Patents relate 1o Glazing Elements and are currently in force. Both patents were granted
with claims of broad scope and neither patent is, or has been, subject to legal challenge by
any third party.

Please do not hesitate to contact me if you require any additional information,

Yours faithfully,

Lo R
/l'*' - K_L,(f bk/’l ”"L J*u,f C,

Dr Gillian Whitfield EPA CPA
KR Bryer & Co.

K. R. BRYER & C4.. T GaY STREET. BATH, BA1l 2PH, UNITED KinGD O
TEL: +44 (0}1225 428877 FAX: +44 (011225 428888 E-MalL; post@keoryercem WEB SITE: wwnslerbryer.com
EAHKERS: BARCLAYS HARK PLE. KNG STREET. TAURO ACCOUNT MO. 10216348 SORT CODE: 20 87 94 VAT REA. NO. 608 6352 17
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QUOTATIONS FOR FIXED ASSETS

(i) Thermoformers

22-JUN-2005 13:43 FROM:

o "2 22-JUN-2005 13:43 FROM: 0: 68
674 Finchley Road, London NW11 TNP DE | 674 Finchley Road, London NW11 TNP DE
Tel: +44 (0)20 8458 6485 Fax; +44 (0)20 8455 5056 n 5 1 Tel: +44 (0)20 8458 6485 Fax: +44 (0)20 8455 5056 n S
E-Mail: Info@ridat.com Web: www.ridat.com E-Mail: info@ridat.com Web; www.ridat.com
RIDAT COMPANY RCS co. RIDAT COMPANY RCS THERMOFORMING €O.
Mr Paul Richards Mr. Paul Richards
Paul Richard Associates Paul Richard Associates
3 -5 Wood Rd -5 Wood Rd
Kingswood Kingswood
Bristol BS15 8NN Bristol BS15 8NN
QUOTATION QUOTATION

Quotation No 40058 Date: 21.06.05 Quotation No 4005A Date: 21.06 05
Dear Paul Dear Paul

We thank you for your valued enquiry and take pieasure in offering the following:

One off Ridat Model 4896ATF automatic. high speed, high capacity inline
thermo-former with two pitch pre-heat material transport using spiky
chain and gulliotine for sheet separation

£108,800.00
Ex-works

The above in inclusive of delivery (to Bristol).

training and
commissioning Its excludes VAT

Delivery: 24 - 28 weeks

Payment terms: 1/3" payable as non-refundable advance, with order
273" payable on notification of readiness for trials and delivery

above meels with your approval and look forward to receiving your

Propnetor: Techaobesm Lid;  Regiatersd in England & Wales No. 4010149

(ii) Glass assembly line

27 May 05 14:20 Business Users +44 1455 890942

Atantic Machinery Lad. Machinery
Barieyteid

Hinckdey Fields tndustrial Estute
Leicesershire  LE10 IYE

Tet: 01455 251151
Fax: 01455 890942

Q O
Customer
Glass Inserts Limited 271052005
- /\dd(?&s
15 Wesibury Court Road 2
l;;;‘;‘:au Signatory
James Power
Quantiy Stock Number | Description Coit Price
I
1.00 ‘ MISC ‘Manual glass cutting table 2.5mir X 1.5mtr. s::.x
100 WA0G0 ‘ ATLANTIC 1.5M PLUS G/WASHER 4 brush, 2mtr 13750,
! infeed 2.4mir conveyorised outfeed, 1-10mir per minute. com |
1.00 GLAS39 ‘ Mixed bed demincraliser & water condition meter josngyl
1.00 \ HMO10 'HM '2000' HOT MELT MACHINE L
100 cT31 h 2.0m SEALED UNIT CLAMP TABLE o |
1.00 ' GLASI4 DESICCANT DISPENSER-WALL MOUNT we
1.00 sNo12 . HEAVY DUTY SNIP SAW-Single Phase o
100 N MISC Spacer bar storage and cutting bench. 6 long 1
with overhead storage. ]
300 GLASIL | GLASS TROLLEY 'A' FRAME for sealed unit and 275.00
cut glass storage.
200 \ MISC ‘ Eud cap barrow stores 2 packs glass 55 sheets cach 650.00

S IR I

T anncipated Delivery

Delivery

45 weeks on reccipt of order

Terms of Payment

20% deposit with order
Completion on installation.

Coment

amount

500.00
13750.00

We thank you for your valued enquiry and take pleasure in offering the following.

