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[bookmark: _Toc183870409]EXECUTIVE SUMMARY
Dreamline Dig-Connect is a new start-up computer services and accessories business. The business is a sole proprietorship with Katana Thuva Kazungu as the founder and sole employee. The business will serve a diverse geographic customer segment.
The market.
Dreamline Dig-Connect has identified the following distinct market segments which will be targeted: institutions such as schools, churches and police stations and the local community. These, currently access computer related services from far distances, a situation that digs deep into their pockets for them to get the services. The introduction of this business will make them utter a sigh of relief. Another segment is of the people from the community working abroad. These people need to communicate with their relatives back home. Currently they are disturbed of how to go about communicating. Dreamline Dig-Connect will ensure that internet services are always readily available to bring down the abroad distance to a homestead.
Services
Dreamline Dig-Connect will offer all essential computer related services that the community members need. It will also sale accessories related to phones.
Competitive edge 
Dreamline Dig-Connect is using the competitive edge of being the only one in the area operated by an ICT expert, and it will offer services and sale accessories at friendly prices so as capture the targeted market, satisfy its needs and make it forget about the far distances it is currently going for the same services.    The expertise of the proprietor and his good communication skills greatly advocates for customers flocking to the business for the services. 
Keys to success
· Offer a wide range of services to ensure that customers are satisfied.
· Maintain flexible and customer friendly prices.
· Ensure proper record keeping for smooth running of the business and output / profit projection.
· Ensure customer satisfaction by serving them to their maximum expectations and ensure good customer relationship.

Mission 
Dreamline Dig-Connect’s mission is to offer comprehensive computer related services and make digital related devices / accessories readily available for the customers’ need and ensuring that customers are served with a high level of professionalism and trust that is hard to come by in today’s world. 
Objectives
· To generate approximately Ksh 150,000 in the first year.
· To generate enough income to make the business grow.
· To be able to open branches after the first two years.


[bookmark: _Toc183870410]Business Summary
Business ownership 
Katana Thuva Kazungu has formed Dreamline Dig-connect as a sole proprietor. He will invest money of his own as well as money borrowed from lending institutions. 
Start-up summary
The business will incur some start-up expenses. The following equipment will be needed for purchase to allow the businesses begin.
· 
iv

· Five desktop computer sets
· A laptop
· A rooter for internet connection
· Kyocera copier and printer machine
· Various software 
· Epson printer l3250
· Two tables
· Eight plastic chairs
· One binding machine
· Three binding tapes
· One stapler
· Staple pins
· Embossed papers and binding films
· One box of printing papers
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[bookmark: _Toc183870411]1.0 CHAPTER ONE
[bookmark: _Toc183870412]1.1 BUSINESS NAME
The name of the business is Dreamline Dig-Connect.
 I found favors in this name because I have had a dream of becoming a computer wizard now that I have studied ICT and I wish to connect people to the digital world. The business is in the line of my dream and hence the name Dreamline Dig-Connect where ‘Dig’ stands for digital.
Below is the logo of the business
[image: ]
The business slogan is ‘Meeting your digital needs’; this is because the business intends to offer digital related services and also sale digital related accessories.




[bookmark: _Toc183870413]1.2.0 Business Location and Address
[bookmark: _Toc183870414]1.2 .1 Business Location

The business is located in Kilifi county, Magarini subcounty at Adu trading centre in Adu location.
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[bookmark: _Toc183870415]1.2.2Business Address
The address of the business is:
 Dreamline Dig-Connect;
P.O.Box 47-80207,
Madina – Malindi.
Email address:  thuvakatana14@gmail.com
Website: www.dreamlinedig-connect.com

[bookmark: _Toc183870416]1.3 Form of Ownership
The business is a sole proprietorship. I chose this kind of ownership because I wanted to employ myself. In this business I will be my own boss and controller of all decisions affecting the business as I do works that I enjoy through know must be will to make sacrifices for the sake of the business beside working for long hours. I will have the flexibility to decide my own working hours and working for someone else.
[bookmark: _Toc183870417]1.4 Type of Business
This is a startup   business. It will offer computer related services alongside selling digital devices accessories


