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September 6, 2013 Ofiics oF THE GentrAL COUNSEL

William M, Hogan, Esq.
The Gilreath Law Firm, P.A.
PO Box 2147

Greenville, SC 29602

RE:  Pankaj Patel v. Krish Patel and P. Communications, Inc.
Case No.: 2011-CP-23-7338

Dear Mz, Hogan:

This is in response to your subpoena dated August 5, 2013, to Joff Smith, an instructor at the
Unlversity of South Carolina Upstate, seeking education tecords pertaining to Krish Patel. The
requested business plan submitted by Kxish Patel is enclosed, We redacted the name of the other
student who worked on the assignment, ’

Krish Patel took the following courses taught by Jeff Smith:

SBAD 225 Fall 2005: Kirsh Patel’s final grade was D+, Course description: Financial
Accounting (3) Principles of external financial reporting for business entities, including income
measurement and determination of financial position. Prerequisites: SMTH 120 or 121 or 126,

SBAD 471 Spring 2008: Kirsh Patel’s final grade was B. Course description: New Business
Enterprise (3) Analysis of business opportunities; planning and establishing a business
otganization to exploit an opportunity; management of a small business, Prerequisite: SBAD
371. .

Please contact me at (803)777-7854 if you have any questions. Xﬁ@t
A
Sincerely, ‘&({%@%’) - Qfﬁ'ﬁ
0\ oef - 'm?‘b‘ ‘
] X ﬁi‘i ’
Pl
) . \ﬁ'&‘*"‘m
Henry J. White Cios

Assaciate General Counsel
Enclosure
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OWNERS

Jay Krish Inc.

408 Ashby Patk Lane
Greenville,5C 29607
864-275-5605

864-451-7533
KrishV.Patel@Hotmail,Com
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Il.' Executlve Summary

This business model conslst of retall authorlzed Verlzon Wireless retall locations. The
product being sold is Verlzon Wireless service, equipment and accessorles; Verizon
Wireless has Invested more than $40 billion since the company was formed to Increase
the coverage and capacity of its natlonal netwark and to add new services. Verlzon
Wireless currently serves 65.7 millfon customers. The volce network reliabflity test
resuits have consistently shown that the rate of Ineffective attempts for the Verlzon
Wireless natlonal network, in major metropolitan centers and some remote areas, Is
lower than any other natlonal carrier.

Verlzon Wireless owns and operates the natlon’s most rellable wireless network, serving
65.7 milllon volce and data customers, Leveraging Its greatest asset - its network -
Verlzon Wireless continues to lead the industry by offering the highest quality products
and services while introducing Innovative technology solutions,

Verlzon Wireless Authorized Agents eart a commission, co-op accruals and account
malntenance fees for the activatlon of customers on Verizan Wireless calling plans
according to thelr agency agreements, Verizon Wireless performs all billing, collections
and customer service for the Verizan Wireless customers activated by the Authorized
Agent, Authorized Agents Identify themselves as authorlzed agents of Verlzon Wireless
and use Verizon Wireless trademarks in accordance with their agency agreement. The
Verizon Wireless indirect Channel vislon s to have strategic alllances with Authorized
Agents by having a finite number of locations that are strategically placed within the
market place, '

The target market will be anyone of age 6 and up. The celiular industry Is an evolving
and growing business, The continuing growth will allow our business to expand and
make a substantlal profit. The facus of this business Is 1o grow into muit! retall locattons.
Multl locations result tn a higher net profit. The key to success In this agent program Is
locatlon, low cost equipment purchases, managament and operations. This business
could evolve over time hecoming a large multi million doliat company. The future of this
Industry ltes in the hands of new technology.

Initial start up capital of each location is projected to be $50,000 per location. That cost
Includes inventory, furnlture, fixture, rent, salary compensation If needed, pos systems
and legal services, Additionally, Verlzon Wireless will pay $12,000 per store opened as
start up capital, .

A small business loan will be necessary to get start up capital. The company will use real
estate as collateral for the loan and personal guarantees, This money allows the
business to start up and pay off over a perlod of time rather than using all persohal

capltal,

USC000005
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. General Company Description

This company is formed by a group of local entrepreneurs. This South Caralina based
company will operate Verlzon Wireless agent locatlon{s), Location(s) will be exclusive
retall locatlon(s) to purchase Verizon Wireless service and equipment,

Objective:

- To bulld the flagship agent store of Verizon Wireless In the district, Through
sales, revenues and customer experience,

- To provide teaining and support for store personal, maintaining excellent
moral of all stare employees. . ’

- To create the hest possible customer experlence resulting not only In
customer loyalty and Increasing sales for the store, but also for Verlzon
Wlreless, :

- To hold regular staff meetings that will result In the continued commitment
of bullding one team, which, by working together wlll make our stores
flagship agent stores of the district.

UsCco000006
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V. Products and Services

Our locations will have full intent to offer the complete line of products and wireless
solutions provided by Verizon Wireless. By using a strateglc Inventory process control,
we will be abie to provide all different types of products to our consumers,

.

Service

A team of professlonal, motivated, positive and knowledgeable staff will be available for

our customers,

Every customer will get the perfect customer experlence from our sales team. All
employees will go through extensive training when hired. The sales team will be
Intergraded with the communities’ business events. All representatlves wilf be tralned
on out bound and cold calling. Employees will be tralned on how to generate small
business leads as well as how to establish and create them. Employee will be tralned on
personal selling skllls, customer first and probing models., Mystery shops will be
conducted In order to evaluate and promote better performances, Employees will be
tralned on CDMA technology as well as evdo. As technology changes or improves all

employees will be kept up to date.
Verizan Wireless VS, Compatltors — AT&T, T-Moblle, Sprint, Alltel,

The competitive advantage will be taught to be sure our employees providing
consumers with accurate Information,

usce00007
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V. Marketing Plan And Strategy

Market Penetration

Entry Into the market should not be a problem. The first store has extremely high
visibility

with heavy foot traffic all day long, The most traveled on and highest real estate value

road In the Upstate of 5C.

Marketing Strategy

Focusing on the unlque service and professtonalism. Courteous and knowledgeable sales
consultants to pravide consumers with all thelr wireless needs. Backed up by Verizon
Wireless, Worry Free Guarantee )

- Print media -- local newspapers, magazines and student
publications

- Chamber of Commerce brochures

- Direct mall -- subscriber lists, office

- Misc, -- yellow pages, charlty events

- Internet Website

- Corporate relations

The marketing effort will be split Into 3 phases;
1) Opening  -- An advanced notlce sent out td our parsonal, business and community

contacts,
2) Ongolng -~ A flexible campalgn with personal, business and commuinity contacts,

assessed regularly

for effectiveness,

3) Point of sale - A well-tralned staff can Increase the average check as well as
enhancing the customer's overall experlence. Word-of-mouth referral Is very important
in bullding a custamer base,

Target Market.

The market for the Verizon Wireless products Is anyone age 6 and up. The Upstate, SC
market Is densely populated and Increases to grow. With ICAR research center and

USC000008
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south financlal bank coming Into Greenville, it will Increase the demand for ceflufar
users.

Market Location & Customers

Our first location will be placed on Woodruff Road, the highest trafflc count and real
estate value In the Upstate of SC.

