
A practical guide to assist you 
in developing a business plan

Business
Plan



1. Name of company:

Company address:

City:    Postal code: 

2. Name of applicant:

Applicant address:

City:    Postal code:						

3. Contacts: Telephone:							    Cell:														

Fax:									    Email:	

4. Is this a new or existing business?

 New						  Existing				 Date the business was established:

5. Company's sector of activity?

6. Have you ever been in business before?

7. Additional information

Please answer the following questions:

a. Have you ever been or are you in the process of applying for protection under the Bankruptcy Act?

 Yes					  No

b. Have you ever been sued or been the subject of an originating notice?

 Yes					  No

c. Are you or the business in tax arrears to CRA (HST and Source Deductions)?

 Yes					  No

d. Have you received previous assistance from the Federal or the Provincial government?

 Yes					  No

If you answered yes to any of the above, please provide details:

General information
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1. Company overview

Information providing the context for your project. Describe your business. What is your area of expertise? Describe
what you do, where you do it, how and why. What are your objectives and the company's values?

Company profile
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2. Products and services

Provide a list of products and/or services offered. Provide as many details as possible (i.e. pricing, supply of raw materials, 
transportation, etc.). If a similar one exists in your trading area, describe any advantage your business may have.

3. Are your business services/products seasonal?

 Yes					     No

If yes, provide period of business services:

What is your high season period?

4. Legal form of Business (type of business)

 Sole proprietorship						 Business name registration date 

 Partnership								 Registration date

 Incorporated							 Date of incorporation

 Co-operative							 Fiscal year end
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5. Address of proposed location:

I can provide the zoning certificate for the zoning of the property location.     Yes	 No

Is the zoning adequate for your business?     Yes	 		 No

 Rent					   Ownership

	 Rent per month					  Property taxes (month)				

	 Utilities/Heating (month)				  Water/Sewers (month)				

	 Other expenses (month)									  Insurance (month) 			

	 Number of years of lease	  Mortgage (month)		

6. Management (the person or persons responsible for the success of the business)

Owners/Managers/Shareholders/Key Staff (please attach detailed resumes):

    Shares 
    Held

	 Name							 Position						 Key Roles							     (%)  1.

7. Professional advisors

Provide information on the following service providers:

Phone			     Yearly estimated    	   Monthly estimated
Name						 Number			     cost			  	    cost   2.

a. Accountant

b. Legal Advisor

c. Insurance Co./
Agent

d. Expert Advisor

e. Banker
Line of credit

       Total allocated  3.

IMPORTANT :  1., 2., 3., see page 30 for details.
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Market Summary

1. Market Summary

How does the industry in which your business operates work (catering, transportation, construction, agriculture,
health care, retail, etc.)? What are the trends, the challenges and the future projections of this business sector? Has
the industry experienced growth? Who are the industry's major players?

2. What is the region where you will operate your business and what is the population of that region?

a. Region:

b. Population:

3. Describe the profile of your target market. Who are your customers (social status, occupation, income,
lifestyle, purchasing frequency, reason for purchase, when, where and how they buy)?

	 Gender:						   Male				   Female					  N/A 

	 Age:						   0 – 17   18 – 24				  25 – 34				   35 – 44

  45 – 54			   55 – 64				  65 or more 

How many customers in your market between the ages identified above?
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Market Summary (continued)

4. Trading area

Will all your business be generated within your local community or will your business draw customers from surrounding
communities? Explain.

5. Market justification

Why do you feel the identified trading area can support your proposed project?

6. What is the average amount of money that one customer will spend per year on the products or services
that you provide?

7. Who are your competitors in your market? List.
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Market Summary (continued)

8. Analysis of strengths and weaknesses

Select four businesses among your closest competitors and perform a comparative analysis of strengths and
weaknesses.

Strengths

Internal factors that positively influence your performance or the performance of your competitors. These strengths
represent the foundation on which to build the future of a business. Here are a few questions to ask yourself and
your competitors.

• What do you do exceptionally well?
• What benefits set you apart from your competitors?
• What are your best resources?
• What are your strengths according to your customers?

Weaknesses

Internal factors that negatively affect your performance. These weaknesses provide important potential indicators
for improvement. Here are a few questions to ask yourself and your competitors.

• What could you do better?
• What are the main criticisms raised by your customers, employees, providers, subcontractors, bankers, etc.?
• Where are you vulnerable ?

 Competitors			 Strengths								  Weaknesses
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9. How to determine your potential sales in your target market.  4.

Total population of the city =				 (the total number of individuals or businesses in the target area)

Total potential customers	 =				 (the number of individuals or businesses that represent your target 
customers)

% of potential customers 	=

Number of competitors	 = (add 3 for the following elements: 1 new store, 1 Internet, 1 outside
purchase)

Your potential customers	 = (total potential customers divided by the number of competitors)

Estimated market share	 = 

Sales per customer		  =   (the average amount spent annually per customer)

Your potential sales		  =    (number of potential customers multiplied by the annual buying average)

Example: Women’s shoe store (target market: women between 18 and 65)

Total population in the city =			   	 (8400 women, 7800 men)

Total potential customers	 =			   (8400 women, target market between 18 and 65: 6200)

% of potential customers 	=				    (6200 women/16200)

Number of competitors	 =   		 (5 + 1 new store + 1 purchase outside the area + 1 Internet)

Your potential customers 	=   	 (6200 divided by 8)

Estimated market share	 = 				 (775 women/6200 women)

Sales per customer   		 =  		  (a woman spends on average $180 per year on shoes)

Your potential sales 	  	 = 		 	 	 ($180 x 775)

IMPORTANT :  4., see page 30 for details.  

Market Summary (continued)

16200

200

38%

8

775

13%

$180

  $139500
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Sales and marketing

1. What promotional activities will you undertake to market your products and/or services?

Example: radio, television, Internet, social media, posters, brochures, business cards, samples, trade shows, networking, 
newspapers, yellow pages, promotional balloons, special events, sponsors, 2 for 1 promotion, loyalty programs, etc.

2. When and how often do you plan to carry out marketing activities?

3. Promotional budget

Monthly advertising/promotion

4. How did you determine your promotional costs?

5. What payment methods will you offer your customers?

 Cash				  Debit card				   Electronic payment   Other 
  (Paypal)	

 Cheque			  Credit card			   Mobile payment	

6. Will you provide credit to your customers?

 Yes					  No

7. What are the terms of payment and what will be the accounts receivables percentage?  5.

6. 0 day 30 days		 60 days		

15 days 45 days			 90 days

IMPORTANT :  5., 6., see page 30 for details.  
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Operation

1.	 Location

	 Why did you choose this location? If you are planning to rent a commercial space, what are the lease conditions?
 	 How do you stack up against the competition? Explain.

2.	 What are your hours of operation?

	 Monday

	 Tuesday

	 Wednesday

	 Thursday

	 Friday

	 Saturday

	 Sunday

3.	 Legal matters

	 Identify what legal and regulatory matters, such as licenses and contracts, need to be addressed. Briefly explain how
 	 you will obtain them. 

		    Business license (e.g., daycare, hair salon, dealership, gas station, etc.)

		    Regulations relevant to location and zoning

		    Health inspection 

		    Intellectual property (e.g., patents, trademarks and copyright)

		    Industry-specific licenses (e.g., dentistry, alternative medicine, etc.)