[bookmark: _Toc183870418]1.5.0 Products and Services
[bookmark: _Toc183870419]1.5.1 Products
The businesses will sale high quality; phone related accessories mostly because many people have phones, envelopes. Customers will the value of their money after buying these high quality and durable products.
[bookmark: _Toc183870420]1.5.2 Services
Dreamline Dig-Connect will offer a wide range of computer related services including but not limited to the following:
· All government computer related services common to citizens.
· Commissions’ computer related services.
· Institutions’ computer related services.
· Typesetting and printing.
· Scanning, photocopying, photo printing.
· E-mail services.
· Internet access.
· Binding services.
· Lamination. 
· Photographing.
The business will also sale accessories such as:
· Phone related accessories.
· Computer related accessories.
All of high quality and brands.
The customers are warranted of high level of expertise services at their convenience and comfort.
[bookmark: _Toc183870421]1.6 Justification of the opportunity
I have chosen this kind of business for the following major reasons among others:
· Unmet demand.
· Professional qualifications.
· Technological advancement.
· Niche market.

[bookmark: _Toc183870422]1.7 Industry
This business belongs to telecommunication and technology industry.
This is a growing industry and there is currently only one computer services shop in the area and of which it does not meet the market demand. It requires ICT knowledge, relatively low capital and it is not labour intensive. 

[bookmark: _Toc183870423]1.8.0 Business Goals and Objectives
[bookmark: _Toc183870424]1.8.1 Short Term Goals
By the end of the first year, the business aims at raising about KSH 150, 000 beside the following:
· Becoming the quality leader in the market.
· Increasing sales turnover and satisfying customers.


[bookmark: _Toc183870425]1.8.2 Long Term Goals
By the end of the third year, the business aims at rising over KSH 500, 000. And by the start of the fourth year, penetrate into other markets and open some branches, increase sales turnover and maximize profit.
[bookmark: _Toc183870426]1.9.0 Entry and Growth Strategy
[bookmark: _Toc183870427]1.9.1 Entry Strategy / Plan
The business will start and then reach out to the target market and advertise. It will also conduct promotions by offering some of the services lacked for free to some of the customers before requesting them to go and inform others of the availability of such services at the business; at friendly prices. 
Since the competitor has unskilled workforces, insufficient resources and only offers photocopy services and producing unenhanced word documents, this business will win the market because it has a skilled person; it will be having enough resources for the market demand and will produce quality and well-designed products. It will ensure friendly prices of the services and products that are flexible. It will always assure the customers that it can meet their demands and be ready to offer services and products on credit. 
[bookmark: _Toc183870428]1.9.2 Growth Strategy / Plan
With the increasing shift to digitalization of most services in institutions and agencies, I will always keep myself updated with the changing digital trends and digitalization of essential services so as to always be in the for front in offering digital services to my customers. I will strive for very high quality products, strategic insights, customer intelligence and uphold solid reputation.
[bookmark: _Toc183870429]CHARPTER TWO
[bookmark: _Toc183870430]2.0 MARKETING PLAN
[bookmark: _Toc183870431]2.1 Potential Customers
The potential customers of my business are institutions like schools, hospitals, police stations; churches, individuals and the local community at large. They seem to like fairly priced products and services of high quality and good in appearance. I will ensure the following to attract more customers:
· Well planned advertisement and promotion.
· Offer variety of products and services.
· Allow credit facility.
· Flexible selling methods suitable to the customers.

[bookmark: _Toc183870432]2.2 Market Share

Table 1 Model of the market tabular explanation.
Before penetration in the market
	
	Business X
	Total

	Sales (in KSHS)
	12,000
	12,000

	Market share
	100%
	100%




Table 2 Model of the market tabular explanation.
After penetration

	
	Business X
	Dreamline Dig-connect
	Total 

	Sales (in KSHS)
	12,000
	80,000
	92,000

	Market share
	13%
	87%
	100%





[bookmark: _Toc183870433]2.3 Competition
My competitor is not very strong. He is not offering variety of products and services. He is only enjoying monopoly. He has little assets that result in small sales volume and market share. The workforce is also not very skilled. Since I am an expert in ICT, I will ensure that I assemble enough assets for the market demand that will grant me a big sales volume and market share, offer a variety of products and services all of high quality so as to fully capture the market.

