Die approbierte Originalversion dieser Diplom-/Masterarbeit ist an der
Hauptbibliothek der Technischen Universitat Wien aufgestellt
(http://www.ub.tuwien.ac.at).

The approved original version of this diploma or master thesis is available at the —-—
main library of the Vienna University of Technolog,& . . I lj
(http:w.ub uwikdE@AiRgSEAN Al MBA Entrepreneurship & Innovation CONTINUING /
EDUCATION VIENNA
CENTER

s e o e ol
WIKTSCHAFTSUNIVERSITAT WIKN

EXECUTIVE
ACADEMY

SCHUMPETER
PROGRAMS

Ahpla — Business Plan

A Master’s Thesis submitted for the degree of

“Master of Business Administration”

Supervised by

Prof. Robert D. Hisrich

Céatia Susana Ferreira Ruivo

0126893

Portugal, 01 August 2009



CONTINUING
EDUCATION
CENTER

EXECUTIVE
ACADEMY

Affidavit

I, Catia Susana Ferreira Ruivo, hereby declare

1. that | am the sole author of the present Master's Thesis, "Ahpla -
Business plan”, 53 pages, bound, and that I have not used any
source or tool other than those referenced or any other illicit aid or
tool, and

2. that | have not prior to this date submitted this Master’'s Thesis as an
examination paper in any form in Austria or abroad.

Vienna, 01.08.2009

Signature



-
Professional MBA Entrepreneurship & Innovation CONTINUING / I_U
EDUCATION

CENTER

Abstract T

ACADEMY

PROGRAMS
Ahpla is a specialized company in training and consulting; with headquarter on the
building of Lismolde2, 1% floor, “Zona Industrial Amarela” , in “Porto de Mds” of “Leiria”

region, “Potugal”.

The business idea appeared, with the objective to answer to the latent professional
training needs in the companies on “Leiria” region,
which is characterized by the high number of industries

. . . . . =
and services; this professional training at the present is Hﬁd‘e‘}%ﬁrﬂg

Ponta

only available on the two biggest cities in Portugal, Deigada T —
Lisbon and Porto, making companies spend more Comr
money and work-time, and the company workers don'’t e %?ilg
see it with good eyes due to the time they spend far rumna T ¢

away from their homes and family. The result is that
companies don’t improve their workers skills and as a
result they are not able to improve their performance
(Exhibit ).

The huge number of unemployment, people that need to acquire new skills in order to
be able to be more capable to get a job, in total on this region in 2009 is expected a number
of 68.158 people unemployed (Exhibit II).

Other important reason was to use the entire first floor of Lismolde2 facilities, that at
the moment are undervalue, due to the low
company needs of those, so our proposal was
to rent it, with “all included system”, electricity,
water, etc... and they can use them also
whenever they want according to our room
availability without any costs for them (the rent
contract should be on the Appendix, but it is in

Portuguese, the rent cost is 400€ per month for

6 years).
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making part of Ahpla mission statement; it represents the importance of the ACADEMY

“Learn today to lead tomorrow” is the most important guideline for Ahpla,

professional training of the workers in order to make a company successful in its

business, and also for the person itself to achieve success on its own life and career.
Ahpla mission statement:

» ‘“Learn Today to Lead Tomorrow”

» “Excellency in the Reputation”

» “To be part of something special”

» “We are in the market to answer the companies professional training needs
with the objective to improve their performance and efficiency, being all our
actions evaluated by the achievement of this objective”

» “Ahpla diploma is synonym of high quality professional training and
capabilities acquisition”

As stated before, Ahpla will bring capabilities to the region that are only accessible in
Lisbon and Porto. In order to do that, it developed several partnerships, with specialized

companies with high reputation on their core areas.
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Aprender Hoje Para Liderar Amanha

Translation: Learn today to lead tomorrow

This is public version business plan #



Ahpla - Learn today and Lead tomorrow
Zona Industrial Amarela
2480-051 Porto de Més, Portugal
+(351) 244 098 143

www.ahpla.pt

Entrepreneurs:
Miss. Cétia Ruivo

Miss. Sandra Ruivo

Email; info@ahpla.pt

Description of business:
Ahpla has as main objective to provide to the market professional training in the most

diverse areas, answering the company needs.

Financing:
Initial financing, will be 6000€, provided by the entrepreneurs, along the year it will be
necessary to loan 1200€. This money will cover all the logistical and marketing and

promotion activities.

This Business Plan is confidential and is property of the co-owner listed above. It is
intended for use only by the persons to whom it is transmitted, and any reproduction or
divulgence of any of contents without the prior written consent of the company is
prohibited.
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1.0 Executive Summary
Ahpla is a specialized company in training and consulting; with headquarter on the

building of Lismolde2, 1% floor, “Zona Industrial Amarela” , in “Porto de Mds” of “Leiria” region,
“Potugal”.

The business idea appeared, with the objective to o

answer to the latent professional training needs in the g “‘“‘*‘a&r?grgg

companies on “Leiria” region, which is characterized by the DEI;'}‘E
high number of industries and services; this professional =
training at the present is only available on the two biggest &
cities in Portugal, Lisbon and Porto, making companies ==
spend more money and work-time, and the company
workers don't see it with good eyes due to the time they

spend far away from their homes and family. The result is

that companies don’t improve their workers skills and as a

result they are not able to improve their performance
(Exhibit 1).

The huge number of unemployment, people that need to acquire new skills in order to be
able to be more capable to get a job, in total on this region in 2009 is expected a humber of
68.158 people unemployed (Exhibit 1).

Other important reason was to use the entire first floor of Lismolde2 facilities, that at the
moment are undervalue, due to the low company needs of those, so our proposal was to rent it,
with “all included system”, electricity, water, d
etc... and they can use them also whenever
they want according to our room availability
without any costs for them (the rent contract
should be on the Appendix, but it is in
Portuguese, the rent cost is 400€ per month for
6 years).




“Learn today to lead tomorrow” is the most important guideline for

Ahpla, making part of Ahpla mission statement; it represents the importance of the professional

training of the workers in order to make a company successful in its business, and also for the

person itself to achieve success on its own life and career.

Ahpla mission statement:

>

>
>
>

“Learn Today to Lead Tomorrow”

“Excellency in the Reputation”

“To be part of something special”

“We are in the market to answer the companies professional training needs with
the objective to improve their performance and efficiency, being all our actions
evaluated by the achievement of this objective”

“Ahpla diploma is synonym of high quality professional training and capabilities

acquisition”

As stated before, Ahpla will bring capabilities to the region that are only accessible in

Lisbon and Porto. In order to do that, it developed several partnerships, with specialized

companies with high reputation on their core areas.

Partnerships developed up to now:

» P&A Consulting, headquarters in Porto and Spain, with capabilities in the areas of the

Leadership, Strategy and Planning, Engineering and Quality tools, Organization and

Industrial Efficiency;

YV V V V

More Institut specialized in “Coaching” and “PNL (Neuro Linguistic programming)”;
Unilco consulting, with 15 years of experience in only consulting family companies;
Media Glam & Events in the area of the organization and management of events

Institute of Linécole — specialized in foreign languages.

The partnerships brings to ahpla credibility and high quality professional training and

allows our costumers to benefit from their expertises, that on other way, would not be accessible

to them, either for geographic and/or finance reasons.

Ahpla will cover a wide range of professional training in the most diverse areas: as

Accounting; Finances; Management; Marketing; Sales; Human resources; Law; Tourism;

Services; Security, Hygiene and Health in the Work; Coaching; Foreign Languages; Quality;

Environment, and others; offering several options and specializations. These areas either will be

cover by the specialized partners or specialized individuals in its areas that were chosen by

Ahpla Board after several interviews, references and recommendations letters.



Ahpla already has associated companies, which will send their
workers for professional training and will benefit with 10% discount, companies like:
Construgdes Pragosa, Agroapoio, Herbum, LismoldeGroup, CSOutdoors, CSPrint, Vidigal
Wines, Pacoal, TopCut, System 4, among others.

To be Ahpla associate it is not necessary any contractual and finance commitment, the
only thing is to make a first registration and automatically the company acquires the associate
statute and benefits from the discounts, registrations priorities, among others. This benefit is
given to the companies for the preference in our services, intending to create a reliable relation
and partnership with our customers, for the qualification of their human resources”.

Having in account constant update of contents and concepts, one of first initiatives of
Ahpla goes by organizing a conference in partnership with consulting Company Unilco, with the
theme: “The generational transition and the mistakes that are associated to it”, restricted to
family companies. This conference has as objective, to alert for this theme of the transition of
generations in the companies, focusing in success company generation transition case studies
and the projection of a DVD with real case study “Mistakes on generation transition”, later will
happen a debate between the assistants and moderators, offering the possibility for the
companies responsible to make their questions to specialized professionals on this subject.

The business co-owners are Catia Ruivo and Sandra Ruivo, both are part of Lsimolde2
Board, on that company, besides being part of the board, witch of them is responsible for one
department, Sandra the finance Department and Cétia the Commercial and Marketing
Department.

The initial financing, will be 6000€, provided by the entrepreneurs, along the year it will
be necessary to loan 1200€. This money will cover all the logistical and marketing/promotion
activities, the income expect will be negative on the first year, but on the second year we expect
to have an income of 3.032€ and in 3 years we expect an Income of 15.433€.

