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Executive Summary

This document provides a progress report on Yukon River Panel-funded activities to
establish the Yukon River Salmon Co-operative (YRSCo). The report is a requirement of
the Yukon River Panel and covers activities between July 1 , 2005 and December 1,
2005. It is divided into the following sections:

1. YRSCo - Icy Waters Ltd. Negotiations
2. YRSCo Product 'Soft Launch'
3. Export Market Plan
4. Business Plan Development
5. YRSCo Board Development
6. Preliminary Results Oil Content Testing

YRSCo is headquartered in Dawson City. An innovative, cost effective and independent
joint venture processing facility is currently under development in Whitehorse. The stand
alone venture is being developed with Icy Waters Ltd. who will act as the second joint
venture member.

YRSCo's current and proposed line of value-added salmon products includes fresh and
frozen portion cuts, hot and cold smoked salmon, Indian Candy, salmon jerky and
seasoned roe (ikura). Minimum average annual production (in round weight) is estimated
at 100, 000+kilograms.

During the reporting period significant progress has been achieved in the project to
establish YRSCo as northern Canada's finest producer of value-added (i. e., smoked,
filleted, candied and cured) salmon. Of particular note:

YRSCo - Icy Waters Ltd. negotiations: YRSCo has progressed in negotiations
with Icy Waters Ltd. to establish a Joint Venture value-added fish processing
facility. The venture would convert and expand Icy Waters Ltd. existing primary
facility to a stand alone business owned jointly by the two parties. The so called
NewCo would process each members' fish on a revenue neutral, or cost recovery
basis, leaving fish harvesting and the marketing of the finished products to the
members. A Memorandum of Understanding has been signed by the parties and



a consultant team has been retained to assist YRSCo in the negotiations and to
develop a business plan for both the NewCo fish processing business and
YRSCo. It is important to note, that under the arrangement both parties will lease
equipment and capital assets to the NewCo, so that equipment purchased by
YRSCo will remain in ownership of YRSCo and not the NewCo or Icy Waters.

YRSCo Product 'Soft Launch': YRSCo initiated a "soft launch" in the Spring of
2005 that processed 12, 000 round pounds of Yukon River chinook and 3, 500
round pounds of Yukon River chum and 1,500 round pounds of Stikine River
sockeye. The soft launch is well underway and has confirmed key production
model components and products described in the YRSCo's December, 2004
Draft Business Plan. The first commercial sales have been made and others are
In process.

Export Market Plan: One of B.C. 's leading salmon marketers, Seabridge
Strategies, has been retained to carry out a comprehensive Market Export
Strategy. With the support of the Yukon government's Enterprise Trade Fund, the
project is commencing in December. Christina Burridge, the principal of
Seabridge Strategies, has worked in the seafood sector since 1988, including 10
years as marketing director and then managing director of the BC Salmon
Marketing Council. Since 2001, she has provided consulting services to industry.
Current clients include the BC Seafood Alliance (executive management
services), Canadian Pacific Kazunoko Association (marketing campaign in
Japan), and BC Salmon Marketing Council (Marine Stewardship Council
application, canned salmon export marketing). She has also developed a
marketing plan for the Canadian Sablefish Association.

Business Plan Development: The Verdant Planning Group and EcoPlan
International from Vancouver have been contracted to both assist YRSCo with
their Joint Venture negotiations and to both revise and update the 2004 YRSCo
Business Plan and to develop a Business Plan for the new Joint Venture. Both
firms have been involved during previous phases.

YRSCo Board Development: In 2004, YRSCo received a federal Cooperative
Development Initiative grant of $75,000. Distributed over three years, the grant
helped support the legal development ofYRSCo as a cooperative business.
Upcoming instalments are scheduled to support YRSCo board training and
professional development, a critical component of successful business
operations.

