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1. Introduction  
 
This is the project plan of Association Mali Music in partnership with NGO Miriyawalé ( non-
governmental organization), developed by Jop Houtman. The purpose of this plan is to show you what 
has been done and to ensure that it will be a successful and helpful organization.     
 
2. Summary 
 
Association Mali Music will be an organization regarding future prospects of Mali and its development. 
With a Salon the Culture (bar), MM restaurant and MM hotel we will generate income to create a fund 
for financing educational projects, create employment and stimulate unemployed (street)youth in their 
development and growth into independent Malian citizens true our work / study courses. Our 
permanent Malian staff will be the chief of a department and train the trainees with their knowledge 
and skills.  
 
 
 
 
 
 
 
 
 
 
Association Mali Music is located in Sikasso the most southern city of the West African country Mali. 
One of the poorest countries in the world The company bears the legal status of an Association 
because of its helping nature and finds its fundamentals in partnership with NGO Miriyawalé. The 
Salon the Culture, the MM restaurant and MM hotel will be operated within the Association. The 
Association makes its start with the opening of the Salon the Culture. The strategy of NGO Miriyawalé 
and Association Mali Music in the support of development is: to make youngsters develop themselves. 
Questions found by yourself are the best ones. We offer support, finance, locations and materials.     
 
Association Mali Music seeks for donations to launch the first asset. Mali Music expects to be 
profitable in the first year because of low start-up costs, purchase prizes and expected donations. The 
Association will expand the organization with revenues mid 2012 and therefor multiply the sales 
revenues the second and third year of operation. It is expected to start funding educational projects for 
NGO Miryiawalé in the beginning of 2013.   
 
Highlights (Graph)  
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3. Objectives 
 
Association Mali Music seeks to achieve the following objectives with the launch of the Salon the 
Culture:   
·  To start generating revenues for the organization; 
·  To start work / study courses in partnership with NGO Miriyawalé for unemployed (street)youth; 
·  To offer employment to Malians; 
·  To establish a location for cultural activities; 
·  To establish a meeting place for Malian artists and (international) volunteers. 
 
4. Mission 
 
The mission of Association Mali Music is to support in the development and construction of Mali with 
an entrepreneurial vision. It is our belief that the primary goal is to aid in the creation of independent 
Malian citizens. A key factor in promoting this is to establish an accommodation with cultural activities. 
This will accomplish a number of things: for instance, aiding unemployed (street)youths, providing 
employment and stimulating growth. Association Mali Music is an organization with a story. A 
sustainable organization that supports entrepreneurial activities with a view to aid in developing in one 
of the poorest countries in the world. 
 
 
 
 
 
 
 
 
 
 
 
 
5. Strategy  
 
The focus for implementation will be establishing the quality of the service and offering. The Salon the 
Culture will sell its products through attentive wait staff and bar counter staff. They will be 
compensated through base monthly wages and tips and will work to provide the best customer service 
possible. By training the staff, they will internalize this service and thus be guided and motivated. The 
Salon the Culture will meet the demands of guests by: 
 
1. Giving out Invitations Cards to the guests the company wants to attract. After the establishment 

opens, the applicable discount will be valid for one month. Subsequently, new Invitation Cards will 
be offered per visit: worth, € 3,00 and VIP tickets € 8,00;   

2. Organizing culturally themed parties for volunteers to bring them together with European menus, 
music dance, etc.; 

3. Organizing theme parties for locals, including salsa nights (very popular), sports events displayed 
on big screen, open-mic, etc.; 

4. Effectively react to important holidays and activities in the region with appropriately themed 
parties. 
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6. Keys to Success 
 
The keys to success for the Salon the Culture are: 
·  Economic growth in Mali (Capital Bamako as the fasted growing city in Africa); 
·  Growing hotel and catering industry in Sikasso; 
·  High demand for new concepts and businesses; 
·  Partnership with NGO Miriyawalé; 
·  Combination of business and support in development; 
·  Service, comfort, appearance, operation and quality. 
 
Sikasso represents an untapped market. As this region adapts to global standards, our organization is 
well positioned to facilitate the transition from a local and dependent economy to an independent 
economy capable of growths. An organization such as Mali Music does simply not exists in Sikasso. 
Potential guests will be more willing to do business with an association that is involved in community 
development. By visiting the Salon the Culture, they will also contribute to development. A good 
example of a similar successful initiative is Fifteen. A restaurant group established by Jamie Oliver 
(English famous Chef) that gives unemployed youth a chance to have a better future.    
 
