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1.0 EXECUTIVE SUMMARY
Soundmission  is a small music production service based in Melbourne, Australia. Our key demographic are teens  and young 

adults between the ages of 15-35 who are involved as performers  within the music industry.  Our main objective is  to provide 
an innovative recording solution to those who are wanting to distribute and/or demonstrate their musical material to the 

general public. Services on offer include composition and arrangement, music production, recording, mixing and graphic design. 

It’s founder and owner, Michael Mission is in the process of finishing his Bachelor Degree in Audio Production which will 

equip him with the necessary tools and relevant skills to run the business efficiently and successfully.  A prior degree in 
Graphic Design and the subsequent five year experience in the industry will add value to Soundmission  by having the ability 

to offer an extra service for existing clients.  His  four year experience in Retail Business Management also makes him an ideal 
candidate to run and properly manage this proposed business venture.   

This  business plan aims to secure financing for the amount of $15k AUD to cover initial costs and capital  costs.  We have 
budgeted a two year loan repayment plan in the amount of $690 per month which includes a 10% interest rate and a $10 

monthly establishment fee. A steady amount of gross  profits are forecasted yearly amounting up to over $60k within the third 
year of operations. Financial objectives are as follows:

• a break even point within the first fourth month of trade, with a monthly net profit of $2053 (section 6.2)

• a yearly net profit of $11,751 in the first year (section 6.2)

• a yearly net profit of $45,684 in the second year (appendix 04)

• a yearly net profit of $61,524 in the third year (appendix 05)

We aim to acquire at least 8% of the market share in Melbourne by the end of the third year with an increase to 12%  in five years. 
Plans to expand interstate will also take into effect during the fifth year. Our main marketing objectives are to establish and 

maintain a strong presence within our key demographic and establish a credible reputation within the music production industry. 
These will be initiated by implementing direct involvement strategies within offline and online specialised music communities, 

as well as keeping positively nurtured relationships with our industry affiliations. 

Our main business goal is to eventually expand abroad with international clients  seeking our professional services for their 

big budget productions. We will endeavour to continually provide high quality products that retain the artistic integrity of our 
clients and successfully express their unique approach to music.  We aim to continually be well informed and current with 

music production trends keeping us ahead of our competitors and keeping us relevant in the eyes of the music world.

The following pages further details our business requirements, products and services, key objectives, corporate values, 

core competencies, industry analysis, marketing analysis,  competitor analysis, consumer analysis, pricing structure, 
marketing budget, key processes, management plan and financial plan.
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2.0 INTRODUCTION
2.1 Business Introduction

Soundmission  is a small music production business formed by Michael Mission in mid 2012.  Our main goal is to provide 
professional and innovative recording solutions  to local bands, solo artists and passionate musicians within the city of 

Melbourne, Victoria.  We endeavour to facilitate close collaborative partnerships with all of our clients to not only produce 
recordings  of high quality but to also successfully demonstrate their distinct talents and inherently unique sounds. 

Soundmission  strives to cultivate an open creative arena providing the artist with every opportunity for self-exploration and 
self-expression - two important initiatives we believe will aid in defining the appropriate course of action for each project. 

This business plan is focused toward securing financial support from investors in order to make this venture a reality. 
We believe that Melbourne is a thriving musical mecca, full of remarkable and talented individuals with great potential for 

international success.  It is our passion to work with these individuals,  carefully crafting a unique sonic product that they can 
proudly present and share to their existing devoted fans as well as to their newly found enthused listeners around the globe.  

2.2 Business Summary

I. Name of Business. Soundmission.

II. ABN. Yet to be registered.

III. Domain Address. Yet to be registered.

IV. Status. Sole proprietor. 

V. Business Address. Yet to be determined.

VI. Mailing Address. Same as business address.

VII. Professional Advisors. 

• Julian Davis will serve as Soundmission’s main consultant for business  and legal matters having been the 

main lecturer for a Business and Legal unit undertaken at SAE Institute. He is also currently a practicing 
audio engineer/producer with his own recording studio located in Collingwood, Victoria. 

• Gareth Parton will serve as  Soundmission’s main industry mentor having been the main lecturer for a 
Role of Producers unit undertaken at SAE Institute.  He is also a practicing music producer for over two 

decades and have worked with bands such as The Go Team, Big Scary, Foals and Fire! Santa Rosa, Fire! 

VIII. Key Personnel. Michael Mission is the sole business owner. His  roles include Producer, Recording Engineer, 

Mixing Engineer, Song Writer, Composer and Graphic Designer. His qualifications include a degree in Audio 
Production at SAE Institute in Melbourne as well as a Graphic Design degree from RMIT Melbourne.
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IX. Insurance Requirements. (Appendix 01).

• Public and Products Liability of up to $10mil

• Fire and Defined Events cover for assets up to $50,000

• Theft cover for assets up to $10,000

• Portable and Valuable Items cover for assets of up to $10,000

X. Financing Details.

• Total investment loan of $15,000 to be paid off in 2 years.

• Total owner investment of 76hrs at a value of $2280

XI. Key Products and Services. 

• creative consultation services

• music engineering services

• music mixing services

• general music production services

• graphic design services

2.3 Business Description

Soundmission’s  business model is  a fee for service model where clients are charged a certain payment for the production of 

recorded musical material. Clients  are procured primarily through word of mouth and secondarily through social media websites 
such as Facebook and Twitter and specialised music community sites such as  Soundcloud and MySpace (section 4.4.4). 

Small  scale print and online advertising campaigns will also be implemented to support our nascent efforts at building brand 
awareness and industry reputation (section 4.4.3). 

Once a client is  secured, the two parties then enter into a collaborative process  which can involve several stages including 
pre-production,  tracking/recording, mixing and an optional graphic design service to produce CD artwork, cover, packaging, 

merchandise, posters and flyers.  Clients are in under no obligation to fulfil every stage with Soundmission and can specify 
which service they require from the business. They have three main fee options covering individual production stages or 

encompassing the project as an overall package deal (section 4.5).            
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2.4 Products, Services and Key Processes

Soundmission  is  primarily a music production service providing our clients  with the means  to capture their musical visions 
into tangible recordings that are able to be distributed physically by way of a hard copy (CD)  or via online as digital  files 

(MP3, WAV, FLAC, etc.). Our service is divided into several stages/categories  which can be requested in its totality by the 
client, or individually as a non-contiguous agreement with the business. 

2.4.1 Pre-Production

This  involves initial meetings with clients to assess the overall requirements and resources (time and money) for the project. 
Subsequent band rehearsals  are attended to and if possible all songs considered for the final product are performed and 

recorded to assess if certain material needs further development and/or fine-tuning.  These initial rough takes will  also serve 
as a rough guide for conceptualising the methods and techniques that is suitable for the production of the project.

2.4.2 Recording

Once a decisive plan of action have been devised, a schedule will  be drafted outlining specific dates  detailing time and location 
for each recording session, which band members and which instruments are involved, what type of personnel are required 

e.g. assistant recording engineers, additional mix engineers, etc. A typical production schedule for a four piece rock band 
may include laying down several guide tracks such as vocals and rhythm guitar. Drums are usually the first to be recorded 

with the bass  guitar a close second. These takes are then edited and arranged to form a solid rhythm section that forms the 
basis for the rest of the instruments. Guitar parts  are then laid down with main vocals and backing vocals  last on the 

recording agenda. Other audio material required, such as  synthesisers, softsynths and other miscellaneous non-musical parts 
e.g. feedback tones, sound effects, etc., will be produced and collated at this stage of the process, prepared and ready 

to be delivered for final edits for the final mix.    

2.4.3 Editing and Mixing

All of the recorded material are then edited and prepared for a mixing date. Song arrangements are finalised and an overall 

sound design concept is agreed upon by the producer and the client. The appropriate mixing console type is used 
e.g. analogue, digital or tape or any combination of the three, and appropriate outboard gear and plugins are utilised 

e.g. dynamic processors (equalisers, compressors, gates, etc.) and effects processors  (reverb, delay, distortion/saturation, etc,). 
Once an initial mix pass  has been performed,  a bounce will be presented to the client for initial assessments.  Any further 

subsequent requirements by the client are actioned and once all parties are completely satisfied, a final bounce in the 
appropriate format will be delivered to the client.  

2.4.4 Graphic Design

A graphic design service is  also available for clients who wish to have artwork designed and pressed for a CD cover, 
packaging and any other related miscellaneous  needs e.g. merchandise, posters, flyers,  etc,. This service follows somewhat 

a similar process  of pre-production, production,  pre-press and final print. A close collaborative process will also ensue to 
make certain that all of the client’s  requirements and needs  are met and a high quality end product is achieved. Clients  will 

have the option of including this service within their overall package deal or pay for the service as an individual product.
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2.5 Business Background

Michael Mission have had a solid interest in music production for the past five years from humble home studio beginnings 
using electronic based softwares such as Reason and Garageband. He subsequently enrolled to complete a bachelor degree 

in Audio Production in 2010 at SAE Melbourne, Australia and is now currently in his  last trimester. He has  since developed 
advanced skills in professional DAWs such as  Logic Pro and Pro Tools. He has also learnt advanced studio practice from 

recording techniques to advanced mixing console operations. His music production skills from conceptualisation right 
through to execution have also progressed having received training from industry professionals. He is now looking to set up 

Soundmission, a commercial music recording business  putting into practice all of his  newly acquired skills  and knowledge. 
He is  not only driven to create a highly successful and greatly satisfying business venture but he is also determined to 

produce and deliver high quality, world standard talents throughout the process.     

2.6 Current Status

Soundmission  will begin trading at the commencement of the 2012 financial year. This allows the business to complete necessary 
applications such as business name registration, ABN registration, and domain name registration, in order to begin official  trade. 

