Executive Summary 

Company Information

· Armor-Roof is built on 3 Patents pending for the first Hurricane and Hail Proof roof.

Although we are technically a manufacturer, our product is built for us from extruding contractors.

· Founded in May 2006 – Location Hollywood Fl, Website www.armor-roof.com, 

       # Employees – 3 to start, Organizational structure (Corp Sub S,).

Management Team Information 

· Management Team - Mark Welch, President / BS Computer Science.                          Mathew Lewis Warehouse manager, HSD/ Electrician / Machinist.

· Advisory Board 7 members 2 positions filled. Mark Welch CIO, Don Larson CEO.

Financial Information

· Summarized projected Income Statement – 3 years sales based on 35,000 roofs @ 100  % markup = $88.7 million profit, Balance Sheet – Positive from the 2nd month, Cash Flow Statement – High cash flow in preparedness for Home Depot launch.

· Capitalization to date – 28K, number or rounds - 1, amount of funds desired – 2.4 million, target date for new funding – December 2006.

Product/Market Information 

· Product/Services Description – 3 patents pending on hurricane and hail proof roof.

· Target Market/Forecasted Market Share – 90% residential housing / 75%

· Market Size – 750 Billion per year, 3 million roofs still damaged in Florida.

· Current Significant Customers/Target Customers - 90% residential housing / Hurricane & Hail zones first.

· Planned Method of Distribution – Local by truck / Trucking elsewhere.

· Strategic Alliances – Insurance Companies, Home Depot, Contractors.

· Awards – Currently in Modern Marvels invention challenge.

· Competition – We are virtually indestructible, the last roof you’ll ever buy.

· Patents & Intellectual Property – 1 Design Patent / 2 Utility Patents Pending.

Keys to Success
· The First Hurricane & Hail Proof Roof. Tensile strength 7500 PSI.

· The First Do-it-Yourself roof. Home Depot / Lowes.

· 100% - 130% Profit margin. Minimal inventory.

· Perfect timing, Hurricanes damaged 7 million roofs in Florida, La, and Miss.

· The only Product that fills this need. Insurance discount to follow.

· Largest customer base possible. 90% of residential housing.

· Captive audience, States still waiting for replacement materials. 

· Low overhead vs. massive profit margin.

· Competitive price, yet defeats the competition by a mile.