7. Organization(s) 
 
7.1 Association Mali Music 
 
Mali Music will be established as an Association under the French legal system and common law in 
Mali. The Salon the Culture, the MM restaurant and MM hotel will be operating within the Association. 
The company is a non-profit organization and will therefore, not be required to pay tax. In the French 
legal system, it is possible to generate income, but the profit cannot be distributed to third parties. It is 
legally allowed to set up a Payroll for payment or compensation to individuals. The Association can be 
seen as an extension of NGO Miriyawalé. Both organizations are aligned and will enter a close 
partnership. This makes the success for both organizations considerably easier. Our permanent 
Malian staff is trained as a trainer and will have an important role within the organization, NGO 
Miriyawalé provides the trainees. The Association is organized as follows: 
 
Salon the Culture (first asset) 
The Salon the Culture is located at the entrance of the site. It will be built with terraces on different 
levels. The VIP terrace is a separate area with private entrance. There will be a stage, dance floor, bar 
and swimming pool. There is seating for 76 guests and 42 seats on the VIP terrace. The name “Salon 
the Culture” was chosen because of the cultural activities that will take place, such as theme parties, 
theater and lectures. The bar of the Salon the Culture is opened daily. 
 
Restaurant (second asset) 
The restaurant will be an expansion of the Salon the Culture. The restaurant will be open daily from 
16.00 to 22.00 and offer a varied menu of Western and African dishes. The expected opening is 
January, 2013.   
 
MM Hotel (third asset) 
The hotel will be located on the biggest part of the site. The reception will be located at the entrance of 
the site from which the hotel site is accessible. It will be built with traditional mud (loam) houses with 
luxurious interiors, each with an area of about 20 square meters. The bathrooms will also be made of 
loam and finished with Tadelakt that will give a luxurious finish. The expected opening is January, 
2014.    
 
Attached is a map of the entire site.  
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7.2 NGO Miriyawalé 
 
NGO Miriyawalé is a social cultural children and youth activity center in Sikasso. NGO Miriyawalé 
offers meaningful social and cultural leisure activities to young people. Furthermore, circuitous leisure 
activities are arranged from this accommodation in Sikasso and the region. The aim of the activities is 
to give children the opportunity to develop life skills: 
·  Creative thinking: The ability to develop original ideas and/or innovative solutions; 
·  Decision-making / Problem-solving: The ability to gather information and assess options in order 

to make informed choices; 
·  Self-confidence: The quality necessary to believe in one’s abilities, accept one’s weaknesses, and 

respect one’s own background; 
·  Communication and interpersonal skills: The ability to express oneself effectively, to understand 

others, and to respond appropriately to different people in different situations; 
·  Conflict management: The ability to look for a common solution in a sensible, fair, and efficient 

manner and to embrace different perspectives; 
·  Cooperation/Teamwork: The ability to work collectively to achieve a common goal and to 

compromise when needed; 
·  Contribution (civic values): The ability to look beyond yourself and to effect change in the larger 

community; 
·  Respect: The ability to accept the opinion or values of another, and appreciate others; 
·  Responsibility: The ability to set and achieve goals and to be accountable for one’s actions. 
 
www.miriyawale.org. 
 
The link between both organizations was created by Jop Houtman (manager and developer of Mali 
Music) by volunteer work carried out in the Centre of NGO Miriyawalé. This work revealed that the 
recruitment of finance in many organizations is a very difficult task. The dream to create sustainability 
for NGO Miriyawalé was caused by this. The idea behind this plan is to support NGO Miriyawalé (and 
in the future other projects) financially with the revenues from Association Mali Music. 
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8. Start-up  
 
The start of the company will be made with the launch of the Salon the Culture. The organization will 
be divided into sub-goals, each with its own plan to spread out the investments of the organization. 
The start-up budget is more than expected due to the fluctuating purchase prices of materials. If an 
amount remains, it will be invested in the second asset of the organization, the MM restaurant. To 
keep the start-up costs low for staff, the whole team will perform the construction together with one 
professional. This is calculated for two months: November, 2012 until January, 2013. In the meantime, 
a start will be made with the promotion of the organization. The initial costs include legal consultation 
and obtaining necessary legal documents. 
 