[bookmark: _Toc183870434]2.4 Promotional Strategy
To create awareness of my products and services as well as motivating customers to buy, I will do the following:
· Conduct sales promotion.
· Personal selling.
· Publicize the business and its products and services in social gatherings and through social media and print-outs.
· Ensure good public relations as well as customer relationship management.
I will always ensure that I portray high quality products and services so as to project a good and reputable image in the customers’ mind.



[bookmark: _Toc183870435]2.5 Pricing Strategy
I will ensure fair pricing of all products and services that will result in a reasonable profit while considering the following:
· Income of my target customers.
· Prevailing market prices.
· Cost of raw materials / operation.
· Nature of completion.
[bookmark: _Toc183870436]2.6 Sales Tactics
I will sell the products and services directly to the customers eliminating middlemen.









[bookmark: _Toc183870437]THREE
[bookmark: _Toc183870438]3.0 ORGANIZATION AND MANAGEMENT PLAN
[bookmark: _Toc183870439]3.1 Organization Structure
The business does not have a distinct organization structure at the start since I will run it by myself. However, since the business intends to grow, once grown it will have the following organization structure:

Figure 2
[bookmark: _Toc147197175][bookmark: _Toc147272346]


[bookmark: _Toc183870440]3.2 Managers and Qualifications
These will be the qualifications of the managers:
CEO
This is the most senior executive officer in the business. He is mainly responsible for forming a strong business vision and communicating it to stakeholders. He is a constant innovator assessing local and global markets in search of unique business opportunities for expansion.
CEO of Dreamline Dig-Connect will be the owner of the business. 
Managing Director
This is the highest-ranking executive officer. They are responsible for the full operation of business units or project of the business.
Qualifications
· Degree in business management
· Exhibit profound industry expertise
· Have a good track record of success in management roles
· Must possess strong competencies in strategy planning, implementation, administration, finance control, communication and project management. 

Finance Manager
Main responsibility will be; managing the financial health of the business in order to promote success and growth while maintaining legal financial practices.
Qualifications
· Proven experience as a Financial Manager
· Experience in the financial sector with previous possible roles such as financial analyst
· Extensive understanding of financial trends both within the company and general market patterns
· Proficient user of finance software
· Strong interpersonal, communication and presentation skills
· Able to manage, guide and lead employees to ensure appropriate financial processes are being used
· A solid understanding of financial statistics and accounting principles
· Working knowledge of all statutory legislation and regulations
· Degree in Finance, Accounting or Economics
Sales and Marketing Manager
Main responsibility will be; to advertise and sale the business’ products and services and to create competitive advantage for the business in the market industry.
Qualifications
· A bachelor's degree in sales and marketing, mathematics, business administration, or related field.
· 3-5 years experience in sales and marketing.
· Understanding and knowledge of sales and marketing.
· Strong analytical, organizational, and creative thinking skills.
· Excellent communication, interpersonal, and customer service skills.
· Knowledge of data analysis and report writing.
· The ability to understand and follow company policies and procedures.
· Computer literacy
Other personnel
Sales agents
· Excellent oral and written communication skills
· At a certificate in sales and marketing
· Superior interpersonal skills
· Ability to take initiative and work independently
· Exceptional organizational skills
· Good familiarity with word processing, spreadsheet and database applications
· 1+ years of experience in sales
· 1+ years of experience in the industry
· Strong knowledge of industry standards
· Confident and charismatic approach to people

Security guard
Qualifications
· Must have a KCSE certificate
· Must be a Kenyan citizen
· Must be of sound mind
Cleaners
Qualifications
· Must have at least a KCPE certificate 
· Must possess a national identity card
· Must be able to talk in Kiswahili
· Must be of good morals 
[bookmark: _Toc183870441]3.3 Duties and Responsibilities
Table 3
	Personnel
	Number
	Duties and responsibilities 

	
CEO
	1
	· Determine strategy and goals
· Lead the senior management team
· Increase overall market value
· Represent the business in activities
· Have a business mindset 
· See the “big picture” in a variety of settings. 
· Take actions to enhance the business’ cash flow while keeping the human factor in perspective.


