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SECTION 1: QUALIFICATIONS OF OWNERS/ OPERATORS         750 568 75.73%

The business has two owners, Marat Kalajyan (CEO) and Onik Muradyan (investor).  The application briefly 

described Kalajyan's prior experience working for a cannabis business, but failed to indicate whether the business 

was legally permitted at the time.  Muradyan is a businessman who owns a charter airline company in Armenia and 

has no demonstrated cannabis experience.

The application stated that Kalajyan will be the general manager and involved in day to day operations, but there 

was little additional detail.  Muradyan does not reside in the US and will not be involved in day to day operations.  

On a separate but related note: the application was inconsistent regarding ownership percentages; sometimes it 

said Kalajyan owns 80% and Muradyan 20%, but elsewhere it said each owns 50%.  

GENERAL COMMENTS

Applicant proposed a retail business with delivery.  Application was 61 pages long and did not follow the scoring 

criteria.  While the overall application showed a general understanding of the cannabis industry, it lacked detail to 

demonstrate the depth of the Applicant's understanding and it failed to address several issues of importance to the 

City.

Experience

Cannabis Industry Knowledge

Ownership Team

Kalajyan was a consultant in charge of operations, compliance and security for four years at California's Choice 

Collective in Pacoima.  Evidence of a general understanding of the cannabis industry was demonstrated throughout 

the application.



SECTION 2: BUSINESS PLAN   525 256 48.76%

Standard Operating Procedures (SOP)

There was an overall lack of detail regarding operating procedures.  The application failed to address SOPs for 

standard processes such as opening/closing, customer identification, transactions, cash handling, recordkeeping, 

security, quality assurance, receiving inventory, delivery, etc.  The Applicant indicated several times that it is aware 

of and intends to follow state and local regulations, but little detail was provided to support the statements.

Financial Plan

Business pro formas were provided for five years, including profit and loss, statement of cash flow, balance sheet, 

and breakdowns of direct costs and operating expenses.  No mention of accounting procedures.  Startup expenses 

plus first quarter operating expenses estimated at  . Applicant plans initial investment of  .

Funding/Proof of Capitalization

Proof of capital was a January 31, 2019, accounts summary for Aron LLC from Converse Bank Corp.  Legal 

paperwork was provided showing owner Muradyan is the director of Aron LLC; an internet search indicated 

Converse Bank Corp. is an Armenian bank.  One of the accounts showed a USD currency balance over  , 

sufficient to cover the projected startup and Q1 operating expenses.

Records Software

Applicant will use Indica Online for its point of sale system.  There was only minimal detail regarding the tasks for 

which it will be used (e.g., transport manifests, product details, inventory management).  No SOPs.

Track‐and‐Trace

Applicant will use Indica Online for its tracking system, but did not provide detailed California Cannabis Track and 

Trace procedures and did not acknowledge the State's track and trace system, METRC.

State Testing Requirements

Applicant acknowledged 3‐4 State regulations regarding testing but did not include standard operating procedures 

for how all cannabis products on the premises or held by the applicant have met the testing requirements.

Employee Training

Little to no mention of employee training.



SECTION 3: NEIGHBORHOOD COMPATIBILITY & ENHANCEMENT 150 30 20.00%

Air Quality/Odor Control

Design Concept Integration

Integration of Security Measures

Customer Education

Exterior Design Concept

Little to no mention of customer education.

Marketing

Application included good detail about the business' marketing and advertising strategies.    

 

Community Benefits

The application included a letter of appreciation from the Hye Riders Motorcycle Club in Pasadena for owner 

Kalajyan's past contribution to a toy drive to benefit children of Mexico.  One statement also referred to 

"diversified, strategic local partnerships".  Other than that, little detail as to how the business will address the three 

points requested by the City.

Applicant has no physical location yet.  The application mentioned the storefront will have "large windows peering 

into a large, bright, open floorplan", but otherwise contained no detail regarding the Applicant's intent for exterior 

design, materials, level of investment, or reflection of City architectural traditions.

Applicant plans to an open showroom and provided photographs of a retail store with clean lines and a modern 

aesthetic.  Since the applicant does not have a location yet, it is assumed the photos are examples of what the 

design will look like.  While a modern design may fit within the City's aesthetic, that was left up to the reviewer to 

infer; the application itself made no mention of how the design concept will integrate in the City.

The applicant described various security measures such as surveillance cameras, alarms, and lighting, but did not 

address the extent to which the measures will be integrated into the physical design so as not to be overly 

noticeable by customers or the public.

No mention of air quality/odor control.



SECTION 4: SECURITY PLAN  150 52 34.67%

Product Access Protocols

Product Deliveries

Applicant plans to retain Blackwater Security as a security contractor.  No information about Blackwater's 

experience was provided.  The application included a copy of the company's valid private patrol operator license 

no. PP017627, which was verified through a search of the CA Bureau of Security and Investigative Services website.

Applicant identified two budtenders it intends to hire, but made no mention of the intent to conduct background 

checks on them or future employees.

No mention of an employee safety education plan.

No mention of employee theft reduction measures.

No mention of a cash management plan.

Security Experience

Background Checks

Employee Safety Education

Employee Theft Reduction Measures

Cash Management Plan

Applicant will have a secure room for customer screening before they're buzzed into the retail area.  In the retail 

area, products will be stored behind the counter in secure glass cases.  Of concern is the plan to have "large 

windows peering into a large, bright floor plan", which is in violation of State regulations.

Guards will be onsite for deliveries.  No further detail.

Applicant plans to have Blackwater Security provide guard services.  At least one guard will be onsite at all times, 

and two during peak hours or for special deliveries.  Applicant provided a list of the guards' general responsibilities, 

but little detail about protocols or day to day operations/procedures.

Applicant will employ state of the art cameras throughout the inside and outside of the facility and demonstrated 

compliance with State regulations in describing their video surveillance plan.  Good detail.

No mention of daily armored vehicle pickup of cash deposits.

Security Guards

Video Camera Surveillance

Armored Vehicle



VOLKI GROUP INC.

January 31, 2019

Dear Sir/Madam:

Thank you for setting up a process by which the City of Pasadena can permit and regulate
the legal sale of cannabis products.  The Volki Group Inc. hopes to create a cannabis retail store
that provides customers with a high-quality, friendly shopping experience. The store in the City
of Pasadena will offer a contemporary, hassle free, and safe shopping environment that inspires
fun, healing, creativity and comfort.

The Volki Group Inc. (Volki Group) is is co-owned by a Pasadena resident, Marat
Kalajyan and an extremely successful businessman Onik Muradyan. Mr. Kalajyan is an
experienced medical cannabis veteran with a substantial network within this emerging industry. 
But his story has a very interesting beginning.   Marat Kalajyan studied Economics and Business
at Yerevan State Institute in Armenia. He attended college from 1990-1994 with a bachelor’s
degree in Psychology. Mr. Kalajyan attended graduate school from 1994-1997 and earned a
master’s degree in Business. After he completed Graduate school, he moved to the United States
and has lived in Pasadenaever since. He is now a U.S. citizen and a proud member of the local
community. Mr. Kalajyan owned and operated his own taxi cab business in Pasadena for over a
decade. With the emergence of transportation companies like Uber and Lyft, Mr. Kalajyan’s
business was no longer feasible. In 2012, he saw an opportunity in medical marijuana after
taking care of his aunt as she dealt with a bout of cancer. He witnessed the pain and
suffering that she endured and was amazed at how medical cannabis helped ease her
discomfort. He also did volunteer work at N&N Alco Drug Counseling in Pasadena helping
patients recover from drug abuse. He discovered the benefits of cannabis as an alternative
to prescription medicine and focused his career in a that direction. 