One off Ridat Model 3040ATF automatic high speed, high capacity inline
thermo-former with two pitch pre-heat material transport using spiky
chain and guillotine for sheet separation.

£62,700.00

Prices: The above in inclusive of delivery (to Bristol),

training and
commissioning. Its excludes VAT

Dellvery. 20 - 24 weeks

Payment terms: 1/3" payable as non-refundable advance, with order
2/3" payable on notification of readiness for trials and delivery

:above meels with your approval and look forward to receving your

Propnetor: Technobeam Lid:;

Registored In England & Wales No 4010149

27 May 05 14:20

Business Users

+44 1455 890942 .3
Atlantic Machinery Lid. Machinery
Barleyficd
Hinckley Fields Induswial Esate
Leicestershire  LE0 IYE
Tei. 02455 251151 -
= Fax 01455 890942
Quotation/ Ackpeplsdaemart ek Reds
Customer Date
Glass Inserts Limited 27/05/2005
Address Ref:
15 Westbury Court Road 823
Bristol —
BS93BU Signatory
James Powers
‘Quantiy [ Siock Number | Descrption Unit Price Amount
i
100 | MISC Automatic glass cutting table MTL type 2200000 | 2200000
suitable upto 2440 1600 glass
200 MIsC Freefall racks to hold stock glass 105000 | 210000
100 ‘ MisC Edge deletion table includes motorised edge deletion 850000 | 850000
head.
100 ‘ WAOTL Atantic 1.5m Six Brush Glass Washing Machine. 2150000 | 2190000
2mtr conveyorised infeed, 2.4mtr conveyorised outfeed. :
1.00 GLAS33 ‘ ‘Atlantic Automatic Assembly and Pressing Station 35600.00 3560000
100 GLAS2 Butyl Extruder Model Lenhardt BEZ 7Kg 1850000 1850000
1.00 GLAS3S Overhead spacr frame conveyor 3.1 x 2.5 x 2.5mir 3500 | 388500
1.00 HMOI1 HM '3000° HOT MELT MACHINE 650000 | 6500.00
100 | cm2 3.0m SEALED UNIT CLAMP TABLE 159500 | 1595.00
1.00 GLAS14 I DESICCANT DISPENSER-WALL MOUNT 50000 | 500.00
1.00 SN020 Digital spacer bar snip saw, foot operated clamp & cut 300000 | 300000
Anticipated Delivery Delivery |
Terms of Payment Total |
i

Ex- works price.

On behalf of Atlantic Machinery Ltd.

This is not an Invoice
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APPENDIX X

QUOTATIONS FOR FIXED ASSETS

(ii) Glass assembly line (cont'd)

27 _May 05 14:20 Business Users +44 1455 890942 P-4

Alaotc Machinery Lid. Machinery
‘Barleyfield
Hincidey Filds tndusal Esate
Hinckley

Leicestershire  LE10 1VE

Tel: 01455 251151 <
Fax. 01455 890942

Quotation/ skpawisdarmsatet el

Customer

27/0512005

Glass Inserts Limited o -
—_—— T Ref:
Address
15 Westbury Court’ Road 823) —_————
Bristol Signatory
BS9 3BU
James Powers

T Pce | Amount
Quanity 1 stock Number ‘ ‘Description Price ]
35500 | 71000
200 GLAS03 ~ GLASS ROLLER TABLE 15mX2.0m T

5.00 GLASI |  GUASSTROLLEY 'A' FRAME for sealed unit & ct glass ;
g 45000 135000
1.00 Mixed bed demineraliser & water condition meter 63000 1 630.00

» |

|
3.00 l MISC Harp trolleys for pairing optimised cut glass
|

- Delivery |
Antcipated Delivery :

10 weeks on receipt of order

Terms of Payment
| 12814500
20% deposit with order

E V.
Completion on installation. Plus VAT

Comment

Includes the cost of delivery & installation
On behalf of Atlantic Machinery Ltd.