	Managing Director
	1
	· Implementation of strategic goals and business policies
· Lead day-to-day operations
· Deliver performance reports to the CEO. 
· Promote a positive team culture

	
Finance Manager
	1
	· Perform financial management duties including generating financial data, compiling and submitting reports, analyzing industry trends and assessing the financial health of the business.
· Supervise the preparation of quarterly and annual account reconciliations, monitor and enforce compliance with tax and financial reporting standards and assist with cash flow forecasting.
· Advice colleagues and executive management on decisions related to the business’ finances.
· Supervise the documentation of the business’ financial status and forecasts.
· Create strategic business plans based on the analysis of the business’ status and financial forecasts.

	Sales and Marketing Manager
	1
	· Promoting the business’ existing brands and introducing new products to the market.
· Analyzing budgets, preparing annual budget plans, scheduling expenditures, and ensuring that the sales team meets their quotas and goals.
· Researching and developing marketing opportunities and plans, understanding consumer requirements, identifying market trends, and suggesting system improvements to achieve the business’ marketing goals.
· Gathering, investigating, and summarizing market data and trends to draft reports.
· Implementing new sales plans and advertising.
· Recruiting, training, scheduling, coaching, and managing marketing and sales teams to meet sales and marketing human resource objectives.
· Maintaining relationships with important clients by making regular visits, understanding their needs, and anticipating new marketing opportunities.
· Staying current in the industry by attending educational opportunities, conferences, and workshops, reading publications, and maintaining personal and professional networks.

	Sales agents
	2
	· Establish relationships with new customers
· Present and sell products and services of the business to customers
· Maintain and grow relationships with existing customers
· Strive to improve customer satisfaction through excellent customer service
· Identify and respond to client needs
· Keep a high level of knowledge about existing products and services, and learn about new products and services as they come in
· Follow up on customer orders as necessary
· Anticipate the needs of clients and address them accordingly
· Meet with customers to determine their specific needs and wants, making suggestions as appropriate
· Directing customers to products in the business


	
Security guard
	2
	· Ensure that the premise is guarded well
· Make sure that customers do not carry luggage into the business. 
· Make sure that they patrol all around the business 
· Inspect customers at the entrance 


	
Cleaners 
	4
	· Ensure that the premise is totally clean most of the time
· Ensure that the compound is clean and tidy always
· Ensuring that products are dusted always
· Ensuring general cleanliness in the business



[bookmark: _Toc183870442]3.4 .0 Recruitment, Training and Promotion
[bookmark: _Toc183870443]3.4.1 Recruitment
Advertisement and poaching for employees will be done. The selection of the employees in Dreamline Dig-Connect will be done based on well planned interviews and only successful candidate will be contracted. 

[bookmark: _Toc183870444]3.4.2 Trainings
Dreamline Dig-Connect will be organizing induction training for newly recruited members of staff and those who will be promoted. The training of new employees in Dreamline Dig-Connect will be taking a reasonable period bases on the position. 

[bookmark: _Toc183870445]3.4.3 Promotions
Dreamline Dig-Connect will be promoting the employee based on the work experience in the business and their dedication towards achieving the business goals. 
[bookmark: _Toc183870446]3.5 Remuneration and Incentives
[bookmark: _Toc183870447]3.5.1 Remuneration 
Dreamline Dig-Connect will be having different enumeration structures for the different employees. Incentives will be to all the employees but hard working employees will always be recognized differently. Employees will also be entitled to house allowance, NSSF, NHIF. 
Table 4
	Title 
	Number 
	Monthly pay(in KSH)
	Allowances (in KSH)