Preliminary Results Oil Content Testing: At the request of the Yukon River
Panel's third party reviewer, Gordon Gislasson of Gislasson and Associates,
YRSCo had flesh oil content and contaminant testing carried out by Skretting
Canada in Vancouver. Results are preliminary and indicate that oil content in
Yukon River chinook samples ranged from 4-12% and sockeye samples ranged
from 1-2%. Pigment tests were also completed and mercury testing is in
progress. Results will be reviewed before final reporting in March 2006.



1) YRSCo - Icy Waters Ltd. negotiations

In June 2005, following a facilitated evaluation of options, YRSCo members unanimously
decided to pursue the development of value-added fish processing facility in partnership
with Icy Waters Ltd. in Whitehorse. The option was one of seven developed and
analyzed by YRSCo working with project consultants. The YRSCo-lcy Waters Joint
Venture option was selected because it displayed the strongest short-term and long-term
potential for establishing a viable market for Yukon River salmon, in turn being the best
option for ensuring a viable Yukon River commercial fishery. The viability of this option
was based on its strong economic fundamentals, minimization of risk, straightforward
structure, opportunities for future expansion and potential for including other partners in
the future.

Beginning in September 2005, project consultants have worked with a negotiating team
made up of executive representatives of both YRSCo and Icy Waters Ltd. to further
develop the business concept and to develop a joint venture agreement. In early
October 2005, the two parties signed a Memorandum of Understanding (MOU) that
committed the members to jointly and cooperatively pursue the development of a stand
alone, value-added fish processing facility in Whitehorse. Yukon.

The so called "NEWCo" fish processing facility will be developed through the conversion
and expansion of Icy Waters Ltd.'s existing primary processing plant to include
secondary processing capabilities (i.e., smoking, roe, etc. ). Both parties have agreed
that the NEWCo, or Great Northern Fisheries as it is now referred to in the draft Joint
Venture agreement, will operate as revenue-neutral or cost recovery fish processor
when processing the Parties' fish, but will offer custom processing to other Yukon and
Northern BC fisheries and businesses at competitive commercial rates. Revenues from
custom processing will be shared according to the final share agreement.

In the current business model, Great Northern Fisheries will lease all assets and
equipment from the joint venture partners upon equitable and competitive independent
third party commercial net operating lease terms, as determined by Great Nothern
Fisheries Executive Committee. As lessors, YRSCo and Icy Water Ltd. will maintain
ownership of their assets and be responsible for their costs of maintenance and repair.
Great Northern Fisheries, as lessee will be responsible for all costs of realty taxes and
insurance adequately covering the value of the leased assets. In this respect, it is
understood that:

a) IWL will provide as lessor, on a net basis, via master operating lease for the initial
term of the joint venture, its existing used processing plant and a part of its
administrative offices (land, buildings and mobile trailers) as well as its existing
used primary processing equipment and tools, and used cold storage equipment,
all such lease assets being listed as will be identified in an Appendix of the final
Joint Venture Agreement. Lease amounts will make allowance for any overlap of
use by the joint venture and Icy Waters Ltd. 's fish farming business.

b) YRSCo will provide, also as lessor to the joint venture, on a net basis, and for the
initial term of the joint venture, the equipment and tools required to primary
process additional volumes and for processing beyond the primary stage and for
packaging, via master operating lease, such assets to be acquired as approved
by the Executive Committee, although the extent of such provision is entirely



dependent and contingent upon YRSC securing adequate funding from the
Yukon River Panel over the same period. By signing this Agreement IWL fully
acknowledges such contingency. A proposed scheduled list of items with
estimated costs will be provided as an Appendix to the final Joint Venture
Agreement.

Negotiations are now far advanced and both parties are scheduled to meet in
Whitehorse during the week of December 5 to work on the joint venture agreement and
accompanying business model. As is currently negotiated, the parties will split fixed
overhead costs equally and pay for variable processing based on in-weights and
disaggregated between primary and secondary processing.

2) YRSCo Product 'Soft Launch'

The Yukon River Salomon Co. Ltd. (YRSC) initiated a "soft launch" for products
produced from chinook and chum salmon harvests from the Yukon River in the spring of
2005. The program set out to emulate the production model and products described in
the YRSC's December, 2004 Draft Business Plan through the use of custom processing
businesses situated in both the Yukon Territory and the Lower Mainland of B. C.

