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1. EXECUTIVE SUMMARY
C&C (Clean & Clear) Co., Ltd is a new company in plastic industry. We bring into the market two kinds of cleaning implements that are plastic wastebasket and broom. C&C Co., Ltd is owned by David and Emily Anderscott, who are also its founders. We are proud of our modern manufacturing chain including high-technology machinery, very skilled labours, good product distribution system and loyal staff. Although we have just started up for some months and many drawbacks in the operating process occur, it is ensured that the business is on the right way because we are taking advantage of all beneficial resources and there are many optimistic signs from the market and financial statistics.
In the first year of production, we use a large amount of money in our fund to advertise the company and products. We plan some marketing programs that we find useful for us to attract consumers and make our brand name widely known. We purchase advertisements on television, radio, and billboard, especially on newspaper and magazine. The volumes of advertisements will be very much in the first four quarters and decrease gradually in the four ones left.
We expect sales revenue of above $800,000 after eight quarters. A loss could occur at the very first stage, but the gross profit margin as well as net profit margin is forecast to increase rapidly over the period. The total assets of C&C would be enlarged to ten times of current situation. It will help the company to pay off the mortgage by the end of year 1 to avoid the interest expense. With enough cash on hand, we would only need short-term loan in the first quarter. We also intend to invest in short-term marketable securities so that the interest income would add more value to the profit of the company. All together, the owner’s equity would rise from $274,272 in quarter 0 to $10,008,901 in quarter 8 and bring many benefits to the company’s owners. Those financial indicators promise a growth prospect for C&C Co., Ltd.
1.1 Mission statement

C&C Co., Ltd provides the customers who are care about the environment with high-quality cleaning implements. We are working for a clean and clear environment as well as health benefits of the community. We also help people protect their surroundings by enhancing their environmental awareness.

1.2 Objectives

· To be ranked among top 5 in the industry

· Capture 15% of the market for the two product

· Increase total sales revenue to $800,000 by the end of year 2

· Totally sell 70,000 units of the two product in 2 years
· Improve gross profit margin to above 30% and net profit margin to above 15%

2. COMPANY SUMMARY

C&C Co. is a Limited Company manufacturing high-quality cleaning implements for households and offices. We stepped into this state several months ago. 

2.1 Company ownership 

C&C Co., Ltd was established by David and Emily Anderscott in the last quarter of the year 2005 and is currently financed by them and a small group of investors. These owners do not directly manage the business enterprise. A chief executive officer (CEO) and three directors are employed to administer marketing, operation and financial activities.

2.2 Company location and facilities

C&C Co. owns a factory capable of producing 11,100 units per quarter. It is located in an industry zone in Binh Duong Province. We have installed a modern manufacturing system using Japanese technology that may be considered our significant competitive advantages accompanying with experienced labours. Our main office is situated in Ho Chi Minh City, managing all of the operating activities of the business. Besides, we have just opened a new agency in Ha Noi, which is hoped to help us increase our proportion in the domestic plastic industry. 

2.3 Products 

Two product lines of C&C Co. Ltd are plastic wastebasket and broom. They can be used in households, offices and in public places. Our products are distinguished with ones of other company by their different appearance and guaranteed quality. We seriously focus on diversifying the appearance of our products and are researching to improve the materials in order to increase their durability. We also will do research on effects of our products and manufacturing activities on the environment and customers in order to provide better services. 


2.3.1 Product description

At present, C&C is manufacturing two products that are not complementary or substitute goods.

· Wastebasket: We produce two versions of this product, average size and big size. Big-size wastebaskets can be placed in public places such as roads and parks. Average-size ones aim to serve households and offices. Both of two versions are designed to have funny appearance of several animals and birds. We hope our nice wastebaskets will contribute to beautify cities’ appearance as well as being useful for local people’s environmental protection. Moreover, we believe that our “funny” wastebaskets can partly educate children’s environmental awareness. 

· Big size: h = 120cm, ( = 60cm

· Average size: h = 50cm, ( = 30cm
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Picture 1: Wastebasket designs in big size
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Picture 2: Wastebasket designs in average size
· Broom: Our plastic brooms are designed to give customers convenience when doing cleaning due to their vivid colours and suitable sizes. Their soft frayed-bristle brushes and tough handles can help users to clean even hard-to-reach areas. Beside the normal size, we provide short-handle brooms for children to assist them get familiar with tidying up their abodes and enjoy this activity. 
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Picture 3: Broom designs in normal size
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Picture 4: Plastic broom in small size
2.3.2 Future products

We would like to be the leading company in the domestic plastic industry and be able to attack other markets in South East Asian. We have an intention of launching several cleaning implements such as some special brushes, roller bucket (wringer), dustpan, plastic gloves, boots and helmet as well as continuing to develop the current products.
3. OPERATIONS PLAN

3.1 Raw materials

Building a strong relationship with supplier is vital, as we do not expect our manufacturing capacity is minimised because of lack of raw materials. Seeking for a reliable supplier will help us not have to store so many raw materials for precaution and therefore keep the warehousing costs at the possibly lowest level. 

