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1,575 1,112 70.60%

SECTION 1: QUALIFICATIONS OF OWNERS/ OPERATORS        750 500 66.67%

La Fiore D'Oro is an S Corp 100% owned by Andre Ghazarian and Herbert Moosakanian.  Applicants did not provide 

Sections C1 or C3 of Owner Info form.  Applicants claim experience with licensed cannabis businesses in Canada and 

Spain, but unverifiable.  Mr. Ghazarian claims to have worked for a retailer in Fullerton, but it was unlicensed and is 

now closed.  Other non-owner team members claim experience, but none appears to be with operations of licensed 

cannabis retailers.  

Owners will be involved in day to day operations including purchasing, vendor relationships, hiring/firing, employee 

training, supervising staff.  Overall application lacked detail of how owners will specifically be involved.

GENERAL COMMENTS

Applicants have no demonstrated experience with licensed cannabis businesses in California or the United States.  

While certain sections of the application were strong (particularly the discussion of the overall industry and 

marketing), most other sections lacked any detail of policies, procedures or protocols.  A number of sections were 

omitted entirely (armored vehicles, access protocols, design concept integration).

Experience

Cannabis Industry Knowledge

Ownership Team

Provided a lengthy, detailed and interesting discussion of the US cannabis industry and market under the heading 

"Cannabis Industry Knowledge".  Did not specifically demonstrate owners knowledge, nor was it specific to California 

or Pasadena.  Overall application lacked sufficient detail to demonstrate applicable knowledge.
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SECTION 2: BUSINESS PLAN  525 426 81.14%

Provided an adequately detailed discussion of track and trace reporting procedures and protocols.

State Testing Requirements

Provided a brief discussion of how State testing requirements will be verified:

A. The Inventory Control Agent will review packaging for the following items:

i. Pharmacologically active ingredients (THC, CBD, etc.) and amount (mg per serving),

B. If this information is missing, the products will be returned to the distributor.

Employee Training

"LFD will have a comprehensive training program that will ensure new and existing employees are provided with the 

right set of skills needed to ensure quality customer service and in-house operations".  While a list of topics was 

provided, discussion did not include any format, content, materials or other details as to how this training will take 

place.

Funding/Proof of Capitalization

States "LFD has committed over  in equity funds from investors in order to launch and begin operations. The 

Company also has a credit line of approximately   Provided letters from bank attesting to the  

plus an additional  which combined equal  well below the  startup cost.  The  

 is not demonstrated.

Records Software

Will use BioTrack THC.  Provided a thorough discussion of the program, reporting and some basic procedures.

Track-and-Trace

Standard Operating Procedures (SOP)

Provided a lengthy discussion of values, followed by 3 pages of policies.  Policies generally lacked detail and recited 

requirements of law, rather than providing specific procedures to ensure compliance.

Financial Plan

Provided start-up budget of  which includes  of 'working capital', presumably for first 3 months of 

operations.  Provided detailed 5 year financials including cost summary, revenue summary, operating expenses, cash 

flow, balance sheet, etc.  Anticipate EBITDA of  in Y1, rising to  in Y5.  Overall financials were well 

detailed, but startup budget was less so.
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SECTION 3: NEIGHBORHOOD COMPATIBILITY & ENHANCEMENT 150 92 61.33%

Provided a very brief discussion of exterior design, which was limited to maintaining the existing brick façade with 

modern accents of wood or iron.  Included a number of visual inspiration images.

No dedicated discussion of Design Concept Integration beyond what was provided above.

Provided a discussion under this heading, but it did not address the topic.  Spoke only of basic security practices, not 

about integrating security measures in the physical design.

Provided a detailed air quality/odor control plan that described issues, treatment options, specific components and 

performance goals.

Exterior Design Concept

Provided list of customer education topics, but no specifics as to content, format, materials or other details.

Marketing

Provided a good overview of marketing strategy and initiatives.  Combined with the detailed discussion in the 

"Cannabis Industry Knowledge" section, this was one of the strongest parts of this application.

Community Benefits

LFD will allocate 2.5% of its total revenues towards a Community Benefit Fund.  Intend to prioritize hiring those 

affected by criminalization, but no specifics as to how.  Floor staff will be paid  plus benefits.  Provided 

discussion of community cleanup and supporting non-profits and community groups focused on homelessness, youth, 

but no details or specific commitments were offered.

Air Quality/Odor Control

Design Concept Integration

Integration of Security Measures

Customer Education
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SECTION 4: SECURITY PLAN 150 94 62.67%

Did not include any discussion of this topic.

Provided detailed procedures and protocols for product deliveries to customers, but did not discuss deliveries to the 

business as required by this topic.

Discussion of security guards did not include any specific policies, procedures or protocols.

Included a reasonably detailed description of video surveillance systems, including camera types and locations, video 

storage and retention and other topics.

No discussion of this topic.

Security Guards

Video Camera Surveillance

Armored Vehicle

Product Access Protocols

Product Deliveries

Will work with Green Shield Security, which appears to be licensed (18095) but has no website to verify level of 

experience.  Claims to be "the largest marijuana security provider in the United States. With over 1.000 employees 

nationwide" but has no website and only internet references suggesting a small, rather dubious and unprofessional 

operation. 

Will require background checks, but no specific service provider was named.

Provided a list of topics, but no format, frequency, methods or materials.

Provided a reasonable discussion of procedures and protocols.

Discussion of cash management did not include specific policies, procedures or protocols.

Security Experience

Background Checks

Employee Safety Education

Employee Theft Reduction Measures

Cash Management Plan
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To the City of Pasadena Evaluation Committee, 

 

La Fiore D’Oro is pursuing entry into the California Cannabis Industry by seeking our very first Retail Dispensary license as 

a cannabis collective. La Fiore D’Oro (LFD) intends to dispense cannabis to qualified California patients and recreational 

users in Pasadena, CA. The LFD team brings nearly two decades of professional experience ranging from cannabis industry 

experience, cannabis law, business and entrepreneurship, cannabis education, and cannabis knowledge. 

LFD plans to operate an adult-use/medicinal cannabis dispensary in the City of Pasadena, CA. The facility will solely 

operate as a retail dispensary, there will be no cultivation or manufacturing taking place on site. 

LFD was founded to provide safe access to medicinal and recreational cannabis and to increase its profile as a safe, 

effective medicine and a legitimate, low-risk recreational and medicinal product for adult use. LFD will operate under strict 

policies and procedures that ensure compliance and transparency within our operations, as well as maintaining a safe 

secure facility for our patients, customers, employees, and community.  

LFD  purpose is to provide high quality cannabis products to its customers, qualified patients and caregivers (“customers”). 

It is the objective of LFD to offer superior cannabis products that can enhance the physical, mental, and/or emotional 

wellness of its customers and find solutions for, share knowledge of, and furnish assistance to its customers in order to 

achieve his/her desired results. 

Our main goal is to ensure that our customers feel empowered by and knowledgeable of their medicine, and to not shy 

away from consuming cannabis. For some, there could be history of cultural or generational stigma around cannabis use, 

or they might just be unfamiliar with it and fearful as first-timers, and we strive to educate them on the many benefits of 

cannabis consumption.  

We know that the cannabis industry has distinct challenges. A business that does not comply with the laws and 

regulations may bring the City of Pasadena the worst kind of publicity. It is our strongest priority to operate at the highest 

level of ethics, professionalism, and compliance with the city.  

Our team has observed the effects of the legalization of cannabis in several states and countries, and are able to 

incorporate these experiences and market knowledge to take full advantage of California’s recreational marijuana industry 

from its fast growing start.  
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Our dispensary is being designed and built to feature state of the art technology with forward-looking green practices by 

implementing solar power, low power POS system, and to use recycled materials for packaging purposes.. The security 

and safety of our customers and community are also critical components of our operation. We plan to take every effort to 

be a “good neighbor” in the community. This means providing extensive community outreach, such as local hiring and 

public involvement. It also means minimizing any negative impacts or nuisances that may arise from our operations. LFD 

intends on being an example of how to best operate an adult-use dispensary in the City of Pasadena. 

To summarize our effort to operate as a Retail Dispensary, La Fiore D’Oro has assembled a business plan to outline the key 

company objectives and mission. Our plan includes an outline our team’s experience as a collective in the cannabis 

industry, the estimated start-up costs for this business, income estimates for the first year of operations, and additional 

required details that are essential to operating as a compliant canna-business. 

Sincerely, 

La Fiore D’oro Family 

 

 

 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
6 OF 99



LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
7 OF 99



LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
8 OF 99



LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
9 OF 99



LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
10 OF 99



 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
11 OF 99



La Fiore D’oro      2 

Table of Contents 

Management Team Experience ........................................................................................................................................ 4 
Cannabis Industry Knowledge ......................................................................................................................................... 8 

Macro Cannabis Industry ............................................................................................................................................................................................... 8 
Industry Performance .................................................................................................................................................................................................... 8 
Industry Economic Impact ............................................................................................................................................................................................. 9 
Market Demand ............................................................................................................................................................................................................. 9 
Key Industry Trends ....................................................................................................................................................................................................... 9 
Snapshot of Additional Data .......................................................................................................................................................................................... 9 
Medical & Recreational Cannabis Stores .................................................................................................................................................................... 10 
Industry Overview ....................................................................................................................................................................................................... 10 
Industry Performance ................................................................................................................................................................................................. 10 
Industry Outlook ......................................................................................................................................................................................................... 10 
Key Industry Trends .................................................................................................................................................................................................... 10 
Products and Services Segmentation ......................................................................................................................................................................... 11 
Other Marijuana Related Products ............................................................................................................................................................................. 12 
The CBD Stores Industry ............................................................................................................................................................................................. 13 
Industry Performance ................................................................................................................................................................................................. 13 
Industry Outlook ......................................................................................................................................................................................................... 13 
Products and Services ................................................................................................................................................................................................. 13 
Sources of Demand .................................................................................................................................................................................................... 14 
Market Analysis .......................................................................................................................................................................................................... 15 
Market Overview ......................................................................................................................................................................................................... 15 
Consumer Purchasing Preferences ............................................................................................................................................................................. 15 
Demand Determinants ............................................................................................................................................................................................... 17 
Geographical Market Analysis .................................................................................................................................................................................... 18 
Market Overview ......................................................................................................................................................................................................... 18 
California Cannabis Sales ........................................................................................................................................................................................... 18 
Cannabis Product Types .............................................................................................................................................................................................. 19 
California Consumer Market ...................................................................................................................................................................................... 19 
Los Angeles County Consumer Market ....................................................................................................................................................................... 20 
Target Location: Pasadena .......................................................................................................................................................................................... 20 
Market Demographics ................................................................................................................................................................................................ 21 
Cannabis Approval ...................................................................................................................................................................................................... 22 
Spending and Number of Consumers ........................................................................................................................................................................ 22 
Competitor Analysis .................................................................................................................................................................................................... 22 
Competitive Overview ................................................................................................................................................................................................ 22 
Major Competitors ...................................................................................................................................................................................................... 23 