Local population -- the county of Greenvilie with a year-round population of 500,000 +-,
Local businesses -- The Chamber of Commerce lists over 6400 businesses, Companies
such as Michelln, BMW, Flour, Jacebs, ete have large offices or corporate headquarter
located here.

Venues: Bl-Lo Center (16,000), Furman Unlversity, Timmons Arena (4,750), Sirrine

Stadlum (13,000),
Furman University Paladin Stadlum (16,000), Furman Untversity Soccer Stadium {3,000)

The student — USC Upstate, the largest growing university In the state. Clemson,
Furman, Greenvllle Tech, Bob Jones, North Greenville College .

Competitive Strategy

Our locations will offer:

A professional, perfect customer experlence and total wireless solutions,

Tralned Individuals, gutded by professionals of the business Industry.

changing behavlors to change results

- High employee motivation and good sales attitude

Employee Tralning & Education

Employees will be tralned not only In thelr specific operational dutles but in the
philosophy and applications of our concept, They will recelve extensive I_nformatlon
from the management and be kept Informed of the Jatest Information on the industry.

UsCo00099
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Niche

Our company will be the one stop solution for the everyday consumer and small business
clients, Our management and organization will be tralned directly by individuals who
have worked for and In this Industry for several years, Our advantage wil! simply offer
the total solution and no other agents in the upstate will be able to offer the service that

we wlll,

Promotion

Our company will focus on bullding customer relationships and strive to keep high loyalty
programs for our repest clients. We will network within the community 1o offer our
service to Individuals and businesses.

Some of the promotional programs will Include discounts on accessory Items and walved
equipment fees. :

pricing

Our pricing will reflect much of the corporate retall pricing. This wifl allow our company
to stay competltlve and make sustalnable profits, Offering low prices will not necessarily
be our mission but to provide service with the purchase.

Distribution Channels

Our channels will mostly consist of retall sefling and b2b. As our company grows we will
establish anline purchasing,

Sales Forecast

USC000010
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VI,  Operatfonal Plan

Our first store wilt consist of a director of aperatlons. This person will manage day to day
cash contrals, Inventory and sales tracking, Additfonally they will traln, develop and
coach tha sales staff. Sales staff will be conducting cold calls to generate sales leads
during slow times, As the company expands, central management will expand as well,

Production

Al equipment will be purchasad directly from Verlzon Wireless as a vendor. This will
ensure the gquality and durabllity of the product. Not only that but It will ensure the
sensltivity of time on orders placed. Our inventory control will be conducted by a pos
system but will also include cycle counts In opening and closing procedures.

Lacation

Our first proposed location will be on east slde of Greenville. it Is Impartant to qualify a
location which has other anchor retall stores surrounding to drive walking traffic. Our
locatlons will be road front within mixed shopping centers and plenty of visibility and
parking.

Our locations will be replica of corporate Vertzon Wireless retall locations to provide the

‘camplete mage. It is very Important to stay cohsistent for all locatlons.

Locations will need to be around 2000 -1500 sq.ft. FIndlng locatlons around the $17-524
ft will be the criteria to stay within rent budget.

Legal Environment _
An s-corp. will need to be created for the company. Also a retail sales license wiil be
needed to do business In the state and county.

Personnel

Each location will need a maximurn of 3 employees inltlally, The staff of three witl be
sales representatives. The individuals will need to be qualified Individuals seeking a
commisslon based sales position, .

Good computer and verbal skills will be required. All staff will be trained by our
company and Verizon Wireless. Using compantes like staffing and recruiting agents will
help find right Individuals,

Pay will be based strlctly on commission to keep staff motwated to sell, This Is usually
standard in this type of business,

USCo00011
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Upper management will be pald on salary plus commission on gross sales.

inventory

Inventary levels will be maintalned based on product promotions, vendor discounts and
product demand. POS systems will altow the business to coordinate this process
efficlently. ROP will be established on business supplies after understanding months of

business neads,

Suppliars
The key suppller will be Verlzon Wireless. This will ensure an time orders and quality

warranted product.

Credit Policles
This business will not operate on any credits,

Managing Your Accounts Payable

The director of aperations will controf all accounts payable transactlons using bank of
Amerlca’s business banklng program for ease of use,

USC000012
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vll.  Management and Organlzation
Professional and Advisory Support
Krish V. Patel, CEO & President
Vijay R. Pate!, Vice President

Corby Phillips, General Manager & Project Development
Krish V, Patel, Director of Sales & Operatlons

Alka V. Patel, Director of Training & Inventary Control
Jay Patel, Director of Marketing

S. Allan HIll - Attorney & Professional Business/Legal Support
Mukund Desal — CPA, Consultant

000014
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IX. Startup Expenses and Capltalization

USC000014

Pl. Trlal Bocuments 00145 @

000015




Startup Expenses
Verizon Wireless

Sources of Capital

Owners' Investment (nemoe and percent

ownership)
Jay Krish Ino,

Total Investment
Bank L cans
BB&T

Bank of America
Total Bank Loans

Startup Expenses
Capital Equipment List
Furnlture and Fixtures
Equipment

Other

Total Capltal Equipment

Location and Admin Expenses
Rental

Utllity deposits

Legal and accounting fess

‘Prepald [nsurance

Total Location and Admin Expenses

Opening Inventory
Cellular Equipment

Accassofles
Total Inventory

.Adverlising and Promotional Expenses

Advertlsing

Signage

Printing

Total Advertising/Promotional Expenges

Reserve for Contingancles
Working Capital

$ 10,000 (perlocation)
$ 10,000
$ 25000
25,000

& 60000
$ 8,000
7,000
5,000
$ 18,000
$ 2,700
60
5§00
200
$ 3,450
$ 10,000
800
$ 10,800
$ 1,500
600
250
2360

$ 1,600
$ 6,000

000016

UsSC000015

PI, Telal Documents 00145 P




Summary Statement

Sourees of Capital
Ownerg' and other Investments

Bank loans

Tota) Source of Funds

Startup Expenses

Capltal squlpment
{ocationfadministration expenses
Opening inventory
Advertising/promotional expenses
Contingency fund

Working capllal

Tota) Startup Expenses

Securlty and Collateral for Loan Proposal

Collateral for Loans
Real estate

Owners
Jay Krish Inc,

$ 10,000
§0,000

$ 60,000

48,000
3,450
10,800
2,250
1,600
6,000

$ 41,000

Value
$ 200,000

000017
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' Balance Sheet (Projected)

Verizon Wireless

Assets

Current Assets

Cash [n bank
Accounts recelvable
{nventory

Prepald expenses
Other current assels
Total Currant Assets

Eixed Assels

Machinery & equipment
Furniture & fixtures

{ easehold improvements

{LESS accumulated depreciation
on all fixed assets) $376/month
Total Fixed Assets (net of
depreclation)

Other

Total Other Assels
TOTAL Assels

Llabllitles and Equity
Current Liabllitles

Accounts payable

Interest payable (10%)
Taxes payable (6%)
Current part, long-term debt
Other current liabilities
Toftal Current Liabilities

