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1.0 Executive Summary

Group TRD Limited (60%) and National Development Corporation
(40%) have partnered in pioneering a production of medical and industrial
consumables ( medical and industrial masks & latex gloves) and other

a special purpose vehicle named AFYATECH

The partnership is proposing a Medical and industrial Consumables and
Safety Gears Factory to operate in Mwanza, NDC Mkuyuni industrial Parks
(Nyanza Glass Buildings). And later shift to TAMCO industrial area in Kibaha
for expansion unless otherwise decided by then the Board members of
AFYATECH CO LTD. The partnership will manufacture disposable medical
and industrial masks (3ply), N95, latex gloves and other disposable safety
gears. The machine for 3ply has a capacity to produce 120 pcs per minute,
The total production will be 47,520,000pcs per annum at 22hrs a day,25
days per month, at a price of $0.30 for year 2020 and $0.28 for year 2021 &
2022 .The raw materials for making 3ply type for operation of one month,
will be facilitated and imported by Group TRD Korea, from South Korea,
Russia, Turkey, China, India, and Egypt, where by each roll of film has an
average of 400metres, For the economies of scales the partnership will
import semi-finished materials ,and the process of assembling and
manufacturing of final products will be done by the partnership factory in
Mwanza. The products will be sold at the current high demand of masks
locally and the also exporting to the foreign markets. The partners expect a
significant rise in revenue from the dividends that will be paid by the
partnership factory since the demand is expected to be high and stable for at
least for the first 18 months ( from March 2020), also the technology that will

be used is full automatic, efficient and reliable.

he Afyatech.co limited has planned to start with one product first (3ply

type, medical and industrial mask, with an option to convert to industrial
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mask after the end of COVID19) where by it will then expands its production
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stated in this business plan.

The project will require a total investment of around $1,394,781.09. The
factory premise of 2000sq.m to use has already being allocated in Mwanza,
under lease agreement. With the designed operation, the project stands with
a total net present value (NPV) of around $ 3,159,342.98. The project will

have the payback period after 7 months of operations

(i.e. November 2020).at a factory price of $0.30/mask ( price is subject to
change due to the demand as currently it goes above $0.46/mask by Nairobi
Enterprises Limited factory in Kenya and 0.42 by Chinese manufacturers
$0.28/pc FOB china, and $0.30/mask as PMCL Tanzania producer FOB

Tanzania. )
The Total investment of $1,394,781.09 can be broken as follows;
Startup costs.
Capital Expenditure; $ 366,066.00
Operating Expenditures;

* Raw materials for one month $ 900,304.60

¢ Operating expenses $128,410.49

Total working capital $1,028,715.09

Total Capital Investment: $ 1,394,781.09
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The total revenue and operating expenditure over the first year of project
(8months of year 2020) are estimated to be in the range of $9.5million and $
0.4Million respectively, giving the project a promising future and strength
to develop into a large scale medical/industrial consumables and other

safety gears factory in the near future.

The project will benefit from an experienced business mind and technical-
based management team. The project will also be looking to recruit more
than 15 employees when on full operating capacity of first product line of
disposable masks; they will be 8 professionals and more than 7 casual labors
who focused in the factory and make sure the factory is operating in full
capacity.

This team will directly supervise the project from its commencement to end.
The team observes high level of integrity and professional qualification

which are the key factors for success of any top quality manufacturing

related industry.

C mion s St b T e i el
YOCIO-ECONOIMI( E_"{,’igl‘f‘l; .