The program was been designed to accomplish the following key objectives and is
presently ongoing:

. Catch and process 12,000 round pounds of chinook and 3500 round pounds of
chum from the Yukon River, and procure and process 1500 round pounds of
upper Stikine River sockeye.

. Identify grading criteria, quality issues, recovery data and handling requirements
for Yukon River caught chinook and chum salmon as these relate to producing
the products and products mix described in the Draft Business Plan and to
modify the plan as warranted.

. Confirm Business Plan sales pricing and identify finished product forms that
provide the highest contribution to overhead.

. Establish working relationships and strategic partnerships within the seafood
industry to both expedite the production of the "soft launch" product mix and to
gain access to industry expertise.

. Generate finished product sales and gain critical customer and industry
feedback.

. Begin to identify and/or establish product distribution networks both within and
external to Yukon based on sales arrangements, commitments or strategies
developed as a result of the soft launch program.

Processin

While YRSC is having considerable success moving toward meeting these objectives,
custom processing constraints, particularly for the value-added portion of the soft launch,
have resulted in the program being approximately a month behind the originally
anticipated schedule. This is purely a result of the YRSC having to rely on a processing
service companies that are already exceptionally busy producing and expediting the sale
of their own products as well as, in some cases, providing custom processing services
on a priority basis to a number of other longer term customers.



Nevertheless, YRSC has met a number of its key targets. A total of 11, 714 pounds of
chinook and 3,464 pounds chum salmon were caught by its members and transported
from Dawson City to Icy Waters Ltd. (IWL) in Whitehorse for primary processing into
dressed/head-off (dr/hoff) form. A number of local fresh chinook sales were achieved,
both whole and filleted, with the balance of the product being shipped frozen to storage
facilities in the Lower Mainland pending further processing into smoked and
smoked/candied products. YRSC also purchased, and processed at IWL, an additional
859 pounds of upper Stikine River sockeye.

Value-adding services have been negotiated with Ocean Master Foods Ltd. in Maple
Ridge, B.C. At this time, approximately 1400 pounds of frozen, dressed, head off
(dr/hoff) chinook have been processed into cold smoked (lox), hot smoked, candied and
frozen portion products. Another 1800 pounds ofchinook and 580 pounds ofsockeye
are currently being processed into a similar mix of finished products and will be available
for distribution and sale by the first week of December.

Sales and Marketin
Samples of smoked products have been distributed to a number of restaurants, food
service companies, and distributors/sales organizations in the greater Vancouver area
(Appendix A). Initial feedback has been very encouraging regarding both overall quality
of the products and the "story" surrounding the scale of the fishery, its participants, and
the pristine, comparatively isolated location in which the fishery takes place. Virtually all
sample recipients expressed the view that the products are marketable and that it will be
the successful telling of the "story" that will set them apart from other brands in the
market place.

Three small sales or sales commitments of cold smoked chinook have been made to
date. These include the Watermark and Parkside Restaurants in Vancouver. Chef
Audrey Dubach at the Parkside believes the product to be among the best he has
sampled. He has also requested an information package regarding the fishery for his
serving staff so they are able to promote the product more effectively to his patrons.
Similarly, Lynda Larouche, Executive Chef at the Watermark, has expressed strong
support for and satisfaction with the product and has indicated she intends to travel to
Dawson City in the summer of 2006 to see the fishery first hand. Also, Ms Larouche has
requested several additional samples of candied salmon for a menu item she is
presently developing for the restaurant's spring menu.. The third sale is to Fresh Water
Marina/Brown's Bay Resort in the Campbell River area. The proprietor intends to
distribute the product as Christmas gifts to preferred clients.