2010 2011 2012 2013 2014 20....
Income 5B 3.032 8.243 15.433 24.875 38.655



2.0 Industry Analysis

2.1 Future Outlook and Trends

Also the growth of the unemployment rate, creates a competitiveness between people,
either to get new capabilities different from theirs expertise area or to standout when compared
with other applicants for the same job.

Due to the markets globalization we believe that the companies need to improve their
competitiveness and their performance in order to face competitors that relay on low labour
costs and no human labour conditions. As the biggest challenge in companies is to develop
their core competences, they are only able to do it if they have people that bring add-value to
their core business, either with new/improve products or services but also with new/improved

processes.

2.2 Analysis of Competitors

An Assessment of Competitor Marketing Strategies and Strengths and Weaknesses

Know How Nerlei Consenso
Their strategy is to give Since They are the Besides giving financed
o training that is financed “Leiria Company training as the main roll
° o _@ by de government, that Association”, their of training, only for
g g 2 way they are allowed to | strategy is to fulfill all people with maximum
= o) IS give training without any | training areas possible | “9°Ano”.
& w = cost for the Client. that would be needed They specialized them
by our different industry | self on Human
needs. Resources Consulting.
Financed Training allows | Besides the financed They make their prices
U,_g them to have more training, they try to according their
g D competitive prices practice lower prices competitors.
- © (0,00€), compared with compared with other Making a price that can
o 5 non financed training. training companies. be competitive.
- They don't have any They have facilities on | They don't have any
2 @ distribution strategies, strategic cities of the distribution strategies,
29 they simply give their center region, which they simply give their
= ® Training in their facilities. | are: Leiria, Porto de Training in their facilities.
.g & Mos e Alcobaga.




Promotion

Strategies

They promote their
service in Newspaper
and their web site with
the list of training they
have.

They promote their
service in Newspaper
and magazines and
their web site with the
list of training they
have.

They like to promote their
services thru Newspaper,
magazines, their web
site, and at exhibits about
Educations and
employment.

Strengths and Weaknesses

They are allowed to give
financed training without
any cost for de
Customer;

But on the other hand,
this type of financed
training can only be
given to people with low
qualifications. As for, are
not so intellectual
demanding.

Also lot of Training
companies have
financed training, that
are only for low qualified
people, and forget that
are a lot of unemployed
High qualified people,
how wants to learn other
business or area.

The roll of training
programs that they
have, that could better
satisfy our market
needs. The strategic
facilities, allow clients to
make less distances.
Because the trainings
have low prices, they
are forced to have a lot
of students on the
same class, losing the
quality of the training.

They are allowed to give
financed training without
any cost for de
Customer, and to give a
specialized consulting
service in human
resources to our
company’s, as most of
them don’t have their
own Human Resources
department.

On the Other hand, a lot
of Training companies
have financed training,
that are only for low
qualified people, and
forget that are a lot of
unemployed High
gualified people, how
wants to learn other
business or area.

Also is a risk for the
company to only be
specialized in human
resources consulting,
since our industry in the
region center has a lot of
medium and small
companies that in periods
of crises wont spent
money in this services,
they rather do it them
self’s, although knowing
that they don’t have the
right qualifications.
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JORMAR
EM CONTEXTO
REAL

CONSENSO ROMFE
AS FRONTEIRAS NACIONAS

Trabalhar o que & necessério. Este é o lema c=
uma empresa gue, apesar de vocacionada pa
comportamental, de gestio e comercial, "n3o cescar= oes
sibilidades em outras reas”, refere Telma Sousa, dmecms
geral.

Na Consenso, a formag3o é adaptada s necessicaces a5
viduais de cada formando. *Trabalhamos parz colmasis =
lhas", garante a responsavel,
adiantanda que privilegia a forma-
gaofacgdo™: ou seja, "a formagio é
adequada & realidade do mercado
de trabalho”. Consciente de que
cada individuo tem “falhas especi-
ficas”, a directora-geral da Con-
senso fala do plano individual de
formagdo, que visa o "treino de
competéncias” e o "acrescentar de
valor ao formande”. Composto por
varias fases, o plano pode ser repe- &
tido "as vezes que forem necessé-
rias”, diz. No seu entender, a formagdo 50 & va
encarada como uma mais-valia para s empresz”
acg3o de formagao, & elaborado um plano ind
de implementacio na empresa, "Nesta fa
o eco de um facilitador interno”, afirma Telm
brando que esta metodologia permite “colm
até ai ndo detectadas”. Posteriormente & f
final que permite perceber o impacto da forma
organizagao.

A formagio é continua. Mesmo apds uma 20
“yamos tendo reunides com a empresa para =
nas da formagio”, numa colaboragdo que ©
de todas as partes envalvidas”. Na Consen
& um parceiro”, diz.

MNOVOS HORIZONTES DE SUCESSO
O objectivo principal da Consenso & "o
gem no mercado”. No entanto, a empresz 2
teiras nacionais. Através da criagdo de ©
entidades locais, "j& nos encontramas 2 ©
Verde e Angola®, ende, sequndo Telma So
vas “sao boas”. E lembra que “nestes pz2
sejo real de adquirir conhecimenta”, pelo qu
Consenso no mercado dos PALOP tem & inteng3
3o desenvolvimento daqueles paises”. &
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com mais de 45 anos, estando também em
vigor um plano excepcional de apoio ao longo
deste ano a empresas e trabalhadores em si-
tuagdo de redugio temporéria de actividade,
que prevé abranger 450 empresas e 20 mil tra-
balhadores.

Para promover o acesso dos jovens ao em-
prego o Estado prevé apoiar 12 mil estagios
destinados a jovens licenciades em éreas de
baixa empregabilidade (nimero de jovens
apoiados através de estigios profissionais em
2009 devera ascender a 37 mil) e o pagamento
de daois mil euros no apoio a contratagao,
acrescido de isengio durante dois anos do pa-
gamento de contribuigbes a 55, na contratagao
de jovens até 30 anos & procura do primeiro
emprego.

Para estimular o regresso ao emprego, o plano
isenta de contribuigbes a 55 as empresas que
contratem desempregados de longa duragio,
estando também prevista a redugdo de 50%
nas contribuigdes a 5SS de empresas que con-
tratem desempregados com mais de 55 anos
ou hé mais de seis meses no desemprego. A
iniciativa promove ainda estdgios para desem-
pregados adultos, apoiando em 50% a retri-
buigdo dos estagidrios durante nove meses.

E dada ainda a possibilidade dos desempre-
gados acederem a uma linha de crédito espe-
cial de 100 milhdes de euros para criagéo do
préprio emprego, que podem acumular com o
subsidio de desemprego (medida prevé apoiar
a criagdo de 1600 novas empresas e cerca de
trés mil novos empregos)

Através do designado Contrato Emprego-in-
sercdo, o Governo pretende ainda assegurar 2
integragdo de 30 mil desempregados em insti-
tuigdes ndo lucrativas (apoio ado pelo

Coign Local de
Nivel Horss. et
sl 3 w0 e
M5 0K Lingas ingesa - Tecncan de Escrta 2 B Lenia 03Jun09
211 08 Concepcdo « atamenta de imagens 3 = Leria 15-un09
M8 08M  Duwes de Tramaie @ B Lena B
Mo 3 6 Lena 172000
341 007 Cristwizase em Comuncachs 3 ® Lara 15-2u08
31 0379 informadtica - folha de cliculs 3 % Lera IT-Mar 0
341 0087 Publcidade s promocds 3 = Leva E
344 0876 impoets ssbre o rendimento (RC) 3 =0 Lera 05-Ago-08
212 015 Desgn - comunicacio | mulmédia 3 = (T2 18-Mas
364 0874 Emcemamento anusd das contas. 3 = [T EMaS
346 ooa2 3 [T O1-hum08
348 0967 Mocdes de Sscaidade 3 o= Lewia hm08
348 OHIT  Audfons 8 om0 memY : I} Lena 1e-Agecd
344 0554 Apbcaches rformdtes de contatddade L Alotaca -l
213 0081 Concepcho e tratamento s magem 30 3 ® Akstaca 2208
WY OMI  Amndmento 3 = Amssaa 1Tl
M OBB  ieformdnca ne seSvidsde BSmnisiralna 1 W Acsea  IAgeld
ME 0861  Crculo documental 4 crganzacia 3 5 Akobeca 130w
M 0674 Furgho pesscal - Lageiagko ladoral 3 = Alcobaca 11biow-08
213 015 Desgn- comuncacio s mulimide 3 2 Akchsss 130w
346 0M0  Documentagha comercal 2 50 FoeemdsFor 1hMa0d
481 O7ST  Fola de Clouio - Fanconsidaces Avancasas 2 35 FoeemdsFor 1-Mae0R
31 (354 Lingua ingiesa - Alengenia 3 0 FgueassFor 1RMad
341 T8 Swtemas de quakdade  Mguencs 3 50 FgownaaFor 1SMaid
844 e, RN S g PN B PR 3 3% FguenmdaFer 1T-heds
346 0843 Plan oficisl Oe contatiidace - Prrcpes contas 2 5 FguemdaFer 130
348 0814 Funclo pessoal - Lepalacto bors 3 %0 FouemdaFor 0Agee
I3 0181 Ewscucho do produt mutimesia final 3 0 FouemdaFae M08

maxime de um ano),

Alargar a oferta de cursos de dupla certifica-
¢io, nomeadamente cursos de educagio e for-
magio para adultos e de especislizagio
tecnolégica, para desempregados em regides
mais afectadas pelo desemprego, prolongar o
subsidio social de desemprego durante este
ano por mais & meses e o reforgo das garantias
de protecgdo no desemprego, incentivando ré-
pidos regressos ao mercado de trabalho com-
pletam a lista. ¢