More recently, Mr. Kalajyan was employed at the California’s Choice Collective (CCC)
in Pacoima as a consultant in charge of operations, compliance, and security. At CCC, Mr.
Kalajyan gained invaluable experience learning the inner workings of a licensed medical
marijuana dispensary. He built a strong network and developed relationships within all
phases of the business. Mr. Kalajyan hopes to start his own business again, and it would be a
dream come true if he could start a retail cannabis operation in his hometown of Pasadena. He is
a devoted family man. He will serve as the General Manager of the store and supervise all
aspects of business operations and development.

The corporation is funded by co-owner Mr. Onik Muradyan. Volki Group has the
necessary expertise and resources to become a positive contributor to the fabric and culture of
Pasadena. This group of professionals hopes to demonstrate their civic pride and add to the
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diverse culture and character of the city. The retail store will be located in an area that follows
the city ordinance for recreational cannabis.

Onik Muradyan is the other partner of Volki Group. He is a close friend of Mr. Kalajyan
and is very happy to fund Volki Group as a silent partner. These two gentlemen grew up
together in Armenia and went to the same university. Mr. Muradyan is a very successful
businessman in Armenia. He has a degree in Mathematics from Yerevan State Institute of
National Economy. He currently owns a charter airline company in Yerevan, Armenia called
Aron, LLC. He and Mr. Kalajyan have been best of friends since childhood, and they are
excited to have an opportunity to develop a new business together. Onik Muradyan is a
20% owner in Volki Group, Inc.

The Volki Group is perfectly suited to provide marijuana retail services in the City of
Pasadena.  Combined they provide extensive ties to the community and business acumen.  It is
time for the City of Pasadena to allow the local residence the opportunity to be involved in this
industry.  Should any person have any questions, please contact Mr. Kalajyan at anytime.
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VOLKI GROUP, INC. 
BUSINESS PLAN 
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Volki Group, Inc. hopes to create a cannabis retail store that provides customers with a 
high-quality, friendly shopping experience. The store in the City of Pasadena will offer a 
contemporary, hassle free, and safe shopping environment that inspires fun, healing, 
creativity and comfort. 

Knowledgeable budtenders will assist and educate customers on the wide variety of 
products, featuring locally-sourced medicine in addition to a core product line of the 
highest quality cannabis flowers, concentrates, edibles and related products.  If a 
permit is granted, a location and business name will be addressed as soon as 
possible. 
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Executive Summary 
Company Summary  

The Volki Group, Inc. (Volki Group) is a newly formed corporation that is hoping to secure a 
recreational cannabis license for retail sales in the City of Pasadena. The company is co-
owned by a Pasadena resident, Marat Kalajyan. Mr. Kalajyan is an experienced medical 
cannabis veteran with a substantial network within this emerging industry. The corporation 
is funded by co-owner Mr. Onik Muradyan. Volki Group has the necessary expertise and 
resources to become a positive contributor to the fabric and culture of Pasadena. This 
group of professionals hopes to demonstrate their civic pride and add to the diverse 
culture and character of the city. The retail store will be located in an area that follows the 
city ordinance for recreational cannabis.  

The Volki Group will develop a team of managers and budtenders that are knowledgeable 
and experienced certified professionals who are able to guide customers through a wide 
variety of products, featuring locally-sourced health and wellness products, along with a 
core product line of the high-quality cannabis flowers, concentrates, edibles and related 
products.  

The Volki Group is an S Corporation led by Marat Kalajyan who serves as Chairman of the 
Board, and Chief Executive Officer. Mr. Kalajyan is a proud family-oriented Pasadena 
resident. Mr. Kalajyan’s extensive experience within this industry stems from having 
worked as a consultant at California’s Choice Collective (CCC) for four years overseeing 
operations, quality control, compliance, customer tracking, and security. Mr. Kalajyan is an 
80% owner of Volki Group.   

Onik Muradyan owns the other 20% interest in the Volki Group. Mr. Muradyan owns a 
charter airline service in Yerevan, Armenia. Mr. Muradyan is funding this venture with 
personal savings. No debt financing is needed. These gentlemen grew up together long ago 
in Armenia and even attended college together. As best friends, they have waited patiently 
for the right opportunity to start a business together.   
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Products & Services  

The legal cannabis market is in its infancy here in California while the product demand and 
varieties evolve. Currently, sales of cannabis flower and concentrates are the main 
components of the product line. As the industry matures, we will see many new products 
become available that offer a wide range of uses and treatments. In addition to the 
growing market for edibles, health and wellness products are becoming mainstream as the 
popularity of CBD-infused products take hold. The company will also engage in the sale of 
accessories and supplies related to methods of delivering a variety of concentrates. 

The company will ensure that all customers are provided first-class treatment whenever 
they visit the store. The Point of Sale (POS) system by Indica Online will enable the 
company to track and manage a one-on-one relationship with customers no matter how 
large the customer base grows. It is important that customers are involved in their own 
personal health decisions and make the right choices for their unique recreational and 
medicinal needs.  

Indica Online is the premier choice for cannabis-related businesses. They specialize in 
sales, inventory, tracking, and providing easy-to-use transactional hardware and software. 

 

Our mission: To provide high quality cannabis products to customers with service they can 
trust and rely upon. To develop a brand that represents our core values of customer 
service and care, hospitality, highest standards of quality, honesty, integrity, and 
community. 

Vision: To be recognized as one of the best cannabis retail stores focused on customer 
satisfaction and service, product quality, and community outreach. The company will strive 
to be the modern example of a contemporary retail store in the local neighborhood. 

Goal: Our primary goal is to advocate and support a proactive approach to recreation and 
health management by providing a safe and local environment for dispensing cannabis 
and cannabis-related products. 

Management: With over four years of experience, Mr. Kalajyan has the ability to maintain 
strong vendor relationships and multiple strategic partnerships that extend both nationally 
and represent all emerging phases of the cannabis industry.	 	
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Market Opportunities 

Over 60% of the U.S. population now lives in states that have legalized some form of 
cannabis use and sales, illustrating the rising acceptance of cannabis nationwide and 
highlighting the industry’s immense potential for future growth. 

The North America legal cannabis market amounted to $12 billion in 2018, growing by 30 
percent on the year. The 
largest market was the 
United States, which totaled 
$10.4 billion. It was followed 
by Canada with $1.6 billion. 
According to the report “The 
Road Map to a $57 Billion 
Worldwide Market"1 the 
overall cannabis market for 
legal adult-use and medical 
sales in North America to 
reach $24.5 billion by 2021 
with the compound annual 
growth rate (CAGR) to 
almost 28%. 