Ownership Team ............................................................................................................................................................ 24 
Corporate Information ................................................................................................................................................................................................ 24 
Corporate Structure .................................................................................................................................................................................................... 24 
Key Hiring Needs ........................................................................................................................................................................................................ 27 

Standard Operating Procedures ..................................................................................................................................... 30 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
12 OF 99



La Fiore D’oro      3 

La Fiore D’oro Company Overview .............................................................................................................................................................................. 30 
SWOT Analysis ............................................................................................................................................................................................................ 32 
Value Proposition ....................................................................................................................................................................................................... 32 
Market Opportunity .................................................................................................................................................................................................... 34 
Commitment to the City of Pasadena’s Judicial Compliances ................................................................................................................................... 35 
Compliance with Pasadena Regulations – Daily Operating Procedures ..................................................................................................................... 37 

Financial Plan ................................................................................................................................................................ 43 
Fund Use .................................................................................................................................................................................................................... 43 
Key Revenue Assumptions ......................................................................................................................................................................................... 44 
Financial Summary ..................................................................................................................................................................................................... 45 
Operating Expenses ................................................................................................................................................................................................... 46 

Funding and Proof of Capitalization ............................................................................................................................... 50 
Record Collection ........................................................................................................................................................... 52 
Track and Trace Reporting Procedures ............................................................................................................................ 55 
Testing Products ............................................................................................................................................................ 57 
Employee Training ......................................................................................................................................................... 57 
Customer Education Initiatives ....................................................................................................................................... 59 
Marketing Plan .............................................................................................................................................................. 59 

Marketing Overview ................................................................................................................................................................................................... 59 
Online Initiatives ........................................................................................................................................................................................................ 60 
Offline Initiatives ........................................................................................................................................................................................................ 63 

Community Benefits ...................................................................................................................................................... 64 
Community Benefits of La Fiore D’oro to Pasadena ................................................................................................................................................... 64 

Product Offerings and Procurement ............................................................................................................................... 65 
Design and Neighborhood Compatibility ....................................................................................................................... 68 
Integration of Security Measures .................................................................................................................................... 76 
Air Quality/Odor Control ................................................................................................................................................ 76 
Security Plan .................................................................................................................................................................. 79 

Security Experience .................................................................................................................................................................................................... 79 
Background Checks .................................................................................................................................................................................................... 81 
Employee Safety Education ........................................................................................................................................................................................ 81 
Employee Theft Reduction Measures ......................................................................................................................................................................... 82 
Cash Management Plan ............................................................................................................................................................................................. 84 
Product Delivery ......................................................................................................................................................................................................... 85 

Security Guards .............................................................................................................................................................. 86 
Video Camera Surveillance ............................................................................................................................................ 87 
 

  

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
13 OF 99



La Fiore D’oro      4 

Management Team Experience 

 

Herbert Moosakanian 

 

Founder/Owner 

Herbert has been extensively involved in the cannabis industry since 2008. Herbert was previously founded and was the Operational 
Manager at Canna Clinic, a legal medical cannabis dispensary in the Toronto, Canada. From 2008 to 2010, he was responsible for 
training budtenders and front office staff, as well as creating an interactive inventory system with real-time tracking capabilities. This 
enabled better inventory controls at the dispensary, saving significant amounts of money and time for the overall operation. 
Furthermore, Herbert was also responsible for managing relationships and agreements with external partners and vendors, ensuring 
that all products were inspected and arrived on a timely basis at the dispensary. Herbert also created a loyalty program to incentivize 
returning customers and most importantly, set strategic goals to help ensure the operational efficiency and productivity of Canna 
Clinic.  

By 2011, he had sold his shares in Canna Clinic and founded Yongesterdam, another legal medical cannabis dispensary in Toronto, 
Canada. From 2011 to 2013, as its Operational Manager, he further improved his operational skills and was fully in charge of the 
day-to-day operations of the dispensary. During this period, he worked closely with employees to help educate them about new 
products in the overall market as well as the effects and benefits of various types of cannabis products. Herbert also managed cost 
analysis activities related to purchasing, sourcing, contract management, and vendor management. Like his previous work in Canna 
Clinic, Herbert was responsible for creating a highly interactive loyalty program for customers and members of the local community.  

Herbert’s work in cannabis retail activities provides him with a level of operational knowledge that will be crucial to the 
success of La Fiore D’oro (also referred to as “the Company”). Herbert deeply understands every facet of a dispensary from 
customer service, employee training, marketing, to financial responsibility, and carries the professional track record to prove this. 
Herbert also has a Master of Marijuana Certification from the Cannabis Training University (obtained in 2016) and a Czen 420 
Business of Cannabis Certificate from Ryerson University (obtained in 2018). While working for his father’s packaging company, he 
also worked closely in sales with THC Design, a big player in the cannabis industry in California. For three years, he put together an 
inline packaging system for THC Design to help them stand out when they displayed their products at different dispensaries across 
California 
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Andre Ghazarian 

Founder/Owner 

Like Herbert, Andre also carries a significant amount of experience as well as educational credentials within the cannabis industry, 
having worked in the medical cannabis industry for five years. Most recently, Andre was an Assistant Manager at Choko Cannabis 
Club, a legal medical cannabis dispensary in Barcelona, Spain. From 2014 to 2016, he assisted in motivating store staff and ensuring 
the store reached its productivity goals. Andre also provided managerial, operational, and financial support to the General Manager, 
which gave him immense insight into the inner workings of a well-run dispensary. In addition, Andre was responsible for securing 
and organizing all customer files while providing weekly updates on customer volume, new customers, and repeat customers. Andre 
also compared weekly sales volumes and the percentage of sales volume between new and repeat customers.  

With a strong eye for financial management, Andre also complied with the dispensary’s cash handling policies and performed daily 
cash management responsibilities per policy. Andre’s operational skills also extended into training all employees on the policies, 
processes, procedures, and roles at the dispensary. Prior to working at the Choko Cannabis Club, Andre also worked at Cannabis 
Concerje, another medical marijuana dispensary in Barcelona. During this time, he worked a customer-facing role, where he 
counselled and guided customers on the various products available at the store. Andre also helped educate customers on the 
properties of different cannabis strains and helped them select the best products as per a customer’s desired effect or as per their 
ailment. Andre was a critical component in maintaining a culture of high-quality customer service, communication, and an extremely 
organized work environment.  

From 2010 to 2013, Andre worked in Premium Organic Treatments, a legal medical cannabis dispensary in Fullerton, California. He 
began his career as a budtender, where he greeted customers and helped ascertain their needs. Andre ensured customers were given 
proper descriptions about the store’s merchandise and provide detailed explanations on the use and care of merchandise for 
customers. He also researched upcoming trends in the industry and devised marketing strategies to help increase sales to 
management. Andre also generated and created suggested posts of content on various social media platforms to promote the store 
and its merchandise. As a result, Andre was able to increase monthly sales by 20% by running the store’s business page on different 
social media platforms.  

Andre quickly rose the ranks and eventually became an Assistant Manager at Premium Organic Treatments by within seven months 
of starting his position as a budtender. He was in charge of managing dispensary staff, schedules, inventory, and customer 
relationships. He served as a role model and resource for dispensary staff concerning merchandise, services, policies, procedures, 
industry news, and changes in regulations. He ensured tasks were successfully delegated to Cashiers, Dispensary Agents, and 
Customer Coordinators in order to maintain a compliant and clean facility. He also worked closely with upper management to ensure 
accurate information was relayed to dispensary staff.  
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Andre has proven his ability to oversee a dispensary with regards to every single facet of its operations.  Andre also has 
educational credentials in the industry, Andre obtained a Cannabis Business and Management Certification from the Cannabis Career 
Institute in 2011. He also obtained a Canna Business Certification from the Trichome Institute in 2016. Both of these schools are 
based in Denver, Colorado, one of the earliest and most developed cannabis markets in the nation.  

 

 Jack Mushegyan 

Tax Specialist 

Jack has performing tax preparations and book keeping for Herbert Moosakanian & Andre Ghazarian for many years. He has been 
studying, and continues to stay up to date, all the new tax regulations for both city and state. Having him on La Fiore D’oro’s team 
ensures us that we will be in line and up to date on all taxes & fees due to correctly operate our dispensary. Jack is very diligent in his 
work and continually educates himself to make sure he surpasses all expectations. 

 

Theresa Rainey 

Brand Strategist 

La Fiore D’oro is fortunate to have Theresa Rainey on the team as she brings great vision and insight to the Company. She has worked 
at renowned design firms in both Newport Beach and San Francisco where she led a team of designers and developers. She will bring 
her magic touch to La Fiore D’oro and make the Company stand out from the rest. 

