
Northwest Oilseed Business 
Opportunities

CASH FLOW* Year 1 Year 2 Year 3 Year 4 Year 5 Year 6
Acreage in production (canola) 8,000                   12,000                 16,000                 20,000                 24,000                 28,000                 

CASH FROM OPERATIONS
% oil sold to BioDiesel 75% 75% 75% 75% 75% 75%
% oil sold to BioLube 25% 25% 25% 25% 25% 25%

% meal sold as dairy feed 100% 100% 100% 100% 100% 100%

Revenue from BioDiesel Sales $1.25 / gallon, increasing 2% 540,000$            826,200$            1,101,600$         1,377,000$         1,652,400$         1,927,800$         
Revenue from BioLube Sales $2 / gallon, increasing 2% 288,000$             440,640$             587,520$             734,400$             881,280$             1,028,160$          

Revenue from Meal (Feed) Sales $150 / ton, increasing 2% 648,000$             991,440$             1,321,920$          1,652,400$          1,982,880$          2,313,360$          

Capital Input (Debt/Notes) 250,000$             
Capital Input (Equity) 1,000,000$          

NET INFLOW 2,726,000$          2,258,280$          3,011,040$          3,763,800$          4,516,560$          5,269,320$          

CRUSHING OPERATION
Site Selection and Permitting (15,000)$              

Site Construction (120,000)$            
Building Construction (400,000)$            

Equipment Purchases expand every 8K acres (500,000)$            (50,000)$              (50,000)$              
Startup Expenses (120,000)$            

DIRECT OPERATIONS EXPENSE
Raw Materials (Canola) assume $.08 / pound (1,152,000)$         (1,728,000)$         (2,304,000)$         (2,880,000)$         (3,456,000)$         (4,032,000)$         

Labor 3 Staff, increase 2%/year (120,000)$            (122,400)$            (124,848)$            (127,345)$            (129,892)$            (132,490)$            
Equipment Repair/Supplies increase 2%/year (30,000)$              (30,600)$              (31,212)$              (31,836)$              (32,473)$              (33,122)$              

Utilities increase 2%/year (30,000)$              (30,600)$              (31,212)$              (31,836)$              (32,473)$              (33,122)$              
Other Direct increase 2%/year (30,000)$              (30,600)$              (31,212)$              (31,836)$              (32,473)$              (33,122)$              

Storage (Oil & Meal) $.005 / pound (72,000)$              (108,000)$            (144,000)$            (180,000)$            (216,000)$            (252,000)$            
Transportation (Oil & Meal) $.005 / pound (72,000)$              (108,000)$            (144,000)$            (180,000)$            (216,000)$            (252,000)$            

INDIRECT OPERATIONS EXPENSE
G&A (Admin) Part-time admin / BoD (12,000)$              (12,000)$              (12,000)$              (12,000)$              (12,000)$              (12,000)$              
Debt Service 8% loan / 10 year payback (37,257)$              (37,257)$              (37,257)$              (37,257)$              (37,257)$              (37,257)$              

Amortization and Depreciation 15 year life / $100K salvage ($122,400) ($105,754) ($91,371) ($78,945) ($68,208) ($58,932)
Sales & Marketing - Fixed -$                     -$                     -$                     -$                     -$                     -$                     
Sales & Marketing - Reps 2% of gross (29,520)$              (45,166)$              (60,221)$              (75,276)$              (90,331)$              (105,386)$            

Taxes 15% of positive cash net -$                     -$                     -$                     (14,620)$              (21,518)$              (43,183)$              

NET OUTFLOW (2,862,177)$         (2,358,377)$         (3,061,333)$         (3,680,952)$         (4,394,625)$         (5,024,616)$         

CASH FLOW (136,177)$            (100,097)$            (50,293)$              82,848$               121,935$             244,704$             
CUMULATIVE CASH FLOW (136,177)$           (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$             300,946$             401,249$             501,463$             

* Disclaimer:  Costs and estimates for budgetary purposes only;  validation by accredited personnel required.
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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�
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Infrastructure needs�
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Opportunity Assessment 
Relative to Market Availability
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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�
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Connect the Dots�

SuppliersSuppliers

Stakeholder
Partners

Stakeholder
Partners

FundersFunders

Customer

Distribution
Partners

Distribution
Partners

Markets and Opportunity

Competitors
and

Alternatives

Competitors
and

Alternatives

Phase 1 Phase 2 Phase 4Phase 3

Situation 
Analysis

Select Target
Opportunities

Business Plan Finalize
Action Plan



Harvesting Clean Energy Conference 2004

Next Steps?  

Connect the Dots!

Kelly Rupp

25410 Sandridge Road 
P.O. Box 1130
Ocean Park, WA 98640

kelly.rupp@leadtoresults.com

T: (360) 665-0048
C: (503) 708-1623
F: (360) 665-0044

Dave Lakey

11501 SW Pacific Highway
Suite 100
Portland, OR  97223

dlakey@lake-group.com

T:   (503) 244-6315
C:  (503) 869-2456
F:  (503) 244-6796
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Appendix
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Need for Nearer Crush Facility�
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