1.0  Executive Summary
Kaizen is founded, as a small company based on creating solutions for the companies that cannot control their fleets efficiently. Kaizen will grow rapidly in the market and take the attention of whole market in a short time period. Kaizen will become the premier destination for all small and big companies that have fleets.

The Market

Kaizen will be participating in an exciting, growing market. Fleet control systems becoming popular these days and also the number of cars in the company fleets are increasing rapidly. In the century that speed of mobility is increasing continuously, firms need to follow their fleets in order to increase efficiency, productivity and control. The number of cars in Turkey has increased nearly 150% during five years period.
 In this projection, the market for the control systems will become bigger day by day.

The Organization

Kaizen is founded on the idea that maintaining satisfied customers is essential to the financial health of the organization. With this in mind, Kaizen will be working hard in order to ensure that all of the customer expectations are answered. To maintain a presence in the market, Kaizen will be active and close relations with costumers.

Products, Services, and Delivery

Kaizen will have three products in different properties and types in order to fit with consumer needs. Base product is the basic product of Kaizen and it has limited properties. Base product will have lowest cost and it will be seen as the trial edition of Kaizen. Inter product will have some different properties additional to the base product and high level of control capacity. Advanced product has the maximum control capacity with different properties and also become the most important tool for the company. 

Service is another important issue for Kaizen. Customers can upgrade their products to a higher model with some costs, so the lifecycle of their products will increase. All service and spares of these products will be available when costumers’ needs occur.

Financials

Kaizen will be profitable from month five. Margins are forecasted to be 35% eventually reaching 40%. Year one sales &service forecasted as $337.750,00 and it will grow nearly 30% for next five years.

Kaizen is an exciting opportunity that combines a customer-centric organization with a developing industry. GPS systems is becoming  more popular and useful in Turkey with development in telecommunication. An investment in Kaizen is a high growth, reasonable risk opportunity.
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1.1 Objectives

· To make Kaizen the number one destination for the companies to find solutions to their problems.
· Not only controlling their employees, also motivating them in a good sense.
· To sell $337.750,00 in the first year.
· To maintain a solid growth rate of %30 per year for the first five years.
1.2 Mission

Kaizen is dedicated to providing control systems that combine quality performance with proper pricing. We wish to establish a successful partnership with our customers and employees and suppliers that respect the interests and goal of each party.

By following the new technologies, being pioneer in the market is the first priority of us. Providing new products and services to the areas of need will make our success certain.

Success will ultimately be measured by our costumers choosing us because of their belief in our ability to meet and exceed their expectations of price and service.

1.3 Keys to Success

To succeed in this business, we must:

· Be an active firm in trade shows.

· Be closer to our customer

· Exceed customers’ needs and wants both during the production process and service process.

· Use Total Quality Approach applications for production and service processes.

2.0 Company Summary

Kaizen is a new company, which is in entry-level to market with affordable products with high quality service. Kaizen will improve the quality limitations of the market and become a pioneer in the market with its products. Kaizen be will seen as a solution center by the customers. 

2.1 Company Ownership

Kaizen Corporation is a firm, which has six ownerships, and they are also working for Kaizen in different departments. The owners of the company are Ertuğrul Emre Taşdemir, Kıvanç Anıl Çelik, Osman Onur Karaaslan, Murat Sümengen, Mustafa Kalyon and Hasan Uğur Güneş.

2.2 Start-up Summary

Kaizen’s start-up costs are listed on the chart below. Owners of the company were invested $4500 each for the funding of cash flows of first five months. The company bought office supplies at a cost $1000. Also Kaizen had bought office equipments such as computers, printers to they were cost $15000.

Kaizen started out first month’s inventory n hand. Also the company will work with just in time method so there will not be any inventory holding costs and the inventory will always be seen $1000. For the inventory the company will use FIFO model.

Later in this plan you will see these in detailed in the Projected Income Statement, Projected Cash Flows, Projected Balance Sheet and Base Forecasts.
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2.3 Company Location

Kaizen will locate two basic and strategic areas in Ankara: 

The headquarters of the Kaizen will be located in Gaziosmanpaşa. The headquarters’ location will afford us good visibility and respect in the market and in the mind of our costumers. Also the location is very close to the ministry buildings and different types of non-governmental organizations.

Production and service center will be located in Ostim where wholesalers are being located, so we can reach our target market easily. Also in this location we can easily market our products and reach our suppliers very short time.

2.4 Company Facility

The headquarters’ bureau will be at most 100 m2 and the production and service center will be at most 300 m2. 2/3 of the 300 m2 will use for production and the other will use for sales. All of the 100 m2 in the bureau will use for administrative units.
3.0 Products and Services

Kaizen is going to sell fleet tracking systems. By purchasing this system fleet owners will be able to aware of where their vehicles are located and what are they doing. This product not only comes with its hardware part but also supports technical helps and consultancies from our company such as software updates and other supporting usages upon request.

3.1 Product and Service Description

Fleet Tracker System provides to their customers to observe every movement of their fleets while they are abroad by using Global Positioning System, GPS, which is going to be discussed in later sections. Kaizen combines GPS system with its Tracking Software and its hardware products which are going to be added to each vehicle of the fleet. The development of the software and the hardware are totally done by the engineers who work constitution of the company. 

Fleet tracking system is going to be used to obtain the real-time position and velocity data of the vehicles and to track the vehicles on the map which is uploaded to the computers of the purchasing firm by Kaizen. This is one of the softwares that Kaizen provides in order to track the vehicles of the fleet. This system has been developed for defense industry and public and private applications. Both on-line and off-line versions of the system are going to be available. 

Even though Kaizen’s target market is wholesalers who has their own fleet, fleet tracking system meets the requirements of the coaching companies, logistic support companies, parcel service companies and also transportation companies in Turkey.

The experience has shown that most of the fleet owners’ preference is low costs while using that kind of services. Kaizen believes that the company provides the best solution and services to their costumers without sacrificing any performance and demand in a very low price. 

Kaizen’s Fleet Tracking System is designed in a way to let the customers to choose intended functions. By doing so Kaizen lets customers to choose the price they want to pay. Because different levels of product are presented to the customer and they choose the level they require.

There are 3 levels which are named as Base, Inter and Advanced. 

3.1.1 Product Description

The first level of the product is Base Model. This product includes Global Positioning System which is going to let the fleet owners to know where their vehicles are. Also this model is going to include 2 year warranty and 1 year free servicing.

The second level is Inter Model. This level of the product involves all the functions of the Base Model and also can monitor the velocity, average velocity, mileage and fuel consumption data. As well as these product differentiation elements this model also provides 3 months of free consulting. 

The last model is the Advanced Model. This model can perform all the functions that Inter Model does and also by the use of advanced software this model can report when predetermined rates are exceeded for any of the functions that are defined in the Inter Model. Also by using the GPS system this model has the ability to send signals in the case of emergencies. And lastly this model provides 6 months free consulting. 

3.1.2 Service Description

Kaizen is going to provide services for any kinds of requests. Most importantly Kaizen is going to plug the systems to the vehicles if customer requests and this service is free of charge. Kaizen is going to make agreements with other firms which can plug the product. By doing so Kaizen is going to set customers from other cities free from coming to Ankara to just plug the system. At this point it is important to state that if the plugging is done by an unauthorized firm customer cannot request any service or warranty condition liabilities. 

Also Kaizen is going to provide consultancy services after the product purchase. Kaizen is going to teach to the firm the capabilities of the system in order to make them use the system efficiently. After the predefined periods, which are described in product description, Kaizen is going to provide consultancy services but this time by charging prices to the customers.

3.2 Competitive Comparison

In general, Kaizen has a competitive advantage in Turkey because fleet tracking service is not used in Turkey as much as in foreign countries, especially in Europe. There are very few competitors in Turkey in this sector. However none of them are focused on fleet control systems so their services are limited on that area. Kaizen’s advantage is, Kaizen is founded just for this work and provides the least cost with the best services upon requests. 

Mainly, the control of the market is made by the following four companies. 

- Turkcell

- Avea

- Apsis

- Satko

More discussion is included in the competitive businesses part of this plan.

3.3 Sales Literature

To drive sales initially Kaizen will utilize an existing suppy catalog, which is named as Kaizen Fleet Tracking Catalog. This four color catalog is going to have an attractive cover with the Kaizen logo, phone numbers printed on it.

3.3.1 Kaizen Fleet Tracking Catalog

After much research, Kaizen marketing department found that the product mix in this catalog most closely resembles the needs of the consumer niche that Kaizen management teamare focusing upon. An aggreement was reached to supply these catalogs to us at no charge. This precludes the need toinvest in catalog production at the outset. In turn, Kaizen is going to be using the catalog company as a supplier for some of the inventory lines that we carry. Kaizen marketing department has developed a price sheet to be enclosed with each catalog.

Kaizen is going to produce flyers in-house on as-needed bases. These will primarily be to showcase new products and/or to advertise special sales promotions. The flyers are going to be distributed in the same manner as the catalogs.

3.3.2 Kaizen Quality Catalog

This catalog is going to be used as a tool to make people understand Kaizen’s quality concerns.  Kaizen is going to use this tool as an employment training guide for employees. This catalog is going to include some stories about quality orientations and quality award winning firms. Also there are going to be some real quality stories regarding the growth of the Kaizen production department. With this approaches, Kaizen is going to be making Benchmarking with the stories of the sectorial award winners and their quality journeys. By doing so Kaizen aims to increase productivity while improving the quality and obtain customer involvement and continuous improvement. This approach is going to be used in order to apply total quality management philosophy.

Also with the use of this catalog Kaizen wants to make customers understand the approaches Kaizen use in order to increase product quality.

3.3.3 Catalog Distribution

Kaizen plans to distribute the catalog in the below stated ways:

1. Give away in store.

2. Enclose in mail order shipments.

3. Personnaly hand out in sectorial meetings and exhibitions

4. Upon the release of a new catalog Kaizen would need to check into the financial feasibility of utilizing direct mail as a means of bulk distribution.

3.4 Sourcing

Kaizen has a real self confidence on this area because of the staff had a great work on selecting each component and while doing so optimized the best performances and lowest costs. In addition to this purpose at the end of the assembling process Kaizen believes that fleet controlling system accumulates the unique performances on it from many points of views. This is the reason why Kaizen asserts that fleet control system has the lowest price when compared with other companies. 