8.1 Timetable  
 
Part Start End Staff 
    
Registration of the 
Association 

20/10/2011 20/10/2011 Management  

Obtaining licensing and 
insurance 

1/02/2012 7/02/2012 Management 

Start Construction 1/01/2012 25/03/2012 Manager / Chief the 
Salon / 1 hired 
professional 

Agreements and 
contracts suppliers  

1/02/2012 2/02/2012 Management 

Assumption promotion 
team 

24/02/2012 27/02/2012 Management 

Purchasing equipment 
and inventory  

1/03/2012 28/03/2012 Management / Chief the 
Salon 

Start of promotion and 
organization opening 
party 

02/03/2012 31/03/2012 Promotion team / 
management 

Recruitment service staff  01/02/2012 01/02/2012 Management / Chief the 
Salon 

Recruitment security and 
kitchen staff 

02/02/2012 02/02/2012 Management / Chief the 
Salon 

Taking on staff 08/02/2012 09/02/2012 Management 
Registration staff at the 
INPS 

10/02/2012 10/02/2012 Management 

Buying stocks 01/03/2012 03/03/2012 Chief the Salon 
Completion construction 24/03/2012 25/03/2012 Management / Chief the 

Salon / professional 
Furnishing and finishing 
touches 

25/03/2012 31/03/2012 The whole team 

Official opening party 31/03/2012 1/04/2012 - 
Second opening party 07/04/2012 08/04/2012  
Extension restaurant August, 2012 December, 2012 - 
Opening restaurant January, 2013   
Extension hotel January, 2013 December, 2013  
Opening hotel January, 2014   
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8.2 Investment Budget 
 

Fixed assets Start + year 1 (January, 2012 January,  2013) 

Intangible assets  

Opening and start-up costs € 1.415,00 

Tangible assets € 7.394,07 

Total fixed assets € 8809,07 

Current assets  

Total current assets € 18.350,00 

Several unexpected € 2.050,00 

Total investment  € 29.209,07 

Received funding € 3.750,00 

Necessary funding  € 25.459,07 

 
8.3 Start-up (Graph) 
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The received funding € 3.750,00 is partly in the budget for the purchase of the site, glassware, cutlery, 
kitchen equipment and living expenses for the first months.   
 
9. Market Analysis Summary 
 
The Salon the Culture will be opened the whole year with variety numbers of visitors due to the 
seasons. The dry season (February until June) a high turnout is expected because of the coolness in 
the evening. The rainy season (June until November) is expected as the quietest season for the 
organization. The best season is expected in the cool dry season (November until February). The 
Salon the Culture will react to every season in the most effective way possible. For example: in the 
cool and dry season providing heating and in the rainy season providing a roof. The hiring of the 
location will be an additional component to generate income. This is expected ones a month for 
weddings, which are very important within the Malian culture. There is a special rate estimated for 
hiring the Salon the Culture including menus, staff, equipment and drinks.  
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9.1 Market Segmentation 
 
Potential guests are divided into three groups; 
 
Locals 
There is a large demand for exclusivity and ambiance in bars among the wealthier Malians. They 
appreciate a location with service and quality. Currently, this group travels to other cities. Although 
90% of the Malian population is Muslim, much of them drink's alcohol. Usually, this is done 
anonymously because of the fear to be discovered. Exclusivity does not exist in Sikasso as all 
occasions are open for everyone and know hardly atmosphere or ambiance. The VIP terrace is meant 
for these guests.  
 
Tourists  
Mali is annually visited by 90,000 tourists with an average spending of 50 million. Sikasso is visited by 
15,000 tourists with a spending of about 8.3 million. November until February is the high season in 
which the larger tour operators offer trips to Mali. There is the same lack of service, ambiance, comfort 
and quality for this target group, as stated in the previous section. Tourists experience many problems 
because of poor food hygiene in catering establishments already existing in Mali. 
 
Volunteers and Ex Pads 
In Sikasso, many volunteers and ex pads work for organizations like Peace Corps (USA), Safe the 
Children and NGO Miriyawalé from e.g., USA, Canada, France, Switzerland, Belgium, Spain and 
Luxembourg to implement large projects in collaboration with Malian organizations. This group needs 
to exchange experiences and seek each other in bars or restaurants. 
 