This is not an Invoice

(iii) Resin injection systems

1.Jul. 2005 9:43 Ho.0038 P. 1

DOP A Metering and Mixing Systems =
Dosier- und Mischanlagen T
[ PPN
DOPAG (UK) Limited DOPAC.
299 Oak Drive, Hartlebury Trading Estate, WORGS DY10 4JB mm
1st July 2005 MJ0/50424gla.DOC
Glassinserts Ltd
Unit 3-5 Wood Road
Kingswood
Bristol
BS15 8NN

For the attention of Mr Paul Richards
Dear Paul

Further to our discussion at your recent visit to Dopeg UK Lid, 1 am pleased to
mcloseowqutim'ompplyZnewmdaing.mmngmddi:penﬁn;mhimfm
ing the clear plural i resin systems to be used in your

production.

quotation is for 2 off Eldomix 703 fed from 90t holding reservoirs that are
mvﬁmmlﬂuﬂyre—ﬁﬂeﬂﬁomﬂ:hﬂknpplyvesehfh:ﬁlﬂivid\nlmﬂaiahm
dvpssedinMrupecﬁvemninMwiﬂimlud:nﬁmsondrpuloyol,
hﬂwrjaekm,levdmol-ﬂvmmmmmﬂl.ﬂﬁvwﬂlbe4moin
inmal,zforewhnmuillsymmmblcldmymdbysiwionmnﬂow
continuous production.
The reservoir outlets will be fitted with electrically operated gear pumps that feed the
meluingpm\ps.lhﬂ:ledloxbmicptpmmswbkhwi“hﬂemhuvnhm
mmmmg‘w-mmmdondhop:ymﬂism;bluthewnmlwmnim
and adjust the ratio to keep it within 0.5% accuracy, this is required with some
polyurcthane resin systems.
‘The materials are metered through to a pneumatically operated Dynastat mixing hcad
ﬁmwmcmmmmﬂmlywmmﬁmm
pumps.

The system is similar to the unit you saw at McNeil McManus in Northern Ireland.

1f we can be of further assistance or additional information is required, please do not
hesitate to contact us.

Yours si ly
DOP) L

Martyn J
Sales
Plural Component Systems @

B E]

26 Yoars Experince
26 Jahre Erfahvung

Tol
Registered In England N* 4296994

1.Jul. 2005 9:44 No.0039 P. 3

QUOTATION 50424gla
1st July 2005

Glassinserts LTD
Unit 3-5 Wood Road
Bristol

BS15 8NN

Two off Dopag Eldomix 703 meter mix and dispensing machine exactly as described
in our specification

FOR THE SUM OF £236,000.00

siwmlwesddivuymdwmﬁsﬁoﬁngmyowﬁcwthdmLpﬁwsmlm
T.

DELIVERY: 10 Wecks from receipt of order

TERMS: 30% with order

60% Prior to Delivery

10% Net 30 Days
‘WARRANTY: 12 months wartanty against manufacturer defects.
VALIDITY:
‘This quotation is valid for a period of 60 days, after which we reserve the right to
amend our price if nevessary.
EXCLUSIONS:

Please note our quotation is subject to satisfactory material tests and our Standard
Terms and Conditions of Sale, a copy of which is attached.

P!wmmhnmhimwiﬂbemedwiﬁynwmﬂuialsinmwod:ﬂmpﬂorw
dispatch. You are invited to witness the tests. Pleasc ensure that your products arrive
at least two weeks prior to dispatch date.

We do not include for the supply of the material for testing materials or for any items
not specifically included for within our specification.
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APPENDIX X

QUOTATIONS FOR FIXED ASSETS

1.Jul. 2005 9:43

No.0039 P. 2

DOPAG ELDOMIX 703
METER MIX AND DISPENSE MACHINE FOR
DISPENSING TWO COMPONENT
POLYURETHANE ADHESIVE SYSTEM

Wewou]dprovideZulsofequipm:nnomewmhunddiupa:seplmalwmpomm
polyurethane adhesive used in the laminating industry.

For this application we are ing the use of Dopag Eld'omix 703 metering mixing
Mﬁmshgwﬁmﬁtmdwimhi@mmdﬂaubkhmfmma
dynastat valve fitted with disposable mixers.

The Eldomix has & maximum fluid output of 2Htrs per minute depending upon the
mﬂui:lvimaitymdmavuihh!emiohmdbetwml:lwS':l_byvol\m:.'[he
Eldmnixwillbcﬁttedwi(hZuﬂlOocpcrmol‘ur‘ionhighplwm:ngwpumpsfur
feeding and 2 off 10cc per revolution high precision gear pumps for metering. 3
ﬂwI;ichimiswmpmindnignmdismumodonabmllomnmxlémmmwm
pm:lhelﬁtlgwhiehwmnhsmmpinglmitfeedmvoirsuﬂman
The 1 and will be ‘directlyftomd!cirsu?p.ly
p’dyoinmﬂw' 1 90ttr holding lm:yeﬁnedwnjl_lndlvtdud
heating jackets and low-level sensors, the polyol reservoirs will be fitted with .
agitators. The material reservoirs are fed with dry nitrogen that ensures they will not
crystallize.