Kaizen can separate fleet tracking system into three main parts which are Tracker Software, Tracker Hardware and GPS module. Among these components software part is written by Kaizen engineers so it does not incur any costs of attaining service from other firms. GPS module is the major part which causes serious cost to the company but Kaizen providing GPS components from the regional wholesalers so that Kaizen can reach them whenever wanted or needed without any delay and also the costs of these purchases will reduce when the demand for fleet control system increases. Thirdly, tracker hardware is composed of basic electrical components and which are provided by the wholesalers in Ulus. Kaizen engineers’ past experiences about these basic electrical devices helps Kaizen buying them cheaper while negotiating with the wholesalers. 

3.5 Technology

All hardware systems that will be utilized by the company have been carefully and diligently evaluated. Customers will own a Tracker Software which is compatible at Windows Operating Systems. First of all, this software includes a digital map and locates every vehicle according to the data which is taken from our hardware and GPS system. Digital map part of the software will be obtained from outside vendors and is going to be upgradeable. This in turn, is letting the customers to be able to demand more specific and different maps from the company. 

Each vehicle will consist of Kaizen’s hardware structure and a GPS system. GPS module is obtained totally from outside and synchronized with Kaizen’s hardware. The main concept of hardware tool is getting the coordinates of the vehicle in specified intervals so that it can be able to compute the differences in distances and as a result keeps how many kilometers were spent in the vehicle’s route.  This product mainly aims marking the route distance. By this way manager of the company can evaluate how much the vehicle was used out of the working purposes. 

The position of the vehicle is stored in the hardware and can be interpreted by our Tracker Software when the tracker returns to the base. The interpretation of the locating is done by combinations of coordinates which are taken from GPS and digital map which is installed to the Tracker Software. On the other hand, solely driven distance can be taken from the hardware if the manager does not want to learn about the route of the vehicle. So this is going to be quick access to the total driven distance without spending much time. 

3.5.1 Global Positioning System, GPS

A GPS receiver tracks at least 3, at maximum 12 satellites to determine its position, velocity and direction on the surface. In addition to these, our system will be record the kilometers of the vehicles every morning and nights orderly.
GPS satellites orbit the earth every 12 hours, emitting continuous navigation signals. With the properly equipment, users can receive these signals to calculate time, location and velocity. The signals are so accurate, time can be figured to within a millionth of a second, velocity within a fraction of a mile per hour and location to within 100 feet. Receivers have been developed for use in aircraft, ships and land vehicles, as well as for hand carrying. Mostly, our system will be using in fleet control system that records also the kilometers of the cars orderly for the big companies. 

GPS provides 24-hour services including that, extremely accurate, three-dimensional location information (latitude, longitude and altitude), velocity, precise time and recording the kilometers. Moreover, a worldwide common grid that is easily converted to any local grid, passive all-weather operations, continuous real-time information, support to an unlimited number of users and areas and support to civilian users at a slightly less accurate level are the other missions.  

The GPS satellites are placed into nearly 11,000-mile circular orbits. While circling the earth, the systems transmit signals on two different L-band frequencies. Their design life is 7.5 years.

3.6 Future Products and Services

Kaizen aims to remain on top of the market with new products and trends. The most important factor in developing future products is the market need. Because fleet control system is in incubation stage in Turkey, Kaizen is still planning to shape future products and services.

As it is mentioned before, fleet tracking system is composed by Kaizen employees so the firm does not depend on anywhere outside. This also allows Kaizen to make the upgrades easier because the firm is concentrated on this topic from all kind of aspects such as from marketing to engineering.

For the next generation products, at the first stage Kaizen is going to support more detailed digital maps. In this area one of the most important items is the certainty of the maps. While doing this Kaizen must update its digital maps according to the highly rated speed of changes in roads and environment. Otherwise with the previously given maps, companies cannot reach their target accurately. As a result the supporting center will be improved in terms of digital maps and software upgrades. Secondly, for the next generation product Kaizen plans to include GSM systems to the vehicles in order to provide real time communication between vehicles and base. This means without any connection, all data can be sent wireless via GSM base stations. Consequently as the sales volume increases, these are going to be Kaizen’s first priorities that can be extended at the first sight. 

4.0 Market Analysis Summary


Market Analysis for Fleet Tracking System has two underlying facts, which can be said as there is always a market for technological products especially for ones which has multiple usage areas and the Turkish technological applications market is always a few steps behind of the US or European markets. With these two facts in mind Kaizen believes there is a need for Fleet Tracking System and also a huge market ready for purchasing the product in order to be aware what their vehicles are doing and monitoring them when needed. 


The market for Fleet Tracking system is a huge and expanding market. Kaizen believes that Fleet Tracking System can be applied any firm’s any vehicles. So the market for the product has a wide range of application. Product can be used by coaching firms, city busses, yellow cabs and by minibuses. As this is just one of the possible sectorial markets the system can also be applied by pharmaceutical firms or by transportation firms including both home to home transportation and supplier to retailer business transportations. Kaizen completed an estimate for total number of vehicles in pharmaceutical sector. The resulting number is 2500 vehicles. These cars are given to selling respondents to sell the medicines to retailers or demanders.


As long as the market is huge, Kaizen is subject to a fierce competition. The market for Fleet Tracking units is not at the maturity stage, but there are four big firms operating in this sector. The two firms are Turkcell and Avea and they are leaders of the telecommunication sector. So the market is full of threats and opportunities. 

4.1 Market Segmentation

The market for Fleet Tracking units is in an expansion period. There are many firms providing different types of services, providing differentiated products within themselves.  Kaizen is going to provide services with two milestones, which are quality of the product and services and customer satisfaction. 

Kaizen has an expansion program for target marketing. At the first six months, Kaizen is going to target pharmaceutical firms. The two firms, which are going to be discussed in strategic alliances part, 5.3, are going to be the first targets of Kaizen. Then Kaizen plans to provide services for other sectors which can use Fleet Tracking and Controlling systems. Kaizen is going to able to serve these targeted customers well not by only offering them the system at an affordable price, but also providing them quality servicing, which cares customer satisfaction, purchased system variable guarantee periods and most importantly offering the products which’s function are determined by customers. 

4.2 Target Market Segment Strategy


Kaizen, as a new firm in this sector, has a limited strategy for market targeting. Because of the limitations of being a new firm Kaizen aims to satisfy only a small portion of the entire market for Fleet Tracking system, in the first six months. Afterwards Kaizen aims the bigger portions of the market. So the strategy of Kaizen is to attain a small market share for the first year than with the helps of the forecasted expansion in the market and the growth in Kaizen for production and especially for marketing, Kaizen aims steadily growing percentages of the market.


Kaizen’s segment definition is in and of itself strategic. Kaizen is not aiming to satisfy and serve all potential customers with fleet controlling needs, but rather those who are just operating in pharmaceutical sector for the first six months. 


Kaizen can save customers’ time and money, not so much within pricing structure, but by assessing their needs and directing them toward the proper levels of products and services. As described in part Product and Service description, 3.1, Fleet Control System is a system which is formed by customers’ needs and wants. Because of the different levels of product, differentiable configurations, are going to be presented to the customers, they are going to pay as they request. Managers, by nature, tend to desire low cost products as well as being the right product to perform its intended function. So by the differentiation procedure Kaizen offers them what they want. By always dealing in an honest and ethical manner, Kaizen will build customer loyalty and word-of-mouth and customer orientated sales that many of competitors lacking and all of the market requesting.

4.2.1 Market Needs


The market with the needs of controlling fleets is newly emerged. There is always a need for fuel consumption or other controllable things for a vehicle but with the emergence of the GPS, Global Positioning System, the idea of monitoring vehicles become more applicable, easy and efficient to apply. So as well as being a very huge market, the market itself is not aware of what it demands, which is making satisfying the market harder  and easier at the same time. It is easy to satisfy these customers because they do not know what they are demanding or what can they demand more. It is hard to satisfy the market because Kaizen does not precisely know what it can propose to customers because the application area is wide and customers do not know what they are demanding. So as the time passes both the market and the firms are going to be aware of needed or requested systems. This is, in turn, going to make it easier to produce and promote. 


As always the case, the most important needs are quality, price, service and availability. The key point of Kaizen’s strategy is to focus on target segments that know and understand these needs and are willing to fulfill those needs. 

4.2.2 Market Trends


Kaizen has identified four major trends that are going to help both Kaizen and Fleet Tracking System. These trends are;


1. Technology is an ongoing process that should and must be followed by all sectors. With the changes in technology, production and marketing costs reduce, if the firm is able to use appropriate technologies and systems. If not, any firm can still produce or manufacture but using elderly methods, on the other hand they produce with higher costs incurring. So technology must be viewed and understood as making things easier, and technology must be treated in this manner. With this “niche”, technology affects growths of the firms. Adopting appropriate technology gives the firm a competitive edge, while a bad or useless application can incur unnecessary losses for a firm. As new technologies emerge, firms’ growth rates are changing due to the firms’ ability to adopt technologies. 


2. Kaizen is going to be firm that is operating in Ankara. And if the growing sector for fleet controllers is investigated it is easily seen that, except the firms like Turkcell and Avea, most of the other firms are Ankara originated. So as the Ankara and the sector grow Kaizen is going to have both opportunities and threats because of being Ankara origined. But in fact the growth of the sector in Ankara and the population growth of Ankara are going to make customers to come to fleet control producers in Ankara, which in turn going to increase the market rate of Kaizen. 


3. As globalization emerges, reducing costs become one of the concerns of the firms, as well as satisfying global market is the prime concern. As satisfying customer needs is the primary concern for marketing departments, cost accounting become more and more important each day for chief executive officers. All of the finance departments want to cut costs in order to increase cost efficiencies. Fleet Controlling System is designed to account costs which are uncontrollable for a firm, which are incurring because of the personality of the driver and his/her driving habits. Kaizen is aware of the fact that there are huge numbers of vehicles that are operating out of the reach of their firms which is making them impossible to control and monitor. Kaizen believes the trend for cost accounting is going to attract more and more customers each day.


4. As the main function of the Fleet Control System is to control vehicles it is also a powerful tool for employment motivation. Firms can determine weekly or monthly mileage limits in order to present to the drivers. Kaizen believes that motivation, if appropriately applied, results better productivity and efficiency rations. So Fleet Control System is also a tool for employee motivation, but not just a tool for informing the firm about requested information. 

