


BUSINESS PLAN 

I. INTRODUCTION

A. THE NEED TO "OPERATE LIKE A BUSINESS"

A water system should be "operated like a business." This is a frequently repeated phrase. But, 
what is meant by it? Here's one useful way to think about what it means to operate like a business: 

For a successful business, a manager must be aware of changes taking place in the environment in 
which the business operates. It is necessary to constantly look towards the future to: 

1. Cope with any threats to the survival of the business, and
2. Take advantage of opportunities to improve the performance of the business.

In the same way, owners and manager of a water system must look towards the future. Such things 
as the need for financing, the impact of new regulations or the loss of key customers will present 
management demands that can only be met through sound business planning. 

Many water systems were started at a time when providing water service was low and regulatory 
demands were few. But times have changed! Little remains of the good old days when operating 
a water system was a simple job. Not anymore. Now, it is essential that all water system owners 
and operators prepare themselves for an uncertain future by becoming capable business managers 
and financial planners. 

A successful manager relies on a "business plan" to assure a company (a water system) will be 
able to meet the changing demands of an uncertain future. 

A business plan requires a two-sided analysis: 
1. Receiving income from sales to pay for capital investments and operating expenditures, and
2. Spending money to product a product or service.

In any business plan, the fundamental budget question is the "bottom line" -- whether income 
received will equal or exceed the money spent. When there is more income than expenses, there 
is a "positive bottom line," indicating the business has done a good job of planning for 
challenges, and that the business will be "viable" in the future. A "negative bottom line" 
indicates a business has failed to respond to threats and opportunities. Such a business may be 
said to be "nonviable" because its ability to service is suspect under current conditions. In such 
circumstances, businesses are often "restructured" to change their costs, their access to capital, or 
the revenues they receive for products or services, in an attempt to become viable again. 

Whether a business is viable or nonviable is directly related to the planning done by the water 
managers. With good information, the picture becomes crystal clear. But, when there is little 
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5. Description of any leases or easements for land, water supply sources, or physical
facilities used in the operation of the system.

There are no leases or easements for land, water sources, or physical facilities.

6. Description of the qualifications of the owners and managers of the system including
experience in owning or operating other systems.

Not applicable to this situation.

7. Description of a training plan to keep management and operators current with the
regulatory requirements of managing a system.

Water Superintendent, Bill Goatcher maintains a current Class four (IV) water operator
certification. His certification is kept current by attending the required classes offered by
Georgia Rural Water Association and other required classes to maintain his certification
and keep current of regulatory requirements.

8. Emergency Management Plan. For community systems, the plan should identify known
and potential risks (natural or man-made) to the system; specify the response plan;
identify personnel responsible for action; and describe public notification procedures.
For non-community systems, submittal of a notification plan containing names and 24-
hour phone numbers of responsible persons to contact in the event of an emergency is
acceptable.

A copy of the emergency management plan is on file in the Water Superintendent's office
in Town Hall.

9.

I 0. 

Description of customer service policies, including providing customers information and
handling customer complaints.

Billing and customer service are handled by the Town Clerk, Linda Lapeyrouse. Policies
are on file in Town Hall. Situations not handled by the Town Clerk are then transferred to
the Mayor and Council.

If the person in charge of operation has other responsibilities unrelated to the system, it
is necessary to provide information showing the operator will have sufficient time
and be readily available to execute his or her responsibilities reliably.

Mr. Goatcher is a part-time employee.  The Town also has emergency contractors to call
on when needed.

11. Disclosure of any encumbrances, trust indentures, bankruptcy decrees, legal orders or

proceedings, or other items that may affect or limit the owner's control of the system.

The Town of Tallulah Falls has none of the above.
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PART II - FINANCIAL CAPACITY 

A. FINANCIAL INFORMATION - This section of the Business Plan must provide

detailed information for items 1 through 2, listed below, by answering to each of the "yes" or "no"
questions asked, and by completing all of the Budgeting Worksheets under Part C (Expense
Budget, Capital Budget, Reserves Budget and Revenue Analysis Worksheets). Any other
supplemental information that may be pertinent and/or helpful in demonstrating the system's
financial capacity must be included in the Business Plan.

1. An in-depth, 5 year budget that includes revenue, operating expense, reserve, and capital
improvement information. The budget should include a revenue and expenditure analysis
that compares all anticipated system revenue with planned expenditures; and
identification of reserve accounts for emergency funding and equipment replacement
needs; and when applicable, a capital improvement plan that identifies future projects,
and their estimate costs.

2. A description of the budget and expenditure control. Procedures and reports that assure
adequate budget control; purchasing procedures or policies to prevent misuse of funds; and
a demonstration that the system has adopted generally accepted accotmting and auditing
procedures (GAAP).

B. ASSESSING YOUR FINANCES - The answers to the previous questions tmder
Managerial Capacity may have alerted you to the potential for higher levels of both capital and
operating costs. Any system that can show they have anticipated all their needs and they are
prepared to charge a rate sufficient to meet the annual revenue requirement implied by those needs,
is a system that can obtain capital financing and can pay its bills -- it is financially viable. The
following questions illustrate some features of "good" financial planning and management to serve

as points of comparison for self-assessment. Although every system cannot achieve perfection,
the more "yes" answers you have, the better it is. Use the budgeting worksheets under Part C to
assess projected costs, financing, and revenue requirements.

Are current financial planning mechanisms adequate? 

YES Do you have an annual budget? 
NO Does your budget process provide for depreciation of the ex1stmg plant or funding 

reserves? Only a portion is shown. A reserve is set up to cover a portion of the 
depreciation. 

YES Do you use the budgeting process to determine your annual revenue requirement? 
NO Do you regularly review your water rates? Rates haven't been changed in over 6 years. 

Working with the Georgia Rural Association to establish and fair and equitable rate 
structure. Mayor and Council will be discussing the benefits of an annual review of the 
water rates. 

YES Do you have a capital budget or capital improvement plan that projects future capital 
investment needs (at least five years) into the future? A five year capital improvement 
plan is being developed.  Current capital improvements are included in the annual budget. 
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I 
STATE PARKS'$ USAGE FOR THE LAST 14 MONTHS FROM JUNE 2017 THRU JULY 2018 

I WATER & SEWER WATER WASTEWATER 
I SYSTEM TOTAL I SYSTEM TOTAL I 

IN GALLONS IN GALLONS 
I 

IN GALLONS 
JUNE 2017 178,100 404,520 -
JULY 195,700 427,418 I 

-

AUGUST 124,800 327,483 
SEPTEMBER. 141,600 281,923 -

OCTOBER 100,500 254,213 -

NOVEMBER 122,600 361,058 -

DECEMBER 59,800 302,985 -

JANUARY 2018 36,100 177,878 - I
FEBRUARY 79,800 249,785 -

MARCH 96,600 266,618 -

APRIL 100,400 305,938 -

MAY 138,900 I 339,797 - I 

JUNE 182,000 341,828 -

JULY 210,800 403,253 -

I I 

I 

I 

I 

TOTAL CONSUMPTION FOR 14 MONTHS 1,767,700 - 4,444,697 - -

AVERAGE CONSUMPTION PER MONTH IN GALLONS 126,264 317,478 -

I 

PEAK MONTHLY CONSUMPTION USING 527,000 I 

210,800 GALLONS I 
I 

I 
I 
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