The business has a number of pre-acquired equipment to contribute to the launch of the business which includes:

• Mac Pro Dual Quad-Core  Intel Xeon “Westmere” Processors, 6GB RAM

• MacBook Pro 2.66 Intel Core i7, 4GB RAM

• CME UF80 Intelligent Keyboard Controller

• 2 x NT2A Large Diaphragm Microphones and 2 x Microphone Stands

• M-Audio Fast Track Interface

• DT 770 Pro Beyerdynamic Studio Headphones

• Pro Tools 10

• Logic Pro 9

• Adobe CS5 Design Suite

• iWork ’09

• Epson Stylus Printer

The owner, Michael Mission has also self invested toward the business and these include:

• Audio Production Degree = $45k

• Identity and Logo Design 38 hrs x $30 = $1140

• Website Design 38 hrs x $30 = $1140

• Business Report 50 hrs x $30 = $1500
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2.7 Key Objectives

2.7.1 Financial Objectives

Soundmission  aims to guarantee a small business loan in the amount of $15,000 at the commencement of the business, 

using the money to fund start-up costs. This will ensure positive monthly cash flow for the first three months of trade 
(section 6.3). We aim to repay the loan within the first  two years of operation (section 6.2), budgeting for monthly repayments of 

$690 p/mth (incl. 10% interest and monthly service fees). Other key major objectives include:

• a break even point within the first fourth month, with a monthly net profit of $2053 (section 6.2)

• a yearly net profit of $11,751 in the first year (section 6.2)

• a yearly net profit of $45,684 in the second year (appendix 04)

• a yearly net profit of $61,524 in the third year (appendix 05)

2.7.2 Marketing Objectives

Soundmission  endeavours  to have established strong awareness within the music and the recording industry within 

our first year of operations. We will implement a combination of print and online marketing devices to attain saturation and 
penetration within our key target demographics  with strong presence in specialised publications such as Beat and Inpress 

magazines, as well as active profiles on specialised music community websites such as Soundcloud and MySpace. 
Online social media websites such as Facebook and Twitter, will also be utilised to create an open source dialogue 

between the business and the general public, in view of spreading awareness for both our product and our affiliated artists.   

2.7.3 Business Objectives

Soundmission’s  main objective is  to become an internationally well renowned and reputable music production service that is 

at the forefront of providing innovative and successful solutions to a wide variety of talented artists. Our principal focus is 
translating our client’s musical visions into physical and tangible products that successfully encapsulate their soul and passion. 

We strive to reach a point where we are being sought out for our services, with clients wanting to be involved in our unique and 
distinctive approach to creating music and recordings.     

2.8 Mission Statement

   “We hear a unique sound in you. It’s our mission to have the world hear it, too.”

Soundmission  is a proficient music production service which aim to cultivate the unique talents of a variety of emerging local 
Melbourne bands/artists by providing a personalised and holistic approach to recording music. We strive to create a tailored 

experience that allow for artists to harness  and maximise their own creative musical potential and evolve their unique sounds 
into a tangible real-world product. Our mission is to build rapport with local Melbourne independent artists  and the local 

independent music scene, establishing ourselves as a professional and innovative music production business that deliver a 
memorable and appropriate end product that is genuine both to the client and their niche audiences.
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2.9 Business Values

Soundmission  is dedicated to promoting the growth of the independent music culture of Melbourne, by providing an 
affordable professional service that allow emerging artists to develop, record and produce their distinctive sounds for the 

purposes of demonstration and distribution. We aim to obtain and maintain a high level of confidence and respect from 
Melbourne’s independent music scene and develop a reputation as a well respected music production business. We will 

always value the uniqueness  of each artist and/or band and endeavour to facilitate a process where each musician or 
individual are able to explore, develop and refine their inherent musical styles,  approaches and performances to the next level. 

We strive to create and maintain an environment that continually encourages creativity and are committed to continually seek 
innovative approaches toward creating and producing musical ideas.

2.10 Core Competencies

We believe that our business  is in an extremely advantageous position to deliver and perform high standard quality products 
due to three major key training developments over the years; training in Audio Production, training in Graphic Design and 

training in Retail Management. An aggregate of skills acquired from these three distinct industries  combine to provide the 
business with the capacity for great success and exceptional accomplishments. 

2.10.1 Audio Production Competency

Upon completion of his Audio Production degree, Michael Mission will have acquired competencies in recording and mixing 
in professional studio environments using a variety of consoles such as the Neve Genesys, TLA VTC, Tascam 4800/3200, 

Yamaha 02R, Eurodesk Behringer and Control24 Surface. He will have gained solid knowledge in live sound principles  and 
room acoustics. He will  also have built  upon previous knowledge in music theory,  song writing, composition,  arrangement 

and instrumentation. He will also have gained expertise in music business, taxation law, contractual and copyright law, 
marketing strategies and implementation.  

2.10.2 Graphic Design Competency

Michael Mission has completed a Bachelor of Design degree and have accumulated five years  experience in the industry. 
He has strong foundational knowledge in design theory and a wealth of experience in practical design applications. He has 

advance skills in identity design, packaging and publication as well as thorough knowledge of pre-press  and print concepts. 
He has also received invaluable training in website design both in creative conceptualisation and HTML and JavaScript coding. 

He is highly competent in softwares such as Illustrator, Photoshop, InDesign and Dreamweaver. 

2.10.3 Business Management Competency

Michael Mission have had four years experience in managing a retail environment,  acquiring skills in customer service, 

staff management and training. He is  also proficient in tasks  such as stock inventory and consolidation, financing and 
budgeting, and general store maintenance and upkeep. These are invaluable and relevant skills that can be directly 

applied to the successful running of a newly formed business that is based not only on producing creative solutions, but 
also heavily depend on having strong organisational skills and positive interpersonal and networking skills.
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3.0 SITUATIONAL ANALYSIS
3.1 Record Industry Analysis

Recent figures of 2011 annual wholesale figures by the Australian Recording Industry Association (ARIA), show an increasing 
trend of digital music consumption with digital  sales  making up 36.7% of the industry’s  value (ARIA, 2011). Kidman (2012), 

author for lifehacker.com, reports that “2011 saw a 20.5 per cent increase in the total number of units sold” with a notable 
trend of buying albums in physical formats  and single tracks in digital formats. Physical music sales were down 13.8% from 2010 

but total revenue remained the same with only a slight decrease of 0.34% from $384,015,182 in 2010 to $382,722,172 in 2011, 
which further illustrates the successful embrace of legal digital music services across the nation as  well as the continuing 

insatiable appetite and demand of the Australian public for quality music. 

Australia’s  onshore trends mirrors those of statistics outlined in international reports. According to The Nielsen Company and 

Billboard's 2011 Music Industry Report (Nielsen, 2011), overall music sales were up by 6.9% with digital tracks and digital albums 
up by 8.5%  and 19.5% respectively. Physical album sales were down by 5.7%, indicating the same trend toward digital purchases. 

“For the first time, digital music sales are larger than physical sales; accounting for 50.3% of all music sold in 2011” (Nielsen, 2011). 
These data show that demand for music is at an all time high and there are plenty of opportunities for bands  and artists to be 

heard which ultimately mean that there is ample room for growth within the music production industry.     

PEST ANALYSISPEST ANALYSIS

POLITICAL ECONOMIC

• legislation on online copyright infringement issues 

• international copyright law

• international trading regulations

• contractual law

• rights management

• economic financial crisis

• drop in physical sales

• taxation 

• Australian Dollar value

• consumer spending behaviour and trends

• cost of living, general income

SOCIAL TECHNICAL

• view on popular music

• fashion trends

• cultural trends

• social media trends

• specialised music community websites 

• popularity of music social events such as music festivals 
and live gigs and concerts

• accessibility through the internet

• download speeds / broadband

• accessibility through smart devices 
e.g. iPhones, smartphones, etc.,

• legal vs pirated copies

• online shopping trends

• peer to peer file sharing
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3.2 Competitor Analysis

Soundmission  has  identified its direct competitors to be individual freelance audio engineers/producers who also provide 
a music recording/production service in Melbourne, Australia. Most of these individuals have ether a home studio base setup, 

with the capabilities of recording small ensembles and instruments or is a mobile service that has a residency in an existing 
professional studio. The diversity of these individuals and the diversity of their portfolio suggests that there is no single such 

proprietor who holds monopoly on the local market of potential  recording artists, therefore, Soundmission  is realistically in 
a favourable position to attain an appreciable portion of the market.

 CHRIS CORBY MUSIC PRODUCTIONS

 Chris Corby

 http://www.myspace.com/chriscorby
 E: cjcorby@hotmail.com

 M: 0419 355 060

Product: Have produced and engineered for bands  such as  Deepface, BoomLa, The Minority, You Am I, 

The Mavis’s, The Sun Babies, etc.  Established since 1995, with four years residency at Sing Sing Studios and 
Kick Studios in Melbourne. He also provides postproduction services as well as live sound recording services 

having been a FOH engineer for the International Jazz Festival three years running from 2005.  

Promotion: Have a couple of websites, including a standalone and a MySpace site. He also promotes his 

services  on online bulletin boards such as ausband.com. He has a comprehensive resume detailing training 
and past experiences on both websites but neither contain audio samples of work.

Pricing: Charges $40 per hour or $280 per day for preproduction, recording and mixing. 

Place: He has a home studio base setup which can accommodate for both postproduction and editing work 

as well as small recording sessions.

Advantages: Chris Corby’s main competitive advantage is his established reputation within the industry of 

almost 25 years. He has however up to this point have remained a fairly small audio freelance service. 
His ability to provide other services such as live sound and postproduction also gives him an edge over 

Soundmission as our business does not cater for these options.