 

In 2015 Gov. Jerry Brown signed three bills that toughened regulations for medical 
cannabis businesses and sought standards for documentation and testing.  

On November 8, 2016, California voters have approved cannabis for recreational use.  

On June 27, 2017, the legislature passed, and Governor Brown signed into law the 
Medicinal and Adult-Use Cannabis Regulation and Safety Act (MAUCRSA), which creates the 
general framework for the regulation of both commercial medicinal and adult-use 
(recreational) cannabis.  

On January 1, 2018, the state began issuing licenses for commercial cannabis activity. 
Additionally, on January 1, 2018, two new cannabis taxes went into efect: a cultivation tax 

																																																													

1	https://arcviewgroup.com/research/reports/	
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on all harvested cannabis that enters the commercial market and a 15 percent excise tax 
on the purchase of cannabis and cannabis products.  

During the first six months of 2018, the number of granted licenses jumped from 1,272 
licenses on January 17th to 6,421 licenses on June 30th. 

According to a study by the University of California Agricultural Issues Center, California’s 
recreational cannabis market could be worth more than $5 billion.  
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Start-up Summary 

The business will be initially funded with . 

 

Table	1.		Start-up	expenses,	$	

$	 Quarter	1	 Quarter	2	 Quarter	3	 Quarter	4	
CAPEX	 		 		 		 		

Land	&	Development	
Space	improvements	including	
finishing/painting,	kitchen,	office	
space,	bathrooms,	etc.	
Security	system	including	multiple	
camera	feeds	and	metal/weapons	
detectors	
Furniture,	Display	Counters,	
Refrigerators,	Freezers,	Multiple	
POS/	Cash	Registers,	Registration	
Computer,	Commercial	Label	Printer,	
Storage	Hardware	and	Shelving	
Cost	for	Computer	Software	
(Accounting	Software,	Payroll	
Software,	CRM	Software,	Microsoft	
Office,	QuickBooks	Pro)	

OPEX	
Direct	Costs	
Initial	&	General	Costs	
Operating	Expenses,	including	
salaries	
Marketing	&	Sales	Expenses	
Misc.	

Total	
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Financial Summary 

The company will fund its startup costs without any loans. This is a private venture 
between two close friends and business partners.  The majority of funds will come from 
Onik Muradyan. He will be a 50% owner with the other 50% owned by Marat Kalajyan. Mr. 
Kalajyan will manage the store while Mr. Muradyan will be a board member and not 
involved in the day to day operations. 

From a total investment of , Volki Group, Inc. is expected to generate 
 in gross revenues with a net income of nearly  in Year One. In 

Year Two, gross revenues are expected to grow to  with net income of 
.  

 

 

In Year Three, we expect to gross  with net income at . By Year 
Four, we should gross around  as the industry matures and neighboring cities 
open more cannabis stores. Currently, the City of Los Angeles has been slow to issue retail 
permits but eventually they will catch up and allow more stores open.   

After the first year of operations, it is expected that the company will be able to trim 
expenses through realizing business efficiencies, gaining operational experience and 
building a loyal customer base through digital tracking and marketing.   

Year	1 Year	2 Year	3 Year	4 Year	5

Th
ou
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nd
s

Revenue	&	Profit	Forecast

Revenue Gross	Profit Net	Income

Year	1 Year	2 Year	3 Year	4 Year	5
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Cash	Flow	Forecast

Operational	Cash	Flow Ending	Period	Cash	Flow
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Market Overview 
Global Market 

The global legal cannabis market amounted to $9.5 billion in 2017, growing by 37 percent 
on the year, according to the report “The Road Map to a $57 Billion Worldwide Market"2.  

Spending on legal cannabis worldwide is expected to hit $57 billion by 2027, while cannabis 
market in the United States and Canada is estimated to be about $46.5 billion and other 
$10.5 billion would go to other markets.  

The largest growth rate is predicted within the rest-of-world markets, from $52 million 
spent in 2017 to a projected $2.5 billion in 2027. 

The recreational cannabis market will cover about 67% of the spending while medical 
cannabis will take up the remaining 33%.  

According to a report provided by Energias Market Research, the global medical cannabis 
market is projected to increase in value from $8.28 billion in 2017 to $28.07 billion in 2024 
and at a CAGR of 19% from 2018 to 2024. 

Key Trends: 

• The initial decision by many U.S. states and Canada to create medical-only cannabis 
regulations prompted many other countries to act similarly while legalization of adult 
recreational use in California and Canada triggered a second wave of legalizing laws 
internationally to increase access to medical cannabis. 

• South America countries have the most liberal medical cannabis programs. Led by 
Brazil, Argentina, Peru and Uruguay, the South American medical cannabis market 
may grow from $125 million in 2018 to $776 million in 2027. 

• Germany is ready to become the leader of the European cannabis market, and Italy 
is expected to be second with $1.2 billion in sales by 2027. Some form of medical 
cannabis is now legal in 22 countries in Europe. 

• Australia’s legal cannabis market is forecast to grow from $52 million in 2018 to $1.2 
billion in 2027, the 5th largest in the world. 

																																																													

2	https://arcviewgroup.com/research/reports/	



	 11	

		

• Israel has a small population and a long history of legal medical cannabis use. It 
continues to be a leader over the years in the development of cannabis 
pharmaceuticals.	  



	 12	
North American Cannabis Market 

The North American legal cannabis market amounted to $12 billion in 2018, growing by 30 
percent on the year. The largest market was the United States, which totaled $10.4 billion. 
It was followed by Canada with $1.6 billion.   

The report from cannabis industry analysts Arcview Market Research, in partnership with 
BDS Analytics3, forecasts that the entire legal cannabis market in North America to reach 
$24.5 billion in sales – a 28% annual growth rate by 2021 – as more countries and states 
legalize cannabis for recreational use and existing markets mature – and will grow to $47.3 
billion six years later.	

	 	

																																																													

3	https://bdsanalytics.com/	
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Figure	2.	Medical	and	recreational	cannabis	sales	forecast,	billion	$	
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The U.S. Cannabis Market 

In 2018, 62% of Americans report supporting cannabis legalization, double what it was in 
2000 (31%)4. Although the use of cannabis is illegal under federal law and the federal 
government classifies cannabis as a schedule 1 drug, more than 60% of the U.S. states have 
legalized the use of cannabis in some form. Most states legalized the use of cannabis only 
for medical purposes, but ten states – Alaska, California, Colorado, Maine, Michigan, 
Nevada, Massachusetts, Oregon, Vermont and Washington – have taken it a step further by 
legalizing cannabis for recreational use.   

 As of November 2018, there are 32 States that allow cannabis for medical use, 16 States 
allow Cannabidiol (CBD), 10 States and the District of Columbia allow cannabis for 
recreational use. 