 

 

Theresa Rainey 

Marketing and Advertising Strategist 

Elizabeth Rainey brings life & soul to La Fiore D’oro, as she has mastered the art of creating unity. Elizabeth is a native of Northern 
California but has made Southern California her new home. She will lead the marketing and advertising team to be in line with values 
of Pasadena by using honesty, integrity and diversity. Elizabeth has worked at Red H Marketing, an LA based company. She has 
managed to consistently maintain and enhance their professional image while socially engaging with potential clients.  
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Bruce M. Margolin – Bar#39755 

Legal Counsel / NORML Board Member 

As the expert medical marijuana lawyer in Los Angeles, Bruce M. Margolin has successfully defended many individuals charged with 
cannabis-related criminal offenses. As a leading California criminal defense attorney, he has dedicated his practice to helping 
individuals fight marijuana charges, which historically, have been serious offenses over the years (even for minor offenses). Mr. 
Margolin continues to support the legalization of marijuana and is actively involved in the fight for legislative reform regarding 
marijuana laws. 

Bruce M. Margolin prepares and files marijuana business applications for his clients throughout the state of California. His law firm 
ensures that clients are regularly informed on evolving California laws, including the Medical Marijuana Safety Act. He takes pride in 
spearheading progressive legal reform for the medical marijuana industry, as well as appropriately educating clients on everchanging 
cannabis laws - especially those regarding both state and local licensing issues. 

 

Prab Marwah 

Head of Marketing & Community Relations 

Prab has over six years of experience with omni-channel marketing in the tech and entertainment industries, with consulting 
experience in the cannabis space. Currently, Prab heads up social media strategy and influencer marketing as the Manager of 
Audience Development at Omaze, a global charitable giving platform that works with celebrities, athletes, influencers and major 
entertainment properties by utilizing storytelling through original content, digital marketing, and data analytics. His marketing 
experience has been incredibly comprehensive and runs the gamut of digital, paid, and traditional marketing channels.  

Initially, Prab learned the ropes of guerilla marketing tactics as the Marketing Intern for TIME Magazine at the Democratic National 
Convention in 2012, where he gained invaluable skills and knowledge talking and marketing to hundreds of people a day. He 
decided to hone in his focus on social media community management in 2013-2014 at Boomrat, a music tech startup that was 
acquired by Live Nation and Sports Studio, a production services company, from 2014 to 2016. At Sports Studio, Prab’s 
responsibilities grew within the company from writing SEO friendly blogs and social media management for country clubs, to driving 
sales through lead generation, owning the paid media strategy, and producing video content in-house. In 2016, Prab started at 
Omaze, copywriting and designing social assets for partner social channels, which lead to managing social strategy for all campaigns 
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and overseeing a team of copywriters and designers. Now, he works with the business development team on developing marketing 
strategies and pitching them to celebrity talent while project managing campaigns with the partnerships team. In his two and a half 
years at Omaze, Prab has driven over  in gross donations through strategic marketing initiatives. 

Prab demonstrates an aptitude for tailoring marketing strategies with a focus on developing messaging and content around 
target audiences. His passion for learning about the consumer’s wants and needs, balancing direct response initiatives with growing 
brand awareness, and innovating creatively within the box bodes well for La Fiore D’Oro’s success. Prab’s experience is further 
bolstered by his education in Philosophy and Mass Communications from one of the top liberal arts colleges in America, Davidson 
College. 

Cannabis Industry Knowledge 
Macro Cannabis Industry 
The industry’s growth is expected to continue in 2018 after its stellar performance in the prior years. In 2018, the total revenue for 
the recreational cannabis segment is expected to grow by 45.0% as it reaches $5.1 billion. In this year, the recreational segment will 
outpace the sales of medical cannabis, which is expected to reach $4.5 billion, representing a 17.8% growth from the prior year. 

Industry Performance 
According to Marijuana Business Daily (MBD), annual cannabis retail sales are still primarily driven by new markets that legalize both 
medical and recreational cannabis. Colorado and Washington are expected to account for over $2 billion in total sales for the industry 
in 2018. California, on the other hand, shows extremely large potential as it is expected to generate $500 million in total sales for 
the recreational segment in its first legal year. Large growth in other recreational markets is expected to occur, such as Nevada and 
Massachusetts (set to launch adult-use sales in summer of 2018). For the medical cannabis segment, the industry will primarily be 
driven by the continuous expansion of mature medical cannabis markets such as New Mexico and Arizona. To compound, expanded 
patient access in new medical cannabis markets such as Florida, Pennsylvania, and Maryland are expected to further the segment’s 
growth 
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Industry Economic Impact  
Beyond cannabis sales at a retail level, the industry’s total economic impact is substantial. Using the concept of an economic multiplier 
that quantifies the “ripple effect” of an initial dollar spent at retail, the chart below highlights the total impact of the industry on the 
US economy based on cannabis retail sales. The total impact in 2018 is expected to reach $33.8 billion and projected to increase 
further to $77.4 billion by the end of 2022. 

Overall, for each dollar spent/earned by cannabis companies, an additional three dollars in economic benefit will be realized. For 
example, a cannabis dispensary/store makes a sale for $100. The business then uses a portion of that money to pay an employee, 
who in turn uses a portion of that money to buy groceries at the local grocer, and so on – a process that creates a ripple of economic 
value, most of which remains in local communities. Another example: An infused products maker pays $1,000 to a grow company, 
which then uses that money to buy supplies from a vendor, which then uses a portion of that money to pay employees, who then go 
out and spend in the community, etc.  

The industry’s economic impact is based on retail marijuana sales and incorporates a multiplier of three. For every $1 
consumers/patients spend at dispensaries or rec stores, another $3 in economic benefits are created in cities, states, and nationwide.  

Market Demand 
In order to have an idea of the total demand for marijuana in the US, Cannabis Business Daily aggregates the expected sales of the 
industry with estimated value of the black market. In the present, illegal marijuana sales is estimated to amount to $50 billion to $55 
billion. With more and more states legalizing medical and recreational use, the legal cannabis industry is expected to capture a 
significant portion of the black-market sales, ultimately boosting industry revenues to rival that of established industries such as 
cigarettes. 

Key Industry Trends 
Vertically Integrated Companies Seek to Dominate 

According to MBD, vertically integrated companies are expected to continue growing in a sustainable and profitable manner as the 
industry progresses further. Such businesses have implemented standard operating procedures, as well as teams that are dedicated 
to various functions in the business. As a result, vertically integrated companies gain superior control over their supply chains and 
leverage on economies of scale.  
 

Snapshot of Additional Data 
Profitability 

Despite the immense challenges and obstacles cannabis companies face every day, the underlying financials of industry operators 
are strong. About 75% of companies in all major sectors are at least breaking even, and over 20% of cannabis businesses are earning 
profits. The photo below focuses on Medical Dispensaries/Recreational Stores, of which LFD will directly operate within.  
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Medical & Recreational Cannabis Stores 

Industry Overview 
LFD will be establishing a state-of-the-art recreational and medical cannabis dispensary in Los Angeles City, California. Thus, the 
Company will primarily be competing under the Medical & Recreational Cannabis Stores industry in the US. This industry includes 
stores that retail medical marijuana (by prescription only) and recreational marijuana.  

Industry Performance 
The industry, which includes stores that retail medical marijuana (by prescription only) and recreational marijuana, expanded 
dramatically over the five years to 2017. The 2016 election cycle, in particular, provided a boon for both medical and recreational 
cannabis retailers. Consequently, legalization of marijuana for medical and/or recreational purposes and the growing acceptance of 
medical marijuana provided operators and investors with unprecedented opportunities. Overall, the industry is expected to 
experience annualized revenue growth of 29.2% to $8.1 billion over the five years to 2017, including growth of 18.4% this year alone. 
There has been no shortage of demand in recent years, and the cannabis industry has become one of the fastest-growing in the United 
States. 

Industry Outlook 
The outlook for the Medical and Recreational Marijuana Stores industry is largely positive, with the industry expected to 
achieve new highs over the five years to 2022.  

Although the industry will continue to benefit from increasingly favorable attitudes toward medical marijuana treatments, building 
on a trend from the past five years, the industry will be led by the growth of legal recreational marijuana sales. Sales are expected to 
explode in the states that legalized recreational marijuana during the 2014 and 2016 elections. This includes the industry’s largest 
market, California, which accounts for nearly a third of nationwide cannabis expenditure. As a result of these trends, combined with 
increasingly favorable attitudes toward marijuana and rising disposable incomes, IBIS World forecasts that revenue will skyrocket at 
an annualized rate of 28.3% to nearly $28.2 billion over the five years to 2022. 

An increase in per capita disposable income is projected to drive demand for industry products. Although prescription products are 
essential for health and therefore less susceptible to fluctuations in consumer expenditure, the unconventional characteristics of the 
industry’s products still make them subject to changes in disposable income. Nevertheless, because consumers pay for industry 
products out of pocket, growth in disposable income will help boost demand. Additionally, medical and recreational marijuana stores 
will likely further expand their offerings of edible marijuana products, which will be a major growth segment for industry operators 
moving forward. 

Key Industry Trends 
Recreational Marijuana Fuels Growth 

The liberalization of regulation regarding the sale of recreational marijuana is expected to fuel the industry’s growth. In 2014 and 
2015, operators in Colorado and Washington generated estimated revenue of $350.0 million and $1.0 billion, respectively, from 
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the legal sale of recreational marijuana. In addition to strong growth in recreational marijuana sales in Colorado and Washington, 
the industry is expected to benefit from the commencement of recreational marijuana sales in six additional US states. 

The overwhelming successes of states such as Colorado, Washington and Oregon will potentially spur more states to legalize for-
profit marijuana. From 2014 to 2016, combined retail sales tax in legal cannabis markets in Colorado, Oregon, and Washington 
alone totaled over $771.0 million for recreation, according to BDS Analytics. As a result, many more states are expected to follow suit, 
legalizing for-profit cannabis to generate tax revenue.  

Medical Cannabis and the Aging Population 

A growing number of doctors and patients will turn to the unconventional treatment offered by medical marijuana for conditions 
such as arthritis, migraines, and Alzheimer’s disease. In particular, the rising number of US adults aged 50 and older is expected to 
bolster demand for medical marijuana products. Over the five years to 2022, IBIS World anticipates that this demographic will grow 
at an annualized rate of 1.4% to 117.2 million.   

By comparison, the total US population is forecast to grow at an annualized rate of 0.8% during the same period, meaning that people 
aged 50 and older will constitute a growing portion of the population. This trend will lead to a growing number of people with health 
conditions that can be treated with marijuana (e.g. cancer and glaucoma), which increase in incidence with age. Additionally, given 
that the median age of medical marijuana patients is currently 41.5, demand will likely increase as patients in their 40s enter their 
50s. 