ing pumps are individually driven electric motors and give a
ﬂmmmm:‘wmwa&ymmpﬁnpimwlmmmm .
thepunnpmﬂnsvdllbeﬁmdwﬁhmnualbkedvﬂmmdvo]mmmmﬁmwﬂl
canmﬂymnitmmﬁmjoﬂ\ﬁowmnitoﬁwmimludenwwmﬂw
mpemmﬁmﬂwwvohsisnuinﬁmdmdwnﬁnwdmﬂ)emﬁethm
assembly.

annpolniaswiubeﬁmdwhhhighpmrgmedmvmmdhous_msuwly
ﬂnmzﬁdam-mbmaﬁwwiﬂdmmgwmmhmﬁm
that is designed to accept disposable static mixers. . .
ThelosolmlwillbeviaaSiunensS7—224PIE,whid:nismnunbdmth:mmnpmel
and will include a 4-line display, a log printer is also included.

The supply also includes a vacuum pump with necessary controls.

(iv) Screen printing equipment

(QFFICE: TRUMAX. TOWES ROAD NORTH, WARMLEY, BRISTOL 630 8XP.
TEL G117 935 01 FAX 9117 395 3520

EMAL aasgnma ook

DUTERNE T, WA 8.0

QUOTATION

To: Glass Inserts
Date: 4 Jul 2005
Ref: 0506040089

ATMAGE FOUR-POST SEMI-AUTOMATIC MACHINE

A 3/4 automatic, high precision, 4-post screen printing machine, capable of handling a wide range of
materials to a maximum thickness of 20mm (6mm when using automatic gripper take off). The
Atmace has a number of high specification features which are detailed in the relevant sales
literature. The machine is capable of operating speeds of approximately 700 iph.

Model 710/G

PRICE Ex works Bristol £34,035.00

TRUMAX HOT AIR DRYER

An electrically heated high velocity air dryer in modular form, supplied with a continuous heavy duty
PTFE coated fibre glass conveyor belt with Kevlar edge reinforcement. Conveyor belt speed is
infinitely variable throughout the range to a maximum of 60m/min. Accurate control of the conveyor
belt speed is maintained with AC inverter control. Lagging of the hot modules is standard which, in
addition to maintaining minimum noise levels, enables the enclosed heating elements to operate at
maximum efficiency, together with the benefit of thermostatic control accurate to +2 degrees. All
modules have a built in fume exhaust, which automatically scavenges the air system of solvent-laden
air, to maintain a solvent free environment. Performance of air movement within the dryer module is
exceptional and produces air jet velocities of approximately 50 metres per second. Sheet control
throughout the dryer is guaranteed via negative underbelt pressure thus ensuring sheet flutter
remains insignificant. Each module is mounted on heavy duty castors for ease of mobility and
construction is such that additional modules can be added if required.

Model 1250
Layout Inlet / Hot / Intercooler / Delivery
PRIGE Ex Works Bristol £ 13,680.00

TRUMAX SHEET COLLECTION TRAY

A self contained, fully adjustable, all metal collection tray, suitable for use behind any conventional
conveyorised tunnel dryer and able to collect all types of printed stock. The unit is adjustable for
height and pitch and is fitted with castors.

Model 1250

PRICE Ex Works Bristol

TRUMAX SELF CONTAINED UV SCREEN EXPOSURE UNIT.

A self contained Exposure Unit with silent running suction unit, flexible rubber blanket, digital read-
out, light integrator, air cooling fan, gas assisted lifting arms, touch-up lights and castors.

MODEL 3: Max. Frame Size: 171 x 127cm: 3/5Kw light source;between phase 380/415v

PRICE Ex Works Bristol £5,270.00.

TRUMAX FRAME DRYING CABINET

Accepting 5 or more frames with adjustable frame support bars on each level, re-circulated and
filtered warm air, electronic temperature control, double skinned / insulated construction, optional
illuminated top.

Model 2HS

PRICE Ex Works Bristol £5175.00

STENCIL DEVELOPMENT UNIT.

This unit has an air operated switch for the brightly illuminated acrylic rear panels. These panels
assist in the washing out of fine detail stencils and are a vital aid to ensure the complete removal of
the image area. An adjustable frame support bar is fitted, allowing small frames to be used even in
the largest units.

This bar is easily moved in height position. A high pressure in-line pump supplies water to a hand
held spray unit via a fully adjustable mixer inside the unit with an in-line temperature gauge. A low
pressure water supply is required for the hot and cold supply.