	 	

																																																													

4	Pew	Research	Survey,	http://www.pewresearch.org/fact-tank/2018/10/08/americans-support-
marijuana-legalization/	

Figure	3.	U.S.	legalization	map	

	 Medical	/	Recreational	cannabis	legalization	
	 Medical	cannabis	legalization	
	 No	laws	legalizing	
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Figure	4.	Medical	and	recreational	cannabis	sales	in	top	states,	2017	

 

There are about 10,000 active licenses for cannabis businesses in the U.S., according to 
Statista5. This includes cultivation, extraction and manufacturing, retail, distribution and 
testing licenses. 

The cannabis industry employed 121,000 people in 2017 and 259,000 people in 2018. If the 
cannabis market continues its growth trend, the number of workers in the industry could 
reach to about 500,000 by 2022, according to New Frontier Data. 

	

																																																													

5	https://www.statista.com/statistics/596641/us-cannabis-businesses-number/	
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U.S. Cannabis Retail Market 

BDS Analytics estimates that 
the retail sector owed $1 billion 
in state taxes in 2016 and 
another $1.4 billion in 2017.  

In 2017, overall cannabis sales 
in the United States at the 
retail level to soar by 31.5%, 
hitting $5.7 billion on the back 
of continued growth in existing 
recreational cannabis markets.  

In fact, recreational sales are 
expected to surpass medical in 
2019 for the first time ever. 

Medical cannabis sales also are expected to buoy the industry, fueled in part by the 
expected launch of cannabis markets in Maryland and Hawaii. At the same time, fledging 
medical cannabis programs in states such as Illinois, Nevada and New York are posting 
impressive growth.  

The expected growth comes after a solid 2016, when recreational cannabis sales jumped 
by 80% to hit $1.8 billion. Colorado and Washington led the charge, while Oregon’s adult-
use market posted strong sales gains in its first full calendar year of operation. The industry 
also saw a spike in medical cannabis sales last year, as patient counts rose in new MMJ 
states and continued climbing in mature markets like Arizona and Michigan. 

The cannabis dispensary market is growing at a high rate in the United States alone, with 
there currently being over 1,000 open and operating dispensaries throughout the country 
according to data from Statista6. The growing numbers of dispensaries is a large part as to 
why New Frontier projects the industry to top $25 billion in revenue by 2025. 

The increase in retail sales over the next five years will provide a substantial economic 
boost for the United States. The total economic output from legal cannabis will grow 150% 
from $16 billion in 2017 to $40 billion by 2021, according to the “US Legal Cannabis: Driving 

																																																													

6	https://www.statista.com/statistics/754751/medical-marijuana-dispensaries-number-by-state/	
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$40 Billion Economic Output” report released by Arcview Market Research, in partnership 
with BDS Analytics.  

The level of sophistication and involvement among investors in the cannabis industry 
varies quite widely, as some belong to cannabis-specific venture capital firms while others 
have taken a material interest in a friend or family member’s cannabis business. For 
example, only a handful of investors in our survey indicated they intend to invest over $25 
million in cannabis companies, whereas a large portion of respondents plan to invest less 
than $20,000. 

But in general, more investors are pumping money into the cannabis industry than ever 
before, and they’re also increasing the size of their capital placements. The average 
investor/investment firm involved in the cannabis industry has placed $450,000 in cannabis 
companies. 

Cannabis Market in California 

Legalization 

In 1996, California became the first state to allow for medical cannabis use. State voters 
approved Proposition 215, the law that made it legal for doctors to recommend cannabis to 
patients. 

California has 482 cities and 58 counties, all with the power to govern their own medical 
cannabis industries. The methods they choose vary throughout the state. Some local 
governments have rules limiting the number of stores and where they can open. Others 
have passed ordinances banning all cannabis cultivation. 

In 2015 Governor Jerry Brown signed three bills that toughened regulations for medical 
cannabis businesses and sought standards for documentation and testing. The bills are 
known as the Medical Cannabis Regulation and Safety Act, or MMRSA for short. Collectively, 
the legislation also paved the way for medical cannabis businesses to turn a profit. 

On November 8, 2016, California voters approved cannabis for recreational use.  

On June 27, 2017, the legislature passed, and Governor Brown signed into law the 
Medicinal and Adult-Use Cannabis Regulation and Safety Act (MAUCRSA), which creates the 
general framework for the regulation of both commercial medicinal and adult-use 
(recreational) cannabis. Under MAUCRSA, the Bureau of Cannabis Control (Bureau) is the 
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lead agency. The Bureau is charged with licensing, regulation, and enforcement of the 
following types of commercial cannabis businesses: distributors, retailers, 
microbusinesses, temporary cannabis events, and testing laboratories. The Manufactured 
Cannabis Safety Branch, a division of the California Department of Public Health (CDPH), is 
responsible for regulating and licensing manufacturers. CalCannabis Cultivation Licensing, 
a division of the California Department of Food and Agriculture (CDFA), is responsible for 
licensing cultivators and implementing the Track-and-Trace system. 

On January 1, 2018, the state of California began issuing licenses for commercial cannabis 
activity. Additionally, on January 1, 2018, two new cannabis taxes went into efect: a 
cultivation tax on all harvested cannabis that enters the commercial market and a 15 
percent excise tax on the purchase of cannabis and cannabis products. 

Recreational cannabis sales officially began in California and during the first six months of 
2018, the number of granted licenses jumped from 1,272 licenses on January 17th to 6,421 
licenses on June 30th. The number of licenses grew during the first six months of 2018: 

- cultivation - 1001% 
- distributor and delivery - 263% and 252%, respectively 
- manufacturing - 175% 
- microbusiness - 160% 
- retail/dispensary - 113% 
- testing licenses - 107%  

Market 

In California, the weather conditions are ideal for cultivating cannabis outside, while a lot of 
cannabis is also grown indoors in massive 
warehouses. The state's marketplace is 
also known for its decades-long 
experience developing cannabis strains. 
Third-generation growers and breeders 
have some unparalleled knowledge of the 
plant and of the related regulatory 
environment compared to other states. 

In 2017, California’s regulatory regime 
allowed only those holding state-issued 
medical cannabis cards to legally 
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Figure	6.	Medical	and	recreational	cannabis	sales	in	top	states,	2017	
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purchase cannabis. But that hasn’t stopped sales in the state from eclipsing the other 
states with recreational sales. 

California state dispensaries sold $2.757 billion worth of cannabis products, compared to 
$1.129 billion in Colorado’s robust cannabis marketplace, $975 million in Washington, and 
$502 million in Oregon. 

In fact, sales in California represented about 34 percent of legal sales in the United States. 
In comparison, combined sales in Colorado, Washington and Oregon represent 41 percent 
of U.S. sales according to BDS Analytics report. 

Around $2.5 billion of legal cannabis was sold 
in California in 2018, according to GreenEdge, 
a sales tracking company. Californians spent 
most of their dollars (44%) on flower. 
Concentrates, the next largest share of the 
cannabis sales, captured 36%, including 23% 
for cartridges and 13% for extracts. Edibles, 
with 11%, came in third.  The top performers 
in the California edibles market include 
cannabis-infused chocolate, gummies and 
beverages. Pre-rolled joints grabbed 5% of the 

market, tinctures – 2% and other products categories represented less than 2% of the 
marketplace. 