		    Import/Export

		    Employee registration

		    Contractual agreements (partnerships, self-employed workers, etc.)

		    Other legal matters. Explain.

Important: Did you receive the necessary licenses and permits from the regulatory agencies (Department of Health, 
Public Safety, Environment, Social Development, Agriculture, Aquaculture and Fisheries, Ministry of Corporate Affairs,
Canada Revenue Agency, etc.)?
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4.	 Insurance matters

	 Several companies start with a liability insurance to protect themselves in the event of a lawsuit. What is the standard
	 in your business sector? Do you have to purchase insurance? If so, what type? Explain. 

5. 	 Human resources

	 a. 	 Number of new jobs to be created.

		  Full time:					     Part time:					     Seasonal:					     Contractual: 

	

	 b.	 Do you have sufficient employees to fulfill business hours?

		   	  Yes					     No

	 c. 	 Staff members

		  Identify the specific tasks of staff members. Also list any personal experience that could be of value for this business. 

																			                        	  Salaries/		   Benefits 
		   Positions				      Roles/Tasks			      Experience required	  wages  7.		   CPP, EI, etc…  8.

		  IMPORTANT :  7., 8., see page 30 for details.

Operation (continued)

 

TOTAL
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6. 	 List of machinery, equipment, fixtures and furnishings (existing and proposed), related to proposed 
	 project.   9.

				    Description 
				    (Include manufacturer’s name,		  				    Year			   Year			   Quote
	 Quantity		 machine capacity, etc.)	 						      of mfg.			   of purchase		  price

	 ** Attach manufacturer’s specifications, brochures, etc. wherever possible.

	 IMPORTANT :  9., see page 30 for details.

Operation (continued)

TOTAL
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1. 	 Start-up costs  10.	

	 How much money do you need to start your business? In the first column, list all items you will need to start your
 	 business and the costs related to each one. In the next column, specify the source of funding.

																								                        Monthly 
	 Funds used				     					     Source of funds		     					     payment

	 Land											           CBDC

	 Building											          Bank/Credit Union

	 Equipment										          Provincial Government

	 Vehicle						       					     ACOA

	 Leasehold improvements							      BDC

	 Inventory										          Owner’s contribution

	 Working capital									         Miscellaneous

	 Miscellaneous*									         Miscellaneous

	 Total											           Total

	 *Legal fees, accounting, operating license, etc. 

	 Details:

2. 	 Owner’s contribution

	 Are you providing assets or making a personal investment?

		   Yes					     No

	 Are you getting a personal loan or line of credit? 

		   Yes					     No

	 Details on either of the two questions:

	 IMPORTANT :  10., see page 30 for details.  

Financial information
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3.	 Historical financial statements

	 Documents to enclose as attachments:

	 a. 	 Balance sheet for the last three years (for existing businesses only)

	 b. 	 Financial statements for the last three years (for existing businesses only)

	 c. 	 Income statement for the current year (for existing businesses only)

	 d. 	 Statement of cash flow (projected on a monthly basis for the first two years of operation)

	 e. 	 Break-even

	 f. 	 Income tax (please provide your personal tax notice for the last three years)

4.	 Fixed and variable costs

	 Virtually all of the costs associated with your business will fall into one of two categories:

	 Variable costs
	 These costs change in proportion to the level of activity (sales in dollars or units sold) of a business. Some examples 		
	 of variable costs are:

		  • Wages for part-time or temporary employees

		  • Delivery charges

		  • Cost of goods sold

		  • Utilities 

	 Fixed costs
	 These costs remain the same regardless of the level of activity (sales in dollars or units sold) of a business. Some 		
	 examples of fixed costs are:

		  • Rent

		  • Interest on debt

		  • Publicity

		  • Telephone

		  • Tax

		  • Insurance

		  • Business licenses (e.g. Liquor license)

		  • Salary of permanent or full-time employees

		  • Loan payments

5.	 Profit Margin

	 What will be the gross profit margin percentage of products and services sold?					          11.  				  
   	 (if you have several products/services, calculate the average)

	 You can calculate the gross profit margin using the following method:

		  Gross Profit Margin (%)  =	 Sales Price ($) - Cost Price ($) x 100%

										          Sales Price ($) 

	 IMPORTANT :  11., see page 30 for details.  

Financial information (continued)
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Financial information (continued)
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6.	 Forecast assumptions

	 Overall, what are your assumptions with regards to the sale of your products or services? An efficient sales forecast
	 is based on the analysis of certain basic assumptions, while providing realistic estimates.

	 Please demonstrate how you have calculated or validated your projected sales per week, month or year.

	 Here are two examples:

	 Service-type business

	 A ➞ Your hourly rate billed to clients ($50/hr)

	 B ➞ Number of hours projected to be charged to clients (30 hrs/week)

	 C ➞ Total revenues for the week

	 A x B = C

	 ($50/hr) x (30 hrs/week) = $1,500/week

	 Retail-type business

	 A ➞  Price of item sold ($30)

	 B ➞  Number of items sold during the period (50)

	 C ➞  Total revenues for period

	 A x B = C

	 $30 x 50 = $1,500

	 Cost of goods sold

	 With the total amount of items calculated in your sales forecast, please determine the total cost of items sold (i.e. the
 	 manufacturer's cost). Here is an example:

	 A ➞ Purchase price of item sold ($15)

	 B ➞ Number of items sold during the period (50)

	 C ➞ Total cost of goods sold for period

	 A x B = C

	 $15 x 50 = $750

7.   Cash Flow

	 Establishing cash flow allows you to determine monthly inflows and outflows. It indicates whether the company will
	 have enough money to meet its capital needs each month. By making a projection of these financial statements, the 
	 business can predict if it will have enough cash flow to cover its expenses and if it will turn a profit.

	 That being said, cash flow analysis is an essential activity for small and medium-sized businesses. It allows for projections,
	 thus avoiding the need to resort to emergency measures at the last minute. Cash flow analysis allows you to test your
	 own assumptions and to ensure that you haven't overlooked anything.



Financial information (continued)
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	 Other monthly expenses (please provide any quotation or contract to justify the projected expenses)

	 Vehicle:
	 Please detail the expenses related to the vehicle that will be used for the business operation, including costs of gas,
	 insurance, lease or loan payment, and maintenance costs.

	 Costs:

	 Office supplies:
	 Please detail all costs for office supplies such as paper, ink, computer supplies, etc.

	 Costs:

	 Bank fees:
	 Please indicate all costs for banking services such as monthly account fees, Interac/debit fees or credit card fees. If
	 you plan on having a large portion of your sales paid via credit card, please provide the cost of this service, usually in 
	 percentage of sales.

	 Costs:

	 Rental equipment:
	 Please provide the total costs for any rental made by the business.

	 Costs:

	 Taxes & licenses:
	 Please indicate all permits, with their costs required to operate your proposed business.

	 Costs:

	 Telephone & Internet:
	 Please indicate the costs for your business telephone, cellular, Internet and fax connection.

	 Costs:

	 Equipment maintenance:
	 Please provide the costs of equipment maintenance for your business.

	 Costs:

	 Training:
	 Please provide the cost of training for your business.

	 Costs:

	 Depreciation:

	 Computer Equipment 									         Other Equipment

	 Costs:													             Costs:

	 Building												            Vehicle

	 Costs:													             Costs: 
	
	 Please detail all expenses related to the business that are not included in the above categories, and specify whether
 	 they are extraordinary or current expenses.  12.	