With this medical and industrial consumables and safety gears factory
operating in Tanzania it will be the partnership’s paramount responsibility
to support the government and the people of Tanzania and East African
region in a pace to control the spread of any epidemic diseases like Corona
Virus (COVID-19), SARS, MARS, EBOLA and other epidemic diseases to come
as we acknowledge possibility of more outbreaks due to the advancement of
technology which lead to the existence of biological weapons by the use of
microbes . However, the partners should see an instantaneous rise in

revenue through sales as a result of the superior South Korean technology

that will be used by the partnership to produce more masks in shorter
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periods while the there will be an improved hygienic and protective status

for the people in Tanzania and the rest of East Africa on the other side.

d) Targeted Markets
Our target markets will primarily all locals and international customers in need of masks for
protection against COVID-19. We will deal with wholesalers and other intermediaries who
often order in bulk for their customers, and concerned individuals. Hence there will be need to
network with the various decision-makers/order-makers to ensure we receive orders for our
products.

Ultimately the attractiveness of our venture lies with the fact that customers will choose our
products above those of competitors because of the relatively lower prices as well as their high
quality. Hence the company ongoing initiatives will be to drive sales, market share and
productivity so as to provide additional impetus towards attainment of the corporate goals
and objectives.

NOTE: All currency figures in this plan are in US Dollars.

Chart: Highlights
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1.1 Keys to Success

1. Timely response to customers' requests: We cannot afford to delay our clients for
whatever reason, as this will have a negative bearing on our image and reputation, as well
as impacting future business. Hence we need to be continually communicating with the
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client, so as to ensure that products are delivered on time and according to the customer's
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establishing long-term relationships.

2. Excellence in fulfilling the promise: We intend to produce and provide products of
uncompromised quality to our customers, and excellent service. This is so as to meet their
needs and standards. We acknowledge the fact that the company's success will be based on
timeous response to customer orders and hence we intend to set high standards and work
procedures.

3. Assembly Technology: To ensure quality masks, we will utilize the latest and most
efficient prndu(‘finn machines. We also intend to keep abreast with technol

agical
,,,,,,,,, roductio chine als o keep abre 1 technological

developments, which will ensure we gain and maintain a competitive advantage utilizing
the latest production techniques.

4. Networking: As the majority of our customers will be wholesalers and intermediaries
there is need to effectively network with the various decision-makers and order-makers to
ensure a ready market.

1.2 Objectives

Our business strategy will revolve around the need to provide quality disposable 3Ply & N95
medical and industrial masks, latex gloves and other disposable safety gears to the various
institutions and wholesalers that need them, in the process fully satisfying their requirements.
This shall be undertaken through adequate training and recruitment of a professional team
dedicated to providing and catering the customer's needs.

We intend to ensure that our marketing campaign increases the knowledge of our products
and services to the various market segments we shall be targeting. This is particularly so with
organizations increasingly looking at obtaining quality products at the lowest prices as they
strive to increase profitability.

We also intend to have well laid out introductory letters and other promotional material that
will enable clients to have an understanding of the types of products we offer and advantages
of utilizing them especially during this pandemic and in their work places apart from the
current pandemic COVID-19. In addition, well-done company profiles and business cards often
have a triggering effect on clients contemplating ordering our products. Hence this will
undoubtedly generate increased sales of our products.

In summary we intend to attain the following objectives:

 Continuously provide high quality 3Ply and N95 medical and industrialmasks and latex
gloves on time and on budget.

e Develop enthusiastically satisfied customers all of the time.

* Ensure economical use of resources from capacity utilization, minimizing inventory/stock
and low cost, and high quality materials.
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¢ Contribute positively to our communities and our environment.
e Establish a market presence that assures short-term and long-term profitability, growth
and market share, which will ultimately convert to business success.

1.3 Mission

We are fully committed towards the production and delivery of high quality disposable 3Ply
Medical and industrial masks, N95 and latex gloves to the Eastern Africa communities.
Internally we intend to create and nurture a healthy, productive, satisfying and enjoyable
environment, in which our employees are fairly compensated and encouraged to respect the

customers' requests and the quality of the products we intend to produce. We seek fair and
vespgnsgb!e proﬁt, euuhgh l]nnn the comnanv Finanwo”]r haalfkv for the c]’\erﬁ' and long farm’
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and to fairly remunerate employees for the work and effort.
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The primary nature of the business is to manufacture and sell 3Ply Medical masks, N95 and
latex gloves and other related medical and industrial consumables. The intention is to produce
disposable masks &latex gloves that will meet all the requirements of a quality standard,
particularly considering that the most of those currently on the market are imported from
India & some of Asian countries.

