
Massachusetts Cannabis Control Commission

Marijuana Product Manufacturer

General Information:

License Number: MP281614

Original Issued Date: 09/22/2020

Issued Date: 09/22/2020

Expiration Date: 09/22/2021

ABOUT THE MARIJUANA ESTABLISHMENT

Business Legal Name: Natural Agricultural Products, LLC

Phone Number: 508-802-2315 Email Address: gleonard@napbrockton.com

Business Address 1: 4 Main St. Business Address 2: Suite 215

Business City: Brockton Business State: MA Business Zip Code: 02301

Mailing Address 1: 4 Main St. Mailing Address 2: Suite 215

Mailing City: Brockton Mailing State: MA Mailing Zip Code: 02301

CERTIFIED DISADVANTAGED BUSINESS ENTERPRISES (DBES)

Certified Disadvantaged Business Enterprises (DBEs): Not a 

DBE

PRIORITY APPLICANT

Priority Applicant: no

Priority Applicant Type: Not a Priority Applicant

Economic Empowerment Applicant Certification Number: 

RMD Priority Certification Number: 

RMD INFORMATION

Name of RMD: 

Department of Public Health RMD Registration Number: 

Operational and Registration Status: 

To your knowledge, is the existing RMD certificate of registration in good 

standing?: 

If no, describe the circumstances below: 

PERSONS WITH DIRECT OR INDIRECT AUTHORITY
Person with Direct or Indirect Authority 1

Percentage Of Ownership: 50 Percentage Of Control: 50

Role: Owner / Partner Other Role: 

First Name: Gary Last Name: Leonard Suffix: 
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Gender: Male User Defined Gender: 

What is this person's race or ethnicity?: White  (German, Irish, English, Italian, Polish, French)

Specify Race or Ethnicity: 

Person with Direct or Indirect Authority 2

Percentage Of Ownership: 50 Percentage Of Control: 50

Role: Owner / Partner Other Role: 

First Name: Kathryn Last Name: Redden Suffix: 

Gender: Female User Defined Gender: 

What is this person's race or ethnicity?: White  (German, Irish, English, Italian, Polish, French)

Specify Race or Ethnicity: 

Person with Direct or Indirect Authority 3

Percentage Of Ownership: Percentage Of Control: 

Role: Manager Other Role: Research and Development

First Name: David Last Name: Willette Suffix: 

Gender: Male User Defined Gender: 

What is this person's race or ethnicity?: White  (German, Irish, English, Italian, Polish, French)

Specify Race or Ethnicity: 

Person with Direct or Indirect Authority 4

Percentage Of Ownership: Percentage Of Control: 

Role: Other (specify) Other Role: Investor

First Name: Keshaudas Last Name: Pahuja Suffix: 

Gender: Male User Defined Gender: 

What is this person's race or ethnicity?: Some Other Race or Ethnicity

Specify Race or Ethnicity: Pakistan 

ENTITIES WITH DIRECT OR INDIRECT AUTHORITY
No records found

CLOSE ASSOCIATES AND MEMBERS
No records found

CAPITAL RESOURCES - INDIVIDUALS
Individual Contributing Capital 1

First Name: David Last Name: Willette Suffix: 

Types of Capital: Monetary/Equity Other Type of Capital: Total Value of the Capital Provided: $200000 Percentage of Initial Capital: 33

Capital Attestation: Yes

Individual Contributing Capital 2

First Name: Keshaudas Last Name: Pahuja Suffix: 

Types of Capital: Monetary/Equity Other Type of Capital: Total Value of the Capital Provided: $400000 Percentage of Initial Capital: 67

Capital Attestation: Yes

CAPITAL RESOURCES - ENTITIES
No records found

BUSINESS INTERESTS IN OTHER STATES OR COUNTRIES
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No records found

DISCLOSURE OF INDIVIDUAL INTERESTS
No records found

MARIJUANA ESTABLISHMENT PROPERTY DETAILS

Establishment Address 1: 53 Spark St

Establishment Address 2: 

Establishment City: Brockton Establishment Zip Code: 02302

Approximate square footage of the Establishment: 6000 How many abutters does this property have?: 20

Have all property abutters have been notified of the intent to open a Marijuana Establishment at this address?: Yes

HOST COMMUNITY INFORMATION
Host Community Documentation:

Document Category Document Name Type ID Upload Date

Community Outreach Meeting Documentation Attachment A.pdf pdf 5e95d1952b97cf38fa377880 04/14/2020

Community Outreach Meeting Documentation Attachment B.pdf pdf 5e95d198f0445c357cb09326 04/14/2020

Community Outreach Meeting Documentation Attachment C.pdf pdf 5e95d1a1d29ad935715989f5 04/14/2020

Community Outreach Meeting Documentation Attachment D.pdf pdf 5e95d1a5172cbc3545977a83 04/14/2020

Certification of Host Community Agreement Attachment E.pdf pdf 5e9609d3f0445c357cb094c8 04/14/2020

Total amount of financial benefits accruing to the municipality as a result of the host community agreement. If the total amount is 

zero, please enter zero and provide documentation explaining this number.: $

PLAN FOR POSITIVE IMPACT
Plan to Positively Impact Areas of Disproportionate Impact:

Document Category Document Name Type ID Upload Date

Plan for Positive Impact Positive Impact.pdf pdf 5e61322656474b469c1116c5 03/05/2020

Plan for Positive Impact Acceptance of Donation (VNA).pdf pdf 5e87b1839a385038d9d8aa1d 04/03/2020

ADDITIONAL INFORMATION NOTIFICATION

Notification: I Understand

INDIVIDUAL BACKGROUND INFORMATION
Individual Background Information 1

Role: Owner / Partner Other Role: 

First Name: Gary Last Name: Leonard Suffix: 

RMD Association: Not associated with an RMD

Background Question: no

Individual Background Information 2

Role: Owner / Partner Other Role: 

First Name: Kathryn Last Name: Redden Suffix: 

RMD Association: Not associated with an RMD

Background Question: no
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Individual Background Information 3

Role: Manager Other Role: 

First Name: David Last Name: Willette Suffix: 

RMD Association: Not associated with an RMD

Background Question: no

Individual Background Information 4

Role: Other (specify) Other Role: Investor

First Name: Keshaudas Last Name: Pahuja Suffix: 

RMD Association: Not associated with an RMD

Background Question: no

ENTITY BACKGROUND CHECK INFORMATION
No records found

MASSACHUSETTS BUSINESS REGISTRATION
Required Business Documentation:

Document Category Document Name Type ID Upload 

Date

Department of Revenue - Certificate of Good 

standing

cert of good standing.jpg jpeg 5c86977d1e71bd126232d548 03/11/2019

Department of Revenue - Certificate of Good 

standing

cert of good standing2.jpg jpeg 5c869783edbb73122a618be9 03/11/2019

Bylaws bylaws.jpeg jpeg 5cacbc395fd63c1b24ebb115 04/09/2019

Bylaws bylaws2.jpeg jpeg 5cacbc3f293a5312448ef144 04/09/2019

Secretary of Commonwealth - Certificate of Good 

Standing

certificate of good 

standing.pdf

pdf 5dde9f0fbcb01253152f8273 11/27/2019

Articles of Organization articles of organization.pdf pdf 5e31ea2264339304b08fcbdb 01/29/2020

No documents uploaded

Massachusetts Business Identification Number: 001311392

Doing-Business-As Name: Natural Agricultural Products, 

LLC

DBA Registration City: Brockton

BUSINESS PLAN
Business Plan Documentation:

Document Category Document Name Type ID Upload Date

Business Plan N.A.P. Business Plan (003).pdf pdf 5cacbc612724e81b525613ab 04/09/2019

Plan for Liability Insurance Liability Insurance.pdf pdf 5dde9fd240e348579197eb75 11/27/2019

Proposed Timeline Proposed Timeline.pdf pdf 5e6137dc73b705467fec9b47 03/05/2020

OPERATING POLICIES AND PROCEDURES
Policies and Procedures Documentation:

Document Category Document Name Type ID Upload 
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Date

Dispensing procedures dispensing procedures.pdf pdf 5cb601ebb1ec4a4c446c1b12 04/16/2019

Sample of unique identifying marks 

used for branding

sample of identifying marks.pdf pdf 5cb604816b08e34c76328bdc 04/16/2019

Storage of marijuana Storage.pdf pdf 5ddea349bcb01253152f8282 11/27/2019

Transportation of marijuana Transportation.pdf pdf 5ddea361d5b0805341c642d4 11/27/2019

Inventory procedures Inventory.pdf pdf 5ddea375fd468857b99be564 11/27/2019

Restricting Access to age 21 and older Restricting access.pdf pdf 5ddea388b4f83557d6cc8d92 11/27/2019

