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Abstract: the primary mission of 5dotSoftware is to enhance 
interaction among Internet users by removing barriers to 
communication.  Our team has a multicultural perspective that 
presents a promising potential for the future.  This diversity will grant 
us a unique point of view when working with other developers 
worldwide, particularly when it comes to adding additional language 
translations. When we incorporate the team’s backgrounds with their 
youth, energy, patience and hunger for new product development, 
5dotSoftware is a winning business from the start.
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Table shows market data of targeted home users 

Segment Actual number % of internet users % of IM users
% penetration of IM 
language translation 

users
Annual charge

US tourists to China 900,000 69 70 75 $12
Chinese immigrants to the US 45,000 30 50 75 $12

 
Table shows calculation of market potential of target home users in users and dollars unit 

In users In dollars
Segment # of internet users # of IM users # of expected customers Expected income

US tourists to China 621,000 434,700 326,025 $3,912,300
Chinese immigrants to the US 13,500 6,750 5,063 $60,750

Total 331,088 $3,973,050

Market potential
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Market Potential (Home user market)
Home users

Characteristics
Online chatters who use our software via ISPs 
Informal communications

Needs
Easy to use 
Enhanced features such as grammar checking 

Business users
Characteristics

Professional environment or Int’t corporation 
Needs

Security

Market Potential (Home user market)
Home users

Characteristics
Online chatters who use our software via ISPs 
Informal communications

Needs
Easy to use 
Enhanced features such as grammar checking 

Business users
Characteristics

Professional environment or Int’t corporation 
Needs

Security



Market Analysis (cont’n)Market Analysis (cont’n)

Competitors analysis
Home users providers

Business providers
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Home users providers

Business providers
Type of providers Strengths Weaknesses Competitive   advantages 

 

- Better understanding to the 

technology. 

- Providing real time 

responses.  

- High price  

- Spell-check  

 

 

- Customers can access immediate 

assistance from their sale and 

support person 

- Can targeting the marketing by 

tracking the visitors of the site  

 

Type of Competitors Strengths Weaknesses Competitive advantages 

 

- Spell- check 

- Dictionary option  

- Large functionality  

- Not as profitable because of 

smaller customers based 

 

- Spell- check  

- Ability to design different 

kind of system package 

 

- Better connection.  

- Better financial position 

than other type of 

competitors.  

- Offering a wide  and 

diverse product line 

- Higher price 

- Lack on focus on detail 

- Not as profitable because of 

smaller customers based 

- Early start. 

- automatically check spelling 

- Change translation direction 

of a selected language pair 
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Jan,
2010

Formation of 5dot Software

1st prototype translation engine

Web translation version 1.0 (WT v1.0 Japan)

Business tools prototype & WT v1.5 (add China)

BT v1.0 & WT v2.0 (possibly more languages)

BT v1.2 & WT v2.1

BT v1.5 & WT v2.2

Jun,
2005

Jan,
2006

Jun,
2006

Jan,
2007

Jan,
2008

Jan,
2009

Jan,
2005
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Client
Application Translation

Service

XML Request

XML Response
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Provide ability to translate result back into source to verify 
meaning (is this what you meant?)
Translate intermediate result into target language(s)
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Parse and Translate to 
Intermediate Language

Interlingua

Translate to Target 
Launguage

Translation
Request

Translation
Response

Translation
Engine
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Customers surveyCustomers survey
Customers 

Survey 

Home users 
5 Customers

Business Users 
5 customers

Customer Survey Process Customer Survey Process 

Make customers
selection Interview customers

Use Conjoint 

Method to analyze
The customers need



The customers survey  The customers survey  

Customers consider about:Customers consider about:

AccuracyAccuracy PricePrice Ease of useEase of use CompletenessCompleteness



The survey  result The survey  result 

ImportanceImportance HighHigh LowLow RangeRange NormalizedNormalized Final resultFinal result

Accuracy 50%50% 14%14% 36%36% 16%16% 0.160.16

Price 64%64% 14%14% 50%50% 22%22% 0.220.22

Ease of use 57%57% 14%14% 43%43% 19%19% 0.190.19

Completeness 100%100% 0%0% 100%100% 44%44% 0.440.44

Total 2.292.29
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Marketing Mix Marketing Mix 