.1 Company Ownership

The joint venture company is owned by Group TRD Tanzania limited (60%) and National
Development Corporation (40%), the directors realize their Company's vast potential market
and opportunity for growth given implementation of the appropriate strategies, aided by the
necessary finances.

2.2 Company Locations and Facilities
Companies Location.

At present, The Group TRD Tanzania limited offices are located at, Toure Drive 137 Msasani
Ward, Masaki street, Plot no 432-2, P.0.BOX 72326 Dar es salaam -Tanzania. While National
Development Corporation offices are located at Development House,Kivukoni Front/Ohio
street, 6 Floor. P.0.BOX. 2669 Dar es salaam.

ycation

The proposed factory will be located at Mwanza region due to the call of emergency, and the
critical shortage of masks in Africa, the company (AFYATECH CO LTD) will use available
premises in Mwanza. The intention is to use more accessible and attractive strategic
commercial area with an easy to expand to the production of latex gloves and other line of
products to feed East African Markets.

However the option to shift to KIBAHA TAMCO industrial park will be considered during the

expansion period for easy utilization of rubber plantations available in Morogoro and Tanga
for the production of Latex gloves.

To successfully establish and operate the factory, the proposed capitalization is $1,394,781.09
which is composed of the initial capital and a month working capital (including annual paid
expenses). This can be shown in details below:
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Table: Start-up

RAW MATERIAL ACQUISITION

Qty Price per

Item pm(Tons) No.Of Months | ton(US$) Total(US$)

Non-woven fabric

/Spunbonded Polypropylene

20gsm-Blue in colour(Outer

Layer) 5.4 12,850.00 69,390.00

Meltblown Polypropylene

25gsm(Filter layer) 6.7 76,800.00 514,560.00

Light or white non-woven

fabric/polypropylene

20gsm(Inner layer) 5.2 12,850.00 66,820.00

Ear loop 6 18,700.00 112,200.00
762,970.00

VAT (18%) 137,334.60

Total (Transport costs by

air) 900,304.60

1 MONTH OPERATING EXPENSE(INCLUDING ANNUAL PAID EXPENSES)

{ Certifie, Copy of Orjginal
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Description Amount (US $)
Direct labour cost to the manufacturing 78.00
Factory overhead 5,040.00
3ply mask advertising expenses 5,000.00
Office salaries expense-skilled S8,400.00
-Unskilled (30% of skilled) 2,520.00
Employer costs 2,545.20
Permits & other legal fees 1,500.00
TFDA/TMDAfees 1,000.00
EIA fees 15,000.00
OSHA 5,000.00
Telephone bills 1,000.00
Internet & other L.T services 1,000.00
Insurance(2.5%) 7.592.50)
Security =l B 2,000.00

Furniture & Fittings o —ﬁ'%ﬁm
| Consultation fees e St oy 30,000.00

Petrol & Diesel e | 242000

Page 8



Travelling 4,000.00
Rent of the factory building 12,000.00
Installation costs 10,000.00
Repair& maintenance of motor vehicles 500.00
Miscellaneous expenses 400.00
Business cards printing expense 250.00
Bank charges 50.00
Sub total 122,295.70
Contingency (5%) 6,114.79
Total operating expenses 128,410.49
PLANT INVESTMENT

Description Cost
Mask making machine(Including accessories & set up) 273,700.00
Clearance & Transportation Charges 54,266.00
Total 327,966.00

FIXED ASSETS

Generator CAT DE18 11,200.00
Nissan pickup NP300 26,900.00
Total 38,100.00
TOTAL CAPITAL EXPENSE 366,066.00