	CEO
	1
	40,000
	15,000

	Managing director
	1
	35,000
	10,000

	Finance manager
	1
	30,000
	10,000

	Sales and marketing manager
	1
	25,000
	   8,000

	Sales agent
	1
	10,000
	   5,000

	Security officer
	1
	9,000
	   3,000

	Cleaner 
	1
	8,000
	   2,000



[bookmark: _Toc183870448]3.5.2 Incentives
All the staff will be offered tea and lunch when they come to work and when out on official duties. 
[bookmark: _Toc183870449]3.6.0 Licenses, Permits and By-laws
[bookmark: _Toc183870450]3.6.1 License
The business will obtain license from the Kilifi county government, Magarini office. The license is guarantee of legal operation of the business.
[bookmark: _Toc147197184][bookmark: _Toc147272357][bookmark: _Toc183870451]3.6.3 By-laws
Dreamline Dig-Connect will abide by the by-laws that will have been set by both the county government of Kilifi and the national government.
[bookmark: _Toc183870452]3.7 Support Services
[bookmark: _Toc183870453]3.7.1 Bank Services
The business will open an account with Equity bank Malindi branch. The account will be used for business transactions. 
[bookmark: _Toc183870454]3.7.2 Insurance Services
The business will be insured against fire and theft. The insurance agency will be Madison insurance company. This insurance package will cost the business KSH 3000 per month.
[bookmark: _Toc183870455]3.7.3 Consulting Services
The business will be getting consulting services from famous software engineers and computer dealers. They will always updating the director on current trends and products in the field. 




[bookmark: _Toc183870456]CHAPTER FOUR
[bookmark: _Toc183870457]4.0 PRODUCTION AND OPERATION PLAN
[bookmark: _Toc183870458]4.1 Operation Facilities and Capacity
Table 5
	ITEM
	QUANTITY
	COST (in KSH)
	CAPACITY

	Room
	1
	7,500
	

	Laptop
	1
	28,000
	

	Desktop PC
	5
	90,000
	

	Router 
	1
	5,000
	

	Wooden tables 
	2
	10,000
	

	Plastic chairs
	8
	6,400
	

	Extensions 
	4
	1,000
	

	Cables 
	8
	3,000
	

	Printing papers
	2 boxes
	7,500
	

	Embossed papers
	4 boxes
	1,200
	

	Binding films
	4 packets 
	1,200
	

	Binding tapes
	4 pieces 
	600
	

	Photo printing papers
	5 boxes
	1,250
	

	Epson l3250 printer
	1
		25,000	
	

	Kyocera printer and copier
	1
	35,000
	

	Envelopes 
	10 bundles
	750
	

	Digital camera 
	1
	5,000
	

	Phone and computer related accessories
	100
	55,500
	

	TOTAL
	
	283,900
	



[bookmark: _Toc183870459].1.1 Business Layout
Figure 3
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[bookmark: _Toc183870460]CHAPTER FIVE
[bookmark: _Toc183870461]5.0 FINANCIAL PLAN
[bookmark: _Toc183870462]5.1 Pre-Operational Costs
DREAMLINE DIG-CONNECT
PRE-OPERATIONAL COSTS
AS AT 31ST OCTOBER 2024.
Table 6
	ITEMS
	COST (in KSH)

	Transport
	15,000

	Designing / Fitting
	5,000

	Web development
	          5,000

	License 
	5,000

	Advertisement 
	2,500

	Installation 
	6,500

	Insurance 
	9,000

	Utility bills (water, electricity & telephone)
	9,000

	Miscellaneous 
	11,100

	Operation facilities and capacity.
	283,900

	TOTAL
	352,000









[bookmark: _Toc183870463]5.2 Proforma Balance Sheets
DREAMLINE DIG-CONNECT
BALANCE SHEET
AS AT 31ST OCTOBER 2024.
Table 7
	ASSETS


	
LIABILITIES

	FIXED ASSETS
	KSHS
	CTS
	NON-CURRENT LIABILITIES(Non-CL)
	KSHS
	CTS

	Furniture& Fittings 
	21,400
	00
	Bank Loan
	300,000
	00

	Building (Room)
	7,500
	00
	
	
	

	Computer & Related Items
	200,300
	00
	
	
	

	TOTAL (Fixed Assets)
	224,200
	00
	TOTAL (Non-CL)
	300,000
	00

	
	
	
	
	
	

	Current Assets
	
	
	Current Liabilities
	
	

	Stock
	73,000
	00
	Transport
	  15,000
	00

	Cash in hand
	   18,800
	00
	License
	    5,000
	00

	Cash at bank 
	   36,000
	00
	Web development
	    5,000
	00

	
	
	
	Utility bills
	    9,000
	00

	
	
	
	Advertisement
	    2,500
	00

	
	
	
	Insurance  
	    9,000
	00

	
	