Prevention of diversion Prevention of Diversion plan.pdf pdf 5ddea39e8bdcfd57ae527eaa 11/27/2019

Quality control and testing Quality Control.pdf pdf 5ddea3ba66a32657cfbdd20b 11/27/2019

Method used to produce products Production methods.pdf pdf 5ddea4dbb4f83557d6cc8daa 11/27/2019

Security plan Operating Policies and Procedures 

Security Plan.pdf

pdf 5e31ea97fe55e40432f6dea2 01/29/2020

Personnel policies including 

background checks

Personnel Policies.pdf pdf 5e31eb1564339304b08fcbe7 01/29/2020

Maintaining of financial records Maintenance of Financial Records 

Plan.pdf

pdf 5e31eb5ed43df3043d4b6765 01/29/2020

Qualifications and training Qualifications and Intended Trainings 

for Agents.pdf

pdf 5e31eb807225f004696565b8 01/29/2020

Diversity plan Diversity Plan.pdf pdf 5e31eb955b05c304785e5300 01/29/2020

Record Keeping procedures Record keeping.pdf pdf 5e6138905a27c34431d18b28 03/05/2020

Types of products Manufactured. Description of Products 3.19.2020.pdf pdf 5e7380ac5f1da0353e2afb19 03/19/2020

ATTESTATIONS

I certify that no additional entities or individuals meeting the requirement set forth in 935 CMR 500.101(1)(b)(1) or 935 CMR 500.101(2)(c)(1) 

have been omitted by the applicant from any marijuana establishment application(s) for licensure submitted to the Cannabis Control 

Commission.: I Agree

I understand that the regulations stated above require an applicant for licensure to list all executives, managers, persons or entities having direct 

or indirect authority over the management, policies, security operations or cultivation operations of the Marijuana Establishment; close 

associates and members of the applicant, if any; and a list of all persons or entities contributing 10% or more of the initial capital to operate the 

Marijuana Establishment including capital that is in the form of land or buildings.: I Agree

I certify that any entities who are required to be listed by the regulations above do not include any omitted individuals, who by themselves, would 

be required to be listed individually in any marijuana establishment application(s) for licensure submitted to the Cannabis Control Commission.: 

I Agree

Notification: I Understand

I certify that any changes in ownership or control, location, or name will be made pursuant to a separate process, as required under 935 CMR 

500.104(1), and none of those changes have occurred in this application.: 

I certify that to the best knowledge of any of the individuals listed within this application, there are no background events that have arisen since 

the issuance of the establishment’s final license that would raise suitability issues in accordance with 935 CMR 500.801.: 

I certify that all information contained within this renewal application is complete and true.: 

ADDITIONAL INFORMATION NOTIFICATION

Notification: I Understand
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COMPLIANCE WITH POSITIVE IMPACT PLAN
No records found

COMPLIANCE WITH DIVERSITY PLAN
No records found

PRODUCT MANUFACTURER SPECIFIC REQUIREMENTS
No records found

HOURS OF OPERATION

Monday From: 7:00 AM Monday To: 7:00 PM

Tuesday From: 7:00 AM Tuesday To: 7:00 PM

Wednesday From: 7:00 AM Wednesday To: 7:00 PM

Thursday From: 7:00 AM Thursday To: 7:00 PM

Friday From: 7:00 AM Friday To: 7:00 PM

Saturday From: 7:00 AM Saturday To: 7:00 PM

Sunday From: 7:00 AM Sunday To: 7:00 PM
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                                                EXECUTIVE SUMMARY 
 
1.0 Cannabis is a new and exciting Industry introduced to Massachusetts by the will of the 

voting population in 2016. Natural Agricultural Product’s business plan has been created to 
lay out pertinent information gathered from states that have approved the recreational sale 
of cannabis for a number of years. This business plan will cover our mission, site analysis, 
trends, demographics, finance, employment, inventory, and marketing strategies. All 
informational statistics obtained are listed in the appendix on the last page of this report. 
 
Site analysis is based off 80,000 sq. ft. footprint, allowing 60,000 sq. ft. of canopy for 
cultivation, 15,000 sq. ft. for packaging and manufacturing, and 5,000 sq. ft of office space. 
N.A.P. will begin with 6,000 sq. ft. of canopy, and 2,000 for manufacturing, with 3,000 of 
office space, with future plans of expanding our cultivation center to utilize the entire 
building as stated above. The timeline goal for all to be at full capacity is 3 years. 
 
Demographic information was obtained from government-reported census websites 
(census.us and neighborhoodscout.com) compiled into charts as to be easily read, and 
compared. Marketing information explains strategies, and avenues to explore to identify 
and target our cliental, and demonstrates the need to retain our customer base. Various 
websites such as cannabisbusinesstimes.com, forbes.com, mjbizdaily.com, and 
cannabisconsumer.org were used to analyze the business plan information. The marketing 
tools suggested were blogs, face book, linked in, twitter, Instagram, snapshot, and other 
social media sites, which we will use toward marketing to retail establishments.  

 
      Cultivation according to newfrontierdata.com the average harvest is $1,120,100 per acre 
      which breaks down to $257,623.00 for 10,000 sq. ft., harvesting 3-4 times at average per  
      year, adding $1,000,000 plus for each 10,000 sq. ft. of canopy. Natural Agricultural Products    
      has   the capacity to expand their   facility up to 60,000 sq. ft., and plan to be at full 
      capacity within 3 years of operation. 

 
Natural Agricultural Products has researched, and contacted qualified, experienced personal 
that have the ability to train employee’s the rules and regulations provided by the Cannabis 
Control Commission of Massachusetts. N.A.P. will require that all employees attend 
seminars pertaining to the 935 CMR 500.00: Adult use of marijuana provided by the 
Commonwealth of Massachusetts at the company expense. N.A.P. will also conduct 
continuing educational classes, keeping staff up to date on changes to the regulations, and 
requirements that the CCC could alter or add in the future as the Industry progresses. 
 
The business plan will cover market needs, trends, and growth, with a strategy to 
accomplish these goals. Pro-forma, and financial statements are subject to change 
depending on a variety of circumstances such as growth, expansion, and acquisitions. Our 
focus is to open one (1) retail dispensary as available, and one (1) cultivation facility in the 
city of Brockton in 2019, the City of Brockton limits one license to all applicants for any and 
all tiers of licensing. N.A.P. has the research, and development team working on retail 
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locations in Fall River, and Taunton, Ma. that has similar demographics and population as 
Brockton. 
 
Natural Agricultural Products will progress to extractions of cannabis for vape pens, 
tinctures, ointments, chocolates, candies, etc. These are other revenue streams that N.A.P. 
will develop within the first year of opening. N.A.P. has had conversations with 
entrepreneurs that will sell edibles that would accommodate the retail cannabis Industry. 
The N.A.P sales team will market to these retailers of our large selection of infused edibles, 
oils, tinctures, and vapes.  N.A.P. has chosen the City of Brockton to use as our model for 
the opening our first cultivation, and manufacturing facility. The model that N.A.P. will use 
comes from Boulder Co., whereas the population and household medium are close to the 
same. The difference that you will see in the business plan is the potential to capitalize on 
the market that abuts the city of Brockton that is 3 times larger than Boulder Colorado. 
Brockton is considered the hub of the South Shore, also referred to as the gateway to the 
Cape, and surveys show that most of the residents that live in towns near by originated 
from Brockton. These are few of the reasons why Brockton was selected to be home to our 
company. 
 
The N.A.P. plan within 5 years of operation, year (1) have 1 cultivation facility supplying 
60,000 sq. ft. of canopy, 15,000 sq. ft. to manufacture, package, and label flower, edibles, 
tinctures, vapes, and oils, and 5,000 sq. ft. to consolidate office space. After first year we 
will be looking to open our first retail dispensary, focusing in different communities, such as 
Fall River, New Bedford, Taunton, and Brockton Ma., We made contact with town officials 
there, and licenses are available to negotiate a host agreement with them at a timeline 
suitable for all parties, this would be year two. The start of year three N.A.P. will acquisition 
all properties that are dispensaries and cultivation centers and rehab the buildings to 
framework or theme of the neighborhood, in an environmentally friendly manner. The 
company will covert to clean energy, with the installation of solar and wind power, setting 
an example to others, and assisting other companies on the process of going green. 
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2.0 Mission Statement 
Natural Agricultural Products, LLC (N.A.P.) is dedicated to providing safe and affordable 
cannabis products in a professional and secure environment that will meet the needs of our 
clientele.  We are committed to continuing to strengthen our relationship with the cities and 
towns we locate in by supplying revenue to economically enhance the community and its 
citizens. 
 
