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This document is a highly confidential draft plan for your eyes

only. It is a read only document not to be shared with others nor
downloaded or copied without written permission.

This is document is simply a guide in which items are to be added, withdrawn and changed as this proposal
progresses into a working document.
Other than indications of support the only persons and organizations committed to date are as follows:
1. Gary W. Bowersox – Director, CEO                                30. James Ferla – Display Cases
2. GeoVision, Inc. - Stockholder                                           31.  Michael Avery – Theater Design &Equip
3. Carolyn Yacoe- Director                                                   32. Toshiyuki Momozawa-Director/Stockholder
4. Gene Starnes, Starnes Jewelers – Stockholder                  33. John Temple Swing - Stockholder
5. Westwind Communications Inc. – Stockholder/PR Co.   34. Robert & Deborah Moffitt - Stockholder
6. Karla Brom Proud – Gem Hunter/Director                       35. Dionicia “Joni” B. Redick - Stockholder
7. Forrest Witter – Stockholder
8. Charles and Celia Neitzke -Stockholders
9. Ghulam Sabir Rasool – Minerals/Engineer – Director
10. Donna Bradshaw -Stockholder
11. Ron Ringsrud - Gem Hunter – Event
12. Guy Clutterbuck – Gem Hunter – Event
13. R. Sam and Susan B. Rakes- Stockholders
14. Chuck and Shirley Lund- Webmasters and Stockholders
15. Elias N. Kenning – Stockholder
16. Thomas Sullivan – Director/Stockholder
17. Lynne Nakama – CPA account/bookkeeping
18. Rick Valluzzi – General Contractor
19. Ed Kohara – Customs Broker
20. Willis Yap – Insurance
21. Myrleen E. Bowersox – Corp. Secretary/Stockholder
22. Atsuko Jonokuchi-Au – Gem Sales Consultant
23. Maria Steele – Gem Sales Consultant
24. Davie Young – Architect
25. Thomas Santos – Banker
26. Michael O’Connor – Attorney
27. Charles and Mary Ann Dodson – Stockholders
28. Dr. Lawrence W. Snee – Stockholder
29. Matthew Leeming - Stockholder
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                                         MISSION STATEMENT

To design, build and operate a high quality gem, mineral and jewelry museum in which
all items will be for sale to Hawaiian residents, Hawaiian visitors and US Military via and
on a Internet web site. The museum will sponsor public lectures, seminars, tours, and
films and offer for sale books on gems and minerals.
The Museum/Store is to be a profitable, stockholder owned corporation headquartered in
Waikiki, Honolulu, Hawaii with a staff of highly trained bi-lingual personnel.

                                          PROPOSAL

To open a museum/store office in the heart of Waikiki, Honolulu, Hawaii during April
2006 titled the Gem Hunters Corporation – Gem, Mineral and Jewelry Museum
Store.

                                         PURPOSE

To sell gems, jewelry, mineral specimens, lapis products, books and films to the seven
million plus Hawaii tourist and the one million plus Hawaiian residents as well as via the
Internet.

                                         THEME

A museum atmosphere and decor where adventure and educational films, lectures and
seminars are provided by  “The Gem Hunter” – Gary W. Bowersox and other gem and
mineral experts including foreign experts.

                                         PROMOTIONS

To promote guest speakers from foreign gem mining areas such as Afghanistan,
Australia, Burma, Brazil, Colombia, Kenya, Laos, Madagascar, Nigeria, Pakistan, Sri
Lanka, Thailand, Tajikistan, Viet Nam and Zambia.

                                        WORLD EXPERTS

To draw on the world’s experts in the gem and mineral industry for personal, event and
financial support either as owners or creditors for inventory purchases.

                                        INVESTMENTS

To initially establish an organization owned by gem industry experts, directors and
employees. The organization will remain private for five years. At the end of five years
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the owners may elect to hold a public stock offering and may elect to franchise the
operation.

                                        START UP-TIMING

Staffing, legal, financial and location commitments started during January 2005. Over all
timing will depend on comments received during the period June 2005 to September
2007. The goal is to start operations during March 2006 with a Grand Opening set for
September 2007.
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                                                     STRATEGY FOR
                                          GEM HUNTER COPORATION
                        GEM, MINERAL AND JEWELRY MUSEUM STORE

The overall goal is to produce an organized, financially profitable, solvent, effectively
managed firm.