	 Other expenses:

	 Costs:

	 Other expenses:

	 Costs:

	 IMPORTANT :  12., see page 30 for details.  



       

Sales

Sales (less HST)  13.

Total sales

Cost of goods sold

Product purchase (less HST)  14.

Salary and commission

Transportation

Other

Total cost of goods sold

Total gross profit

Receipts

Cash in (15, 30, 45, 60 days)  15.

Cash sales

Receivables collected

Loan proceeds 

Total cash receipts

Disbursements

Cash out

Insurance  16.

Equipment  17.

Electricity/heating

Water/Sewers

Employees (benefits)

Employees (wages)

Maintenance (building and equipment)

Training

*Please fill out the fields in red.

IMPORTANT :  13., 14., 15., 16., 17., see page 30 for details.  
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(1st year)

Opening
balance

Month
1

Month
2

Month
3

Month
4

Month
5
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Month
6

Month
7

Month
8

Month
9

Month
10

Month
11

Month
12 TOTAL
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Disbursements (continued)

Office supplies

Bank service fees

Professional fees (accounting)

Professional fees (legal)  18.

Property tax

Rent

Mortgage

Advertising

Loan payments  19.

Owners Drawings/Wages & 
Benefits

Taxes, licences & permits

Telephone (Internet)

Vehicle fees (fuel, maintenance, 
lease)

Depreciation

Other  20.

Other  21.

Total disbursements

Summary

Total cash receipts

Add: Cash previous month

Equals: Total cash available

Less: Total disbursements

Result: Closing bank balance

Line of credit

Line of credit (available) 

Result: Bank balance

Line of credit (outflow)

Equal: Closing balance

Reimbursement – Line of credit

Available balance on credit line  

IMPORTANT :  18., 19., 20., 21., see page 30 for details.  

Opening
balance

Month
1

Month
2

Month
3

Month
4

Month
5

Cash Flow Statement 
(1st year) (continued)
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Month
6

Month
7

Month
8

Month
9

Month
10

Month
11

Month
12 TOTAL
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Cash Flow Statement 
(2nd year)

       

Sales

Sales (less HST)  22.

Total sales

Cost of goods sold

Product purchase (less HST)  23.

Salary and commission

Transportation

Other

Total cost of goods sold

Total gross profit

Receipts

Cash in (15, 30, 45, 60 days)  24.

Cash sales

Receivables collected

Loan proceeds  

Total cash receipts

Disbursements

Cash out

Insurance

Equipment

Electricity/heating

Water/Sewers

Employees (benefits)

Employees (wages)

Maintenance (building and equipment)

Training

*Please fill out the fields in red.
IMPORTANT :  22., 23., 24., see page 30 for details.

Opening
balance

Month
1

Month
2

Month
3

Month
4

Month
5
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Month
6

Month
7

Month
8

Month
9

Month
10

Month
11

Month
12 TOTAL
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Disbursements (continued)

Office supplies

Bank service fees

Professional fees (accounting)

Professional fees (legal)

Property tax

Rent

Mortgage

Advertising

Loan payments

Owners Drawings/Wages & 
Benefits

Taxes, licences & permits

Telephone (Internet)

Vehicle fees (fuel, maintenance, 
lease)

Depreciation

Other

Other

Total disbursements

Summary

Total cash receipts

Add: Cash previous month

Equals: Total cash available

Less: Total disbursements

Result: Closing bank balance

Line of credit

Line of credit (available) 

Result: Bank balance

Line of credit (outflow)

Equal: Closing balance

Reimbursement – Line of credit

Available balance on credit line  

Opening
balance

Month
1

Month
2

Month
3

Month
4

Month
5

Cash Flow Statement 
(2nd year) (continued)



24

Month
6

Month
7

Month
8

Month
9

Month
10

Month
11

Month
12 TOTAL
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Income:											     Year One			 %			   Year Two	     %

Sales											

Other revenue		

Total Sales				

Less: Cost of Sales			

Gross Profit

(Total Sales – Cost of Sales)			

	 Expenses:

Insurance			

Equipment				

Electricity/heating		

Water/Sewers		

Employees (benefits)		

Employees (wages)		

Maintenance (building and equipment)		

Training									

Office supplies							

Bank service fees									

Professional fees (accounting)				

Professional fees (legal)					

Property tax							

Rent										

Mortgage							

Advertising									

Loan payments						

Owners Drawings/Wages & Benefits	

Taxes, licences & permits				

Telephone (Internet)						

Vehicle fees (fuel, maintenance, lease)

Depreciation	

Other									

Other								

Total Expenses						

Net Profit (Loss)

(Gross Profit – Total Expenses)			

Forecasted Income 
Statement
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Forecasted Balance 
Sheet - Opening

Assets:

Assets:

Cash

Accounts Receivable

Inventory

Prepaid Expenses

Other Current Assets

Total Current Assets  (A)

Fixed Assets:

Land

Building(s)

Furniture & Fixtures

Vehicles

Equipment

Other Assets

Total Fixed Assets (B)

Total Assets (A+B)

	 Liabilities:

Current Liabilities:

Bank Indebtedness

Accounts Payable & Accrued Liabilities

Income Tax Payable

Other expenses

Total Current Liabilities (C)

Long Term Debt:

Mortgage

Loans from Shareholders

Other Long Term Debt

Total Long Term Debt (D)

Total Liabilities 												  (C+D) 

Shareholders' or Owners' Equity        (E)

Total Liabilities + Shareholders' or Owners' Equity (C+D+E)

Note:  (A+B) = (C+D+E)
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	 Break-even point

	 What is the break-even point? It is the point where revenues and expenses are equal or it is the level of sales at which 	
	 profit is zero. In other words, the break-even point is the point at which your product stops costing you money to produce
	 and sell, and starts to generate a profit for your company.

	 The break-even point is the point at which the company neither makes a profit nor suffers a loss; essentially, they are
	 spending what they make. No one opens a business with the hopes of just breaking even! All entrepreneurs want a 
	 return on the time and money they’ve invested into their business, as well as the risks that they have taken. Therefore,
	 they hope to make a profit. Thus, it is very important to use this work tool when you are at the planning stage of your
 	 business.

	 In order to determine the break-even point, an entrepreneur must first know the selling price of the product, the costs 
	 that change directly in proportion to the product sold (variable costs), as well as the other current expenses of the
	 business (fixed costs).

	 Below are the steps to use to determine the break-even point on a monetary basis:

		  Step 1 - Categorize your costs

			   Using your most recent income statements, categorize your costs in fixed or variable costs 
			   and add up the total for each category.

		  Step 2 - Calculate the percentage of variable costs

			   "What is the percentage of each dollar of sales used to cover variable costs?"

			      Percentage of Variable Costs 	 = 	 Total Variable Costs 	 =				           =		

												               Total Net Sales		    	

		  Step 3 - Calculate the contribution margin

			   "From each dollar of sales (after payment of variable costs), what percentage remains to cover fixed costs... 
			   as well as the intended profit?"

				    100 % - Percentage of Variable Costs   =  100 % -					          =			        

Break-even point

				     Total Net Sales =

Total Variable Costs =

Total Fixed Costs =
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		  Step 4 - Calculate the volume of sales required to break even

			   "How much money must you earn to cover your fixed costs?"