In case of shortage of raw materials, we will adjust labours and plant yield, but we believe that we can foresee and avoid this bad situation due to the construction of good relationship with the supplier and our precaution policies. In the near future, when we increase the plant capacity, we may order more raw materials to receive discount. 

3.2 Product quality



Despite influence of advertising, product quality may be the most important factor affecting customer’s selection. Therefore, we always focus on enhancing our products’ durability and appearance to be able to compete with other domestic competitors and plastic goods from Chinese companies. The quality of our materials is guaranteed; finished products are tested carefully before brought into the market and designs of products are diverse and improved over time to fit customer needs. When business is flourishing, we will plan on purchase more machinery to increase plant capacity and product quality. We always take advantage of market research to get our products fit for demands of the market.

3.3 Human resource

We have set up the goal of keeping enough available workers for production to avoid overtime charge. To reach that goal, we will try to attract our current workers by providing them with deserving wages and other benefits such as a cooperative working environment and bonus policy. To satisfy the company’s demand for staff ability, we have created a clear recruitment policy. According to that, the recruiters need to complete a preparation course before start working. It is to ensure that they would fulfil the required tasks. Besides, we also have some training courses every quarter in order to improve the staff and labours’ productivity.

The fact that we will lose a small number (10%) of our workers every quarter has an undesirable impact on our manufacturing productivity. Therefore, we have set up some strategies to reduce this labour turnover rate:

· Encourage our employees by rewarding outstanding individuals.

· Hold meetings or relation-exchanging activities in the firm to enhance the union between each other.

4. MARKET ANALYSIS SUMMARY

C&C Co., Ltd is a new company in plastic industry. Therefore, marketing is at the very heart point of its strategy and development. We are trying to bring our products’ image and information to people to broaden our market share in this industry. 

4.1 Market segmentation
Our company’s main products are plastic wastebaskets and brooms. They are stuffs that are necessary and useful in every single house or any organization. Due to our strategy, customers we are aiming at are classified into three categories:

· High-class consumers: They are people with high income. With high standard of life, they certainly want to have the best quality products with good-looking designs, even with the very small thing like wastebasket or broom. These things are for not only cleaning but also decorating their house.

· Business: Large buildings in Ho Chi Minh City are headquarters of many international cooperation and joint venture companies. Therefore, keeping them clean but still modern is important for the beauty of those buildings. 

· Government: We are planning to supply the government with wastebaskets of various designs and sizes to position in public places, such as streets, entertainment parks, train stations, airports, etc.
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The pie chart below indicates the proportion for each category of consumers we are targeting:

4.2 Target market segmentation strategy
4.2.1 Market trends
According to a report on ASEM Connect Website, Vietnam’s GDP achieved the rate 7.5 % in 2004, increased to 8.84 % in 2005 and is forecast to be higher in this year. This growth leads to the higher income of Vietnamese people that has been improved dramatically, from $402/year in 2000 to $640/year currently (Vietnam Economics Times). What can be drawn from this point is that, the living standards in Vietnam now are much better in comparison with those couple of years ago. The higher living condition, the more people want to have the best implements to enjoy their lives, from the big things as TVs, stereo systems, cars to the small things as beds, tables, wastebaskets or brooms. 

There are many firms taking part in supplying plastic wastebaskets and brooms, both local and foreign ones. However, there is still shortage in designs and sizes that satisfy different consumers in different cases. Therefore, our company targets to manufactures, advertises and distributes high quality plastic wastebaskets and brooms for people with high income, the governments and big businesses, who concern with improving and enjoying the high living conditions.

4.2.2 Market growth
Vietnam is rated as one of the fastest developed countries in the world. We believe that its economy will continue growing at this speed in future. As a result, more consumers want to buy our products to make their houses cleaner and clearer as well as use them as decoration. In addition, we are going to advertise these two products overseas, to some neighbour countries of Vietnam, such as Thailand, Indonesia, and Singapore, where the people’s income is high and the governments care deeply about the environment. Last year, Vietnam obtained export revenue of $259 million   from plastics, with a growth rate of 39% (Vietnam Economic Times). This growth represents a very optimistic future for local plastic industry.

4.3 Industry Analysis
4.3.1 Industry participants
Currently, there are many companies taking part in manufacturing and selling the same products as ours. Overall, Chinese plastic products have been dominating this market in Vietnam.
4.3.2 Main competitors
Based on our investigation, a few companies have already built their reputation in Vietnamese plastic industry. Furthermore, there are many products that are not identified their sources, but mostly are from China. 

· Dai Dong Tien Co., Ltd: established in 1983. It manufactures and sells many domestic products, such as basket, dustbin, table, cabinet, etc. It obtained the Quality System Certificate ISO 9001: 2000 and was voted as Vietnam high quality product during the period from 1997 to 2004. 

· Sai Gon plastic company: it is the main source supplying wastebaskets that are usually seen in main streets and parks in Ho Chi Minh City. 

· Chinese products: they are exported to Vietnam but most of them are not labelled.