9.2 Market Analysis (Pie)  
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10. Buying Patterns and Competition 
 
Mali Music Potential guests judge between establishments based on location of the bar (remote is 
better, but travel too far out is not desired), the variety of offerings, ambiance, service, quality and 
exclusivity of the bar. The needs of the guests have been boosted by the knowledge of other catering 
establishments, especially in other large cities. The foreign guests experience a lot of poverty in the 
country and seek for compensation in bars with western atmosphere, air conditioning, swimming pool, 
good-quality food and good hygiene, etc. 
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Specific competition of the Salon the Culture are: Mamalon, Cristal, Andara and Maissa.  
 
Mamelon:  A bar and small hotel located in the center of Sikasso with an indoor and outdoor terrace, 
equipped with plasma TV, which usually shows Chinese fighting movies. The bar is open seven days 
a week and has very bad service.     
 
Cristal:  Popular with the gay audience. They have a good atmosphere and a friendly owner. The bar 
is small and has often loud music. Especially, the younger, male audience visit this bar.     
 
Andara: This is a nightclub. It is known for its expensive entrance and bad service. Especially, the 
richer younger audience visit this club. It is a dilapidated and obsolete property without atmosphere 
and ambiance. 
 
Maissa: In 2011, a new nightclub opened his doors next to the existing hotel. It is a very expensive 
nightclub with mostly rich young Malians. It looks inviting but is very small.       
 
10.1 Competitive Edge 
 
The Western business operations of Association Mali Music have a great competitive advantage over 
the other catering establishments in Sikasso. It makes it almost impossible for competitors to adapt 
their businesses to our standards because of the new concept: business and support in development. 
In an international study of the Human Development Index (HDI) the entrepreneurship in Mali is as 
worst noted. It is not difficult to establish a company or organization in Mali, but the launch of a new 
idea is necessary to be successful within the market. 
 
11. Marketing Mix 
 
11.1 5 P’s 
 
Product 
 
At the entrance, it will be made clear that service stands number one: a friendly greeting and a quick 
way of service. At weekdays there will be a calm atmosphere created with soft music and mood 
lighting. Over the weekends, this will be more exuberant with dance music and more party lights. The 
theme parties will be held during weekends. At the start of the Salon the Culture this will be organized 
every first Saturday of the month. The cultural activities will be held on our stage with performances by 
regional and national bands, artists, open mic, theater and lectures. Activities are organized by us, but 
also by young visitors and volunteers from NGO Miriyawalé and clubs in Sikasso. They have free use 
of the stage. Given the exclusivity, the admission fee over the weekend is required. At weekdays, the 
admission is free except the VIP terrace. Consumption is always required. 
 
The Salon the Culture can be hired for weddings and parties. This will be only for invited guests. The 
tenants can express their wishes and all of the arrangements will appear and agreed in a contract. 
Possibilities are: bands and artists, lighting, special menus, sending invitations, photographer and/or 
film and if desired change of furniture. Some rules will be: 
·  A minimum of two-week prior reservations;   
·  A minimum number of guests starting from 30 persons; 
·  Agreed opening and closing times; 
·  A fixed amount for the menu per guest; 
·  Calculated number of drinks per guest or drinks for an own account; 
·  The tenants will be asked to pay the calculated amount in advance. 
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Revenues will be generated by alcoholic and non-alcoholic beverages, aperitifs with a short 
preparation time, the admission fee and hiring the Salon the Culture. Association Mali Music will offer 
the following menu: 
·  Assortment of coffee; 
·  Assortment of (traditional) teas;  
·  Non-alcoholic beverages; 
·  (Strong) alcoholic beverages; 
·  Fruit juices and smoothies with fresh fruit; 
·  Fresh salads; 
·  Fruit salads; 
·  Home made chips and dips; 
·  Fried Malian snacks. 
 
Price 
 
The prices of drinks will range from € 0,80 for non-alcoholic beverage and teas to € 5,00 for alcoholic 
beverage. Prices for appetizers will range from € 1,50 to € 3,80 for individual appetizers to € 8,00 for 
group appetizers (4-6 people). The admission fee is € 3,00 for standard entry, a table on the VIP 
terrace amounts € 8,00 per person. The hiring of the Salon the Culture holds a fixed rate of € 150,00. 
The menu prices vary per desired menu, but will start from € 3,00 per person. A number of beverages 
will be agreed on consumption considered 2 drinks per person, with a charge of € 0,80 per drink. All 
drinks consumed next to the fixed beverage will be charged individually. A total amount will be 
calculated, and coins will be given out to the invited guests. All requests from the tenants such as: 
photographer, artists, etc. will be charged separated from the fixed rate. Possibilities are that all 
requests can be arranged by us. 
 
