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BUSINESS PROFILE

Fiberglass Manufacturer of Truck Covers

This Business Profile has been prepared for the sole purpose of describing the subject entity to prospective buyers.  This document does not purport to be a security offering and should not be used with such an understanding.  

All recipients interested in additional information should provide a Confidentiality Agreement to Equity Financial Group Inc.

Please keep in mind that any unintended and premature disclosure of the business name should remain confidential - the employees, customers, and suppliers of the subject entity are not aware that the owners are contemplating a sale of the business.   Discretion by the recipient is expected.

All contact is to be made directly with Equity Financial Group Inc. and to Chris Whitener, Broker.  Contact may be made via electronic mail: cw@equityfinancialgroup.biz or via telephone:  877-318-4898.

Thank you for your attention to these matters.

 --------------------------------------------------------------------------------------------------------------------------------

Executive Summary: 

     Type:   Manufacturing

 Product:   Fiberglass “add-on” truck covers

               Position:   Niche player; product has impeccable quality and craftsmanship  

           Comments:   Relocatable, needs marketing; potentially franchisable

        Total Assets:   $760,000, estimated fair market value
       Asking Price:   $385,000, cash
---------------------------------------------------------------------------------------------------------------------------------

Product & Company.

The subject entity is engaged in the manufacture of proprietary fiberglass “add-on” truck covers.  The company both distributes to a nominal number of resellers and directly sales from it production facilities.  The business has operated successfully for about 30 years with this product line at the same physical location.  The products have impeccable quality and craftsmanship.  

Sales.

Nominally 80% of gross sales are of the subject entity’s proprietary manufactured products.  The balance, 20% of gross sales, are of accessories and related products, some of which are purchased from other manufacturers.  All sales orders are prepaid.  Manufactured products are custom produced.  A five (5) day order to fill (or ship) turnaround is customary.  

Location.

Since its inception, both the manufacturing facilities and offices have been located at one location in the southeastern United States.

Manufacturing operations are anticipated to require relocation within a of 6 to 12 month period after consummation of the sale.    

Assets and Liabilities.

The pre-cursor manufacturing components (i.e., molds) required for the product are significant in relation to total assets.  This component has a cost of nominally $380,000.  Machinery equipment & small tools are nominally $95,000.   Inventories including work-in-process are about $175,000.  Intangible assets are primarily composed of trained employee base, manufacturing processes, and brand name, and have an estimated value of $80,000.  There are no long-term liabilities.  

The key tangible assets are the internally produced molds.  These molds are heavy duty, wood and metal reinforced, and attached to a moveable platforms.  

Significantly, the molds can be duplicated (for potential/contemplated expansion).  
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All liabilities to be paid off by seller at closing.
Operations.

Approximately 80% of gross sales are from the primary manufactured fiberglass truck cover product line, with balance from related accessories.

Business operating hours for both the manufacturing and sales functions are Monday thru Friday, 8 hours.  Historically included ½ day on Saturday.      

Existing total facilities utilize approximately 15,000 square feet, allocated as follows: 10,500 square feet of manufacturing space, 3,000 square feet of storage, and 1,500 square feet of office space.  

Sales originate from nominal advertisements in pickup truck periodicals, from local newspaper classified ads, from word of mouth, and from recognition of its trade name clearly imbedded on the visible product.

Nominal sales are from the internet, which technology the owners have not thoroughly capitalized upon.  There are no sales from independent salespersons, whom the owners have not utilized.  Recent annual advertising budget averages approximately $7,925.

Product does not have intrinsic product liability.

Financials.

Recast income statements indicated estimated annual pretax profits of $13,000 after two owner compensation adjustment.  Two selling owner compensations are about $61,200 total.  

Employees.

Owners and 5 employees average 15 plus years of experience.  Most employees have attained a high level of skill related to their specific input to the product line.  Employees fully understand that the product must have exceptional quality.  Average non-owner wage is $13 per hour.  Employees receive three (3) weeks of paid vacation.  There are no other employee benefits.  Subsequent to the purchase the manufacturing supervisor can be either hired externally or promoted from current employee base to replace the owner.

Working Conditions.

The process requires a clean environment.  EPA concerns are minimal.  The facility is not air conditioned.

Competition.

There are several larger entities in this industry, none considered dominant.  The subject company’s product line is clearly differentiated in terms of both quality and style.  Product returns are rare.

Buyer Skill Level.

The new owner should possess marketing and sales skills.  The ability to speak frankly with a skilled workers is a plus.  

Current owner training will be provided for about a six month period at nominal compensation.

Owners’ Reason For Selling.

Retirement. 

Offering, Price, and Terms.

Total asking price (current and deferred) is $385,000, cash.

All liabilities will be paid-off by sellers.

Owners will retain cash balance and two vehicles.  Real estate is not included in the selling price.  Current lease is at fair rental value and is not expected to change.  

Buyer Capital Investment.