REQUISITOS: REGALIAS:
L] Cotfease oe Qumfeniten
Subaac e akTentacho
phe
T 8T8 1acte U
01w
Currcube Vise comg/Tvitng 03 shachc profascns N8
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raca x Leria Junna09
Modeio EFA. Avatecho ¢ Cenfcacio *% Lera unne 08
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do projecto reconhece que ainda falta sen-
tido de empreendedorismo, apesar de se
terem multiplicado as respostas nesta drea,
desde o acesso 4 formacio e aos apoios fi-
nanceiros. “Muitas pessoas acabam por
desistir porque & mais facil trabalhar por
conta de outrém, no entanto, & muito mais
motivante construir o nosso posto de tra-
balho", diz, acreditando que a crise pode
estimular o empreendedorismo.
Contudo, criar © propric emprego exige
“alguma capacidade e muita persistén-
cia”, admite Susana Henriques, que en-
controu muita burocracia no processo.
"Os obstaculos sdo grandes mas se hou-
ver vontade sdo facilmente ultrapassa-
dos”, revela, Decorreram seis meses entre
a entrega do projecto e a sua aprovagao,
sem contar com alguns custos feitos a sua

PROGRAMA DE APQIO
A CRIACAO DO PROPRIO
EMPREGO DO IEFP

ntre os 18 & o

onalments, para o exerci

minimo riacional para a ind(

lho. Ap
de form

conta, nomeadamente o estudo de viabi-
lidade solicitado a uma empresa de con-
tabilidade.

Divulgar a filosofia tradicional indiana é o
objectivo, mas o Centro de Yoga de Leiria
& também uma empresa. A experiéncia
em gestdo e administracio foi uma ajuda
para Susana Henriques gue criou dois pos-
tos de trabalho. O balango & positivo mas
"ainda estamos a gatinhar", diz, cons-
ciente gue uma empresa precisa de pelo
menos dois anos para se enraizar. "Mas es-

anos e adultos desempregades o=
de actividades mdepes-
o Ambito do anesans
nao reembolssvel, oo
por posto de traf=
ndidatura apos a frequéncia de ums so=
m & duragao de urm més & meio. Os can

tamos ¢4 para ganhar raizes”, friza pos=ia
confessando que até superou os chec-
vos. Pelo centro ja passaram cerca o= 208
alunos, a confirmagao de que "as pessoes
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3.0 Description of Venture

3.1 Mission Statement
Ahpla mission statement:

(1]

» “Learn Today to Lead Tomorrow
» “Excellency in the Reputation”
» “To be part of something special”

» “We are in the market to answer the companies professional training needs with
the objective to improve their performance and efficiency, being all our actions

evaluated by the achievement of this objective”

» “Ahpla diploma is synonym of high quality professional training and capabilities

acquisition”

3.2 Service — Professional training and others

As stated before, Ahpla will bring capabilities to the region that are only accessible in
Lisbon and Porto. In order to do that, it developed several partnerships, with specialized

companies with high reputation on their core areas.
Partnerships developed up to now:
» P&A Consulting, headquarters in Porto and Spain, with capabilities

in the areas of the Leadership, Strategy and Planning, Engineering

and Quality tools, Organization and Industrial Efficiency;

GRUPO

WwWWw.grupo-pya.com
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More Institut specialized in “Coaching” and “PNL (Neuro Linguistic programming)”;

(Exhibit I1I). www.more-institut.com

ORE

Institut

YOU ARE ALWAYS MORE!

Unilco consulting, with 15 years of experience in only consulting family companies;

5

www.unilco.com

IO L.CO

Consultores de

Empresas Familiares

Media Glam & Events in the area of the organization and management of events;

www.mediaglamevents.com
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The partnerships brings to ahpla credibility and high quality professional training and
allows our costumers to benefit from their expertises, that on other way, would not be accessible

to them, either for geographic and/or finance reasons.

Ahpla will cover a wide range of professional training in the most diverse areas: as
Accounting; Finances; Management; Marketing; Sales; Human resources; Law; Tourism;
Services; Security, Hygiene and Health in the Work; Coaching; Foreign Languages; Quality;
Environment, and others; offering several options and specializations. These areas either will be
cover by the specialized partners or specialized individuals in its areas that were chosen by
Ahpla Board after several interviews, references and recommendations letters.

Ahpla already has associated companies, which will send their workers for professional training
and will benefit with 10% discount, companies like: Construcbes Pragosa, Agroapoio, Herbum,
LismoldeGroup, CSOutdoors, CSPrint, Vidigal Wines, Pacoal, TopCut, System 4, among

others.

To be Ahpla associate it is not necessary any contractual and finance commitment, the
only thing is to make a first registration and automatically the company acquires the associate
statute and benefits from the discounts, registrations priorities, among others. This benefit is
given to the companies for the preference in our services, intending to create a reliable relation

and partnership with our customers, for the qualification of their human resources”.

Having in account constant update of contents and concepts, one of first initiatives of
Ahpla goes by organizing a conference in partnership with consulting Company Unilco, with the
theme: “The generational transition and the mistakes that are associated to it”, restricted to
family companies. This conference has as objective, to alert for this theme of the transition of
generations in the companies, focusing in success company generation transition case studies
and the projection of a DVD with real case study “Mistakes on generation transition”, later will
happen a debate between the assistants and moderators, offering the possibility for the

companies responsible to make their questions to specialized professionals on this subject.

-11-
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3.3 Business location, equipment and personal

Headquarter on the building of Lismolde2, 1% floor, “Zona Industrial Amarela” , in “Porto
de M6s” of “Leiria” region, “Potugal”.
Brand new facilities with two lecture rooms one prepared to be a lecture rrom and the

other a training room, but the lecture

can be also prepared into a training e
room.

We have data shows and
sound systems to assist all the
training courses and other activities.
Also outside is available a parking
place with a security guard, all
available within the rent contract with

Lsimolde2.

The personal is composed by
Miss. Angela; her superior training is in “Social Education and Human Resources” that prepares
all the necessary logistical issues, all the other personal involved will be the lecturers that are
subcontract.

3.4 Background of the entrepreneurs

As entrepreneurs, Catia and Sandra, don’t have any background in professional training
and consulting companies, but they have the experience to start a company from scratch,

together with one more person, they start up Lismolde2, www.lismolde2.pt , specialized

company in plastic injection tooling, now with 5 years, started with 250.000€ sales, with 8
workers and this year the sales forecast is 2.000.000€ and has 25 workers. Cétia has a degree
in Management and Industrial Engineer and dong an MBA on Entrepreneurship and Innovation,
Sandra has a degree on Economy and his doing a Master on Finance. Cétia is 29 years old and
Sandra 25.
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4.0 Operational Plan

4.1 Description of company’s operation

The training plan for the year is made in the perspective of semester. Like the example
on the Table
Table: Year 2010

banl FES6 Mad AP M@ WA Jul.  Aug.  Sep. Oct. Nov. Dec.

First of all, we make a market research to find out the qualifications needs of our industry
and population, than we define along with our selected trainer the programs of our training roll.
This Program should contain the Objectives, Program, Duration, “Target public” and Price of the
training. You can see an example (Exhibit 1V).

One month before each semester we start planning the training for the next one, to gives
as time to prepare the correct promotion of the training roll. When the plan is being made we
should pay attention to:

» The availability of the class rooms;
» The availability of the Trainers;

» Schedule the training that allows most of our possible costumers to participate.

Delineated the Training plan for the semester, we start building our spreading strategy,
to get more registrations on the trainings.
The training can only begin with a minimum of eight students, if not; we have to cancel or

postponed the schedule.
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4.2 Flow of orders for services

The steps involved in this business transaction are:
First Step

We received the registration of costumers (they have to fill in a form; Exhibit V) and we
contact them to confirm that we have received it.
Second Step

When we have the minimum registrations for the training, we contact our clients to
inform that the realization of the training is confirmed. And that they can make the payment.
Third Step

The third step is to get prepared the course dossier, where contains all the material and
information necessary for the good quality of Training class.
Fourth Step

On the first, middle and last day of the Training, there would be our responsible
employee for all the training, to make shore that everything is ok, with the satisfaction of ours
clients.
Fifth Step

At the last day of training, the students are tested to see if they had assimilated the skills
developed during the course.
Also is given to our clients a form (Exhibit VI) for them to evaluate their satisfaction and quality
of the training and to demonstrate if they are interested in any other training courses.
Sixth Step

Finally, after the Trainer analyses each student, AHPLA will emit a professional
certificate of the training course (Exhibit VII).
Also the Companies that send workers to our professional Training courses, will receive, a

document with the performance and attitude of their employees during the course (Exhibit VIII).
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5.0 Marketing Plan

5.1 Pricing
The Price for Ahpla Training courses is established by:

e The prices of ours competitors;

e The purchasing power of our potential customers;

e According to our operational costs.

We want to place ourselves with one of the best price in the Market, but with the best
Quality. Due to advantage we have by not having almost any fixed costs we are able to put

ourselves on a very good price level, when compare to our competitors, here it is an example

how we d it;

Competitor 1 | Competitor 2 | Competitor 3| Ahpla

English training

course 30h 180 € 160 € 140 € 150 €
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5.2 Promotion

First it was develop a logo and the website: www.ahpla.pt. To make the company known
to the market companies and normal citizens, two flyers were developed; you can see
underneath, the objective of this is to distribute them on the official post-offices in the region, on
two different parts of the year, the first in September and the second in February, we produce
two in order to offer the costumer a different product showing that we are always innovating.
Other communication tool was the big poster, named: Outdoor, on the street, we choose three
target cities, Leiria, Batalha and Alcobaca, it will stay there for 2 months September and
October. Also we make a market research and gather companies email database and send out
a email to ask if they would like to receive our newsletter.