Place 
 
The organization is located in Sikasso, a city in southern Mali and the capital of the region Sikasso 
with 225.753 inhabitants. Located 233 miles southeast of Bamako (the capital of Mali), 62 miles north 
of Ivory Coast, and 28 miles west of Burkina Faso. Sikasso acts as a crossroad between neighboring 
Togo, Benin, Ghana, Ivory Coast and Burkina Faso. Sikasso is the most fertile part of Mali and 
consequently, very green. 
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Promotion 
 
The promotion of the Salon the Culture will be a small part of the organization. Promotion go’s mainly 
by word of mouth. Although the company does not operate yet, there is already a solid reputation of a 
company with possibilities to success. However, there will be a plan to attract potential guests. The 
promotional plan is as fallows:    
·  By placing signs on the public roads, the route will be made clear; 
·  There is a website www.malimusic.org/mm to promote the Association internationally; 
·  Regional TV and radio advertisement; 
·  A promotion team will distribute folders to promote the two opening festivities. They will also be 

sent to foreign organizations working in the region Sikasso;  
·  Well-known artists Amadou and Mariam will make the opening party extra festive to carry out the 

official opening together with the Governor of the region Sikasso and the Minister of Culture.  
 
Promotion costs: 
·  Printing   € 40,00 
·  Promotion team   € 65,00 
·  Signage   € 120,00 
·  Website   € 40,00 
·  TV and radio advertising € 0,00 
·  Opening   € 100,00 
 
Presentation  
 
The Salon the Culture will receive a combined look of tropical Africa with a touch of trendy Western 
and “Moroccan” lounge. A luxurious look with a natural finishing touch. African materials such as 
tropical hardwood combined with metal. There will be Lighting effects in African art. The color palette 
is white, (toning) cream beige, red, green and brown.           
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11.2 SWOT-Analysis 
 
Strength Weakness Opportunities Threats 

Company formula Poor infrastructure Leader within the 
catering industry 

Fluctuation in tourism 
and volunteers 

Location Inexperienced in the 
market of Sikasso 

Demand for catering 
establishment is high. 

Corruption 

Price/quality ratio  Sustainability for both 
organizations 

Negative travel advice 

Appearance,  
ambiance and 
atmosphere 

 Employment for 
unemployed (street) 
youth 

Inexperienced / 
unreliable staff 

Collaboration with      
NGO Miriyawalé 

 Making a real and 
tangible difference in 
development 

 

 
11.3 Conjunct Analysis 
 

Opportunities Threats Total  
Leader 
in the 
market   

Demand 
for 
catering 
establish
ments 

Making a 
difference in 
development 

Corrupt
ion 

Negative 
travel 
advice 

Inexperienc
ed 
unreliable 
staff 

 

Company 
formula 

10 8 8 0 0 7 33 

Price / quality 
ratio 

9 9 7 4 0 0 29 

 
 
 
Strength 

Collaboration 7 3 10 8 6 0 34 
Infrastructure 6 4 0 0 0 0 10  

 
Weakness 
 

Inexperience 7 3 3 0 0 7 20 

Total  39 27 28 12 6 14  
 

1 = Absolutely not / 10 = absolutely 
 

Confrontation Strength  – Opportunities: Can we use the strength for opportunities? 
Confrontation Strength  – Threats: Can we use the strength to avert the threats? 
Confrontation Weakness – Opportunities: Does the weakness prevent the use of opportunities? 
Confrontation Weakness – Threats: Does the weakness prevent to avert the threats? 
 
11.4 Conclusion of the Conjunct Analysis: 
 
The unique business formula and the price / quality ratio are the strengths of the organization. 
However, the threats of the company are difficult to resolve. To show you how the weaknesses and 
threats will be addressed, the following points are described below: 
 
Weakness  
 
·  The roads to the organization will be repaired in collaboration with “Traveaux Publique” and the 

locals, who also benefit from this; 
·  The inexperience in the catering market is a risk for the company. That's why all assets of the 

organization will be opened individual. 
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Threats 
  
·  The management will fallow and be kept informed of the behavior of tourism in Africa by reports of 

the World Tourism Organization (International Monetary Fund). The website and promotional 
activities of the company will ensure that the present tourists and volunteers know of our 
existence; 

·  The corruption will give little to no problems because of a network of contacts established within 
the region. The permits and legal obligations�need to be clear and legally tenable; 

·  If a negative travel advice is made publicly, this will cause problems. Little can be done;   
·  The reliability of staff is a vulnerable component. It is necessary to keep a close eye to the staff in 

order to give trust and confidence. 
  