3.0 Site Planning and Analysis 
Natural Agricultural Products, LLC plans to open multiple locations. Our focus is Brockton Ma. 
with our company office located at 4 Main St on the 2nd floor in Suite 215. Dispensaries, and 
cultivation centers will be located in areas where there is proper zoning and ordinances, no 
moratorium and with public support. All due diligence will be done before any and all leases are 
signed to ensure N.A.P. remains compliant at all times.  
 
Our legal team has given an opinion letter attached to this business plan stating that there are 
no current codes or ordinances prohibiting dispensing operations in our chosen cities and 
towns, Taunton, Fall River, New Bedford, and Brockton. The administrators, Police Chief, and 
County Sherriff have been notified of the intention to open recreational marijuana businesses 
and have no objections.  
 
All parties acknowledge that this is governed by the will of the voters, who have passed 
legislation to allow for the recreational sale of cannabis within the Commonwealth of 
Massachusetts (935 CMR 500.000). N.A.P. reserves the right to allow for any local official who 
has voiced any concerns to be active, sitting members on N.A.P.’s Board of Directors, in order to 
best address any/all concerns voiced. N.A.P. has also promised total transparency to the police 
by allowing them to connect to all surveillance cameras within any/all locations operated by 
Natural Agricultural Products, LLC. 
 
The proposed facilities will be located 500 feet from any school, and any other named business 
by the Commonwealth, thus abiding by state regulations. The facilities will have discreet signs 
which will at all times conform to all state and local regulations and ordinances.  
Our proposed locations also allow for easy access by public transportation. Our office is within 
walking distance to both MBTA and BAT Stations and is located directly on a major Commuter 
Rail line. The dispensaries will be completely compliant with ADA laws, allowing for easy access 
for our handicapped patrons and doors wide enough for a wheelchair. 
 
All N.A.P. facilities will work closely with the community to become an integral part and will 
address all specific zoning regulations. Natural Agricultural Products, LLC and its Executive Staff 
are sensitive to the various issues that have arisen pertaining to cannabis companies 
throughout the country and promise to remain diligent with our continued compliance at all 
times.  
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4.0 Estimated Market Size 
Natural Agricultural Products, LLC has conducted countless hours of extensive research on the 
population within the state, as well as our expected marketplace. With all research done, it’s 
hard to give exact numbers for the market of an industry such as recreational marijuana. All 
numbers are based off research comprised and analyzed in order to best give an estimated 
market size for our chosen locations.  
 
Massachusetts has a population of roughly 6.8M residents. Example: our chosen location of 
Brockton, MA, and its surrounding towns have a total population of about 241,724 people. Of 
that sum, Brockton has a total of 94,813 people, giving it around 39.2% of the people living in 
our immediate area. The chart below shows the breakdown of cities/towns in the greater 
Brockton area for reference: 
 

 
*All information gathered to be cited on back page 

 
As you will see from the charts on the next pages, Brockton has a vast majority of people in the 
area, accounting for more people than the 3 next largest cities/towns in the area combined 
(Stoughton, Bridgewater, and Easton).  
 
4.1 Target Market Segment Strategy 
Brockton’s vast, and growing population will serve as an even greater benefit to the 
recreational marijuana industry as according to cannabisconsumer.org 40.79% of consumers 
are aged 21-35 while 36-45 come in 2nd at 25.75%. These two age brackets take up 66.54% of 
the market share. Brockton, with a population of roughly 94,813, has 39% of its population 
(~37,357 people) fall into the target demographic age range with the largest age group in the 
city (<20 at 28% or ~26,832 people) coming right in behind them, proving sustainability for this 
industry moving forward throughout the years to come. The following chart will go more into 
details on the age breakdown of Brockton’s population and you’ll see just how the 
demographics of Brockton fall along perfectly with the industry’s demographics not only today, 
but also tomorrow and for years to come: 
 
Cultivation & manufacturing will play a large part in suppling recreational dispensaries in 
product. The demographics outside and within the city of Brockton gives Brockton the potential 
market that can exceed other communities. Brockton is considered the hub of the south shore 
with 4 state highways routes 24, 123, 27, and 28, and with the population growth retail 
dispensaries will depend on cultivators, and manufacturers to keep up with the demand. 
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*All information gathered to be cited on back page. 
 

Brockton’s market is unique in its size, relative location to other major cities and its ease of 
public transportation use. 

• Over 90,000 people live in Brockton 

• ~39% of the city falls within the target demographic for age 

• ~28% of the city falls in the age group below the target demographic for age giving 
sustainability to the industry 

• ~25 mi to Boston, MA 

• ~1hr. to Providence, RI 

• Three commuter rail stations make transportation to and from the City easy 
       BAT bus station adds additional layer of transportation to/from the City 

 
Data compiled shows the demographics info for neighboring cities/town also align with our 
target market: 

26,832
28%

12,800
13%

12,800
14%

11,757
12%

12,989
14%

9,197
10%

8,438
9%

Brockton, MA Population Breakdown by Age

<20 20s 30s 40s 50s 60s 70+
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3,538
23%

1,963
13%

2,113
14%

2,642
17%

2,439
16%

1,545
10%

1,167
7%

Abington, MA Population Breakdown by Age

<20 20s 30s 40s 50s 60s 70+

806
18%

600
13%

546
12%

568
13%

810
18%

582
13%

568
13%

Avon, MA Population Breakdown by Age
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*Data analyzed from neighborhoodscout.com different than other demographics info. Same target market applies. 

 

 

1,159
4%

3,863
14%

5,795
21%

3,036
11%

7,037
26%

3,312
12%

3,422
12%

Bridgewater, MA Population Breakdown
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East Bridgewater, MA Population Breakdown by Age

<20 20s 30s 40s 50s 60s 70+
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6,608
28%

3,209
13%

2,020
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3,779
16%
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15%
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11%
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Easton, MA Population Breakdown by Age

<20 20s 30s 40s 50s 60s 70+
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1,220
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15%

1,098
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Holbrook, MA Population Breakdown by Age
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6,274
22%

3,165
11%

3,476
13%

3,476
12%
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Stoughton, MA Population Breakdown by Age
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As demonstrated from the graphs above, our model location of Brockton has a large target 
market within the City itself, as well as the immediate neighboring cities/town. In just these 10 
cities/towns the rough market share would be around 99,060 people. 
 

• Abington – Approximately 6,718 people (~76%) 

• Avon – Approximately 1,714 people (~82%) 

• Bridgewater – Approximately 15,868 people (~74%) 

• Brockton – Approximately 37,357 people (~72%) 

• East Bridgewater – Approximately 5,276 (~76%) 

• Easton – Approximately 9,008 people (~72%) 
 

• Holbrook – Approximately 4,311 people (~76%) 

• Stoughton – Approximately 10,117 (~78%) 

• West Bridgewater – Approximately 2,578 people (~77%) 

• Whitman – Approximately 6,113 people (~74%) 
 

4.1.1 Market Needs 

• Safe, discreet way to purchase their marijuana. 

• Strong product, reasonably priced. 

• Variety of products. 

• New strains and products to be introduced.  

• Accessibility to a wide range of marijuana alternatives. 

3,825
26%

1,831
12%

2,067
14%

2,215
15%

2,304
16%

1,240
8%

1,285
9%

Whitman, MA Population Breakdown by Age

<20 20s 30s 40s 50s 60s 70+
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• Knowledge of product their buying 
 

 
4.1.2 Market Trends 
With the legalization of marijuana in states across the country, the market is reflecting that 
change in a multitude of areas: 
 

• Alcohol sales are declining due to legalization of marijuana 
➢ A recent article by Tim Kohut published by High Times on January 9, 2018 states 

alcohol sales have dropped as much as 13% in marijuana legalized states 
➢ In those state’s studies have shown as much as 80% of users in weed-legal states 

prefer not to mix weed and alcohol 

• Cannabinoids used in medicines 
➢ FDA has approved 3 Cannabinoid-Based medicines 

1. Marinol (dronabinol) 
2. Syndros (liquefied dronabinol) 
3. Cesamet (nabilone) 

• Classes are being taught on marijuana in Universities in a variety of area specific fields 
➢ Various states have multiple colleges/universities with degree’s and certificate 

programs geared towards the marijuana industry 

• Science is exploring the use of marijuana 
➢ Multiple studies have been conducted and many are underway going into the 

specifics of marijuana and its various uses 

• Smaller serving sizes 
➢ Smaller serving sizes allow for people who aren’t regular users get started 

without feeling overwhelmed by the effects of marijuana and its different uses 

• Increased access both domestically and internationally 
➢ Alaska, California, Colorado, Maine, Massachusetts, Nevada, Oregon, Vermont, 

Washington, and Washington D.C. have all legalized marijuana to be used 
recreationally 

➢ Connecticut, Delaware, Kentucky, Michigan, Missouri, New Jersey, Ohio, 
Oklahoma, Rhode Island, South Dakota, and Utah are up next to vote in 2018 
and many, if not all are expected to vote on legalization 

➢ Argentina, Australia, Cambodia, Canada, Costa Rica, Czech Republic, Ecuador, 
Estonia, Germany, Israel, Italy, Jamaica, The Netherlands, North Korea, Mexico, 
Peru, Portugal, Spain, Switzerland, and Uruguay have all legalized marijuana in 
some capacity. 