Disadvantages: Chris Corby’s main disadvantage are his  lack of solid promotional strategy. His  websites  are 

outdated and does not have an updated list of clients  or recent works. This does not make him an attractive 
business prospect for those who are currently looking for a fresh outlook on music production. Soundmission 

aims to appear modern and relatable to the young musos of today. This will  be achieved as outlined within the 
implementation guidelines of our marketing and promotional strategies (section 4.4).   
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MISCREANT RECORDINGS

David Edtmaier
http://www.miscreantrecordings.com/wordpress/

E: dave@miscreantrecordings.com
M: 0432 766 331

Product: Have produced, engineered, arranged and mastered for artists  such as Bonnie & The Oosh, 
Mystery Liquid, Gate, Transit of Venus, Jimmy and the Goodbrew, Heavy Artillery, etc. He is  currently 

employed as a sound/mix engineering for BalconyTV at the Prince Bandroom in St. Kilda and have worked 
with the likes of Ash Grunwald, Eskimo Joe,  Don McGlashan and Neil Finn. He is an Auckland SAE graduate 

completing his diploma in 2008  and has since moved to Melbourne to set up his own home studio based 
audio production service. Other services provided include postproduction and sound design for TV and film 

as well as radio jingle productions.  

Promotion: His main promotional strategy is his  website, professionally designed and is kept up to date. 

It is  a blog style website engaging potential clients with current diary style entries about recent accomplishments. 
There are detailed and thorough descriptions about personal history, business background, services provided, 

available outboard gear, softwares, plugins, available instruments for hire and current rates. He also compliments 
the site with a simple audio media player that streams samples of past work.

Pricing: Charges $50 per hour or $300 per day (max 8hrs) for recording and mixing. 

Place: He has recently completed his  own home studio base setup which is located in Mount Martha in the 

Mornington Peninsula, 50kms from Melbourne’s CBD. He offers transportation from clients coming in from the 
city by train and/or offers accommodation for those who needs lodging overnight.

Advantages: David Edtmaier’s main competitive advantage is his well established home studio set up and his 
current affiliations within the music industry. He presents an attractive package to potential clients  as  being a 

service that is highly qualified, contemporary and modern. He also has advantages in being able to provide 
postproduction services of which Soundmission is not equipped to offer.  

Disadvantages: David Edtmaier’s main disadvantage is  his location. Being a fair distance away from the city, 
clients need to invest time when choosing to hire his services. Soundmission, on the other hand is  located 

centrally in North Melbourne, and has immediate access to most of the major recording studios in town. 
This may become a much more attractive option for the client who has  notions of recording at some of the 

more professional studios available in Melbourne.  
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Julian Kelly

Julian Kelly
http://www.juliankelly.com.au/

E: julian@juliankelly.com.au
M: 0432 352 004

Product: Have produced, engineered, and assisted for artists such as Angus  and Julia Stone, Rokeby Venus, 
Kram and Ash Grunwald, Geoffery Gurrumul Yunupingu, Dewayne Everettsmith, Ego Lamos and Glass Towers. 

He is  a freelance engineer/producer who has long affiliations with 301 Studios  and Sing Sing Studios. 
He has also assisted many renowned producers including Michael Hohnen, Matt Voigt and Paul McKercher. 

He also provides sound technician services for local live gigs to national touring performances.   

Promotion: His main promotional agenda is  a standalone website that contain essential information 

regarding background, short bio and discography. There is  also a link to a blog site which is unfinished 
and is still under construction. There are no samples of work available nor are there any lists  of 

equipment used. There is  a provisional forms page where potential clients who are in need of quotes can 
send a short descriptive email of their project ideas.

Pricing: Charges $30 per hour or $200 per day for recording. Also charges $200 per track for mixing. 

Place: He provides a mobile service that utilises a variety of studios in Melbourne including Sing Sing Studios. 

Advantages: Julian Kelly’s  main competitive advantages are his impressive list of clients and his long standing 
affiliations with high end recording studios in Melbourne. His  experience with assisting renowned producers 

also add to his long list of impressive qualifications.  

Disadvantages: Julian Kelly’s main disadvantage is his tendency toward indie/folk/acoustic type of projects. 

Although most of his clients are well established Australian artists e.g. Angus and Julia Stone, Yunupingu, 
Ash Grunwald, etc., his market share is  quite limited and narrow. Artists within this genre are usually not in great 

financial situations which could explain his lower price point in comparison to that of Corby’s and Edtmaier’s. 
Soundmission’s  aim is not to be particularly focused toward a particular genre, catering our services toward a wide 

variety of styles ranging from indie, rock, pop and electronic music, providing us with a wider share of the market. 
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3.3 Consumer Analysis 

The services provided by Soundmission  will primarily be seeked by young adults, predominantly male, between the ages of 
18-35 who are passionately active in the music scene i.e. bands,  singer/songwriter, electronic music producer etc. 

They have strong associations  and involvements with specific music communities e.g. the rock scene,  the electronic scene, 
the indie scene, etc. and can be frequently observed attending live performances of their favourite artists. 

Our potential clients  will be individuals  or groups of individuals  that have a need to produce audio recordings of their work 
for distribution and/or demonstration purposes. There are five main factors that are commonly taken into consideration by 

our key customers when assessing and examining the benefits of any given music production service: 

I. Referral.  The most important factor is  wether someone they know have had prior experience with a particular 

production service and have achieved successful results in the process. Customers will initially ask around for 
advice from peers as  to who they can contact for such services and are usually referred onto producers  and 

engineers who have provided previous clients with a positive and memorable recording experience.

II. Image Perception.  Our customers tend to be music savvy and image conscious  and will immediately look for 

factors such as examples of previous works and previous clients to see wether they can easily identify with the 
particular sounds, vibe and impression that a particular music production service portrays. Our customers  tend 

to think that it is important that a producer should have affinities to their particular genre and style of music.

III. Quality. The next important factor in our clients decision making process is the quality of the product. Our clients 

generally take great pride in their work and want their particular unique musical signature faithfully represented in 
their recordings. They tend to be impressed with fancy outboard gears, mixing consoles, flashy plugins and softwares. 

They ultimately want to be able to release their music to their devoted fans with the utmost confidence.

IV. Price Point. Fourthly, our consumers will look into the price point and assess affordability of the service. 

Generally they will  look for a low cost fee as they don’t necessarily have great financial means  to afford high end 
production projects, but they will  also not necessarily go for the cheapest option either,  placing more weighting 

on mid range quality products rather than low budget mediocre recordings. 

V. Location. The fifth factor taken into consideration is the location of the service. Consumers tend to run on a tight 

budget and lead very busy lives. They do not necessarily want the hassle of having to travel great distances to 
record their music. Instead they tend to opt for services that are more accessible. This is especially true for bigger 

ensembles such as four piece bands who can’t afford the time nor invest the money into costly road trips.
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3.4 SWOT Analysis

SWOT ANALYSISSWOT ANALYSIS

STRENGTHS WEAKNESSES

• marketing and promotions implementation

• research and development

• management and operations

• network and strategic partnerships

• mobility and accessibility

• SAE accredited qualifications

• SAE Alumni membership

• industry reputation

• financial situation

• client list and portfolio

• general experience

• studio affiliations

• equipment availability

OPPORTUNITIES THREATS

• establishing connections

• finding fresh new talents

• industry presence

• capitalise on target market

• affiliations with record labels

• affiliations with professional recording studios

• growing affordability of do-it-yourself home productions

• unpredictable flow of revenue

• difficulty in sourcing clients while in the middle of project

• other fresh graduates from SAE
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4.0 MARKETING PLAN
4.1 Target Market

Soundmission’s  primary target market are bands, musicians and solo artists who are actively involved within the live music 
circuit in Melbourne and have reached a critical point in their artistic development where they are wanting and willing to 

produce recordings of their musical ideas and material either for demonstrative purposes or for commercial distribution.

4.1.1 Demographics

In a 2011 Deloitte Access Economics (DAE) Report on the Live Music scene in Victoria, approximately 30% of residents 

between 15-17 years of age, 40% between 18-24 and 32% between 25-34 attended popular music concerts 1 in 2005/06. 
An assumption is made that most active band acts are also predominantly within this age bracket. Therefore Soundmission’s 

target demographic are active young adult musicians between the ages of 15-35, predominantly male and are of a wide 
variety of occupation ranging from students, trades, young professionals and even the unemployed who are either unsettled 

in their current career status or are wanting and willing to make a change towards a more musical based vocation. 

4.1.2 Geographics

Soundmission  will primarily concentrate on targeting the market within the greater Melbourne area, encompassing the outer 

suburbs as  well as the more inner metropolitan areas of the city. The thriving and varied music scene that currently exists 
within Melbourne, will provide the business with a wide variety of initial clients.  There are plans to attract interstate customers 

once the business is developed and have built some credibility and reputation within the music industry.

4.1.3 Psychographics

Creative individuals  with a predominantly alternative lifestyle make up most of Soundmission’s  target market. They are music 

savvy and music enthusiasts  and are passionate about ‘pushing the boundaries’ with their own musical agenda. They tend  
to identify with several subcultures and are predominantly freethinking. They have typically flexible weekly hours and do not  

necessarily conform or have great aspirations for mainstream family ideals of society.

4.1.4 Behavioural

The target market largely conducts their media habits within online social networking sites. They tend to be technological 

driven and internet savvy and therefore absorb and generate information, entertainment and advertising through electronic 
mediums such as digital radio,  personal computers, laptops and smart devices such as iPads, iPhones, iTouch and iPods. 