Long-term Debt
Bank loans payable
Other long term debt
Total Long-term Debt

Total Liabllities

Ownors' Equity

Invested capital

Relalned sarnings - bagihning
Retalned earnings - current
Total Owners' Equity

Total Liabllitles & Equity

Beginning
as of 08/01/2008

§ 80,000

10,800
3,450
5,000
$ 79,260

$ 7,000
6,000
1,000

|

§ 14,000

il

$ 19,000

1,140
11,860

$ 31,700

$ 60,000
1,560

§ 51,660
§ 830
———— 1

$ 10,000

30000
¥ 93,250
—_———

Projected
as of 06/01/2009

$ 66,2659
1,408
8,800
3,460
5,000

$ 83,015

§ 7,000
6,000

(4,600)
$ 8,600

A5

== ]

$ 19,000
1,800
1,140

6,000
$ 28,040

$ 4,000

$_ 4,000

§ 92,040

[— - ]

$ 10,000

60,375
580376

F 02415

= ]
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Twelve-Month Gash Flow
Verion Wireless i
Fiscal Year Begins: Joe08
’ Startup R Totalitem
ESY_| Junt8 | 31408 | Augd8 | Sep08 | 0ct08 | Hov03 { Dec.03 | Jan-b8 | Fenrts | staros | Apeos { Mayos | EsT
Garsh ot Hand (beginaing
of manth) 0000 65550|_61267| £3899 €0.096] 79683 81.605] 87.283] 107.757] 109,600 109,160) 110,228] 111872
CASH RECEIPTS
Cash Ssles Ol 29855 32670 S5135| 24.600] 27138 81401l 45780 259%0] 24639) 25181| 26832 27s00| sseses
Coletons fm CR accounls!
l.oanf otheccash .
TOTAL CASH RECEIPTS 9] _236%5) 22670] 351361 246001 27,185 514011 457e0| 26040| 2A689] 2o.81] 26892| 27.500] 2mo5es)
Total Cash Avenablo ! ] I
(efore cash out) €0000) €5205) 3887 105.03¢] 104.696] 106.818] 192,706) 133.063) 134607} 123.248] 135343] 1a7.050] 130,572 359569,
CASH PAID OUT
Unen Rental 5] 15] 5] 18] 15 5] 185 5] 18] 15 5] 18] 180
[Food and Beverage 75 75| 75 75 75 75 75 75 75 75 75| 5] 00|
|Gross wages 60001 67501 75001 4.875| 5475) 6375\  9.000] 5475| 5100] 6250] 5400 Sg25 228
Payrol expenses .
[Supplies {office & opet) 120] 130 120 30 130 130) 130 13 130 130 120 130 1560
|Repins & maivenance s0] €00 509 500) 600 560/ 500 500 560 500 500 500 6.000
{Adverising 17500 1,800, 47501 4500] 1875} 1.985] 2%00] {800 1.700] 1.508) 1875 1750] 22088
Credit Card F6% 20d j
Rental o0 o0 &50] o6 560 S50, 269 o0 560 50 960 960] 11,520
Actounling & fegral 500 350l Aoy 350 775 500 605 550 450 560 476 375) 400 775
Rent, 2760} 2700] 2700] 2700l 2700] “2700]. 2700|2700l 2700] 77000 2708 560|270 35100
Telephons (60 *S150) 200 9000l 9000 9000/ S5000F B000I 9000 9,000 9.000) 9.000]  6.000] 9,000 163000
Uames, &) 500 €00 €09 800 [ 200 500 800 £00] 800 200 T00] 9600
I 200] __200] 200 2001 200 ;% 200 200] 2 2001 200] 200]  =200] 2,600
Tunres (real estale, elc) 140l 14691 4463|1463 1483 143|148l 1463 1463] 3463 1453 Idea| 1755
nferest 500 ~ 509 500 50)  500] 00 500 50| &0 50 500 500 5.000)
45 45 A5 as]  as 45 45 45 45 45 43 45 549
100f __ 160) 6] 109) 100 X 160 09 100 169) 160} 100 1200
35| 350 350|350 350 354 350) 350 350 350 850}  a3s0| 4200
24838] p57%3| 25438| 23868 24698 257%0] 2a483| 24,603] 24483 24359] 24488 24613 305641
24558] 26.788| 26438 23883) 24608l 25788) 2540al” 24563 hams| 27288| 2ises| 23613 ZHSEAT
Srer
61257] 83,349] 78506 ao,aos[ sz,ml 85,903] 104578} 110,184] 110,080 110,973) 112,572 Z 254
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ESSENTIAL OPERATIHG DATA (non cash flowy infosmabion)
Sales Volume (do¥ess) 20655] 52670 38435 24600] 27.435) 31,401} d457€0] 265940] 24639 -
[Acoourts Receivebs 10 150 130] 125! 275] . 100, 155! 138 28|
Bad Debt (end of mondh) [} 0 9 [ 9 [} 0 [
on end {eom) 10.800] _ OZ00] 10000 12.000] 13960 11,050 10650} 40700} 11,0001 10.500] 10000 9.200] 9,60 8,809
{homsunis Payable (eom) | -9,000] A7500] -16.625] _+16225] -17,000} ~17,160] -16600] ~16400] 16,750} -16.200] -16.800) 1563 -16.000 -15.000
Depreciali [¢] 370 3701 870 370, 370[ 370] 370 g10 370 370 ri] 4440]
c
@
I+
=3
=4
8 .
54 .
. Y Pl.TrialDocumenlsODk}S.U
! N \
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Opening Day Balance Sheet

Vetrizon Wireless

Assela

Curront Assets
Cash [n Bank
{nventory

Prepald Expanses
Other

Total Current Assets

Fixed Assets
Machinery & Equipment
Furniture & Fixtures
Leasehold Improvements
Real Estate { Bulldings
Other

Total Fixed Assels

Other Assets
Other

Total Other Assets

Total Assets

Liabllitlas & Net Worih

Current Liabllities

Accounis Payable

Taxes Payable

Notes Payable (due within 12 months)
Current Portion Long-term Debt
Other current liabllitles

Total Current Liabliltles

Lopg-term Liabllitles

Bank Loans Payable (greater than 12 months)
Less: Shori-term Portlon

Notes Payablo to Stockholders

Other long-term debt

Total Long-terin Liabllitles

Total Liabilities

Ownsrs' Equity (Net Worth)
Total Liabllities & Net Worth

$ 60,000
10,800
3,450
§,000

§ 79,250

$ 7,000
6,000
1,000

-
P = &7 v~

$ 14,000

1

- § 03,260
#

§ 19,000
1,140

—4.660
$ 31,700

$ 60,000
1,650

$ 51,550
$ 83,260
- ———— ]

$ 10,000

o A

$ 83,260

|
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Break Even Analysls

Sales Requlred
New Activation
Renewals
Accessorles
Bifl Payments

Fixed Cost

Taxes
Salary

rant

utiflty
Inferest
depreclation

Cradit Card Fees

per Month
§1,463.00
$4,600.00
$2,700.00
$ 800.00
$ 600.00
$ 875.00
$ 950.00

profitperftem  #sold  monihly totel
$160 60 § 96,000.00

$45 10 § 4650.00

$12 114 & 1,368.00

$8 78 21.00

000023

$
$
$

$
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yearly total

108,000.00
6.400.00
16,416.00
252,00
130,068.00

yearly
17,666.00
64,000,00
32,400,00
9,600.00
488.00

UsC000022
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X Flnanclal Plan
12-Month Proflt and Loss Projection
Four-Year Profit Projection (Optlonal)
Projected Cash Flow
Openlng Day Balance Sheet