· Besides, there are other companies considered as our competitors, such as Fantastic Plastic Company and Beacon Company. Although they are pretty new in plastic industry, they have their own strengths that we have to consider and compete with.

The pie chart below illustrates the market share that we are targeting in the plastic industry of our competitors as well as our company. 
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4.4 SWOT Analysis
In order to evaluate the company’s strengths and weaknesses as well as opportunities and threats facing C&C Co., we use the SWOT analysis.

· Strengths:

· Deeply understand the current plastic industry and competitors.

· High-quality products with diverse designs and sizes.

· Modern machines and skilful labour force.

· Weaknesses:

· Still new and lack of experiences compared with other competitors.

· Not building close relations to raw material suppliers yet.

· Being lack of diverse product lines. Currently, C&C only manufactures plastic wastebaskets and brooms.

· Opportunities:

· Developing economy of Vietnam with high growth.

· The joining WTO of Vietnam makes it easy to export.

· The awareness of environmental protection is increasing, which leads to the high demand for wastebaskets and brooms. 

· Threats:

· The competition of current companies in Vietnam and future foreign manufacturers when Vietnam joins WTO.

· The increasing price of oil and inflation in Vietnam result in the reduction of demand and the higher price of raw material.

· The competition of other cleaning implements, such as vacuum cleaner, wastebaskets made of other materials like cane and metal.

5. STRATEGY AND IMPLEMENTATION SUMMARY

5.1 Marketing Strategy
5.1.1 Product strategy


As said before, our main products are high quality and high price wastebaskets and brooms. When manufacturing, we strongly focus on their designs. We understand that cleaning activities are hard; thus, implementations need to be not only useful but also comfortable and beautiful. These characteristics will motivate the users to clean their own house, or large buildings. In addition, good- looking wastebaskets may take part in keeping the city cleaner by attracting the pedestrians’ attention whenever they want to throw some trashes. 
5.1.2 Pricing strategy
Each product is checked very carefully before we display it in our stores; hence, we guarantee that consumers will receive the best products that are not only attractive but also durable and easy to use. That is the reason why the prices of our two products are quite high because of the fact that we have spent much on design and quality, which are our strengths. 

In details, a consumer is supposed to pay an average amount of $65 for a plastic wastebasket of our company and about $48 for a broom. These prices cover all cost of production and services.

5.1.3 Promotion strategy
To increase sales, we have designed some promotion plan. We are planning one - month discount program in which any consumer buying a wastebasket or a broom will receive 10% discount and one extra product in case they buy more than 4. We also offer special promotion for big contract with government or businesses, such as 10% discount for a contract with the value over $1000. 

5.1.4 Place strategy
We are going to locate our stores in some of the busy streets inside the city, which is important to attract consumers. The positions we are aiming are District 1, district 3 and Tan Binh district. In addition, we will also open some shops at the new resident areas, such as Phu My Hung, An Phu. They are very good locations because there are more and more people, who mostly have high standards of living, and businesses living and working in these areas. 

In order to offer the best service, we have set a team of workers who are in charge of delivering goods directly to consumers in case they order in huge amounts.

5.2 Marketing program
We are going to launch an advertising campaign which includes effective programs below:

· Organizing events in Ha Noi and Ho Chi Minh City to celebrate and introduce new products to public.

· Sending advertising letter, catalogues and price list to government and businesses to announce and get their attention about the release of new products.

· Advertising on local media and communications, such as television, radio, poster, billboard and especially newspaper and magazines (including some well known electronic newspapers, such as The Youth online, People Vietnam, Vietnam Economics News, etc.)

· Filming clips inside the company and factories to produce ourselves honestly and widely.

· Sponsoring the cleaning activities of the city, such as “Week for a clean city” held in March in Ho Chi Minh City. This activity will bring our products to everybody by showing them the usefulness of modern plastic wastebaskets and brooms. We understand that it is important to make good impression on people and create the relationship between the company and the public.

Overall, our marketing strategies focus on attracting customers and building relations with them. We will concentrate on magazine advertisements because people usually save the magazines to read later and pass them on to the others. This habit can help our products become more popular; therefore, the level of sales may increase considerably. The number of magazines and ads we purchase in each quater will be taken into account carefully to be sure of their effectiveness and efficiency.

5.3 Sales forecast
In the first year of production, we try to advertise our products via communication means and media channels as widely as possible. It is vital to make the products’ images become familiar with community right from the beginning. Because of the strong advertising campaign, it is forecast that the volume of units sold will increase when we move to the second year.