Products and Services Segmentation 
Broadly speaking, product sales in the recreational and medical markets break down very similarly, with flower as the dominant 
category, followed by concentrates and edibles/topicals. Concentrates and edibles are generally considered to be the high-growth 
product categories in the cannabis industry. Traditional flower still accounts for the majority of dispensary and recreational store sales. 
However, the rapid growth of other product segments caused the share of flower products to decline. 

Figure 1: Medical and Recreational Cannabis Stores in the US: Products and Services 

 

Edible Cannabis Products 

Edible marijuana products (edibles), or marijuana-infused products, are goods that contain cannabis that can be consumed orally. 
Edibles can take the form of food, extracts and oils, and range from marijuana-infused mints and candies to baked goods and 
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beverages, along with many other products. Over the past five years, edible marijuana products have grown rapidly as a share of 
industry revenue. Edibles account for an estimated 13.0% of total retail sales in 2017. Edible cannabis products are expected to 
continue to grow as a share of industry revenue over the five years to 2022. 

Flower Products 

IBISWorld estimates that in 2017, smokable marijuana products (flower or bud products) will comprise 57.0% of industry revenue. 
Indica products can be used to treat anxiety, chronic pain, insomnia and muscle spasms. In general, Indica provides more physical 
relaxation than the sativa strain, and many consumers use Indica as a sleep aid. Common Indica strains include White Berry, 
Blueberry, and Northern Lights. Sativa cannabis products are used as a stimulant to improve appetite, relieve depression, migraines 
pain, and nausea.  Sativa is also more popular for patients during the day because it can increase alertness. Popular strains include 
Haze and Trainwreck. 

Concentrates 

Cannabis concentrates includes any product created by an extraction process.  Concentrates include: kief, a dry sift or pollen of the 
cannabis flower; hash, a concentrate made from compressing cannabis plant resin; butane hash oil (BHO), or a potent concentrate 
consumed for dabbing and other vaporization methods; CO2 oil, used in portable vaporizer pens; Rick Simpson Oil (RSO) or Phoenix 
Tears, which is orally administered or applied directly to the skin; and tinctures, a liquid form of concentrate. Concentrates represent 
a rapidly growing product segment, and is estimated to account for 23.0% of revenue in 2017. 

Pre-rolled Cigarettes 

In 2017, pre-rolled marijuana cigarettes (“joints”) accounted for 5.0% of revenue. Pre-rolled joints are especially popular with new 
marijuana smokers and are expected to increase as a share of revenue over the coming years. 

Other Marijuana Related Products 
Vaporizers 

While vaporizers and the vaporizing technology has been around for many years, just recently, compact, portable vaporizers with 
additional technology features have come on to the scene. Growing marijuana use, and the desire for this use to be discreet have 
pushed vaporizer companies to develop products that allow users to enjoy their cannabis on-the-go without it being noticed by those 
around them. 

Vaporizers use extracted oils and concentrates of cannabis that are almost completely odorless.  This allows users to take them almost 
anywhere.  These new products can retail anywhere from $20 to $450 depending on the level of quality. This year, the retail vaporizer 
industry is forecast to reach $3.5 billion, more than twice the $1.7 billion, according to Bonnie Herzog, Wells Fargo Securities' senior 
tobacco and beverage analyst. 

Health is also a big factor driving the vaporizer industry.  Consumers view the traditional method of smoking marijuana as having 
increased health risk due to the inhaling of smoke and other byproducts directly into the lungs.  While research on the health effects 
of vaporizers is limited and disputed, the public perception is that the odorless, smokeless vaporizers are better for their health. 
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The CBD Stores Industry 
LFD will also sell a variety of CBD products; therefore, it is important to evaluate the market for CBD stores within the United States. 
This industry is further elaborated below.  

Industry Performance  
The Hemp CBD market was barely noticeable a few years ago but by 2015 had grown to encompass over $990 million in 
consumer sales for hemp-based CBD products. In 2016, it was estimated that the market for hemp-based CBD products had grown 
by 27% across different distribution channels. Items like shelled seed, protein powder, soaps, and lotions have continued to increase 
complemented by successful hemp and CBD cultivation pilot programs in numerous states. In all, sales of hemp CBD products 
boosted the industry to a five year 22% CAGR. Hemp based revenue is expected to grow 43% in 2017 alone.  

Industry Outlook 
As sales of CBD products continue to increase, the Hemp Business Journal forecasts the entire US CBD market will increase to $1.8 
billion by 2020 and that $450 million of those sales will come from hemp-based sources and the rest from marijuana sources. 
Predictions by the Hemp Business Journal estimate that the hemp industry will be led by sales in hemp food, body care, and CBD-
based products. The data demonstrates that the hemp industry is growing quickly at 22% five-year compound annual growth rate 
(CAGR) and being led by food and body care products, with hemp CBD products showing a 53% growth rate. All in all, all US hemp-
based product sales have been on an upward trajectory – the entire CBD market’s growth up until 2020 are highlighted in the chart 
below.  

Products and Services 
Of the $668 million market size in 2016, Hemp Business Journal analyzed the market across seven primary product categories within 
Hemp-based products alone:  

Hemp CBD Product Segment 

The growth of Hemp CBD – a category with $130 million in sales and growing at a 53% average growth rate – contributed significantly 
to the $688 million in total sales in 2016. The product segment is positioned to grow significantly over the next five years. Hemp 

Business Journal reports the Hemp CBD category was led by channel sales in natural and specialty products, smoke shops, and online 
verticals. CBD-based pet care products are a growth category to watch in 2017 and coming years.  

SPINS, the leading market research firm for natural products, tracked $2,470,000 for products with CBD listed as the primary 
ingredient in 2016.  Retail sales leaders in the CBD Hemp category for 2016 included CV Sciences, Bluebird Botanicals, CW Hemp, 
Mary’s Nutritional, and Liberty Lotions, among others. 

CBD in Natural and Specialty Retail 

The outlook for CBD based Natural and Specialty Products is largely positive, with the industry expected to achieve new highs over 
the five years to 2020. Building on a trend from the past five years, the industry will be led by the growth of legal recreational CDB-
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based product sales. According to Hemp Business Journal, it is estimated that Hemp based CBD product sales in the natural and 
specialty retail channel are expected to grow from $35 million in 2018 to over $81 million by 2020. 

Products within this segment are broken down by Vitamins, Herbs and Supplements, Body Care Products, and others. Out of these, 
the consumers have historically spent more on purchasing CBD based Vitamins, Herbs, and Supplements followed by Body Care 
products. 

CBD Growing Rapidly 

Concentrates and products that are high in CBD are gaining popularity. This is just a small part in a larger trend in the growing number 
of products available on in the hemp-derived CBD market. The top 20 CBD brands such as CW Hemp and PlusCBD Oil averaged sales 
of $2.1 million per year per company for 2016. However, some brands are much more successful with sales of $9 million-$12 million. 
Based on the 2016 growth in sales of CBD, businesses such as LFD will realize growing opportunities to appeal to a broader consumer 
audience in the future with CBD-based products as increasing numbers of consumers become aware of the benefits of CBD. 

Benefits of CBD 

CBD is the major non-psychoactive component of Cannabis sativa. CBD benefits including acting in some experimental models as an 
anti-inflammatory, anticonvulsant, antioxidant, antiemetic, anxiolytic, and antipsychotic agent, and is therefore a potential medicine 
for the treatment of neuroinflammation, epilepsy, oxidative injury, vomiting and nausea, anxiety, and schizophrenia. The benefits of 
CBD can also be used in wellness products.  

The main benefits of CBD including their preferred use among customers are highlighted below: 

• 21.4% - Mood or Psychiatric Conditions 
• 19.4% - Inflammatory Conditions 
• 13.7% - Conditions Marked by Pain 
• 12.4% - Disease and Injuries to the Central Nervous System 
• 12.1% - Cancer Related Symptoms 

Sources of Demand 
The Company will be providing CBD products through a physical retail store focusing on natural/specialty retail CBD products. This 
market is further elaborated below.  

Natural Specialty Retail 

The Natural and Specialty channel has traditionally served as the forefront for innovation in the supplement industry with small 
emerging brands targeting introduction here. In the last year, more retailers have begun taking the risk and selling more CBD 
supplement products, especially those from brands that are careful to follow Food and Drug Administration guidelines regarding the 
avoidance of disease claims as a best practice. SPINS tracked $1.3 billion in sales of products containing CBD as a primary ingredient 
in the Natural and Specialty retail channel over the 52-week period ending Aug. 2016. Sales are expected to increase more than 
tenfold in this category by 2020. 
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Market Analysis 

Market Overview 
The market for medical and recreational marijuana is heavily dependent on state regulation of cannabis. As of IBISWorld’s reporting 
period, 29 states and the District of Columbia have some regulation that allowed for the use of medical marijuana. Medical marijuana 
is used to treat many ailments, but it is most commonly used to relieve pain. IBISWorld estimates that medical marijuana patients 
account for an estimated 69.4% of all industry revenue in 2017. By contrast, the sale of recreational cannabis is currently limited to 
the states that have passed legalization laws for adult full use. Although the sale of recreational marijuana only began in 2014, it will 
grow to command nearly a third of the customer market for legal marijuana by 2017. 

The industry’s customer markets can be segmented across a variety of factors, including sex, age and ailments for which medical 
marijuana is prescribed. The median age of a medical marijuana customer is 41.5 years of age. 24.0% of customers are between the 
ages of 18-30; 26.0% of customers are between the ages of 31-40; 23.0% of customers are between the ages of 41-50; and 27.0% 
of customers are more than 50 years old. The customer market is heavily skewed toward males, who account for 66.0% of all medical 
marijuana sales, while females account for the remaining 44.0% of industry revenue. 