4.3 Distribution, Competition and Buying Patterns


Kaizen, in general, is going to follow traditional distribution channels. Required materials are going to be bought from distributors and directly from the manufacturers, who have little to say about how products are going to be used or marketed. As it is the case for most of the industries, price levels decrease as volume increases. 


Kaizen believes that customers need for satisfaction and value is increasing. As a result customers are much more likely to pay for them when the offering is clearly stated. The other needs of customers they are requesting in order to pay for them are quality of both product and services. Kaizen believes that it is going attract customers by combining these four needs.


There is no doubt that Kaizen is going to compete much more against telecommunication giants, Turkcell and Avea. Because they have higher budgets for fleet controlling projects and required structures are formed for other operations which can be used for this project. Kaizen has indications that customers would rather pay 5-10% more for a long term relationship with a firm providing quality service and support. Both these advantages and disadvantages are going to be discussed briefly in the next section. 


By positioning Kaizen at the quality and customer side of the market, Kaizen is going to present itself to the market in an expending manner. Kaizen is going to increase demand for market share slowly. This slow expansion through the market is going to ease Kaizen’s quality and customer satisfaction concerns. So Kaizen is going to sell to a base of customers that both can grow with together. Kaizen is not going to target the whole market at first.

4.3.1 Main competitors


 -Turkcell

The name of the service is “ekip-mobil”. This system is only for tracking and monitoring vehicles, by using base stations. The signals coming from the base stations to the cellular phones are used to show the place of the vehicle. Turkcell, as a telecommunication giant, has competitive advantages against Kaizen because it has the most of the required hardware and software, which Kaizen is going to use resources to attain. And also Turkcell has customers who can use this system, which in turn makes promoting this service to these customers easier. But because of being a firm whose main concern is not monitoring fleets, Turkcell has disadvantages also. The system of “ekip-mobil” is not GPS based, which in turn cannot locate the precise position of the vehicle. And also by being such a big firm customer oriented, differentiated products are so though and limiting to produce and also time consuming. Because of these points Kaizen has competitive advantages against Turkcell. 


-Avea

It provides the tracking of the corporate vehicles. The location information of the trucks is sent to the system with SMS and the administrator in the company can track on the map via internet. Tracking is made through GPS/GSM black boxes mounted on the vehicle. Because Avea uses GPS/GSM black boxes, their system returns the precise position of the vehicles. But Avea has the same advantages and disadvantages discussed for Turkcell against Kaizen.


-Satko

The structure serves for multi-centered usage and follow-up from headquarters or other auxiliary offices. All customers who connect to the Satko server receive messages and position information transmitted from terminals in their vehicles, and information whether messages transmitted from the center to the vehicle is received or not. With the capability of following up a vehicle from multiple points, it is possible to see messages sent from a center in other centers as well. Position information or a message from a vehicle is transmitted to all centers following up the vehicle.This firm is Ankara originated and one of the two main sectorial competitors of Kaizen. Kaizen is planning to compete with this firm by product differentiation and quality of services.

-Apsis 

Fleet Control System which uses GPS is used to obtain the real-time position and velocity data of the vehicles and to track the vehicles on the map existing on the computer screen by the main office. This system has been developed for defense industry and public and private applications. Both on-line and off-line versions of the system are available.
This is the other Ankara originated firm. With the help pf both Satko and Apsis, Ankara is going to be the primary market for fleet control systems. By being three firms in Ankara customers are going to come to Ankara which increases the market potentials for all of the three firms. As is the case with Satko, Kaizen is going to compete with Apsis by using product differentiation and service quality. 

5.0 Strategy and Implementation Summary


The strategy of the Kaizen is to reach all of the market after some incubation period. Kaizen is only concerned of small of businesses or entry level businesses, while large-scale businesses are not the only level of businesses that Kaizen wants to sell and serve. Also Kaizen does not aim any specific sector after the incubation period, like it aims only pharmaceutical firms for incubation period. Kaizen is aiming to sell and serve for the huge coaching firms like Varan and Ulusoy as well as it aims to serve individual yellow cab and minibus owners. Kaizen chooses the way to reach such a huge range of customers by making the options list as long as possible. There is going o be a base model, which buyers purchase and afterwards they are going to pick which optional characteristics they do want their Fleet Tracker to perform. This approach of Kaizen has the headings stated as;

· Different levels of product for different levels of customers

· Different levels of services for different levels of customers

· The marketing strategy is planned to reach all levels of customers, which is going to be discussed in Marketing Strategy part, 5.1.

· Kaizen focuses on satisfying each and every level of customers

· Kaizen focuses on improving its technology in order to lower costs and better servicing.

5.1 Marketing Strategy


Kaizen’s marketing strategy puts customer satisfaction to sit atop. Kaizen clearly states that “Kaizen’s market niche is to benefit our customers.” First goal of the Kaizen’s marketing department is to put name Kaizen in front of all customers. Also the other important decisions consist of media choices, in which to advertise, frequency of the advertisements. Determining frequency level has two determinants which are;

1. At what point is Kaizen of sales projections

2. Competitors’ use of the media and advertising techniques.

At this point Kaizen applies benchmarking for all of its strategies. So kaizen is aiming to be competitive at each level of competition. Size and expenditures are the other two important decisions that Kaizen cares as the most important marketing issues. Specific strategies for specific marketing tools are described below.

· Print Ads:

For a developing firm, especially for the very first levels of development, keeping name in front of the customers is the main concern. Kaizen plans on running limited space for ads in sectorial newspapers and catalogues to keep the name and information data in front of the customer, for the first few years. The gained experience is showing the difficulties for measuring considerable amount of revenue from these types of ads. In the future Kaizen plans to use national newspapers and wider sectorial materials to reach customers and o increase sales figures and sales revenues. 

· Press Releases

Kaizen is going to evaluate the conditions that efficient media sources demand in order to publicize Kaizen’s press releases and new product releases. Because informing customers at the day of occurrence is one of the goals of customer satisfaction philosophy of Kaizen. Kaizen believes that customer must know each and every thing to feel themselves as a valuable part of Kaizen.

· Sponsorships

Sponsorship is not a short-term plan for marketing the products. But after a few years or so kaizen plans to make sponsorship agreements with some yellow cabs in order to show efficiency and necessity of the Fleet Control System to the individual driver and his colleagues. Also cabs are considered as a way of advertising. Because the stickers provided by Kaizen, makes company in front of customer while yellow cab rolls in the city. And it also helps the customer of the cab to learn about Kaizen and Fleet Control System with the help of brochures that are put in the cab by Kaizen. So Kaizen can reach sectorial customers with the help of cabs.

· Stickers

Kaizen will have stickers manufactured with Kaizen logo and sources that provide information about Kaizen products. Kaizen is going to put stickers with all the orders. Kaizen wants to form a conscious that seeing Kaizen stickers on the coaches or other travel systems will make customers feel safer, because of knowing that the driver is always “tracked.”

· Apparels

With the improvements in technology, Fleet Controller can be adopted to race cars or motorcycles in order to monitor the performance of the racer by the race directors. When this system comes to life Kaizen is going to produce apparels for racing teams. Also apparels are going to be used in sectorial meetings such as shows or exhibitions.

At this point it is important to give information about use of sponsorships and stickers. When the “racer control unit” is evolved from “Fleet Controller” Kaizen is going to start more aggressive ads with sponsorships and stickers for race cars. Also the available media is going to be enriched for ads and press releases. 


· Grand Opening

Some in-store advertisements and promotions are voted by Kaizen managers. The most important one is the opening of the Kaizen offices. At each of the opening, including first, there are going to be some price promotions. Also these openings are concerned as an important tool for achieving mailing-lists. But more importantly they are concerned as the most efficient way of teaching potential customers “What is Kaizen”, “What Kaizen cares” and “What Kaizen produces.” With these face to face presentations Kaizen can inform customers while making them the most valuable part of the Kaizen. 
· Sectorial Shows

Kaizen is going to attend sectorial shows not by only marketers but teams that are formed by managers. This attendance is to provide not the same but the less affect as of the grand openings.

· Word of Mouth

As long as continuous improvement and customer satisfaction are the biggest concerns of the Kaizen management, Kaizen believes that word of mouth is going to be the best and the most effective advertisement tool for Kaizen. Kaizen believes by giving first-time customers great service and charging fair prices for services and products, the word is sure to spread.

· Internet

As the web-site is going to be an online market for customers, Kaizen wants to agree the terms with biggest sectorial web-sites to perform advertisements and surveys for potential customers. Also mailing groups are to be informed as the day when an improvement on an existing product is made or a new product is released. This is in order to inform the customers about what is going on in the firm which they are the most valuable part.

5.1.1 Pricing Strategy


As Kaizen’s potential markets spread a highly variable array, Kaizen’s product differentiation strategy, stated as options list, spans that highly variable array. By performing such an options list Kaizen makes customers determine the price. 


Kaizen is aware of that it is marketing an extra product for customers. Because of the possibility of being thought as an extra, Kaizen wants to attract customers with low pricing. For the time, that is evaluated as gaining market share period, Kaizen’s strategy is going to be just break-even for the first 9 months. But as well as performing this break even strategy for a period, Kaizen does not want to be known as competing with price, but competing with quality and customer satisfaction. So while lowering prices Kaizen does not want to rely on selling price to overshadow the other advantages of doing business with Kaizen. Kaizen will sell itself on the basis of a diverse line of quality products, that are readily available, reasonably competitively priced and backed up by its extraordinary customer satisfaction oriented servicing philosophy. Kaizen will strive for a profit margin of 30%, increasing that to 40% by the end of year five.

5.1.2 Promotion Strategy


Besides advertising and internet supplements, Kaizen’s most important tool for sales promotion is going to be “Kaizen Catalog” and Kaizen “Quality Catalog,” which are briefly described in part 3.3 Sales Literature. 

5.1.3 Distribution Strategy


As distribution is the first step for customer’s recognition for quality, Kaizen is going to pay extreme attention to perfection and quality of the distribution and distribution channels. With the experience Kaizen managers believe that quality starts at the very first supplier and ends at the last day of use. The quality of product shows the quality of Kaizen’s customer while the quality of Kaizen’s customers reflects the quality of Kaizen. Starting from this philosophy Kaizen has five different ways to sell products, which requires various types of distribution. These different types and required distribution strategies are;

1. Sale at offices

Products purchased by face to face sales at office are immediately send to service department to be plugged to the cars. 