Break-Even Analysls

000024

Usco00023 ¥

PI. Trial Documents 00145




|
-( : { ‘ Pe
7/7 /P

VU{;}:’K“: Alka ﬁd‘_d
Sen o e b Pabel

Comm Bt Ty = Dfm’fvrf‘— (51)' R, 6. H"?f’iﬁ_fi.“:}_l_é.‘.-’_c
: Dot neoh, Row e &Ra &‘\Jua._};

/V: AT T S Fw-o__;kw__.—"_,@m\b MWJ()M__ﬂ
e D afat D -

LA#;L + LL&- bwﬂu&- L—‘ ypoé:z;.,\_w /(o

..... 4:]'0—}‘&/&- Ml\"""\_z;;c (.s C"“?J ~ U, &b"l‘ﬁlk—'u

owzv»vs
t

ey

/DU-G.LY‘L"‘\_j:NM _L\Q C“ F*“Pw'l(wllh(“c- pﬁ«-a&(‘o ‘\a'{"’( o+

Bt S, Pbmuéuv-q AWNS L[ﬂ-— & Land

~—

Ows alo gl 4:7\1__\/. oy Qﬂ’/) ﬁ".&,ﬁ;&xda&CS‘-‘i/ . S (

\lq.S‘OP - 5‘;.“?(».1.‘,_ (\.S"

gt Co T Eeirh (o he, (5 cocp)

also owws t 2, L'\-DM&O_

b b \4‘\’ “’_, Ve HO?"FIMA ("’(':C__’_A y;!-:y ow$J$. Z.S /
oo bl (Bullolen o 289).

. ._ kvP JY\VM'JIMJ—-/ﬁ & 0  Lle
"’f’ ! howse. 25_/ l'\hﬁ\ 7-"§/ V'k!“‘)’ Q/o‘ﬂwrs
\ .
Neeis ot/ P COMM-JW "49"’—6""’?“ /'U‘— _:_ i 704‘2:___,_-,;(7
yhoves <164 éorla/'%// s
€ M:f /’7‘»«)
i - o iKaj 002010 (

Pl. Trial Document 00229

000025




lanvary 2010

Allentlon: Patrlca Cook, Verizon Wireless Oporations/Legal

Subject: P Communications inc, Cwnership Change

Patricly,
* Planse make e followlng changes to P Communleations e, Kelth Galley's 40% ownership has been
surrahdered to the Corporallon, Therefore, 100% of tha outstanding stock ts under ownarship of Krlsh Patel,

Keith Galley will cantinua as the Director of Sales for the Campany,

( ) . Stncarely,
N ( o

Krlsh Patel — Prestdant

Wireless Commuiioafions

864-275-5605 .C,
864-282-8050,0, °
T g w2 -,RN>
C’\?ﬂ. c{,/_, _’_r,_,‘./,...u-uﬂun.u-—- ,»)’ ,IV'ZQE L ) P
- Lt <
Kih V., Patel Kot Gatley N} )
pates [~ 25~ 10 vater_/ =R 5"* /O
<& et 270
( Wireloss Coimmunieations
2007 Augusta StGroanvllle, $G 29608 Dafendantg 000619
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romn Buss

Hot Wire
Twenty-something blz

whiz tsh Patel made
a good ocill

/ iy Jao Chebaloris

siybe 103 hocanse ho wag bon flsst

that Krish Patel doesn't ke coming

in secottds

Telsh Jios buth what you might

cali & wicelpss omplre ACCOSS awch of Sovth
Carollnn and nosther Georgla #s tha prosidont
of Witeless Communientions, a premlum rotatter
forvestzon Wiscluss, H6 o nlso only 25 yonss
old, and, no, e mado s forlune tho ojd-
fashloned way—h capnedd 1L

His drive, datermination, and snteepresteyrol
spirlt wora cloarly handed dowa fotu fils
mother apet faher wio came 1o the United
States from Gojrath, Indin, *They cunt with
nolhing but 1 doam,” says Xrlsh oF Wis pasants’
splrt to succeed, They owned a liquor store
business (n Houston, whoro Krish was liom) |
nd h dnecleaning business (in Adanta), hefore
movlng to Greenville, whera they oponed Uiy
very fiest hatel tn Travelers Rest a Sieep Inn)
and thea anothac tn 2000,

‘White sl In middle school, Krish helpest
out with the housckedplag on the ¥ lecnda
for £10 or sometins $20, Aler 4 string of cetalt
Johs (heee ot ono g when he was 16), e
started ua t custorac seevics represontative
ot Varlzon when ha wpd )9, and by his
sophoniore year of college o Ustversity of
South Cacolina—Upsiats, Kesh was warking
full tme 05 both g sates wp and w sheduit,

Sounds like n g for that nge, maybe? Mot
{of Krish, e foved &t % vas woiKing 40 howss
o weok, golng to clasa ull tme, and K waes
laeredibla,” He sumpassed his stles quotn thit
fiest yeag seoching 387 pegeent. By the tns hio
was 21, ha declded 10 epan his own Yerivon
stora, launching Wircless Comawnieations in

2008, the yea¢ ha peadunted college (using
o business plan ha hd defredd In one of s
‘coltegs dasses). By the antl of 2009, ha had
opened five slofes, agdd the company roached
3.3 million i sales, It now has 23 stores,
with phnns to rench 30 by the end of this yeor,
50 by the end of next,. .

Krleh, who also flucntty speaks « dialect

vl AT e

)!ji;
LA uy 7 bogld "
3
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e
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Sounds ke a drag for that age, maybe? Not
for Kvish. He loved It “T was working 40 hours
1 week, going to cliiss full thne, and It was
Increcible,” He surpassed his sales quota that
fiest year, reaching 187 percent, By the tme he
was 21, he declded to open his own Verizon
store, launching Wheless Communications In
2008, the year he graduated college (using
the business plan he had drafted In one of his
college clusses). By the end of 2009, he had
opened five stores, and the company reached
$3.3 miilton In sales, He now has 23 stores,
with plans to reach 30 by the end of this yeas,
50 by the end of next.

Kxish, who also fluently speaks a dialect
of HincH, #s not flashy about his success. “The
hottom Hne is that {t's never been ahouc the
nwney, s always been about me being ahle
10 do something my patents did, which is to
start something from nothing,” he says, “The
thing that I pride myself on {5 that { dida’
have to take 2 haadout from anyone. I dld it
on my own, 25 far ag financtally.” Bmotlonally,
howeves, Kelsh Is endearingly humble and
quickly acknowledges that he’s only as good as
the people he has surounded himgelf with—
Including V7 Patel, the vice-president of Kslsh's
business, who repors o the boss like his
other neacly 200 employees do, but with one
disunction—he also calls him “son.”