PlacePlace Promotion Promotion PricePrice

Haggling Haggling Stander retail Stander retail Personal Selling Personal Selling Direct Channel  Direct Channel  
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Price Model Price Model DefinitionDefinition Segment  Examples Segment  Examples 

Standard Retail  Standard Retail  Our customers set a fixed price, and Our customers set a fixed price, and 
we either accepts or not. we either accepts or not. 
Periodic price changes occur Periodic price changes occur 
based on historical market based on historical market 
condition    condition    

Business users. Business users. 
Intel, Nike, Hp, and Ford Intel, Nike, Hp, and Ford 

A. Set Price Pricing Models at 5dotsoftwareA. Set Price Pricing Models at 5dotsoftware

B. Negotiated Price Pricing ModelsB. Negotiated Price Pricing Models
Pricing ModelPricing Model DefinitionDefinition ExamplesExamples

Haggling Haggling We set the price and then our We set the price and then our 
customers negotiate the final price customers negotiate the final price 
with us. with us. 

Technical users Technical users 
ISPISP’’S users S users 



Promotion strategy Promotion strategy Promotion strategy 

Use personal selling method Use personal selling method 

20052005 20062006 20072007 20082008 20092009

--the marketing manager acts as a the marketing manager acts as a sale managersale manager
-- everyone acts as a salesman and gets 2.5 everyone acts as a salesman and gets 2.5 

Hire 1 Hire 1 
salesman salesman 
$2000$2000

Hire 2Hire 2
SalesmenSalesmen
$2000$2000

Hire 3 Hire 3 
salesmensalesmen
$2000$2000

Hire 4 Hire 4 
SalesmenSalesmen
$2000$2000



Distribution strategy Distribution strategy 

Direct Sale channelDirect Sale channel

Service

5dotsoftware      
service

Business    users 

Home

Users 

5dotsoftware 

MSN

YAHOO
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5dotSoftwareHigh 
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Profitability at the end of year three
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and achieve high annual revenues. 
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Revenues increasing rate
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2005 2006 2007 2008 2009 2005 2006 2007 2008 2009 05-06 06-07 07-08 08-09

Revenues
Home users $0 $780,000 $2,220,000 $3,660,000 $5,100,000 0% 100% 97% 91% 81% 100% 65% 39% 28%
Business users $0 $0 $72,000 $382,500 $1,224,000 0% 0% 3% 9% 19% 0% 100% 81% 69%

Total revenues $0 $780,000 $2,292,000 $4,042,500 $6,324,000 0% 100% 100% 100% 100%

Expenses
Operating expenses

Research and Development $173,100 $518,460 $549,953 $518,326 $555,848 38% 57% 48% 42% 39% 67% 6% -6% 7%
Sales and Marketing $37,050 $93,840 $162,822 $266,072 $362,013 8% 10% 14% 21% 26% 61% 42% 39% 27%
General and Administrative $237,960 $265,608 $356,438 $374,260 $392,973 52% 29% 31% 30% 28% 10% 25% 5% 5%

Other expenses
Equipment Depreciation $6,150 $32,700 $65,100 $84,300 $103,500 1% 4% 6% 7% 7% 81% 50% 23% 19%

100% 100% 100% 100% 100%
Taxable income ($454,260) ($130,608) $1,157,686 $2,799,541 $4,909,666
Income taxes (40%) $0 $0 $463,074 $1,119,817 $1,963,866
Net income ($454,260) ($130,608) $694,612 $1,679,725 $2,945,799

Dollars Vertical Analysis in percentage Horizontal Analysis in percentage

Pro Forma Income Statement of 5 dot company



Dollars

2005 2006 2007 2008 2009 2005 2006 2007 2008 2009 05-06 06-07 07-08 08-09

Assets

Current Assets
Cash $717,890 $280,355 $734,295 $2,253,168 $5,007,317 96% 50% 59% 77% 85% -156% 62% 67% 55%
Accounts Receivable $0 $114,800 $243,390 $392,735 $592,088 0% 21% 20% 13% 10% 100% 53% 38% 34%
Inventory $0 $0 $0 $0 $0 0% 0% 0% 0% 0%
Total Current Assets $717,890 $395,155 $977,685 $2,645,903 $5,599,405 -82% 60% 63% 53%

Fixed Assets
Property, Plant, and Equipment $37,500 $199,500 $361,500 $457,500 $553,500