According to a study by the University of California Agricultural Issues Center, California’s 
recreational cannabis market could be worth more than $5 billion; however, the 
benchmark will only be achieved once cannabis consumers fully embrace the state’s legal 
market. While the recreational cannabis market is expected to grow, medical cannabis 
sales are expected to decline as people migrate toward the adult-use market to avoid 
medical cannabis ID fees. It is projected that legal recreational use will make up 61.5% of 
the overall market, illegally purchased cannabis will make up about 29.5% of the market, 
and legal medical cannabis use will be about 9% of the overall market, the analysis 
estimated. 

  

Flower,	44%

Concentrates,	36%

Edibles,	11%

Pre-Rolled,	5%

Tinctures,	2%
Other,	2%

Figure	7.	Cannabis	products	sales	structure	
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Concentrates and Infused Products Market in California 

At year-end 2018, sales from recreational use accounted for over half of total concentrate 
sales in California and continue to increase in proportion to overall category sales. 
 

 

The top 10 concentrate brands in California continue to increase their share of the market, 
accounting for almost half of the total sales in this category compared to a third in 2017. 

	
	

44%
31% 28%

56%
69% 72%

0%

20%

40%

60%

80%

100%

120%

2018 2019 2020

Medical Recreational
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SWOT Analyses 

	
	 	

S
• Veteran	
experience	in	the		
Los	Angeles	area	
with	distributors,	
growers,	
manufacturers,	
marketing,	and	
operations

• Strong	financial	
backing	and	start-
up	capital

• Diversified,	
strategic	local	
partnerships

• Local	Pasadena	
residents

W
• Federal	scrutiny.		
legalities,	
banking,	and	IRS

• Lack	of	
experienced		
workforce.

• High	compliance	
and	regulations

• High	start-up	
costs	in	a	new	
industry	makes	it	
difficult	to	
forecast	growth

O
• High	growth	in	a	
new	industry	

• Growing	demand	
for	natural,	
alternative	
medicine

• Trend	toward	
greater	cannabis	
legalization,	
including	the	use	
of	cannabis	for	
recreational	
purposes

• A	significant	drop	
in	wholesale	
pricing

T
• Enforcement	of	
federal	law

• Uncertainty	of	
laws	and	
regulations

• High	taxes

• Big	Corporate	
competition
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Marketing Strategy 
& Implementation 

VOLKI GROUP, INC. 
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Marketing Strategy 
Marketing Plan 

Since cannabis is illegal under federal law, state governments and online advertising 
platforms are placing strict rules on how companies can market their products.  

Google, Facebook and Twitter all have advertising policies that restrict the promotion of the 
sale of cannabis. Google’s policy prohibits ads that promote “substances that alter mental 
state for the purpose of recreation.” Facebook restricts any “illegal, prescription, or 
recreational drugs.” And Twitter bans “illegal drugs” as well as substances that cause “legal 
highs.” Instagram and Facebook have decided to go a step further by removing pages of 
cannabis-related businesses.  Currently these restrictions will limit our marketing abilities 
and increase costs to advertise on websites, apps, and print ads. 

The most effective strategies for legal cannabis companies are direct advertising on 
marijuana-related apps, online ads, marketing at industry conferences and other events, 
and building communities around cannabis-related health products. The retail store will 
focus on direct online and app-based advertising and generating long-term relationships 
with local customers and the city of Pasadena. 

Marketing and advertising campaign strategies include:  
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-  

	

Table	2.	Cannabis	business	directories	

	 	 	

WEEDMAPS	

https://weedmaps.com/	

Cannabis	dispensary/store	finder	
on	the	planet.	With	over	7,750	
listings	throughout	the	U.S.,	
Canada,	and	Europe.	

WeedMaps	has	7.96	
million	total	visits	each	
month.	

LEAFLY	

https://www.leafly.com/	

Leafy	is	a	cannabis	information	
resource	for	finding	the	right	
strains	and	products.	Services	
include:	cannabis	finder,	online	
store,	branding,	doctors’	portal.	

Leafy	has	226.27	
thousand	total	visits	each	
month.	

CANNASAVER	

https://www.cannasaver.com/	

	

Canna-Saver	is	website	for	
cannabis	and	related	coupons,	
devoted	to	cannabis	deals	and	
savings.	Offers	a	constant	flow	of	
deals	and	savings	from	the	top	
cannabis	and	cannabis	retailers.		

Cannasaver	has	310.04	
thousand	total	visits	each	
month.	

CANNABIS	COUPON	CODES	

http://cannabiscouponcodes.com/	

Website	with	cannabis	coupon	
codes.	

Cannabiscouponcodes	has	
81.49	thousand	total	
visits	each	month.	
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Target Customers 

As legal cannabis takes hold in the City of Pasadena, our company would like to infuse its 
civic pride and veteran experience in the industry to build a strong foundation and 
marketplace for local residents in this vibrant city. We plan to provide a full range of 
cannabis products from recreational to medicinal, including therapeutic use and alternative 
health and wellness. Our store will be sleek, modern, safe, and uncluttered. It will look 
inviting, bright and refreshing. The new era of legal cannabis is far different from the 
secluded, dark, medicinal marijuana dispensaries of the past.   

The Volki Group retail store will ensure that all our customers are treated courteously and 
professionally when they visit the store. We have Point of Sale CRM software provided by 
Indica Online that will enable us to manage a one-on-one relationship with our customers 
no matter how large our patient base grows. We will ensure that we get our customers 
involved in their own personal health decisions to make the right choices for their unique 
recreational and medicinal needs. 

Medical Cannabis patients come from diverse groups, ages, races and socioeconomic 
backgrounds. Ranging from young to old, treating chronic and terminal illnesses such as 
cancer, epilepsy, HIV/AIDS, pain or injury, depression, substance abuse, and beyond. All 
types of adult customers are welcome, and we will have a wide variety of products for all 
known symptoms. 

Recreational Cannabis is still in its infancy, as new products are being developed quickly to 
keep up with interest and demand as the industry grows. The demand in CBD-related 
products has exploded over the last year. CBD is being used in beauty and health products, 
pet products, topical ointments, and more. 

The market potential for cannabis products in California is estimated between 15 million 
and 21 million adults over 21 years of age. While 39% of Californians already use cannabis, 
another 44% are non-users interested in trying it now that it’s recreationally legal. 

• 83% of California residents are willing to try or use cannabis for consumers’ top health 
issues that medical cannabis can alleviate include pain (58%), stress (54%) and 
insomnia (49%) 

• Cannabis brand awareness remains very low (49% didn’t know any brands) 
• Most consumers are interested in edible (62%) and topical products (44%), though 

heavy users (use daily or almost every day) still prefer smoking (75%) 
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• The use of concentrates like oils and waxes is becoming much more prevalent and is 
expected to overtake smoking flower as the industry moves forward. The edible 
market is expanding too as infused food, snacks, and drinks become mainstream 
business products. 
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Sales Forecast 

Assumptions 

In Year One, the Volki Group will sell a wide variety of cannabis products in all forms and is 
expected to generate  in gross revenue . Limited availability of 
cannabis stores in the city will help channel sales to our store. However, taxes and 
regulations will make it more difficult to compete with black market cannabis sales. 