			       Volume of Sales Required to Break Even =

					              Total Fixed Cost 		  =			       	  	 =			    

					            Contribution Margin 				     

			   Note: To calculate the volume of sales required to generate the intended profit, add the intended profit 
			   to your total fixed costs and divide this amount by your contribution margin.

		  Step 5 - Verify your calculations

			   "Does the volume of sales you just calculated allow you to break even or generate the profits you 
			   intended?"

								             Volume of sales required to break even   =

													             Variable Costs *		    -

													             Contribution 			   =

													             Fixed Costs 			    -

													             Profit				     =

			   *To determine this amount, multiply the break-even point (above) by the percentage of variable costs 
			   from Step 2.

Break-even point

Minus

Equals

Minus

Equals



1.	 Enclose the necessary attachments, those that support your business plan and that will help you in selling 	
	 your idea. 

	 Here are some examples:

	 • Resume

	 • Certificate and/or diploma

	 • Letter of intent from potential customers

	 • Letter of interest from providers

	 • Data from the market study

	 • Results of a survey of potential customers

	 • Product literature and brochures

	 • Business operating license

	 • Zoning certificate

	 • Shareholders or partnership agreement

	 • Last three years of financials

	 • Last three years of Balance Sheet

	 • Other relevant documents

	 √ Make sure you have included all necessary documents to support your plan.

	 √ Make sure you have included all items to support your assumptions, trends and comparisons. 

©All rights reserved – 2015 – This document is the exclusive property of the New Brunswick Association of CBDCs. Any reproduction is prohibited 
without the explicit authorization of said Association.

Attachments
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1.	 Explanation: you must enter your number as a decimal number; e.g.: 0.25 = 25% or 0.05 = 5%.

2.	 Explanation: you must enter the number in the "Yearly estimated cost" column in order to automatically display the
 	 monthly estimated cost.  

3.	 Explanation: you must enter the total (and not monthly) allocated amount of the line of credit in this field.

4.	 Explanation: in this exercise, it is important to make a good projection of your target market and potential sales, since
 	 your result is related to the cash flow statement (at the end of the document).

5.	 Explanation: the rates entered in this exercise will influence the cash in presented in the cash flow statement (at the
	 end of the document). For the purpose of the exercise, you must enter 100% of the projected payment terms; for 
	 example, you can enter that 70% of clients will pay in "0 days", that 20% will pay in "30 days" and that 10% will pay in 
	 "90 days".

6.	 Explanation: you must enter your number as a decimal number; e.g.: 0.25 = 25% or 0.05 = 5%.

7.	 Explanation: the anticipated salaries/wages must be on a monthly basis.

8.   	Explanation: the projected benefits (estimated at 12%) are automatically displayed when you enter your numbers in the 
	 "Salaries/wages" column. 

9.	 Explanation: the numbers entered in this exercise are not related to the cash flow statement (at the end of the document). 

10.  	Explanation: the estimated costs entered in the "Funds used" column are not related to the cash flow statement (at 
	 the end of the document).

11.   Explanation: in this field, it is important to enter the best approximation of the anticipated gross profit margin by taking 	
	 into account all of the products and services, since your result is related to the cash flow statement (at the end of the 
	 document).

12.   Explanation: the numbers entered in the two fields for other expenses are added up in the cash flow statement (at the
	 end of the document). Please do not repeat the other expenses already entered on page 4 (exercise 5).

13.   Explanation: the numbers stated take into account your anticipated potential sales from page 8 (exercise 9).

14.   Explanation: the numbers stated take into account your anticipated gross profit margin from all of your products and
	 services sold on page 14 (exercise 5).

15.   Explanation: the monthly cash in takes into account the rates entered on page 9 (exercise 7).

16.   Explanation: this line adds up the two numbers from page 4 (the insurance for the address of the proposed location
	 and the insurance for professional advisors).

17.	 Explanation: the expenses from this line only refer to the rental equipment from page 16. If there are other equipment
	 related expenses, please add them in the "Other expenses" field on page 16.

18.  Explanation: the professional fees (legal) add together the legal and expert advisors from page 4 (exercise 7).

19.   Explanation: this represents the total monthly payment for the source of funds (page 13, exercise 1).

20.   Explanation: these "Other" expenses refer to page 4 (exercise 5).

21.   Explanation: these "Other" expenses refer to the sum of the other expenses presented on page 16.

22.  Explanation: the sales from the second year are automatically indexed at 10% in comparison with the first year.

23.  Explanation: the cost of goods sold in the second year is automatically indexed at 10% in comparison with the first year.

24.  Explanation: the cash in from the second year is automatically indexed at 10% in comparison with the first year.

 Explanation


	Nom de l'entreprise: 
	Adresse de l'entreprise: 
	Ville:      
	Nom du demandeur: 
	Adresse du demandeur: 
	Ville du demandeur: 
	Code postal du demandeur: 
	Téléphone: 
	Cellulaire: 
	Télécopieur: 
	Courriel: 
	Case à cocher 1: Off
	Case à cocher 2: Off
	Date d'établissement de l'entreprise: 
	Secteur d'activité de l'entreprise: 
	Avez-vous déjà été propriétaire d'une entreprise: 
	Case à cocher 3: Off
	Case à cocher 4: Off
	Case à cocher 5: Off
	Case à cocher 6: Off
	Case à cocher 7: Off
	Case à cocher 8: Off
	Case à cocher 9: Off
	Case à cocher 10: Off
	Si vous avez répondu oui à l'une des questions: 

	Aperçu de l'entreprise: 



	2: 
	 Produits et services: 
	 Quand et quelle fréquence: 

	Case à cocher 11: Off
	Case à cocher 12: Off
	Si oui, fournir la période de services de l'entreprise: 
	Quelle période représente votre haute saison ?: 
	Case à cocher 13: Off
	JJ 1: MM
	MM 1: DD
	AAAA 1: YYYY
	Case à cocher 14: Off
	JJ 2: MM
	MM 2: DD
	AAAA 2: YYYY
	Case à cocher 15: Off
	JJ 3: MM
	MM 3: DD
	AAAA 3: YYYY
	Case à cocher 16: Off
	JJ 4: MM
	MM 4: DD
	AAAA 4: YYYY
	Adresse de l'emplacement proposé: 
	Case à cocher 17: Off
	Case à cocher 18: Off
	Case à cocher 19: Off
	Case à cocher 20: Off
	Case à cocher 21: Off
	Case à cocher 22: Off
	D: 
	F: 
	Nom #1: 
	Poste #1: 
	Rôle #1: 
	% #1: 
	Nom #2: 
	Poste #2: 
	Rôle #2: 
	% #2: 
	Nom #3: 
	Poste #3: 
	Rôle #3: 
	% #3: 
	Nom #4: 
	Poste #4: 
	Rôle #4: 
	% #4: 
	Nom #5: 
	Poste #5: 
	Rôle #5: 
	% #5: 
	Nom #6: 
	Poste #6: 
	Rôle #6: 
	% #6: 
	Nom #7: 
	Poste #7: 
	Rôle #7: 
	% #7: 
	Nom #8: 
	Poste #8: 
	Rôle #8: 
	% #8: 
	Nom Comptable: 
	Nom Conseiller juridique: 
	i: 
	I: 0
	Nom Compagnie d'assurances: 
	l: 
	L: 0
	Nom Conseiller expert: 
	T: 
	 Comptable: 
	 Cons: 
	 Jur: 
	 exp: 