MODEL 2

PRICE Ex Works Bristol £1,520.00

TRUMAX WASHOUT BOOTH

Manufactured in rigid galvanised steel, this unit is suitable for either high pressure screen washing or
solvent recirulation.

MODEL: 2

PRICE: Ex Works Bristol £715.00

TRUMAX SQUEEGEE DRESSER with stand

A compact table top mounted unit, capable of dressing all types of rubber and polypropylene
squeegees. The unit is supplied with a medium or a fine sanding belt to customer’s requirement and
is fitted for single phase electric supply. For squeegees up to 50” in length.

PRICE:

Ex Works Bristol £ 940.00
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GRAPHORACK DRYING RACK

Model 1 1

Maximum Sheet size 30" x 40”

Price Ex works Bristol £ 600.00 each
(x10 =£ 6,000)

HIGH PRESSURE WASHER

PRICE: Ex works Bristol £ 435.00
Installation and Training £ 1,500.00

All prices are for new equipment excluding VAT.
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APPENDIX XI
LATEST ACCOUNTS

Glass Inserts Limited

Report of the Directors and

Unaudited Financial Statements

for the Year Ended 31 March 2005

Glass inserts Limited

Contents of the Financial Statements
for the Year Ended 31 March 2005

Page
Company Information 1
Report of the Directors 2
Profit and Loss Account 3
Balance Sheet 4
Notes to the Financial Statements 5
Report of the Accountants 7
Profit and Loss Account 8
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APPENDIX XI

LATEST ACCOUNTS

Glass Inserts Limited

Company Information
for the Year Ended 31 March 2005

DIRECTORS: P A M Richards
Mrs H L Richards

SECRETARY: Mrs H L Richards

REGISTERED OFFICE: Redland House
157 Redland Road
Redland
Bristol
BS6 6YE

REGISTERED NUMBER: 3708708 (England and Wales)

ACCOUNTANTS: Wormald & Partners
Chartered Accountants
Redland House
157 Redland Road
Redland
Bristol BS6 6YE
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APPENDIX XI LATEST ACCOUNTS

Glass Inserts Limited

Report of the Directors
for the Year Ended 31 March 2005

The directors present their report with the financial statements of the company for the year ended 31 March 2005.
PRINCIPAL ACTIVITY

The company did not trade during the year but is looking to raise sufficient finance to develop the manufacturing of
decorative glass panels in the future.

DIRECTORS
The directors during the year under review were:

P A M Richards
Mrs H L Richards

The beneficial interests of the directors holding office on 31 March 2005 in the issued share capital of the company were

as follows:
31.3.05 1.4.04
'A’' Ordinary £1 shares

P A M Richards 2 2
Mrs H L Richards - -

This report has been prepared in accordance with the special provisions of Part VII of the Companies Act 1985 relating
to small companies.

ON BEHALF OF THE BOARD:

P A M Richards - Director

Date: ...ooovviiiiiieee

Page 2
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APPENDIX XI LATEST ACCOUNTS

Glass Inserts Limited

Profit and Loss Account
for the Year Ended 31 March 2005

2005 2004

Notes £ £
TURNOVER - -
Administrative expenses 3,987 169
OPERATING LOSS
ON ORDINARY ACTIVITIES
BEFORE TAXATION 2 (3,987) (169)
Tax on loss on ordinary
activities 3 - -
LOSS FOR THE FINANCIAL YEAR
AFTER TAXATION (3,987) (169)
Deficit brought forward (11,687) 11,518)
DEFICIT CARRIED FORWARD £(15,674) £(11,687)

The notes form part of these financial statements

Page 3
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LATEST ACCOUNTS

APPENDIX XI
Glass Inserts Limited
Balance Sheet
31 March 2005
2005 2004
Notes £ £ £ £

FIXED ASSETS:
Tangible assets 4 15,555 18,300
CURRENT ASSETS:
Debtors 5 2 2
Cash at bank 20,278 1,370

20,280 1,372
CREDITORS: Amounts falling
due within one year 6 1,607 1,357
NET CURRENT ASSETS: 18,773 15
TOTAL ASSETS LESS CURRENT
LIABILITIES: 34,328 18,315
CREDITORS: Amounts falling
due after more than one year 7 50,000 30,000

£(15,672) £(11,685)

CAPITAL AND RESERVES:
Called up share capital 8 2 2
Profit and foss account (15,674) 11,687)
SHAREHOLDERS' FUNDS: £(15,672) £(11,685)