Product 1

	
	Quarter 1
	Quarter 2
	Quarter 3
	Quarter 4
	Quarter 5
	Quarter 6
	Quarter 7
	Quarter 8

	Price
	$65
	$65
	$65
	$65
	$66
	$66
	$67
	$67

	Sales in Units
	6,000
	6,200
	6,300
	6,600
	7,000
	7,000
	7,500
	8,000

	Sales Revenue
	$390,000
	$403,000
	$409,500
	$429,000
	$462,000
	$462,000
	$502,500
	$536,000


Product 2

	
	Quarter 1
	Quarter 2
	Quarter 3
	Quarter 4
	Quarter 5
	Quarter 6
	Quarter 7
	Quarter 8

	Price
	$48
	$48
	$48
	$48
	$49
	$49
	$50
	$50

	Sales in Units
	5,100
	5,300
	5,500
	5,500
	6,000
	6,100
	6,400
	6,600

	Sales Revenue
	$244,800


	$254,400
	$264,000
	$264,000
	$294,000
	$298,900
	$320,000
	$330,000


Total

	
	Quarter 1
	Quarter 2
	Quarter 3
	Quarter 4
	Quarter 5
	Quarter 6
	Quarter 7
	Quarter 8

	Sales in Units
	11,100
	11,500
	11,800
	12,100
	13,000
	13,100
	13,900
	14,600

	Sales Revenue
	$634,800
	$657,400
	$673,500
	$693,000
	$756,000
	$760,900
	$822,500
	$866,000


6. MANAGEMENT SUMMARY

C&C Co., Ltd. is broken up by both functionality and location. The main office in HCM City where locate the sales and marketing, finance and administration divisions is run by Chau, Nguyen Dang Bao and Thu, Duong Hoai. Duong, Nguyen Thuy runs the production division and factory in Binh Duong Province. All of the business enterprise is under control of Jonathan Sparks.
6.1 Organisation structure
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6.2 Management team
C&C Co., Ltd has a board of knowledgeable and professional managers. Sitting on the top position is Jonathan Sparks, the CEO and the main investor also. Besides, there are three directors responsible for different fields, which are Operation, Marketing and Finance. With firm educational background and working years in their majors, it is no doubt that they can do their job very well. 

· CEO:  He was previously vice president of a furniture manufacturer located in Bien Hoa City for five years. BA from Boston, MBA from Stanford. Good English and Spanish. He controls and leads all activities in the company.
· Duong, Nguyen Thuy - Director of Operation: She has BA from RMIT and has worked in production division of a soft drinks manufacturer for one year. She is in charge of internal and day-to-day operational matters like manufacturing processes, hiring and firing, etc.
· Chau, Nguyen Dang Bao- Director of Marketing: She has BA from RMIT and one year working experience as a sales and marketing manager for a fashion company in HCM City. Together with the Marketing department, she plans and launches advertising campaign, improves the company’s brand name, attempts to attract new consumers and satisfy customer needs in the high level.
· Thu, Duong Hoai- Director of Finance:  She has got a master’s degree in accounting from the University of Melbourne and used to work for a multinational telecommunications company in nearly two years. She and her Finance Division are responsible for all of the financial functions of the company such as budgeting, providing CEO with advice of capital, financial analysis, managing investments, etc.

Although each role seems different and separate, four top managers above have to work very closely, corporately and mutually to solve any issues incurred during the working process. 

6.3 Personnel plan
We intend to employ more two people at the beginning of the year 2007. These new employees will work in sales and marketing division. 
	 
	FY 2006
	FY 2007

	CEO
	$12,500
	$18,000

	Director of marketing
	$11,700
	$15,000

	Director of operations
	$11,400
	$15,000

	Director of finance
	$11,750
	$16,000

	Manager of Hanoi division
	$7,000
	$10,200

	Other
	$84,250
	$91,450

	Total people
	17
	19

	Total payroll
	$138,600
	$165,650


7. FINANCIAL PLAN
7.1 Important assumptions
Our financial plan is based on the following assumptions:

· No recession incurs in Vietnam or anywhere in the world which would have a huge impact on Vietnamese economy.

· The economy is quite stable in the next two years.

· Tax rate and other cost parameters such as mortgage rate, raw material cost, warehouse cost and advertising expenses remain the same during the next eight quarters; or they would increase very slightly and not change the financial status of the company much.

· Due to good planning, there is no overtime charge, no emergency loans and no lost sales.

7.2 Key financial indicators
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As can be seen in the chart above, the net profit in year 2 will increase significantly due to the rise in the sales revenue. Although it is still not a big success, the figures show a positive trend in the growth of C&C.

7.3 Cost control

We aim to keep the production cost of the two products below $43 in order to gain enough profit to pay off other expenses. The Production department needs to:

· Co-operate with Marketing division to have a good forecast of future sales. By doing that, the number of units produced is just sufficient which would help the company to cut down the finished goods warehouse cost as well as prevent lost sales.

· Carefully consider the combination of raw material level, plant capacity and human resource before making the production decisions to avoid overtime charge.

Moreover, the short-term loan needed in each quarter should be managed carefully so that the company would not have to pay double interest rate in case an emergency loan incurs.

7.4 Break-even analysis
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These figures represent the break-even points of the two products in each quarter, giving the managers some idea about where to reach in order to operate the company efficiently and effectively. For example, in quarter 1, the company must get the total sales revenue of $870,695 before gaining a profit. In fact, the contribution margin of product 1 is always much greater than that of product 2 while the demand for product 2 is forecast to be smaller. Therefore, C&C Co. intends to focus on selling product 1 so that its profit would help us to cover the loss of product 2 in current situation. 