Outdoor:

With the slogan: “Training and consulting in Porto de M6s”, plus “Invest on the future”,

our website www.ahpla.pt and our discount for the first enrolments.

R I E

- il ':'UE-UI'.!.-in:hJI'I.-l i Fﬂrrﬂﬂf di

T F-r_ll'|'|:| e ’I‘hjﬁd

Investir
no futuro!
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Flyer for the first half of the year:

Two pages, this is the front and the back, on the front we have the slogan “Invest on the
futures” and 10% discount for the first enrolments, on the back is the address a map and the

contacts.

Investir
no futuro!

-17 -
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Inside pages, one say what is Ahpla all about and the advantaged to take a course in

Ahpla, the other one is all the list of all the courses, with timings, schedules and prices.

SEGURANGA, HIGIENE E SAUDE DURACAD  PREGO fcom WA
NO TRABALHO
FINANGAS & CONTABILIDADE DURAGAD  PRECO (com I} > Higlene e Seguranca Alimentar 0 150
> Conceltos Bésicos de Contabllidade 20 120€ eI 30 1506
> Encerramento de Contas % 140€
> Fiscalidade da Empresa 30 160E QUALIDADE & AMBIENTE
> Custos da Qualidade 20 1206 =
MARKETING & VENDAS > Ferramentas Bdsicas da Qualidade 20 t)DE_ =
> Vendas Pro-Activas e Sensibilidade > Geutlo de Residuos 1o s0€ 2
Comporiamental 11 0 > gl:gdut'l:n:os Sisternas da Gestdo w0 e w
ualidade .
> Apresentaclo e Contacto com o Chente 13 90E ’ ¢ E
> Comunicagio e Negociagio com Clientes 13 S0 > :;E:e;?hﬁl‘m:sm Andlise e Interpretagdo ” il
> Ergamzacjn Comercial 13 G0 by g
5
RECURSOS HUMANOS & DIREITO PSICOLOGIA & EDL:CMAO Z
R > Avaliagho e Qualidade das Aprendizagens na =1
> m:mmmmm Legal dos Recursas = = e 1.2 oo 8
> Legislagho Labaral 20 1305 > Avaliagio e Qualidade das Aprendizagens na 3
> Sensibilizagio em Igualdade de Oportunidades 15 1005 Edfjcacl.n Pré-Escolar Parte 2 i 12 S0E i
> Direllos, Deveres ¢ Responsabilidade Penal > 0 jogo infanti: uw desafio de aprendizagsen s E
o Empresiro 51 2306 para criangas, pals @ educadones 9 o 5
= E
TURISMO & SERVICDS LiNGUAS ]
> ODiganiracio de Evintos 16 140€ > Inglés EL 150€ E
> Especializagio em Organizacio de Eventos 16 140€ > Francds 30 lSOG: ®
> Marketing Turistico 28 1508 > Alemdo 0 1506 5
> Legislagio do Tutisma @ Hotelaria - Privado n 1206 > Expanbol n 1508
> Legislagho do Turismo e Hotelaria - Plblice 12 90E > Italiano 30 1508
> Animagho Turistica 2 1606
> Planeamenta Turistics 7 1506 ESPECIAL & DUTRAS
> Turlsmo em Espaco Rural 30 150€ > Programa Especial para Empresas Famillares
> Sistemas de Incentivo ao Turismo - Wodkshop é SO0E - Pais & Filhos - -
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Flyer for the second half of the year:

Front page, with slogan “Invest on the Future” and discounts for groups:

Investir
no futuro!

www.ahpla.pt
info@ahpla.pt
T244098 143

Zona Industrial Amarela
It.11Ae12A, 12 piso, Lismolde2
2480-051 Porto de Mos

formacao e
cansultadoria

sistemag.pt
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Back page, with course list, timings, schedule and price:

CONTAEILIDADE & FINANCAS

Fiscalidade da Empresa

Encerramento de Contas

MARKETING & VENDAS

Apresentacdo e Contacto com o Cliente
Comunicacio e Negocdiagio com Clientes
Organizagao Comercial

RECURSOS HUMANOS & DIREITO
Legislagdo Laboral

TURISMO & SERVICOS

Organizacdo de Eventos

Especializagdo em Organizagdo de Eventos
SEGURANGA, HIGIENE E SAUDE NO TRABALHO
Higiene e Seguranca Alimentar
QUALIDADE & AMBIENTE

NP EN 9001:2008
Anélise e Interpretagio dos seus Requisitos

PSICOLOGIA & EDUCACAD

Mvaliagdo e qualidade das aprendizagens
na Educacdo Pré-Escolar Parte 1

Avaliagdo e qualidade das aprendizagens
na Educacdo Pré-Escolar Parte 2

0 jogo infantil: um desafic de aprendizagem
para criancas, pais e educadores

Assertividade

Gestao Conflitos
Inteligéncia Emocional
LINGUAS

Inglés - Iniciacao
Francés - Iniciaggo
Espanhol - Iniciagdo
Italiano - Iniciagao

DESCONTOS | ASS0C1ADOS AHPLA - 10% (qualquer
| empresa que realize uma formacgo Ahpla)

30
25

20

16

30

30

12

15

15

30
30
30

30

DURAGAQ (HORAS)

DATAS
DE 17/02/09 a 3103009
De 05/05/09 a 04/06/09

DE 10402/09 & 19/02/09
De 21/04/09 & 30/04/09

DE 19/05/09 4 28/05/09

DE 04/05/09 A 28/05/09

DE 04/02/09 & 040309
De 06/05/09 a 03/06/09

DE 23/03/09 A 22/04/09

DE 21/04/09 4 21/05/09

De 07/03/09 A 14/03/09

DE 02/05/09 & 09/05/09

DE 0606/09 a 130609
De 02/03/09 A 18/03/09
DE 0302/09 & 12/02/09
De 02/06/09 a 16/06/09

DE 09/03/09 4 08/0409
D 02/06/09 A 02/07/09
DE 030309 A 02/0409

DE 01/06/09 4 01/07/09

| GRUPOS DE 2 E 3 PESSOAS - 5% CD;
| GRUPOS COM MAIS DE 4 PESSOAS - 10% €D **
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HORARIOD PREGO (COM IVA)
37 € 5% DAS 204 As 2230 160 €
3% £ 52 DAS 20H As 22130 140 €
3% £ 57 DAS 19H4S As 22H45 90 &
32 E 57 DAS 19045 As 22H45 90 £
3% £ 57 DAS 19H45 AS 22H45 90 &
23 £ 47 pas 204 As 2230 120&€
4% pas 20130 As 23430 140 €
4% pas 20130 As 23130 140 €
27 € 4% pas 204 As 23H 150 €
37 £ 52 DAS 20 As 23H 150 €
SABADO DAS 10H As 13w )
E DAS 14H As 17H 920 €
5ABADO DAS 10H As 13u )
E DAS 14H As 17H %€
SAsaDO 09H As 13430 T0E
22 £ 4% DAS 20H As 22130 100 €
32 £ 52 pAS 20H As 23H 90 &
3% £ 5% Das 204 As 23H 100 €
2% £ 47 DAS 19H30 As 22130 150 €
3% £ 5% Das 204 As 23H 150 €
39 £ 5% pas 206 As 23H 150 £
2% £ 47 pas 204 As 23H 150 €

REALIZACAD DO 2°CURSO - 5%

A PARTIR DO 3°CURSD - 10% ** Desconto acumulavel




5.3 Sales forecast

The sales forecast of our training courses, were based on our facilities capacity, our
population density and based on our services that any other competitor in our region doesn’t

have.

At the first year, our sales forecast of 28.000€, was due to the fact of having two Training
rooms available since 8ham till 11hpm, all days of the week included Saturdays and Sundays.

This means we can give two training courses at the same hour.

Our perspective in the first year is not very optimistic, since the market is still recovering
very slowly of this crisis and Ahpla as a new company is not very known in the market, so we
predict to have at least two training courses each month, knowing that July and August are the
guietest months. The next year, we predict a grow rate of 15% of our sales forecast, it means
giving three courses per month. On the next years, we predict a growth of 20% each year, as

the Portuguese market should already be recovered of the present crisis.

Also the sales forecast of our consulting service is not very optimistic, mainly because it
a service, that you should have already a good background, to make good business.
So, our perspective is to star with consulting services for small company’s, mainly in human
resources and Marketing. We think that in a year, we could already have better perspectives,

after winning the trust of our industrial market, and will grow more on the next years.
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Business Volume (Sales Forecast AHPLA Lda.