 
4.1.3 Market Growth 
The marijuana market is already a multi-billion dollar a year industry. With all the states that 
have already started selling recreational marijuana, combined with the states ready to get going 
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in 2018 this year is set to explode – and with the states voting on legalization this year the 
market is set to expand even further for years to come. Recreational sales have already 
surpassed medical sales in recent years and a majority of states who voted to allow the sale of 
recreational marijuana have yet to open stores. No other industry has shown this type of 
growth since broadband internet, cable tv and transistor radios. 
 

 
*Source: https://newfrontierdata.com/tag/marijuana-market/ 

 
 
4.2 Key Customers 
Our target group for customers consists of adults over the age of 21. Seventy-Two (72%) of 
Brockton’s population fit that target demographic.  The following chart breaks down our major 
market’s age demographics, illustrating all the different age groups within our chosen location 
of Brockton.  
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4.3 Future Markets 

• As current users age, our target market will expand keeping pace with our consumers. 

• Once the market takes hold, more people will become aware and educated – turning 
them into potential customers. 

• As more states legalize recreational marijuana, federal laws will change. 

• Supply and demand will dictate new regulations and guidelines in the future making the 
industry run smoother. 

• As laws are changing to accommodate the growing market, target customers will grow 
along with it. 

 
5.0 Roadmap/Future Plans 
Over the past few years Natural Agricultural Products, LLC have been conducting painstaking 
research and due diligence discovering what works and what doesn’t. We’ve traveled to 
Colorado, California and Washington State talking to mayors, dispensary owners and 
Commissioners. They’ve shown us the way and given us the blueprint for success. Here’s what 
we’ve learned: 
 

• Locate the dispensaries downtown to start. 

• Cover about 4 sq. blocks and space out evenly about 500 ft. apart. 

• Make sure dispensaries are either below grade or on 2nd floor, only if located  
downtown. 

• Leverage mixed use buildings for maximum revenue (i.e. restaurants, market-rate 
housing, retail stores, etc.) 

55,557
26%

27,084
13%

26,813
12%

29,295
14%

31,652
15%

22,038
10%

21,072
10%

Brockton, MA Area Population Age Breakdown

<20 20s 30s 40s 50s 60s 70+
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• Maximize foot traffic and minimize congestion. (Make people want to walk around and 
spend their money) 

 
By following these steps, we can build off a proven model and minimize mistakes – in turn 
maximizing profits. With the proper direction, regulation, collaboration, vision and execution, 
we can not only follow the model set forth from other marijuana pioneers, but we can take it to 
levels never seen before.  
 
N.A.P.’s current locations give us a unique position to attack on multiple fronts: 
 

1. The size of Brockton (As mentioned previously) is larger than other cities that have 
legalized the sale of recreational marijuana to adults, giving us more people within the 
city to reach. 

2. Brockton’s unique close proximity to not one, but two state capitols (Boston and 
Providence) gives our market a lot broader base. 

3. The train that can provide not only easy access to Brockton from Boston/Providence, 
but also people traveling from all across the train line and anyone coming in from the 
airports held within the hearts of each respective capitol gives us a much larger 
expanded market than previous “Host Community” participants. 

4. Surrounding cities/towns have declined becoming a “Host Community” gives us more 
potential customers from neighboring cities/towns 360 degrees around Brockton. 

 
As previously mentioned, another strategy the executive management team at N.A.P. have 
been discussing purchasing all locations that we are currently looking at, then turn around and 
rent the space we aren’t using back to new businesses looking to move in to the area to 
capitalize on the marijuana industry. We build community by engagement.  
 
6.0 Pro Forma/Financial Statements 
The Pro forma and financial statements are estimates and are subject to change depending on 
a variety of circumstances. Financial data was based off historical data from other states that 
have already adopted recreational marijuana as an industry. 
 

Assumptions 
While preparing this pro forma, there were a number of factors that were taken into account as 
assumptions and factored in as expenses, income and various balance sheet items. All of our 
facilities will be using the most state-of-the-art technology, software and equipment. Financials 
have been made based off historical pricing, salaries, expenses and other factors and are all 
subject to change due to market conditions, price fluctuations and various other factors. 
 
We plan to have one (1) retail dispensaries, one (1) cultivation & manufacturing center and (1) 
office in Brockton, all will be built out with energy efficiency, economics and ease of 
maintenance in the forefront. All income data has been analyzed based off information derived 
from various credible websites that have extracted data directly from states in which 
recreational marijuana is currently an industry. 



 16 

 
Our cultivation center will include a grow operation that at its peak will cover the maximum 
100,000 sq. ft. of canopy as allowed by the Commonwealth of Massachusetts and a 
manufacturing/processing center that will extract, prepare, manufacture and pack various 
edibles, extractions, oils, tinctures, salves, vapes, and other MIPs. 
 
Our dispensaries will range in size, but will not exceed the max. size for a dispensary which is 
5,000 sq. ft. Each dispensary will have between 15-20 cash registers open at a given time with 
enough staff to work the cash registers and assist patrons. We will be open the maximum time 
as allowed by the municipality and will be open every day.   
 
The costs for all expenses, supplies, equipment, hardware, software, buildout, salaries, and any 
other investment and/cost associated with the preparation of this pro forma and financial 
statements have been derived from current and historical data analyzed from various cities and 
states around the country and are all subject to change at any given time based off market 
conditions and other factors. 
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 2019 2020 2021 

Total N.A.P. Revenue $30,100.000.00 $45,150.000.00 $54,000.000.00 

 

Expenses 2019 2020 2021 

Salaries $1,607.480 
 

 

$2,404.708 $3,281.658 

Employee Benefits $1,283,159 $1,420,426 $1,587,115 

Insurance $116,651 $129,130 $144,283 

Transportation $275,000 $550,000 $550.000 

Office Supplies $15,000 $22,500 $30,000 

Phone/Internet $10,000 $12,500 $15,000 

Packaging $250,000 $425,000 $675,000 

Nutrients & Soil $150,000 $450,000 $1,500,000 

Legal/Accounting $45,000 $75,000 $110,000 

Kitchen Supplies $125,000 $175,000 275,000 

Edible Supplies $30,000 $55,000 $80,000 

Equipment $1,500,000 $500,000 $500,000 

Licenses $29,700 $30,400 $32,900 

Security/Monitoring $15,000 $25,000 $50,000 

Rent $372.000 $470.000 $600,000 

Utilities $350,000 $600,000 $950,000 

Total Expenses $6,401.990 $7,343.664 $8,160.956 

 

 2019 2020 2021 

Pretax Income $6,622.000 $9,933.000            $11.880.000 
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                                                          STARTUP OPERATIONS COSTS 

Total Deposits $150,000 Three months rent 

Plants/Seeds $50,000 Estimated seed cost 

Plumbing and Irrigation Piping $100,000 Estimated cost of PVC piping, valves 
and installation 

Security $25,000 Estimated cost of cameras, hard 
drive storage, cabling & installation 

Licensing $29,700 MA cost of licenses and fees  

POS Systems $75,000 Estimated cost for 30 POS machines 

Utility Deposits $87,500 Three months utility deposits 

Leasehold Expenses $750,000 Estimated cost of build-out for the 
cultivation center and dispensaries 
and one (1) office space 

Office Supplies $15,000 Estimated cost of paper, ink, 
printing, etc. 

Architect Fees $50,000 Estimated cost for design of one (1) 
cultivation center and three (3) 
dispensaries 

CO2 Systems $7,500 Estimated cost to purchase and 
install propane driven CO2 
generator to speed plant growth 

Vehicles $70,000 Estimated cost to purchase and alter 
two (2) company vehicles for 
delivery and other company needs 

HVAC Buildout $160,000 Estimated cost of build out for HVAC 
and air filtration system 

Kitchen/Food Prep Equipment $75,000 Estimated cost of buildout of 
commercial kitchen for the making 
of edibles 

Water Filtration System $25,000 Estimated cost of purchase and 
installation for a water filtration 
system to remove any harmful 
elements 

Furniture $75,000 Estimated cost company furniture 
and country build out for display in 
dispensaries 

Safe and Storage Systems $225,000 Estimated cost of purchase and 
installation of multiple safes in both 
the cultivation center and 
dispensaries 
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7.0 Team Members – Organizational Structure 
TEAM MEMBERS 

 
President 

 
Roles – Develops the vision of the company, creates and implements policies, manages 
strategic development and monitors the company’s financials and production. 
Responsibilities – Responsible for the overall performance of the company as a whole. (S)He 
monitors financials and insures resources are used efficiently, and is also responsible for signing 
all contracts on behalf of the company. The president is responsible for everything from 
strategic development and performance management to public relations and hiring high level 
staff. All fiscal responsibility as well as the company’s bottom line accountability is attributed to 
the president. 
Relationships – The president is a member of the executive management team and is at the top 
of the organizational hierarchy and reports to the board of directors. The president is 
responsible for ensuring the hierarchy runs smoothly all the way down the chain of command. 
 