In quarter 4, the company has to gain the sales revenue of $953,148, which is the highest break-even point in the period. The reason is that C&C will buy more plant capacity and hire more labors to increase the manufacturing capability in year 2. So, the sales volume should be greater in order to cover that costs. The break-even point in quarter 8 is the smallest number as at that point, the operation of the company is becoming stable. We do not have to spend much money into advertising or any interest. That is the reason leading to the reduced fixed cost. All the details of break-even point in each quarter can be found the Appendix A. 

7.5 Loan management

We intend to borrow a short-term loan in the first quarter in order to cover the costs of marketing and production decisions. From then on, we always have enough cash on hand to pay off the expenses and do not need to borrow any more short-term loan. Besides, we also want to avoid paying interest rate which would decrease our profit. Thus, we will pay off the mortgage requested in the very first stage of the company in quarter 3.

By the end of year 1, C&C Co. is forecast to end up with excess cash after paying all the bills. So, we would like to make some investment deposits so that the interest received in the following quarters would add to the company’s operating profit. The liquidity position of C&C Co., Ltd would be quite stable after paying back the loans and make some investments. It would help the manager focus on developing the company despite of worrying about the debts.

7.6 Pro Forma Cash Flow 

	
	Quarter 1
	Quarter 3
	Quarter 4
	Quarter 8

	CASH RECEIPTS
	
	
	
	

	Cash On Hand
	$48,875
	$22,697
	$75,657
	$62,597

	Collection of A/R
	$629,250
	$1,294,700
	$1,641,200
	$3,243,900

	Investment Interest
	$0
	$0
	$20,000
	$335,000

	Mortgage
	$0
	$0
	$0
	$0

	Sale of Plant
	$0
	$0
	$0
	$0

	ST Investment Withdrawal
	$0
	$0
	$0
	$0

	Total cash receipts
	$678,125
	$1,317,397
	$1,736,857
	$3,641,497

	CASH PAYMENTS
	
	
	
	

	Purchase Raw Materials
	$134,000
	116800
	118000
	144400

	Labor and Overhead
	$301,500
	321000
	330000
	346500

	Product quality
	$28,200
	32490
	33450
	43775

	Total Warehouse Cost
	$1,300
	$500
	$650
	$0

	Selling & Admin Cost
	$171,000
	$146,000
	$178,000
	$140,000

	Short-term Interest expense
	$7,750
	$0
	$0
	$0

	Short-term Loan Payment
	$310,000
	$0
	$0
	$0

	Mortgage Interest
	$5,400
	$4,950
	$0
	$0

	Mortgage Retirement
	$10,000
	$220,000
	$0
	$0

	Income Tax Paid
	$24,773
	$0
	$17,490
	$158,480

	Investment Deposit
	$0
	$400,000
	$1,000,000
	$2,600,000

	Purchase Plant Capacity
	$0
	$0
	$45,000
	$0

	Total cash payments
	$993,923
	$1,241,740
	$1,722,590
	$3,433,155

	NET CASH FLOW
	-$315,798
	$75,657
	$14,267
	$208,342

	ST LOAN GRANTED
	$320,000
	$0
	$0
	$0

	NET CASH BALANCE
	$4,202
	$75,657
	$14,267
	$208,342


The above table illustrates the cash flow of four quarters in which important decisions will be made.

· Quarter 1 is the only one that has a negative net cash flow and needs to request a short-term loan. It is due to some reasons:

· Short-term loan payment for quarter 0 together with the interest

· A large amount of raw material ordered last quarter

· Total cash receipts are small as the sales volume is still limited. 

· Quarter 3: the sales volume increases quite rapidly and makes the cash received from accounts receivable nearly double in comparison with quarter 1. In this quarter, there are two important decisions which are:

· Pay off the mortgage ($220,000)

· Invest in short-term marketable securities

· Quarter 4: in this quarter we will buy 1,000 units of plant capacity which will increase the total manufacturing capability of C&C to 12,100 units. Simultaneously, we will hire more workers to use the added plant capacity. A larger amount of money will also be spent on advertising. With that plant capacity, we will produce a greater volume in the following quarters, so we need to increase the awareness of public about our products.

· Quarter 8: a high sales volume in this and the previous quarters leads to a huge amount of cash receipts. We also make a largest investment ($2,600,000) which will bring a considerable interest to the company in the next quarters. 

7.7 Pro Forma Income Statements

	
	Quarter 1
	Quarter 4
	Quarter 8

	Net sales Product 1
	$390,000
	$429,000
	$536,000

	Net sales Product 2
	$244,800
	$264,000
	$330,000

	Total Net Sales
	$634,800
	$693,000
	$866,000

	Manufacturing COGS
	$460,140
	$506,440
	$552,780

	Gross Profit
	$174,660
	$186,560
	$313,220

	Other expenses
	
	
	

	Selling & Admin cost
	$171,000
	$178,000
	$140,000

	Finished Goods Warehouse Costs
	$0
	$250
	$0

	Operating Profit
	$3,660
	$8,310
	$173,220

	Net Interest
	$13,150
	-$20,000
	-$335,000

	Income taxes payable
	$0
	$14,155
	$254,110

	Net Income
	-$9,490
	$14,155
	$254,110


A loss incurring in quarter 1 is easily understood. We have to pay a lot in the first stage to direct everything in the right way. We accept a loss in the first step in order to prepare for a long-term profit. Going to quarter 4, we start to get the interest of the investment in the previous quarter. At the end of year 2, together with the interest, the increase in sales revenue will also generate a higher profit for C&C Co, Ltd. The Income statements over the period as a whole would indicate an exponential growth for the company.