2010 2011 2012 2013 2014 2015

Inflation Rate Prices 3,00% 3,00% 3,00% 3,00% 3,00%

Services (Sales)- Nacional Market 2010 2011 2012 2013 2014 2015
Professional training Courses 28.000 32.200 38.640 46.368 55.642 66.770
Growth Rate of Professional Training Courses 15,00% 20,00% 20,00% 20,00% 20,00%
Coreuing 4.000 5.000 6.750 9.450 13703 21.924
i R o St 2500%  3500%  40,00%  4500%  60,00%
TOTAL 32.000 37.200 45.390 55.818 69.344 88.694
TOTAL SERVICES (SALES) — NACIONAL MARKET 32.000 37.200 45.390 55.818 69.344 88.694
TOTAL SERVICES (SALES) 32.000 37.200 45.390 55.818 69.344 88.694
TAXES (IVA) 20% 6.400 7.440 9.078 11.164 13.869 17.739
TOTAL BUSINESS VOLUME 32.000 37.200 45.390 55.818 69.344 88.694
TAXES - IVA 6.400 7.440 9078  11.164  13.869  17.739
TOTAL BUSINESS VOLUME + TAXES (IVA) 38.400 44.640 54.468 66.982 83.213 106.433
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6.0 Organization

6.1 Form of ownership

The company will be divided by shares, 50% for each entrepreneur.

6.2 Roles and responsibilities of members of organization

Total: 4 members in the company, Catia Ruivo, Sandra Ruivo, Angela Simdes and Rui Ferreira.

Board
Sandra Ruivo
Cétia Ruivo
Finance Commercial Sales Public Relations
Department Department Department Department
(Sandra Ruivo) (Catia Ruivo) (Angela Simdes) (Angela Simd&es)

Finance Account Marketing Services Pricing and Communication
(Sandra Ruivo) (Rui Ferreira) and Publicity Quotations
Consulting Professional Workshops Specialized
training seminars
courses
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7.0 Assessment of Risk

7.1 Evaluation of weaknesses

First of all, one of our biggest weaknesses, is being knew in the market, since this kind of
service such as consulting and professional training courses are based on quality, trust on the
market. Witch we still don’t have compared with our competitors.

Since we are a starting knew in the market, the first year will be very difficult to be able to give
Training courses financed by the government like our competitors, AHPLA have to make a
dossier with a presentation of our company and specify our roll of training courses, that has to
be certificate by the responsible authority of professional training in Portugal7.2 Contingency
plan.
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8.0 Financial Plan

8.1 Pro forma income statement and Assumptions
Our Pro forma income statement was first of all based on our predicted business volume and

our associated cost combined with our °perspective growth for the continuing years.
We have predicted our operating expenses and Humana Resources expenses (Exhibit VIII), to
determinate our income statement. As we can see, in the first year our net income will be

negative, but in the following years the net income will be positive.

Pro Forma Income Statement AHPLA Lda.

2010 2011 2012 2013 2014 2015
Business Volume
Services 32.000 37.200 45.390 55.818 69.344 88.694
Total Business Volume 32.000 37.200 45.390 55.818 69.344 88.694
Variable costs (FSE — Operating expenses) 22.620 23.299 23.998 24.717 25.459 26.223
Gross Profit 9.380 13.901 21.392 31.101 43.885 62.471
% 29% 37% 47% 56% 63% 70%
Fixed Costs (FSE — Operating expenses) 360 371 382 393 405 417
Economic Results 9.020 13.531 21.011 30.707 43.480 62.054
Taxes
Human Resources Costs 9.630 9.436 9.624 9.817 10.013 10.214
% Business Volume 30% 25% 21% 18% 14% 12%
Other Operational Costs
Other Operational Benefits
EBITDA -610 4.095 11.386 20.890 33.467 51.840
Depreciation 346 371 396 313 300 300
Provisions
EBIT -956 3.724 10.990 20.578 33.167 51.540
Finance Costs 0 0
Finance Benefits
Finance Result 0 0 -0 -0
Not predicted costs
Not predicted Benefits
Net Income Before Taxes -956 3.724 10.990 20.578 33.167 51.540
Income taxes 692 2.748 5.144 8.292 12.885
Net Income -956 3.032 8.243 15.433 24.875 38.655
% Net Income -3% 8% 18% 28% 36% 44%
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8.2 Cash flow projections and Break-even analysis

The Pay Back period, means the necessary time for our Accumulated Cash Flows to equal our

initial investment. As we can see, our Pay Back period is one year.

Operational Cash Flow AHPLA Lda.

FREE CASH FLOW 2010 2011 2012 2013 2014 2015
Operational Income (EBIT) x (1-IRC) =717 2.793 8.243 15.433 24.875 38.655
Depreciation 346 371 396 313 300 300
-371 3.164 8.638 15.746 25.175 38.955

Investment / Uninvestment em Fundo Maneio
Fundo de Maneio -566 -214 -362 -472 -626 -915

Exploration CASH FLOW -937 2.950 8.277 15.273 24,549 38.040

Investment / Uninvestment on Fixed assets

Fixed Assets -1.475 -100 -100 -100 -100 -1.100
Free cash-flow -2.412 2.850 8.177 15.173 24.449 36.940
Accumulated CASH FLOW -2.412 438 8.615 23.789 48.238 85.177
Pay Back period 1 Year
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8.3 Pro forma balance sheet

Pro Forma Balance Sheet AHPLA Lda.

2010 2011 2012 2013 2014 2015
Assets
Fixed Assets
Imobilizado Incorpéreo 325 325 325 325 325 325
Imobilizado Corpéreo 1.150 1.250 1.350 1.450 1.550 2.650
Accumulated Amortization 346 717 1.112 1.425 1.725 2.025
Existences
Créditos de curto prazo
Costumer debt 3.200 3.720 4.539 5.582 6.934 8.869
Current Assets 600 600 600 600 600 600
Total Assets 4.929 5.178 5.702 6.532 7.684 10.419
Owner’s Equity
Owner’s Equity 6.000 6.000 6.000 6.000 6.000 6.000
Suprimentos 1.200 1.700 1.700 1.700 1.700 1.700
Retained earnings -956 2.076 10.319 25.752 50.627
Net income -956 3.032 8.243 15.433 24.875 38.655
Total Owner’s Equity 6.244 9.776 18.019 33.452 58.327 96.982
Liabilities
Proviséo paraimpostos
Current Liabilities
Accounts Payable 2.186 2.252 2.319 2.389 2.460 2.534
Government expenses 1.048 1.981 4.426 7.324 11.127 16.666
TOTAL Liabilities 3.234 4.233 6.745 9.713 13.587 19.200
TOTAL Liabilities + Owner’s Equity 9.478 14.009 24.764 43.165 71.914 116.182
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8.4 Sources of funds

Financial Plan AHPLA Lda.

2010 2011 2012 2013 2014 2015
’ ORIGENS DE FUNDOS
Meios Libertos Brutos -610 4.095 11.386 20.890 33.467 51.840
Owners Equity 6.000
Empréstimos Obtidos
Desinvest. em Capital Fixo
Desinvest. em FMN
Owners Loan 1.200 500
Proveitos Financeiros 0 0
Total 6.590 4.595 11.386 20.890 33.467 51.840
APLICACOES DE FUNDOS

Investment on fixed Assets 1.475 100 100 100 100 1.100
Investment on cash 566 214 362 472 626 915
Imposto sobre os Lucros 692 2.748 5.144 8.292
Pagamento de Dividendos
Reembolso de Empréstimos
Encargos Financeiros 0 0

Total das Aplicacdes 2.041 314 1.154 3.320 5.870 10.307
Saldo de Tesouraria Anual 4549 4.281 10.232 17.570 27.596 41.533
Saldo de Tesouraria Acumulado 4549 8.830 19.063 36.633 64.229 105.763
Aplicagdes / Empréstimo Curto Prazo 0 0 0 0
Soma Controlo 4549 8.830 19.063 36.633 64.229 105.763
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Exhibit I- Static data from Active personnel on the center region

As Pessoas | Regiao Centre

1.5 | TRABALHO

Labour market

Taxa de desemprego, 2007
Unemployment rate, 2007

Total
Total 3
Feminina
Female g
= 15-24 anos
Fonte: INE, Inquérito ao Emprego. 15-24 years 14
Source: INE, Labour Force Survey.
Ganho meédio mensal dos trabalhadores por conta de 0 5 10 15 20%
outrem, 2006 = Portugal

= Cenfro

Mean monthly earning of employees, 2006 Fonte: INE, Inquérito ao Emprego.

Source: INE, Labour Force Survey.

Disparidades no ganho medio mensal, 2006
Disparity in the mean monthly earning, 2006

0% Vila Velha
Rodao Lrantes
40 ;
Viia Velha Roddo
B Rodao
20

Cliveira de %mszere
0 Giéis Frdes Magio

Por sexo Por escaldo de  Porsectorde  Por nivel de

By sex empresa actividads habilitagdes
By size of By sector of By education
enterprise activity level
5 = Portugal ™ Centro B Maximo B Minimo
Fonte: Ministério do Trabalho e da Solidariedade Social (MTSS), Quadros de Fonte: Ministério do Trabalho e da Solidariedade Social (MTSS), Quadros de
Pessoal. Pessoal.
Source: Ministry of Labour and Social Solidarity (MTSS), Lists of personnel. Source: Ministry of Labour and Social Solidarity (MTSS), Lists of personnel.