12. Management  
 
The concept and the company formula have evolved 
from a dream and are developed by Jop Houtman 
(manager). He will manage internal and operational. 
Furthermore, the team of waiters, bar staff and 
kitchen staff will be trained by him. This is possible 
because it is a small and transparent organization. 
The entire construction of the Salon the Culture will 
be guided by Jop Houtman together with a 
motivated team of Malians. A small team of Dutch 
and Malian consultants will assist Jop Houtman with 
advice through Skype and e-mail traffic. It is 
expected to hire a manager in the third year of 
operations to manage the Salon the Culture and 
train the employees. This will give time to develop 
the Association.                 
 
13. Staff  
 
The staff consists of seven permanent staff members:   
·  One bartender (chief Salon the Culture); 
·  One waiter; 
·  One kitchen employee; 
·  One guard for the entire site; 
·  Two doormen at weekends; 
·  The manager. 
 
Except for the security, every permanent staff member will have an important role as teacher. The 
trainees will be deployed in all assets of the organization. The goal of their work is mainly focused on 
their development, not their performance. We offer an orientation at the workplace and will provide 
teaching in various areas such as: hygiene, cooking, teamwork, service, independence and if 
necessary literacy. There is room for 2 interns for each six months in the start of the Salon the Culture. 
The kitchen, restaurant and housekeeping will also create internships once they are opened. 
Eventually, every asset will have two trainees, rotating two months per asset. The total training period 
will take eight months. The classes will be performed through the “learning by practice” model. The 
period will end with a review with a validated questionnaire and practical assignment. Every asset will 
be tested and evaluated by the head of the department, the management of Association Mali Music 
and NGO Miriyawalé. The trainees receive an official diploma. 
 
The salaries for both, permanent staff members and trainees will be above average for Malian 
concepts. The salary will increase by an annual rate of 2%.            
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13.1 Human-resource Planning  
 

 Per month 
Year one 

Year 1 Year 2 Year 3 

Jop Houtman (manager) € 100 € 1.200  € 1.476,92  € 1.846,15  

Bartender (Chief € 76,92 € 923,07  € 941,53  € 960,36  

Waiter € 61,53 € 738,46  € 753,22  € 768,28  

Kitchen staff € 53,84 € 646,15  € 923,07  € 941,53  

Trainees € 38,46  
per trainee (2) 

€ 923,06  € 1.384,61  € 1.846,12  

Doormen and security € 52,30 
per person (3) 

€ 1883,04 € 1883,04 € 1883,04 

Total staff  9 10 11  

Total Payroll € 526,11 € 6.313,32 € 7.362,39 € 8.24 5,48 

All amounts are converted from national currency FCFA  
 
14. Important Assumptions 
 
As described in this plan, Association Mali Music is an organization focusing on the development and 
construction of Mali with an entrepreneurial vision. A non-profit organization with the primary goal to 
aid in the creation of independent Malian citizens. At the same time we will create a fund generated 
from our income, to finance educational projects working towards sustainability. 
 
Important assumptions are: 
·  Because of the legal status of an Association under the French legal system and common law in 

Mali, it's not required to pay tax; 
·  Within the French legal system, it is possible to generate income and allowed to set up a Payroll 

for payment or compensation to individuals; 
·  The Association builds further on the establishment of NGO Miriyawalé; 
·  The permanent Malian staff will serve as head of a department and train the trainees with their 

knowledge and skills; 
·  Support in the development of unemployed (street)youth; 
·  An accommodation with cultural activities; 
·  Extending the Association with the MM restaurant and MM hotel; 
·  Creating a sustainability for NGO Miriyawalé by funding educative projects. 
 
The development of Association Mali Music can be fallowed on our website www.malimusic.org/mm  
and our Facebook page: Association Mali Music. There will also be a newsletter to keep everyone 
informed about the developments of the organization. 
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15. Financial Plan  
 
The financial plan is set up with an investment budget, operating budget and review payment capacity. 
It is only set up for the Salon the Culture. The extensions of Association Mali Music will be set up with 
a new plan and financial budget. 
 