The total amount required for the factory to commence operation can be obtained by the addition
of working capital to the capital as shown below:

Initial Capita Expense

1 r\;\nhf}\ u1nrln1'\rr r‘qr\ﬂ"ﬂ f’nr-]nrhnrv oynan
Sl e =i e o S L

Total Capital and Workmg Capital

,066.00
naid nan anninal hacal 1N729 715 NQ
P l A I ALETAR U“U‘r‘, &,UHU,‘ A nFaWS I
$1,394,781.09
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3.0 Products

AFYATECH CO LTD intend to manufacture and sell 3Ply Medical and industrial masks, N95 and
latex gloves on time and on budget. These products shall be of high quality standard so as to
ensure customer satisfaction and meet all the customers' requirements.

3.1 Product Description

A medical and industrial mask is a loose-fitting, disposable device that creates a physical

baitier between the mouth and nose of the wearer and potential contaminants in the
immediate environment. These are often referred to as face masks, although not all face masks

are regulated as medical and industrial masks.

1. 3Ply Medical and industrial Mask.
The mask is designed to resist moderate fluid splashes at 120mmHg while maintaining
smooth breathability. The highly efficient filtration media can filter or trap all the common
bacteria, COVID-19 with genome size ranges from approximately 27 to 34 kilobases and
particle surrounding us. The current situation dictates that the mask is very much in
demand, and that demand continuously increasing. With this in mind we intend to produce
a quality mask. Our mask will have top layer of 20-25gsm, middle layer 25gsm and bottom
layer 20-25gsm.

o
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2. N95 respirators
N95 respirators are other type of masks of personai protective equipment that are used to
protect the wearer from airborne particles and from liquid contaminating the face. An N95
respirator is a respiratory protective device designed to achieve a very close facial fit and
very efficient filtration of airborne particles. The 'N95' designation means that when
subjected to careful testing, the respirator blocks at least 95 percent of very small (0.3
micronj iest particies. if properiy fiiied, the filiration capabiiiiies of N95 respiraiors exceed
those of face masks.

An N95 respirator is a respiratory protective device designed to achieve a very close facial
fit and very efficient filtration of airborne particles. Note that the edges of the respirator
are designed to form a seal around the nose and mouth. Medical and industrialN95
Respirators are commonly used in healthcare settings and are a subset of N95 F iltering
Face piece Respirators (FFRs), often referred to as N95s.

The similarities among medical and industrial masks and medical and industrial N95s are:

 They are tested for fluid resistance, filtration efficiency (particulate filtration efficiency and
bacterial filtration efficiency), flammability and biocompatibility.
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¢ They should not be shared or reused.
3. 3.2 Competitive Comparison

Apart from suppliers, currently there is no manufacturer of face masks in Tanzania. However,
considering the pace of change and current growth rate of the economy luring companies into
the market, this may be short-lived. Hence there will be a need to not only firmly establish
ourselves 1n the market, but also strongly difterentiate ourselves from other competitors.
However, on a broader scale our competition comes in several forms:

1. The most significant competition are India and Asian countries manufacturers of 3ply ,N95
medical and industrial masks and latex gloves, including suppliers from Kenya factory
which have a weli-estabiished distribution network in piace. This network ensures that
their products are widely available on the market. Our key advantages over these
producers will be our order response time as well as lower costs, which will be attractive to
many of our prospective clients.

N

L o) [RE R R (TR SPTETED T SO (P, (TSN T TR SN < DR . e MAANT T PSS T N pam  - TRGEN. . |
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of local market,

An analysis of competition is provided in the competition section of this plan.

w
o

n
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The business will begin by instituting the company website, advertise in local and
international media (Television, radio stations and newspapers, social media) as well as
formulating letters of introduction establishing its position on the market, as well as the
products it manufacturers, These letters will be developed as part of the start-up
expenses together with the business cards and the Company Profile, mainly for the large
organizations and institutions. Complementary coupons are also intended so as to raise
awareness of the company and its products.