Executive Director 
 

Roles – The executive director has all department heads reporting to him/her with any/all 
issues and insures all departments perform as expected. (S)He manages every position down 
the organizational chart and works closely with all department heads below him/her to ensure 
employees are working collectively towards the betterment of the company. The executive 
director works with direction from the president and helps to build all policies and procedures, 
analyze/assess financials and help build a more developed and defined work force. 
Responsibilities – The executive director manages all day-to-day operations throughout the 
entire company and is often the interface between the company, its customers and vendors. 
(S)he looks for any issues within the organization and strategically utilizes employees to address 
specific problems that (s)he finds. Ultimately, the executive director controls all day-to-day 
operational, managerial, financial and product-related functions within the company. 
Relationships – The executive director is a member of the executive management team. (S)he 
has all department heads reporting directly to him/her, as well as some who are independent 
of other relationships such as the bookkeeper, comptroller, marketing and security. The entire 
company responds to the orders of the executive director. (S)he utilizes all department heads 
to insure constant compliance within all operating procedures and looks for areas to be 
improved. 
 

Managing Agent 
 

Roles – The managing agent has all dispensary and grow operation managers reporting to them 
and ensures everything runs smoothly. (S)he directly works with all facility managers on the 
daily operations of the dispensaries and grow facilities and reports directly to the executive 
director. 
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Responsibilities – The managing agent is responsible for the management of all dispensaries 
and grow facilities. (S)he works as the liaison between all of the dispensary and facility 
managers and looks for any areas that can be approved upon.  
Relationships – The managing agent(s) are member(s) of the executive management team. 
They report to the executive director and have all facility manager’s report to them.  
 

Cultivation Center Manager 
 

Roles – The cultivation center manager has all cultivation, edibles and delivery managers 
reporting to them and reports directly to the managing agent. (S)he works directly with 
department managers to ensure grow facility as a whole is within compliance at all times and 
operates to its fullest capabilities. 
Responsibilities – The cultivation center manager is responsible for ensuring all department 
managers are operating smoothly and all day-to-day responsibilities are being performed. (S)he 
must also regularly look for any/all problems, issues and/or inefficiencies within the cultivation 
center. 
Relationships – The cultivation center manager has all grow department managers reporting to 
them and reports directly to the managing agent. 
 

Dispensary Manager 
 
Roles – The dispensary manager has the overall operation of the individual dispensary under 
his/her control. (S)he is in charge of logging inventory as it arrives, ensuring the dispensary is 
fully stocked at all times, accounting for all cash at the end of the day and settling up for any/all 
shipments in/out of the dispensary. The dispensary manager manages all dispensary employees 
to ensure production, expectations and most of all quality customer service and compliance is 
maintained within the dispensary at all times. The dispensary manager works closely with the 
marketing team to identify specific requests from customers that will result in overall growth 
for the company. 
Responsibilities – The dispensary manager is responsible for opening/closing the dispensary 
daily, beginning/ending inventory, daily manifests, maintenance, scheduling and compliance. 
The dispensary manager is also responsible for working with security to ensure the safety of all 
customers, employees, inventory and money as well as ensuring the dispensary remains 
compliant at all times. The dispensary manager is ultimately responsible for all activities within 
the dispensary, including overall customer service and monitoring customer feedback to ensure 
satisfaction and loyalty. 
Relationships – The dispensary manager reports directly to the managing agent and has all 
budtenders reporting to them. (S)he works with security and coordinates with other 
department managers when needed. 
 

Cultivation Manager 
 

Roles – The cultivation manager has the overall operational say over the cultivation of plants. 
(S)he ensures plants are tended to, nutrients are fed, water is stabilized, lights are checked, soil 
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levels/temperatures/humidity is where it needs to be, soil is tested, finished product is tested 
and mechanical infrastructure is maintained. It is up to the Cultivation manager to make sure all 
nutrients, soils, containers, and any other cultivation related supplies are properly stored, 
maintained and ordered as necessary to ensure nothing is ever out of stock when needed.  
Responsibilities – The cultivation manager is responsible for all marijuana with the cultivation 
operation from seed to sale. It is the cultivation manager’s responsibility to ensure all inventory 
in all life cycles are accounted for, finished product is packaged and sent to correct locations 
and is safe for all customers to consume. (S)he is also responsible for ensuring the cultivation 
operations cleanliness, production, maintenance, efficient and compliant at all times.  
Relationships – The cultivation manager reports to the cultivation center manager and ensures 
everything runs smoothly within the cultivation among all employees.  
 

Edibles Manager 
 

Roles – The edibles manager is in charge of producing marijuana infused products (MIPs) within 
a commercial kitchen setting at the cultivation facility. They must ensure safe cooking and 
preparation practices and account for inventory used in the production of each individual MIP. 
The edibles manager will produce recipes, formulas and operating procedures for each part of 
the edibles manufacturing process.  The edibles manager will solicit input from dispensary 
managers, marketing and the executive director to continually produce new, unique, and 
exciting products to increase revenue within the company. 
Responsibilities – The edibles manager is responsible for ensuring only safely prepared and 
packaged products are available to customers and will work with contracted quality assurance 
and laboratory consultants to ensure all products are produced in a hygienic manner and will 
have samples tested for mold, bacteria, heavy metals, pesticides and THC. They will observe all 
labeling laws and provide nutrition information on all products. The edible manager oversees 
packaging/labeling contractors, insures health and safety, as well as compliance at all times.  
Relationships – The edibles manager reports to the cultivation center manager and has all 
kitchen staff report to them. They will also provide reports to the bookkeeper to ensure all 
inventory is accounted for as well as work with compliance officials to ensure both the MIPs 
and the labels are in compliance and commercially acceptable. 
 

Delivery Manager 
 

Roles – The delivery manager is in charge of ensuring safe and accurate deliveries of all 
marijuana from the cultivation facility. The delivery manager controls driver’s manifests, insures 
proper product is recorded before it leaves and accounts for receipts from the delivery driver’s 
return manifest. (S)he insures vehicles are safe, maintained and in good working condition at all 
times, that all GPS monitors are working properly as well as all communications devices are 
checked daily. The delivery manager will maintain constant GPS status on all driver’s locations. 
(S)he is trained to handle specific emergencies including holdups, driver car accidents, product 
recall, etc.  Along with driver coordination, the delivery manager also works with security to 
ensure a safe atmosphere for employees before, during and after all deliveries arrive/leave the 
cultivation facility. 
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Responsibilities – The delivery manager is responsible for ensuring that the product is received 
from the cultivation facility, matches inventory orders, logs inventory to be delivered into 
delivery manifests, adjusts moved inventory in the inventory management system, balances 
cash and product at the end of the day, and ensures drivers provide safe and timely service 
while maintaining strict security measures and ensuring compliance at all times. The delivery 
manager is also responsible for the safety, care and wellbeing of all drivers. 
Relationships – The delivery manager has the drivers as their employees and reports directly to 
the cultivation center manager. 
 

Master Grower 
 

Roles – The master grower is directly in charge of the plants within the cultivation facility. (S)he 
works under the cultivation manager to ensure all processes and procedures are followed and 
all plants in the various cycles are healthy. The master grower is in charge of managing cycles, 
individual strains, potency, efficiency and health. The master grower will work directly with 
growers, trimmers and the harvesting staff to teach them all proper techniques, processes and 
procedures and to ensure the operation runs smoothly. The master grower will also explore 
unique strains of his/her own and at all times maintain specific plants that will be entered into 
various Cannabis Cups. 
Responsibilities – The master grower is responsible for the health, safety, cleanliness and 
inventory of all plants within the cultivation facility. It is the master grower’s responsibility to 
ensure pH levels of water are correct, proper doses of nutrients are being applied, 
soil/temperature/humidity levels are in order, equipment is functioning properly and all 
growers, trimmers and harvesting staff are performing in an effective manner and following all 
techniques, processes and procedures shown to them to ensure consistent feeding, manicuring 
and harvesting is shown to all plants in all cycles in order to maximize yields. 
Relationships – The master grower works directly under the cultivation manager and reports to 
the cultivation manager, cultivation center manager, managing agent and executive director 
and has all growers, trimmers an harvesting staff reporting directly to them. 
 