In Year Two, we expect to generate  in gross revenue  as we refine 
our marketing plan to target our strongest demographics and by building healthy 
relationships with our local customer base. 

In Year Three, we expect to generate  in gross revenue . We expect 
to have strong ties to the local community through marketing, customer satisfaction, 
providing high-quality products, local outreach, and competitive prices. The veteran 
experience that our company has assembled will help ensure our forecasts are reasonable 
and realistic. We feel based on past experience and current market conditions that we can 
achieve these targets. 

	
Figure	10.	Sales	forecast,	$	
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Operating Plan 

VOLKI GROUP, INC. 
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Operating Plan 
Dispensary/Retail Store Location 

Location and Building Specifications 

The physical address of our retail shop facility will be determined if and when we are 
fortunate enough to receive a sales permit from the City of Pasadena. We have made 
preliminary efforts to locate and examine properties that fit within the City’s guidelines.  
Ideally, we would like to have a store with 2,500sf of space for a showroom, workroom, and 
offices.  We plan to have a bright, friendly, and open showroom for our customers.  The 
entrance will be secured with a secure locked door from the outside and another secure 
buzz door leading to the showroom.  The retail store will look quite different from the 
traditional medical marijuana dispensary. The store will look similar to a cell phone, retail 
clothing or electronics store.   

We fully respect the local 
city ordinance and state 
law regarding the 
location of permitted 
cannabis retail stores. 
We will focus our 
property searches based 
on the criteria that the 
City of Pasadena has 
outlined in the 
ordinance. The property 
should be at least 600ft 
from any school, church, or residential neighborhood. 

The storefront of our retail store will have large windows peering into a large, bright, open 
floorplan.  All of our cannabis products will be stored behind the counter in secure glass 
cases. Operating hours will be similar to any normal commercial business, 9:00am – 
9:00pm, seven days a week. We will close for Christmas, New Year’s Day, and Thanksgiving 
holidays.  We intend to be open for service at least 360 days out of the year. 
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Floor Plan 

The floor plan will be largely dependent on the location which is to be determined at a later 
time.  Security is vital to the safety of the staff and customers nearby. Volki Group will hire a 
security specialist, likely Blackwater Security in Pasadena, to consult on a secure layout that 
will maximize safety and security in the showroom, all entrances and exits, and storage. 
There will be at least one armed security guard on the property during work hours. High-
security doors along with state-of-the-art cameras, motion detection, lights, and alarms will 
secure and monitor all activities. All rules and regulations will be followed according to 
state and local laws. Due to current federal banking restrictions, cannabis stores hold more 
cash than other businesses and its vital that security be a prime focus.   

Lighting 

The main objectives for our security lighting system at the store is to illuminate dark areas 
and detect and recognize movement in the protected area. The best vision with outdoor 
lighting is obtained from downward directed and shielded security lighting that is 
constantly on, supplemented with instant-on lighting triggered by motion detectors. 

The Volki Group will ensure that sufficient lighting requirements are met between dusk and 
dawn.    

We will add external security lighting if permissible to maximize visibility and to act as a 
deterrent. Lighting will be operated automatically by a photo-sensor, ensuring that lighting 
will always be optimal for video capture.  

Guards  

The Volki Group plans on retaining Blackwater Security of Pasadena to provide uniformed, 
armed guard services at all hours of operation. We will have  on-
site at all times, and  on-site during peak hours and for special deliveries when 
necessary. All security personnel will be thoroughly screened, trained, and strictly 
supervised by Blackwater Security. They are an important service provider that we have 
business experience with, and we are confident in the services they provide.   

Security personnel will check customer identification and perform and keep records of 
routine inspections of all security systems, barriers, gates, doors, and locks, and 
immediately report any malfunctioning or compromised security feature to the Security 
Agent. Any incidents qualifying as irregular or suspicious will be handled immediately.	 	
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Physical Security Plan 

We will secure the perimeter of our facilities to prevent unauthorized intrusion. With our 
store, we plan to use a variety of critical elements to secure the perimeter of our building: 
remote surveillance and detection by Blackwater Security, fencing, armed guards, and 
electronic surveillance using multiple cameras and motion detection.    

Volki Group will install motion detectors to monitor movement in the hallways, showroom, 
offices, and any entrances and exits. These are separate sensors from our video camera 
motion detectors.   

Customers Access  

Procedure 

A. Customers will enter the store through the facility’s front entrance.  
B. Entrance into the areas where cannabis is kept will be authorized by personnel 

buzzing customers into an area located between the waiting room and cannabis 
showroom.   

C. Once in this holding area, store agents in the back can view anyone and control the 
second “buzzer door,” allowing them into the cannabis area.   

The entry door to the cannabis products area will be operated on a “double buzzer” 
system, controlled by the person assigned to the control area. This person will have a view 
of the waiting room and allow access into the rear only after proper screening and after the 
agents in the back are ready.  In addition, there will be a guard on site in the area of the 
cannabis products, roving the perimeter and the waiting area.   

Electronic Security System  

We will install a comprehensive electronic security system with video surveillance/recording 
capability, third-party monitoring, intrusion detection, and panic buttons.  

Video Surveillance 

We will employ state-of-the art external and internal cameras, each with a minimum 
resolution capacity of 1280x720 pixels. All video footage will be stored for a minimum of 90 
days. Recordings are subject to inspection. This is sufficient to allow facial identification of 
anyone in or nearing the facility. Our CCTV camera system with digital recorder includes:   

External video surveillance will cover all areas of possible ingress and egress. Internal video 
surveillance will cover the following:  
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1. Showroom 
2. Reception office 
3. The retail sales floor with a camera located at each point of sale location 

a. The camera placement must allow for recording of the facial features of any 
person purchasing or selling cannabis goods 

b. This covers all areas where cannabis is present or handled, including all 
point-of-sale locations, and all means of access to such areas.   

4. Entrances and exits from both indoor and outdoor vantage points  
5. Security Rooms  
6. All limited access areas  
7. Areas where cannabis goods are packed, stored, loaded, or unloaded for 

transportation, prepared, or moved within the premises. 
8. Areas storing the surveillance system device with at least once camera recording the 

access points to the secured surveillance recording area   
a. The physical media or storage device on which surveillance recordings are 

stored shall be secured in a manner to protect the recording from tampering 
or theft 

9. Video surveillance will cover external and internal areas 24/7 at a minimum of 15 
frames per second    

A failure notification system will provide both audible and visible notifications if there is 
any failure in the electronic monitoring system. 

Third-Party Monitoring 

The Volki Group anticipates contracting with Blackwater Security of Pasadena to help deter, 
detect, and document security events from a remote location. Blackwater has offices in the 
city of Pasadena and can monitor the store from its offices. They will respond to fire and 
for any security breach of doors or windows. Trained professionals will be able to access 
our security surveillance system at all times and will report and document any suspicious 
activity and can also respond quickly and notify the local police.  