Walk & Tatk:

Kilsh Patel, 26, Is the president .

and ownar of Gresnville-basec
company Wireless Communlections,
which he has grown 10 23 stores,
wilh plans fo reach 30 by the end
of the yaar, o

38 YOWMN / towngreenville.com
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845,100,000

$40,000,000

1.53%,000,000

$30,000,000

525,000,600

$20,0C0,6i00

5£15,000,000

£10,00,000

5,000,000

k4

P Commuﬁ_(cationis, inc
Sales per Forrn 11205

2008 to 2012

2010

e Yales
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2011

AN2

LXTHBET

$41,934,909

2042 %
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

. Company Description

Kundo, Inc., a Massachusetts based company, will operate
Abonda, a single unit, medium-sized restaurant serving
healthy, contemporary style food. The restaurant will be
located at 645 Deacon Street in Cambridge, Massachusetts.

. Mission Statement

The company’s goal is that of a multi-faceted success. Our first
responsibility is to the financial well-being of the restaurant.
We will meet this goal while trying to consider; 1) the effect of
our products on the health and well being of our customers
(and our staff), 2) the impact that our business practices and
choices will have on the environment, and 3) the high quality
of attitude, fairness, understanding, and generosity between
management, staff, customers, and vendors. Awareness of all
these factors and the responsible actions that result will give
our efforts a sense of purpose and meaning beyond our basic
financial goals.

Tava Grill, Inc.

. Company Description

Tava Grill, Inc., a South Carolina based company, will operate
Tava .Grill, a single unit, small to medium-sized restaurant
serving healthy Indian fusion cuisine. Outside catering will
also be operated out of the restaurant. The restaurant will be
located at In Greenville, SC.

. Mission Statement

The company’s goal is that of a multi-faceted success. Our first
responsibility is to the financial well-being of the restaurant.
We will meet this goal while trying to consider; 1) serving
fresh and healthy food. 2} Highlight quality food. 3) The best
service to our customers and 4) the high quality of attitude,
fairnéss, understanding, and generosity between
management, staff, customers, and vendors. Awareness of all
these factors and the responsible actions that result will give
our efforts a sense of purpose and meaning beyond our basic
financial goals.

ftems in blue were added ' o1
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

. Development and Status

The company was incorporated in September on 1995 and
elected sub-chapter S. The founders are Jack Morton and
Wilma Mason. Jack is the President and Wilma the Vice
President. There is a total of 10,000 shares of common stock
issued. Wilma and Jack each own 3,000 and the remainder
are retained by the company for future distribution. In
addition they have loaned the company $25,000 of their own
money for research and start-up costs.

A suitable site for the first restaurant was found last month
and lease negotiations are in final stages. The location will be
on Deacon Street, just outside Harvard Square and close to a
dense population of the target market. When the lease is
signed there will be three months of free rent for construction
and in that time the balance of the start-up funds must be
raised. With that phase completed, Abonda Restaurant can
then open and the operations phase of the project can begin.

items in blue were added

Tava Grill, Inc.

. Development and Status

The company was incorporated in September of 2005 and
elected sub-chapter S. The founder is Parul Patel. Parul is the
President. The restaurant will be operated and managed by
four family members, Parul, Atul, Minal and Jyotin while
Pankaj Patel will be the business advisor. Startup capital will
be provided by Parul ($30,000), Atul ($20,000), and Jyotin
($10,000). Additional capital requirements of up to $50,000
have been arranged for at Bank of America and/or BB&T and
will be drawn as needed.

A couple of suitable sites for the first restaurant were found
last month and once the final location is picked, lease
negotiations will be under way. The location will be around
the Haywood Mall area and close to a dense population of
the target market (Flour, St. Francis, Greenviile Hospital
System, North Hill Medical, USPS, etc). Depending on the
final location, the restaurant will start operating either
immediately or by March 2006.

Pl. Trial Document 00489
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

. Future Plans

If the business is meeting its projections by month nine, we
will start scouting for a second location and develop plans for
the next unit. Our Five year goal is to have 3 resturants in the
greater Boston area with a combined annual profit of
between $500,000 and $1,000,000

. Industry Analysis

Although the restaurant industry is very competative, the
lifestyle changes created by modern living continue to fuel its
steady growth. More and more people have less time,
resources, and ability to cook for themselves. Trends are very
important and Abonda is well positioned for the current
interest in lighter, healthier foods at moderate to low prices.

ltems in blue were added

Tava Grill, Inc.

. Future Plans

After the business is meeting its projections by year two, we
will start developing a non-full service type of restaurant
with a limited menu for deployment as franchise units. Our
Five year goal is to have 3 restaurants in the greater
Greenville area with a combined annual profit of between
$500,000 and $1,000,000

. Industry Analysis

Although the restaurant industry is very competitive, the
lifestyle changes created by modern living continue to fuel its
steady growth. More and more people have less time,
resources, and ability to cook for themselves. Trends are very
important and Tava Griil is well positioned in a niche market
of Indian fusion cuisine, excellent service and healthy
vegetarian and non-vegetarian foods at moderate prices.

PI. Trial Document 00490
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

'Kundo, Inc.

. The Restaurant Industry Today

The food service business is the third largest industry in the
country. It accounts for over $240 billion annually in sales. The
independent restaurant accounts for 15% of that total. The
average American spends 15% of his or heriincome on meals
away from home. This number has been increasing for the
past seven years. In the past five years the restaurant industry
has out-performed the national GNP by 40%. The reasons
given by the Folkney Report( November 1994) are 1) lifestyle
changes, 2) economic climate, and 3) increase of product
variety. .

There are 600 new restaurants opening every month and 200
more needed to keep pace with the increasing demand.

Tava Grill, Inc.

. The Restaurant Industry Today

The food service business is the third larges industry in the
country, It accounts for over $476 billion annually in sales.
More than 7 out of 10 eating and drinking places are a single
unit (independent) operations. The average American
spends $910 of his or her income in meals away from home.
This number has been increasing for seven years.

ltems in blue were added 4
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Tava Grill, Inc. Business Plan

Kundo, Inc.

Tava Grill, Inc.

Comparison of Kundo, Inc. Business Plan to

. Future Trends and Strategic Options >  Section omitted from Tava Grill, Inc.

The predictated growth trend is very positive both in short
and long-term projections. Folkney states again that as
modern living creates more demands, people will be
compelled to eat more meals away from home. The DMR -
Industrial Report (April 1995) estimates this as high as 30%
over the next five years. In 1998 the National Restaurant
Association released the Foodservice Industry 2000 report
that forecasted how the Industry might look in the year 2000.
some highlights from the panel’s findings:

"Consumers will spend a greater proportion of thelr food
dollar away from home

Independent operators and entrepreneurs will be the
main source of new restaurant concepts.

Nutritional concerns will be critical at all types of
foodservice operations, and food flavors will be
important

Environmental concerns will receive increased
attention.”

Items in blue were added
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- Comparison of Kundo, Inc. Business Plan to

Tava Grill, Inc. Business Plan

Kundo, Inc.

. Products and Related Services

Abonda restaurant will be offering a menu of food and
beverages with a distinctive image. There will be three ways
to purchase these products; table service at the restaurant,
take-out from the restaurant, and delivery to home or office.

. The Menu

The Abonda menu (see appendices) is moderate sized, and
moderate-low priced offering a collection of ethnic and
american item with a common theme— healthy (low-fat, low
cholesterol, natural ingredients), flavorful, and familiar. Our
goal is to create the image of light satisfying and still
nutritious food. There has been an increased awareness of
nutritional and health concerns in recent years and a growing
market of people who now eat this style of cooking regularly.

Tava Grill, Inc.

