
KINDERCARE BUSINESS PLAN

Center-based child care continues to be our primary business. We also plan to continue making selective acquisitions of
existing high-quality regional.

In turn, this increases the demand for child care facilities. Finally, locally-owned competing centers generally
lack the financial and management capital needed to acquire a successful company. Since the first
Kinder-Care opened its doors in Montgomery, Ala. We intend to open our day care center on the west side of
Gaithersburg, MD in close proximity to the affluent communities of Kentlands and Lakelands, but still within
15 minutes of Shady Grove Metro station and the historic East side neighborhoods. The yard will be furnished
with safe, entertaining toys, as well as a sandbox. Meals will be included. A sample of existing area centers
showed that about 1 of every 6 centers boast a national accreditation. Case sensed a need in the marketplace
for a safe, nurturing center which could compete against the national chains on quality, service, and curricula
but offer local advantages and a true bi-lingual capability. Teacher-to-student ratios increase with each age
group. The company began as Kinder-Care Nursery Schools, and the first facility was opened on July 14, 
Mendel and Grassgreen convinced Warner to allow them to take Kinder-Care public, and in June the offering
was made. We believe that by researching and examining these factors, we can develop a sustainable
competitive advantage. In child care there are other rewards. The company's first major acquisition came in ,
when it purchased the 15 facilities of Playcare. We had several issues with our Excel model that we were
using; it was essentially a black box that we would update with assumptions, and we never were certain what
results we were going to get out of it. Daily lesson plans and activities are expected to be completed, including
STEM projects, creative arts projects, despite the limited hours. They provide cleaning, feeding and some
education, though no curriculum per se, and are therefore not competing for the same clients as we are. Once
that resistance disappears, as it seems likely to do, Kinder-Care's growth will probably be even more dramatic.
Their thirty-plus years in business proves the viability of this approach. Mendel freely acknowledges his debt
to McDonald's and Holiday Inn, saying he set out to provide the same consistency in child care that
McDonald's provides in fast food and Holiday Inn in accommodating travelers. Specifically, they wanted
centers that provided individual attention, nutritious foods, exercise, and education.