Hence literature and mailings far the initial market fornms will he verv important.
3.4 Technology

The machine responsible for the manufacturing process is Daewoo Medical and industrial
Mask Automatically Machine model DAE10333 brand new with unigue concept. It is capable of
producing 120 pieces of masks per minute and hence 7200pcs per hour, which converts to
158,400+ /- per day when operated for 22 hours a day.

The one certainty in our industry is that technology will continue to evolve and develop,
changing the quantity that can be produced at any one time, as well as its quality. Our aim will
be to be aware of the implications of this new technology and utilize it in our existing
framework where possible. However our initial aim will be to pay back the initial cost of the

investment.
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In putting the company together, we have attempted to offer enough products to allow us to
always be in demand by our customers and clients. The most important factor in developing
future products is market need. As time progresses we intend to produce latex gloves to utilize
Rubber plantations in Tanga and Morogoro region owned by NDC to fill the 100% latex gloves
imports in Tanzania.

40 Market Analysis Summary

The current drive and emphasis by the fifth government on shifting to industry economy
presents an opportunity for AFYATECH CO LTD to make a valuable contribution towards
achieving this goal. Having undertaken a thorough and comprehensive research of the market
we realized that there was little or no local manufacturer of medical and industrial masks and
latex gloves in Tanzania. The country imports mostly of medical and industrial masks and latex
gloves, with a small amount of mask being produced locally.

Aware of the fact that operating in such a market is largely dependent on good networking, we
intend to establish networks and strategic relationships with ministry of health, ministry of
work , wholesalers, clinics, hospitals, manufacturing factories, mines, and construction
companies to ensure a steady stream of orders. In so doing we intend to ensure that the
products we produce are of extremely high quality and fully serve their purpose.

We appreciate that entering such a market is not a 'bed of roses’ and will require us
establishing strong networks and links with several organizations and institutions as outlined
previously. Hence we intend to implement an aggressive marketing strategy, well supported
by the other business functions. The above prognosis influenced our decision to enter the
medical and industrial masks and gloves latex manufacturing industry.

4.1 Market Segmentation

We will be focusing on wholesalers, academic institutions, ministries, hospitals, mining and
construction companies, clinics, and manufacturing factories that either sell or utilize our
intended products. We also intend to focus on government and International tenders in Congo,
Souih Sudan, Kenya, Rwanda, Burundi, and o oiher SADC couniries {or our medicai and
industrial masks and latex gloves.

Our main target market in the meantime is to supply locally and internationally purposely for
fight against the outbreak of COVID-19 and for mining and construction activities. The
Copaily Wil eiisure that we are producing enough to iieeting their orders. One of our
intentions will be to offer organizations an attractive alternative to imported masks and gloves
mainly through marketing our lower costs and shorter order fulfillment time.
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4.2 Target Market Segment Strategy

Our marketing strategy will be based mainly on making our products available to the right
target customer. We will ensure that our products' prices take into consideration
organizations’ order-makers' budgets, and that these people appreciate the quality of our
products, are aware our products exist, and know where to order them. Our low production
costs, which will naturally be reflected in lower prices for our products of $0.28 to $0.30 per
piece, will ensure that we have very good opportunities to win hospital, clinic, and institution
tenders for our products, besides obtaining orders from all the other markets including
wholesalers, chemists, informal traders and supermarkets we shall be targeting.

We realize the need to focus our marketing message and our product offerings. We need to
deveiop our message, communicate it, and make good on it. This shaii be undertaken in order
to establish ourselves on the market and long-term relationships.

4.2.1 Market Needs
Curreuily Mai ket Needs ; AFYATECH CO LTD will sei uui i provide gl yualily dispusable
medical and industrial masks and latex gloves that will facilitate the hygienic and easier
changing of individuals, both adult and children. The quality of raw materials and assembly
technology we shall utilize will be evident in our products, serving to enhance the protection of
our customers, in turn adding to their safety. The large market is due to the fact that there is
still 116 cure for the COVID-19 50 far and reported cases of COVID-19 infections for new
patients and deaths are increasing at an enormous rate in hospitals and this necessitates the
increase in demand for masks for protection.