*  Products and Related Services

Tava Grili Restaurant will be offering a menu of food and
beverages with a distinctive image. There will be three ways
to purchase these products; table service at the restaurant,
take-out from the restaurant, and delivery to home or office
event/ parties '

. The Menu

The Tava Grill menu (see appendices) is moderate sized, and
moderate priced offering a collection of Indian fusion dishes
with a common theme—healthy (low-fat, low cholesterol,
natural ingredients), and flavorful. Our goal is to create the
image of uniquely satisfying and still nutritious food. The
menu will feature both vegetarian and non-vegetarian
foods. There has been an increased awareness if nutritional
and health concerns in recent years and a growing market of
people who now eat this style of cooking regularly.

ftems in blue were added
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Comparison of Kundo, Inc. Business Plan to
‘Tava Grill, Inc. Business Plan

Kundo, Inc.

. Production

Food production and assembly will take place in the kitchen of the
restaurant. Fresh vegetables, meat and dairy products will be used
to create most of the dishes from scratch. The chef will exercise
strict standards of sanitation, quality production, and presentation
or packaging over the kitchen and service staff.

. Service

There will be three ways a customer can purchase food. They may
sit at one of the 54 seats in the dining room and get full service

" from a waitperson. A separate take-out counter will service those

who wish to pick up their food. Most take-out food will be prepared
to order with orders coming from either the telephone or fax.
Delivery {an indirect form of take-out) will be available at certain
times and to a limited area

. Future Opportunities

There is a market segment that prefers to eat this type of cooking at
home although they do not have the time to cook. There are
already caterers and even mail order companies that provide
individuals and families with up to a months supply on pre-
prepared meals. This opportunity will be researched and developed
on a trial basis. If successful, it could become a major new source of
income without creating the need for additional staff or production
space.

Tava Grill, Inc.

. Production

Food production and assembly will take place in the kitchen of
the restaurant. Fresh vegetables, meat and dairy products will
be used to create all of the dished from scratch. The chef will
exercise strict standards of sanitation, quality production, and
presentation or packaging over the kitchen and service staff.

. Service

There will be three ways a customer can purchase food. They
may sit down at one of the 75 seats in the dining room and
get full service from a waitperson. A separate take-out
counter will service those who wish to pick up their food. All
of take-out food will be prepared to order with orders coming
from either the website, telephone or fax. Delivery (an
indirect form of take-out) will be available for planned events
and parties. :

Future Opportunities section omitted

ltems in blue were added . 7
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

. The Target Market

The market for Abonda’s products covers a large area of diverse
and densely populated groups. Although it will be located in a
downtown urban setting, it is an area where people travel to eat
out and one that is also frequented by tourist. It is also an area
known for and catering to the demographic group we are targetlng

. Market Location and Customers

The Harvard Square area is one of the most desirable retail
locations in New England. The Mass. Chamber if Commerce rates it
as the third best retail market in the state. There are more than 400
businesses in a 4 square mile area with average sales of $330 per
square foot.

The customer base will come from 3 major segments:

Local Population- the city of Cambridge with a year-round
population of 145,000 is centrally located in the Boston area and is
within 15 min. drive of 8 major cities

Colleges and Universities- Harvard alone has 6 different schools
within walking distance of Deacon Street and a seasonal population
of 22,000. In addition 5 more colleges near the square have large
student bodies. :

Local Businesses- The Cambridge Chamber of Commerce lists over
900 businesses with an average of 12 employees in the Harvard
Square area.

Tava Grill, Inc.

. The Target Market

The market for Tava Grill’s products covers a large area of diverse
and densely populated groups that would pay for and appreciate
the fresh and healthy foods. It is also an area known for and
catering to the demographic group we are targeting.

. Market Location and Customers

The Haywood road area is one of the most desirable retail
locations in Greenville. The customer base W|II come from 3 major
segments;

Local Population- The county of Greenville with a year-round
population of 400,000
Tourism- Between hotels, motels, bed and breakfast rooms and

inns, there are over 8,500 rooms available. Last year they were at
92% occupancy

Local Business- The Chamber of Commerce lists over 6400
business. Companies such as Michelin, BM\W, Flour, Jacobs, etc
have large offices or corporate headquarters located here

Venus- Bi-Lo Center (16,000}, Furman University Timmons Arena
(4,750), Sirrine Stadium (13,000), Furman University Paladin
Stadium (16,000), Furman University Soccer Stadium (3,000)

Hotel Rooms- 8,012 (Greenville County)

ltems in blue were added 8
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

The food concept and product image of Abonda will
attract 3 different customer profiles;

The Student- More and more young people have
developed healthy eating habits. Some also go
through a “health food phase” while in college.

The Health Conscious Person of Any Age or Sex- this
includes anyone on a restricted or prescribed diet or
those who have committed to a healthy diet.

* Curious and Open-minded- “If you try it, you will like

it.” Through marketing, publicity, and word-of-
mouth, people will seek out a new experience and
learn that nutritious food can be tasty, fun,
convenient, and inexpensive.

Tava Grill, Inc.

. The food concept and product image of Tava Grill will

attract 3 different customer profiles;

The Student- More and more young people have
developed healthy eating habits. Some also go
through a “health food phase” while in college.

The Health Conscious Person of Any Age or Sex- this
includes anyone who has committed to a healthy
diet. Our unique vegetarian menu will offer a wide
variety of foods to select from.

Curious and Open-minded- “if you try it, you will like
it.” Through marketing, publicity, and word of mouth,
people will seek out a new experience and learn that
nutritious food can be tasty, fun, convenient, and
inexpensive.

Large Indian and European community-
Communities in Greenville, Anderson and
Spartanburg that desire quality Indian cuisine

[tems in blue were added 9
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

Tava Grill, Inc.

*  Market Trends and The Future *  This section omitted from Tava Grill

The population and demographics of Harvard square have
remained steady for the last 14 years. Tourism has increased
24% over the last 3 years and is predicted to keep growing.
Local businesses are increasing at a rate of 18% yearly. The
idea of health conscientiousness through nutritional
awareness and dietary change has been slowly building for
the last 7 years. The extensive government studies and new
Food Guide Pyramid have given everyone a new definition of
a balanced, healthy diet. This is not a fad but a true dietary
trend backed by the scientific and medical community, the
media, the government, and endorsed by the big food
manufacturers. As the Foodservice 2000 report stated, this
trend will be even more important by the turn of the century.
As people want to stay home more and cook less our strategy
of delivering prepared meals on a weekly or monthly
arrangement may be a widespread accepted new way of
eating.

Items in blue were added
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

. The Competition

There are over two dozen restaurants in the Harvard Square
area that sell food at similar prices. Although this presents an
obvious challenge in terms of market share, it also-indicates
the presence of a large, strong potential. The newest
competitors have made their success entry basedona
innovative concept or novelty. Abonda will offer an innovative
product in familiar style at a competitive price. Our aggressive
plans of take-out and delivery will also give us an advantage to
create a good market share before the competition can adjust
or similar concepts appear

0+0000

Tava Grill, Inc.

*  The Competition

There are only two Indian restaurants in Greenville,
Anderson and Spartanburg. Tava Grili will offer an innovative
product in a familiar style at a competitive price. Our
aggressive plans of take-out and delivery will also give us an
advantage to create a good market share before the
competition can adjust or similar concepts appear.