	 Comp: 
	 Ass: 

	 Banquier: 

	j: 
	k: 
	K: 0
	Nom Banquier: 
	1: 
	 Pofil de l'industrie: 

	 Quelles activités de promotion: 
	 Emplacement: 


	Région: 
	Population: 
	3: 
	 Décrivez le profil de votre marché cible: 


	Case à cocher 23: Off
	Case à cocher 24: Off
	Case à cocher 25: Off
	Case à cocher 26: Off
	Case à cocher 27: Off
	Case à cocher 28: Off
	Case à cocher 29: Off
	Case à cocher 30: Off
	Case à cocher 31: Off
	Case à cocher 32: Off
	Combien de clients: 
	4: 
	 Zone commerciale: 
	 Comment avez-vous établi vos coûts de promotion: 
	 Questions d'assurance: 


	5: 
	 Justification du marché: 


	6: 
	 Quelle est la somme moyenne: 

	7: 
	 Qui sont les concurents: 


	Concurent : Votre entreprise:  Your business
	Force #1: 



	Faiblesses #1: 
	Concurant #2: 
	Force #2: 
	Faiblesses #2: 

	Concurant #3: 
	Force #3: 
	Faiblesses #3: 
	Concurant #4: 
	Force #4: 
	Faiblesses #4: 
	Concurant #5: 
	Force #5: 
	Faiblesses #5: 
	Case à cocher 33: Off
	Case à cocher 34: Off
	Case à cocher 35: Off
	Case à cocher 36: Off
	Case à cocher 37: Off
	Case à cocher 38: Off
	Case à cocher 39: Off
	Case à cocher 40: Off
	Case à cocher 41: Off
	s1: 
	s3: 0
	s5: 0
	s2: 
	s4: 
	s6: 0
	Ouv: 
	 Lundi:  
	 Mardi: 
	 Mercredi: 
	 Jeudi: 
	 Vendredi: 
	 Samedi: 
	 dimanche: 

	Ferm: 
	 Lundi:  

	Fer: 
	 Mardi: 
	 Mercredi: 
	 Jeudi: 
	 Vendredi: 
	 Samedi:  
	 dimanche: 

	Case à cocher 42: Off
	Case à cocher 43: Off
	Case à cocher 44: Off
	Case à cocher 45: Off
	Case à cocher 46: Off
	Case à cocher 47: Off
	Case à cocher 48: Off
	Case à cocher 49: Off
	Case à cocher 50: Off
	Expliquez: 

	Temps plein: 
	Temps partiel: 
	Saisonnier: 
	Contractuel: 
	Case à cocher 51: Off
	Case à cocher 52: Off
	Postes #1:  Owner
	Rôles/tâches #1: 
	Expérience requise #1: 
	Postes #2:  Owner
	Rôles/tâches #2: 
	Expérience requise #2: 
	Postes #3:  Owner
	Rôles/tâches #3: 
	Expérience requise #3: 
	Postes #5: Employee
	Rôles/tâches #5: 
	Expérience requise #5: 
	Postes #6: Employee
	Rôles/tâches #6: 
	Expérience requise #6: 
	Postes #7: Employee
	Rôles/tâches #7: 
	Expérience requise #7: 
	Postes #8: Employee
	Rôles/tâches #8: 
	Expérience requise #8: 
	Postes #9: Employee
	Rôles/tâches #9: 
	Expérience requise #9: 
	Postes #10: Employee
	Rôles/tâches #10: 
	Expérience requise #10: 
	Postes #11: Employee
	Rôles/tâches #11: 
	Expérience requise #11: 
	Postes #12: Employee
	Rôles/tâches #12: 
	Expérience requise #12: 
	Postes #13: Employee
	Rôles/tâches #13: 
	Expérience requise #13: 
	Postes #14: Employee
	Rôles/tâches #14: 
	Expérience requise #14: 
	Postes #15: Employee
	Expérience requise #15: 
	Postes #16: Employee
	Rôles/tâches #15: 
	Expérience requise #16: 
	PA: 0
	QA: 0
	Quantité #1: 
	Année Fab #1: 
	Année Acq #1: 
	Pr1: 
	Quantité #2:  
	Description #2:  
	Année Fab #2: 
	Année Acq #2: 
	Pr2: 
	Quantité #3:  
	Description #3:  
	Année Fab #3: 
	Année Acq #3: 
	Pr3: 
	Quantité #4:  
	Description #4:  
	Année Fab #4: 
	Année Acq #4: 
	Pr4: 
	Quantité #5:  
	Description #5:  
	Année Fab #5: 
	Année Acq #5: 
	Pr5: 
	Quantité #6:  
	Description #6:  
	Année Fab #6: 
	Année Acq #6: 
	Pr6: 
	Quantité #7:  
	Description #7:  
	Année Fab #7: 
	Année Acq #7: 
	Pr7: 
	Quantité #8:  
	Description #8:  
	Année Fab #8: 
	Année Acq #8: 
	Pr8: 
	Quantité #9:  
	Description #9:  
	Année Fab #9: 
	Année Acq #9: 
	Pr9: 
	Quantité #10:  
	Description #10:  
	Année Fab #10: 
	Année Acq #10: 
	Pr10: 
	Quantité #11:  
	Description #11: 
	Année Fab #11: 
	Année Acq #11: 
	Pr11: 
	Quantité #12:  
	Description #12:  
	Année Fab #12: 
	Année Acq #12: 
	Pr12: 
	Quantité #13:  
	Description #13:  
	Année Fab #13: 
	Année Acq #13: 
	Pr13: 
	Quantité #14:  
	Description #14:  
	Année Fab #14: 
	Année Acq #14: 
	Pr14: 
	Quantité #15:  
	Description #15:  
	Année Fab #15: 
	Année Acq #15: 
	Pr15: 
	Quantité #16:  
	Description #16:  
	Année Fab #16: 
	Année Acq #16: 
	Pr16: 
	Quantité #17:  
	Description #17:  
	Année Fab #17: 
	Année Acq #17: 
	Pr17: 
	Quantité #18:  
	Description #18:  
	Année Fab #18: 
	Année Acq #18: 
	Pr18: 
	Quantité #19:  
	Description #19:  
	Année Fab #19: 
	Année Acq #19: 
	Pr19: 
	Quantité #20:  
	Description #20:  
	Année Fab #20: 
	Année Acq #20: 
	Pr20: 
	Quantité #21:  
	Description #21:  
	Année Fab #21: 
	Année Acq #21: 
	Pr21: 
	Quantité #22:  
	Description #22:  
	Année Fab #22: 
	Année Acq #22: 
	Pr22: 
	Quantité #23:  
	Description #23:  
	Année Fab #23: 
	Année Acq #23: 
	Pr23: 
	Quantité #24:  
	Description #24:  
	Année Fab #24: 
	Année Acq #24: 
	Pr24: 
	Quantité #25:  
	Description #25:  
	Année Fab #25: 
	Année Acq #25: 
	Pr25: 
	Quantité #26:  
	Description #26:  
	Année Fab #26: 
	Année Acq #26: 
	Pr26: 
	TPr: 0
	m1: 
	mm1: 
	mmm1: 
	m2: 
	mm2: 
	mmm2: 
	m3: 
	mm3: 
	mmm3: 
	m4: 
	mm4: 
	mmm4: 
	m5: 
	mm5: 
	mmm5: 
	m6: 
	mm6: 
	mmm6: 
	m7: 
	mm7: 
	mmm7: 
	m8: 
	mm8: 
	mmm8: 
	Tm: 0
	Tmm: 0
	Détails: 