The company is entitled to exemption from audit under Section 249A(1) of the Companies Act 1985 for the year ended

31 March 2005.

The members have not required the company to obtain an audit of its financial statements for the year ended

31 March 2005 in accordance with Section 249B(2) of the Companies Act 1985,

The directors acknowledge their responsibilities for:

(a) ensuring that the company keeps accounting records which comply with Section 221 of the Companies Act 1985

and

(b)  preparing financial statements which give a true and fair view of the state of affairs of the company as at the end of
each financial year and of its profit or loss for each financial year in accordance with the requirements of Section
226 and which otherwise comply with the requirements of the Companies Act 1985 relating to financial statements,

so far as applicable to the company.

These financial statements have been prepared in accordance with the special provisions of Part VIl of the Companies
Act 1985 relating to small companies and with the Financial Reporting Standard for Smaller Entities (effective June

2002).

ON BEHALF OF THE BOARD:

P A M Richards - Director

Approved by the Board on

The notes form part of these financial statements

Page 4

Printed out on 01/08/05 at 13:57 CONFIDENTIAL

PAGE 70




APPENDIX XI

LATEST ACCOUNTS

Glass Inserts Limited

Notes to the Financial Statements
for the Year Ended 31 March 2005

1. ACCOUNTING POLICIES

Accounting convention

The financial statements have been prepared under the historical cost convention and in accordance with the
Financial Reporting Standard for Smaller Entities (effective June 2002).

Tangible fixed assets

Depreciation is provided at the following annual rates in order to write off each asset over its estimated useful life.

Plant and machinery - 15% on reducing balance basis

Deferred tax

Deferred tax is recognised in respect of all timing differences that have originated but not reversed at the balance

sheet date.
2. OPERATING LOSS

The operating loss is stated after charging:

Depreciation - owned assets

Directors' emoluments and other benefits etc

3. TAXATION

Analysis of the tax charge

No liability to UK corporation tax arose on ordinary activities for the year ended 31 March 2005 nor for the year

ended 31 March 2004.

4. TANGIBLE FIXED ASSETS

COST:
At 1 April 2004
and 31 March 2005

DEPRECIATION:
Charge for year

At 31 March 2005

NET BOOK VALUE:
At 31 March 2005

At 31 March 2004

[ DEBTORS: AMOUNTS FALLING
DUE WITHIN ONE YEAR

Unpaid share capital

Page 5

2005

2,745

2005

I

2004

Piant and
machinery

2004

£

I
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APPENDIX XI LATEST ACCOUNTS
Glass Inserts Limited
Notes to the Financial Statements
for the Year Ended 31 March 2005
6. CREDITORS: AMOUNTS FALLING

DUE WITHIN ONE YEAR

Directors current accounts

Accruals

CREDITORS: AMOUNTS FALLING

DUE AFTER MORE THAN ONE YEAR

Other loans

It is intended that these loans will be converted to equity during the year ended 31st March 2006.

CALLED UP SHARE CAPITAL

Authorised:

Number: Class: Nominal
value:

25,000 ‘A’ Ordinary £1

75,000 ‘B' Ordinary £1

Allotted and issued:

Number: Class: Nominal
value:

2 ‘A Ordinary £1

0 'B' Ordinary £1

Page 6

2005 2004
£ £
487 487
1,020 870
1,507 1,357
2005 2004
£ £
50,000 30,000
2005 2004
£ £
25,000 25,000
75,000 75,000
100,000 100,000
2005 2004
£ £
2
2 2
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APPENDIX XI LATEST ACCOUNTS

Glass Inserts Limited

Report of the Accountants to the Directors of

Glass Inserts Limited

As described on the balance sheet you are responsible for the preparation of the financial statements for the year ended
31 March 2005 set out on pages three to six and you consider that the company is exempt from an audit.

In accordance with your instructions, we have compiled these unaudited financial statements in order to assist you to
fulfil your statutory responsibilities, from the accounting records and information and explanations supplied to us.

