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Northwest Oilseed Business
Opportunities

Year 1 Year 2 Year 3 Year 4 Year 5 Year 6

1ola) 8,000 12,000 16,000 20,000 24,000 28,000
% oil sold to BioDiesel 75% 75% 75% 75% 75% 75%

L acicl to Dint i, o a 0 2 o 25%

100%

* Disclaimer: Costs and estimates for budgetary purposes only; validation by accredited personnel required.

0M 3
a
Tl Il [° 00020
ude | Reffned d Crush | Seed g
+($) | Oilflube | Sfed | Facility
db o B
dt @ O 1032,000)
(132,490)
db O ® @122
(33,122)
‘ O [ J 0.600) $ . 5 836) 5 473) % (33,122)
(108,000) $ (144,000) $ (180,000) $ (216,000) $ (252,000)
CI) (@} [ J (108,000) $ (144,000) $ (180,000) $ (216,000) $ (252,000)
db o ®
(12,000) $ (12,000) $ (12,000) $ (12,000) $ (12,000)
o [ ] (37,257) $ (37,257) $ (37,257) $ (37,257) $ (37,257)
e $105,754) (§91,371) (§78,945) (§68,208) (§58,932)
raruners (@) O -8 -8 -8 -8 =
- (45,166) $ (60,221) $ (75,276) $ (90,331) § (105,386)
Risk Assessment O (@) (@) @ _ s - s (14,620) § (21518) $ (43.183)
Summary: (“) (“) O (@) O [ J b358377) $  (3,061333) $  (3,680,952) $  (4,394,625) $  (5,024,616)
|||| |||| |||| 100,097)[ § (50.293) & 82,848 S 121,935 § 244,704
236,274)[ $ (286,567)[ $ (203,719)[ (81,785)| § 162,920
GROSS (DIRECT) MARGIN Revenue - Direct Expenses 45% 4% 7% 8% 9% 10%
1,220,000 $ 100,080 $ 200,556 $ 300946 § 401249 § 501,463

January 20-21, 2004

Harvesting Clean Energy Conference




Executive Summary

“There is a ‘there’ there...”

Financially-attractive opportunities for added-value
products are developing with confidence over the
next 24-36 months.

Highest value opportunities:
Biolubricants
Soil amendments

Niche food products

Key to success: “Look before you leap”

i.e., connect with your market before investment
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Refined Process: “Growers’ Lighthouse”

Priority Business

Industry & [ "Known Info” .

Opportunity Workshop Opportunitie yocus
Overview

: Sltuatlo_n Opportunity Business Plan Plan
Strategic Analysis Assessment Implementation
Requirements and Funding
&

Constraints

Resources

Phase 1 Phase 2 Phase 3 Phase 4
Comprehensive Industry and Investigate Select Target Document Business Review Plan Finalize
opportunity “Situation Opportunities Plan and Action Plan
Analysis” Implementation
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Infrastructure needs...
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Financial Opportunity
Relative to INfrastructure Investment
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Key Factors
Influencing Margins and Magnitude
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Qualitative and Quantitative Scoring...

Strategies for Growing Companies

: D @, @, lIp lIp @, O
Control over price _
: <D O O dip qly O O—
Market readiness P P J P
O O qlly P O @
Access to Markets |
. @ O <l b O O
Capital investment _ _
. @ O dlp b O @
Operations cost | | |
e 4 ire Qb O ) b b O @
Profitability _
. b O ) b b ) @
Regional advantage
P O O qly qly O O—
Partners | | . PR | —
: D > O O b gl O
Risk Assessment | | | |
| 1% N 119 _/ N N1 N1 _/ ‘
Summary:
@ Positive ©  Fair ||© Cautionary S  Poor @ Negative
The
Lake Group

Harvesting Clean Energy Conference 2004



Customer

Phase 1 Phase 2 Phase 3 Phase 4
Situation Select Target Business Plan Finalize
Analysis Opportunities Action Plan




Next Steps?

Connect the Dots!

Dave Lakey Kelly Rupp

11501 SW Pacific Highway 25410 Sandridge Road

Suite 100 P.O. Box 1130

Portland, OR 97223 Ocean Park, WA 98640
dlakey@lake-group.com kelly.rupp@leadtoresults.com
T: (503) 244-6315 T: (360) 665-0048

C: (503) 869-2456 C: (503) 708-1623

F: (503) 244-6796 F: (360) 665-0044
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Need for Nearer Crush Facility...
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