Items in blue wefe added 11
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

. Competitors Profile

Competing with Abonda for the target market are these
categories of food providers:

-Independent table service restaurants of similar menu and
price structure

-Chain restaurants of similar menu and price structure
-Commercial food service companies serving students directly

Independent operators include Grendel’s Den, lako, Bombay
Club, Iruna and The Border Café. Most are ethnic based and
will carry at least two similar menu items. Grendel’s and Iruna
are long-standing businesses while the others are fairly new.
They are all doing very well,

The major chain restaurants are House of Blues, Chilli’s and
Bertucci’s. All are relatively new but well established and
profitable. They have big resources of marketing and/or a
specialty product or attraction (House of Blues is also a live
music club). Ogden Foods and Cysco both service 24,000
Harvard students but their product is not appealing enough to
prevent students from eating out 5-7 meals a week. In
addition there are two local catering companies that deliver
prepared meals daily to offices.

Tava Grill, Inc.

. Competitors Profile

Competing with Tava Grill for the target market are these
categories of food providers:

-Independent table service restaurants of similar menu and
price structure.

(Chain restaurants and Commercial Foodservice omitted)

Independent operators include India Place, and Delhi Palace.
Most are ethnic based and will carry at least two similar
menu items. India Palace is a long-standing business while
the other are fairly new. They are both doing very well
despite their bad location, service and quality of food.

In addition neither company delivers brepared meals daily
to offices.

items in blue were added 12
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- Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

. Competitive Strategy

There are three major ways in which we will create an
advantage over our competitors;

-product identity, quality, and novelty ’
-high employee motivation and good sales attitude
-innovative and aggressive service options

Abonda will be the only restaurant among all the competition
which focuses the entire menu on healthy, low-fat cooking.
Each of the competitors offers at least one “healthy” selection
on their menu. Grendel’s Den even has an entire section
called “On the Lighter Side” but in all cases they are always
seen as alternatives to the main style being offered. The
target market will perceive Abonda as the destination location
for healthy, low-fat cooking.

Once they have tried the restaurant, their experience will be
reinforced by friendly, efficient, knowledgeable service.
Return and repeat business will be facilitated by accessible
take-out and delivery options. At the time of this writing all of
the competitors offered take-out but only two (Bertucci’s and
Chili’s).

Tava Grill, Inc.

. Competative Strategy

There are three major ways in which we will create an
advantage over our competitors;

-product identity, quality, and novelty
-high employee motivation and good sales attitude
-innovative and aggressive service options

Tava Grill will be the only restaurant among the competition
which focuses the entire menu on fresh healthy cooking. Each
of the competitors offers at least one “healthy” selection on
their menu. The target market will perceive Tava Grill as the
destination location for healthy cooking. - '

Once they have tried the restaurant, their experience will be
reinforced by friendly, efficient, knowledgeable service.
Return and repeat business will be facilitated by accessible
take-out and delivery options. At the time of this writing all of
the competitors offered take-out.
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

‘Kundo, Inc.

. Marketing Plan and Sales Strategy :
-Market Penetration- Entry into the market should not be a problem. The
store has high visibility with heavy foot traffic all day long. The local
residents and students always support new restaurants and the tourists do
not have fixed preferences. In addition, $10,000 has been budgeted for a
pre-opening advertising and public relations campaign.
-Marketing Strategy-Focusing on the unique aspect of the product theme
{healthy, tasty foods) a mix of marketing vehicles will be created to convey
our presence, our image and our message.
-Print Media- local newspapers, magazines and student
publications ]
-Broadcast Media- local programming and specnal interest -
shows
-Hotel guides, concierge relations, Chamber of Commerce
" brochures -

-Misc.- yellow pages, charity events

A public relations firm has been retained to create special events and
solicit print and broadcast coverage, especially at the start-up.

The marketing effort will be split into 3 phases;

Opening- An advanced notice (press packet) sent out by the PR firm to all
media and printed announcement ads in key places. Budget $10,000
Ongoing- A flexible campaign (using the above media)}, assessed regularly
for effectiveness. Budget-$10,000

Point of Sale- A well-trained staff can increase the average check as well
as enhancing the customer’s overall experience. Word-of-mouth referral is

very important in building a customer base.

Tava Grill, Inc.

* - Marketing Plan and Sales Strategy

-Market Penetration- Entry into the market should not be a problem. The

store has high visibility with heavy foot traffic-all day long. The local
residents always support new restaurants and the tourists do not have
fixed preferences. In addition, Both Parul and Pankaj have been involved
with the local Indian community since 1985. They have both served on
the india Association of Greater Greenville (IAGG) committee at various
times.

Marketing Strategy- Focusing on the unique aspect of the product theme
(healthy, tasty foods) a mix of marketing vehicles will be created to convey
our presence, our image, and our message.

- ~Print Media- local newspapers, magazines and student
publications

-Hotel guides, concierge relations, Chamber of Commerce
" brochures

-Direct mail- subscriber lists, offices for delivery
-Misc- yellow pages, charity events
-Internet Website- _

The marketing effort will be split into 3 phases;

Opening- An advanced notice sent out to our personal, business and
community contacts. We want this to be a low key opening.

Ongoing- A flexible campaign with personal, business and community
contacts, assessed regularly for effectiveness.

Point of Sale- A well-trained staff can increase the average check as well

as enhancing the customer’s overall experience. Word-of-mouth referral is
very important in building customer base.
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

. Future Plans and Strategic Opportunities

Catering to offices (even outside of our local area) may become a I'arge part of
gross sales. At the point a sales agent would be hired to directly market our
products for daily delivery or catered functions.

. Operations .

Facilities & Offices- The restaurant at 645 Deacon Street is a 2400 Square foot
space. It was formerly a restaurant and needs on minor structural modifications.
The licenses and codes’ issues are all in order. New equipment and dining room
furnishings will be purchased and installed by the general contractor. Offices of the
corporation are presently at Jack Morton’s home but will be moved to the
restaurant after opening.

Hours of Operation- The restaurant will be open for lunch and dinner 7 days a
week. Service will begin at 11:00 am and end at 11:00 pm. The restaurant will be
closed Christmas, Thanksgiving and Fourth of July.

Employee Training & Education- Employees will be trained not only in their
specific operational duties but in the philosophy and applications of our concept.
They will receive extensive information from the chef and be kept informed of the
latest information on healthy eating.

Systems & Controls- A big emphasis is being placed on extensive research into the
quality and integrity of our products. They will constantly be tested for our own
high standards of freshness and purity. Food costs and inventory control will be
handled by our computer system and checked daily by management.

Food Production- Most food will be prepared on the premises. The kitchen will be
designed for high standards of sanitary efficiency and cleaned daily. Food will be
made mostly to order and stored in large coolers in the basement.

Delivery & Catering- Food for delivery may be similar to take-out (prepared to
order) or it may be prepared earlier and stocked. Catering will be treated as
deliveries.

Tava Grill, Inc.

. Future Plans and Strategic Opportunities

Catering to offices (even outside of our local area) may become a large
part of gross sales. At that point a sales agent would be hired to directly
market our products for daily delivery or catered functions.