Table 1: Sales Summa
Customer

Watermark Restaurant (Van.)
Parkside Restaurant (Van.)
Fresh Water/Brown's Bay Resort
Cam bell River

Product

Chinook Cold Smoked (Lox) 250 gm. Sliced
Chinook Cold Smoked (Lox) 250 gm. Sliced
Chinook Cold Smoked (Lox) 250 gm. Sliced

Pounbs

100. 30
50. 15
30.00

Total: 180.45

Sales values realized or negotiated to date have ranged between $31.00 and $33.10 per
kilogram ($14. 06 to $15.00 per pound). These values have been confirmed by Ocean
Master to be competitive with values they realize through sales of similar product at a
similar level within the distribution chain and are consistent with those described in the



YRSC's business plan. Gross smoked salmon sales value to date amounts to $2611.06
based on an average sales price of 31.89 /kg ($14.47 /Ib. ).

Arrangements are currently in place to begin sales and marketing of finished product in
Yukon commencing the first week of December. Parts of these arrangements include
storage and distribution through A1 Transport in Whitehorse. The initial sales focus
includes distribution of samples to both the retail and food service businesses. Public
awareness of the availability of the products will be raised through media releases and
paid advertisements in newspapers and other appropriate media.

B -Products: Roe
Approximately 600 pounds of chinook roe and 300 pounds of chum roe were recovered
during processing operations at Icy Waters. The roe was chilled and shipped fresh by air
to Czar Seafood and Trading Ltd. in Delta, B.C. for processing into salmon caviar. By
prior arrangement; Czar undertook to process the product on a fee per pound basis and
to market the product on commission as a percent of gross sales value.

Recovery from shipped weight to Czar was 68.5% on chinook roe yielding 414 pounds of
finished product comprising three quality grades. Weighted average sales price realized
amounted to $7.29 per pound before sales commission.

Chum roe recovery from shipped weight was 69. 5% yielding just over two hundred
pounds of number 1 grade finished product. Sales arrangements have not been finalized
but it is anticipated gross sales value will be between $8.75 and $9.50 per pound.

A test "on river" chum roe recovery operation was also conducted during the last week of
the fishery. The objective was to determine the viability from both cost and quality
perspectives of purchasing roe from fishers engaged in fishing chum for dog food. The
result indicated that from a cost perspective shipping to Vancouver for processing is not
viable although quality issues were not a concern. Shipping eggs by air or overland to
Whitehorse, however, is attractive from both cost and quality perspectives.

Production Plannin

One of the most important aspects in establishing the business is coming to an
understanding of the characteristics of the raw material. Recoveries have been tracked
throughout the custom processing chain and grading criteria have been established and
tracked with a view to determining the suitability of the raw material to production of the
various products described in the business plan.

Working closely with Ocean Master staff, grading results to date indicate that only 17%
by weight of dressed/head off chinook is suitable for the production of fresh or frozen
portions or fillets, 40% is suitable for the production of cold smoked products and 100%
is suitable for hot smoked or candied salmon. It is likely these numbers will only fluctuate
to a small degree as we move through the remaining frozen product. Coupled with data
from sales and marketing activities and calculation of gross product margins, YRSC will
be in a position to develop accurate and comprehensive annual production or 'pack'
plans.



Table 2: Percentage of Chinook Suitable for Each Product Category
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Recovery from landed round chinook to frozen dressed/head off at IWL was 73. 5% and
slightly higher at 74. 1% for chum. These recoveries are low in comparison to ocean run
salmon where primary processors would expect yields in the 78% to 80% range. At
Ocean Master, yields have been recorded from frozen dressed/head off to fillet weight
and then from fillet weight to each of the four product categories produced to date.

Based on this season's chinook landings and to-date raw material grades identified
during the initial products run at Ocean Master, maximum finished product volumes by
category breakdown as follows:

able 3: Maximum Chinook Finished

Product

Dr/Hoff

Portion/Fillet
Cold Smoked

Hot Smoked

Candied

Allocated

17. 1%
40. 1%
100.0%
100.0%

Dr/Hoff
Lbs.

8636.3

1476.8
3463.1
8636.3
8636.3

Product Volume b

Fillet
Yield

62.5%
62. 5%
62.5%
62.5%

Fillet
Lbs.