	
	Installation
	    6,500
	

	TOTAL (Current Assets)
	 127,800
	00
	TOTAL(Current Liabilities)
	52,000
	00

	
TOTAL ASSETS
	
352,000
	
00
	
TOTAL LIABILITIES
	
352,000
	
00


[bookmark: _Toc183870464]5.2 Proforma Balance Sheets
DREAMLINE DIG-CONNECT
BALANCE SHEET
AS AT 31ST OCTOBER 2024.
Table 8
	ASSETS
	KSH
	KSH

	Fixed Assets
	
	

	Furniture& Fittings 
	
	21,400

	Building (Room)
	
	2,500

	Computer & Related Items
	
	200,300

	TOTAL (Fixed Assets)
	
	224,200

	Current Assets
	
	

	Stock 
	   73,000
	

	Cash in hand
	   18,800
	

	Cash at bank 
	   36,000
	

	TOTAL (Current Assets)
	127,800
	

	TOTAL ASSETS
	
	352,000

	LIABILITIES
	
	

	NON-CURRENT LIABILITIES(Non-CL)
	
	

	Bank Loan
	
	300,000

	TOTAL (Non-CL)
	
	300,000

	Current Liabilities
	
	

	Transport
	   15000
	

	License
	    5,000
	

	Web development
	5,000
	

	Utility bills
	    9,000
	

	Advertisement
	    2,500
	

	Insurance  
	    9,000
	

	Installation
	6,500
	

	TOTAL(Current Liabilities)
	  52,000
	

	TOTAL LIABILITIES
	
	352,000









[bookmark: _Toc183870465]5.3 Working Capital	   
[bookmark: _Toc183870466]                                                      DREAMLINE DIG-CONNECT
WORKING CAPITAL
AS AT 31ST OCTOBER 2024.
Table 9
	CURRENT ASSETS  (CA)
	AMOUNT( IN KSHS)

	Stock 
	73,000

	Cash in hand
	18,800

	Cash at bank
	33,000

	Total
	127,800

	
	

	CURRENT LIABILITIES  (CL) 
	AMOUNT (IN KSHS)

	Transport
	   15000

	License
	    5,000

	Web development
	5,000

	Utility bills
	    9,000

	Advertisement
	    2,500

	Insurance  
	    9,000

	Installation
	6,500

	TOTAL(Current Liabilities)
	  52,000

	Working Capital = CA-CL
	127,800 – 52,000 = 75, 800


[bookmark: _Toc183870467]5.4 Cash Flow Projection
DREAMLINE DIG-CONNECT
CASH FLOW PROJECTION
FOR THE YEAR 2025.
Table 10
	Receipt (Cash Inflows)
	Jan
	Feb



	Mar
	Apr
	May 
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec
	Total

	Opening stock
	55,500
	30,000
	15, 000
	10,000
	60, 000
	50, 000
	45,000
	40, 000
	30, 000
	12, 000
	63, 000
	40,000
	441, 500

	Cash in hand
	18,800
	10,000
	10, 000
	10,000
	10, 000
	15,000
	10, 000
	10,000
	12, 000
	10, 000
	10,000
	10, 000
	135800

	Cash at bank
	33,000
	91,800
	143,800
	196800
	168 300
	243,300
	294300
	345300
	383300
	426300
	422800
	502800
	3,251,800

	Cash sales
	20,000
	27,000
	35, 000
	40, 000
	47, 500
	60, 000
	50,000
	35, 000
	38, 000
	50, 000
	65, 000
	90, 000
	510, 000

	Credit sales
	18,000
	10,000
	13, 000
	15,000
	5000
	10, 000
	-
	3000
	5000
	4000
	10,000
	6000
	99,000

	Other income
	10,000
	15,000
	10, 000
	5 000
	9000
	5000
	1,000
	-
	-
	2500
	5000
	6000
	68500

	Total Cash Inflow(A)
	48,000
	52,000
	53, 000
	60,000
	61, 500
	75, 000
	51,000
	38, 000
	43, 000
	56, 500
	80, 000
	102000
	677, 500

	Cash Available
	155300
	183300
	221,800
	266800
	299,800
	383,300
	400300
	433300
	468300
	504800
	575800
	654800
	4,506,600

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Payments (Cash Outflows)
	
	
	
	
	
	
	
	
	
	
	
	
	

