BRILLIANT SPIRITS AND SOLUTIONS, INC.
10120 S. Eastern Ave. #200, Henderson, NV 89052, USA
Tel: +1-702- 492-1233; Fax: +1-702-492-1281
http: www.brilliantvodka.com; e-mail: bsas@brilliantvodka.com
Our business plan is available on website- http://brilliantvodka.tripod.com/

Product: BRILLIANT VODKA, The flagship product in our portfolio is an award winning 5 column distilled Ultra Premium Vodka. As well BSAS have distinct premium products available in different categories in the Spirits industry. 

Target Customers: Due to our marketing strategy, we have three distinct customer groups. The distributor, the retailer, and the consumer.  Our target end customers are highly educated consumers who are aware of the quality and taste characteristics of premium vodka. 

Company: Brilliant Spirits & Solutions; Manufacturers & Distributors of Ultra Premium Spirits. 

Management: Michael Marleau (46): CEO. Mr. Marleau has extensive experience in the public markets in the areas of securities brokerage, tax shelters and mutual funds. He maintains a solid network of contacts in the distribution of vodka and has been very instrumental in the conception and formation of Brilliant Spirits and Solutions.  Roger Baer (56): COO / Vice President Sales. Mr. Baer has extensive qualifications as a sale & marketing executive in the U.S. Spirits & Wine industry, at both the importer and distributor levels. His 30 years of direct experience in sales, promotion, development marketing and senior management with several U.S. companies (Seagram’s, Age International, Domecq and Somerset Importers). Curt Rodriguez: CFO/International Operations. Mr. Rodriguez has an extensive, not to mention impressive, background of 31 years experience in the public and private sector conducting and supervising financial and white collar crime investigations as well as working with the IRS criminal division.  Mr. Rodriguez has a MA in accounting and a BA in Economics.  Igor Trakhtenberg (48): Manufacturing / Cost Control. Is a founding member of Brilliant Sprit Limited and six years as Chief Executive of Brilliant Spirit Limited. Mr. Trakhtenberg is also instrumental in the production process in Scotland as well as new product packaging and development  Dawn Hutzler: Executive Assistant to the CEO / Secretary-Treasurer.  Ms. Hutzler began working under Mr. Marleau three years ago, in that time she has gained vaulable knowledge of the business and continues learning everyday.  Duties starting from day to day office administration and filing have advanced to state/national shipment reporting, computer networking, account receivable/payable, light bookeeping as well as other corporate responsibilies.

Market: Vodka is in the forefront of distilled spirits popularity and sales.  In 2001 vodka accounted for 25% of the total spirits sold in the USA (28% in California). With the current Martini craze sweeping across North America, growth indicators favor positive sales increases in the Vodka category with the ultra- premium vodka brands showing the fastest growth. Ending 2001, vodka consumption grew nationally 4.2%; however, several brands experienced much larger increases. Currently, six companies share the ultra-premium market.

Alliance Partners: Because BSAS manufactures and distributes alcohol, BSAS maintains a relationship with White Diamond Spirits for the purpose of importing in the USA.  In August 1999, WDS received its basic Import Permit from the U.S. Bureau of Alcohol, Tobacco and Firearms along with state regulatory bodies as was necessary along our path of durance prudence. 
Competition: There are at least six other premium vodka brands that control the current market for premium vodka. BS&S marketing strategy is to compete directly with the ultra-premium vodka brands that have established consumer demand.  Competition among the premium brands is driven largely by advertising with brand recognition being more important than pricing. 

Intellectual Property: BSL owns exclusive rights namely: company name and logo, trade mark BRILLIANT, registered in UK, European Community, USA, Canada, Israel, Russia, Ukraine, patented design “bottle with detachable glass” (Patent, registered by Rospatent No. 44243 from April 16, 1998), special equipment and raw materials, protected commercial information (know-how), including knowledge, experience, secrets, recipes.


Revenue Model:
Year

2003
% of 
Sales
2004
% of 
Sales
2005
% of Sales
2006
% of 
Sales
2007
% of 
Sales
Sales(in liters)
875,440

1,554,867

2,799,000

4,068,000

5,416,677

Sales (@ 13.33 per Liter)
11,669,615

20,726,377

37,310,670

54,226,440

72,204,304

Gross Revenue
11,669,615

20,726,377

37,310,670

54,226,440

72,204,304

Less Cost 

$2,915,215
25%
$5,177,707
25%
$9,320,670
25%
$13,546,440
25%
$18,037,534
25%
Gross Profit
$8,754,400
75%
$15,548,670
75%
$27,990,000
75%
$40,680,000
75%
$54,166,770
75%

Presently Private Placement available 900,000 shares at .50¢ USD.

Underwriting: Sell 2,500,000 share @ $4 per share 		$10,000,000
          Attach 5,000,000 warrants @ $4 per share	$20,000,000
					Total Cost	$30,000,000

Warrants are callable at 1 cent each if the public stock trades at $6 per share bid for more than 10 consecutive business days. Warrant holders have 30 days to convert.  Warrants expire in 3 years.  Warrants are not exersiable for 6 months unless company permits it sooner or calls the warrants.

Units will be broken as soon as trading starts.  Stock and warrants will then trade seperately.

This plan could be completed using convertible bond, convertible preferred plus the warrants, but some common wouold have to be part of unit

Assumptions:

Management would retain 4 million shares.  Management and consultants would get 1,500,000 options at various prices.

Capitalization at time of acquisition would be 13 million shares with all warrants and options exercised.