923.0
2164.5
5397.7
5397.7

Product Gate o

Finished

Yield

100. 0%
75. 8%
85.0%
63.0%

Finished

Lbs
8636.3

923.0
1639.8
4588.0
3400.5

Pounds
Yield
from

Dr/Hoff

62.5%
47.4%
53. 1%
39.4%

Yield
from
Rd.

73. 5%

45.9%
34. 8%
39.0%
28. 9%

The following table (Table 4) outlines the 'pack' plan for this season's chinook as it
presently stands and shows anticipated gross product margins or contribution to
overhead. The plan will be adjusted as required to reflect further sales as they are
achieved and marketing information as it becomes available. Table revenue figures are
current asking prices and reflect the average price assuming a 50% split between sales



to wholesale/distribution companies and indirect sales by the YRSC to retailers and/or to
restaurants.

Table 4. Soft Launch Chinook Production Plan and Contribution b Product

Portions/ Cold Hot

Fillets Smoked Smoked Cand

Dr/Hoff Allocation
Finished Product
Lbs

Project Revenue

Flesh Cost
Processing

Direct Cost

Contribution

3. 0%

162

$

810

852
162

1014

-205

$/lb

5.75

5.26
1.00

6.26

-0.51

37. 1%

1517

$

20602

10541
7586

18127

2476

$/lb

13. 58

6.95
5.00

11.95

1. 63

30. 0%

1376

$

15278

8524
4404

12928

2350

$/lb

11. 10

6. 19
3. 20

9.393

1. 71

30. 0%

1020

$

12497

8524
5101

13625

-1128

$/lb

12.25

8.36
5.00

13.36

-1. 11

3) Export Market Plan

YRSC has retained a qualified marketing consultant to carry out strategic market
research and to prepare an Export Marketing Plan. Seabridge Strategies is a Vancouver-
based firm that is widely respected as one of B. C. 's leading salmon marketers. Christina
Burridge, the principal of Seabridge Strategies, has worked in the seafood sector since
1988, including 10 years as marketing director and then managing director of the BC
Salmon Marketing Council. Since 2001, she has provided consulting services to
industry. Current clients include the BC Seafood Alliance (executive management
services), Canadian Pacific Kazunoko Association (marketing campaign in Japan), and
BC Salmon Marketing Council (Marine Stewardship Council application, canned salmon
export marketing). She has also developed a marketing plan for the Canadian Sablefish
Association.

Seabridge Strategies will update and revise prior market research work, including a
Regional Market Assessment (2000) that estimated size of the Yukon/North West
Territories market for value added salmon product (25, 000 kg. ) and identified the
Hospitality, Institutional, Restaurant Sector as the major local market. Additional market
development work was carried out as part of the draft Yukon River Salmon Co. Business
Plan in 2003. This work was expanded in 2004, when Call of the Wild Markets, Inc., a
seafood marketing company based out of Ucluelet, BC, carried out additional market
research and prepared a draft strategy that identified the Alberta (primarily Edmonton)
market as a primary export target. These materials will be made available to the
successful consultant.



The Export Market Plan will be action oriented and include the following elements:

. Export Market Analysis (i.e., BC, Alberta), including market share and sales,
market demand and trends, and changes and characteristics of market
Segments

. Local Market Analysis (i.e., Yukon hotel, restaurant, institutional sector)

. Export Market Promotion and Marketing Strategy, including the development of a
niche and name recognition

. Packaging and Presentation Guidelines

. Comprehensive Sales Strategy

. Distribution strategy (including information on what Brokers may be interested in
distributing the product)

. Pricing Policy

In addition, to the work outlined above, Seabridge Strategies shall also:

. Provide feedback, direction and input on promotional materials (brochures,
product cards, sales sheets and in-store display cards) to be developed as a
separate project.

. Directly assist YRSCo in implementing the Export Marketing Plan to help build
the business's capacity in this critical field and to ensure full knowledge transfer

The total cost of the project shall be $20,000 to be funded by YRSCo and the Yukon
Territorial Government's Enterprise Trade Fund.