	Case à cocher 53: Off
	Case à cocher 54: Off
	Case à cocher 55: Off
	Case à cocher 56: Off
	Détails sur l'une ou l'autre des deux questions: 
	Autres dépenses 1: 
	Autres dépenses 2: 
	FB: 
	FD: 
	FC: 
	FE: 
	MD: 
	ME: 
	O: 0
	C: 0
	V: 
	B: 
	E: 
	Q: 0
	EA: 
	P: 0
	AB: 
	OO: 0
	CC: 0
	VV: 0
	BB: 0
	QQ: 0
	EE: 0
	EAEA: 0
	PP: 0
	ABAB: 0
	TC: 0
	TV: 0
	TB: 0
	TE: 0
	TQ: 0
	TP: 0
	TEA: 0
	TAB: 0
	TO: 0
	OD: 0
	TOC: 0
	TOO: 0
	OE: 0
	TOOC: 0
	TCC: 0
	TVV: 0
	TBB: 0
	TEE: 0
	TQQ: 0
	TPP: 0
	TEAEA: 0
	TABAB: 0
	NGa: 0
	NGc: 0
	NGd: 0
	NGe: 0
	NGf: 0
	NGg: 0
	NGh: 0
	NGi: 0
	NGj: 0
	NGk: 0
	NGl: 0
	TNG: 0
	TNH: 0
	NGb: 0
	NAa: 
	NAb: 
	NAc: 
	NAd: 
	NAe: 
	NBa: 
	NBb: 
	NBc: 
	NBd: 
	NBe: 
	NCa: 
	NCb: 
	NCc: 
	NCe: 
	NDa: 
	NDb: 
	NDc: 
	NDd: 
	NDe: 
	NEa: 
	NEb: 
	NEc: 
	NEd: 
	NEe: 
	NGNGa: 0
	NGNGb: 0
	NGNGd: 0
	NGNGe: 0
	NGNGf: 0
	NGNGg: 0
	NGNGh: 0
	NGNGi: 0
	NGNGj: 0
	NGNGk: 0
	NGNGl: 0
	TNGNG: 0
	NGNGc: 0
	TNHNH: 0
	NANAa: 
	NANAb: 
	NANAc: 
	NANAd: 
	NANAe: 
	NBNBa: 
	NBNBb: 
	NBNBc: 
	NBNBd: 
	NBNBe: 
	NCNCa: 
	NCNCb: 
	NCNCc: 
	NCNCd: 
	NCNCe: 
	NDNDa: 
	NDNDb: 
	NDNDc: 
	NDNDd: 
	NDNDe: 
	NENEa: 
	NENEb: 
	NENEc: 
	NENEd: 
	NENEe: 
	NFNFa: 0
	NFNFb: 0
	NFNFc: 0
	NFNFd: 0
	NFNFe: 0
	OAa: 
	OAb: 
	OAc: 
	OAd: 
	OAe: 
	OBa: 
	OBb: 
	OBc: 
	OBd: 
	OBe: 
	OCa: 0
	OCb: 0
	OCc: 0
	OCd: 0
	OCe: 0
	IAb: 0
	IAc: 0
	IAd: 0
	IAe: 0
	IBa: 
	IBb: 
	IBc: 
	IBd: 
	IBe: 
	ICa: 
	ICb: 
	ICc: 
	ICd: 
	ICe: 
	IDa: 
	IDb: 
	IDc: 
	IDd: 
	IDe: 
	IEa: 0
	IEb: 0
	IEc: 0
	IEd: 0
	IEe: 0
	IFa: 0
	IFb: 0
	IFc: 0
	IFd: 0
	IFe: 0
	OAf: 
	OAg: 
	OAh: 
	OAi: 
	OAj: 
	OAk: 
	OAl: 
	TOA: 0
	OBf: 
	OBg: 
	OBh: 
	OBi: 
	OBj: 
	OBk: 
	OBl: 
	OCf: 0
	OCg: 0
	OCh: 0
	OCi: 0
	OCk: 0
	OCl: 0
	IAf: 0
	IAg: 0
	IAh: 0
	IAi: 0
	IAj: 0
	IAk: 0
	IAl: 0
	IBf: 
	IBg: 
	IBh: 
	IBi: 
	IBj: 
	IBk: 
	IBl: 
	ICf: 
	ICg: 
	ICh: 
	ICi: 
	ICj: 
	ICk: 
	ICl: 
	IDf: 
	IDg: 
	IDh: 
	IDi: 
	IDj: 
	IDk: 
	IDl: 
	IEf: 0
	IEg: 0
	IEh: 0
	IEi: 0
	IEj: 0
	IEk: 0
	IEl: 0
	IFf: 0
	IFg: 0
	IFh: 0
	IFi: 0
	IFj: 0
	IFk: 0
	IFl: 0
	TIA: 0
	TIB: 0
	TIC: 0
	TID: 0
	OAOAa: 
	OAOAb: 
	OAOAc: 
	OAOAd: 
	OAOAe: 
	OAOAf: 
	OAOAg: 
	OAOAh: 
	OAOAi: 
	OAOAj: 
	OAOAk: 
	OAOAl: 
	TOAOA: 0
	OBOBa: 
	OBOBb: 
	OBOBc: 
	OBOBd: 
	OBOBe: 
	OBOBf: 
	OBOBg: 
	OBOBh: 
	OBOBi: 
	OBOBj: 
	OBOBk: 
	OBOBl: 
	TOBOB: 0
	OCOCa: 0
	OCOCb: 0
	OCOCc: 0
	OCOCd: 0
	OCOCe: 0
	OCOCf: 0
	OCOCg: 0
	OCOCh: 0
	OCOCi: 0
	OCj: 0
	OCOCk: 0
	OCOCl: 0
	TOCOC: 0
	IAIAa: 0
	IAIAb: 0
	IAIAc: 0
	IAIAd: 0
	IAIAe: 0
	IAIAf: 0
	IAIAg: 0
	IAIAh: 0
	IAIAi: 0
	IAIAj: 0
	IAIAk: 0
	IAIAl: 0
	TIAIA: 0
	IBIBa: 
	IBIBb: 
	IBIBc: 
	IBIBd: 
	IBIBe: 
	IBIBf: 
	IBIBg: 
	IBIBh: 
	IBIBi: 
	IBIBj: 
	IBIBk: 
	IBIBl: 
	TIBIB: 0
	ICICa: 
	ICICb: 
	ICICc: 
	ICICd: 
	ICICe: 
	ICICf: 
	ICICg: 
	ICICh: 
	ICICi: 
	ICICj: 
	ICICk: 
	ICICl: 
	TICIC: 0
	IDIDa: 
	IDIDb: 
	IDIDc: 
	IDIDd: 
	IDIDe: 
	IDIDf: 
	IDIDg: 
	IDIDh: 
	IDIDi: 
	IDIDj: 
	IDIDk: 
	IDIDl: 
	TIDID: 0
	IEIEa: 0
	IEIEb: 0
	IEIEc: 0
	IEIEd: 0
	IEIEe: 0
	IEIEf: 0
	IEIEg: 0
	IEIEh: 0