A. Marketing and Sales:

                 1. Long-range Strategy

To obtain a sales level of $3 million annually within three
years.

To become one of the top fifteen Hawaiian attractions
within three years.

                                                  To create an image of gem and mineral industry
                                                        knowledge.

To develop a design and manufacturing operation to make
designer jewelry.

To develop U.S Mainland, foreign and Internet markets.
To franchise the operation to other cities or self-finance

future museum/stores by becoming a public company
via issuance of stock ownership.

                   2. Short-term Objectives

To develop a marketing program.
Establish contacts with major suppliers and lecturers.
To hire small, high quality staff.
To specialize in gemstone retailing and promote the gems

and minerals via seminars, films and lectures to tourist
and Hawaii residents.

To maintain a more than adequate gemstone (including
diamond) and mineral inventory in order to offer
customers a wide selection of products.

To develop a Hawaii based market.
To develop and maintain a web site for international sales
To locate investors
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                     3.  Reason for this Approach

If the firm is to be a serious competitor in the gem and mineral retail
business the firm will require an expanded well-marketed product line not
seen in Hawaii currently. The firm must build its reputation on its knowledge
and contacts in the world’s gem and mineral markets.

      B.   Financial Status

                    1.  Long-range Strategy

                                       - Build a profitable financial stable firm.
                                       - To pay a bonus to employees.
                                       - To pay dividends to stockholders.

                   2.   Short-term Objectives

                                       - To develop a financial plan
                                       - To sell $250,000 in common stock equity to obtain cash for
                                          office space and equipment.
                                       - To finance and sign a lease agreement in Waikiki and then
                                          build an office with theater and sales museum.
                                       - To obtain working capital for wages and commissions from the
                                          sale of inventory.
                                       -  Maintain strict guidelines on expenditures for operational

       activities.

3. Medium-term Objectives

         - To sell $250,000 in common stock equity to complete office
      construction.
   - To sell $750,000 in common stock to increase inventory.
   - To attract foreign customers for rough and cut gems.

4.  Reason for this Approach

                                    To become a viable and accepted entity in the gem and mineral
             retail industry, GHC must  keep control of operational expenses to stay profitable
             and obtain growth capital for expansion from investors.
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  C.  Management, Production and Organization:

1. Long-range Strategy

- Develop an effective, efficient organization.
- Develop the capability to produce and subcontract jewelry

products.
- Develop worldwide sales via the Internet

2. Short-term Objectives

- Hire salespeople and administrative people to meet the sales growth
      targets of GHC.
- Clearly define the job scope of all individuals so that no gaps in
       administration duties develop.
- Develop administrative and financial management procedures.
- Establish accounting, management, inventory and information

systems.

3. Reasons for this Approach

                      The president’s strength is in the field of marketing and long-range
                      planning. Salespeople and an office manager will provide the firm with
                      day-to-day revenue generation, and financial and operational
                      administration, respectively.

   D. Employee Interest and Firm Resource Usage

GHC is new and has three contract employees. The Board of Directors with Gary
W. Bowersox as Chairman and President has been approved. Two sales people
are now on contract. The next step is to hire an additional sales person, a
secretary/treasure, and part-time gemologist.
One sales person must be qualified in the gem business and be bi-lingual in
Japanese and English.  At a later date a Vice President of Marketing and Sales
expert will be added to the staff.
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                           STRATEGY PLAN MILESTONES AND INDICATORS

     Listed below are the major milestones or indicators for this plan and their anticipated
date of completion. GHC was Incorporated in Hawaii on August 1, 2005.