It is anticipated that work will commence in December 2005 and be substantially
complete by October 2006. If additional technical support and assistance is required
during later project phases, it will be supported through a separate Service Agreement.

4) Business Plan Development

Building on work already completed during 1999-2005, YRSCo has retained Verdant
Planning Group and EcoPlan International to revise the 2004 YRSCo Business Plan.
Based on the new division of labour between YRSCo and the NewCo fish processing
business, a revised income statement, cash flow statement, and balance sheet will be
generated, as will the section on risks and conclusions. The statements will include
estimates projected outward three to five years.

In addition to this work, the consultants will also develop a basic Business Plan for the
NewCo fish processing facility. The Business Plan will include an income statement,
cash flow statement, and balance sheet. The statements will include estimates projected
outward three to five years. This work is expected to be completed in December 2005 or
early January 2006.

5) YRSCo Board Development

In 2004, YRSCo received a federal Cooperative Development Initiative grant of $75,000.
Distributed over three years, the grant helped support the legal development of YRSCo
as a cooperative business. Upcoming installments are scheduled to support YRSCo



board training and professional development, a critical component of successful
business operations. YRSCo intends to retain DevCo Consultants to carry out a board
training seminar in early 2006. DevCo is one of Canada's leading co-operative
development consulting firms and was the company that helped set up and establish the
Yukon River Salmon Co-operative. The two day seminar workshop will cover duties and
role of the Directors and the Board's role in managing the business, liability and how to
avoid it, and financing including fiduciary duty, responsibility for capital, preserving
capital and reporting.

6) Preliminary Results Oil Content Testing

At the request of the Yukon River Panel's third party reviewer, Gordon Gislasson of
Gislasson and Associates, YRSCo had flesh oil content and contaminant testing carried
out by Skretting Canada in Vancouver. Results are preliminary and indicate that oil
content in Yukon River chinook samples ranged from 4-12% and sockeye samples
ranged from 1-2%. Pigment tests were also completed and mercury testing is in
progress. Results will be reviewed before final reporting in March 2006.
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YRSC 2005-06 Budget

Yukon River Panel
Rural Secratariate - GDI
Enterprise Trade Fund - YTG
YRSCo. Ltd.
YRCFA
Sales Revenue

TOTAL

BUDGETED - REVISED

ORIGINAL BUDGET

$ 150,000.00 $
$ 25,000.00 $
$ 30,000.00 $
$ 35,000.00 $
$ $
$ 106,211.93 $

$ 348.211.93 $

EXPENSES:

Phase 1

Phase 2

Options - Research and Decision
Organization and Coordination
Board Training
Accounting and Data Set-up
CEO (wages)

Rnal Business Plan
"Soft Launch' (Direct Costs)
MarkeUng
Board Training
CEO (wages)

Markeling
Board Training
Accounting, Data and Inventory Control
Oil Content Testing
CEO («vages)

Office/Phone/lntemet
Travel

SUBTTL:

Contingency
Administradon

TOTAL:

EXCESS REVENUE OVER EXPENSES:

LESS GIGS TO SECURE/ESTABLISH LINE OF CREDIT (24K):