 

Medical Cannabis Customers 

Medical marijuana is expected to account for 69.4% of total industry revenue in 2017.  Severe pain is the most commonly cited reason 
for medical marijuana use. Severe pain can result from a variety of chronic diseases and injuries. Medical marijuana can help alleviate 
severe pain and help patients relax and rest. On average, 52.2% of medical marijuana users used medical marijuana because of 
severe pain. Over the past five years, this market has remained relatively stable, as many health problems can cause severe pain. 

Recreational Cannabis Customers 

Recreational cannabis customers have quickly grown to account for 30.6% of cannabis sales. Recreational users typically smoke 
cannabis in hand-rolled cigarettes (i.e. joints) or in pipes or water pipes (i.e. bongs). They also smoke cannabis in blunts, which are 
cigars that have been emptied of tobacco and refilled with a mixture of cannabis and tobacco. Recreational cannabis users typically 
smoke to obtain a “high,” which affects the part of the brain that influences pleasure, memory, sensory and time perception, 
concentration, and coordination.  

Consumer Purchasing Preferences 
Dispensary Preferences 

LFD will incorporate the following information below into the daily operations of its dispensary.  

Diversification - Having a wide selection of strains and other products is a top factor when choosing a dispensary. Patients are 
discerning customers, and providing a variety of cannabis options is an important key success factor for dispensaries.  Dispensaries 
should aim to have 11 to 15 strains, which will appeal to 68% of the market.   
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Excellent Customer Service – Friendly, helpful service is a cornerstone of success in the retail world, and that holds true in the 
marijuana industry as well.  56% of patients would switch dispensaries for one with better customer service. Hiring the right people, 
implementing the proper training protocols, and emphasizing on customer service as a guiding philosophy for all dispensary 
operators.  

Increase Edibles Inventory – At some dispensaries, edibles now bring in nearly as much revenue as raw cannabis.  In the future, 
edibles might account for an even bigger piece of the pie.  With almost 50% of patients saying edibles are a crucial offering, wise 
dispensary owners will increase their inventory of infused treats and ensure they have a consistent, reliable pipeline.  Dispensaries 
need to offer edibles from different providers if possible, ranging from brownies and chocolate bars to mint, infused butter, and 
beverages.  

Avoiding Price Wars – Patients are always seeking good deals on cannabis. But finding the cheapest marijuana is not the main 
concern for most.  According to a survey conducted by Marijuana Business Factbook, few patients would switch dispensaries simply 
for better prices. Price is certainly still important to patients, but it’s not necessarily the overriding factor when deciding where to buy 
cannabis. Dispensary owners should therefore price their products fairly and competitively but not attempt to beat out the 
competition at every quality level or simply sell low-quality product.  

Advertising Online – 55% of patients find dispensaries through online dispensary listing sites such as WeedMaps and Leafly.  
However, more than a third of patients visit dispensaries based on referrals from friends, so word-of-mouth marketing is also highly 
effective.  

Increased Potency – Dispensary owners might want to augment their supply of high-potency marijuana and infused products, as 
63% of patients say it is a critical factor when choosing which shop to visit.  This trend will likely continue to accelerate in the future, 
as evidenced by the growing popularity of dabs and other highly concentrated, super-potent products.  

CBD Infused Products – 40% of patients said having a good selection of CBD-based products is critical, while 25% would actually 
switch dispensaries for this reason alone. Many patients don’t want the super highs that come with the extremely potent cannabis.  

Tested & Labeled – 95% of patients said testing for potency and safety is either very or moderately important.  Dispensaries should 
offer some products that have been tested at a credible lab and are labeled with the results.  But the overall goal should be to get all 
products tested at some point, which will appeal to the greatest number of patients and ultimately pay for itself.   

Go Hyper Local & Upscale – 80% of patients want highly local dispensaries. Patients want a unique atmosphere rather than a cookie-
cutter, standardized shop that feels like every other retail business.  Additionally, nearly half of patients signaled that they prefer an 
upscale, relaxed feel as opposed to a clinic ambience.  

Offer Organic – Demand for organic cannabis continues to rise, with 42% of patients saying its critical.  Dispensaries should at least 
offer some organic options to appeal to this crowd and then over time move toward making it a bigger part of their product mix as 
demand grows.  

Educate & Community Involvement – When it comes to ancillary services, 61% of patients want their local dispensary to provide 
education and 41% want their shop to really be part of the community.  Moving in this direction could help dispensaries such as LFD 
separate itself from others, especially in very competitive areas where there is little distinction from one shop to the next.  Patients 
want to know more about the plant and how it eases pain, while some are more interested in learning how to choose the best strain 
for their needs.  Even though educational classes and seminars require more time and organization from staff, the classes can help 
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dispensary owners to foster a much closer relationship with patients and establish a brand as the true expert in the community, 
creating loyal customers over the long-term.  

Retail Channels of Preference 

61% of medical marijuana users purchase their cannabis products from local dispensaries, while 44% regularly use a delivery service.  
67% of users feel that there are enough sources of information available to them, while 32% are looking for more educational content 
about the product. Men are more independent (websites or no advice) when they shop, while women are more consultative preferring 
Budtenders, friends and medical professionals by a margin of 4%.  

Customer / Patient Experience 

Many patients are very selective when deciding which dispensaries to visit, specifically seeking a friendly face who remembers their 
name and knows their favorite strain, or a helpful budtender who can make recommendations.  In other words, patients seek top-
notch customer service. 56% of patients prefer dispensaries that educate them on different strains, develop relationships with them, 
and help them find the best marijuana/edible/concentrate for their ailments and treating them with respect.  

“Train your budtenders better... I can’t tell you how often I’ve referred clients to dispensaries and had them come back with strains that 

were not suited to their conditions or needs.. Respect your clients and products enough to make sure your salespeople know what 

they’re talking about. If they don’t know medical cannabis, they’re doing your business, cannabis, and your clients a disservice.” --- 

California Medical Marijuana Patient.    

Figure 2: Top Seven Critical Factors When Visiting a Dispensary  

 

Demand Determinants 
Government Regulation 

Demand for industry products is primarily determined by government regulation. The federal government regulates cannabis as a 
Schedule I controlled substance and considers all cannabis cultivation, sale and consumption illegal. In states that lack laws legalizing 
the medical or recreational use of cannabis, cannabis use is explicitly prohibited. 

Income and Demographics 

Household income is a primary determinant of consumers' ability to acquire cannabis products. The legalization of medical cannabis, 
as well as recreational cannabis in some states, has created a market for high-quality cannabis, which can be expensive. Furthermore, 
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because medical cannabis is typically not covered under health insurance plans, demand is largely dependent on patients' income 
levels. 

Population demographics, particularly age, also dictate demand trends for medical cannabis. Although adults aged 50 and older are 
more likely to develop health conditions such as cancer, Alzheimer's, chronic pain, glaucoma and other diseases that can be treated 
with medical cannabis, obtaining a medical cannabis card is not difficult in many states. As a result, the average age of a medical 
cannabis patient is 41.5 years of age. Changing societal norms have made cannabis use much more acceptable today. According to 
a poll conducted by Gallup, 36.0% of Americans between the ages of 18 to 29 have tried cannabis in 2013, compared with just 8.0% 
in 1969. 

Average Spend 

The average medical marijuana user spends $1,850 per year on cannabis with an average purchase of $65 per transaction. That 
equates to approximately two transactions per month—each of which is vitally important to the treatment of a medical condition and 
each of which is just as important as filling any medical prescription. It was found that most respondents of all ages spend between 
50 to 150 U.S. dollars a month on cannabis products. The group aged 35-44 years had the largest share among those spending more 
than 150 U.S. dollars per month. 

Geographical Market Analysis 

Market Overview 
LFD will be operating its cannabis dispensary in The City of Pasadena in Los Angeles County. The Company will hugely benefit from 
the booming cannabis industry in the state as it begins its operations. It has been predicted that Los Angeles County will become the 
Marijuana Capital of the United States. By some estimates, Los Angeles County’s medical marijuana market alone easily overshadows 
Colorado state’s entire market and is already close to $1 billion. In 2017, the city passed an ordinance that aims to clear the path for 
a proper licensing program and to open the recreational market. Capital is flowing into the Los Angeles County area for local ventures 
as investors begin to smell money in the emerging market. 

California Cannabis Sales 
California’s cannabis industry reported $2,692 million in sales in 2016, that is 10% more than all other MMJ states combined as of 
2016 according to Arcview Market Research. The analysis estimates that at the same period, sales in the illegal market were about 
$5.7 billion (68 percent) and total cannabis sales were about $8.4 billion. More importantly, based on estimates made by New 
Frontier Data, total cannabis sales in California is expected to grow from the $2.69 billion in 2016 to $6.59 billion by 2025.  

In the years since medical legalization, consumers have become more educated and sophisticated about products, and the state's 
medical market is relatively saturated. Consumers have high expectations for quality, according to ArcView research. 

On the other hand, according to a study by the University of California Agricultural Issues Center, California’s recreational cannabis 
market could be worth more than $5 billion. This will only be achieved once cannabis consumers fully embrace the state’s legal 
market. While recreational cannabis market is expected to grow, medical cannabis sales are expected to decline down to $600 million 
as people migrate toward the adult-use market to avoid medical cannabis ID fees. After the state adopts regulations, legal recreational 
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use will make up 61.5% of the overall market, illegally purchased marijuana will make up about 29.5% of the market and legal 
medical marijuana use will be about 9% of the overall market, the analysis estimated.  

Cannabis Product Types 
According to BDS Analytics’ Now We Know What Californians Are Smoking study conducted in the 2nd quarter of 2017, a bulk of the 
dollars spent by Californians is allocated to cannabis flower. This segment constitutes 55% of the spending of the market on cannabis. 
As a dispensary, the Company offer products under the Flower, Concentrates and Edibles segments. 

Figure 3: California Cannabis Sales by Product Type (BDS Analytics) 

 

Flowers and Strains 

Only in the 2nd quarter of 2017, sales of cannabis flower in California amounted to a staggering $375 million, according to BDS 
Analytics. Based on the study, among the various types of strains and flowers, Blue Dream was the most popular variant of cannabis 
flower, followed by Girl Scout Cookies, Sour Diesel, Jack Herer, Gorilla Glue #4 and OG Kush. In California, 56% of flower sales are 
comprised of Hybrid cannabis, while 26% is comprised of Indica variants and 18% is comprised of sativa variants. 