7.8 Pro Forma Balance Sheet

	
	Quarter 0
	Year 1
	Year 2

	ASSETS
	
	
	

	Current Assets
	
	
	

	   Cash
	$48,875
	$14,267
	$208,342

	   Accounts Receivable
	$311,850
	$346,500
	$433,000

	   Investments
	$0
	$1,400,000
	$9,300,000

	   Raw Materials
	$8,800
	$2,800
	$840

	   Finished Goods
	$0
	$0
	$1,149

	   Total current assets
	$369,525
	$1,763,567
	$9,943,331

	Non-current Assets
	
	
	

	   Plant & Equipment
	$499,500
	$499,500
	$499,500

	     Less Acc. Depreciation
	$19,980
	$99,900
	$179,820

	Total non-current assets
	$479,520
	$399,600
	$319,680

	Total assets
	$849,045
	$2,163,167
	$10,263,011

	LIABILITIES
	
	
	

	Current Liabilities
	
	
	

	   Short-term Payable
	$310,000
	$0
	$0

	   Taxes Payable
	$24,773
	$14,155
	$254,110

	   Total current liabilities
	$334,773
	$14,155
	$254,110

	Non-current Liabilities
	
	
	

	   Mortgages Payables
	$240,000
	$0
	$0

	   Total liabilities
	$574,773
	$14,155
	$254,110

	OWNER'S EQUITY
	$274,272
	$2,149,012
	$10,008,901

	Total liabilities & OE
	$849,045
	$2,163,167
	$10,263,011


As presented in the table above, the total assets of C&C increase dramatically over the two-year period due to:

· Reduction in both current and non-current liabilities. We have paid off the mortgage and do not need to borrow more short-term loan.

· Significant increase in investment, especially in year 2 (from $1,400,000 to $9,300,000).

As a result, the owner’s equity will also rise sharply from $274,272 to $ 10,008,901. That would bring many benefits to the owners of C&C Co., Ltd.

7.9 Ratios
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The profitability of the company in the next two years can be assessed through the graph above. It can be easily seen that the gross profit margin and net profit margin will gradually increase over the period, except in quarter 4 due to the investment mentioned in the prior parts. But overall, they indicate a good signal for the business of C&C. We will get much higher profit in the second year thanks to our effort of advertising during the first year.

The next diagram represents the Return on Owner Equity (ROE) of C&C Co. throughout the next eight quarters. Though the figures do not increase much (only from -4% to 3%), it should be noticed that the Owner equity rises dramatically from only $264,742 in quarter 1 to over $10,000,000 in quarter eight, which indicates a bright future for the company’s owners and their returns. 

	
	Q1
	Q2
	Q3
	Q4
	Q5
	Q6
	Q7
	Q8

	ROE
	-4%
	0%
	2%
	1%
	2%
	2%
	3%
	3%

	Owner Equity
	$264,742
	$574,157
	$1,221,387
	$2,149,012
	$3,486,692
	$5,177,697
	$7,355,027
	$10,008,901



[image: image10.emf]Return on Equity

-6%

-4%

-2%

0%

2%

4%

Q1 Q2 Q3 Q4 Q5 Q6 Q7 Q8


8. REFERENCE
1. Anderson, P, Beveridge, D, Scott, T, Hofmeister, D 2003, Threshold Competitor - A management simulation, version 3.0, Prentice Hall. 

2. ASEM Connect, viewed 21st March 2006 http://www.asemconnectvietnam.gov.vn 

3. McLaney, A, Jenner, H 2003, Accounting - An introduction, 2nd ed., Pearson Education Australia Pty Limited.

4. Armstrong, G, Kotler, P 2005, Company and Marketing Strategy: Partnering to Build Customer Relationships, Marketing- An introduction, 7th edition, Pearson Education, Inc, Upper Saddle River, New Jersey 07458, the USA. 