Source data: www.ine.pt — Statistics Portugal institute
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Exhibit II- Static data from unemployment on the center region

2008 2009 var.%
JANEIRO % DEZEMBRO % JANEIRO % més homlogo | ™S

anterior
PORTUGAL 399674  100,0 416005  100,0 447966  100,0 +12,1 +1,7
CONTINENTE 386 377 96,7 402 545 96,8 433 149 96,7 +12,1 +1,6
Norte 439 183 893 442 +10.8 +57
Centro 150 62 739 151 +139 +86
Lisboa V. Tejo 203 120 6684 290 +11.0 +7.7
Alentejo 18 861 47 18 751 45 20 893 47 +10,8 +11.4
Algarve 15076 38 16 408 4,0 19 716 44 +30,8 +195

Source data: www.iefp.pt — Portugal institute for employment
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Exhibit lll- Partnership Protocol between Ahpla and More Institut

PROTOCOLO

A MORE VISION INSTITUT, Lda, reprezentada por Riben Antunes, adiante designada
por MORE 2 a Aprender Hoje para Liderar Amanha, representada por
adiante designada por AHPLA ceslebram um protocole de parcena que visa a u:-::-labnragau:u
logistica, técnica & pedagdoica, com o objsctive de realizar e implementar curzes de formagio
de certificag#o internacional, workshops tematicos, corporate coaching e corporate training.

Entendido como um instrumento gue enquadra e clarifica as formas de colaboragdo
entre as duas organizagdes e gue define o dmbitc das pariicipacBes de acordo com os
interesses, necessidades e limitagdes de ambas as partes, o presents protocolo orientar-se-a
pelos principios do respeito mituo pela cuftura organizacional e pela liberdade de decisdo de
cada uma dag partes quanic ac interesse, oportunidads e possibilidade de desenvolvimento
conjunto de cada projecto especifico.

Atendendo ac anteriorments dito, definem-z& como finalidades do trabalho conjunto
entre as pessoas de ambas as organizagdes:

1 — Promover as sinergias entre as duas organizagies (se se aplicar) através da participagdo
dos seus recurzos técnicos e humanos, aliando as competéncias a2 necessidades dos clientes.

Constituem objectivos do protocolo:

a) Promover a oferta de um Plano de Formagdo de acordo com as Técnicas e Contelddos
dizponibilizados pela MORE;

) Realizar e implementar ¢ Plano de Formagdo potenciande as sinergias resultantes do
presente protocolo;

) presente protocolo rege-se pelas seguintes clausulas:

17 Clausula (Obrigagdes das organizagoes)
1 - A MORE & a AHPLA azsumem ¢ compromisso de:

a) Participar, contribuindo mutuaments no desenvolvimento da actividade comercial & de
promocio da oferta de senvigos;

Iy} Participar mutuamente no desenvolvimento da oferta de servigos com sentido e
responsabilidade, respeitandc na integra as especificagdes do servigo desenvolvido,
relatando gualguer melhoria infroduzida ou a introduzir;

c) Garantir o apoic, orientagio e acompanhamento na implementagio do servigo oferscido,
de acordo com o2 cbjectivos e metodologias definidas.

2* Clausula (Encargos)

A participago e responsabilidades de cada uma das partes enconfram-se descritas no Anexc |
do presente profocole de colaboragdo.

3® Clausula (Disposigdes finais)

1 — O presents protocolo & valido por um ano apds a assinatura dos responsaveis das
organizagbes, sendo renovado automaticamente;

2 — Mo momento da renovagdo ou em gualguer outro entendide como adequado, pode
gualguer dag organizagbes sugerir alteragdes de melhoria ao acordado;

Frotozolo de Colaboragde MORE INSTITUT & AHPLA L]
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3 — Az alterages dai resultantes sdc vélidas, mediante uma adenda assinada pelos
responsaveis das organizagies;

4 — Qualguer das crganizagies pode celebrar protocoles com qualguer cutra, excepto guandao:

!LI'I

a) Seja concoméncia directa a MCORE na venda de servigos de coaching certificados
infermacionalmente & a nivel nacional, para cerificar coaches;

b} Seja concorréncia directa a MORE na venda de servigos de coaching especializados
a nivel nacional, para &g empresas;

c) Seja concorréncia directa a AHPLA na venda e prestagdo de senvigos de formag8o e
desenvolvimento,

Gestdo do Protocolo € Formalizagdo de Contratos

A MORE e a AHPLA nomeiam o3 gsus responsaveis pela gestdo do presente protocolo
& da actividade dai resultante;

Cabe aos responséveis das duas organizacBes a administracéo do presente protocolo
e a celebragéo de contratos especificos. Paralelamente, terdo a responsabilidade de
controlar, globalmente, o desenvolvimento & & eficdcia dos servipos prestados no
Ambito deste protocolo, informando, regularments, as duas partes sobre o2 projecios
EIM CUurso;

Ag actividades que venham a ser dessnvolvidas no dmbito do presente protocolo serdo
ohjecto de contratos especificos, a subscrever por ambas as entidades;

Q= confratos que forem celebrados neste dmbito passam a fazer parte integrants do
presents protocolo;

Yigénecia, Reviséo e Dendncia:

o O presente protocolo enfra imediatamente em vigor e sera valido até que uma
das partes o denuncie;

o Qualguer dag partes poderd denunciar o presente profocolo desde gue o faga
por carta registada, com avise de recepgdc, com uma antecedéncia igual ou
superior @ 60 dias & sem prejuizo do cumprimento integral dos confratos
especificos em curso no momento da rescisdo;

o As gquesties omizsas no presente protocolo serfo decididas entre as partes, no
ambito da responsabilidads dos dois representantes;

o O protocole podera ser revisto anuaimente.

Lizboa, 18 de Agosto de 2009

Data Assnatura Data Assinaura
Raben Antunes Nome
MORE INSTITUT AHPLA
Protocele de Colaboragdo MORE INSTITUT & AHFLA b 4
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ANEXO |

a) Responsabilidades:

Cursos de Certificacdo (PNL; Coaching; Identity Compass) e Workshops Tematicos

ACTIVIDADES

Reszponsabilidade
MORE

Rezponsabilidade
AHPLA

Coordenagio dos cursos

Momeagdo de um responsével pela
coordenaglo cientifica, técnica e
pedagdgica dos cursos.

Momeagdo de um Técnico, que
coordene localmente as acgbes,
reportando ao responsavel pela
coordenacéo nomeado pela MORE.

Comercializagio dos
CUrsos

Dizponibiliza meics materiais para a
divulgagdo dos cursos (catdlogos,
informagdc  técnica dos  curses,
pregos, etc).

Desenvolve localmente todas as
acpdes de Marketing directo
necessarias & comercializagio dos
CUrs0s;

Recolhs & reencaminha todos os
pedidos de informagéo e inscrigbes
para a MORE.

Formadores

Seleccicna, Avalia e Remunera.

Implementagio do Plano
de Formagio

Concertagdc com o AHPLA na
definigo concreta das datas e
hordrics  de  implementagdoc  do
Plano;

Concertagio com a MORE na
definigdo concreta das datas e
horarics de implemantagic do
Plang;

Reprodugio da
Documentagao de apoic
a formacao

Aprova a documentago qus servira
de suporte 45 acgdes de formagdo e
assequra a reproducio.

Servigos de restauragio
[‘coffee-breaks’)

Assegura os servicos de restauraggo
{‘coffee-breaks’), ficando por defeito
definida a cbhrgatoriedade de ssrvir
um ‘coffes-breaks’ por cada guatro
horas de formago.

Avaliagio | Exames

Define conteddos dos exames;
Procede & avaliagio de resultados e
rezervé-se o direito a4 ndo
certificacdo dos formandos.

Sala de Formagéio

Define equipamento & mobiliaro de
formacao.

* Disponibiiza o espage € recursos

pedagégicos para a formacgdo de
georde com  a  calendarizago
definida

Protocolo de Colaboragao MORE INSTITUT & AHPLA
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b) Responsabilidades e Contrapartidas financeiras:

Cursos de Certificacdo (PNL; Coaching; Identity Compass)

Descrigio

MORE INSTITUT

AHPLA

Valor das
propostas

Paga & AHPLA 125% de fee
comercial por inscrigao facturada pela
MORE de acorde com a tabela de
precos protocolados.

A MORE cobra 1.000€ por cada
workshop de 16h (2 diaz).

Mo caso dos Workshops a AHPLA paga
& MORE 1.000€ por cada workshap de
16h (2 dias). & restants facturagio
resultante de inscrigdes vendidas pela
AHPLA acima destes 1.000€ & lucro da
AHPLA

Custos
operacionais

Suporta honorarios & pagar aos
formadores e coaches e reprodugdo
de manuais & material pedagogico a
utilizar na formagao.

Suporta despesas com deslocagbes,
alimentagdo e estadias.

Todos os custos decomentes das accdes
de Marketing e Publicidade a que =e
comprometa na comercializagdo directa
dos cursos.

Local para a formag o

Corporate Coaching e Corporate Training

Descrigio

MORE INSTITUT

AHPLA

Valor das
propostas

* Paga a AHPLA 10% de fee comercia

por factura da MORE em projecios
decorrentes  da  idenfificacio  da
necessidade pela AHPLA.

Custos
operacionais

Suporta honorarios a pagar aos
formadores & coaches e reprodugdo
de manuais & material pedagogico a
utilizar na formagao.

Suporta despesas com deslocagdes
estadias.