Concentrates and Edibles 

Concentrates comprise 25% of the cannabis market in California, while Edibles account for 12%. The spending on concentrates is 
heavily dominated by vape pens (61%) followed by Wax (9%), Shatter (6%) and Oils (3%). On the other hand, the leading segment 
in edibles is Candy (29%), followed by Chocolate (24%), Infused Foods (17%), Tinctures (15%), Pills (7%) and Beverages (5%). At year-
end 2018, sales from recreational use are projected to account for over half of total Concentrate sales in California and continue to 
increase in proportion to overall category sales.   

California Consumer Market 
The market potential for cannabis products in California is vast. According to a study conducted by Enlucem, a strategic brand 
consultancy firm specializing in cannabis businesses, in 2017, the total market potential of the state is estimated to be between 15 
million and 21 million adults over 21 years of age. Further, Enlucem found that 39% of Californians were already using cannabis as 
of the reporting period. With the legalization of cannabis for recreational purposes in the state, another 44% of non-users reported 
that they were interested in trying cannabis. Other key results from the survey were as follows: 
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• 83% of California residents are willing to try or use cannabis. Among these individuals, 54% are female, 54% are age 40 or 
younger, 40% have kids living in the household, and a majority have incomes of greater than $90,000. 

• According to consumers, top health issues that medical marijuana 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 edibles (62%) and topical products (44%), though heavy users (use daily or almost every 

day) still prefer smoking (75%). 
• The large majority of target customers use or plan to use medical marijuana, while a smaller group will use cannabis 

recreationally. 

Los Angeles County Consumer Market 

Target Location: Pasadena  
LFD seeks to open its doors in The City of Pasadena, Los Angeles County. The Company will primarily focus its efforts on recreational 
smokers aged 21 and up as well as medical patients above the age of 18 with a valid doctor’s recommendation. Essentially, the 
Company’s key market will encompass people between the ages of 18-35. The Company will also focus its efforts on people above 
the age of 50, who are one of the fastest growing groups of smokers in the nation. The Key information related to the population and 
income demographics of the area are highlighted below and on the following pages.  

Population Analysis 

Figure 4: Population Statistics (American Fact Finder 2017) 

Variables The City of Pasadena, Los Angeles County, California 
Total Population 141,231  
Median Age 37.9 
21+ and Over 110,636 
18 to 24 years 12,496 
25 to 29 years 13,162 
30 to 34 years 12,717 
35 to 39 years 10,729 
40 to 44 years 9,763 
45 to 49 years 9,254 
50 to 54 years 8,952 
55 to 59 years 8,743 
60 to 64 years 7,733 
65 to 69 years 6,552 
70 to 74 years 5,159 
75 to 79 years 3,936 
80 to 84 years 2,910 
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85 years and over 3,364 
 

Income Analysis 

Figure 5: Income Statistics (American Fact Finder 2017) 

Variables The City of Pasadena, Los Angeles County, California 
Total households  54,734  
Mean household income (dollars)  $109,871  
Less than $10,000  3,869  
$10,000 to $14,999  3,042  
$15,000 to $24,999  3,590  
$25,000 to $34,999  3,540  
$35,000 to $49,999  4,379  
$50,000 to $74,999  8,579  
$75,000 to $99,999  6,789  
$100,000 to $149,999  8,978  
$150,000 to $199,999  4,939  
$200,000 or more  7,029  

 

Market Demographics 
According to Green Market Report, Los Angeles alone holds over 5.3 million potential cannabis consumers with a median age of 46. 
The average household income of consumers amounts to $61,148 and 49% own homes with an average value of $463,031. 
Interestingly, 40% of consumers are married and 47% have kids at home. 

Figure 6: Los Angeles County Cannabis Consumer Demographics (Green Market Report) 

Target Population Age 21+ Total Market Cannabis Consumers 
Adult Population A21+  13,704,100 5,338,089 
Average Age A21+  47 46 
Average HH Income  $63,852  $61,148  
Percent Who Own Homes  51% 49% 
Average Home Value  $469,830  $463,031  
Married  45% 40% 
Have Kids at Home  44% 47% 
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Cannabis Approval 
According to Green Market’s Consumer Research Around Cannabis report for Los Angeles, 66.1% of adults aged 21 and above approve 
of some form of cannabis use. This represents the total cannabis market for the area. Specifically, 45.6% approve of both recreational 
and legal use, while 19.1% only approve of medicinal use and 1.4% only approve of recreational use. 

Spending and Number of Consumers 
According to the Green Market Report, consumers in Los Angeles County were reported to spend the most on Smoke Flower/Bud. An 
estimated $85 is spent on the product type monthly. This is followed by pills with $64, vape oil with $63, topicals with $61, and vape 
flower with $56. 

 

The number of monthly buyers is displayed in the chart below.   

Figure 7: Number of Monthly Buyers (Green Market Report) 

 

Competitor Analysis 

Competitive Overview 
According to IBISWorld, the Medical and Recreational Marijuana Stores industry has a low level of market share concentration. In 
2017, the four largest operators are expected to account for less than 10.0% of industry revenue. By law, in the majority of states 
where medical marijuana is legal, industry operators must be a part of nonprofit marijuana collectives (also known as dispensaries) 
to sell marijuana. IBISWorld anticipates that industry concentration will remain low over the next five years, although this outlook 
would materially change should the federal government reevaluate its classification of cannabis as a Schedule I substance. 
Nonetheless, the legalization of marijuana for recreational use in eleven US states is expected to increase operators’ opportunities to 
expand on a for-profit basis. 

Key factors highlighted by IBISWorld include the ability to attract community support, strong understanding of government policies 
and implications, fast adjustment to changing regulations and marketing of differentiated. LFD will ensure that these key success 
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factors are met. The Company will supplant its competitors by operating a state-of-the-art cannabis dispensary located in a high-traffic 
location in Pasadena. Further, LFD will cultivate a strong customer base offer a diverse assortment of recreational cannabis products, 
as well as generic and branded medical cannabis products. Its extensive product offering, coupled with exceptional service delivered 
by well-groomed and highly trained employees, will differentiate the Company from its competitors. 

At presence, there are no active competitors in the Pasadena market as many existing dispensaries were unlicensed. As a result, many 
of them such as the  and  have been permanently closed by city officials. The only active firm 
is , which operates as a portable dispensary providing delivery services throughout Pasadena and other cities. This 
competitor is highlighted below and on the following pages.  

Major Competitors 
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Ownership Team 
Corporate Information 

Ownership Herbert Moosakanian and Andre Ghazarian 

Business Entity La Fiore D’oro 

State of Registration California 

Physical Address TBD 

 

Corporate Structure 
The Company will be owned and managed by Herbert Moosakanian and Andre Ghazarian. They will be in charge of running the daily 
operations of the Company, such as buying/managing inventory, hiring/training/educating employees on the Company’s policies 
and products, executing the Company’s marketing strategy, and ensuring proper financial management of the Company’s finances. 
Other duties will include: creating, communicating, and implementing the organization’s vision, mission, and overall direction – i.e. 
leading the development and implementation of the overall organization’s strategy, fixing prices, signing business deals, payment 
of salaries, signing of checks and documents on behalf of the Company, and evaluating the success of the organization.  

The Company’s main customer-facing staff will include Budtenders and Receptionists, the former who will be responsible for guiding 
customers through the Company’s vast selection of products and processing their transactions. The latter will be responsible for intake 
and checking customers into the main retail section of the Company. Finally, the Company will also have  security guards 
to ensure the safety of the entire operation.  

Legal Entity: La Fiore D’Oro is organized as a General Stock S-Corporation, filled with the Secretary of State of California. By-laws will 
be carefully written and will be used to direct operations. This will ensure that disputes are limited as they are more common in the 
cannabis industry. Legal counsel will be engaged to initiate steps to protect intellectual property and brand awareness in California.  

Professional Advisory Team: La Fiore D’Oro is committed to the company’s success. It is in that commitment that professional advice 
has been retained by the company. This includes the following: 
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• Jack Mushegyan CPA PTIN No. P01482038 CTEC No. A232529 
• CRC – Cannabis Research Consultants (Bruce Margolin) Bar# 39755 
• Green Shield Security 
• Legal Counsel (Bruce Margolin) 
• Theresa Rainey (Brand Strategist) 
• Elizabeth Rainey (Marketing & Advertising Strategist) 
• Prab Marwah (Head of Marketing & Charitable Initiatives) 

Figure 9: LFD’s Organizational Chart 

 

 

Owner Duties 

Herbert and Andre will function as the key managers of the Company, overseeing the following: 

• Managing vendor relationships, facility visits, and the ongoing education and development of LFD’s sourcing strategy 
• Helping to ensure consistent purchase of quality of products for retail 
• Purchasing of goods and products for the store location 
• Planning sales, monitoring inventory, selecting the merchandise, and pricing orders with vendors 
• Ensuring that the organization operates within stipulated budget 
• Managing the daily activities in LFD (dispensary store) 
• Recruiting, training, and managing staff 
• Ordering, selling, and controlling product and other stock 
• Keeping statistical and financial records 
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Herbert Moosakanian and Andre Ghazarian

Security Personnel

Medical/ Recreational
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Receptionists/Concierge Staff
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• Preparing publicity materials and displays 
• Handles marketing services 
• Controls the sales floor inventory and supervises the entire sales staff and workforce 

Advisor Duties – Jack Mushegyan 

• Prepare annual and quarterly federal tax compliance 
• Prepare Uniform Capitalization calculation in accordance with §263A of the Internal Revenue Code 
• Utilize tax software and assist with the quarterly and annual provision process 
• Keep updated and respond to tax correspondence and research issues as they arise 
• Provide support and assistance to IRS and state audits when they arise, prepare quarterly and annual Fin 48 compliance 

and FAS 123R compliance.   