Music related specialty online forums such as Gearslutz, Melband and Soundcloud, as well as special interest publications 
such as Beat Magazine, Inpress,  Audio Technology and Sound on Sound magazines are frequently digested and form part 

of their average media consumption. They are greatly influenced by word of mouth through peers and within social circles.
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4.2 Brand Strategies

4.2.1 Logo Concept

Soundmission  is a working identity in progress. The logo (Fig.02)  is made up of simple graphical elements presented in a 
vibrant and contemporary style. It’s direct inspiration is the method in which most people in today’s society listen to music - 

with a pair of headphones. The circle represents the person’s head and the brackets  represent the headphones on both ears. 
The logo is centrally placed,  representing the music and the sound being heard.  The name is in PTF Nordic,  a soft edged, 

sans-serif, all-caps typeface, streamlined to appear professional yet youthful, is easy to read and aims for maximum impact. 

It is designed for multi-purpose and multi-scaled applications  such as on stationeries, business cards, websites,  advertising 

and sponsorship prints. Therefore, three main varieties are presented (Fig.1), the first of which is a stand-alone typeface logo 
designed for basic applications and on very tight compositions. The second is  the main principal design for use on a variety 

of mediums such as print and online implementation. The third serves as a novelty design, primarily used on electronic 
mediums such as smart devices, e.g. as an ‘app’ logo and various other digital based usage. 

The logo is  designed to appeal toward a broad range of contemporary young adult musicians who are creatively active 
within music oriented social media circles and other various musical communities. The fresh and modern design reflect the 

attitude and youthful temperament of the potential clients. A strong deep blue colour was chosen to appeal to the 
predominantly youth male market as well as  to achieve immediate visual impact and attain maximum recognition and 

retention. The design concept also aim to be non-biased toward a particular genre to attract a variety of acts  such as 
acoustic bands, rock bands, electronic outfits and singer songwriter based soloists.     

4.2.2 Code of Conduct

Soundmission  aim to provide a high quality professional level of service with a fresh and vibrant appearance and attitude 
that will be constantly cultivated both in the home studio environment as well as  in other professional studio locations. 

Associated individuals within the business will always strive to be relatable, approachable,  open to communication at all 
times and committed to achieving the desired end goal that has  been mutually envisioned by all relevant parties involved. 

Soundmission aims to fulfil the customer’s  need in producing an appropriate solution to the task at hand, leaving each and 
every artist with a feeling of complete satisfaction with what they have accomplished during the collaborative process.    
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4.2.3 Positioning Statement

We aim to build a reputation that encourages growth and development, ensuring that the partnership between business and 

client contribute positively to the music industry as a whole. Therefore, Soundmission  aim to produce material that are not 
only appropriate and respectful to the chosen genre of the artist/s but also set high standards for their peers and ensures 

credibility and respect from their prospective audiences.  With this in mind, the business aims to position itself as neither a 
cheap option nor top of the range but rather a high quality production service that is affordable and is worthy of investment.

4.2.4 Unique Selling Proposition (USP)

The business’ USP is  our unparalleled dedication to providing a tailored solution for every individual artist or band to achieve 
a unique product that maximises the exposure of their unique distinctive sounds. We aim to discourage formulaic and 

template based approaches when working on a project but instead encourage an open palette of innovative ideas, 
methodically and instinctively honing in on an appropriate course of action which will effectively and creatively manage the 

artist’s budget, time and vision. We aim to cultivate a close relationship with our clients and provide them with an experience 
that yields positive and desirable outcomes that sets them up for their next creative endeavours.

4.3 Product

According to Apra/Amcos (2011),  the live music scene in Victoria contributes to more than “half a billion dollars  to the state 
economy each year”. Premier and Minister for the Arts Ted Baillieu has stated that “Melbourne has  more live music venues 

than any other Australian city” and that “Victorians are passionate about live music, with around 5.4 million attendees at 

Victorian venues in 2009/10 - outstripping even the AFL,” (Baillieu as  quoted in Arts Victoria, 2011).This strongly indicate a 

thriving and robust music industry and that there are a number of talented musicians who are in the market for a music 

production service to record material for demonstrative and/or distribution purposes.

Soundmission  aim to present an innovative and fresh approach to music production to attract a broad range of artists within 

the 15-35 age bracket.  These predominantly young adults  come from middle class backgrounds and reside within the 
greater city of Melbourne. Having good working knowledge of the recording industry within the city, i.e.  recording studios, 

mastering studios, freelance engineers, and having a comprehensive list of creative strategic partners, i.e. film houses, 
magazine editors,  photographers, graphic designers, make-up artists, stylists, etc., creates an attractive package for 

potential clients to invest in our service. Not only will Soundmission  satisfy a client’s  music production needs,  we also have 
the networking capabilities to potentially provide a complete solution for major artistic endeavours.       

Our service aims to provide our artist/s with recordings that are good value for money and are of a high level of quality. 
We understand that our target market have very busy and active lives and have precious financial resources to spend on 

their desired musical agendas. Our product then aims to facilitate an efficient work flow that realises the clients  vision within 
their allocated budget and given time restraints. Therefore a wide variety of equipment from top of the line recording and 

outboard gear to efficient DAW softwares and plugins as well as a wide variety of recording solutions from high end studios 
to cost-efficient home set-ups will be utilised according to the given requirements of the artist/s. Our focus is not necessarily 

to acquire the use of high grade equipment but rather on how these instruments are creatively employed to satisfy the brief. 
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4.4 Promotion

Soundmission  will utilise a combination of online and print mediums to promote and raise initial brand awareness within the 
music industry and more specifically within our target market. We also aim to devise an ongoing promotional strategy 

beyond our introductory promotional efforts to cultivate an ongoing dialogue with the industry as  a whole. Building a good 
client base as well as maintaining a reputable status will  be a consistent focus  of the business throughout its  existence, 

as we aim to solidify our place and gain the respect of potential clients as well as fellow peers within the recording industry.

4.4.1 Publicity

We aim to have a solid ‘word of mouth’ campaign within the first year of business to generate immediate awareness and 

interest within our target market. This will be implemented by way of offering existing clients a complimentary discount of 
20% off their total invoice if they successfully refer another artist/s  to our services. This gesture will aid in creating a steady 

stream of opportunities for the business and serve as a catalyst in propagating the identity of Soundmission  within the 
immediate social circles of our key target market.

4.4.2 Direct Marketing

Soundmission  aim to constantly have good working knowledge of Melbourne’s  music scene,  paying particular attention to 
independent and up-and-coming acts that have great potential, have a unique sound and have an established fan base. 

These artist/s tend to be dedicated and serious about their careers and have existing plans  to or are open to notions of 
producing an EP or an album to take their music careers to the next level. A direct marketing approach will be implemented 

within the first year of operations to position the business within our target market.  Certain talents will be approached and 
pitched for if deemed by the business  to have the potential for a mutually beneficial financial and creative partnership. 

To keep well informed of fresh talents we aim to actively attend live gigs  at least once or twice a week as well as listen to 
commercial,  community and online radio stations (Radio Heritage, n.d.) that play artists within our key target demographic, 

e.g. Triple J, PBS, RRR, Kiss FM, Joy FM, SYN FM, etc.

4.4.3 Advertising

Soundmission  realises  that success in the music production industry is largely dependent not just on the quality of our products, 

but also on how well the business conducts itself with clients and with fellow peers. Positive interpersonal skills  are of 
paramount importance and are often a tried and true method in which reputable businesses are built upon. The industry is a 

highly social environment where solid networking skills are much more valuable than any bought promotional strategies. 
Therefore not much emphasis will be placed on advertising, only implementing this strategy as a means to raise initial awareness.

Weekly print ads will be place in Melbourne’s free press magazines such as Beat and Inpress (appendix 02)  within the first 
three months  of operations and subsequently once a month for the following nine months. They will be in full  colour, 

half page blocks  consisting of business logo, contact details, mission statement and a short service description. 
Conceptualisation and graphics will be designed by the owner, Michael Mission. 

Similarly an online advertisement strategy will be implemented on Facebook (appendix 03),  the current number one 
social media website (eBiz MBA, 2012). Facebook calculates an estimated reach of 782,000 people for an advertisement 

campaign that target residents within 80 km radius from Melbourne city, between the ages of 15-35 inclusive, with interests 
in several specified categories of music such as alternative, rock, dance/electronic, hip-hop/rap, etc.  
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4.4.4 Online

Soundmission  plans to implement a number of online promotional strategies to expeditiously and efficiently reach our target 
market within the first three months  of operations. The first of these strategies  is a simple stand alone website containing 

samples of audio work, photographs and videos  of previous sessions, a list of frequented recording studios, a description of 
our service and our contact details. There will also be links  to existing client’s official websites, YouTube posts and other 

associated miscellaneous links. A dedicated quotes page will be available where potential clients are able to receive early 
forecasted cost breakdowns by sending through a short description of their particular production requirements.   

Our second online strategy is to cultivate an active page within specific music social media websites such as Soundcloud, 
MySpace and Audimated to constantly promote recent projects and to assist in garnering interest for our clients. 

Audio samples will be uploaded for fans to listen to and links will be made available for interested parties to promote traffic 
toward Soundmission’s official homepage as well as all of our clients’ official website.

Our third and last online strategy involves maintaining a strong presence within the top two main social media websites, 
Facebook and Twitter. This  ensures that we are constantly relevant and are in constant dialogue with our target market. 

User pages containing up to date music samples, photos  and links to relevant websites will be set up and maintained 
throughout the first three years of operations in view of generating interest for the business.    