Protocolo de Colaboragde MORE INSTITUT & AHPLA
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Exhibit IV- The Program Form that should be presented to our target public

inserigbes:

formagdo e
consultadoria

zona Industrial Amarela
Lt 11 A e 12 A, 1° Piso Lismolde 2
2480-051 Porto de Mas

Tel: 244 098 143 | e: 'nfu@-nhpln "
www.ahpla.pt ”/}I

N
Ja imaginou este evento,

organizado por si?

| Curso de Organizagdo e Gestdo de Eventos
|de 18/2 a 18/3 em horario Pos-Laboral

Duragae: 14 horas
Lecal: AHPLA - Porto de Més

Objectives:

- |dentificar os diferentes tipos de eventos

- Saber compreender e desenvolver as varias fases da organizagio de eventos
- Conhecimentos técnicos para a organizacdo de eventos de sucesso

- Colocar em pratica os conhecimentos adquirides

Tépicos do Programa:

- Conceitos Bdsicos

- Tipos de Eventos

- Fases de Organizagdo de um evento
- Gestdo de Eventos

- Planeamento de Eventos

- Estratégias de Comunicagoo

Prego: 140€

Formadeores:

oA
I&lam Dra. Catia Domingues

& Dr. MHuno Bacharel
wwrw. medi nglomevents.com
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Exhibit V- Enrolment form

Pré-inscricao

DISPONIBILIDADE DE HORARIO

Entre as 18h & as 24h, de 28 a 6@ felra & entre as 9h e as 19h aos sdbados e domingos,

Seq. Tern

Qua. Quia Sex. Sab. Dom.

DADOS DO PARTICIPANTE

Nome

Morada

Concelho

Cadigo Postal

Data de Mascimento

B.L

NIF

E=-mail

Telefone

Prefere ser contactado por E-m Telefone ]

Situacdo Profissional

Actividade Profissional

HabilitagGes Literarias

DADOS DA EMPRESA

Empresa

Morada

Concelho Caodigo Postal
NIF E-mail
Telefone Fax

-39-

Este formubdrio ¢ uma pré=inscrigio.
Posteriormente, o formands serd
cantactado para confirmar a sua
inscricio, gue serd validade apds
pagamento, A confirmagdo da
realizagio do curse serd efectuada
por correio electronica cu telefone,
com uma antecadéncia minima de 5
dias teis antes do inicio do curso,

Sera permitido o cancelamento da
inscrigie, se este for felto com aviso
prévio de 15 dias antes do iniclo da
formacao, onde serd felta a devdlugdo
da totalidade do walor pago, caso
contririo perderd esse direito,

Se o ndmero de partidpantes inscritos
for insuficienta para a realizacio da
formagdo, a AHPLA reserva=se o direito
de cancelar ou adiar esta, fazendo a
devolucio da totalidade do valor da
pagamento da inscrigio.

farmacao e
consultadoria

ASSOCIADO

sim [] Nao []

A AHPLA Formagio & Consultadaria,
Lda,, garante a estreita confidendalidade
no tratamento dos seus dados pessoais,
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Exhibit VI- Evaluation Form of the Training Course

First page: Point 1 — Student Personal Information
Point 2 — Company Information

formagdo e
consultadoria

I1. Informagao Pessoal

1.1. Nome Completo

Email

Morada

1.2. Sexo
[ ] Feminino
I:l Masculino

1.3. Concelho de Residéncia

1.4. Habilitagdes Académicas
Inferior a 6 anos

[ ] 6a9anos

: 10 a 12 anos

|| Bacharelato/Licenciatura Qual?
] outro Qual?

1.5. Situagdo Profissional
|| Empregado Funcéo:

1.6. Horario Laboral

pas [ |1 L 1] as

: Desempregado a procura do 1°Emprego (passe & questédo 4)
|| Desempregado ha menos de um ano (passe & questéo 4)
|| Desempregado ha mais de um ano (passe a questéo 4)

I | - |
edas [ ]| 1] as LT ]

|2. Informagéo da Empresa

2.1. Sede (Distnto e Concelha)

2.2. Area de Actividade Profissional
Industria Especifique:

Sevigos Especifique:

Comeércio Especifique:

| | CC&OP  (Construgéo Civil e Obras Publicas)
|| Outra

2.3. Numero de Trabalhadores
1a5

6al0

L_| 10a25

[ ]126a40

41a100

100 a 249

|| =250
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Second page: Point 3 — Information about the difficulties that the student has during is professional and
private life.
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consultadoria

13. Analise de Forgas e Fraquezas |

3.1. No seu trabalho depara-se com dificuldades?

; Sim, mas poucas

|| Sim, algumas

; Sim, bastantes

|| Né&o, domino as tarefas inerentes a minha fungéo (passe para a questio 4)

3.2. A nivel Técnico
Dificuldade em lidar com novas tecnologias
Falta de qualificacéo para as fung¢ées desempenhadas
Dificuldade na assimilacéo de novos conceitos relacionados com a fungéo desempenhada
Dificuldade na execucéo do trabalho
Métodos de trabalho desadequados
Erros no manuseamento com maguinas ou equipamentos
Outra Qual?
Nenhuma

3.3. A nivel de Gestéao

[ ] Planeamento Ineficaz

Dificuldade na Gestéo de Equipas

Excessiva rotatividade de pessoas

Pouca transmisséo de informagé&o por parte das chefias
Outra Qual?

Nenhuma

3.4. A nivel do relacionamento interpessoal
Incapacidade de delegar funcdes

Pouca capacidade de Lideranca

Mas relaces com as cheflas

Mas relac@es com os companheiros de trabalho

Existéncia de conflitos

Outra Qual?

Nenhuma
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Third page: Point 4 — Student Evaluation towards Ahpla
Point 5 — Student Evaluation towards the course made.
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14. Formagao AHPLA

4.1. Ja frequentou anteriormente accgoes de formagéo promovidas pela AHPLA?

[ ] sim

|:| Nao (passe para a questao 5)

4.2. Qual o Grau de satisfagcdo com essas acgoes?
[ ] Completamente Satisfeito
Bastante Satisfeito
Satisfeito
Insatisfeito
Bastante Insatisfeito
[ ] Completamente Insatisfeito

4.3. Essas acgoes foram uteis porque permitiram...

: Reciclagem de conhecimento

[ ] Aperfeicoamento de conhecimentos

Especializagéo em areas de conhecimento e competéncias
Aquisigéo de novos conhecimentos e/ou competéncias
Resolucéo de problemas de desempenho

Certificacdo de conhecimentos e/ou competéncias
Progresséo na Carreira

Qutra Qual?

15. Formagao em Espanhol Iniciagao (Bloco 30horas)?

5.1. Qual o seu grau de satisfagéo relativamente a esta formagao?
Completamente Satisfeito

Bastante Satisfeito

Satisfeito

Insatisfeito

Bastante Insatisfeito

Completamente Insatisfeito

[TTTTT]

5.2. Quais as competéncias que pensa ter adquirido com esta formacéao?

5.3. Pensa ter adquirido os conhecimentos e competéncias que pretendia?
[ ] sim
[ ] N&o Porque?
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Fourth and fifth page: Point 6 — Student Evaluation towards potential courses that they would like to
participate in the future

formagdo e
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5.4. Quais os aspectos que acha que devem ser melhorados?

5.5.Quais os Cursos da area de Linguas que estaria interessado em realizar ?
Francés
[ 1 Inglés
[ ] ttaliano

[ | Espanhal
[ | outra Qual?

5.6. Estaria interessado em realizar o proximo nivel da Lingua Espanhola?

[ ] sim
[ ] Néo Porque?

5.7. Se sim, em que altura estaria disposto a iniciar o curso?

5.8. Qual seria a sua disponibilidade de Horario?

I6. Areas de Formagéo |

6.1. Quais os cursos que estaria potencialmente interessado ou que sente necessidade em realizar?

Finangas & Contabilidade

| | Conceitos Basicos de Contabilidade

[ ] Encerramento de Contas
Fiscalidade da Empresa

Outra Qual?

Marketing & Vendas

[ ] Vendas Pro-Activas e Sensibilidade Comportamental
Apresentagéo e Contacto com Clientes
Comunicacéo e negociagéo com Clientes

|| Organizacéo Comercial

Outra Qual?

Recursos Humanos & Direito

: Gestao Administrativa - Legal dos Recursos Humanos
Legislacéo Laboral

[ 1 Sensibilizagé&o em Igualdade de Oportunidades

: Direitos, Deveres e Responsabilidade Penal do Empresario
Outra Qual?
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Turismo & Servigos

|| Organizac&o e Gestéo de Eventos

Especializacdo em Organizacéo e Gestéo de Eventos
Marketing Turistico

|| Ledgislacéo do Turismo e Hotelaria - Privado

Legislacio do Turismo e Hotelaria -Publico
Animacéo Turistica

Planeamento Turistico

Turismo em Espago Rural

|| Sistemas de Incentivo ao Turismo - Workshop
|| Outra Qual?

Seguranga, Higiene e Saude no Trabalho

Higiene e Seguranca Aliementar

| | Sisternas HACCP

Qutra Qual?

Qualidade & Ambiente

Psicologi

Linguas

|| Custos da Qualidade

Ferramentas Basicas da Qualidade

Gestéo de Residuos

Introducéo aos Sistemas da Gestéo da Qualidade

NP EN ISSO 9001:2008 Analise e Interpretagao dos seus Requesitos
Outra Qual?

a & Educacao
Gestéo de Conflitos
Inteligéncia Emocional
Orientacéo Vocacional
Assertividade
Formacé&o Parental
Avaliacéo e Qualidade das Aprendizagens na Educacé&o Pré-Escolar - Parte 1
Avaliacio e Qualidade das Aprendizagens na Educacéo Pré-Escolar - Parte 2
O jogo Infantil: um desafio de aprendizagem para criangas, pais e educadores
O bebé e a Comunicagéo
Yoga com Bebés e Criancas
Danca-educativa em creche e Jardim-de-Infancia

Qutra Qual?
Inglés Nivel?
Francés Nivel?
Alemé&o MNivel?
Espanhol Nivel?
Italiano Nivel?