2. Sales by telephone

Sales by telephone has two distinct characteristics which are 

i. Letting customers to choose the service to plug their systems.

ii. Plugging the Fleet Controller at our services.

The second one waits for customer to pull his vehicle over to Kaizen services for plugging. The first one, which is not recommended by any means, requires transportation of the product to the customer to be plugged by customers. At this point it is important to state that Kaizen is not going to be responsible for faulty pluggings that are done in an unauthorized service. Also Kaizen charges no additional money for plugging services. For the transportation process Kaizen uses agreement reached parcel services. And lets the customer to choose the way parcel service uses for delivery, via air-mail, or overnight distribution, depending on their need. The customer pays for the difference of the air mail transportation costs. The standard that Kaizen pays is normal transportation which delivers the product to any part of Turkey within three days.

3. Sales by Fax

This procedure is performed just the same as sales by telephone, which is discussed in the previous section. 

4. Sales by E-Mail

While e-mailing the request telephone numbers are requested. After the confirmation on the telephone Kaizen sends the product with the same procedure as sales by telephone.

5. E-Commerce Sales

After achieving a secure web-site, Kaizen is going to start e-commerce. With the help of internet sales customers choose the options to add to their product while knowing the price. When they add or discard an option the price is going to change. After the product is chosen, the customer is going to enter their credit card number, their address and the choice of transportation, which is the same as the sales by telephone.

5.2 Sales Strategy


Because Kaizen is a new entity in business environment, Kaizen has to prove its value to customers and its philosophies in order to earn their respect and business. 


Most importantly Kaizen must sell its philosophies, the company not on ly the products. Kaizen must push service and support capabilities.
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5.2.1. Sales Forecast

The table BF-1 and related charts show our present sales forecast. We are projecting sales to grow at the rate of between %25-%35 for the next five years. Management believes that these forecasts are highly attainable.

5.2.2 Sales Forecast Details

According to the journal from Türk Eczacılar Birligi the number of cars in the medical stores has increased %150 percent during the last five years. And we assume that this increase will continue next five years. The need for controlling their fleets will also grow and according to our forecast we will serve and operate %30 of target market.

5.3 Strategic Alliances


For the incubation period of Kaizen’s life cycle, Kaizen is aware of limitations of establishing strategic alliances, because it is hard to prove Kaizen’s quality restrictions and standards. As a new company, Kaizen is going to be evaluated as risky or in other words Kaizen is subject to the risks which all newly established firms face. So for the first one or two years Kaizen believes it is hard to establish such alliances. There are limited numbers of firms which Kaizen is in talks with. One of these firms is a pharmaceutical firm, targeted market for first six months, which supplies wanted medicines to pharmacies and hospitals. This firm is going to be the first firm that is using Kaizen’s Fleet Tracking and Control Systems. And in this process of usage, they are going to inform Kaizen about the limitations or problems associated with the system. So they are going to be using prototypes before the final version of the product is produced. Kaizen is also in talks with one of the suppliers, which supplies GPS elements of the product. They are going to supply GPS elements at a fair price, while Kaizen is going to print their logos in the car stickers.


After a few months time, Kaizen is going to meet with the biggest pharmaceutical firm in Turkey, for a strategic alliance proposal. And a parcel service firm for distribution of product to all of the cities in Turkey. The names of these firms are held confidential.

6.0 Management Summary

Kaizen have been founded as a company, owned by Ertuğrul Emre Taşdemir, Kıvanç Anıl Çelik, Osman Onur Karaaslan, Murat Sümengen, Mustafa Kalyon, Uğur Güneş.

Ertuğrul Emre Taşdemir - CEO

He will be responsible for controlling the whole organization and give advices to each department. Also he will organize the relationship between departments and responsible from HRM.

ERTUĞRUL EMRE  TAŞDEMİR

68. Street, 7/8 Emek 06830 Ankara, Turkey

Home Phone: +90 312 213 41 44, Cellular Phone: +90 532 497 15 40

etasdem@ug.bilkent.edu.tr

Education 

September 2000 


BS in Business Administration 

Expected June 2005                                 Bilkent University, Ankara       

Primary Courses Taken in University

· Corporate Finance 

· Money and Banking

· Principles of Financial Accounting

· Managerial Accounting 

· Operations Management

· Production Planning and Scheduling

· Marketing Management

· Organizational Theory and Design

Projects

· New Product Development:
Developed an advertising method called Underground Cartoon System, used in Subways 

· Promotion and Advertising in Turkey: Presented the role of promotion and advertising in marketing sector

September 1996 – June 1999


Samsun Anatolian High School





Work Experience

August 2003 – September 2003
Assistant of Production Planning Manager in Ilsan Iltas Ilac Sanayi A.S. Istanbul: Participated all production planning facilities in the factory 


June 2003 – August 2003
Assistant of Marketing Communication Manager in Turkcell Iletisim Hizmetleri A.S. Istanbul: Used ERP and participated preparation process of advertisement campaigns

October 2003 


General Secretary in Student Council and President of Student of Faculty in Bilkent University: Organized all students’ social activities

March 2001 – May 2001


Assistant of Bilkent University Dormitory Director in “Student Working Program”: Participated in student registration and checked registration processes 

Skills

· Languages 

· Advanced in oral and written English
· Beginner in German
· Computer

· Microsoft Office, Word, Excel, PowerPoint, Access, Java
Kıvanç Anıl Çelik – Marketing Manager

He will be responsible for pricing, promoting, distributing the product and analyzing the customer needs. Preparing solutions to these problems is his responsibility. He will also analyze the market structure and future.

KIVANÇ ANIL ÇELİK

Permanent Address


Current Address

Nasuh Akar Mah.


Bilkent Üniversitesi

Türkocağı cad. 20. sok. No:2/3
İşletme Fakültesi

06510 Balgat/ Ankara


06800 Bilkent, Ankara

Tel: (312) 286 27 14


Tel: (312) 290 40 00

E-mail: anilcelik@hotmail.com
E-mail: vcelik@ug.bilkent.edu.tr

EDUCATION

2003–Present

Bilkent University, Ankara



Management, Business Administration Faculty




Favorite Courses

Microeconomics, Macroeconomics, Corporate Finance, Management Science

Projects

· Franchising in Turkey

· Macroeconomic Equilibrium of Turkish Economy

1999 – 2003
     
Bilkent University, Ankara



Computer Science, Engineering Faculty

1992 – 1999                Çankaya Atatürk Anadolu Lisesi
High School Diploma

1987 – 1992

Özel Arı Koleji İlk Kısım




Elementary School Diploma

SKILLS and ABILITIES

Computer
C++, Java, ASP, Html, Windows, DOS, MS Word, Excel, PowerPoint, Access

Languages

Turkish (Native Language), Fluent English, Basic Italian

OTHER INFORMATION

Social Activities

· Member of  Bilkentli Aslanlar Board of Directors

· Chess, dart, basketball and football, swimming and running

Personal Traits
Creative, hardworking, honest

References

Available upon request

Osman Onur Karaaslan – CFO

He will be responsible for financing all the activities of the organization. He will decide how to invest and create funds for investment and all other payments.
OSMAN ONUR KARAASLAN

Permanent Address


Current Address

Cevizlidere Mah.


Bilkent Üniversitesi

Cevizlidere cad. 4. sok. No:2/15
İşletme Fakültesi

06510 Balgat/ Ankara


06800 Bilkent, Ankara

Tel: (312) 472 17 23


Tel: (312) 290 40 00

E-mail: nonur@ug.bilkent.edu.tr
E-mail: nonur@ug.bilkent.edu.tr

EDUCATION

2001–Present

Bilkent University, Ankara



Management, Business Administration Faculty




Favorite Courses

Microeconomics, Macroeconomics, Principles of Financial Accounting, Corporate Finance, Management Science

Projects

· Franchising in Turkey

· Macroeconomic Equilibrium of Turkish Economy

2000 June  – 

2000 August
     
Army War Academy, Ankara



Cadet

1997 – 2000                Maltepe Military High School, Izmir

High School Diploma

1993– 1997

Nuh Mehmet Kucukcalik Anatolian High School, Kayseri




Elementary School Diploma

1989- 1993

13 Ekim Primary School, Ankara



Primary School Diploma



SKILLS and ABILITIES

Computer
Java, Html, Windows, DOS, MS Word, Excel, PowerPoint, Access

Languages

Turkish (Native Language), Fluent English, Basic French

OTHER INFORMATION

Social Activities

· Member of  TEMA.

· Founder member of analytical thinking club in military school

· Founder member of Strategy club in Bilkent University

· Chess, dart, basketball and football, swimming and running

Personal Traits
Creative, hardworking, honest

References

Available upon request

Murat Sümengen – Production Manager

He will be responsible for the production process and the quality control of those production processes. He will co-operate with marketing and finance manager.

MURAT SUMENGEN

Permanent Address


Current Address

Mimar Mehmetağa Cad. 


Bilkent Universitesi

Amiral Tafdil Sokak No: 17

70. Yurt Oda No: 317

34400 Sultanahmet, İstanbul

06800 Bilkent, Ankara

Tel: +90 (212) 517 4528


Tel: +90(312) 290 8662

Cell Phone: +90 532 507 51 22

E-mail: msumengen@lycos.co.uk



E-mail:msumengen@lycos.co.uk

EDUCATION

1999-Present
Bilkent University, Ankara



B.S., Electrics and Electronics Engineering 




Favorite Courses

Algorithms and Programming, Microprocessors, Digital Circuit Design, Analog Electronics, Database Management Systems, Electronic Circuit Design, Signals & Systems.

Projects

· Designing and Constructing a HF Radio Transceiver

· Event Calendar by Java

· Bookstore database software by Microsoft Access

1992-1999      
Bilge Kağan High School, Istanbul
High School Diploma.

SKILLS and ABILITIES

Computer

Java Programming Language, Assembly, Matlab, MS-DOS, 




Windows, Microsoft Office, SQL, PSpice.