We understand that our target markets need the masks to protect from the infection and that's

wwrhir 1ara havra cat an A fardahla nrica +n annhla ancrh Aand ovravyr nna +n havra arrace aftha nradiict
VALY VYL AUV L UL Gl ULV UUJIL PIILT LU CLIURZIC ULl miit TYTLy VAL LU LAY L ULLLUU UL LWL i vuus

for protection.

Normal Market Needs; It is approximated that it will take 18months to develop the vaccine for
COVID19 virus, after which the market for masks and latex groves will come to normal, where
by the major demand for magks will he in healthy sector, inductrial sector, mining and

construction sectors whom by law they are obliged to maintain the health of their workers

4.2.2 Market Trends

Globally. the outhreak of COVID-19 has revamped the demand for medical and industrial
masks and latex gloves by more than twice of the usual demand for the product. According to
World Health Organizational of 13th March 2020 Italy had 10million shortage supply in masks
while United States of America had 3.5 billion shortage supply of masks for its people. This is
causing a large and urgently increase in demand for the products due to the outbreak

I Source: WHO statement issued on 13t March 2020
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4.3 Industry Analysis
Industry competition intormation appears in the following subtopics.
4.3.1 Competition and Buying Patterns

The key element in service utilization decisions made at the company's client level is trust in
the reputation and reiiabiiity of the firm. The most important factor in this market wili be the
quality of the product. Unlike our competitor's masks, ours are going to have double the
absorbent super gel making our absorbency superior to most top brands. This converts

into fewer medical and industrial masks and Latex gloves being used per day, encouraging
customers to order our products.

4.3.2 Main Competitors

There are currently few local companies competing in our market niche. However upon closer
research it was identified that Chinese products cover most of the mask in the market,

Aommmden cddan = dle s don b v dil DAAOT 2nTrton v avn a1l nlamarn A€ dde m vamndond TTaan o waen e
uuuuuauus LIIT 11IA1I NNTU VVILLL L IVl Lal\llls SO1l1Adll O11Al T Ul UIT [IIAI NTL 1ITIILT VWO 11ILTCLIU LU
market ourselves as a local quality manufacturer of medical and industrial masks and Latex
gloves in such a way that with time customers will choose our products over competitors' on
the basis of our lower costs, faster order fulfillment times and high quality. The following were

identified as our main local competitors:
1. PRISTINE MANUFACTURING CO LTD ( PMCL)

Located in Dar es Salaam, PMCL, specializes in the manufacture of Disposable Back tie Face
mask; It has had tremendous growth in a short time, with state of the art machinery currently
in place.

Its customer base is largely from East Africa with few local customers. Prices are extremely
competitive with a pack of 50pcs a box selling for 15$. Though the local orders are few they
tend to be of large amounts. It obtains most of its raw materials, including film from Turkey,
with the actual assembling being done in the factory. The actual delivery time often depends
on whether the stock is available in-house. Currently the factory’s production is full booked.

2. NAIROBI ENTERPRISES LIMITED ( NEL)

Located in Nairobi Kenya, Off Clesoi Road, Lunga Rd, Industrial Area., NEL specializes in the
manufacture of face Mask Surgical Disposable, It has a large warehouse whose
logistics/operations are well organized, coordinated and closely supervised. Prices are
extremely high due to the above-mentioned factors with baby napkins selling at approximately
23$ per box of 50pcs; It targets 90% of its products for exports to China.
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5.0 Strategy and Implementation Summary

AFYATECH CO LTD intends to win and maintain customers by providing products that add
value in terms of price, quality, safety, availability and function ability, and are supported by a
dedicated, well-trained team. This shall be important to the successful implementation of our
overall strategy and hence the need to ensure we are focused and working harmoniously
towards attainment of the goals and objectives. We initially intend to be focusing on satisfying
the local East Atrican market.