  

4.5 Place and Distribution

Soundmission  is a flexible music production service,  allowing for the uniqueness of each project to develop into its full potential. 
Therefore the production location for each project could vary from high end recording studios to makeshift home studios and 

even specialised acoustical spaces such as cathedrals, city alleyways, concert halls,  etc.  Mixing methods and equipment will 
also take into consideration the client’s needs and can range from DAW set-ups to analogue or digital consoles.  All options 

will be entertained and a certain course of action will be determined according to schedule, financial and creative restraints.
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4.6 Pricing

Soundmission’s  pricing structure will  largely be dependent on the size and scope of our client’s needs and requirements. We 
endeavour to provide our services for a reasonable rate in lieu of our client’s financial  capacity.  However,  we also aim to not 

sacrifice the quality of our work so that the client can leave with the certain knowledge of having acquired a product which is 
of a professional standard. Below is a summary for the business’ average pricing structure for a four piece band with a full 

drum kit, bass, lead guitar and rhythm guitar/lead vocals.     

AVERAGE PRICING BREAKDOWN (ex. GST)AVERAGE PRICING BREAKDOWN (ex. GST)

Pre Production RatesPre Production Rates

Hourly Rates $25 / hour

Daily Rates $150 / day

Recording RatesRecording Rates

Hourly Rates $40 / hour

Daily Rates $300 / day

Mixing RatesMixing Rates

Daily Rates $250 / day

Design RatesDesign Rates

Hourly Rates $30 / hour

Daily Rates $200 / day

Production Package (ex. CD Packaging/Misc Design)Production Package (ex. CD Packaging/Misc Design)

Per Track $1000/  track

Per EP (max 6 tracks) $4000/  EP

Per Album (max 10 tracks) $8000 / album

Production Package (incl. CD Packaging/Misc Design)Production Package (incl. CD Packaging/Misc Design)

Per Track $1200 / track

Per EP (max 6 tracks) $4300 / EP

Per Album (max 10 tracks) $8400 / album
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4.7 Marketing Budget

STARTUP COSTS (FIRST 3 MTHS)STARTUP COSTS (FIRST 3 MTHS)STARTUP COSTS (FIRST 3 MTHS)

Identity and Logo DesignIdentity and Logo Design

$30 x 38 hrs (owner investment) $1,140.00

Web DesignWeb Design

$30 x 38 hrs (owner investment) $1,140.00

Business CardsBusiness Cards

3000 cards (420gsm full colour matt laminated double sided) $285.00

LetterheadsLetterheads

1000 (A4 100gsm full colour saxton smooth brilliant white) $244.00

EnvelopeEnvelope

1000 (DL Plain Faced two colour saxton smooth) $287.00

Beat Magazine Ad (fortnightly)Beat Magazine Ad (fortnightly)

$300 x 6 (1/4 page, full colour) $1,800.00

Inpress Magazine Ad (fortnightly)Inpress Magazine Ad (fortnightly)

$310 x 6 (1/4 page, full colour) $1,860.00

Facebook Ad CampaignFacebook Ad Campaign

$0.86 per banner click x 10 per day $784.00

Total startup costsTotal startup costs $7,540.00

ONGOING COSTS (MONTHLY)ONGOING COSTS (MONTHLY)ONGOING COSTS (MONTHLY)

Beat Magazine AdBeat Magazine Ad

$550 (1/4 page, full colour) $300.00

Inpress Magazine AdInpress Magazine Ad

$510 (1/4 page, full colour) $310.00

Facebook Ad CampaignFacebook Ad Campaign

$0.86 per banner click x 5 per day $130.00

Total ongoing costsTotal ongoing costs $740.00
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5.0 OPERATIONS PLAN
5.1 Set Up

5.1.1 Recording Set Up

Soundmission  will predominantly be a mobile service where each project is produced and approached in different ways 

according to the specifications and restrictions of the client. This ultimately mean that several recording environments will be 
utilised from high end recording studios  to makeshift home studios. There will also be instances where the project will travel 

to specific locations to capture unique spatial sounds as required by the working brief, e.g. recording vocals in a cathedral.

Most of the equipment used for projects  will be what is available at any given studio. The majority of Melbourne studios have 

outboard gear that is  made available for use by the client. For location recording, several equipment have already been 
acquired such as a MacBook Pro, large diaphragm condensers, mic stands and accessories, Pro Tools 10 and Logic Pro 9.  

A sixteen input firewire audio interface as well as several dynamic microphones are still yet to be purchased.

 

5.1.2 Home Studio Set Up

Soundmission  has a DAW based home studio set-up which can also accommodate small  tracking sessions for vocals, 

acoustic guitar and miscellaneous percussion.  The space has certain desirable acoustical qualities which makes it appropriate 
for recording the aforementioned instruments. Pre-acquired equipment includes a Mac Pro dual quad core, 6GB  RAM computer, 

a fully weighted CME UF80 88  keyboard controller, a pair of DT770 Beyerdynamic studio headphones, several NT2A large 
diaphragm condensers, mic stands, pop shields and a small two input USB  M-Audio Fast Track interface. Several DAWs are 

also available including Pro Tools 10, Logic Pro 9 and Reason 5. A wide range of plugins have also been purchased ranging 
from Waves, Sound Toys, PSP Suites, etc., complimenting any form of “in the box” mixing sessions.

5.1.3 Mixing Set Up

Similar to our recording set up, mixing will  be a mobile service where the creative direction for each track on the album will determine 
the type of mixing methods that will be implemented. This can range from purely DAW mixes  to analogue console mixes. 

Most DAW based mixes will be performed at the owners home studio and analogue mixing dates will be performed at 
several professional studios as per client’s budget allocations. Special requests for recordings and mixes involving tape 

equipment will be assessed and strategised throughout the course of the particular recording project.   

5.1.4 Legal and Insurance Set Up

At the time of writing up this business plan, Soundmission  was still in the process of finalising its  applications for its  business  name, 

domain name and ABN number. These will be resolved well before the commencement of trade in July 2012. An insurance 
policy from AAMI (appendix 01) will  be applied for and will include public and product liabilities cover for up to $10mil AUD, 

fire and defined events cover for combined assets  of up to $50k,  theft cover for up to $20k, portable and valuable items 
cover for up to $10k and a back to business cover for 12 months. The policy amounts up to monthly installments of $220.
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5.2 Management Plan

5.2.1 Management Structure

As Soundmission will initially be a sole proprietor type of business, the owner Michael Mission will be responsible for 

performing the following roles. As the business grows and these key business functions become more complex and harder 
to manage, certain individuals will be employed to ensure the smooth running of the business. 

I. Administration. Fielding calls from prospective clients, answering queries, calculating rough quotes and 

booking appointments for meetings, etc.

II. Accounting. Keeping accurate records of expenditures  and revenue by maintaining precise financial  records 

i.e. profit and loss, cash flow and cash balance sheets.

III. Marketing. Devising and implementing marketing strategies that focuses on key demographics.

IV. Advertising. Strategising intelligible and engaging ad campaigns and placing these in appropriate mediums 
that are frequented by our key demographic.

V. Recording Engineer.  Preparing a recording session ensuring that signal flow is correctly managed and 
microphone placements and appropriate equipment are being used according to the working brief.

VI. Mixing Engineer. Editing and mixing a track utilising appropriate console and/or DAW as required by the artist/s.

VII. Producer. Makes sure that individual projects runs smoothly by managing internal and external personnel, 

sources and makes schedules for studio spaces, oversees  logistical operations and above all delivers a 
product that meets the creative, financial and deadline requirements of the client.

VIII. Graphic Designer. Designs appropriate layouts  for CD covers and/or packaging and delivers appropriate 
pre-press files for the final prints.

IX. Technician. Ensures that all equipment and gear are kept in good working order and follows through with 
maintenance and repairs if needed.

5.2.2 Management Style

Soundmission  believes in a holistic approach to music making and will therefore adopt an ‘open door’ style of management, 
where all individuals  involved in a project are able to contribute into the production experience. Everyone has a unique point 

of view and these will be continually encouraged and expressed throughout the process. The final decisions however, 
lie squarely with the producer and his  ability to strategise and synthesise all of the information given into an appropriate 

course of action that will allow the main essence of the client’s vision to come through to the final product.

5.2.3 Ongoing Training and Development

It is  important for the business to stay relevant and contemporary in todays recording industry. Therefore, subscriptions to 

online training websites such as MacProVideo.com and Lynda.com have been budgeted so that the business is  constantly 
up to date with current software applications, techniques  and methods. We also plan to regularly attend seminars organised 

by the SAE Alumni as well as larger industry based conferences that occur regularly in Melbourne.
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5.3 Key Suppliers

Soundmission  is primarily dependent on specialty audio equipment retailers such as  Factory Sounds  and Soundcorp that 
have established shops in Melbourne. As the business continue to grow and expand, equipment such as outboard 

processing gear, audio interfaces, small mixing consoles, microphones,  mic accessories,  monitors, audio softwares 
and electronic goods will be purchased through these establishments. 

Secondary sources  of equipment will be purchased through JB  HiFi who sell Mac products and other miscellaneous 
equipment such as external hard drives, printers, scanners, screen monitors, etc. Online audio store giants such as 

Sweetwater.com and Thomann.de will also serve as specific destinations for equipment that is not available in Australia 
or during a scenario where it is more financially viable to purchase certain products from within these websites.

5.4 Strategic Partnerships

As well as  providing our clients with high quality recordings we also aim to provide them with the means to achieve a total 
solution package for their creative needs. Therefore Soundmission  is cultivating a number of strategic professional partners 

to enhance our services as well as  to help establish a well rounded reputable image for the business. Clients  who are 
needing to master their recordings or produce complimentary visual elements for their tracks such as music videos, 

photo shoots or live performances will be referred to our list of affiliates. 