Qutra Qual?
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Sixth page: Point 7 — General information
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I7. Informagao Geral

7.1. Se nunca frequentou acgoes de formacéao indique-nos, por favor, as possiveis razoes:
Falta de interesse da Entidade Patronal

Horarios incompativeis

Falta de Estruturas locais de apoio a formagao

Impossibilidade de dispensa pessoal da empresa para formacéo

N&o existe qualquer vantagem em frequentar accdes de formacéo

Falta de interesse dos colaboradores

Qutra Qual?

T

7.2. Acha importante frequentar ac¢oes de formagao?

[ ] sim

Nao (0 seu questiunario chegou ao fim. Obrigado!)

[]

7.2. Se sim, com que objectivo?

Reciclagem de conhecimentos

Aperfeicoamento de conhecimentos

Especializagéo em areas de conhecimento e competéncias
Aquisi¢édo de novos conhecimentos e/ou competéncias
Resolucéo de Problemas de Desempenho

Certificacdo de conhecimentos e/ou competéncias

Outra Qual?

INENENE

Agradecemos a sua Colaboragé&o. Obrigado!
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Exhibit VII- Ahpla Professional Certificate
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Certificado

Certifica-se que Sofia Guillrerme, frequentou o Curso de Formacio Profissional “Conceitos Basicos de Contabilidade”, que

decorreu de 02/12/2008 até 29/01/2009. com a duracéo total de 20 horas.

Esta formacfo tinha como Ohbjectivos Especificos abordar os seguintes temas: Definir os conceitos Bdsicos da Contabilidade; Classificar
documentos contabilisticos; Elaboracio e inferpretacdo de mapas confabilisticos.

Porto de Mas, 27 de Fevereiro de 2009.

O responsavel pela Formacdo O responsavel pela entidade Formadora

(Dr. Rui Ferreira) (Catia Ruivo)
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Exhibit VIII- Ahpla Evaluation Report for the company

Relatorio de Avaliacao Para a Empresa

Curso: Assertividade
Formando: Maria Leonor Pereira Capitao
Empresa: Construcdes Pragosa, SA

Avaliaciio Qualitativa

Fraco Suficiente Bom Muito Bom
Assiduidade X
Conhecimentos Adquiridos X
Interesse Demonstrado X
Objectivos Atingidos X
Avaliacéo Final X

Observacdes do Formador:

Formanda muito atenta, foi um elemento importante para a dinamizagao do grupo néo so pelas
participagdes pertinentes como pela discussdo de conceitos e partilha de experiéncias.
Parece-me uma das pessoas que poderd aplicar na pratica muito dos contetidos trabalhados em
formacao e que tera aproveitado mais a nivel pessoal e profissional todos os assuntos abordados.

Porto de Mos, 6 de Maio de 2009.

O responsavel pela Formacao

(Carla Oliveira)

formagao e
consultadoria

www.ahpla.pt



Exhibit IX- Operating Expenses

Operating Expenses AHPLA Lda.

2010 2011 2012 2013 2014 2015
N° Months 12 12 12 12 12 12

Growth Rate 3,00% 3,00% 3,00% 3,00% 3,00%

Rate IVA FC VC Monthly Value 2010 2011 2012 2013 2014 2015
Subcontractors 20% 100% 1.000 12.000 12.360 12.731 13.113 13.506 13.911
Fuel 20% 100% 50 600 618 637 656 675 696
Books and Technical Docum. 20% 100% 10 120 124 127 131 135 139
Office expenses 20% 80% 20% 20 240 247 255 262 270 278
Costumer Gifts 20% 100% 5 60 62 64 66 68 70
Rent 20% 100% 400 4.800 4.944 5.092 5.245 5.402 5.565
Communication 20% 70% 30% 15 180 185 191 197 203 209
Commissions’ 100% 100 1.200 1.236 1.273 1.311 1.351 1.391
Bureaucratic expenses 20% 100% 5 60 62 64 66 68 70
Repairs and conservation 20% 70% 30% 5 60 62 64 66 68 70
Advertising 20% 100% 300 3.600 3.708 3.819 3.934 4.052 4.173
Other operating expenses 20% 100% 5 60 62 64 66 68 70
TOTAL OPERATING EXPENSES (FSE) 22.980 23.669 24.379 25.111 25.864 26.640
OPERATING EXPENSES (FSE) — FIXE COSTS (FC) 360 371 382 393 405 417
OPERATING EXPENSES (FSE) — VARIABLE COSTS (VC) 22.620 23.299 23.998 24.717 25.459 26.223
TOTAL OPERATING COSTS (FSE) 22.980 23.669 24.379 25.111 25.864 26.640
TAXES (IVA) 3.252 3.350 3.450 3.554 3.660 3.770
OPERATING EXPENSES (FSE) + TAXES (IVA) 26.232 27.019 27.830 28.664 29.524 30.410
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Exhibit X- Salaries Expenses

Salaries Expenses AHPLA Lda.

2010 2011 2012 2013 2014 2015
N° Months 14 14 14 14 14 14
Annual Inflation (Salaries+ Worker meal costs) 2,00% 2,00% 2,00% 2,00% 2,00%
Category N.° of employees = Monthly average salary
Manager 1 450 6.300 6.426 6.555 6.686 6.819 6.956
Total Remuneration 1 6.300 6.426 6.555 6.686 6.819 6.956
Other costs with employees 2010 2011 2012 2013 2014 2015
Social Security
Employees 23,75% 1.496 1.526 1.557 1.588 1.620 1.652
Work accidents insurance 1% 63 64 66 67 68 70
TOTAL OTHER COSTS WITH EMPLOYEES 3.330 3.010 3.070 3.131 3.194 3.258
TOTAL SALARIES EXPENSES 9.630 9.436 9.624 9.817 10.013 10.214
RESUME BORD 2010 2011 2012 2013 2014 2015
Salaries
Employees 6.300 6.426 6.555 6.686 6.819 6.956
Social Security 1.496 1.526 1.557 1.588 1.620 1.652
Work accidents insurance 63 64 66 67 68 70
Worker meal costs 1.771 1.419 1.448 1.477 1.506 1.536
TOTAL SALARIES EXPENSES 9.630 9.436 9.624 9.817 10.013 10.214
Retained Employees Taxes
Retained Social Security employee
Employees 11,00% 693 707 721 735 750 765
Retained Tax —IRS( employees income tax) 15,00% 945 964 983 1.003 1.023 1.043
TOTAL Retained 1.638 1.671 1.704 1.738 1.773 1.808
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Exhibit XI- Financial Indicators

Financial Indicators AHPLA Lda.

INDICADORES ECONOMICOS 2010 2011 2012 2013 2014 2015
Taxa de Crescimento do Negdcio 22% 23% 24% 28%
Eficiéncia Operacional 12% 33% 60% 93% 141%
Margem Operacional das Vendas 10% 24% 37% 48% 58%
Rentabilidade Liquida das Vendas 8% 18% 28% 36% 44%
Peso dos Custos c/Pessoal nos PO 25% 21% 18% 14% 12%
INDICADORES ECONOMICOS - FINANCEIROS 2010 2011 2012 2013 2014 2015
Return On Investment (ROI) 59% 145% 236% 324% 371%
Rendibilidade do Activo 72% 193% 315% 432% 495%
Rendibilidade dos Capitais Proprios (ROE) 31% 46% 46% 43% 40%
Rotac&o dos Capitais Proprios 381% 252% 167% 119% 91%
INDICADORES FINANCEIROS 2010 2011 2012 2013 2014 2015
Autonomia Financeira 189% 316% 512% 759% 931%
Solvabilidade Total 231% 267% 344% 429% 505%
Endividamento Total 82% 118% 149% 177% 184%
Endividamento ML Prazo 0% 0% 0% 0% 0%
INDICADORES DE LIQUIDEZ 2010 2011 2012 2013 2014 2015
Liquidez Geral 102% 76% 64% 55% 49%
Liquidez Reduzida 102% 76% 64% 55% 49%
ANALISE DO EQUILIBRIO FINANCEIRO 2010 2011 2012 2013 2014 2015
Capitais Permanentes 9.776 18.019 33.452 58.327 96.982
Activo Fixo 858 563 350 150 950
FUNDO DE MANEIO LiQUIDO 8.918 17.456 33.102 58.177 96.032
Necessidades Ciclicas 3.720 4.539 5.582 6.934 8.869
Recursos Ciclicos 2.252 2.319 2.389 2.460 2.534
NECESSIDADES FUNDO DE MANEIO 1.468 2.220 3.193 4.474 6.335
Tesouraria Activa 600 600 600 600 600
Tesouraria Passiva 1.981 4.426 7.324 11.127 16.666
TESOURARIA LIQUIDA -1.381 -3.826 -6.724 -10.527 -16.066
CONTROLO : TRL = FML - NFM 7.449 15.236 29.909 53.703 89.697
Variacdo do FML 8.538 15.646 25.075 37.855
Variacdo das NFM 751 973 1.281 1.861
Variacéo da TRL -2.445 -2.898 -3.802 -5.539
INDICADORES DE RISCO NEGOCIO 2010 2011 2012 2013 2014 2015
Margem Bruta 13.901 21.392 31.101 43.885 62.471
Grau de Alavanca Operacional 373% 195% 151% 132% 121%
Ponto Critico 27.234 22.071 18.886 16.937 15.519
Margem de Seguranca 37% 106% 196% 309% 472%
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