5. The official website of Dai Dong Tien Co., Ltd. Viewed 22nd March 2006, <
" 

http://www.daidongtien.com.vn/lgioithieu.htm>


6. The online Vietnam Economy Times, viewed 21st March 2006 <
" 

http://www.vneconomy.com.vn/eng/index.php?param=article&catid=0607&id=050112102928>


7.  Viewed 23rd March 2006 <www.vikash.org/ Institutional%20Profile.htm>
8. Viewed 20th March 2006 <http://www.janisan.com/Impact/Pictures/floorcare.htm>

9. Viewed 22nd March 2006 <
" 

http://www.goodsonlines.com/gol_chinese/ViewStore.asp?GOODSGROUPID=6&i=5&GOODSGROUPCHINESE=??????&my=9:53:42%20PM>


10. Viewed 21st March 2006 <http://www.allproducts.com/machine/chuangying/Product-2004111714553-s.jpg>

11. Viewed 17th March 2006 <http://li-xin.en.alibaba.com/product/50052156/50237713/Dustbin/Penguin_Dustbin.html> 

12. Viewed 23rd March 2006 <http://www.kbtoys.com/g/toys/big/124791.jpg > 

13. Viewed 20th March 2006 <http://www.bplans.com/spv/3284/index.cfm?affiliate=pas >

9. APPENDICES
9.1 Appendix A

                                                              BREAK-EVEN ANALYSIS

	
	Q1
	Q2
	Q3
	Q4

	
	Units
	Value
	Units
	Value
	Units
	Value
	Units
	Value

	Product 1
	4425
	287583
	4469
	290452
	3146
	204429
	4187
	272105

	Product 2
	121489
	583112
	12589
	604246
	12122
	581839
	14189
	681043

	Total
	125914
	870695
	17058
	894698
	15268
	786268
	18376
	953148


	
	Q5
	Q6
	Q7
	Q8

	
	Units
	Value
	Units
	Value
	Units
	Value
	Units
	Value

	Product 1
	4,170
	$275,182
	3,595
	$237,270
	3,424
	$229,343
	2,654
	$177,775

	Product 2
	12,720
	$623,269
	10,396
	$509,373
	8,807
	$440,334
	5,276
	$263,787

	Total
	16,890
	$898,451
	13,991
	$746,643
	12,231
	$669,677
	7,930
	$441,562


9.2 Appendix B


CASH FLOW

	
	Quarter 1
	Quarter 2
	Quarter 3
	Quarter 4
	Quarter 5
	Quarter 6
	Quarter 7
	Quarter 8

	CASH RECEIPTS
	
	
	
	
	
	
	
	

	Cash On Hand
	$48,875
	$4,202
	$22,697
	$75,657
	$14,267
	$68,162
	$24,402
	$62,597

	Collection of A/R
	$629,250
	$957,950
	$1,294,700
	$1,641,200
	$2,019,200
	$2,399,650
	$2,810,900
	$3,243,900

	Investment Interest
	$0
	$0
	$0
	$20,000
	$70,000
	$135,000
	$225,000
	$335,000

	Mortgage
	$0
	$0
	$0
	$0
	$0
	$0
	$0
	$0

	Sale of Plant
	$0
	$0
	$0
	$0
	$0
	$0
	$0
	$0

	ST Investment Withdrawal
	$0
	$0
	$0
	$0
	$0
	$0
	$0
	$0

	Total cash receipts
	$678,125
	$962,152
	$1,317,397
	$1,736,857
	$2,103,467
	$2,602,812
	$3,060,302
	$3,641,497

	CASH PAYMENTS
	
	
	
	
	
	
	
	

	Purchase Raw Materials
	$134,000
	82800
	116800
	118000
	126400
	130000
	134800
	144400

	Labor and Overhead
	$301,500
	310500
	321000
	330000
	342000
	342750
	343500
	346500

	Product quality
	$28,200
	30880
	32490
	33450
	38350
	37360
	40170
	43775

	Total Warehouse Cost
	$1,300
	$5,100
	$500
	$650
	$400
	$150
	$400
	$0

	Selling & Admin Cost
	$171,000
	$167,000
	$146,000
	$178,000
	$214,000
	$180,000
	$184,000
	$140,000

	Short-term Interest expense
	$7,750
	$8,000
	$0
	$0
	$0
	$0
	$0
	$0

	Short-term Loan Payment
	$310,000
	$320,000
	$0
	$0
	$0
	$0
	$0
	$0

	Mortgage Interest
	$5,400
	$5,175
	$4,950
	$0
	$0
	$0
	$0
	$0

	Mortgage Retirement
	$10,000
	$10,000
	$220,000
	$0
	$0
	$0
	$0
	$0

	Income Tax Paid
	$24,773
	$0
	$0
	$17,490
	$14,155
	$43,150
	$94,835
	$158,480

	Investment Deposit
	$0
	$0
	$400,000
	$1,000,000
	$1,300,000
	$1,800,000
	$2,200,000
	$2,600,000

	Purchase Plant Capacity
	$0
	$0
	$0
	$45,000
	$0
	$45,000
	$0
	$0

	Total cash payments
	$993,923
	$939,455
	$1,241,740
	$1,722,590
	$2,035,305
	$2,578,410
	$2,997,705
	$3,433,155

	NET CASH FLOW
	-$315,798
	$22,697
	$75,657
	$14,267
	$68,162
	$24,402
	$62,597
	$208,342

	ST LOAN GRANTED
	$320,000
	$0
	$0
	$0
	$0
	$0
	$0
	$0

	NET CASH BALANCE
	$4,202
	$22,697
	$75,657
	$14,267
	$68,162
	$24,402
	$62,597
	$208,342


9.3 Appendix C

INCOME STATEMENT

	
	Quarter 1
	Quarter 2
	Quarter 3
	Quarter 4
	Quarter 5
	Quarter 6
	Quarter 7
	Quarter 8