Wormald & Partners
Chartered Accountants
Redland House

157 Redland Road
Redland

Bristol BS6 6YE

This page does not form part of the statutory financial statements
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LATEST ACCOUNTS
APPENDIX XI
Glass Inserts Limited
Profit and Loss Account
for the Year Ended 31 March 2005
2005 2004
£ £ £ £
Income 0 -
Expenditure:
Insurances (75) -
Accountancy 225 100
Legal and Professional Fees 1,023 -
Depreciation 2,745 -
3,918 100

(3,918) (100)
Finance costs:
Bank Charges 69 69
NET LOSS £(3,987) £(169)

This page does not form part of the statutory financial statements
Page 8
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APPENDIX XI LATEST ACCOUNTS
GLASS INSERTS LIMITED
BALANCE SHEET AS AT 30 JUNE 2005
£ £
FIXED ASSETS
Thermoformer 8,500
Moulds and Tooling 2,805
Small Scale Glass Assembly Line 8,262
IT Equipment 4,258
Sundry Plant 7,612
31,437
CURRENT ASSETS
Unpaid Share Capital 2
Prepayments 1,008
Cash at Bank 84,649
85,659
CREDITORS
Loans 140,000
Creditors 1,507
(55,848)
NET LIABILITIES (24,411)
CAPITAL AND RESERVES
Called Up Share Capital 2
Profit and Loss Account (24,413)
SHAREHOLDERS FUNDS (24,411)

It is intended that the loans of £140,000 be converted to equity during the year ending 31 March 2006.
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APPENDIX XI1
PANEL EXAMPLES

The panels shown below illustrate the quality and patterns that Glass Inserts will be aiming to match and improve
upon. Also shown are examples of end user pricing.
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APPENDIX XII

INDUSTRY PANEL EXAMPLES
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APPENDIX XII INDUSTRY PANEL EXAMPLES
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Sales Hotline - Tel. 01684 594561 Fax.

1684 593431
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APPENDIX XII1
LATEST BANK STATEMENT

Account Transaction Details -
At 28 June 2005 2:14 pm 9 NatWest
Business Current Account No. 41394720
Date Description Withdrawn Paid In Balance
24-Jun-2005 000068 £199.76 £84,672.44
22-Jun-2005 000067 £2,115.00 £84,872.19
- 22-Jun-2005 000066 £941.80 £86,987.19
22-Jun-2005 £7,500.00 £87,928.99
602323
22-Jun-2005 £7,500.00 £80,428.99
602323
21-Jun-2005 000065 £17.08 £72,928.99
21-Jun-2005 CHG £23.00 £72,946.07
REFND OF CHAPS FEE
16-Jun-2005 000064 £10,000.00 £72,923.07
16-Jun-2005 000063 £7,830.00 £82,923.07
16-Jun-2005 000062 £832.29 £90,753.07
13-Jun-2005 £25,000.00 £91,585.36
601222
08-Jun-2005
STATEMENT PRODUCED
06-Jun-2005 000061 £357.46 £66,585.36
01-Jun-2005 000060 £2,047.98 £66,942.82
01-Jun-2005 000059 £1,211.29 £68,990.80
31-May-2005 000058 £1,100.70 £70,202.09
31-May-2005 CHG £7.65 £71,302.79
29APR A/C 41394720
26-May-2005 1BP £3,230.00 £71,310.44
DIR CHQ 000057
25-May-2005 000055 £870.00 £74,540.44
19-May-2005 000056 £1,007.79 £75,410.44
19-May-2005 STF £431.85 £76,418.23
METAPHOR
IBCCTY002182523
PORTEC LTD
STANDARD TFR
18-May-2005 000054 £587.50 £76,850.08
11-May-2005 000053 £1,000.00 £77,437.58
09-May-2005 000052 £1,000.00 £78,437.58
06-May-2005 000051 £832.29 £79,437.58
06-May-2005
STATEMENT PRODUCED
03-May-2005 £25,000.00 £80,269.87
601222
29-Apr-2005 CHG £7.65 £55,269.87
01APR A/C 41394720
18-Apr-2005 £10,000.00 £55,277.52
602323
13-Apr-2005 £25,000.00 £45277.52
602323
08-Apr-2005
STATEMENT PRODUCED
31-Mar-2005 CHG £5.75 £20,277.52
14-Mar-2005 £10,000.00 £20,283.27
09-Mar-2005 CHP £1,023.00 £10,283.27
09-Mar-2005 £10,000.00 £11,306.27
08-Mar-2005
28-Feb-2005 CHG £5.75 £1,306.27
08-Feb-2005
31-Jan-2005 CHG £5.75 £1,312.02
[ltems with today's date have still to be confirmed and are included for inft tion purp only.
Registered in England No 928027 Regi Office 135 Bi: London EC2M 3UR
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APPENDIX X1V
CONFIRMATION OF OTHER FUNDING

(i) Invoice factoring

HSBC <»

Mr P Richards
Director
Glass Inserts Ltd
Units 3-5, Wood Road
Kingswood

* Bristol
BS15 8NN

12" May 2005
Dear Paui
Re:- Finance/Credit Management/Credit Protection Option

Thank you for the time you spent with me discussing your company’s needs and providing
information for me.