Additional capital investment expected in either expanded manufacturing facility or merger with compatible manufacturer with existing plant capacity.  Replacement facility expected to require nominally 50,000 square feet to achieve economies of scale.  Principles (who also own the current real estate) do not desire for the existing facility to be used long-term by the purchaser.  

Additional Items.

The business operations can potentially be formulated as a franchise.  It is contemplated that various regional franchise operations might be practicable.  The molds can be reproduced at a fraction of their original production cost, and the subsequent second-generation molds become the basis for a franchisee’s operations.    

The opportunity exists for the production and sale of custom name brand product lines.  

The real estate lease, if any, should be part of the buyers standard inquiry directly with the seller or, in the alternative, directly with a third party lessee.  The purchase of real estate is a separate listing and transaction and should be part of the buyers standard inquiry directly with the seller or, in the alternative, directly with a third party owner.

Caveats:
Buying a business is a complicated process.  In any business purchase the buyer should obtain or perform due diligence during the acquisition process.  The buyer should carefully consider the risks involved in any investment, including the subject entity.  For most individual purchasers it is perhaps a substantial personal investment.  Both the subject entity and the business broker suggest that the buyer obtain suitable advice from counselors of the buyer’s choosing (and at the buyer’s cost), and among other things perform a site visit and make appropriate inquiries.  

Please keep in mind that any unintended and/or premature disclosure of the business name or owner name should nonetheless remain strictly confidential, as the staff and customers of the business are not aware that the owner is contemplating a sale of the business.  Control of this document and the information by the recipient herein is expected.

The sale or lease of real estate (i.e., the facilities) are not part of this business.  Matters relating to such sale or lease shall be discussed directly with the seller or landlord, and not by or with this brokerage firm.

Conditions:

This document does not purport to be a security offering and should not be used with such an understanding.

The financial records, equipment lists and operating reports received from management and subsequently sent to the prospective buyer are management’s representations and assumed to be accurate.  Accuracy of these numbers should be verified by the prospective buyer during their due diligence investigation.  Estimates, assumptions, and roundings may have been utilized.  The Broker assumes no liability for the quantitative contents of this Business Profile.    

The cost data in the financial statements are historical figures and may be used as an approximate replacement cost, but nonetheless should be reviewed during the buyer’s due diligence process.  Unless stated otherwise the underlying assets have not been appraised.  

Inventory, if any, is assumed to be stated at historic cost.  

The Business has elected not to obtain audited financial statements, appraisals of tangible assets, or appraisals of real property.  Management has elected to omit substantially all of the informative disclosures ordinarily included in financial statements or market value presentations appraisals.  If the omitted disclosures and appraisals were included, they might influence the user’s conclusions about the Business’s financial condition and market value.

The real estate lease, if any, should be part of the buyers standard inquiry directly with the seller or, in the alternative, directly with a third party lessee.  The purchase of real estate is a separate listing and transaction and should be part of the buyers standard inquiry directly with the seller or, in the alternative, directly with a third party owner.

This document is the property of Equity Financial Group Inc. and presents general information about the Business that Equity Financial Group Inc. has listed for sale on a sole and exclusive basis.  This document is neither to be copied nor its contents distributed in any way to anyone, as it may contain highly confidential financial and operational information, and the reports are considered trade secrets by the Business.  If you need additional copies, we will provide them upon qualification of the specific recipient.  For more detailed information you must have executed and returned a Standard Confidentiality Agreement to Equity Financial Group Inc.  

Your presentation of this information to either your attorney or your accountant is customary, however, you should advise them of their obligation of non-disclosure and to hold this and all other information concerning this business as confidential, since you will be held liable for the confidentiality of your advisor(s).  It is suggested that you retrieve and destroy any copies provided to them should you desire not to purchase the Business.  

Equity Financial Group Inc. is a business broker firm (i.e., a business broker).  Equity Financial Group Inc., with regards to this listing, does not engage in activities of a real estate broker in that it does not list, sell, buy, negotiate, lease or offer to list, sell, buy, negotiate, or lease for compensation or valuable consideration any real estate for others.  All such real estate activities are not part of its listing agreement.  Such activities should be directed to and discusses with either the seller or buyer of the subject business.

If you receive this information as a professional to review and advise your client on the merits of this opportunity, your professional ethics should prevent the disclosure of this information to any third party.  If not, then return this document, uncopied, to Equity Financial Group Inc.

DO NOT CONTACT THE SELLING PARTY (i.e., either the Business or its owners) WITHOUT AUTHORIZATION OF EQUITY FINANCIAL GROUP INC.  All contacts, either by fax, telephone, writing, email or otherwise, require prior approval of Equity Financial Group Inc.  Failure to adhere to this requirement will jeopardize your ability to pursue this opportunity.  If this opportunity involves co-brokerage then you are authorized to work only through Equity Financial Group Inc.

Follow-up Information.

Chris Whitener

Broker 

Equity Financial Group Inc.

cw@equityfinancialgroup.biz

877-318-4898 (toll free)
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