REVISED BUDGET

150.000.00
25,000.00
15, 000. 00
24, 000. 00
28,000.00
73. 353. 39

315, 353. 39

21, 400. 00 $
5, 000. 00 $
5, 000. 00
2,500.00 $

20,000.00 $

35,000.00 $
109, 665. 63

16, 000. 00
5, 000. 00

20, 000. 00

15.000.00 $
5,000.00 $
1. 500. 00 $
3, 500. 00 $

20, 000. 00 $

5. 000. 00 $
5,000.00 $

293, 565. 63 $

14, 678. 28 $
29, 356. 58 $

337, 600. 47 S

8.611. 46 $

$

Yukon Rk»r Panel Run! SscnlarUe - GDI Ert<"P'l"^<" F'rt -

$ 150, 000. 00

3, 500. 00
15, 000. 00

28, 000. 00
73.56B.04
10. 000. 00
5,000. 00

22,500.00

10. 000. 00
10. 000. 00

1,500. 00
3,500.00

25, 000. 00

5,000. 00
10,000.00

248, 319. 79

14, 678. 28
29,356.56

290,354.63

24. 998. 76 $

998. 76

$ 25,000.00

21.400.00 $ 14,400.00 $
2, 351. 75 $ 2. 350. 00

15,000.00

13,000.00 $
25, 000. 00

6. 000. 00
20, 000. 00

2,000.00 $

3. 500. 00
18, 750. 00

6, 000. 00
10, 000. 00

10,000.00
6,000.00 $

150, 000. 00

$ 15, 000. 00
$ 24, 000. 00

$ 28,000.00
$ 73,353.39

150,000.00 $ 25,000.00 $ 15,000.00 $ 24,000.00 $ 28,000.00 $ 73,353.39

7, 000. 00

5, 000. 00

8,000. 00

7, 500. 00

7, 500. 00

5, 000. 00

25,000.00 $

$

15,000.00 $

$ 24,000.00 $

3, 500. 00

$ 10.000.00

$ 2, 500. 00
$ 48, 568. 04

$ 2,500. 00

$ 500. 00 $ 2,000. 00

$ 1. 500. 00

$ 6,250.00

$ 10. 000. 00 $

$ 28,000.00

4, 678. 28
8,356.56

72, 354. 63

Page 2 of 3
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YRSC 2005-06 Budget

REVENUE:

Yukon River Panel
Rural Secratarlate-GDI
Enterprise Trade Fund - YTG
YRSCO. Ltd.
YRCFA
Sales Revenue

TOTAL:

TOTAL:

EXCESS REVENUE OVER EXPENSES:

LESS GICs TO SECURE^STABLISH LINE OF CREDIT (24K):

ORIGINAL BUDQET

150, 000. 00 $

25,000.00 $
30, 000. 00 $
35.000.00 $

$
106, 211. 93 $

346, 211. 93

EXPENSES:

Phase 1

Phase 2

Phases

Options - Research and Decision
Organization and Coordination
Board Training
Accounting and Data Set-up
CEO (wages)

Final Business Plan
"Soft Launch-(Direct Costs)
Marketing
Board Training
CEO (wages)

Marketing
Board Training
Accounting, Data and Inventory Control
OB Content Testing
CEO (wages)

Offica/Phone/lntemel
Travel

SUBTTL:

Contingency
Administration

$
$
$
$
$

$
$
$
$
$

»
t
$
$
$

$
t

$

$

REVISED BUDGET

150, 000. 00
25, 000. 00
15,000.00
24, 000. 00
28, 000. 00
73, 353. 39

315,353.39

TO DATE:

$

$

135, 000. 00
12, 500. 00
7,500. 00

24. 000. 00
22,800.00
3.990.83

Yukon Rher Panel

$ 135, 000. 00

ACTUALS TO DATE

YHSCo. Ud.
Erteiprise Trade Fint

YTQ

12,500.00
7, 500. 00

24,000.00
22, 800. 00

$ 205,790.83 $ 135,000.00 $ 12,500.00 $ 7.500.00 $ 24,000.00 $ 22,800.00 $

3.990.83

3. 990. 83

21.400.00
5, 000. 00
5,000.00
2. 500. 00

20. 000. 00

35. 000. 00
109,665.63

15. 000. 00
5, 000. 00

20. 000. 00

15, 000. 00
5,000.00
1, 500. 00
3,500. 00

20. 000. 00

5,000. 00
5,000.00

293, 565. 63

14, 678. 28
29, 356. 56

337, 600. 47

8, 611. 46

$
$

$
$

$
$
$
$
$

$
$
$
$
$

$
$

$

$
$

$

$

$

21, 400. 00
2, 351. 75

3, 500. 00
16,000.00

28, 000. 00
73, 568. 04
10, 000. 00
5,000.00

22. 500. 00

10,000.00
10, 000. 00

1,500. 00
3,500. 00
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