                                                                                                                     Anticipated
                                                                                                                         Date of
Areas of Concern            Milestone or Indicator                                          completion*

A. Marketing             - Achieve $500,000 in sales                                  36 months
      and Sales               - Achieve $700,000 in sales                                 48 months
                                    - Develop a marketing program                           12 months

B. Financial               - Equity Sales of:
Status                        $20,000                                                                1 months
                                  $20,000                                                                6 months
                                  $20,000                                                              10 months
                                  $20,000                                                              12 months
                                  $20,000                                                              15 months

C. Management,         - Set up legal corporation (Competed)                    1 month
Production and       - Open bank account (Completed)                         1 month

      Organization           - Select Board of Directors (Completed)                3 months
                                      - Locate Mineral Supplier (Completed)                10 months
                                     - Locate Diamond supplier (Completed                 10 months
                                     - Hire administrative Assistant                               15 months
                                     - Sign lease (Completed)                                         1 months
                                     -  Sign Construction contracts (completed)             4 months

-  Develop accounting and                                     15 months
    management information system
- Hire two people (completed)                                 4 months
- Hire part-time Gemologist                                   18 months
- Hire secretary/bookkeeper                                   20 months
- Select Sales Manager                                           24 months
- Hire V.P. of Sales and Marketing                       48 Months
- Hire two salespersons                                         23 months
- Hire Inventory controller                                    48 Months

*Number of month after 11/1/05
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ANALYSIS OF GEM HUNTERS CORPORATION’S STRENGHTS,
WEAKNESSES AND PROBLEMS

There are three major areas of concern for the Gem Hunter Corporation. These areas of
concern can be classified as:

- Marketing and Sales Activities
- Financial Status
- Management, Production and Organization

Area of
Concern                                    Strengths                     Weaknesses

Marketing                  - Firm will start with a              - Company is new to
And Sales                     large selection                           market
                                     of inventory

                          - The inventory selection          - Time required to
                             will be wider than any              become known in
                             competition.                              Honolulu

                           - President has strong               - Time needed to
                              back ground in the                    locate and train

                                       gem sales after 38                    staff.
                                       years in the field

                                    - President has good                 - Untested marketing
                                       foreign contacts for                  strategy
                                       lectures and a new
                                       supply of inventory

                           - Tourism and population         - Hawaii tourism declines
                              are on the increase.

                           - Over 7.5 million tourists
                              and over 1.2 million residents
                              in Hawaii
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Financial                     - Potential equity                      - Time needed to
Status                            investors have been                   obtain equity
                                      identified to invest                     capital is unknown
                                      cash into company

                                    -The company will not            - Untested
                                      have to rely on debt
                                      funding to start
                                      operations.

Management,             - President has previously           - Start up depends on one
Production                    organized businesses in               man until others are
    and                            Hawaii                                         in position and effective.
Organization
                                                                                      - Untested staff
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                                   DIRECTORS, OFFICERS AND STAFF
                                          ( See Resumes Exhibit A and B )

BOARD OF DIRECTORS: Chairman –Gary W. Bowersox, Hawaii, Gem & Events
                                              Director  – Karla Brom Proud – Gem Miner, designer, Sales
                                              Director  – Carolyn Yacoe –Hawaii-Museum/Filming
                                              Director  -  Myrleen Bowersox - Hawaii
                                              Director -                                    (Hawaii)
                                              Director  - Toshiyuki Momozawa- Japan – Japan Jewelry
                                                                Trade
                                              Director  -                              , US-Gem Wholesale/Retail
                                              Director – Sabir Gulam Rasool  – Pakistan Gem & Minerals
                                              Director –  Thomas Sullivan – Marketing and Real Estate

OFFICERS – President and CEO  – Gary W. Bowersox
                       Vice President         –
                       Office Manager       –
                       Secretary                  -  Myrleen Bowersox
                       Treasurer                 -

EMPLOYEES – Gemologist –
                            Sales Manager –                        (Retail sales expert)
                            Sales Consultant – Atsuko Jonokuchi-Au
                            Sales Consultant – Maria Steele
                            Computer Programs &
                            Inventory Controller-
                            Sales (Web) – Shirley Lund

OUTSIDE SALES – ASSOCIATES (12% commissions)
                               -
                               -

-
-

Compensation for employees and directors will be established and approved by the Board
of Directors during its first meeting. It is envisioned that both groups will make a
majority of their long-term profits through a company stock investment program.
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                                  LOCATION AND LEASE
                                       (See Photos Exhibit D)

Six year lease 2222 Kalakaua “The Waikiki Galleria Office Tower,” Suite 1414 in
Waikiki, Honolulu, HI 96815, USA.