Languages

Fluent English, Intermediate German, Elementary Russian

PAST EXPERIENCES

· 2004 Fall Semester, Bilkent University Dorm-Net authorized person

Worked on Bilkent University LAN systems

· 2004 Summer Practice at Combellga Telecommunications in Moscow, Russia

Worked on internet and phone lines

· 2004 Summer Practice at Breton Spa. In Castelfranco Veneto, Italy

Worked on installing machines

· 2003 Fall Semester, Bilkent University Dorm-Net authorized person

Worked on Bilkent University LAN systems.

· 2003 Summer Practice at Beko Elektronik A.S. in Istanbul, Turkey

Worked on Quality Inspections and electromagnetic immunity responses.

OTHER INFORMATION

Social Activities

Member of Engineering Society

Personal Traits
Creative, hardworking, honest, ambitious 

References

Available upon request

Mustafa Kalyon- Production Chief

He will be responsible for developing new technologies and adopting the changes in the market to the products and services.

MUSTAFA KALYON

Permanent Address


Current Address
Kardelen Mah. Detça-2 sit.

Bilkent Üniversitesi

472. sok no: 71



Mühendislik Fakültesi

Batıkent, Ankara



06800 Bilkent, Ankara

Tel: (312) 2558094


E-mail: mkalyon@ug.bilkent.edu.tr

Mobile: 532 3041817

E-mail: mkalyon@ug.bilkent.edu.tr

EDUCATION

2000-Present

Bilkent University, Ankara




B.S., Electrics and Electronics Engineering, Engineering Faculty




Favorite Courses




Signals & Systems, Neural Networks, Computer Networks, 

Electronic Circuit Design, Robotics & Sensing, Economic Theory,

Business Forecasting, EU Law

Projects

· Designing and Constructing a HF Radio Transceiver

· Development of an Online Grade Learning System by Java

· License Plate Recognition System by Matlab

· Pattern Recognition Systems using Neural Networks by Matlab
· Liquid Level Control Systems for Arçelik A.Ş. Research & Technology Development Center

1997-2000 Arı Science Collage, Ankara
High School Diploma

1993-1997 Etimesgut Anatolian High School, Ankara

1988-1993 Evrensel Collage, Ankara

WORK EXPERIENCE

· 2002 Summer Practice at Aselsan A.Ş. in Macunköy Ankara, Turkey

Summer Trainee

Communication Equipments Department

· 2003 Summer Practice at Arçelik A.Ş. in Tuzla İstanbul, Turkey

Summer Trainee

Research & Technology Development Center

· 1997-2000 TOBAV Ankara, Turkey

Art Festival Organizations

SKILLS and ABILITIES

Computer

Java Programming Language, Assembly, Matlab, MS-DOS, 




Windows, Microsoft Office, SQL, PSpice.

Languages

Turkish (Native Language), Fluent English, Basic German, Basic Hebrew

OTHER INFORMATION

Social Activities

· Member of Electrical & Electronics Engineers Chamber

· Member of TOBAV youth

· Member of Mathematics and Physics Olympic Team in Arı Science Collage

· Drawing, squash, running and water sports

Personal Traits

Eccentric, talented, creative, forward-seeing, hardworking, honest

References

Available upon request

Uğur Güneş – R&D

He will be responsible for developing new technologies and following all the changes in the market he will always make some testing and provide software support to the company.

Name



 : Hasan Uğur

Surname                                 :Güneş

Date and Place of Birth
 : 31 July 1979,Ankara
Nationality


 : Turkish

Faculty


 : Faculty of Engineering

Department                           : Computer Engineering         
University                              : Bilkent University

Address: 47. Cadde 28/8 Ufuk-1 Apartmanı, Çukuranbar/ Ankara

Telephone Number: (90312)2851441, (90532)4301445

E-mail Address: hgunes@ug.bilkent.edu.tr , ugurgunes@yahoo.com 

EDUCATIONAL BACKGROUND

1985-1990 : Dr. Helmut Vitz Primary School, Frankfurt/Germany

1990-1993 : Cebeci Middle School, Ankara/Turkey

1993-1996 : Ankara High School, Ankara/Turkey

1998- ....                                 : Bilkent University, Ankara/ Turkey

LANGUAGES

Turkish                                  : Native Language

English                                   : Very good

German                                  : Good

PROGRAMMING LANGUAGES

Java                                       : Very good

C/C++                                    : Very good

Visual Basic                          : Very good

HTML                                   : Very good

OPERATING SYSTEM

Windows XP                         : Very good

Windows 2000                      : Very good

Windows 95/98                     : Very good

Windows NT                         : Very good

Unix/Linux                            : Good

APPLICATION PROGRAM

Symantec Visual Cafe         : Very good

Microsoft Visual C++         :  Very good

Access                                   : Very good

FrontPage                            :  Very good

Microsoft Office Appl.       :  Very good

Internet Browsing Tools    :  Very good 

Photoshop                            :  Good

PROJECTS

· Development of an online grade system for Bilkent University students  with Java

· Teaching Time for children with Java

· Simulation of Singlecycle Implementation of the Processor with Verilog language with Simucad software

· Object Oriented Train Control System with C++

· E-mail sending program, during the summer training in TAI(Turkish Aerospace Industry Incorporate)

PERSONAL TRAITS

· Team worker

· Good at time management and an decision making

· Analytical thinker and problem solver

HOBBIES

-    Computer, Basketball, Football, Swimming, Ping-Pong, Stamp Collecting
6.1 Management Team

They do not only have the desire to succeed, but will bring a wealth of knowledge and experience to the KAIZEN. They are becoming professional in their areas and have the ability to co-operate with other departments. 

Every week they are organizing a meeting to debate what they have done last week and what they will do next week. At the end of the meeting they are giving report to the CEO.

Being a team member in KAIZEN is the most important element for the success of the company. Every member of the team is also responsible for the other departments work.

6.2 Personnel Plans


The cornerstone of the personnel plan is to maximize the productivity and minimize the labor burden on the company’s operating expenses. As Kaizen grows Kaizen expects to see steady increases in our personnel to match the increases in sales.

	Personnel Plan
	2005
	2006
	2007
	2008
	2009
	2010

	Salary
	
	
	
	
	
	 

	E. Emre Taşdemir
	$12,000.00
	$14,400.00
	$17,280.00
	$20,736.00
	$24,883.20
	$29,859.84

	K. Anıl Çelik
	$12,000.00
	$14,400.00
	$17,280.00
	$20,736.00
	$24,883.20
	$29,859.84

	O. Onur Karaaslan
	$12,000.00
	$14,400.00
	$17,280.00
	$20,736.00
	$24,883.20
	$29,859.84

	H. Uğur Güneş
	$12,000.00
	$14,400.00
	$17,280.00
	$20,736.00
	$24,883.20
	$29,859.84

	Murat Sumengen
	$12,000.00
	$14,400.00
	$17,280.00
	$20,736.00
	$24,883.20
	$29,859.84

	Mustafa Kalyon
	$12,000.00
	$14,400.00
	$17,280.00
	$20,736.00
	$24,883.20
	$29,859.84

	Field Employees
	$16,884.00
	$27,376.32
	$40,398.80
	$60,362.49
	$96,338.38
	$146,857.18

	Dividend
	2005
	2006
	2007
	2008
	2009
	2010

	E. Emre Taşdemir
	$3,651.90
	$2,987.84
	$3,670.98
	$5,080.02
	$7,673.63
	$12,174.67

	K. Anıl Çelik
	$3,651.90
	$2,987.84
	$3,670.98
	$5,080.02
	$7,673.63
	$12,174.67

	O. Onur Karaaslan
	$3,651.90
	$2,987.84
	$3,670.98
	$5,080.02
	$7,673.63
	$12,174.67

	H. Uğur Güneş
	$3,651.90
	$2,987.84
	$3,670.98
	$5,080.02
	$7,673.63
	$12,174.67

	Murat Sumengen
	$3,651.90
	$2,987.84
	$3,670.98
	$5,080.02
	$7,673.63
	$12,174.67

	Mustafa Kalyon
	$3,651.90
	$2,987.84
	$3,670.98
	$5,080.02
	$7,673.63
	$12,174.67

	Field Employees
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00

	Total Dıvıdend
	$21,911.38
	$17,927.05
	$22,025.89
	$30,480.10
	$46,041.80
	$73,048.01


7.0. Financial Plan

· Salaries, equipments and R&D costs are main expenses, while depreciction is another significant cost that will increases as the company develops.

· The company will distrubute dividends if the profit exceeds $50000.

· All the cost which are included in expense will be used to fund R&D if it wasnot used.

7.1 Important Assumptions

Key assumptions for Kaizen are:

· We will sell ½ cost of our products on cash and the other half cost will be collected next month.

· Service costs will be paid on cash by the customers, no receivable will be accepted.

· We assume the number advanced product will be increase at a highest growth rate (40%), then inter product will increase less than advanced but higher than base product (%35) and base product will increase nearly %25 next five years.

· We assume %25 of customers will upgrade their products to a higher volume.

· The number of cars in the fleets in Turkey will increase at least %30 next five years.

· We will pay to our suppliers next month from the day when our goods came.

· We assume the inflation rate will %3 in dollar currency and constant for next five years.

· We assume the interest rate will be %5 in dollar currency and constant for next five years.

· The tax rate will %18 and will remain same for next five years.

· We assume every 10 vehicle forms a fleet and needs software.

7.2. Base Forecast and Sales


The table BF-1 shows the annual forecasted sales and cost during the production process. All the calculations on the other projected tables are done by using forecasted numbers.

7.3. Key Financial Indicators

The key indicators in our plan illustrate increasing sales. Control of costs, and increasing profit margins.


7.4. Break-Even Analysis


For our break-even analysis, we assume running costs of approximately $20000 per month, which includes payroll, rent, utilities, R&D, and an estimation of other running costs. Based on a % 30 margins, we need to sell about $30000 per month to break even according to our assumptions. The detailed expenses and sales for break-even can be seen from the income statement table IS-1.

7.5.Projected Income Statement

The monthly projected income statement is on the table IS-1. The yearly income statement is included in the appendix.

7.6. Projected Cash Flow


Cash flow projections are critical to our success. The table CF-1shows cash flow for the first year by month. Next five years projected cash flows are in the appendix.