	

 Mastering Engineer
 Luke Cincotta

 http://www.facebook.com/lukecincottaproduction
 E: lukecincottaproduction@gmail.com

 M: 0408 029 447 

	

 Director of Photography
 Liam Gilmour

 http://www.facebook.com/pages/161982663862578
 E: lliamgilmour@gmail.com

 M: 0408 338 993

 Stylist and Make Up Artist
 Danni Nguyen

 http://www.facebook.com/pages/Danniis-Makeup-hair-styling/132777526796513
 E: dandanee@gmail.com

 M: 0402 526 142
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6.0 FINANCIAL PLAN
6.1 Start Up Costs

INITIAL COSTSINITIAL COSTSINITIAL COSTS

Identity and Logo DesignIdentity and Logo Design

$30 x 38 hrs (owner investment) $1,140.00

Website DesignWebsite Design

$30 x 38 hrs (owner investment) $1,140.00

Business StationeryBusiness Stationery

Business cards, letterheads and envelopes $816.00

Office SuppliesOffice Supplies

Ink Cartridges, paper, pens, CDs, DVDs, USB Drives $200.00

Online Software Training SubscriptionOnline Software Training Subscription

MacProVideo.com $25/per mth x 3 $75.00

Beat Magazine Ad (fortnightly for three months)Beat Magazine Ad (fortnightly for three months)

$300 x 6 (1/4 page, full colour) $1,800.00

Online Software Training SubscriptionOnline Software Training Subscription

MacProVideo.com $25/per mth x 3 $75.00

Inpress Magazine Ad (fortnightly for three months)Inpress Magazine Ad (fortnightly for three months)

$310 x 6 (1/4 page, full colour) $1,860.00

Facebook Ad CampaignFacebook Ad Campaign

$0.86 per banner click x 10 per day $784.00

Utilities (first three months)Utilities (first three months)

Electricity (20% of total bill from home) $24.00

Water (20% of total bill from home) $12.00

Home Office Rent (first three months)Home Office Rent (first three months)

(20% of total home rent) 0.20 x $800 x 3 $480.00

Phone and Internet (first three months)Phone and Internet (first three months)

Mobile Bill (80% of total bill) 0.80 x $70 x 3 $168.00

Internet (50% of total bill) 0.50 x 20 x 3 $30.00

Insurance Premiums (first three months)Insurance Premiums (first three months)

Public and Product Liability, Fire, Theft and Portable Cover $660.00

Total initial costsTotal initial costs $9,264.00
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CAPITAL COSTSCAPITAL COSTSCAPITAL COSTS

Office EquipmentOffice Equipment

Desk $1,215.00

Swivel Chair $240.00

Screen Monitor $565.00

Filing Cabinet $265.00

Computer EquipmentComputer Equipment

Airport Extreme $190.00

Hard Drives $500.00

Audio Recording EquipmentAudio Recording Equipment

Monitors $1,250.00

Microphones $750.00

Mic Stands $475.00

Audio Interface $990.00

Total initial costsTotal initial costs $6,440.00
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6.2 1st Year Profit and Loss Statement

1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT1st YEAR PROFIT AND LOSS STATEMENT

July Aug Sep Oct Nov Dec Jan Feb Mar Apr May June

INCOME - SERVICESINCOME - SERVICES

Pre-Production $260.00 $260.00 $260.00 $480.00 $480.00 $480.00 $520.00 $520.00 $520.00 $520.00 $520.00 $520.00

Recording $1,200.00 $1,200.00 $1,200.00 $1,950.00 $1,950.00 $1,950.00 $2,200.00 $2,200.00 $2,200.00 $2,200.00 $2,200.00 $2,200.00

Mixing $850.00 $850.00 $850.00 $1,620.00 $1,620.00 $1,620.00 $1,900.00 $1,900.00 $1,900.00 $1,900.00 $1,900.00 $1,900.00

Design $350.00 $350.00 $350.00 $645.00 $645.00 $645.00 $750.00 $750.00 $750.00 $750.00 $750.00 $750.00

Subtotal $2,660.00 $2,660.00 $2,660.00 $4,695.00 $4,695.00 $4,695.00 $5,370.00 $5,370.00 $5,370.00 $5,370.00 $5,370.00 $5,370.00

COST OF INCOMECOST OF INCOME

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Subtotal $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

TOTAL INCOMETOTAL INCOME $2,660.00 $2,660.00 $2,660.00 $4,695.00 $4,695.00 $4,695.00 $5,370.00 $5,370.00 $5,370.00 $5,370.00 $5,370.00 $5,370.00

EXPENSESEXPENSES

General & AdministrativeGeneral & Administrative

Office Supplies $200.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00

Online Training Subscription $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00

Insurance Premiums $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00

Loan Repayments $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00

Subtotal $1,135.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00

Marketing & PromotionalMarketing & Promotional

Beat Magazine Ad $600.00 $600.00 $600.00 $300.00 $300.00 $300.00 $300.00 $300.00 $300.00 $300.00 $300.00 $300.00

Inpress Magazine Ad $720.00 $720.00 $720.00 $310.00 $310.00 $310.00 $310.00 $310.00 $310.00 $310.00 $310.00 $310.00

Facebook Ad $260.00 $260.00 $260.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00

Website Design/Upkeep $1,140.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00

Subtotal $2,720.00 $2,080.00 $2,080.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00

Operating ExpensesOperating Expenses

Electricity $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00

Water $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00

Mobile $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00

Internet $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00

Subtotal $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00

Employment ExpensesEmployment Expenses

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Subtotal $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Occupancy CostsOccupancy Costs

Rent $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00

Subtotal $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00

TOTAL EXPENSESTOTAL EXPENSES $4,093.00 $3,303.00 $3,303.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00

OPERATING PROFIT/LOSSOPERATING PROFIT/LOSS -$1,433.00 -$643.00 -$643.00 $2,232.00 $2,232.00 $2,232.00 $2,907.00 $2,907.00 $2,907.00 $2,907.00 $2,907.00 $2,907.00
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INCOME - OTHERINCOME - OTHER

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Other Income $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

EXPENSES - OTHEREXPENSES - OTHER

Identity and Logo Design $1,140.00

Stationery Prints $816.00

Office Equipment $2,285.00

Computer Equipment $690.00

Audio Recording Equipment $3,465.00

Loan Establishment Fees $250.00

Total Other Expenses $8,646.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

OTHER PROFIT/LOSSOTHER PROFIT/LOSS -$8,646.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

GROSS PROFIT/LOSSGROSS PROFIT/LOSS -$10,079.00 -$643.00 -$643.00 $2,232.00 $2,232.00 $2,232.00 $2,907.00 $2,907.00 $2,907.00 $2,907.00 $2,907.00 $2,907.00

ESTIMATED INCOME TAXESTIMATED INCOME TAX

Estimated Tax Rate 8% 8% 8% 8% 8% 8% 8% 8% 8% 8% 8% 8%

Estimated Tax Amount -$806.32 -$51.44 -$51.44 $178.56 $178.56 $178.56 $232.56 $232.56 $232.56 $232.56 $232.56 $232.56

NET PROFIT / LOSSNET PROFIT / LOSS -$9,272.68 -$591.56 -$591.56 $2,053.44 $2,053.44 $2,053.44 $2,674.44 $2,674.44 $2,674.44 $2,674.44 $2,674.44 $2,674.44

Gross Annual ProfitGross Annual Profit $12,773.00$12,773.00

Net Annual ProfitNet Annual Profit $11,751.16$11,751.16
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6.3 Cash Flow Statement

1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT1st CASH FLOW STATEMENT

July Aug Sep Oct Nov Dec Jan Feb Mar Apr May June

Additional Cash InAdditional Cash In $15,000.00

Cash BalanceCash Balance $15,000.00 $4,921.00 $4,278.00 $3,635.00 $5,867.00 $8,099.00 $10,331.00 $13,238.00 $16,145.00 $19,052.00 $21,959.00 $24,866.00

CASH INCASH IN

Pre-Production $260.00 $260.00 $260.00 $480.00 $480.00 $480.00 $520.00 $520.00 $520.00 $520.00 $520.00 $520.00

Recording $1,200.00 $1,200.00 $1,200.00 $1,950.00 $1,950.00 $1,950.00 $2,200.00 $2,200.00 $2,200.00 $2,200.00 $2,200.00 $2,200.00

Mixing $850.00 $850.00 $850.00 $1,620.00 $1,620.00 $1,620.00 $1,900.00 $1,900.00 $1,900.00 $1,900.00 $1,900.00 $1,900.00

Design $350.00 $350.00 $350.00 $645.00 $645.00 $645.00 $750.00 $750.00 $750.00 $750.00 $750.00 $750.00

INCOME - OTHER $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Monthly Cash In $2,660.00 $2,660.00 $2,660.00 $4,695.00 $4,695.00 $4,695.00 $5,370.00 $5,370.00 $5,370.00 $5,370.00 $5,370.00 $5,370.00

CASH OUTCASH OUT

General & Administrative $1,135.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00

Marketing & Promotional $2,720.00 $2,080.00 $2,080.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00

Operating Expenses $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00

Employment Expenses $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Occupancy Costs $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00

EXPENSES - OTHER $8,646.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Monthly Cash Out $12,739.00 $3,303.00 $3,303.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00

NET DIFFERENCENET DIFFERENCE -$10,079.00 -$643.00 -$643.00 $2,232.00 $2,232.00 $2,232.00 $2,907.00 $2,907.00 $2,907.00 $2,907.00 $2,907.00 $2,907.00

CASH BALANCE TOTALCASH BALANCE TOTAL $	 4,921.00 $	4,278.00 $	 3,635.00 $	 5,867.00 $8,099.00 $10,331.00 $13,238.00 $	16,145.00 $	19,052.00 $	21,959.00 $	24,866.00 $27,773.00
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6.4 Balance Sheet

1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET1st YEAR BALANCE SHEET

July Aug Sep Oct Nov Dec Jan Feb Mar Apr May June

ASSETSASSETS

Current AssetsCurrent Assets

Mac Pro $4,112.00 $4,025.00 $3,937.00 $3,850.00 $3,762.00 $3,675.00 $3,587.00 $3,500.00 $3,412.00 $3,325.00 $3,237.00 $3,150.00