                   (See Waikiki Photo – Building is the one with the arches)

                 OFFICE DESIGNS
                (See Plan Exhibit E)

The 1650 sq. ft. office/museum/theater has been selected and a six year lease signed.
The small theater will have the décor of a gem mine and the museum is to be a scaled
down version of to the Smithsonian Museum of Natural gem exhibit located in
Washington, DC.

                                       OFFICE LEASE
                                           (Exhibit F)

                                       ( Filed in Office )
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                               MARKETING AND ADVERTISING PROGRAM

To promote sales of gems, mineral specimens, lapis products, lectures, films, museum
tours and books to the local market composed of over 1.2 million Hawaii residents and its
7.5 million tourists on Oahu. (See support data from U.S. Census Bureau and the Hawaii
Department of Business, Economic Development & Tourism.

The marketing program is scheduled to begin November 27th 2005 in Honolulu, HI with
film and lecture series plus special exhibits/sales. (See Promotions and Public Relations)

                                                    PRODUCTS

1. COLORED GEMS
2. DIAMONDS
3. MINERAL SPECIMENS AND SAMPLES
4. FILMS “THE GEM HUNTER” and Location films
5. BOOKS –

A. “GEMSTONES OF AFGHANISTAN”
B. “THE GEM HUNTER-True Adventures of an American in Afghanistan”
C.  FRED WARD’S BOOK SERIES ON GEMS

6. GUIDED TOURS OF MUSEUM AND FILM
7. SEMINARS

      8.   LAPIS PRODUCTS – DESK, TABLES AND CARVINGS
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                           PROMOTIONS AND PUBLIC RELATIONS

TO PROMOTE THE FOLLOWING EVENTS VIA E-MAIL, DIRECT MAIL CARDS,
INTERVIEWS (RADIO AND TV), WORD OF MOUTH AND TOURIST
MAGAZINES (THIS WEEK OAHU, AND OAHU GOLD)

FEBRUARY 21ST, 22ND, 23RD, AND 24TH – GARY BOWERSOX – CENTRAL ASIA
MARCH 7TH,8TH, 9TH AND 10TH –  HEALING WITH GEMSTONES
MARCH 21ST, 22ND, 23RD AND 24TH - SABIR GULAM RASOOL- PAKISTAN
APRIL 18TH, 19TH, 20TH AND 21ST – ILHOM NARZIER – TAJIKISTAN
MAY 2ND, 3RD, 4TH, AND 5TH – GARY BOWERSOX – CENTRAL ASIA
MAY 16TH,17TH, 18TH AND 19TH – RON RINGSRUD -  COLOMBIA
MAY 30TH, 31ST JUNE 1ST AND 2ND- MIR WAEES KHAN JEGDALEK
JUNE 13TH, 14TH, 15TH AND 16TH – GARY BOWERSOX- CENTRAL ASIA
JUNE 27TH, 28TH, 29TH AND 30TH – JOAO MONTEIRO - BRAZIL
JULY  11TH, 12TH, 13TH, 14TH – GARY BOWERSOX – CENTRAL ASIA
JULY  25TH, 26TH, 27TH AND 28TH – PENDING
AUGUST 8TH, 9TH, 10TH AND 11TH.- PENDING
SEPTEMBER 12TH, 13TH, 14TH AND 15TH- GARY BOWERSOX-CENTRAL ASIA
SEPTEMBER 26TH, 27TH, 28TH,29TH KARLA BROM PROUD –OREGON SUNSTONE
OCTOBER 10TH, 11TH, 12TH AND 13TH – OPAL
OCTOBER 30TH, 31ST, NOV 1ST AND 2ND – GARY BOWERSOX- CENTRAL ASIA
NOVEMBER 14TH,15TH,16TH AND 17TH –
NOVEMBER 28TH, 29TH, 30TH AND DEC.1ST –GARY BOWERSOX-CENTRAL ASIA
DECEMBER 5TH – HOLIDAY PARTY
DECEMBER 6TH-24TH & 26TH-28TH– HOLIDAY SALES
DECEMBER 25TH – CLOSED
DECEMBER 30TH, 31ST, JANUARY 1ST AND 2ND CLOSED.
JANUARY 9TH, 10TH,11TH AND 12TH – GARY BOWERSOX- CENTRAL ASIA