	Loan payment
	10,000
	10,000
	10, 000
	10,000
	10, 000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	120, 000

	Cash purchases
	260900
	-
	-
	-
	50,000
	-
	-
	-
	-
	-
	60, 000
	-
	370, 900

	Credit purchases
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	00.00

	Rent
	2,500
	2,500
	2,5 00
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	30,000

	Salaries / wages
	15,000
	15,000
	15, 000
	15,000
	15, 000
	15,000
	15,000
	15,000
	15,000
	15,000
	15,000
	15,000
	180, 000

	Utility bills
	3,000
	3, 000
	3,000
	3, 000
	3,000
	3, 000
	3,000
	3, 000
	3, 000
	3,000
	3, 000
	3, 000
	36,000

	Insurance
	3,500
	3,500
	3,5 00
	3,500
	3,5 00
	3,500
	3,500
	3,500
	3,500
	3,500
	3,500
	3,500
	42,000

	Web development
	
5,000
	-
	-
	-
	-
	-
	-
	-
	-
	
	-
	-
	5,000

	Repair & maintenance
	-
	-
	-
	-
	2000
	-
	-
	-
	-
	-
	1500
	-
	3,500

	Fitting & design 
	5,000
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	5,000

	Advertisement 
	2,500
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	2,500

	Transport 
	6,000
	-
	-
	4, 000
	2000
	500
	-
	-
	-
	-
	3000
	-
	15,500

	Other expenses
	-
	2000
	-
	-
	500
	500
	500
	1000
	500
	600
	500
	1000
	3,000

	Total Cash Outflow (B)
	315400
	36, 000
	36, 000
	38, 000
	88, 500
	35, 000
	34,500
	35, 000
	34,500
	34, 600
	99, 000
	35, 000
	821, 500

	Net Cash Flow (A–B)
	-160100
	16, 000
	17, 000
	22, 000
	-27, 000
	40, 000
	16, 500
	3000
	8000
	21, 900
	-19 000
	67, 000
	144, 000
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[bookmark: _Toc183870469]5.5.1 Trading Account for the Year 2025

DREAMLINE DIG-CONNECT
TRADING ACCOUNT
FOR THE YEAR 2025.
Table 11
	Receipt (Cash Inflows)
	Jan
	Feb



	Mar
	Apr
	May 
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec
	Total

	Cash sales
	50,000
	50,000
	55, 000
	60, 000
	64, 500
	65, 000
	70,000
	75, 000
	78, 000
	80, 000
	85, 000
	90, 000
	510, 000

	Credit sales
	18,000
	10,000
	13, 000
	15,000
	5000
	10, 000
	-
	3000
	5000
	4000
	10,000
	6000
	99, 000

	Total Sales
	68000
	60,000
	68,000
	75,000
	69,500
	75,000
	70,000
	78,000
	83,000
	84,000
	95,000
	96,000
	921, 500

	Cost of Goods
	55,500
	30,000
	15, 000
	10,000
	60, 000
	50, 000
	45,000
	40, 000
	30, 000
	12, 000
	63, 000
	40,000
	441, 500

	Gross profit
	12500
	30,000
	53,000
	65,000
	9,500
	25,000
	25,000
	38,000
	53,000
	72,000
	32,000
	56,000
	480, 000

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Expenses  (Cash Outflows)
	
	
	
	
	
	
	
	
	
	
	
	
	

	Loan payment
	10000
	10,000
	10, 000
	10,000
	10, 000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	120, 000

	Cash purchases
	260900
	-
	-
	-
	50,000
	-
	-
	-
	-
	-
	60, 000
	-
	370, 900

	Credit purchases
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	00.00

	Rent
	2,500
	2,500
	2,5 00
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	30,000

	Salaries / wages
	15,000
	15,000
	15, 000
	15,000
	15, 000
	15,000
	15,000
	15,000
	15,000
	15,000
	15,000
	15,000
	180, 000

	Utility bills
	3,000
	3, 000
	3,000
	3, 000
	3,000
	3, 000
	3,000
	3, 000
	3, 000
	3,000
	3, 000
	3, 000
	36,000

	Insurance
	3,500
	3,500
	3,5 00
	3,500
	3,5 00
	3,500
	3,500
	3,500
	3,500
	3,500
	3,500
	3,500
	42,000