The necessary funding of € 25,459.07 is sought in donations because of the helping nature of the 
organization. These will be recruited internationally by sending out this plan.  
 
15.1 Investment Budget 
 

Fixed Assets Start + year 1 (January, 2012 January,  2013) 

Intangible assets  

Opening and start-up € 1.415,00 

Tangible Assets  

Purchase site € 3.076,00 

Capital costs € 923,07 

Structural requirements € 1.435,00 

Glassware, cutlery etc. € 610,00 

Furniture and inventory € 1.350,00 

Total fixed assets  € 8.809,07 

Floating assets  

Stocks first 6 months € 14.000,00  

Staff first 6 months € 3.600,00 

Cash  € 750,00 

Total floating assets € 18.350,00 

 
Several unexpected 

 
€ 2.050,00 

Total investment  € 29.209,07 

Received funding € 3.750,00 

Necessary funding  € 25.459,07 

 
The received funding of € 3.750,00 is used for the budget of the purchase of the site, glassware, 
cutlery, kitchen equipment and living expenses for the first month. The stock and staff are budgeted for 
six months. The Association expects to be cash flow positive after six months.  
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15.2 Operating Budget 
 
Profit centers  Year 1 Year 2 Year 3 
     
Food sales       € 4.033,84 € 6.817,06 € 9.373,31 
Beverage sales       € 43.569,23 € 44.876,30 € 46.380,00 
Hiring the site  € 3.420,00 € 3.420,00 € 3.420,00 
Sales diverse  € 20.492,30 € 21.107,06 € 21.806,84 
Total sales  € 71.515,37 € 76.220,42 € 80.980,15 
     
Impact food  € 1.920,00 € 3.724,06 € 4.576,85 
Impact beverage  € 34.855,38 € 35.901,04 € 37.105,57 
Impact hire  € 858,46 € 858,46 € 858,46 
Total impact  € 37.633,84 € 40.483,56 € 42.540,88 
     
Staff F&B  € 6.313,78 € 7.362,39 € 8.245,48 
Staff hire site  € 886,15 € 886,15 € 886,15 
Total staff Profit centers  € 7.199,93 € 8.248,54 € 9.131,63 
     
Gross operating revenues  € 26.681,60 € 27.488,32 € 29.307,64 
     
Service centers     
     
Administrative and general expenses  € 500,00 € 500,00 € 500,00 
Transportation  € 780,00 € 780,00 € 780,00 
Maintenance  € 370,00 € 444,00 € 532,80 
Total costs Service centers   € 1.650,00 € 1.724,00 € 1.812,80 
     
Operational profit  € 25.031,60 € 25.764,32 € 27.494,84 
     
Capital costs     
Insurance and licenses  € 369,23 € 369,23 € 369,23 
Depreciation  € 923,07 € 923,07 € 923,07 
Total capital costs  € 1.292,30 € 1.292,30 € 1.292,30 
     
Net operating profit (before tax staff)  € 23.739,30 € 24.472,02 € 26.202,54  
     
Tax staff  € 1.439,98 € 1.649,70 € 1.826,32 
Total   € 1.439,98 € 1.649,70 € 1.826,32 
     
Net profit (after tax)  € 22.299,32  € 22.822,32 € 24.376,22 
All amounts are converted from national currency FCFA  
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16. Contact Details 
 
 
Jop Houtman 
Founder/manager of Association MM 
 
Phone: +223 71399940 
Skype: Jop Houtman 
Address: BP, 242 
Sikasso Mali  
Association Mali Music 
 
info@malimusic.org  
www.malimusic.org  
www.facebook.com/Association.MM . 
www.linkedin.com/in/jophoutman  
 

 
Janette de Haas Camara 
Coordinator of NGO Miriyawalé 
 
Phone: +223 73078937 
 
Address: BP, 242 
Sikasso Mali 
ONG Miriyawalé 
 
info@miriyawale.org  
www.miriyawale.org  
www.facebook.com/NGO.Miriyawale  
 
 

 
 
16.1 Bank Details  
 
ABN AMRO BANK   
LEIDSEPLEIN 29 
1017 PS AMSTERDAM 
 
ACCOUNT NUMBER: 48.97.66.277 
 
BY THE NAME OF: STICHTING MITIYAWALÉ 
STATING: DONATION ASSOCIATION MM 
 
SWIFTCODE: ABNANL2A 
IBAN: NL21ABNA0489766277 
BIC: ABNANL2A 
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