OTHERS PENDING – AUSTRALIAN
                                    - SRI LANKA
                                    - BRAZIL
                                    - GEM FACETING

To promote special programs for children on the “Gem Hunters.”  The Gem Hunter, Gary
W. Bowersox, will tell stories of gem hunting and show his film after which the children
will be allowed to hold gems and minerals.
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SPECIAL FILMS AND LECTURES TO TARGETED GROUPS:
1. JAPANESE TOUR GROUPS
2. CRUISE LINES
3. CONVENTION ATTENDEES
4. LOCAL HAWAIIAN GROUPS
5. TRAVEL AGENTS AND OPERATORS
6. RESTAURANT OWNERS
7. HOTEL EMPLOYEES
8. MILITARY PERSONNEL
9. CAB DRIVERS
10. AIRLINE EMPLOYEES
11. CHINESE TOURISTS
12. HAWAII SCHOOL CLASSES
13. HOTELS
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                               ANNOUNCEMENT

                          LECTURE SERIES
                        Honolulu, Hawaii

Gary W. Bowersox, “The Gem Hunter,”
who has purchased and sold millions of
dollars in gemstones over the last thirty-eight
years will provide you with his secrets.
1. How to grade gemstones
2. How to evaluate and price gems
3. How to purchase and sell gems
4. Learn about the origin of gems

Sign up now for one of these six seminars:

Morning Seminars (9AM to 12 noon)
April 9th, April 14nd

Afternoon Seminars  (2PM to 5PM)
April 9th, 14nd

SIGN UP AT:
Gem Hunters Corporation at www.TheGemHunters.com  OR  call 808 277-2543

LOCATION – 2222 Kalakaua Ave. Suite 1414, Honolulu, HI 96830 808-277-2543 or
808 792-3332    The fee for each seminar is $29.00.

Gary W. Bowersox
Internationally recognized gem hunter,

explorer, author and gemologist
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                       FILMS, LECTURE, SEMINARS AND MUSEUM TOURS

Film – “The Gem Hunter In Afghanistan”

LECTURES – (SEE PROMOTIONS FOR GUEST LECTURES)

SEMINARS – “How to Grade, Buy and Sell Colored Gems” By Gary W. Bowersox
“The Gem Hunter”

SCHEDULED FILM PROGRAMS – Thursday – Friday -11 AM and 5 PM daily
                      - Saturday  11AM, 3 PM, 5:30 PM

                           (No scheduled programs for Sunday and Monday)

LECTURE AND SEMINARS – As Scheduled

                 PRICES OF FILM/LECTURE AND MUSEUM TOURS

1. FILM/MUSEUM TOUR - $8.00 (COUPON ½ OFF)
2. FILM ONLY ($5.00)
3. MUSEUM – GUIDED TOUR ($3.00)
4. MUSEUM – NON GUIDED ONLY ($2.00)
5. SEMINARS - $29.00 EACH
6. GUEST LECTURES - $8.00

         CHILDREN TO AGE 15 – FREE

          INDIVIDUAL ANNUAL PASS - $25.00 (Includes Lectures but not seminars)
          IMMEDITATE FAMILY ANNUAL PASS - $65.00 (Includes Lectures but not
          Seminars)
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                               ADVERTISING and PROMOTIONS

1. Advertise via weekly ads in This Week Oahu
2. Oahu Gold (including coupon for discount film and gem)
3. Best of Oahu Magazine
4. Trolley Magazine & Trolley Stop Announcement
5. Hawaiian Telephone Yellow Pages
6. Direct Mail postcards for Events
7. Handout Rack cards – for outside sales promoters (on commission)
8. Personal written invitations
9. Japanese tour groups
10. Airline Magazines
11. Tour Guide Books
12. Chinese Tour Groups
13. Newspaper Ads
14. Radio and TV interviews
15. Weekly Hawaii
16. UH Film Showings
17. Don Brown’s TV programs
18. Over the Rainbow Production
19. Military Base Presentations
20. Business Network International (BNI) presentations
21. Rotary International Presentations
22. Articles in Travel Magazines including Hawaii Air
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                                                    STOCKHOLDERS

                     PROPOSED STOCK AUTHORIZATION, ISSUE AND PRICES

  COMMON STOCK

The initial goal is to offer 25 people 6,000 shares of stock at $100.00 per share. Future
issues will be determined by the Board of Directors with stockholders approval.