Microphones $2,000.00 $1,984.00 $1,968.00 $1,952.00 $1,936.00 $1,920.00 $1,904.00 $1,888.00 $1,872.00 $1,856.00 $1,840.00 $1,824.00

Monitors $1,250.00 $1,224.00 $1,198.00 $1,172.00 $1,146.00 $1,120.00 $1,094.00 $1,068.00 $1,042.00 $1,016.00 $990.00 $964.00

$7,362.00 $7,233.00 $7,103.00 $6,974.00 $6,844.00 $6,715.00 $6,585.00 $6,456.00 $6,326.00 $6,197.00 $6,067.00 $5,938.00

Less

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

$0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Subtotal $7,362.00 $7,233.00 $7,103.00 $6,974.00 $6,844.00 $6,715.00 $6,585.00 $6,456.00 $6,326.00 $6,197.00 $6,067.00 $5,938.00

Pre-paymentsPre-payments

Rent $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00

Subscription $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00

Insurance $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00

Subtotal $405.00 $405.00 $405.00 $405.00 $405.00 $405.00 $405.00 $405.00 $405.00 $405.00 $405.00 $405.00

InventoryInventory

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Subtotal $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Current Assets $7,767.00 $7,638.00 $7,508.00 $7,379.00 $7,249.00 $7,120.00 $6,990.00 $6,861.00 $6,731.00 $6,602.00 $6,472.00 $6,343.00

Fixed AssetsFixed Assets

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Fixed Assets $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

TOTAL ASSETSTOTAL ASSETS $7,767.00 $7,638.00 $7,508.00 $7,379.00 $7,249.00 $7,120.00 $6,990.00 $6,861.00 $6,731.00 $6,602.00 $6,472.00 $6,343.00

LIABILITIESLIABILITIES

Current LiabilitiesCurrent Liabilities

Loan Repayments $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00

Mobile $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00

Internet $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00

Utilities $12.00 $12.00 $12.00 $12.00 $12.00 $12.00 $12.00 $12.00 $12.00 $12.00 $12.00 $12.00

Computer Softwares $125.00 $250.00 $375.00 $500.00 $625.00 $750.00 $875.00 $1,000.00 $1,125.00 $1,250.00 $1,375.00 $1,500.00

Marketing/Promotions $2,720.00 $2,080.00 $2,080.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00

Office Equipment $64.00 $128.00 $192.00 $256.00 $320.00 $384.00 $448.00 $512.00 $576.00 $640.00 $704.00 $768.00

Computer Equipment $40.00 $80.00 $120.00 $160.00 $200.00 $240.00 $280.00 $320.00 $360.00 $400.00 $440.00 $480.00

Owner Invest. Rpymnts. $2,280.00 $2,090.00 $1,900.00 $1,710.00 $1,520.00 $1,330.00 $1,140.00 $950.00 $760.00 $570.00 $380.00 $190.00

$5,997.00 $5,396.00 $5,435.00 $4,634.00 $4,673.00 $4,712.00 $4,751.00 $4,790.00 $4,829.00 $4,868.00 $4,907.00 $4,946.00

Less

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

$0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Current Liabilities $5,997.00 $5,396.00 $5,435.00 $4,634.00 $4,673.00 $4,712.00 $4,751.00 $4,790.00 $4,829.00 $4,868.00 $4,907.00 $4,946.00

Long Term LiabilitiesLong Term Liabilities

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Long Term $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

TOTAL LIABILIITESTOTAL LIABILIITES $5,997.00 $5,396.00 $5,435.00 $4,634.00 $4,673.00 $4,712.00 $4,751.00 $4,790.00 $4,829.00 $4,868.00 $4,907.00 $4,946.00

NET ASSETSNET ASSETS $1,770.00 $2,242.00 $2,073.00 $2,745.00 $2,576.00 $2,408.00 $2,239.00 $2,071.00 $1,902.00 $1,734.00 $1,565.00 $1,397.00
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6.5 Break Even Analysis

Average monthly expenditures amount up to $2462. The table below shows the minimum amount of revenue needed to 
come out with some gross profit per month. Minimum revenue requires the following services to be commissioned per month.

• 2 full days / month of pre production services

• 4 full days / month of recording services

• 4 full days / month of mixing services

• 2 full days of design services

AVERAGE MONTHLY BREAK EVEN ANALYSISAVERAGE MONTHLY BREAK EVEN ANALYSISAVERAGE MONTHLY BREAK EVEN ANALYSIS

Projected Fixed CostsProjected Fixed CostsProjected Fixed Costs

Home Studio Rent $160 / month

Utilities and Internet $22 / month

Mobile Phone Service $56 / month

Office Supplies $50 / month

Online Training Subscriptions $24 / month

Insurance Premiums  $220 / month

Loan Repayments $690 / month

Ad Campaigns $740 / month

Website Upkeeping Fees $500 / month

Total -$2462 / week

Required Revenue StreamRequired Revenue StreamRequired Revenue Stream

Pre Production $150 / day $300 / month

Recording $300 / day $1200 / month

Mixing $250 / track $1000 / month

Design $200 / day $400 / month

Total +$2900 / month

Expected ProfitsExpected ProfitsExpected Profits

Total Monthly Gross Profits +$438 / week
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7.0 CONCLUSION
Soundmission  is proud to be part of the music industry and firmly believes that we are a business that has exciting potential. 

The music industry in Melbourne is thriving and demand for music is at an all time high with record number of volumes 
bought by the public in 2011. This ultimately mean that aspiring talented musicians have the confidence to take the 

necessary steps to further their careers and invest in a recording service that will take their vision to the next level. 
It is our music production service that will provide these artists with the opportunity to make these dreams a reality. 

Michael Mission’s comprehensive higher education training in several key areas of Audio Production, Graphic Design 
and his extensive experience in Retail Business Management will provide the Soundmission  with strong foundations to see 

it become a moderately successful business within the first three years of its operations. We forecast a gross profit of over 
$60k within the third year of trade and also plan to have our initial $15k loan paid off by the beginning of that same year. 

The business also will begin entertaining notions of expansion at this stage, with possible employment for a resident  
assistant engineer and a dedicated administrative person.

The combination of strong marketing and promotional strategies with appropriate implementation in specific media outlets 
will ensure that we are in constant dialogue with our key demographic, allowing us to further establish a reputable status 

within the music record industry.  We know the importance of a well thought out plan for growth and expansion, therefore we 
have devised networking strategies that will propel us forward into the next level.  Affiliations, from industry peers to record labels 

to strategic partners  and even music venues and retailers will be nurtured and cultivated to continually encourage constant 
interest for our business as well as providing us with a steady stream of clients through our doors.   

Finally it is the execution of all of the aforementioned components combined with our raw fervent passion for the record industry 
that will determine the overall creative, financial and business success of Soundmission in the years to come. 

 

SOUNDMISSION	 BCM220.1 Business Plan Report

Michael Mission 105250                                                              Page 35 Saturday, 9 June 2012



8.0 REFERENCES
AAMI (2012). Business Quotes. Retrieved May 14, 2012, from http://www.aami.com.au/business-insurance

ARIA (2011). ARIA Releases Wholesale Figures for 2011. Retrieved May 14, 2012, from http://www.aria.com.au/documents/
2011wholesalefigures.pdf 

Apra/Amcos (2011). It's Official: Live Music is Good for the State. Retrieved May 9, 2012, from http://www.apra-
amcos.com.au/news/allnews/ItsofficialLivemusicisgoodfortheState.aspx

Apra/Amcos (2011. An Overview of the 2011 Financial Year Results. Retrieved May 14, 2012, from http://www.apra-
amcos.com.au/downloads/file/ABOUT/ApraYIR2011D8.pdf

Arts Victoria (2011). It's Official: Live Music is Good for the State. Retrieved May 9, 2012, from http://www.arts.vic.gov.au/
About_Us/News/2011/Its_official_Live_music_is_good_for_the_State

Australian Taxation Office (2011). Guide to Depreciating Assets 2011. Retrieved May 14, 2012, from http://www.ato.gov.au/
content/downloads/IND00270218n19960611.pdf

Boston Consulting Group, The (2011). Culture Boom. How Digital Media Are Invigorating Australia. Retreievd May 14, 2012, 
from http://www.bcg.com/documents/file101187.pdf

Brooks, T. (2002). Record Industry to Consumers: "Show Me the Money! ARSC Journal, 33(1), 143-144. Retrieved from 
http://search.proquest.com/docview/968313?accountid=59092

Deloitte Access Live Music Report. (2011). Retrieved, Tuesday 8, 2012, from http://www.arts.vic.gov.au/About_Us/News/
2011/Its_official_Live_music_is_good_for_the_State 

Kidman, A. (2012). Ten Weird Lessons About the Future of Music. Retrieved March 31, 2012, from http://
www.lifehacker.com.au/2012/03/ten-weird-lessons-about-the-future-of-music/

Knopper, S. (2008). Rock & Roll: Industry - Rock Albums Lead Fall Season, But Record Biz Still Struggles. Rolling Stone 
20-20. Retrieved from http://search.proquest.com/docview/1199250?accountid=59092

Melbourne Fringe Festival (2009). Marketing Handbook 2009. Retrieved May 9, 2012, from http://
www.melbournefringe.com.au/assets/marketing-handbook-2009.pdf

Nielsen Company, The (2011). 2011 Music Industry Report. Retrieved May 14, 2012, from http://www.businesswire.com/
news/home/20120105005547/en/Nielsen-Company-Billboard%E2%80%99s-2011-Music-Industry-Report

Online Calculators (2012). Depreciation Calculators. Retrieved May 14, 2012, from http://www.online-calculators.co.uk/
business/depreciation.php

Radio Heritage (n.d.). FM Radio Vic. Retrieved 10 May, 2012 from http://www.radioheritage.net/Australia/fmvic.asp

Sweetwater (2012). Quotes for Monitor Speakers. Retrieved 16 May, 2012, from http://www.sweetwater.com/store/
search.php?s=monitor+speakers

Thomann (2012). Quotes for Active Nearfield Monitors. Retrieved May 16, 2012, from http://www.thomann.de/intl/
active_nearfield_monitors.html

Werde, B. (2004). Rock & Roll: The Industry - CD Leaks Plague Record Biz. Rolling Stone, 31-31, 34. Retrieved from http://
search.proquest.com/docview/1195255?accountid=5909

SOUNDMISSION	 BCM220.1 Business Plan Report

Michael Mission 105250                                                              Page 36 Saturday, 9 June 2012



9.0 APPENDICES
Appendix 01. AAMI Business Insurance quote.
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Appendix 02. Print advertising quotes.