Advisor Duties – Bruce Margolin Bar#39755 

• Provide thoroughly researched advice with regards to claim liability, advisability of prosecuting or defending lawsuits, or 
legal right and obligations, as well as any issues concerning business transactions 

• Interpret state and federal laws, rulings, and regulations regarding medical and recreational cannabis for the Company’s 
employees and its overall business 

• Will represent the Company’s employees in court or before government agencies 
• Thoroughly examine legal data to determine the advisability of defending or prosecuting lawsuit 
• Study Constitution, statutes, decisions, regulations, and ordinances of quasi-judicial bodies to determine ramifications for 

cases. 
• Keep updated on the latest regulations on medical and recreational dispensaries and advise the Company’s management 

team where appropriate.  

Advisor Duties – Theresa and Elizabeth Rainey 

• Work closely with the head of marketing to develop methods to enhance a brand’s visibility online and offline to enhance 
its market share.  

• Provide insight into the internal customer experience at La Fiore D’oro 
• Conduct market research on the effectiveness of the Company’s current marketing strategies, its consumer profile, and 

overall positioning in the market to improve its brand positioning 
• Thoroughly research competitors marketing strategies in the area and apply to La Fiore D’oro where applicable 
• Collaborate with either in-house or third-party creative teams such as web/graphic designers, copywriters, and video 

production crews to tell the Company’s story and ensure a streamlined customer experience 

Advisor Duties – Prab Marwah 

• Oversee and decide on the overall implementation of the Company’s marketing plan with regards to campaigns, events, 
digital marketing, and public relations 

• Create and develop the Company’s brand strategy and work with Theresa and Elizabeth Rainey where appropriate 
• Guide the day to day activities of other advisory members responsible for the marketing efforts of the Company 
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• Create and develop the Company’s marketing strategy for new and existing products 
• Work closely with the City of Pasadena and relevant officials in implementing its community benefits program 

o Identify suitable areas for rehabilitative and beautification efforts 
o Find, identify and partner with local charities in the area 

• Ensure the success of marketing objectives by making sure they are implemented by relevant marketing team 

 

Key Hiring Needs 
The dispensary will initially hire 6 counter staff (bud tenders), 2 greeters, 2 patient services specialists, 1 shift managers and one store 
manager in a combination of full and part time positions. We will outsource our security needs to Green Shield Security, who uses 
State of the art technology to provide security and  One of our principals will 
be the GM. A typical shift would require 3 bud tenders, a shift manager, patient services specialist, a store manager, greeter and 
security staff. We will have work space for up to 6 bud tenders. During the launch of the operation and for the first two months we will 
have 5 bud tenders per shift. This should leave us overstaffed to allow us to work through the inevitable hiccups associated with the 
launch of a new business yet still provide the service our guests deserve and expect.  

As the staff gets accustomed to their roles, we will transition one or two employees to other duties previously done by the GM and 
store manager, namely Quality Assurance, Inventory and Purchasing. By the end of the first year we plan to have 32 employees. At 
least 12 of our employees will be residents of the City of Pasadena in order to ensure that the city and its residents benefit most by 
allowing us to operate in the city. The dispensary offers competitive wages to its staff, and the all-cash nature of the business lends 
itself to tipping for good service. In order to benefit the City of Pasadena, we commit to give Pasadena residents hiring preference, 
and will actively recruit from the City of Pasadena.  

              
  Headcount Assumptions Year 1 Year 2 Year 3 Year 4 Year 5 
              
 Management Team      
 Herbert Moosakanian 1 1 1 1 1 
 Andre Ghazarian 1 1 1 1 1 
 Store Manager 1 1 1 1 1 
 Total Management Team Compensation 
       

 Support      
 Shift Manager 3 3 3 3 3 
 Greeter/Entrance Screening 5 5 5 5 5 
 Security Staff 
 Adult-Use/Medical Budtender - Counter Staff 10 10 10 10 10 
 Patient Services & Educational Specialist 7 7 7 7 7 
 Delivery Driver 2 2 2 2 2 
 Quality Assurance, Inventory, and Purchasing 0 3 3 3 3 
 Total Support Team Compensation 
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 Total Headcount 
       

 Total Headcount Compensation 
       

 Payroll Taxes and Other Benefits 
       

  Total Headcount Cost 

Greeter/Entrance Screening Staff

Our Greeter greets patients in the secure entry lobby to verify the status of the patient or customer before allowing them into the 
dispensary. The greeter will ask for government issued ID, verify that the guest is at least 21 years of age (18 if a patient), take a 
photocopy of it and return it. If the customer is a patient, they will be asked if they would like to speak with the Patient Services 
Specialist. The greeter is responsible for providing a wholesome and healthy first interaction with guests. They will escort patients 
and guests as needed and required by statute, regulation and ordinance. 

Security Staff

Medical Bud Tender/Counter Staff  

The medical dispensary counter staff is responsible for ensuring that all patients are qualified to receive medication. They will be 
trained to verify that the guest has a valid doctor’s recommendation or government issued card, and is a member of the medical 
dispensary. The Medical Bud Tender gives dispensary advice on patients’ needs relating to medicinal cannabis, its properties, 
strengths and strains. Medical patients can order ahead online and pick up their medical cannabis at the medical counter. 
Alternatively, the patient may go through the showroom. We envision that once a patient has decided what regimen most effectively 
treats their symptoms, they will order ahead and simply pick up at the medical counter. After a patient has picked up their selection, 
the medical counter staff takes payment and dispenses the medical cannabis. The medical dispensary counter staff will be on duty at 
all times during the operating hours of the dispensary. 

Adult-Use Bud Tender/Counter Staff 

In the adult-use showroom there will be several counter staff members. The counter staff members assist all other guests with 
purchasing our products available in the show room.  

 

Patient Services & Educational Specialist

The dispensary ’s Patient Services & Education Specialist will meet with patients, assess their needs and actively engage them in 
developing a treatment and medication plan. The Patient Services & Education Specialist will compile and distribute all applicable 
informational and educational materials and disclosures, and will monitor the patient’s usage for signs of adverse effects or misuse. 
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Delivery Driver

If delivery operation begins, the delivery drivers will be responsible for phone communications with patients and caregivers in 
preparation for transporting cannabis to the patient at a residence address listed by the patient or caregiver. They will be responsible 
for confirming delivery (or non-deliver) to the proper party. They are also required to report accidents and losses that occur during 
travel. 

Employee Benefits 

All employees will be provided or offered the following: 

• Medical & Dental Insurance 
• Vacation Package 

Year 1 accrues at 1hr for every 86.67 hours worked (3 days/year) 
Year 2-3 accrues at 1hr for every 52 hours worked (5 days/year) 
Years 4 & after accrue at 1hr for every 37.14 hours worked (7 days/year) 
 

• Sick Leave 
Employees will accumulate “Sick Leave” at a rate of one (1) hour for every thirty (30) hours worked. 
 

• Employee Revenue Sharing 
LFD is committed to making all employees shareholders. We will do this by creating quarterly projections and offering from 
50% of the excess profits to be divided amongst the full and part-time employees on a quarterly payout. By doing this, all 
employees have the chance earn bonuses with the profitability of the company. By combining the Employee Revenue 
Sharing and a Pasadena Hiring Preference, this will infuse extra income for employees, and drive community/company 
engagement. LFD believes that this is what separates us from the other bidders and other existing customers. 
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Community Benefits 
Community Benefits of La Fiore D’oro to Pasadena 
The Company is also committed to providing significant community benefits to Pasadena via an integrated community engagement 
plan. LFD will allocate 2.5% of its total revenues towards a Community Benefit Fund in order to achieve these objectives. Each segment 
of the Company’s community engagement plan is highlighted below: 

Career and Training Opportunities 

LFD believes individuals who were prosecuted for the possession or consumption of cannabis deserve a chance to work and rebuild 
their lives through career opportunities at LFD whether as customer-facing staff such as receptionists or budtenders at the retail 
section, inventory management, security personnel, and more. These individuals will be fully employed, given fair wages, and will 
be given various training courses to help them realize the full benefits of working at LFD. These individuals will also be given the 
opportunity to progress to more senior positions at the Company, depending on the overall quality and consistency of their work.  

LFD also recognizes that minorities have been disproportionately affected by drug laws especially with regards to cannabis 
criminalization. As a result, LFD will do its best to have minorities represented in its dispensary without discriminating other 
candidates. The Company will also designate a fund to help individuals expunge old convictions for cannabis-related crimes as long 
as these crimes did not involve assault, battery, or murder.  

Neighborhood Cleanliness and Beautification Programs 

The goal of this program is to create a long-term strategy to maintain, enhance, and increase the appeal of Pasadena’s 
neighborhoods without sacrificing its unique history.  

The Company intends to proportion a certain amount of funds into neighborhood cleanliness and beautification programs working 
closely with the Parks and Recreation Department to promote the City of Pasadena. This will also include funds into street-safety 
upgrades. This can include paying for newly painted street crossings, painting new road marks, new road pavements, graffiti removal, 
adding plantation in various parts of the city, paying for specific neighborhood cleanup programs, and more. The Company will also 
explore cleaning up alleyways by paying for more robust trash collection activities or paving alleyways with environmentally friendly 
paving (such as permeable asphalt or porous concrete). Adding more lighting in these alleyways to help deter crime will also be part 
of this program.  

These initiatives will also include helping pay for the restoration of historical buildings in Pasadena City for the benefit of the greater 
community. The Company will also look to help pay for the maintenance of public parks in Pasadena as well as buying new benches, 
plantation, or equipment for these parks to increase public enjoyment of these areas. The Company will also look into collaborating 
with city officials and local artists to help paint murals or public art installations to help foster respect and engagement among the 
youth for Pasadena City.  
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Working with Non-Profits and Community Groups 

The Company also acknowledges the importance of working with non-profits and community groups to help the youth and those 
afflicted by poverty and/or drug addiction. The Company will specifically prioritize providing drug addiction resources, especially 
those affected by the consumption of alcohol or other drugs in the community. The following non-profits that the Company aims to 
work with are highlighted below: 

Homeless/Drug Addiction Centers: The Company will provide funds for food, clothing, and vocational training opportunities for 
non-profit homeless shelters/drug addiction centers such as Union Station Homeless Services, Door of Hope, Community Health 
Alliance, The Gooden Center, Elizabeth House, Friends in Deed, Foothill Unity Center, Centennial Place, Jericho Road Pasadena, and 
the Pasadena Community Foundation. These funds can also be spent on helping beautify these buildings and providing new 
equipment such as new beds, blankets, chairs, couches, medical supplies, and more. The Company will also look to host recurring 
food and clothing drives for these centers.  