Current price per share:  $100.00

Curent shares sold: 6,630

Current Equity Invested: $663,000.00

Current list of Stockholders:

- GeoVision, Inc. (Gary Bowersox) 5,000 shares at $100.00 each
- Gene Starnes
- Westwind Communications –
- Forrest Witter
- Charles and Celia Neitzke
- Donna Bradshaw
- R. Sam and Susan B. Rakes
- Chuck and Shirley Lund
- Elias N. Kenning
- Tom Sullivan, Trust
- Charles and Mary Ann Dodson
- Myrleen Runnion
- Dr. Lawrence Snee
- Matthew Leeming
- Toshiyuki Momozawa
- John Temple Swing
-     Robert and Deborah Moffitt
-     Dionicia “Joni” B. Redick
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                                            JEWELRY COMPETITION

     There are 555 jewelers listed within 50 miles of Waikiki. The vast
majority are small jewelry carts and shops. Only one, Maui Divers of Hawaii
Ltd., offers a tourist tour of their jewelry making factory and diving for coral
film. Maui Divers sales were $73 million (2006 report)
Major International competitors located in the Waikiki area with high line
gems and jewelry will be Cartier Inc., Inc. Tiffany & CO, Yokohama
Okadaya.
    Locally owned high line competitors will be Cathy Kai Fine Jewelry,
Diamond Gallery, Haimoff & Haimoff Creations in Gold, Hallmark
Jeweler’s, Kakesako Brothers Jewelers, Michael’s Fine Jewelry and The
Wedding Ring Shop.
Medium-end competitors will be the jewelry chain operators such as Ben
Bridge Jeweler and Zales Jewelers and all the small cart jewelers.

Note: No jeweler in Hawaii has the quantity or quality of gems available    
           in the Gem Hunters Museum/Store. Ninety five percent of all jewelers
           in Hawaii pay a 12-15% of gross sales to their landlords. GHC has no
           percentage rent.
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EVENT COMPETITION FOR TOURIST TIME
                  ON OAHU (HONOLULU)

                1.   Polynesian Cultural Center
                2.   Pearl Harbor (Arizona)

3.   Sea Life Park
4. One Day Outer Island Tour
5. Luau’s
6. Iolani Palace
7. Dole Cannery
8. Bishop Museum
9. Honolulu Zoo
10. Dinner Cruise
11. Golfing
12. Parasailing
13. Scuba diving/Snorkeling
14. Sky Diving
15. Submarine voyages
16. Glider Rides
17. State Capitol
18. Diamond Head Hike
19. Honolulu Academy of Arts
20. Modern Art Museum
21. International Market Place
22. Waikiki Aquarium
23. Hilo Hattie’s Hawaiian Fashions
24. Maui Divers Jewelry Design Center Tours
25. Foster Botanical Gardens
26. Lion Botanical Garden
27. National Memorial Cemetery/Punchbowl
28. Valley of the Temples
29. Waimea Bay and Sunset surfing
30. Waikiki Surfing
31. Waimea Falls Park
32. Helicopter ride
33. Kualoa Ranch – Horseback Riding
34. Pacific Aviation Museum
35. Mission Houses



24

                                      SECURITY (CLASSIFIED)

                                                   ADVISORS

a. MARKETING ADVISOR – Raymond Riss, SCORE Counselor,
Commission to America’s Small Business

b. LEGAL – Michael F. O’Conner, Attorney at Law
c. CONSTRUCTION – Rick Valluzzi
d. ARCHITECTURE – Davie Young
e. ADVERTISING & PR – Scott Lorenz and Toby Tamaye
f. ACCOUNTING & TAX- Lynn Nakama, CPA
g. BANKING – American Savings Bank, Home Street Bank
h. SECURITY ADVISOR – (NAME NOT TO BE SHOWN)
i. CUSTOMS – Ed Kohara
j. INSURANCE – Willis Yap
k. TRAVEL – Pat Yee
l. PUBLIC RELATIONS -  Toby Tamaye
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