Growers 
 

Roles – Growers will work alongside the grow master in tending to the marijuana plants 
throughout their various life cycles. Growers will learn from the grow master about various 
growing styles, nutrient tables, different light spectrums, and all other areas of marijuana 
cultivation and implement what they learn in their daily activities. 
Responsibilities – Growers are responsible for tending to plants daily by watering, monitoring, 
replacing soil levels and rotating plants throughout different rooms to account for various life 
cycles. Growers are also responsible for maintaining cleanliness of all rooms and cultivation 
areas at all times.  
Relationships – Growers report directly to the grow master and cultivation manager. 
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Trimmers 
 

Roles – Trimmers are cultivation employees trained to cut, shape and maximize plant growth by 
removing excess leaves outside of the light canopy that are non-productive elements and are 
unnecessary to the plant’s growth. They trim excess leaves and stalks and then inventory them 
to make sure all parts of the plant are accounted for. 
Responsibilities – Trimmers are responsible for removing all non-productive leaves, any sort of 
growth that appears in the potted soil, and shaping the plants to maximize efficiency in nutrient 
uptake and light absorption. They are also responsible for coordinating the packaging and 
utilization of excess trimmings, whether used for production of edibles or destroyed.  
Relationships – Trimmers coordinate with the harvesting staff as to the plant’s readiness for 
trimming, cutting and placement into drying/curing areas within the cultivation facility and 
report directly to the head grower and cultivation manager. 
 

Harvesting Staff 
 

Roles – The harvesting staff are trained employees who move the plants into a harvest room 
for harvesting buds off of matured plants. They are also responsible for the physical inventory 
by matching each plant’s RFID tag or any other identifying mark to an inventory sheet produced 
by seed to sale software. The harvesting staff also ensure harvested product is labeled for the 
drying/curing rooms and that all plant material is weighed and entered into the tracking 
database. 
Responsibilities – The harvesting staff is responsible for the removal of the buds from the 
female plant, insuring the trichomes aren’t damaged and batch different strains together on 
specific drying racks. 
Relationships – The harvesting staff reports directly to the head grower and cultivation 
manager, who is present for every harvest. In the event the cultivation manager is not there, 
either a managing agent and/or the executive director will be present to ensure proper count 
and weighing of final product. Security will also work with the harvesting staff in order to 
ensure all product is recorded, documented and safely transported to drying/curing rooms as 
well as all final locations. 
 

Kitchen Employees 
 

Roles – Kitchen employees are responsible for the day-to-day preparations of all marijuana 
infused products through hygienic means, adhering to recipes and formulas prepared by the 
edible’s manager. They cook, package, label and inventory all MIPs as well as ensure the kitchen 
is properly cleaned at the end of every day in order to avoid any sort of bacteria entering the 
cooking process.  
Responsibilities – Kitchen employees are responsible for both storing and inventorying 
ingredients within the kitchen as well as preparing the necessary MIPs for sale. It is the kitchen 
employee’s responsibility to ensure the kitchen is kept clean and free of anything that could 
end up in the edibles. 
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Relationships – Kitchen employees report to the edibles manager and will occasionally 
interface with vendors when specific products are received.  
 

Packaging/Labeling Employees 
 

Roles – Packaging/labeling employees part-time employees brought in to measure, weigh, 
portion and vacuum pack all finished product. Their job is to weigh all edibles and flower into 
predetermined amounts and run it through a vacuum sealer or other packaging machine to 
close the product in ensuring no air or contaminants leak in, maximizing freshness and safety. 
They also produce a label for each finished product showing batch, weight, type of product, 
strain, expiration date, and any other wording and/or marking required by regulations. They 
work with the cultivation center manager to ensure all flower and edibles labeling/packaging is 
within all government requirements and compliant at all times.  
Responsibilities – Packaging/labeling employees are responsible for weighing, measuring, 
proportioning, packaging and labeling all matured flower and finished edibles ready to go out 
for wholesale or sale within our dispensaries. They are also responsible for ensuring proper 
inventory is input into the seed to sale tracking software. They attach final tags to the product 
and not if there are any discrepancies in weight. They are responsible for ensuring all packaged 
marijuana and marijuana and MIPs are traceable back to a particular grow and from what 
seeds/clones they were grown. They are responsible for informing management of any 
necessary ancillary product ordering. 
Relationships – Packaging/labeling employees report directly to the cultivation and edibles 
managers depending on what they are brought in for. They also work alongside the cultivation 
center manager during weighs/labeling to ensure compliance.  
 

Drivers 
 

Roles – Drivers are the company’s delivery people. They transport marijuana from the 
cultivation facility to other dispensaries across the state. They operate in pairs, in vehicles 
equipped with GPS and 2 separate forms of communication. The vehicle will not be marked 
with any identifying markers making it obviously a marijuana delivery vehicle. Drivers will 
ensure the correct product is delivered to the correct location in a timely manner. 
Responsibilities – Drivers are responsible for following the manifest given to them when on 
delivery, the safe keeping of all inventory in locked safes within the vehicle, for bagging cash as 
received and providing manifests of cash collected. They are also responsible for reporting and 
failed or unaccepted deliveries. 
Relationships – Drivers report directly to the delivery manager and managing agents. They will 
interface with the cultivation center manager, cultivation manager or edibles manager when 
obtaining product for deliveries and will occasionally interface with the bookkeeper when 
dropping off cash, receipts and daily manifests. 
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Budtenders 
 

Roles – Budtenders are the company’s interface with the public. They offer advice, knowledge 
and provide direction on strains, edibles, products or other inventory from the dispensary 
which will suit the customer’s needs. They handle all cash and POS transactions and ensure all 
sales are accounted for. When educational material is requested, they will guide the patron to 
the location and answer any/all questions they may have. 
Responsibilities – Budtenders are responsible for insuring all transactions are put through POS 
machines and are accounted for. They also check manifests and delivery reports to ensure all 
product is accounted for.  
Relationships – Budtenders report directly to the dispensary manager. 
 

Security 
 

Roles – Security is responsible for ensuring the employees, patrons, and facilities themselves 
are secured and safe at all times. They will patrol grounds, as well as observe through cameras 
and interface with management to document any weaknesses found. 
Responsibilities – Security is responsible for insuring all inventory is where it needs to be and 
isn’t removed from the premises without proper documentation. They are also responsible for 
watching all employees throughout the day to avoid any possible theft, robbery, collusion, or 
any other possible infraction. Security will interface with management, as well as any hired 
experts, to facilitate any changes, testing or documentation of safety procedures. 
Relationships – Security reports to the facility managers as well as the Executive Management 
team. 
 

Bookkeeper 
 

Roles – The bookkeeper is in charge of the company’s financials. They ensure bills are paid, 
reports are made, cash is accounted for and payroll. (S)he will monitor transactions and 
properly record them in the correct computer system.  
Responsibilities – The bookkeeper is responsible for verifying all cash and bank 
deposits/receipts, preparing monthly journal entries and all financial statements as required or 
requested, and keeper of all manifests of inventory for product, coming and out of company. 
Relationships – The bookkeeper reports directly to the president and the executive director. 
 

Comptroller 
 
Roles – The comptroller provides a layer of checks and balances to the bookkeeper, harvesting 
staff, and cultivation center manager to ensure all weighs, cash and product are accounted for, 
and that all reports are accurate, on time and within regulations. (S)he will serve as the 
company human resource agent, handling all company benefits. (S) he will randomly spot check 
all parts of the company to ensure there is no collusion and to ensure all safeguards and 
reporting mechanisms are functioning properly and as intended. 
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Responsibilities – The comptroller is responsible for checking all inventory, cash deposits, 
receipts, reports, accounts payable/receivable, and ensuring an effective, efficient and solid 
audit trail is available for compliance officials or any other professional engaged, contracted or 
any way other affiliated with the company. Will monitor changes in company benefits, making 
sure N.A.P. is competitive in its offering to the employee’s, and beneficial to the company. 
Relationships – The comptroller reports directly to the executive director, and responds to 
outside compliance, accounting and legal teams. (S)he has only one boss - the executive 
director. To ensure neutrality and transparency, the comptroller may bypass the executive 
director and report directly to the board of directors with any suspicious or uncorrected issues. 
 