	Web development
	
5,000
	-
	-
	-
	-
	-
	-
	-
	-
	
	-
	-
	5,000

	Repair & maintenance
	-
	-
	-
	-
	2000
	-
	-
	-
	-
	-
	1500
	-
	3,500

	Advertisement 
	2,500
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	2,500

	Transport 
	6,000
	-
	-
	4, 000
	2000
	500
	-
	-
	-
	-
	3000
	-
	15,500

	Other expenses
	-
	2000
	-
	-
	500
	500
	500
	1000
	500
	600
	500
	1000
	3,000

	Total Cash Outflow (B)
	315400
	36, 000
	36, 000
	38, 000
	88, 500
	35, 000
	34,500
	35, 000
	34,500
	34, 600
	99, 000
	35, 000
	505600

	Net Profit (A–B)
	-160100
	30,000
	53,000
	65,000
	9,500
	25,000
	25,000
	38,000
	53,000
	72,000
	32,000
	56,000
	480, 000

	Taxation 10%
	
	3,000
	5,300
	6,500
	950
	2,500
	2,500
	3,800
	5,300
	7,200
	3,200
	5,600
	48, 000

	Net Profit after Taxation
	
	27000
	47700
	58500
	8550
	22500
	22500
	34200
	47700
	64800
	28800
	50400
	432000
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DREAMLINE DIG-CONNECT
TRADING, PROFIT & LOSS ACCOUNT
FOR THE YEAR ENDED 31ST DEC 2025.
Table 12
	Opening stock
	Sales 

	Purchases                                    370, 900
	-Returns inwards              0000

	+Carriage inwards                          0000
	Net sales	609,000

	-Carriage outwards	0000
	

	Net purchases	370, 900
	

	Cost of goods available for sale   63,000
	

	-Closing stock                                   40,000
	

	Cost of goods sold                          23,000
	

	Gross profit c/d                          238,100
	

	
	

	
	Gross profit b/d            238,100

	Expenses 
	Income                          921, 500

	Total expenses                    505,600
	

	Net profit c/d                       415,900
	

	
	

	
	Net profit b/d                415,900
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Formulae to be used in Break Even Analysis

1. BEP in units =  Fixed cost										        Contribution/unit

2. BEP in Value (KSHS) =   Fixed cost										                 Contribution/unit

3. Contribution / Sales Ratio = Contribution/unit										          Selling price

4. Number of units for target profits = Fixed costs + Target profit										Contribution/unit

5. Sales for target profit = Fixed costs + Target profit (selling price)									Contribution/unit
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Table 13
	ITEM 
	AMOUNT

	Pre-Operational Costs
	331,500

	Working Capital
	75, 800

	Fixed Assets
	224,200

	TOTAL
	631,500
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Table 14
	ITEM 
	AMOUNT (in Ksh)

	Owner’s Contribution
	52,000

	Borrowed Funds 
	300,000

	Total Investment 
	352,000





[bookmark: _Toc183870474]5.9 Profitability Ratios

1. Gross Profit Margin 
Gross Profit		X 	100 = ………………………………….. %		      Sales
		Year 1	  		Year 2			Year 3		
Percentage     			   				
2. Return on Equity 

Net profit after tax 		 X   	100     	=       ……………………. %		  Owners equity			
		Year 1			Year 2			Year 3		
Percentage      			        	 			
Owner’s equity = Opening Capital + Net Profit – Withdrawals
3. Return on Investment
Net Profit after Taxation + Interest		X 100 	= ………………………. %  			Total Investment
Year 1				Year 2			Year 3		
Percentage                    				 				
4. Net Profit Ratio 
Net Profit	X	100	=	…………………………………… % 				Sales
Year 1		               Year 2		      Year 3		
Percentage       				 			
5. Assets Turnover 	
Sales Revenue (Total sales)	      X	100	= 	……………………… %	      Assets (CA + FA)
Year 1			   Year 2	 		Year 3		
Percentage    				 	     	            	

6. Quick Ratio
Current Assets 	-	Stock (Closing)						    Current Liabilities

7. Liquidity Ratio 	

Current Assets (CA)									  Current Liabilities (CL)	
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