. Operations
(Facilities & Offices omitted)
Hours of Operation- The restaurant will be open for lunch and dinner 6

days a week. Service will begin at 11:00 am and end at 2:00 pm for lunch
and from 5:00 pm to 9:00 pm (11:00 pm on Friday and Saturday nights)
for dinner. The restaurant will be closed Christmas, Thanksgiving, and
Fourth of July.

Employee Training & Education- Employees will be trained not only in their

specific operational duties but in the philosophy and applications of our
concept. They will receive extensive information from the chef and be
kept informed of the latest information on healthy eating.

Systems & Controls- A big emphasis is being placed on extensive research

into the quality and integrity of our products. They will constantly be
tested for our own high standards of freshness and purity. Food costs and
inventory control will be handled by our computer system and checked
daily by management.

Food Production- All the food will be prepared on the premises. The

kitchen will be designed for high standards of sanitary efficiency and
cleaned daily. All food will be made to order.

Delivery & Catering- Food for delivery may be similar to take-out

(prepared to order) or it may be prepared earlier and stocked. Catering
will be treated as deliveries.
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Comparison of Kundo, Inc. Business Plan to
Tava Grill, Inc. Business Plan

Kundo, Inc.

. Management & Organization

Key Emplovees & Principals- Jack Morton, President. Jack Morton is also
the owner and manager of Grains & Beans, a'local natural food wholesaler
and retail store. Since 1977 his company has created a high-profile
mainstream image for natural foods. In 1992 Grains & Beans opened a
small café within the retail store that became so popular and profitable,
he decided to expand the concept into a full service restaurant. Jack brings
with him a track record of success in the natural foods industry. His
management style is innovative and in keeping with the corporate style -
outlined in the mission statement. ]

Compensation & Incentives- Abonda will offer competitive wages and
salaries to all employees with benefit packages available to key personnel
only. )

Board of Directors- An impressive board of directors has been assembled
that represents some top professional from the area. They will be a great
asset to the development of the company. ‘
Consultants & Professional Support Resources- At the present, no outside
consults have been retained, excepting the design department at Best
Equipment. -

Management to_be Added- We are presently searching for a general
manager and executive chef. These key employees will be well chosen and
given incentives for performance and growth.

Management Structure & Style- Jack Morton will be the President and
Chief Operating Officer. The general manager and chef will report to him.
The assistant manager and sous-chef will report to their respective
managers, and all other employees will be subordinate to them.
Ownership- Jack Morton and the stockholders will retain ownership with
the possibility of offering stock to key employees if deemed appropriate.

Tava Grill, Inc.

* ' Management & Organization
Key Employees & Principals-
-Parul Patel, President

-Atul Patel, Vice President and General Manager
-Minal Patel and Jyotin Patel, Executive chefs, Non-
vegetarian and vegetarian respectively

Compensation & Incentives- Tava Grill will offer competitive
wages and salaries to all employees with benefit packages
available to key personnel only.

Board of Directors- at the present no outside board of
directors will be retained

Consultants & Professional Support Resources- At the present,
no outside consults have been retained, excepting the design
department at Best Equipment.

{Management to be added, Ownership and Management
structure and Style omitted)
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Kundo, Inc. Business Plan v. Tava Grill, Inc.
Business Plan =

Kundo, Inc.
*  Long-Term DéVe_Iopmenf & Exit Plan

Goals- Abonda in an innovative concept that targets a new,
growing market. We assume that the market will respond, and
grow quickly in the next 5 years. Our goals are to create a-
reputation of quality, consistancy and security (safety of food)
that will make us the leader of a new style of dining.

Strategies- Our marketing efforts will be concentrated on
take-out and delivery, the areas of most promising growth. As
the market changes, new products may be added to maintain
sales. : :

Milestones- After the restaurant opens, we will keep a close
eye on sales and profit. If we are on target at the end of year
1, we will look to expand to a second unit.

Risk Evaluation- With any new venture, there is risk involved.
The success of our project hinges on the strength and
acceptance of a fairly new market. After year 1, we expect
some copycat competition in the form of other independent
units. Chain competition will be much later.

Exit Plan- Idealy, Abonda will expand to five units int eh next
10 years. At that time, we will entertain the possibility of a
buy-out by a larger restaurant concern or actively seek to sell
to a new owner.

Tava Grill, Inc.

. Long-Term Development & Exit Plan

Goals- Tava Grill is an innovative concept that targets new,
growing market. We assume that the market will respond, and
grow quickly in the next 5 years. Our goals are to create a
reputation of quality, consistency and security (safety of food)
that will make us the leader of a new style of dining.

Strategies- Our marketing efforts will be concentrated on
take-out and delivery, the areas of most promising growth. As
the market changes, new products may be added to maintain
sales. : ’

Milestones- After the restaurant opens, we will keep a close
eye on sales and profit. If we are on target at the end on year
1, we-will look to expand to a second unit. _

Risk Evaluation- With any new venture, there are risk involved.

The success of our project hinges on our unique menu,
quality and freshness of our healthy food.

(Omitted last paragraph of this section and Omitt‘ed Exit Plan
section)
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1 A. No, sir.

2 Q. All right. Now, Mr. Gailey -- now, we got

3 Mr. Gailey in the deal in the end of November of

4 '08. And you did some paperwork with Vverizon

5 telling them Mr. Gailey had come on. Look at Number
6 40. It's Amendment Number 1 to the agency

7 agreement. Is that your signature on there? Look
8 at Kaj 0091. 1Is that your signature?

9\' A. Yes, sir. |
10 Q. All right. Go back and look also at 39. I forgot
11 to ask you, you became the new registered agent for
12 P Communications on about December 2nd, 2008.
13 That's your signature on that form?
14 A Yes, sir. |
15 Okay. Look at Number 41. That's a bill from Allan
16 Hi1l. what account was that paid out of, 1if you
17 know?
18 Probably out of P Communications.
19 . okay. Look at Exhibit Number 42. Is that your
20 signature on page Defendant's 6167
21 Yes, sir.
22 okay. Now, we get over to the 1st day of January
23 2009. It looks Tike Mr. Gailey 1is going out the

24 door. what happened with Mr. Gailey? why did he
25 decide to get out?

GALLAGHER COURT REPORTING
864-234-5744 gcr@charter.net
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1 A. Him and I had made some arrangements for his future |

2 ofvthe>company and his employment and we worked

3 something out.

4 Q. And what kind of arrangementsvdid y'all make?

5 That he would be the director of sales for the

6 brganization and he would be essentially the right

7 hand to me.

8 Q. Ahd he was going to se11Aa11 his stock?

9 A. Yes, sir. A
10 Q. why was that a good deal for him?
11 A. A Tittle more aggressive payout with no risk and no
12 Tiability. |
13 And what did you pay him for his stock?
14 I don't remember.
15 Q. well, Took at Number 43, page 617 says he desires to
16. sell 40 shares for $5,000. 1Is that what he got?
17 A. That looks -- Tooks to be correct.
18 Q. so he was kind of short-Tlived as a stockholder,
19 wasn't he? He came in in November and he's out the
20 door by the first of the year, correct?
21 A. Yes, sir.
22 Q. And you got the whole shooting match at that point,
23 correct?
24 A. I then became the sole shareholder of P
25 Communications. Yes.

GALLAGHER COURT REPORTING
- 864-234-5744 gcr@charter.net
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