BEAT MAGAZINE PRINT AD QUOTES (ex. GST)BEAT MAGAZINE PRINT AD QUOTES (ex. GST)BEAT MAGAZINE PRINT AD QUOTES (ex. GST)BEAT MAGAZINE PRINT AD QUOTES (ex. GST)

Page Size Mono Spot Colour Full Colour

1/8 page $120 $190 $265

1/4 page $220 $260 $300

1/2 page $400 $475 $550

full page $800 $850 $900

INPRESS MAGAZINE PRINT AD QUOTES (ex. GST)INPRESS MAGAZINE PRINT AD QUOTES (ex. GST)INPRESS MAGAZINE PRINT AD QUOTES (ex. GST)

Page Size Mono Full Colour

1/8 page $135 215

1/4 page $210 $310

1/2 page $380 $510

full page $660 $850

Appendix 03. Facebook advertising quotes.

FACEBOOK AD CAMPAIGNFACEBOOK AD CAMPAIGN

Specification Target

Location Melbourne, Australia inc. cities within 80 km

Demographics 15 - 35 

Sex All

Music Interests

Alternative

Classic Rock
Classical

Country
Dance/Electronic

Hip Hop/Rap
Jazz/Blues

Metal
Pop

R&B/Soul
Reggae

Rock

Suggested Bid AUD$ 0.86 per click
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Appendix 04. 2nd Year Profit and Loss Statement.

2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT2nd YEAR PROFIT AND LOSS STATEMENT

July Aug Sep Oct Nov Dec Jan Feb Mar Apr May June

INCOME - SERVICESINCOME - SERVICES

Pre-Production $650.00 $650.00 $650.00 $650.00 $650.00 $650.00 $650.00 $650.00 $650.00 $650.00 $650.00 $650.00

Recording $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,600.00

Mixing $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,160.00

Design $860.00 $860.00 $860.00 $860.00 $860.00 $860.00 $860.00 $860.00 $860.00 $860.00 $860.00 $860.00

Subtotal $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00

COST OF INCOMECOST OF INCOME

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Subtotal $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

TOTAL INCOMETOTAL INCOME $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00

EXPENSESEXPENSES

General & AdministrativeGeneral & Administrative

Office Supplies $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00

Online Training Subscription $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00

Insurance Premiums $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00

Loan Repayments $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00 $690.00

Subtotal $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00 $985.00

Marketing & PromotionalMarketing & Promotional

Beat Magazine Ad $300.00 $300.00 $300.00 $300.00 $300.00 $300.00 $300.00 $300.00 $300.00 $300.00 $300.00 $300.00

Inpress Magazine Ad $310.00 $310.00 $310.00 $310.00 $310.00 $310.00 $310.00 $310.00 $310.00 $310.00 $310.00 $310.00

Facebook Ad $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00

Website Design/Upkeep $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00

Subtotal $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00 $1,240.00

Operating ExpensesOperating Expenses

Electricity $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00

Water $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00

Mobile $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00

Internet $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00

Subtotal $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00

Employment ExpensesEmployment Expenses

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Subtotal $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Occupancy CostsOccupancy Costs

Rent $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00

Subtotal $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00

TOTAL EXPENSESTOTAL EXPENSES $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00 $2,463.00

OPERATING PROFIT/LOSSOPERATING PROFIT/LOSS $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00
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INCOME - OTHERINCOME - OTHER

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Other Income $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

EXPENSES - OTHEREXPENSES - OTHER

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Other Expenses $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

OTHER PROFIT/LOSSOTHER PROFIT/LOSS $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

GROSS PROFIT/LOSSGROSS PROFIT/LOSS $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00 $3,807.00

ESTIMATED INCOME TAXESTIMATED INCOME TAX

Estimated Tax Rate 16% 16% 16% 16% 16% 16% 16% 16% 16% 16% 16% 16%

Estimated Tax Amount $609.12 $609.12 $609.12 $609.12 $609.12 $609.12 $609.12 $609.12 $609.12 $609.12 $609.12 $609.12

NET PROFIT / LOSSNET PROFIT / LOSS $3,197.88 $3,197.88 $3,197.88 $3,197.88 $3,197.88 $3,197.88 $3,197.88 $3,197.88 $3,197.88 $3,197.88 $3,197.88 $3,197.88

Gross Annual ProfitGross Annual Profit $45,684.00$45,684.00

Net Annual ProfitNet Annual Profit $38,374.56$38,374.56
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Appendix 05. 3rd Year Profit and Loss Statement.

3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT3rd YEAR PROFIT AND LOSS STATEMENT

July Aug Sep Oct Nov Dec Jan Feb Mar Apr May June

INCOME - SERVICESINCOME - SERVICES

Pre-Production $650.00 $650.00 $650.00 $650.00 $650.00 $650.00 $860.00 $860.00 $860.00 $860.00 $860.00 $860.00

Recording $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,600.00 $2,770.00 $2,770.00 $2,770.00 $2,770.00 $2,770.00 $2,770.00

Mixing $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,160.00 $2,170.00 $2,170.00 $2,170.00 $2,170.00 $2,170.00 $2,170.00

Design $860.00 $860.00 $860.00 $860.00 $860.00 $860.00 $1,040.00 $1,040.00 $1,040.00 $1,040.00 $1,040.00 $1,040.00

Subtotal $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,840.00 $6,840.00 $6,840.00 $6,840.00 $6,840.00 $6,840.00

COST OF INCOMECOST OF INCOME

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Subtotal $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

TOTAL INCOMETOTAL INCOME $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,270.00 $6,840.00 $6,840.00 $6,840.00 $6,840.00 $6,840.00 $6,840.00

EXPENSESEXPENSES

General & AdministrativeGeneral & Administrative

Office Supplies $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00 $50.00

Online Training Subscription $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00 $25.00

Insurance Premiums $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00 $220.00

Subtotal $295.00 $295.00 $295.00 $295.00 $295.00 $295.00 $295.00 $295.00 $295.00 $295.00 $295.00 $295.00

Marketing & PromotionalMarketing & Promotional

Beat Magazine Ad $265.00 $265.00 $265.00 $265.00 $265.00 $265.00 $265.00 $265.00 $265.00 $265.00 $265.00 $265.00

Facebook Ad $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00 $130.00

Website Design/Upkeep $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00 $500.00

Subtotal $895.00 $895.00 $895.00 $895.00 $895.00 $895.00 $895.00 $895.00 $895.00 $895.00 $895.00 $895.00

Operating ExpensesOperating Expenses

Electricity $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00 $8.00

Water $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00 $4.00

Mobile $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00 $56.00

Internet $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00

Subtotal $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00 $78.00

Employment ExpensesEmployment Expenses

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Subtotal $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Occupancy CostsOccupancy Costs

Rent $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00

Subtotal $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00 $160.00

TOTAL EXPENSESTOTAL EXPENSES $1,428.00 $1,428.00 $1,428.00 $1,428.00 $1,428.00 $1,428.00 $1,428.00 $1,428.00 $1,428.00 $1,428.00 $1,428.00 $1,428.00

OPERATING PROFIT/LOSSOPERATING PROFIT/LOSS $4,842.00 $4,842.00 $4,842.00 $4,842.00 $4,842.00 $4,842.00 $5,412.00 $5,412.00 $5,412.00 $5,412.00 $5,412.00 $5,412.00

SOUNDMISSION	 BCM220.1 Business Plan Report

Michael Mission 105250                                                              Page 41 Saturday, 9 June 2012



INCOME - OTHERINCOME - OTHER

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Other Income $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

EXPENSES - OTHEREXPENSES - OTHER

n/a $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Total Other Expenses $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

OTHER PROFIT/LOSSOTHER PROFIT/LOSS $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

GROSS PROFIT/LOSSGROSS PROFIT/LOSS $4,842.00 $4,842.00 $4,842.00 $4,842.00 $4,842.00 $4,842.00 $5,412.00 $5,412.00 $5,412.00 $5,412.00 $5,412.00 $5,412.00

ESTIMATED INCOME TAXESTIMATED INCOME TAX

Estimated Tax Rate 20% 20% 20% 20% 20% 20% 20% 20% 20% 20% 20% 20%

Estimated Tax Amount $944.19 $944.19 $944.19 $944.19 $944.19 $944.19 $1,055.34 $1,055.34 $1,055.34 $1,055.34 $1,055.34 $1,055.34

NET PROFIT / LOSSNET PROFIT / LOSS $3,897.81 $3,897.81 $3,897.81 $3,897.81 $3,897.81 $3,897.81 $4,356.66 $4,356.66 $4,356.66 $4,356.66 $4,356.66 $4,356.66

Gross Annual ProfitGross Annual Profit $61,524.00$61,524.00

Net Annual ProfitNet Annual Profit $49,526.82$49,526.82
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