There will be triggers around the facility to alert our monitoring team of a possible 
intrusion or unauthorized access. Triggers can be: 

• Motion-sensor surveillance cameras 
• Motion-sensor laser beams 
• Unauthorized electronic access  
• Security and fire alarms 
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Intrusion and Motion Detection  

Our alarm system will have motion detectors covering entryways and exits, hallways, the 
retail sales floor, storage rooms, and windows. 

Burglary Alarm System 

We will install, maintain, and use a professionally-monitored robbery and burglary alarm 
system that meets the following requirements:  

ü At a minimum, the system shall provide coverage of all facility entrances and exits, 
rooms with exterior windows, rooms with exterior walls or walls shared with other 
facility tenants, roof hatches, skylights, and storage room(s) that contain safe(s);  

ü The system shall include at least one panic button alarm for staff use; and  
ü The system shall be inspected, and all devices tested annually by a qualified alarm 

vendor. 

Laboratory Testing Requirements 

ü Untested cannabis goods cannot be sold by a retailer and must be destroyed. A 
retailer may not send cannabis goods to a distributor for testing. 

ü Untested cannabis goods manufactured or harvested before January 1, 2019, in 
possession of a distributor that are owned by the distributor must be destroyed. 

ü Untested cannabis goods manufactured or harvested before January 1, 2019, in the 
possession of a distributor owned by a manufacturer or cultivator may be returned 
to the licensee who owns the cannabis goods. If a cultivator or manufacturer chooses 
to sell the returned cannabis goods, the cannabis goods must be sent to a distributor 
for testing and must meet all of the testing requirements in effect at the time of 
testing before transported to a retailer for sale. 

Packaging and Labeling Requirements 

ü We will not accept cannabis goods that are not properly packaged and labeled. We 
may, for medicinal sales, place a sticker on cannabis goods stating, “FOR MEDICAL 
USE ONLY” upon sale to a qualified medicinal consumer, unless the statement is 
already printed on the package. 

ü We will not send unpackaged cannabis goods to another licensee for packaging or 
labeling. Cannabis goods in possession of a retailer that do not meet packaging and 
labeling requirements cannot be sold. 
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ü Exit packaging is not required to be child-resistant and can no longer be used to 
satisfy the child-resistant packaging requirements. All cannabis goods must be in 
child-resistant packaging prior to delivery to a retailer when required. 

THC Limits  

For Edible Cannabis Products 

ü Edible cannabis goods may not exceed 25 milligrams of THC per serving and may not 
exceed 300 milligrams of THC per package. 
 

For Non-edible Cannabis Products 

ü Non-edible cannabis products shall not contain more than 2,000 milligrams of THC 
per package if intended for sale only in the adult-use market. 

ü Non-edible cannabis products shall not contain more than 3,000 milligrams of THC 
per package if intended for sale only in the medicinal market. 

Tracking Solution 

The Volki Group intends to utilize a special tracking solution from Indica Online, the 
premier Point of Sale (POS) provider for the cannabis industry. A good tracking system will 
allow us to remain compliant while helping to identify key data points to streamline and 
optimize inventory management at each phase of the operation: transportation, lab testing 
and dispensing.  

Transport Manifests – Creating, submitting, and storing compliant transportation 
manifests noting vehicle, driver, and cargo contained for regulatory review. 

Product Details – Product details for the inventory items, printing key information directly 
on the labels including ingredients, potency results, plus a reactive expiration date that can 
lock a product if it’s past expiration. 

Inventory Management – Analyzing the sales data to optimize the dispensary/retail store 
inventory to the customers.  

Data Driven CRM – Out-of-the-Box Customer Relationship Management (CRM) tools to 
reward loyal customers and referrals. Setup targeted email and text campaigns based on 
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customer’s favorite products, last visit date, purchase history, birthdays and more. Using 
this data, we can accurately market new products and sale items to customers. 
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Organizational Structure 
The Volki Group has existing relationships in and around the City of Pasadena within the 
cannabis industry. All of the vital positions and partnerships have been established. To help 
us succeed, we will hire additional employees – ideally local residents that are honest and 
hard-working. We are aware of the rules and regulations, state and local, and the duties 
and responsibilities attached to dispense newly legal products to adults. Rules, regulations, 
and compliance is extremely important to us and each member of our staff must be 
responsible and of good character. 

These are the positions that will be available at The Volki Group:	

	
Table	3.	Personnel	plan	

Position	 Year	1	 Year	2	 Year	3	 Annual	Salary	
General	Manager	 1	 1	 1	
Assistant	Manager	 1	 1	 1	
Sales/Budtenders	 6	 6	 6	
Compliance	and	Product	Manager	 1	 1	 1	
Security	by	Blackwater	Security	of	Pasadena	

Figure	11.	Organizational	structure	

Board

General	Manager			
(Marat	Kalajyan)

Assistant	Manager

Security									
(Blackwater	Security)

Operations	&	
Compliance

Budtenders										
(Lafonda	&	Sadie)
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Ownership 

Marat Kalajyan 

Marat Kalajyan studied Economics and Business at Yerevan State Institute in Armenia. He 
attended college from 1990-1994 with a bachelor’s degree in Psychology. Mr. Kalajyan 
attended graduate school from 1994-1997 and earned a master’s degree in Business. After 
he completed Graduate school, he moved to the United States and has lived in Pasadena 
ever since.  He is now a U.S. citizen and a proud member of the local community. 

Mr. Kalajyan owned and operated his own taxi cab business in Pasadena for over a decade.  
With the emergence of transportation companies like Uber and Lyft, Mr. Kalajyan’s 
business was no longer feasible. In 2012, he saw an opportunity in medical marijuana after 
taking care of his aunt as she dealt with a bout of cancer. He witnessed the pain and 
suffering that she endured and was amazed at how medical cannabis helped ease her 
discomfort.  He also did volunteer work at N&N Alco Drug Counseling in Pasadena helping 
patients recover from drug abuse. He discovered the benefits of cannabis as an alternative 
to prescription medicine and focused his career in a that direction.   

More recently, Mr. Kalajyan was employed at the California’s Choice Collective (CCC) in 
Pacoima as a consultant in charge of operations, compliance, and security. At CCC, Mr. 
Kalajyan gained invaluable experience learning the inner workings of a licensed medical 
marijuana dispensary.  He built a strong network and developed relationships within all 
phases of the business.   

Mr. Kalajyan hopes to start his own business again, and it would be a dream come true if 
he could start a retail cannabis operation in his hometown of Pasadena. He is a devoted 
family man. He will serve as the General Manager of the store and supervise all aspects of 
business operations and development. 

Attached is a copy of Mr. Kalajyan’s education and proof of community involvement. Mr. 
Kalajyan is an 80% owner in the Volki Group, inc. 
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Onik Muradyan 

Onik Muradyan is the other partner of Volki Group. He is a close friend of Mr. Kalajyan and 
is very happy to fund Volki Group as a silent partner. These two gentlemen grew up 
together in Armenia and went to the same university. Mr. Muradyan is a very successful 
businessman in Armenia. He has a degree in Mathematics from Yerevan State Institute of 
National Economy. He currently owns a charter airline company in Yerevan, Armenia called 
Aron, LLC.  He and Mr. Kalajyan have been best of friends since childhood, and they are 
excited to have an opportunity to develop a new business together. Onik Muradyan is a 
20% owner in Volki Group, inc. Mr. Muradyan has no criminal record - see attachment. 