	Net sales Product 1
	$390,000
	$403,000
	$409,500
	$429,000
	$462,000
	$462,000
	$502,500
	$536,000

	Net sales Product 2
	$244,800
	$254,400
	$264,000
	$264,000
	$294,000
	$298,900
	$320,000
	$330,000

	Total Net Sales
	$634,800
	$657,400
	$673,500
	$693,000
	$756,000
	$760,900
	$822,500
	$866,000

	Manufacturing COGS
	$460,140
	$479,190
	$487,570
	$506,440
	$525,700
	$526,080
	$546,140
	$552,780

	Gross Profit
	$174,660
	$178,210
	$185,930
	$186,560
	$230,300
	$234,820
	$276,360
	$313,220

	Other expenses
	
	
	
	
	
	
	
	

	Selling & Admin cost
	$171,000
	$167,000
	$146,000
	$178,000
	$214,000
	$180,000
	$184,000
	$140,000

	Finished Goods Warehouse Costs
	$0
	$0
	$0
	$250
	$0
	$150
	$400
	$0

	Operating Profit
	$3,660
	$11,210
	$39,930
	$8,310
	$16,300
	$54,670
	$91,960
	$173,220

	Net Interest
	$13,150
	$13,175
	$4,950
	-$20,000
	-$70,000
	-$135,000
	-$225,000
	-$335,000

	Income taxes payable
	$0
	$0
	$17,490
	$14,155
	$43,150
	$94,835
	$158,480
	$254,110

	Net Income
	-$9,490
	-$1,965
	$17,490
	$14,155
	$43,150
	$94,835
	$158,480
	$254,110


9.4 Appendix D

BALANCE SHEET

	
	Quarter 1
	Quarter 2
	Quarter 3
	Quarter 4
	Quarter 5
	Quarter 6
	Quarter 7
	Quarter 8

	ASSETS
	
	
	
	
	
	
	
	

	Current Assets
	
	
	
	
	
	
	
	

	   Cash
	$4,202
	$22,697
	$75,657
	$14,267
	$68,162
	$24,402
	$62,597
	$208,342

	   Accounts Receivable
	$317,400
	$328,700
	$336,750
	$346,500
	$378,000
	$380,450
	$411,250
	$433,000

	   Investments
	$0
	$0
	$400,000
	$1,400,000
	$2,700,000
	$4,500,000
	$6,700,000
	$9,300,000

	   Raw Materials
	$33,600
	$3,200
	$2,800
	$2,800
	$0
	$0
	$0
	$840

	   Finished Goods
	$0
	$0
	$4,090
	$0
	$4,060
	$8,040
	$0
	$1,149

	   Total current assets
	$355,202
	$354,597
	$819,297
	$1,763,567
	$3,150,222
	$4,912,892
	$7,173,847
	$9,943,331

	Non-current Assets
	
	
	
	
	
	
	
	

	   Plant & Equipment
	$499,500
	$499,500
	$499,500
	$499,500
	$499,500
	$499,500
	$499,500
	$499,500

	     Less Acc. Depreciation
	$39,960
	$59,940
	$79,920
	$99,900
	$119,880
	$139,860
	$159,840
	$179,820

	Total non-current assets
	$459,540
	$439,560
	$419,580
	$399,600
	$379,620
	$359,640
	$339,660
	$319,680

	
	
	
	
	
	
	
	
	

	Total assets
	$814,742
	$794,157
	$1,238,877
	$2,163,167
	$3,529,842
	$5,272,532
	$7,513,507
	$10,263,011

	
	
	
	
	
	
	
	
	

	LIABILITIES
	
	
	
	
	
	
	
	

	Current Liabilities
	
	
	
	
	
	
	
	

	   Short-term Payable
	$320,000
	$0
	$0
	$0
	$0
	$0
	$0
	$0

	   Taxes Payable
	$0
	$0
	$17,490
	$14,155
	$43,150
	$94,835
	$158,480
	$254,110

	   Total current liabilities
	$320,000
	$0
	$17,490
	$14,155
	$43,150
	$94,835
	$158,480
	$254,110

	Non-current Liabilities
	
	
	
	
	
	
	
	

	   Mortgages Payables
	$230,000
	$220,000
	$0
	$0
	$0
	$0
	$0
	$0

	   Total liabilities
	$550,000
	$220,000
	$17,490
	$14,155
	$43,150
	$94,835
	$158,480
	$254,110

	OWNER'S EQUITY
	$264,742
	$574,157
	$1,221,387
	$2,149,012
	$3,486,692
	$5,177,697
	$7,355,027
	$10,008,901

	Total liabilities & OE
	$814,742
	$794,157
	$1,238,877
	$2,163,167
	$3,529,842
	$5,272,532
	$7,513,507
	$10,263,011
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