Marketing 
 
Roles – Marketing will work on achieving the greatest market share possible by constantly 
striving to increase our awareness within the industry and target market. They will use 
traditional media as well as social media and other means to attract new customers, product 
and exposure as well as working to retain what we already have. 
Responsibilities – Marketing is responsible for creating/monitoring all social media accounts 
updating for pricing changes as well as inventory, hours of operation, or any other changes to 
the company that customers need to know. They will be in charge of the website and must 
ensure it’s up to date with new blogs posts and other timely information posted daily. They will 
develop analytics to show conversion form viewers and followers of both our website as well as 
social media profiles.  
Relationships – Marketing reports directly to the president and executive director of the 
company. 
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8.0 Physical Structure of the Dispensaries/Cultivation Center 
All our facilities (Dispensaries and cultivation center) will have their entire physical structures designed 
around economy, easy consumer access and compliance within all regulations, zoning and ordinances. 
A number of components will be considered. All blueprints will be put through computer software 
programming in order for us to design and review it multiple times and add any input along the way 
before committing to construction. Natural Agricultural Products, LLC, its executive management staff 
and officers are dedicated to not only complying with all regulatory, permitting and construction 
requirements, but reaching beyond them and exceeding all expectations. It is our goal to design the 
most state-of-the-art, consumer friendly, secure and well-regulated cannabis facilities in the industry. 
We will strive to be the benchmark for all companies moving forward.  
 
Some of the major components within our facilities will include:  

1. Efficient, high wattage electrical system with renewable energy in the forefront 
2. Effective and efficient water supply and pipe infrastructure 
3. Proper ventilation with easy cleaning and maintenance access in mind 
4. National Fire Protection Association (NFPA) insured fire prevention 
5. State-of-the-art security provisions exceeding regulatory requirements 
6. Cleanroom like growing environments 
7. Luxury-style showcase rooms and display cases 
8. Easy access in/out with secured entry for all patrons 

 
9.0 Projected Growing Guide 
Cultivating marijuana includes multiple stages of life with a full cycle being roughly 4 months. 
Cannabis plants will go from seedlings to the vegetation (veg) state, then will start their 
flowering cycle before beginning their budding stage and finally it will be harvest time – which 
involves drying and curing the matured marijuana.  
 
Mother plants play a very crucial role in indoor cultivation and can save the cultivation team a 
lot of valuable time. The 1st stage of a cannabis plant’s life (Seedlings) can sometimes take a 
while before the plant reaches sexual maturity (Male/Female), because of that it is much more 
efficient to clone a plant that is already a matured female which will be able to begin flowering 
once roots have taken hold. This is possible because the mother plants will pass along their 
DNA to the clones, including age. By keeping the clones in the proper light cycle (18+ hours a 
day) they are able to stay in the vegetative state for extended time periods. 
 
Once clones have been established within their veg state, they are able to begin flowering 
immediately, but should ultimately be grown out in order to increase root mass and begin 
advanced life stages. Root growth is at its strongest during the veg state, so it is best to ensure 
maximum growth in the clones before moving on. 
 
The flowering phase is started by transitioning the plant’s light exposure from the 18+ hours per 
day they’re used to in the veg state to 12 hours on/12 hours off. That gives the plant the illusion 
of it being “fall” and they need to produce before winter comes. At this point the plant will 
begin to extend out and try to catch pollen (which it won’t find within the cultivation center). 
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When that happens, it’s called Sensimillia, which is a term given to unpollinated marijuana – 
which is a grower’s ultimate goal. 
 
Harvest time is the last stage and is as important, if not more important than the other stages. 
This is where you will cut the stalks of the matured buds from the plant itself and begin 
drying/curing the matured flower so it will become consumable through inhalation, extraction 
and any other means. Harvesting matured flower at the right time is key; if you harvest too 
early before the trichomes can become fully developed, the plant loses its potency – on the 
same hand if you wait too long, the plant will also lose its potency. It is key to ensure harvest is 
done at the right time to ensure maximum potency.  
 
As previously stated, drying/curing is the final phase before the marijuana is able to be 
consumed. Once you cut the stalks of the plant, the stalks will then be hung to dry in an air-
tight, enclosed area. After roughly 5-7 days, the stalks can be removed and then manicured 
some more to cut away any excess leaves and ensure only the bud remains. This ends the 
drying phase and all that’s left is curing. That happens when the dried buds are placed into 
different air-tight containers, allowing the remaining moisture to be distributed evenly 
throughout and not just on the exterior of the bud. This process usually takes between 4-8 
weeks and once complete, the flower is ready for sale.  
 
10.0 Product Offerings/Services 
 We will offer 8-12 unique strains of marijuana. Each strain will have a separate THC content. We will 
have varieties of all types of marijuana, Sativa, Indica and Hybrids. In addition to unique strains of 
flower, we’ll also have extractions, tinctures, edibles, pens, drinks and other various marijuana infused 
products (MIPs). Beyond flower, edibles and MIPs, N.A.P. will also have available for purchase various 
marijuana related accessories (Bongs, bowls, dab rigs, pens, vapes, etc.) 
 
One way we look to separate ourselves is to also offer educational services to our patrons and the 
public as a whole who may not be active patrons currently. The educational services will range from 
home growing classes (Where we will sell tents and starter kits after the class to individuals interested 
in cultivating their own marijuana at home) and informative classes on marijuana as a whole, to local 
marijuana laws and setting up yourself for employment within the cannabis industry, as well as many 
others in-between.  
 
At N.A.P. we are always striving for innovation and looking to set ourselves apart from other 
companies within the cannabis industry. 
 
11.0 Marketing Plan 
The marketing materials for Natural Agricultural Products, LLC (NAP) will consist of: 

• Brochure/menu 

• Business referral program 

• Company website (www.napbrockton.com) 

• Facebook page (@NAP Brockton) 

• LinkedIn account 

http://www.napbrockton.com/
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• Twitter/Instagram/Snapchat (@napbrockton) 

• Creating branded products and market to other dispensaries 

• Ads in industry magazines 

• Email blast to existing customers and other in target demographic 

• Customer appreciation program 

• Frequent buyer offers 
 

Web Plan 
 
Our website will have a dual goal: 1) to encourage visitors to sign up for our e-newsletter and 2) 
visit our dispensaries in person. The website will have a menu with vivid images and 
descriptions of each strain, edible, MIP, and any other product we offer easily accessible. On 
the main page of the website we’ll include: 

➢ Menu (Including any/all specials, all strains, edibles, etc.) 
➢ Location of the dispensaries with driving/public transportation routes 
➢ Hours of operation 
➢ Contact information (Including links to follow us on all our social media platforms) 
➢ Form for questions, comments or concerns 
➢ Jobs page with all open positions available 
➢ Archived news articles pertaining to marijuana and the marijuana industry 
➢ A blog updated daily 

 
Our growing content will increase our visibility for related keywords. People who look at 
archived articles will be encouraged to sign up for our monthly newsletter – which will include 
tips, special offers, introduction to new products and any other valuable information for our 
customers. It’s NAP’s goal to have our existing customers and prospective patrons receive 
enough promotion and education to understand and appreciate how serious and well-run our 
operation is. It’s our goal to become the premier recreational marijuana company in the 
Commonwealth. 
 

Company Awareness 
 

NAP will focus on all industry events nationwide, as well as various major market media that 
includes industry events, magazines, forums, trade shows, conferences, etc. We will work 
locally to help improve the lives of various groups, organizations and individuals. Our goal is to 
create a recognizable brand across the country and have all other cannabis companies look to 
us for guidance. 
 

Price 
 

Our pricing will be between $10.00 -$12.00 per gram retail, which is the industry average. Our 
mindset is to continue to be in the median-slightly-above-median price range of both smokable 
and edible marijuana products. Industry averages are around $8.00-$12.00 (and slightly higher) 
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for retail marijuana, depending on strain and potency. We will constantly monitor competitors 
to ensure we remain competitive. 
 

Customer Retention 
 

Employees of NAP will pride themselves on their customer service and company perception. It 
is our goal to create a relaxed atmosphere and an at-home type of environment where the 
employees know you and the customers feel comfortable. We will also be offering various 
classes, seminars and other educational-type events for adults 21 years and older in order to 
both increase the company’s exposure and respect as well as separate us from the competition. 

 
12.0 Inventory Control 
The Commonwealth of Massachusetts has mandated all marijuana facilities be equipped with 
“seed to sale tracking” systems in order to keep track of all inventory grown, stored and sold 
within the industry and ensure no diversion, theft or any other means takes place. This state-
wide mandate had been made easier by software companies who have developed technology 
to make the process simple and seamless.  
 
We will be using this software to keep track of all inventory records within the company. Each 
individual plant will be tagged and tracked form its entire grow cycle (seed, veg, bud, flower 
and harvest) through sale. Each transaction will be properly documented, tracked and then 
subsequently stored in our records for future reference.  
 