	IEIEi: 0
	IEIEj: 0
	IEIEk: 0
	IEIEl: 0
	OCOCj: 0
	IFIFa: 0
	IFIFb: 0
	IFIFc: 0
	IFIFd: 0
	IFIFe: 0
	IFIFf: 0
	IFIFg: 0
	IFIFh: 0
	IFjIF: 0
	IFIFk: 0
	IFIFl: 0
	TIE: 0
	TIF: 0
	TIEIE: 0
	TIFIF: 0
	TNB: 0
	NCd: 
	NFa: 0
	NFb: 0
	NFc: 0
	NFd: 0
	NFe: 0
	NFf: 0
	NFg: 0
	NFh: 0
	NFi: 0
	NFj: 0
	NFk: 0
	NFl: 0
	TNF: 0
	NAf: 
	NAg: 
	NAh: 
	NAi: 
	NAj: 
	NAk: 
	NAl: 
	NBf: 
	NBg: 
	NBh: 
	NBi: 
	NBj: 
	NBk: 
	NBl: 
	NCf: 
	NCg: 
	NCh: 
	NCi: 
	NCj: 
	NCk: 
	NCl: 
	NDf: 
	NDg: 
	NDh: 
	NDi: 
	NDj: 
	NDk: 
	NDl: 
	NEf: 
	NEg: 
	NEh: 
	NEi: 
	NEj: 
	NEk: 
	NEl: 
	TNA: 0
	TNC: 0
	TND: 0
	TNE: 0
	NANAf: 
	NANAg: 
	NANAh: 
	NANAi: 
	NANAj: 
	NANAk: 
	NANAl: 
	TNANA: 0
	NBNBf: 
	NBNBg: 
	NBNBh: 
	NBNBi: 
	NBNBj: 
	NBNBk: 
	NBNBl: 
	TNBNB: 0
	NCNCf: 
	NCNCg: 
	NCNCh: 
	NCNCi: 
	NCNCj: 
	NCNCk: 
	NCNCl: 
	TNCNC: 0
	NDNDf: 
	NDNDg: 
	NDNDh: 
	NDNDi: 
	NDNDj: 
	NDNDk: 
	NDNDl: 
	TNDND: 0
	NENEf: 
	NENEg: 
	NENEh: 
	NENEi: 
	NENEj: 
	NENEk: 
	NENEl: 
	TNENE: 0
	NFNFf: 0
	NFNFg: 0
	NFNFi: 0
	NFNFj: 0
	NFNFk: 0
	TNFNF: 0
	NHa: 0
	NHb: 0
	NHd: 0
	NHe: 0
	NHf: 0
	NHg: 0
	NHh: 0
	NHi: 0
	NHj: 0
	NHk: 0
	NHl: 0
	NHc: 0
	TOB: 0
	NHNHa: 0
	NHNHb: 0
	NHNHc: 0
	NHNHd: 0
	NHNHf: 0
	NHNHg: 0
	NHNHh: 0
	NHNHi: 0
	NHNHj: 0
	NHNHk: 0
	NHNHl: 0
	TFA: 0
	JA: 
	J: 0
	U: 
	Y: 0
	MC: 0
	VD: 0
	W: 0
	A: 
	G: 
	N: 
	R: 0
	Z: 
	DF: 
	S: 
	X: 
	FA: 0
	TJA: 0
	TU: 0
	TJ: 0
	TX: 0
	TY: 0
	TW: 0
	TA: 0
	TG: 0
	TN: 0
	TR: 0
	TVD: 0
	TZ: 0
	TDF: 0
	TS: 0
	TMC: 0
	UU: 0
	VDVD: 0
	YY: 0
	AA: 0
	WW: 0
	GG: 0
	JJ: 0
	NN: 0
	RR: 0
	ZZ: 0
	SS: 0
	XX: 0
	DFDF: 0
	JAJA: 0
	FAFA: 0
	MCMC: 0
	TJAJA: 0
	TUU: 0
	TJJ: 0
	TYY: 0
	TWW: 0
	TAA: 0
	TZZ: 0
	TGG: 0
	TNN: 0
	TRR: 0
	TVDVD: 0
	TDFDF: 0
	TSS: 0
	TFAFA: 0
	TXX: 0
	TMCMC: 0
	TGB: 0
	TGBGB: 0
	bB: 
	cC: 
	dD: 
	eE: 
	fF: 0
	gG: 
	hH: 
	iI: 
	jJ: 
	kK: 
	lL: 
	mM: 0
	nN: 0
	oO: 
	pP: 
	qQ: 
	rR: 
	sS: 0
	uU: 
	vV: 
	wW: 0
	xX: 0
	yY: 0
	zZ: 
	aA: 
	tT: 
	Lc: 
	Lg: 1
	Lb: 
	Lh: 0
	Li: 0
	Lj: 0
	eez: 
	bbz: 
	ddz: 
	aaz: 
	ccz: 
	ffz: 
	ggz: 
	HZ: 0
	TODb: 
	TTOCb: 
	TTIEb: 
	TTIFb: 
	TTOOb: 
	TTOb: 
	TTCb: 
	TTVb: 
	TTBb: 
	TTEb: 
	TTQb: 
	TTPb: 
	TTEAb: 
	TTABb: 
	TTJAb: 
	TTUb: 
	TTJb: 
	TTYb: 
	TTWb: 
	TTAb: 
	TTGb: 
	TTNb: 
	TTRb: 
	TTVDb: 
	TTZb: 
	TTDFb: 
	TTSb: 
	TTFAb: 
	TTXb: 
	TTMCb: 
	TTGBb: 
	TTGTFINALA: 
	TTOEb: 
	TTOOCb: 
	TTIEIEb: 
	TTIFIFb: 
	TTCCb: 
	TTVVb: 
	TTBBb: 
	TTEEb: 
	TTQQb: 
	TTPPb: 
	TTEAEAb: 
	TTABABb: 
	TTJAJAb: 
	TTUUb: 
	TTJJb: 
	TTYYb: 
	TTWWb: 
	TTAAb: 
	TTGGb: 
	TTNNb: 
	TTRRb: 
	TTVDVDb: 
	TTZZb: 
	TTDFDFb: 
	TTSSb: 
	TTFAFAb: 
	TTXXb: 
	TTMCMCb: 
	TTGBGBb: 
	GTFINALA: 0
	La: 
	Lf: 
	Ld: 1
	NHNHe: 0
	GTFINALB: 0
	TTGTFINALBb: 
	H: 
	Haa: 0
	Hbb: 0
	Hcc: 0
	Hdd: 0
	Hee: 0
	Hff: 0
	Hgg: 0
	Hhh: 0
	Hii: 0
	Hjj: 0
	Hkk: 0
	Hll: 0
	THH: 0
	Ha: 0
	Hb: 0
	Hc: 0
	Hd: 0
	He: 0
	Hf: 0
	Hg: 0
	Hh: 0
	Hi: 0
	Hj: 0
	Hk: 0
	Hl: 0
	TH: 0
	Sa: 
	Sb: 
	Sc: 
	Sd: 
	Se: 
	Sf: 
	Sg: 
	Sh: 
	Si: 
	Sj: 
	Sk: 
	Sl: 
	Sm: 
	So: 
	Sn: 
	Ya: 0
	Yb: 0
	Yc: 0
	Yd: 0
	Ye: 0
	Yf: 0
	Yg: 0
	Yh: 0
	Yi: 0