7.7. Projected Balance Sheet


The table BS-1 shows the monthly balance sheet results, with a healthy projected in net worth. Next five years projected balance sheets are in the appendix.
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FORECAST

						Months

		SALES		Average		1-JAN		2-FEB		3-MAR		4-APR		5-MAY		6-JUN		7-JUL		8-AUG		9-SEP		10-OCT		11-NOV		12-DEC		TOTAL

		Base Product

		Units Sold				5		5		6		10		12		15		20		24		29		33		36		44		239

		Average Price		$400.00		$300.00		$300.00		$300.00		$300.00		$300.00		$300.00		$300.00		$300.00		$300.00		$300.00		$300.00		$300.00		$300.00

		Revenue				$2,000.00		$2,000.00		$2,400.00		$4,000.00		$4,800.00		$6,000.00		$8,000.00		$9,600.00		$11,600.00		$13,200.00		$14,400.00		$17,600.00		$95,600.00

		Inter Product

		Units Sold				0		3		4		4		5		6		5		6		5		7		9		10		64

		Average Price		$500.00		$400.00		$400.00		$400.00		$400.00		$400.00		$400.00		$400.00		$400.00		$400.00		$400.00		$400.00		$400.00		$400.00

		Revenue				$0.00		$1,500.00		$2,000.00		$2,000.00		$2,500.00		$3,000.00		$2,500.00		$3,000.00		$2,500.00		$3,500.00		$4,500.00		$5,000.00		$32,000.00

		Advanced Product

		Units Sold				0		0		1		1		2		2		3		3		4		4		5		6		31

		Average Price		$600.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00

		Revenue				$0.00		$0.00		$600.00		$600.00		$1,200.00		$1,200.00		$1,800.00		$1,800.00		$2,400.00		$2,400.00		$3,000.00		$3,600.00		$18,600.00

		Total Sales				5		8		11		15		19		23		28		33		38		44		50		60		334

		Sales Revenue				$2,000.00		$3,500.00		$5,000.00		$6,600.00		$8,500.00		$10,200.00		$12,300.00		$14,400.00		$16,500.00		$19,100.00		$21,900.00		$26,200.00		$146,200.00

		Software		$5,000.00		$2,500.00		$4,000.00		$5,500.00		$7,500.00		$9,500.00		$11,500.00		$14,000.00		$16,500.00		$19,000.00		$22,000.00		$25,000.00		$30,000.00		$167,000.00

		Sales&Software Revenue				$4,500.00		$7,500.00		$10,500.00		$14,100.00		$18,000.00		$21,700.00		$26,300.00		$30,900.00		$35,500.00		$41,100.00		$46,900.00		$56,200.00		$313,200.00

		SERVICE		Average

		Base to Inter		$175.00		0		0		0		0		6		6		7		7		8		8		9		9		60

		Inter to Advanced		$200.00		0		0		0		0		0		0		0		0		0		0		7		9		16

		Base to Advanced		$350.00		0		0		0		0		0		0		0		4		5		6		8		8		31

		Service Revenue				$0.00		$0.00		$0.00		$0.00		$1,050.00		$1,050.00		$1,225.00		$2,625.00		$3,150.00		$3,500.00		$5,775.00		$6,175.00		$24,550.00

		TOTAL REVENUE				$4,500.00		$7,500.00		$10,500.00		$14,100.00		$19,050.00		$22,750.00		$27,525.00		$33,525.00		$38,650.00		$44,600.00		$52,675.00		$62,375.00		$337,750.00

						Months

						1-JAN		2-FEB		3-MAR		4-APR		5-MAY		6-JUN		7-JUL		8-AUG		9-SEP		10-OCT		11-NOV		12-DEC		TOTAL

		WARRANTY COSTS*

				Average

		Base (number of defectives)				0.5		0.5		0.6		1		1.2		1.5		2		2.4		2.9		3.3		3.6		4.4		23.9

		Base (Cost)		$150.00		$75.00		$75.00		$90.00		$150.00		$180.00		$225.00		$300.00		$360.00		$435.00		$495.00		$540.00		$660.00		$3,585.00

		Inter (number of defectives)				0		0.3		0.4		0.4		0.5		0.6		0.5		0.6		0.5		0.7		0.9		1		6.4

		Inter (cost)		$200.00		$0.00		$60.00		$80.00		$80.00		$100.00		$120.00		$100.00		$120.00		$100.00		$140.00		$180.00		$200.00		$1,280.00

		Advanced (number of defectives)				0		0		0.1		0.1		0.2		0.2		0.3		0.3		0.4		0.4		0.5		0.6		3.1

		Advanced (cost)		$250.00		$0.00		$0.00		$25.00		$25.00		$50.00		$50.00		$75.00		$75.00		$100.00		$100.00		$125.00		$150.00		$775.00

		Total Warranty Cost				$75		$135		$195		$255		$330		$395		$475		$555		$635		$735		$845		$1,010		$5,640

		INVENTORY COSTS (EXTRA UNITS)**

				Average

		Base to Inter				0		0		0		0		6		6		7		7		8		8		9		9		60

		Base to Inter		$50		$0		$0		$0		$0		$300		$300		$350		$350		$400		$400		$450		$450		$3,000

		Inter to Advanced				0		0		0		0		0		0		0		0		0		0		7		9		16

		Inter to Advanced		$75		$0		$0		$0		$0		$0		$0		$0		$0		$0		$0		$525		$675		$1,200

		Base to Advanced				0		0		0		0		0		0		0		4		5		6		8		8		31

		Base to Advanced		$100		$0		$0		$0		$0		$0		$0		$0		$400		$500		$600		$800		$800		$3,100

		Total Inventory Cost (extra units)				$0		$0		$0		$0		$300		$300		$350		$750		$900		$1,000		$1,775		$1,925		$7,300

		LABOR COSTS***		Average

		Small (hours required)		6		3		3		3.6		6		43.2		45		54		56.4		65.4		67.8		75.6		80.4		503.4

		Small (cost/hr)		$10.00		$30		$30		$36		$60		$432		$450		$540		$564		$654		$678		$756		$804		$5,034

		Medium (hours required)		10		0		3		4		4		5		6		5		6		5		7		79		100		224

		Medium (cost/hr)		$13.00		$0		$39		$52		$52		$65		$78		$65		$78		$65		$91		$1,027		$1,300		$2,912

		Large (hours required)		12		0		0		1.2		1.2		2.4		2.4		3.6		51.6		64.8		76.8		102		103.2		409.2

		Large (cost/hr)		$15.00		$0		$0		$18		$18		$36		$36		$54		$774		$972		$1,152		$1,530		$1,548		$6,138

		Total Labor Hour/month		160		3		6		8.8		11.2		50.6		53.4		62.6		114		135.2		151.6		256.6		283.6		1136.6

		Number of Labors Required				1		1		1		1		1		1		1		1		1		1		2		2		14

		Fixed Labor Costs (wage)		$200.00		$200		$200		$200		$200		$200		$200		$200		$200		$200		$200		$400		$400		$2,800

		Total Labor Cost				$230		$269		$306		$330		$733		$764		$859		$1,616		$1,891		$2,121		$3,713		$4,052		$16,884

		Inventory Cost (Direct Material)		Average

		Small (cost)		$150.00		750		750		900		1500		1800		2250		3000		3600		4350		4950		5400		6600		35850

		Medium (cost)		$200.00		0		600		800		800		1000		1200		1000		1200		1000		1400		1800		2000		12800

		Large (cost)		$250.00		0		0		250		250		500		500		750		750		1000		1000		1250		1500		7750

		Total Inventory Cost (Direct Material)				750		1350		1950		2550		3300		3950		4750		5550		6350		7350		8450		10100		56400

		Total Inventory Cost (DM+EU)				$750		$1,350		$1,950		$2,550		$3,600		$4,250		$5,100		$6,300		$7,250		$8,350		$10,225		$12,025		$63,700
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F-YEARLY

				YEARS

		SALES*		Average		2005		Average		2006		Average		2007		Average		2008		Average		2009		Average		2010

		Small Unıts

		Units Sold				239				287				344				413				516				645

		Average Price		$400.00				$400				$416				$433				$450				$468

		Revenue				$95,600				$114,720				$143,171				$178,677				$232,280				$301,964

		Medium Units

		Units Sold				64				83				108				146				197				276

		Average Price		$500.00				$500				$520.00				$541				$562				$585

		Revenue				$32,000				$41,600				$56,243				$78,965				$110,867				$161,423

		Large Units

		Units Sold				31				43				61				88				128				192

		Average Price		$600.00				$600				$624				$649				$675				$702

		Revenue				$18,600				$26,040				$37,914				$57,175				$86,219				$134,502

		Total Sales				334				413				513				647				841				1113

		Sales Revenue				$146,200				$182,360				$237,328				$314,817				$429,367				$597,889

		Software for FCS		$5,000.00		$167,000		$5,000		$206,700		$5,200		$266,802		$5,408		$349,957		$5,624		$473,067		$5,849		$650,963

		Sales&Software Revenue				$313,200				$389,060				$504,130				$664,774				$902,434				$1,248,852

		SERVICE**

		Small to Medium		$175.00		60		$175		84		$175		118		$175		165		$175		230		$175		323

		Medium to Large		$200.00		16		$250		21		$250		27		$250		35		$250		46		$250		59

		Small to Large		$350.00		31		$300		37		$300		45		$300		54		$300		64		$300		77

		Service Revenue				$24,550				$31,060				$40,732				$53,670				$71,046				$94,465

		TOTAL REVENUE				$337,750				$420,120				$544,862				$718,444				$973,479				$1,343,317

				YEARS

				Average		2005		Average		2006		Average		2007		Average		2008		Average		2009		Average		2010

		WARRANTY COSTS*

		Small (number of defectives)				23.9				28.7				34.4				41.3				51.6				64.5

		Small (Cost)		$150.00		$3,585		$165		$4,732		$182		$6,247		$200		$8,245		$220		$11,337		$242		$15,589

		Medium (number of defectives)				6.4				8.3				10.8				14.6				19.7				27.6

		Medim (cost)		$200.00		$1,280		$220		$1,830		$242		$2,617		$266		$3,887		$293		$5,772		$322		$8,889

		Large (number of defectives)				3.1				4.3				6.1				8.8				12.8				19.2

		Large (cost)		$250.00		$775		$275		$1,194		$303		$1,838		$333		$2,932		$366		$4,676		$403		$7,715

		Total Warranty Cost				$5,640				$7,756				$10,702				$15,064				$21,785				$32,193