1 am pleased to provide an indication of the services we may be able to provide.
This is an indication only and not an offer to provide these services.
I have based my indications of turnover of £960,000 per annum..

Please be advised that as part of our new business process, company and individual searches
are undertaken with a registered credit reference agency.

If you have any further questions I shall be only too happy to answer them.

Yours sincerely,

Linda Brady
Business Development Manager

HSBC Invoice Finance (UK) Limited
45 Milsom Street, Bath, Somerset BA1 1DU
Tel: 07717 690308 Fax: 01225 492498

Registered in England mumber 759657, Registered Office: 21 Farncombe Road, Worthing, Sussex, England BN11 2BW
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APPENDIX X1V

CONFIRMATION OF OTHER FUNDING

1.

PRICE INDICATION
Glass Inserts Ltd
Indication of Services we may provide to you
¢ Finance

¢ Credit Management
e Credit Protection (Optional)

2. Finance - Cash available to help you grow your business

We may prepay up to 85% of cligible debts. The balance would be credited to your
account when the customer pays.

Our pre-payment facility would be subject to a concentration limit of 30% on the amount
of eligible debts due from a single customer, against which prepayments would be made.

Credit Management - Time and resources released

We would collect outstanding debts, process remittances and maintain the sales ledger in
an efficient, professional and effective way and agree with you the best way to collect
outstanding debts and tailor our routines to suit your needs.

Credit Protection - Cashflow protected against bad debts

We may provide 100% protection within the limits we set for each of your customers,
subject to a first loss of £500.

If your customer has not already paid, we would pay the rest of the credit protected
balance of an undisputed debt upon the earlier of:-

a) The date on which the customer’s insolvency is confirmed to us; or
b) 120 days after the invoice’s due date.

PRICE INDICATION
Glass Inserts Ltd

Electronic Data Interchange - Cash made available sooner

We can accept electronic transfer of sales invoice data from you if you use one of a range
of popular accounts packages.

Our Charges

Finance: 3.0% over HSBC Bank plc Base Rate
We call this our Discounting Charge

Providing Credit Management 1.386%

Providing Credit Management
with Credit Protection (Optional) 1.6%.

We call this our service charge (which excludes VAT) and covers all the standard aspects
of these services. It applies to all sales notified to us including those in existence at
commencement.
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APPENDIX X1V CONFIRMATION OF OTHER FUNDING

(ii) Bank loans and overdraft facility

James Power

From: alasdairphilip@hsbc.com

Sent: 27 May 2005 18:39

To: jamespower@glassinserts.co.uk
Subject: Overdraft and loan facilities
James

Further to our telephone conversation this evening I would like to confirm that we
have agreed to make the following facilities available to Glass Inserts Limited:

Overdraft £25,000
Loan a/c £50,000
LGS Loan £50,000
Business Cards £ 7,000

The provision of the LGS Loan is subject to confirmation of acceptance by the DTI.

As security we are to be given a Debenture by the company together with a joint &
several guarantee for £75,000 by Paul and Helen Richards. This guarantee to be
supported by a second charge over their property at Gloucester Road, Alveston.

We will need to arrange for Paul and Helen to sign a form which will allow us to
obtain the details that we require to be able to prepare our 'second charge' form from
their existing mortgage provider.

Unfortunately I have not yet had time to prepare the formal offer letters and am away
from the office next week. However, on my return to the office on 6th June I shall
arrange for them to be prepared and delivered to you.

In the meantime, if you will arrange for the i/d documents and copy statements for
Paul and Helen to be forwarded to my office at Hanham, f.a.o. my assistant Alan
Beckey, we will be able to make progress with arranging for a bank account to be
opened for the company.

Also if you will arrange for the forms in respect of the Invoice Finance facility to
be returned to Linda Brady she can make progress with putting in place that facility
where I am aware that it can take a few weeks to finalise matters.

I trust that this will help to set your mind at rest.

Alasdair

This E-mail is confidential.

It may also be legally privileged. If you are not the addressee you may not copy,
forward, disclose or use any part of it. If you have received this message in error,
please delete it and all copies from your system and notify the sender immediately by
return E-mail.

Internet communications cannot be guaranteed to be timely secure, error or virus-free.
The sender does not accept liability for any errors or omissions.
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