Accumulated depreciation (6,150) (38,850) (103,950) (188,250) (291,750)
Total Fixed Assets $31,350 $160,650 $257,550 $269,250 $261,750 4% 29% 21% 9% 4% 80% 38% 4% -3%

Total Assets $749,240 $555,805 $1,235,235 $2,915,153 $5,861,155 100% 100% 100% 100% 100% -35% 55% 58% 50%

Liabilities & Owners' Equity

Current Liabilities
Accounts Payable $3,500 $3,675 $3,859 $4,052 $4,254 1% 1% 0% 0% 0% 5% 5% 5% 5%

Total Liabilities $3,500 $3,675 $3,859 $4,052 $4,254 5% 5% 5% 5%

Owners' Equity

Venture funds $1,000,000 $1,000,000 $1,000,000 $1,000,000 $1,000,000 182% 281% 97% 37% 18% 0% 0% 0% 0%
Retained earnings ($454,260) ($647,870) $31,376 $1,711,101 $4,656,900 -83% -182% 3% 63% 82% 30% 2165% 98% 63%

Total Liabilities and Owners' equity $749,240 $555,805 $1,235,235 $2,915,153 $5,861,155 136% 156% 119% 107% 104% -35% 55% 58% 50%

Horizontal Analysis in percentageVertical Analysis in percentage

Pro Forma Balance Sheet of 5 dot company as of December 31



2005 2006 2007 2008 2009 2005 2006 2007 2008 2009 05-06 06-07 07-08 08-09

Operating activities
Total Receipts $0 $665,200 $2,163,410 $3,893,155 $6,124,647 100% 69% 44% 36%
Total payment $444,610 $877,733 $1,069,030 $1,158,466 $1,310,632 49% 18% 8% 12%

Deferred income taxes $0 $63,002 $478,440 $1,119,817 $1,963,866 100% 87% 57% 43%

Net cash f low  from operat'g act'y ($444,610) ($275,535) $615,940 $1,614,873 $2,850,149 -61% 145% 62% 43%

Investment activities
Capital investment $37,500 $162,000 $162,000 $96,000 $96,000 77% 0% -69% 0%

Financial activities
Venture funds $1,000,000 $0 $0 $0 $0
Start-up captital $200,000 $0 $0 $0 $0

Net cash flow $717,890 $280,355 $734,295 $2,253,168 $5,007,317 -156% 62% 67% 55%

Pro Forma Cash Flow statement of 5 dot company

Dollars Vertical Analysis in percentage Horizontal Analysis in percentage



Financial summaryFinancial summary
Financial ratios

Year 1 Year 2 Year 3 Year 4 Year 5
Net worth $745,740 $552,130 $1,231,376 $2,911,101 $5,856,900

Debt Management Analysis
Debt Ratio 0.0046714 0.00661203 0.0031239 0.00138987 0.00072584

Liquidity Analysis
Current Ratio 205.11 107.53 253.37 653.04 1316.18
Quick Ratio 205.11 107.53 253.37 653.04 1316.18

Asset Management Analysis
Total Assets Turnover 0.00 1.40 1.86 1.39 1.08

Profitability Analysis
Profit Margin on Sales N/A -16.74% 30.31% 41.55% 46.58%
Return on Total Assets -47.26% -20.82% 75.39% 78.75% 65.54%

Break-even point The end of the third year
NPV $1,989,852
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Customers’ benefit (ISPs)Customers’ benefit (ISPs)
Expected potential size of language IM market (US market)

157,000,000 IM users (US data 2004)
5.0%

7,850,000 Language IM users
$12 of revenue / user / year

$94,200,000 Annually expected potential market of language IM users

7,850,000 Language IM users
3,140,000 Language IM users (40 % belongs to big three ISPs)

 4,710,000 Language IM users excluding cus from Yahoo, AOL, and MSN
$56,520,000 Annually expected potential market of language IM users

4,710,000 Language IM users belonging to Small and Medium ISPs
divided by 1,000 Small and Medium ISPs

4,710 Avg # of potential IM users subscribing to S&M-ISPs
 
Invest OR $5,000 per month
Invest $60,000 per year
Break-even if charge @ $13 per subscriber per year

Profit 20% @ $72,000 of revenue
Profit 20% @ $15 per subscriber per year