		INVENTORY COSTS (EXTRA UNITS)*

		Small to Medium (number)				60				84				118				165				230				323

		Small to Medium (number)		$50		$3,000		$55		$4,620		$61		$7,139		$67		$10,981		$73		$16,837		$81		$26,010

		Medium to Large (number)				16				21				27				35				46				59

		Medium to Large (number)		$75		$1,200		$83		$1,733		$91		$2,450		$100		$3,494		$110		$5,051		$121		$7,127

		Small to Large (number)				31				37				45				54				64				77

		Small to Large (number)		$100		$3,100		$110		$4,070		$121		$5,445		$133		$7,187		$146		$9,370		$161		$12,401

		Total Inventory Cost (extra units)				$7,300				$10,423				$15,034				$21,662				$31,259				$45,537

		LABOR COSTS**

		Small (hours required)		6		503.4		6		676.1		6		914.5		6		1237.8		6		1689.7		6		2325.2

		Small (cost/hr)		$10		$5,034		$12		$8,113		$14		$13,169		$17		$21,389		$21		$35,039		$25		$57,858

		Medium (hours required)		10		224		10		293.2		10		378.2		10		496.0		10		657.1		10		866.0

		Medium (cost/hr)		$13		$2,912		$16		$4,574		$19		$7,079		$22		$11,143		$27		$17,714		$32		$28,013

		Large (hours required)		12		409.2		12		496.1		12		612.9		12		753.7		12		921.3		12		1153.9

		Large (cost/hr)		$15		$6,138		$18		$8,929		$22		$13,239		$26		$19,536		$31		$28,656		$37		$43,071

		Total Labor Hour/month		160		1136.6		160		1465.4		160		1905.6		160		2487.5		160		3268.2		160		4345.1

		Number of Labors Required				14				24				24				24				36				36

		Fixed Labor Costs (wage)		$200.00		$2,800		$240		$5,760		$288		$6,912		$346		$8,294		$415		$14,930		$498		$17,916

		Total Labor Cost				$16,884				$27,376				$40,399				$60,362				$96,338				$146,857

		Inventory Cost (Direct Material)

		Small		150		239		165		287		181.5		344		199.65		413		219.615		516		241.5765		645

		Medium		200		64		220		83		242		108		266.2		146		292.82		197		322.102		276

		Large		250		31		275		43		302.5		61		332.75		88		366.025		128		402.6275		192

		Total Inventory Cost (Direct Material)				56400				77440				107024.5				150602.65				217858.08				322021.4745

		Total Inventory Cost (DM+EU)				$63,700				$87,863				$122,059				$172,265				$249,117				$367,559
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BALANCE

				Months

				Beginning		1-JAN		2-FEB		3-MAR		4-APR		5-MAY		6-JUN		7-JUL		8-AUG		9-SEP		10-OCT		11-NOV		12-DEC

		Assets

		Current Assets

		Cash		$25,000		$18,875		$10,145		$4,241		$1,454		$3,286		$8,343		$17,511		$32,383		$51,407		$75,371		$109,826		$150,363

		Accounts Recievable		$0		$2,250		$3,750		$5,250		$7,050		$9,000		$10,850		$13,150		$15,450		$17,750		$20,550		$23,450		$28,100

		Inventory		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000

		Office Supply		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000		$1,000

		Total Current Assets		$27,000		$23,125		$15,895		$11,491		$10,504		$14,286		$21,193		$32,661		$49,833		$71,157		$97,921		$135,276		$180,463

		Fixed Assets

		Office Equipment		$15,000		$15,000		$15,000		$15,000		$15,000		$15,000		$15,000		$15,000		$15,000		$15,000		$15,000		$15,000		$15,000

		Accumulated Depreciation		$0		$125		$250		$375		$500		$625		$750		$875		$1,000		$1,125		$1,250		$1,375		$1,500

		Total Fixed Assets		$15,000		$14,875		$14,750		$14,625		$14,500		$14,375		$14,250		$14,125		$14,000		$13,875		$13,750		$13,625		$13,500

		Total Assets		$42,000		$38,000		$30,645		$26,116		$25,004		$28,661		$35,443		$46,786		$63,833		$85,032		$111,671		$148,901		$193,963

		Liabilities & Owners Equity

		Liabilities

		Bank Loans		$0		$0		$0		$0		$0		$0		$0		$0		$0		$0		$0		$0		$0

		Accounts Payable		$15,000		$14,325		$13,485		$12,645		$11,805		$11,430		$10,645		$10,075		$9,855		$9,385		$9,085		$11,070		$13,035

		Salaries Payable		$0		$6,230		$6,269		$6,306		$6,330		$6,733		$6,764		$6,859		$7,616		$7,891		$8,121		$9,713		$10,052

		Interest Payable		$0		$0		$0		$0		$0		$0		$0		$0		$0		$0		$0		$0		$0

		Total Liabilities		$15,000		$20,555		$19,754		$18,951		$18,135		$18,163		$17,409		$16,934		$17,471		$17,276		$17,206		$20,783		$23,087

		Owner's Equity

		Capital		$27,000		$17,445		$10,891		$7,165		$6,869		$10,498		$18,034		$29,852		$46,362		$67,756		$94,465		$128,118		$170,876

		Change in Owner's Equity		$0		-$9,555		-$16,109		-$19,835		-$20,131		-$16,502		-$8,966		$2,852		$19,362		$40,756		$67,465		$101,118		$143,876

		Total Liabilities & Owner's Equity		$42,000		$38,000		$30,645		$26,116		$25,004		$28,661		$35,443		$46,786		$63,833		$85,032		$111,671		$148,901		$193,963
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B-YEARLY

				YEARS

				2005		2006		2007		2008		2009		2010

		Assets

		Current Assets

		Cash		$150,362.66		$220,174.87		$301,211.82		$414,119.98		$584,735.71		$855,815.14

		Accounts Recievable		$28,100.00		$31,211.34		$40,422.47		$51,911.52		$66,819.38		$86,732.35

		Inventory		$1,000.00		$1,000.00		$1,000.00		$1,000.00		$1,000.00		$1,000.00

		Office Supply		$1,000.00		$1,400.00		$1,960.00		$2,744.00		$3,841.60		$5,378.24

		Total Current Assets		$180,462.66		$253,786.20		$344,594.29		$469,775.50		$656,396.70		$948,925.73

		Fixed Assets

		Office Equipment		$15,000.00		$50,000.00		$75,000.00		$100,000.00		$125,000.00		$150,000.00

		Accumulated Depreciation		$1,500.00		$6,500.00		$14,000.00		$24,000.00		$36,500.00		$51,500.00

		Total Fixed Assets		$13,500.00		$43,500.00		$61,000.00		$76,000.00		$88,500.00		$98,500.00

		Total Assets		$193,962.66		$297,286.20		$405,594.29		$545,775.50		$744,896.70		$1,047,425.73

		Liabilities & Owners Equity

		Liabilities

		Bank Loans		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00

		Accounts Payable		$13,035.00		$34,724.58		$45,532.55		$59,454.16		$78,631.76		$104,637.39

		Salaries Payable		$10,052.00		$11,377.63		$14,407.88		$18,477.85		$24,563.76		$32,601.62

		Interest Payable		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00

		Total Liabilities		$23,087.00		$46,102.21		$59,940.43		$77,932.01		$103,195.52		$137,239.01

		Owner's Equity

		Capital		$20,000.00		$20,000.00		$20,000.00		$20,000.00		$20,000.00		$20,000.00

		Change in Owner's Equity		$150,875.66		$239,183.99		$333,653.87		$455,843.49		$629,701.17		$898,186.72

		Total Owner's Equity		$170,875.66		$251,183.99		$345,653.87		$467,843.49		$641,701.17		$910,186.72

		Total Liabilities & Owner's Equity		$193,962.66		$297,286.20		$405,594.29		$545,775.50		$744,896.70		$1,047,425.73





INCOME

				Months

				1-JAN		2-FEB		3-MAR		4-APR		5-MAY		6-JUN		7-JUL		8-AUG		9-SEP		10-OCT		11-NOV		12-DEC		Total

		Revenue

		Sales & Software		$4,500.00		$7,500.00		$10,500.00		$14,100.00		$18,000.00		$21,700.00		$26,300.00		$30,900.00		$35,500.00		$41,100.00		$46,900.00		$56,200.00		$313,200.00

		Service		$0.00		$0.00		$0.00		$0.00		$1,050.00		$1,050.00		$1,225.00		$2,625.00		$3,150.00		$3,500.00		$5,775.00		$6,175.00		$24,550.00

		Total Revenue		$4,500.00		$7,500.00		$10,500.00		$14,100.00		$19,050.00		$22,750.00		$27,525.00		$33,525.00		$38,650.00		$44,600.00		$52,675.00		$62,375.00		$337,750.00

		Cost

		Hıred Fe's		$230.00		$269.00		$306.00		$330.00		$733.00		$764.00		$859.00		$1,616.00		$1,891.00		$2,121.00		$3,713.00		$4,052.00		$16,884.00

		Inventory		$750.00		$1,350.00		$1,950.00		$2,550.00		$3,600.00		$4,250.00		$5,100.00		$6,300.00		$7,250.00		$8,350.00		$10,225.00		$12,025.00		$63,700.00

		Warranty		$75.00		$135.00		$195.00		$255.00		$330.00		$395.00		$475.00		$555.00		$635.00		$735.00		$845.00		$1,010.00		$5,640.00

		Total Cost		$1,055.00		$1,754.00		$2,451.00		$3,135.00		$4,663.00		$5,409.00		$6,434.00		$8,471.00		$9,776.00		$11,206.00		$14,783.00		$17,087.00		$86,224.00

		Gross Margin		$3,445.00		$5,746.00		$8,049.00		$10,965.00		$14,387.00		$17,341.00		$21,091.00		$25,054.00		$28,874.00		$33,394.00		$37,892.00		$45,288.00		$251,526.00

		Expenses

		Rent		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$6,000.00

		Salaries		$6,000.00		$6,000.00		$6,000.00		$6,000.00		$6,000.00		$6,000.00		$6,000.00		$6,000.00		$6,000.00		$6,000.00		$6,000.00		$6,000.00		$72,000.00

		Equipment Expenses		$1,500.00		$1,500.00		$1,500.00		$1,500.00		$1,500.00		$1,500.00		$1,500.00		$1,500.00		$1,500.00		$1,500.00		$0.00		$0.00		$15,000.00