Youth Development Programs: LFD will also provide funds to help increase the outreach and resources of youth programs such as 
St. James Youth Center, Youth Moving Peer Resource Center, Adelante Youth Alliance, Insight Treatment – Programs for Teens and 
Families, the Pasadena Musical Theatre Program, YMCA, Brotherhood Crusade Youth Support, and more. These forms of resources 
can include giving them access to new equipment for play and enjoyment (new gym facilities, new musical equipment etc.) 

Charity Sponsorship: Finally, La Fiore D’Oro plans on sitting on the board of and sponsoring one or more local charities. As part of 
its service, LFD will help guide the contributions of the charity and will make regular monetary donations. The Charity Sponsorships 
will be local and for charities located within the Pasadena Community and will possibly include: Door of Hope, Pasadena Beautiful 
Foundation, AIDS Service Center, Community Health Alliance, Day One, Pasadena Heritage and more.  

Partnerships with Existing Businesses in Pasadena 

The Company will regularly procure the following goods and services from existing businesses in Pasadena: 

• Restaurants: The Company will regularly need to feed its staff and thus, restaurants within the Company’s area of operation 
are expected to benefit from increased sales through a new core clientele of customers. 

• Cleaning Companies: LFD will require the services of cleaning companies to help ensure the presentability of the 
dispensary to its customers. To this end, long-term service contracts will be pursued with potential businesses such as 
Gutierrez Cleaning Service, Jan-Serve Commercial Cleaning, or Century Building Pasadena.  

Product Offerings and Procurement 
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Design and Neighborhood Compatibility 
The entire design as well as the look-and-feel of the dispensary is highlighted below and on the following pages.  

 
 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
78 OF 99



La Fiore D’oro      69 

 
 

 

 

 

 

 

 

 

 

 

 

 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
79 OF 99

REDACTED



La Fiore D’oro      70 

 
 

 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
80 OF 99

REDACTED

REDACTED



La Fiore D’oro      71 

 

 

 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
81 OF 99

REDACTED

REDACTED



La Fiore D’oro      72 

 

 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
82 OF 99

REDACTED

REDACTED



La Fiore D’oro      73 

 

 

 

 

 

 

 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
83 OF 99

REDACTED

REDACTED



La Fiore D’oro      74 

 

 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
84 OF 99

REDACTED

REDACTED



La Fiore D’oro      75 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
85 OF 99

REDACTED

REDACTED REDACTED



La Fiore D’oro      76 

Integration of Security Measures 

Air Quality/Odor Control 
A Comprehensive odor management plan will be implemented that includes a closed loop aeration system that keeps all 
environmental conditions contained within the Facility to prevent any odors from becoming a nuisance to adjoining properties. La 
Fiore D’oro will strictly be a non-smoking dispensary.  

Being a good neighbor and aware that cannabis products can create undesirable noxious odor, LFD intends on mitigating to prevent 
any nuisance to the surrounding community. LFD has selected odor control equipment and ventilation systems that will ensure that 
all cannabis inside the dispensary has little or no detectable odor from the exterior of the building. Two independent air-filtration 
technologies and one type of air purification device will be utilized to destroy air-borne pathogens and eliminate cannabis odor inside 
and outside of the dispensary. 

LA FIORE D'ORO'S APPLICATION FOR CANNABIS RETAILER LICENSE, CITY OF PASADENA 
86 OF 99

REDACTED

REDACTED



La Fiore D’oro      77 

• All mechanical air-handling units in the dispensary will be outfitted with commercial HEPA filters. These filters will serve all 
spaces and will be used not just for odor control, but to assist in mitigating environmental contaminants by catching 
airborne particulates, infectious agents, and pests, if present. HEPA filters will be added on the return side of all air-handling 
units serving the dispensary. In addition, ultraviolet light emitters will be installed ahead of these HEPA filters in the return 
duct, which will aid in the destruction of additional microorganisms in the room air. 

• LFD will install active carbon filters at all air exhaust points from the dispensary, ensuring that cannabis odor particles in the 
air leaving the facility will be trapped. Active carbon filters were selected because of their improved ability over particulate 
filters, such as HEPA, to remove extremely small particulates 

Odor Management Plan 

This is the written Dispensary Odor Management Plan for La Fiore D’Oro (hereinafter sometimes referred to as “We”, “Us”, “Our”, or 
‘Facility”). This plan addresses and meets the Requirements of Chapter 17.50 of the City of Pasadena (hereinafter sometimes 
referred to as "City") Commercial Cannabis Activities Ordinance (“Commercial Cannabis Activities Ordinance"). The Facility will 
comply, as applicable with the Commercial Cannabis Activities Ordinance. 

Introduction 

The odor caused by storage and dispensing of Cannabis can potentially impact surrounding premises if not properly addressed. A 
preliminary evaluation has been made of possible significant impacts of odors to the environment and mitigation measures that 
can be incorporated into the planning, design, and operation of the Facility. The primary purpose of Odor Management Plan is to 
demonstrate how the Facility will comply with the applicable environmental laws and regulations pertaining to the Facility. 

Scrubbing and Treatment of Air 

The Facility intends to use a closed loop aeration system that minimizes the transference of air between the interior and exterior of 
the facility. Any air exhausted from the facility will first undergo a minimum of one the following treatments. 

Odor Neutralization: Higher Level of Care will have an Uvonair 5000 Plus Ozone Generator supplying Ona air neutralizer for 
every 5,000 cubic feet of interior space. The ONA odor neutralizing products consist of complex formulations representing a variety 
of chemical compounds offering different functionalities, both structural and chemical.The technology behind ONA was initiated 
over 25 years ago. The scientist who invented ONA became fascinated when he observed that terpenes, when diffused into the 
environment, reduced odors and unwanted emissions.Inspired by this finding, further evidence showed that the odors were not 
just masked but permanently removed.The result was a set of specialized formulations that neutralize a wide spectrum of organic 
and inorganic odor problems— effectively, efficiently and permanently. ONA formulations have been scientifically engineered to be 
environmentally safe. ONA is manufactured under strict quality controls to ensure a safe and non-toxic product. The components 
used to make ONA are generally recognized as safe and have been commonly used in the food and cosmetics industries with a long 
history of safety. 

Terpenes: Terpenes are widespread in nature, mainly in plants as constituents of essential oils. Many terpenes are 
hydrocarbons, but oxygen-containing compounds such as alcohols, aldehydes or ketones (terpenoids) are also found. 
Their building block is the hydrocarbon isoprene, CH2=C(CH3)-CH=CH21. 
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• Adsorption - all VOCs (volatile organic compounds) and odorous compounds have a solubility factor in ONA 
active ingredients. This solubility will allow the VOC compound to solubilize itself in the presence of ONA, 
relative to the chemistry of the emission, temperature, pH, and pressure of the environment. 

• Absorption - The active molecules in ONA will attract or come into contact with low molecular weight or VOCs 
These VOCs will enter and bond with the ONA active ingredients to eliminate odors. 

• Chemical Reaction (the Paris Theory - This involves the permanent bonding of the odorous molecule (VOC) and 
the ONA active ingredients reactive sites. this mechanism transforms the pollutant in its basic properties. As a 
result, odor disappears. 

The affinity of the different odorous compounds (VOCs) with ONA is directly relative to their chemical composition and physical 
state. For example, a hydrogen sulfite can have a great affinity for certain sites of the ONA active ingredient. It can either bond 
electrostatically, or react in comparison to its relative solubility. This means different components will be neutralized by one 
mechanism compared to the other two, or a blend of each of the three. ONA is NOT a masking agent; rather, it offers a safe, effective 
way to PERMENANTLY ELIMINATE odors and emissions. 

 

Air Purification: Higher Level of Care will use a robust and extensive system of Carbon & HEPA filters to purify the air within its 
Facility. 

Activated carbon filters are small pieces of carbon, typically in granular or powdered block form, that have been treated to be 
extremely porous. It is so cavernous that just one gram of activated carbon can easily have a surface area of 500m2 or higher. Vast 
surface area enables these carbon filters to adsorb exponentially more contaminants and allergens than traditional carbon. 

Adsorption is a distinct process where organic compounds in the air or water react chemically with the activated carbon, which 
causes them to stick to the filter. The more porous the activated carbon is, the more contaminants it will capture. 

In air purification systems, activated carbon filters are used in conjunction with HEPA filters to trap known allergens and impurities 
like: 

• Dust  
• Lint 
• Mold Spores 
• Pet Hair 
• Smoke  
• Common Household Chemicals 
• Benzene and Other VOCs 

Carbon filters also help eliminate unpleasant odors so indoor air remains fresh. Used together, activated carbon and HEPA filters 
can trap 99.97% of small particles 0.3 microns and higher as well as most larger particles, especially spores. 
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Transference Minimization: Air Curtains prevent air, contaminants & odors from moving from one open space to another. It reduces 
penetration of insects and unconditioned air into a conditioned space and vice versa by forcing an air stream over the entire 
entrance. The air stream layer moves with a velocity and angle such that any air that tries to penetrate the curtain is entrained. Air 
curtain effectiveness in preventing infiltration through an entrance are up to 90% effective. 

At each entrance and exit, Higher Level of Care will install an industrial air curtain, manufactured by Northern Tool and Equipment 
TPI Variable Speed Air Curtain offering 4,168 CFM keep air/odors from escaping through any exterior doorways during the 
extremely brief periods which they are open during operations. Doorways will only be open for the period that it takes an individual 
to pass through the doorway. 

Through the implementation of the above infrastructure and protocols, La Fiore D’Oro can ensure that any odors produced from the 
storage and dispensing of Cannabis will not become nuisance to our neighbors and the general public. 
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