Attached is Mr. Muradyan’s passport, certification of ownership of ARON LLC, and a bank 
statement to show proof of adequate funds. 
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Marat Kalajyan (attachment) 
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Marat Kalajyan (attachment) 
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Marat Kalajyan (attachment) 
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Onik Muradyan (attachment) 
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Onik Muradyan (attachments) 
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Translation from Armenian

NOYEMBERYAN DIVISION
OF TAVUSH REGIONAL DEPARTMENT OF RA POLICE

c. Noyemberyan, Barekamutyun 4.
Tel: 59-06-83, /0-266/2_21_79

Fax 59-06-83
Ns87/3-2-231

23.01.2019

REFERENCE
Is given to according to the data of the RA police information center, the resident of the

village of Koghb, Onik Gigol Muradyan, bom 02.02.1972, is not wanted and has no criminal
record.

Chief, colonel of police A. L. Antonvan

FUf quuu2uquu 0 ullu3nrF3{lruttF
NEPEEO[qECKHE Y6'IYT}I
TRAN

Performer: V. A. Mnatsakanvan
Tel: 0266-2-21-79

o

q



	 51	

		

Financial Plan 

VOLKI GROUP, INC. 
 



	 52	

Financial Plan 
Funding analysis 

The Volki Group will not require any outside financing for this venture. The two owners are 
close friends and have a shared vision in developing a top-notch cannabis retail store in 
Pasadena. They expect to create a valuable long-term asset that will generate income for 
many years as the cannabis industry develops. The partners are committing  of 
their own funds to this project. No loans or repayment schedule is needed in this situation. 

The financial plan for The Volki Group takes a conservative approach to the forecasts. For 
this exercise, we will assume that the average customer spends  per visit, and we 
expect to attract 200 customers/day.  That equates to Year One gross revenues of 

 for 360 days/year since we will be closed for some holidays. In Year Two, we 
expect to increase gross revenue to  from 300 customers/day. As we establish 
a loyal customer base, we expect a steady increase in sales. By Year Three, we expect to 
attract 400 customers/day for gross revenues of .  We can achieve 400 
customers/day through tracking and customer loyalty and retention. We also expect the 
industry to stabilize as people transition to legal and recreational cannabis. We also expect 
the State of California to lower taxes to compete with the illegal market for cannabis 
products. 

Merchandise and non-cannabis products will also boost revenues, however, there is still a 
fair amount of uncertainty at this time to factor that into our forecast. For now, we will only 
consider cannabis products in our financial plan. 
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Direct and Operating Expense Breakdown 

Direct Costs 

Table	4.	Direct	costs,	$	

$	 Year	1	 Year	2	 Year	3	 Year	4	 Year	5	
Products	Purchase	 		 		 		 		 		

Flowers	
Concentrates	
Edibles	
Topicals	
Other	

Delivery	Costs	
Delivery	costs	
Fuel	
Other	delivery	costs	

Other	Direct	Costs	
Other	direct	costs	
Initial	inventory	
Other	direct	costs	
Other	direct	costs	

Taxes	
Cannabis	Business	Tax		
Total	
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Operating Expenses 

$	 Year	1	 Year	2	 Year	3	 Year	4	 Year	5	
Initial	&	General	Costs	 		 		 		 		 		

Legal	Fees	&	Licensing	for	setting	up	
Website/Ecommerce	platform	
development	
Other	Initial	costs	
Licensing	and	other	legal	fees	(from	
the	second	year)	
Professional	Services,	Commercial	
Insurance	
Operating	Expenses	(retail	business)	
Other	Operating	Expenses	
Building	Renting	
Inventory,	packaging	supplies	
Phone,	internet	and	utility	
Building	Maintenance	
Property	Taxes	
Community	Service	(%	of	gross	
receipts)	

Marketing	&	Sales	Expenses	
Marketing	Expenses,	including	PR,	
Branding,	Online	and	Offline	
advertising	
Misc.	

Salaries	&	Benefits	
Total	
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Profit & Loss Forecast  

Business revenue is projected to grow significantly for the first two years’ timeframe. The 
yearly projections are in the table below: 

Table	5.	Income	Statement,	$	

$	 YEAR	1	 YEAR	2	 YEAR	3	 YEAR	4	 YEAR	5	
Revenue	
Direct	Costs	

Gross	Profit	
%	of	revenue	
		

Operating	Expense	
Initial	&	General	Costs	
Operating	Expenses	(retail)	
Sales	&	Marketing	Expenses	
Senior	Management	Salaries	&	

Benefits	
IT	Salaries	&	Benefits	
Other	Salaries	&	Benefits	
Misc.	
Total	Operating	Expense	
		

Operating	Income	(EBITDA)	
%	of	revenue	

		
Depreciation	and	Amortization	
		
Earnings	Before	Interest	&	Taxes	(EBIT)	
		
Interest	Expense	

		
Earnings	Before	Taxes	(EBT)	
		
Income	Tax	
Net	Income	
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Cash Flow Statement 

The cash flow projections show that business will have sufficient cash to support the 
activity. The following table presents a view of projected cash flow of the business. 

Table	6.	Cash	Flow	Statement,	$	

$	 YEAR	1	 YEAR	2	 YEAR	3	 YEAR	4	 YEAR	5	
Net	Income	
		
Cash	Flow	from	Operations	

Depreciation	
Change	in	Receivables	
Change	in	Inventory	
Change	in	Accounts	Payable	
Total	Cash	Flow	from	Operations	

		
Cash	Flow	from	Investing	

Capital	Expenditures	(CAPX)	
Other		
Total	Cash	Flow	from	Investing	

		
Cash	Flow	from	Financing	

Revolver	Issuance	/	(Repayment)	
Long-Term	Debt	Issuance	/	

(Repayment)	
Paid	in	Capital	
Drawings	(profit	share)	
Total	Cash	Flow	from	Financing	

		
Total	Change	in	Cash	
Beginning	Period	Cash	
Ending	Period	Cash		
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Balance Sheet  

The balance sheet shows healthy growth of net worth and strong financial position. 

Table	7.	Balance	Sheet,	$	

$	 YEAR	1	 YEAR	2	 YEAR	3	 YEAR	4	 YEAR	5	
Assets	
Current	Assets	
Cash	
Receivables	
Inventory	
Total	Current	Assets	
		
Long	Term	Assets	
Property	Plant	&	Equipment	(PPE),	
gross	
Accumulated	Depreciation	of	PPE	
PP&E,	net	
Total	Assets	
		
Liabilities	
Current	Liabilities	

Accounts	Payable	

Total	Current	Liabilities	

		

Long	Term	Liabilities	

Total	Liabilities	

		

Equity	

Paid-in	Capital/Drawings	
Retained	Earnings	
Current	Period	Retained	Earnings	
Total	Equity	
Total	Liabilities	and	Equity	
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LAFONDA  CARRIER

1-23-2019

Sadie Rabago

11-30-2018
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