		Management Expenses		$250.00		$275.00		$302.50		$332.75		$366.03		$402.63		$442.89		$487.18		$535.90		$589.49		$648.44		$713.28		$5,346.07

		Marketing Expenses		$500.00		$550.00		$605.00		$665.50		$732.05		$805.26		$885.78		$974.36		$1,071.79		$1,178.97		$1,296.87		$1,426.56		$10,692.14

		R&D Expenses		$2,500.00		$2,500.00		$2,500.00		$2,500.00		$2,500.00		$2,500.00		$2,500.00		$2,500.00		$2,500.00		$2,500.00		$2,500.00		$2,500.00		$30,000.00

		Utility Expenses		$1,000.00		$1,050.00		$1,102.50		$1,157.63		$1,215.51		$1,276.28		$1,340.10		$1,407.10		$1,477.46		$1,551.33		$1,628.89		$1,710.34		$15,917.13

		Insurance Expenses		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$500.00		$6,000.00

		Depreciation		$125.00		$125.00		$125.00		$125.00		$125.00		$125.00		$125.00		$125.00		$125.00		$125.00		$125.00		$125.00		$1,500.00

		Total		$12,875.00		$13,000.00		$13,135.00		$13,280.88		$13,438.58		$13,609.16		$13,793.77		$13,993.64		$14,210.15		$14,444.79		$13,199.20		$13,475.18		$162,455.34

		EBIT		-$9,430.00		-$7,254.00		-$5,086.00		-$2,315.88		$948.42		$3,731.84		$7,297.23		$11,060.36		$14,663.85		$18,949.21		$24,692.80		$31,812.82		$89,070.66

		Interest		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00

		PBT		-$9,430.00		-$7,254.00		-$5,086.00		-$2,315.88		$948.42		$3,731.84		$7,297.23		$11,060.36		$14,663.85		$18,949.21		$24,692.80		$31,812.82		$89,070.66

		Taxes (18%)		$0.00		$0.00		$0.00		$0.00		$170.72		$671.73		$1,313.50		$1,990.87		$2,639.49		$3,410.86		$4,444.70		$5,726.31		$16,032.72

		PAT		-$9,430.00		-$7,254.00		-$5,086.00		-$2,315.88		$777.70		$3,060.11		$5,983.73		$9,069.50		$12,024.36		$15,538.35		$20,248.09		$26,086.51		$73,037.94

		Dividend (30%)		"-------"		"-------"		"-------"		"-------"		"-------"		"-------"		"-------"		"-------"		"-------"		"-------"		"-------"		"-------"		$   21,911.38





I-YEARLY

				YEARS

				2005		2006		2007		2008		2009		2010

		Revenue

		Sales & Software		$313,200.00		$389,060.00		$504,129.60		$664,774.07		$902,433.72		$1,248,852.41

		Service		$24,550.00		$31,060.00		$40,732.00		$53,670.40		$71,045.68		$94,464.62

		Total Revenue		$337,750.00		$420,120.00		$544,861.60		$718,444.47		$973,479.40		$1,343,317.03

				$0.24		$0.30		$0.32		$0.35		$0.38

		Cost

		Hıred Fe's		$16,884.00		$27,376.32		$40,398.80		$60,362.49		$96,338.38		$146,857.18

		Inventory		$63,700.00		$87,862.50		$122,058.75		$172,264.68		$249,116.62		$367,558.64

		Warranty		$5,640.00		$7,756.10		$10,701.97		$15,063.93		$21,785.41		$32,193.21

		Total Cost		$86,224.00		$122,994.92		$173,159.51		$247,691.09		$367,240.41		$546,609.03

		Gross Margin		$251,526.00		$297,125.08		$371,702.09		$470,753.38		$606,238.99		$796,707.99

		Expenses

		Rent		$6,000.00		$6,600.00		$7,260.00		$7,986.00		$8,784.60		$9,663.06

		Salaries		$72,000.00		$86,400.00		$103,680.00		$124,416.00		$149,299.20		$179,159.04

		Equipment Expenses		$15,000.00		$50,000.00		$75,000.00		$100,000.00		$125,000.00		$150,000.00

		Management Expenses		$5,346.07		$5,880.68		$6,468.75		$7,115.62		$7,827.18		$8,609.90

		Marketing Expenses		$10,692.14		$11,761.36		$12,937.49		$14,231.24		$15,654.36		$17,219.80

		R&D Expenses		$30,000.00		$33,000.00		$36,300.00		$39,930.00		$43,923.00		$48,315.30

		Utility Expenses		$15,917.13		$17,508.84		$19,259.72		$21,185.70		$23,304.26		$25,634.69

		Insurance Expenses		$6,000.00		$6,600.00		$7,260.00		$7,986.00		$8,784.60		$9,663.06

		Depreciation		$1,500.00		$6,500.00		$14,000.00		$24,000.00		$36,500.00		$51,500.00

		Total		$162,455.34		$224,250.87		$282,165.96		$346,850.56		$419,077.21		$499,764.85

		EBIT		$89,070.66		$72,874.21		$89,536.13		$123,902.83		$187,161.78		$296,943.14

		Interest		$0.00		$0.00		$0.00		$0.00		$0.00		$0.00

		EBT		$89,070.66		$72,874.21		$89,536.13		$123,902.83		$187,161.78		$296,943.14

		Taxes		$16,032.72		$13,117.36		$16,116.50		$22,302.51		$33,689.12		$53,449.77

		Net Profit / Loss		$73,037.94		$59,756.85		$73,419.62		$101,600.32		$153,472.66		$243,493.37

		Dividend (30%)		$21,911.38		$17,927.05		$22,025.89		$30,480.10		$46,041.80		$73,048.01





CASH FLOW

				Months

				1-JAN		2-FEB		3-MAR		4-APR		5-MAY		6-JUN		7-JUL		8-AUG		9-SEP		10-OCT		11-NOV		12-DEC		Total

		Cash from Operating Activities

		PAT		-9430		-7254		-5086		-2315.875		777.703375		3060.10546875		5983.7315596875		9069.4966369219		12024.359417943		15538.3530329326		20248.094793081		26086.514952087		73037.9417364029

		Depreciation		125		125		125		125		125		125		125		125		125		125		125		125		1500

		Decr / (Incr) in A / R		2250		1500		1500		1800		1950		1850		2300		2300		2300		2800		2900		4650		28100

		Decr / (Incr) in Inven.		0		0		0		0		0		0		0		0		0		0		0		0		0

		Decr / (Incr) in A / P		-675		-840		-840		-840		-375		-785		-570		-220		-470		-300		1985		1965		-1965

		Cash from Operations		-7730		-6469		-4301		-1230.875		2477.703375		4250.10546875		7838.7315596875		11274.4966369219		13979.359417943		18163.3530329326		25258.094793081		32826.514952087		100672.941736403

		Cash From Investing Activities

		Decr / Incr in Fixed Assets		0		0		0		0		0		0		0		0		0		0		0		0		0

		Cash From Financing Activities

		Decr / Incr in Debt		-1605		2261		1603		1556		646.284625		-807.73046875		-1328.5020496875		-3597.8651154219		-5044.493530768		-5800.8579828389		-9196.7037350666		-7710.3081602142		232641.602390553

		Dividend		0		0		0		0		0		0		0		0		0		0		0		0		0

		Cash from Financing		-1605		2261		1603		1556		646.284625		-807.73046875		-1328.5020496875		-3597.8651154219		-5044.493530768		-5800.8579828389		-9196.7037350666		-7710.3081602142		232641.602390553

		Net Cash Flow		-9335		-4208		-2698		325.125		3123.988		3442.375		6510.22951		7676.6315215		8934.865887175		12362.4950500938		16061.3910580144		25116.2067918728		333314.544126956

		Beginning Cash Balance		25000		18875		10145		4241		1454.125		3285.54375		8343.3796875		17510.613296875		32382.9750492187		51406.8279979297		75371.0390137012		109825.837541849		150362.66065415

		Net Cash Flow		-7730		-6469		-4301		-1230.875		2477.703375		4250.10546875		7838.7315596875		11274.4966369219		13979.359417943		18163.3530329326		25258.094793081		32826.514952087		82278.9417364029

		Ending Cash Balance		18875		10145		4241		1454.125		3285.54375		8343.3796875		17510.613296875		32382.9750492187		51406.8279979297		75371.0390137012		109825.837541849		150362.66065415





C-YEARLY

				YEARS

				2005		2006		2007		2008		2009		2010

		Cash from Operating Activities

		PAT		73037.9417364029		59756.8495100432		73419.6238050476		101600.318625992		153472.655995732		243493.37419247

		Depreciation		1500		6500		14000		24000		36500		51500

		Decr / (Incr) in A / R				3111.3373280435		9211.1337328044		11489.0521060848		14907.8595666933		19912.9670983626

		Decr / (Incr) in Inven.		0		0		0		0		0		0

		Decr / (Incr) in A / P

		Cash from Operations		74537.9417364029

		Cash From Investing Activities

		Decr / Incr in Fixed Assets		0		35000		25000		25000		25000		25000

		Cash From Financing Activities		15000		50000		75000		100000		125000		150000

		Decr / Incr in Debt		0		0		0		0		0		0

		Dividend		21911.3825209209		17927.054853013		22025.8871415143		30480.0955877977		46041.7967987196		73048.0122577409

		Cash from Financing

		Net Cash Flow		$69,812.21		$81,036.95		$112,908.16		$170,615.73		$271,079.43		"------"

		Beginning Cash Balance		$150,362.66		$220,174.87		$301,211.82		$414,119.98		$584,735.71		$855,815.14

		Net Cash Flow		$69,812.21		$81,036.95		$112,908.16		$170,615.73		$271,079.43		"------"

		Ending Cash Balance		$220,174.87		$301,211.82		$414,119.98		$584,735.71		$855,815.14		"------"





C-YEARLY

		2005		2005		2005

		2006		2006		2006

		2007		2007		2007

		2008		2008		2008

		2009		2009		2009

		2010		2010		2010



Total Revenue

Gross Margin

Net Profit / Loss

Highlights

337750

251526

73037.9417364029

420120

297125.08

59756.8495100432

544861.6

371702.0872

73419.6238050476

718444.4736

470753.384262

101600.318625992

973479.39885056

606238.98794081

153472.655995732

1343317.02711654

796707.992828994

243493.37419247