In addition to “seed to sale tracking” software, N.A.P. will also implement a number of other 
incident reporting forms, documentation software and other programs that will interface with 
each other in order to better track, record, documented and store all our inventory and records 
for inventory. We will ensure all transactions are trackable, transparent and honest. 
 
13.0 Compliance Checklists 
The Massachusetts Cannabis Control Commission has set forth a number of guidelines and 
regulations that need to be abided by at all times. We have looked at those regulations along 
with our legal team and together have comprised a list of compliance checklists and company 
guidelines to ensure all of our employees are trained and managed to be compliant with all 
guidelines at all times. We have combed through 935 CMR 500.000 and used the legal wording 
in that document to create our checklists to ensure maximum effectiveness.  
 
In order for us to maintain order, compliance and efficiency, all workflow and daily activates 
must be properly documented in order to ensure we are within all mandated regulations. For 
example, if it is mandated that at all times of harvest there must be a member of the executive 
staff present, on our checklist for our harvest there will be a spot for that particular manager to 
both sign in/out as well as initial next to final amounts with dates and times present for all 
weighing.  
 
 



 32 

14.0 Security Plan 
Natural Agricultural Products, LLC will work to establish adhere to a strict security protocol 
which will conform to, if not exceed all mandated regulations and guidelines. If needed, in 
addition to our established security measures we will provide additional security if voiced by 
the public, municipality, state or any other governing body. 
 
Due to federal law, we are currently prohibited from having armed security inside our facilities. 
However, we will have outside security companies present for all busy periods as well as 
anytime a cash shipment is being processed for delivery at any of our facilities. 
 
We will have all drivers equipped with GPS tracking devices as well as two (2) forms of separate 
communications. All facilities will be built out with the most state-of-the-art security cameras, 
motion sensors, alarms, key cards, window breaking systems, cash registers, safes, and all other 
equipment and security devices installed within our company.  
 
In addition to every individual measure taken for security measures through technological 
means, we will also train each employee personal member in specific emergency action 
responses, employee accident reporting, investigation policies, fire prevention, potential 
hazardous material storage, and any possible security issue that may arise. 
 
15.0 Appendix 

• Boulder, CO recreational marijuana information found at: 
thecannabist.co/2017/12/12/colorado-marijuana-sales-data-calculation/94514/ 

• Marijuana specific info found at mjbizdaily.com 

• Demographics info for Abington and Holbrook found at: suburbanstats.org 

• Demographics info for Avon, Brockton, East Bridgewater, Easton, Stoughton, West 
Bridgewater and Whitman found at: towncharts.com 

• Demographics info for Bridgewater found at: neighborhoodscout.com 

• Average marijuana consumer info found at: cannabisconsumer.org 

• Marijuana market growth rate information found at: 
https://www.statista.com/statistics/794471/us-legal-use-cannabis-market-growth-
state/ 

• Financial information found from various sources and later analyzed, compounded and 
input by maker of business plan 

• Recreational Marijuana effect info found at: https://news.lift.co/five-years-effects-
legalization-colorado-washington-state/ 

 
 
 
 
 
 
 

https://news.lift.co/five-years-effects-legalization-colorado-washington-state/
https://news.lift.co/five-years-effects-legalization-colorado-washington-state/
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                                                       EXECUTIVE SUMMARY 
 
2.0 Cannabis is a new and exciting Industry introduced to Massachusetts by the will of the 

voting population in 2016. Natural Agricultural Product’s business plan has been created to 
lay out pertinent information gathered from states that have approved the recreational sale 
of cannabis for a number of years. This business plan will cover our mission, site analysis, 
trends, demographics, finance, employment, inventory, and marketing strategies. All 
informational statistics obtained are listed in the appendix on the last page of this report. 
 
Site analysis is based off a 5,000 sq. ft. retail dispensary location, a tier 2 cultivation facility 
up to 10,000 sq. ft., and 3,000 sq. ft. office space, our future is to open 2 more retail 
dispensaries, and increase cultivation to 80,000 sq. ft of canopy in the same cultivation 
facility. The timeline goal for all to be at full capacity is year 2020. 
 
Demographic information was obtained from government-reported census websites 
(census.us and neighborhoodscout.com) compiled into charts as to be easily read, and 
compared. Marketing information explains strategies, and avenues to explore to identify 
and target our cliental, and demonstrates the needs to retain our customer base. Various 
websites such as cannabisbusinesstimes.com, forbes.com, mjbizdaily.com, and 
cannabisconsumer.org were used to analyze the business plan information. The marketing 
tools suggested were blogs, face book, linked in, twitter, Instagram, snapshot, and other 
social media sites, which we will use toward marketing to individuals 21 years and older. 
 
Financial information is based off national averages and has been kept to a very 
conservative level. Information provided by times.com and mjbizdaily.com, marijuana shops 
have a national average profit of $974/ per sq. ft. and our finances have been based off 
$850 per sq. ft. Our plan is having 5,000 sq. ft. retail, at the conservative rate of $850 per sq. 
ft., each dispensary would generate 4.25 million per location. Cultivation according to 
newfrontierdata.com the average harvest is $1,120,100 per acre which breaks down to 
$257,623.00 for 10,000 sq. ft. harvesting 3-4 times at average per year, adding $1,000.000 
plus for each 10,000 sq. ft. of canopy. Natural Agricultural Products has the capacity to 
expand their facility up to 80,000 sq. ft., and plan to be at full capacity within 2 years of 
operation. 
 
Natural Agricultural Products has researched, and contacted qualified, experienced personal 
that have the ability to train employee’s the rules and regulations provided by the Cannabis 
Control Commission of Massachusetts. N.A.P. will require that all employees attend 
seminars pertaining to the 935 CMR 500.00: Adult use of marijuana provided by the 
Commonwealth of Massachusetts at the company expense. N.A.P. will also conduct 
continuing educational classes, keeping staff up to date on changes to the regulations, and 
requirements that the CCC could alter or add in the future as the Industry progresses. 
 
The business plan will cover market needs, trends, and growth, with a strategy to 
accomplish these goals. Pro-forma, and financial statements are subject to change 
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depending on a variety of circumstances such as growth, expansion, and acquisitions. Our 
focus is to open one (1) retail dispensary, and one (1) cultivation facility in the city of 
Brockton in 2019, the City of Brockton limits one license to all applicants for any and all tiers 
of licensing. N.A.P. has the research, and development team working on retail locations in 
Fall River, and New Bedford Ma. that has similar demographics and population as Brockton. 
 
Natural Agricultural Products will progress to extractions of cannabis for vape pens, 
tinctures, ointments, chocolates, candies, etc. These are other revenue streams that N.A.P. 
will develop within the first year of opening. N.A.P. has had conversations with 
entrepreneurs that market smoke shops that would accommodate the retail cannabis 
Industry, and increase foot traffic which will attract more businesses to our locations. N.A.P. 
has chosen the City of Brockton to use as our model for the opening our first retail shop, 
and cultivation facility. The model that N.A.P. will use comes from Boulder Co., whereas the 
population and household medium are close to the same. The difference that you will see in 
the business plan is the potential to capitalize on the market that abuts the city of Brockton 
that is 3 times larger than Boulder Colorado. Brockton is considered the hub of the South 
Shore, also referred to as the gateway to the Cape, and survey’s show that most of the 
residents that live in towns near by originated from Brockton. These are few of the reasons 
why Brockton was selected to be home to our company. 
 
The N.A.P. plan within 5 years of operation, year (1) have 1 dispensary running at full 
capacity, with all revenue steam Flower, edibles, tinctures, and oils, smoke shop, glass 
blowing shop, and once approved a diner or bakery with Marijuana Infused products. After 
first year we will be looking to open two more dispensaries in different communities, such 
as Fall River and New Bedford Ma., we have made contact with town officials there, and 
would be happy to negotiate a host agreement with them at a timeline suitable for all 
parties, this would be year two. The start of year three N.A.P. will acquisition all properties 
that are dispensaries and cultivation centers and rehab the buildings to framework or 
theme of the neighborhood, in a environmentally friendly manner. The company will covert 
to clean energy, with the installation of solar and wind power, setting an example to others, 
and assisting other companies on the process of going green. The company’s future in the 
5th year will be to get factories up and running again in Brockton to manufacture Hemp 
products, hemp is now used to manufacture rope, but in the 1930s clothing was made of 
hemp, and the material would last for 30 years, but after the 2nd world war it became illegal 
to use hemp, because no one was buying cotton products, the special interest won that 
battle, but now hemp is back in the market, and is estimated to be a trillion dollar Industry. 
N.A.P. plans to manufacture products such as belts, hats, pocketbooks, wallets, and most of 
all shoes. Brocktons history boasted being the shoe capital of the world, and N.A.P. would 
love to repeat history. 
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