	Yj: 0
	Yk: 0
	Yl: 0
	Ym: 0
	Yn: 0
	Yo: 0
	LH: 
	IAa: 0
	KUKU: 
	KUKUa: 0
	WU: 
	WUa: 0
	WUc: 0
	WUb: 0
	WUd: 0
	WUe: 0
	WUf: 0
	WUg: 0
	WUh: 0
	WUi: 0
	WUj: 0
	WUk: 0
	KU: 
	KUa: 0
	KUb: 0
	KUc: 0
	KUd: 0
	KUe: 0
	KUf: 0
	KUg: 0
	KUh: 0
	KUi: 0
	KUj: 0
	KUk: 0
	KUl: 0
	KUKUb: 0
	KUKUc: 0
	KUKUd: 0
	KUKUe: 0
	KUKUf: 0
	KUKUg: 0
	KUKUh: 0
	KUKUi: 0
	KUKUj: 0
	KUKUk: 0
	KUKUl: 0
	WUWU: 0
	WUWUa: 0
	WUWUb: 0
	WUWUc: 0
	WUWUd: 0
	WUWUe: 0
	WUWUf: 0
	WUWUg: 0
	WUWUh: 0
	WUWUi: 0
	WUWUj: 0
	WUWUk: 0
	WUWUl: 0
	TWUWU: 0
	GB: 
	GBa: 0
	GBb: 0
	GBc: 0
	GBd: 0
	GBe: 0
	GBf: 0
	GBg: 0
	GBh: 0
	GBi: 0
	GBj: 0
	GBk: 0
	GBl: 0
	GBGB: 
	GBGBa: 0
	GBGBb: 0
	GBGBc: 0
	GBGBd: 0
	GBGBe: 0
	GBGBf: 0
	GBGBg: 0
	GBGBh: 0
	GBGBi: 0
	GBGBj: 0
	GBGBk: 0
	GBGBl: 0
	QU: 
	QUa: 0
	QUb: 0
	QUc: 0
	QUd: 0
	QUe: 0
	QUf: 0
	QUg: 0
	QUh: 0
	QUi: 0
	QUj: 0
	QUk: 0
	TQU: 0
	QUQU: 
	QUQUa: 0
	QUQUb: 0
	QUQUc: 0
	QUQUd: 0
	QUQUe: 0
	QUQUf: 0
	QUQUg: 0
	QUQUh: 0
	QUQUi: 0
	QUQUj: 0
	QUQUk: 0
	QUQUl: 0
	TQUQU: 0
	MU: 
	MUa: 0
	MUb: 0
	MUc: 0
	MUd: 0
	MUe: 0
	MUf: 0
	MUg: 0
	MUh: 0
	MUi: 0
	MUj: 0
	MUk: 0
	MUl: 0
	TMU: 0
	MUMU: 
	MUMUa: 0
	MUMUb: 0
	MUMUc: 0
	MUMUf: 0
	MUMUe: 0
	MUMUd: 0
	MUMUg: 0
	MUMUh: 0
	MUMUi: 0
	MUMUj: 0
	MUMUk: 0
	MUMUl: 0
	TMUMU: 0
	NU: 
	NUa: 0
	NUb: 0
	NUc: 0
	NUd: 0
	NUe: 0
	NUf: 0
	NUg: 0
	NUh: 0
	NUi: 0
	NUj: 0
	NUk: 0
	NUl: 0
	TNU: 0
	NUNU: 
	NUNUa: 0
	NUNUb: 0
	NUNUe: 0
	NUNUc: 0
	NUNUd: 0
	NUNUf: 0
	NUNUg: 0
	NUNUh: 0
	NUNUi: 0
	NUNUj: 0
	NUNUk: 0
	NUNUl: 0
	TNUNU: 0
	XU: 
	XUa: 0
	XUb: 0
	XUc: 0
	XUd: 0
	XUe: 0
	XUf: 0
	XUg: 0
	XUh: 0
	XUi: 0
	XUj: 0
	XUk: 0
	XUl: 0
	TXU: 0
	XUXU: 
	XUXUa: 0
	XUXUc: 0
	XUXUb: 0
	XUXUd: 0
	XUXUe: 0
	XUXUh: 0
	XUXUg: 0
	XUXUf: 0
	XUXUi: 0
	XUXUj: 0
	XUXUk: 0
	XUXUl: 0
	TXUXU: 0
	ZUf: 0
	ZUg: 0
	ZUi: 0
	ZUh: 0
	ZUj: 0
	ZUk: 0
	ZUl: 0
	TZU: 0
	ZUZU: 
	ZUZUb: 0
	ZUZUc: 0
	ZUZUd: 0
	ZUZUe: 0
	ZUZUf: 0
	ZUZUg: 0
	ZUZUh: 0
	ZUZUi: 0
	ZUZUj: 0
	ZUZUk: 0
	ZUZUl: 0
	TZUZU: 0
	QUl: 0
	HH: 0
	ZUa: 0
	ZUb: 0
	ZUc: 0
	ZUd: 0
	ZUe: 0
	ZU: 
	ZUZUa: 0
	WUl: 0
	NFNFh: 0
	NFNFl: 0
	Nombre d'année: 
	Lk: 0
	IFIFi: 0
	TWU: 0
	OJAJA: 
	OUU: 
	OJJ: 
	OYY: 
	OWW: 
	OAA: 
	OGG: 
	ONN: 
	ORR: 
	OVDVD: 
	OZZ: 
	ODFDF: 
	OSS: 
	OFAFA: 
	OXX: 
	OMC: 
	OuOO: 
	OCOC: 
	OBOB: 
	OAOA: 
	IAIA: 
	IBIB: 
	ICIC: 
	IDID: 
	IEIE: 
	IFIF: 
	NGNG: 
	NHNH: 
	NANA: 
	NBNB: 
	NCNC: 
	NDND: 
	NENE: 
	NFNF: 
	OuCC: 
	OuVV: 
	OuBB: 
	OuEE: 
	OuQQ: 
	OuPP: 
	OuEAEA: 
	OuABAB: 
	OuU: 
	OuJA: 
	OuJ: 
	OuY: 
	OuW: 
	OuA: 
	OuG: 
	OuN: 
	OuR: 
	OuVD: 
	OuZ: 
	OuDF: 
	OuS: 
	OuFA: 
	OuX: 
	OuMC: 
	OuO: 
	OuOA: 
	OuOB: 
	OuOC: 
	OuIA: 
	OuIB: 
	OuIC: 
	OuID: 
	IE: 
	IF: 
	NG: 
	NH: 
	NA: 
	NB: 
	NC: 
	ND: 
	NE: 
	NF: 
	OuC: 
	OuV: 
	OuB: 
	OuE: 
	OuQ: 
	OuP: 
	OuEA: 
	OuAB: 
	Postal code: 
	Description #1: 
	Other revenues 1: Other revenues
	Other revenues 2: Other revenues
	Other revenues 3: Other revenues
	Other revenues 4: Other revenues
	Other 4: Other
	Other 5: Other
	Other 6: Other
	Other 1: Other
	Other 2: Other
	Other 3: Other