Our marketing strategy emphasizes focus. We are a new factory and hence must focus our
efforts towards informing customers of our existence and the products we are able to supply.
Initially Group TRD limited and NDC will focus on the local market before contemplating
entering the regionai market. This is mainiy due to our iimited resources and the need to instiii
confidence in our products as well as business operations. The target customers will include
key decision-makers and order-makers in hospitals, clinics, wholesalers and informal traders,
who often order or recommend on behalf of the whole organizations, the aim being to obtain
an initial order and fully satisfy the customer from then on. Hence:

e We intend to focus on delivering quality products at affordable prices that in turn will
produce good referrals, which can then generate revenue.

* We intend to build image and awareness through consistency and distinctiveness in our
order fulfillment.

Our strategy is to grow the business by nurturing clients and establishing good one to one
relationships with them. All criteria from customer satisfaction, order fulfillment, price
competitiveness to staff attitudes are to be looked at thoroughly in the initial stages so as to
identify areas of improvement. To attain low lead times (the time it takes to meet orders) we
need to ensure thatall functions are communicating properly and formalily, using valid and
accurate data to derive achievabie pians and schedulies for aii stages of procurement,
manufacturing and delivery.

Group TRD Limited and NDC will develop new channels of distribution as the company grows.
Its plan to become a nationally known brand may be pushed forward by entering into
contracts with the numerous ciinics, mining& construction companies and nospitais
throughout the country, such that it gives Group TRD limited and NDC exclusive access to the
relatively remote areas in the country.
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5.1 SWOT Analysis

We shall be in a highly lucrative market in a growing economy. We foresee our strengths as the
ability to respond timeously to customer's orders and provide them with the correct quantity.
Our key personnel will be well trained in the actual production of our products so as to ensure
on time deliveries to the client. This will go a long way towards penetrating the market. Below
are the summarized strengths, weaknesses, opportunities and threats.

5.1.1 Strengths

¢ Relationship selling: We intend to get to know our customers, one on one. Our direct sales
efforts will seek to maintain a relationship with our customers.

* Diversified customer base: We intend to obtain orders for our products from a wide
customer base. This will ensure lack of dependency on one customer.

e Low production costs: The costs of our products will be approximately a third less than
the famous brand names and end user prices.

5.1.2 Weaknesses

* The introduction of new organizational practices and personnel who have not previously
worked together presents a challenge to the organization.

 Our infancy dictates that wholesalers and other intermediaries might be skeptical about
our products.

5.1.3 Opportunities

¢ The unpreparedness of the African countries against the spread microbes (the new era
type of war weapons) Biological weapons. Gives us an opportunity to do business in
manufacturing of protective gears.

* The current Corona COVID19 pandemic has driven the demand of the masks globally, and it
is expected to take 18months to get a reliable vaccination, which means the demand will
stay high for all the period of 18months from now, until it comes back to normal.

* Service. As our intended target markets in healthy sector, industrial sector, mining &
construction are readily available, we intend to be able to meet their requirements in the
shortest possible time.

e Current drive by government towards encouraging the participation of indigenous

entrepreneurs and diversitication ot the economy presents an opportunity that we may
fully utilize.

* Presently there is no solid and reliable local manufacturer of medical and industrial masks
and latex gloves, with less than a handful currently on the market.
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5.1.4 Threats

e The "Foreign is good, local is poor” belief may present a difficult hurdle to be overcome.

* Existing competition, both local and foreign. Wholesalers and institutions may express
satisfaction with their current medical and industrial masks and latex gloves.

e The possibility of other start up medical and industrial mask/latex gloves manufacturing
companies generated by healthy economic growth, establishing in the market.

5.2 Marketing Strategy

We intend to implement a progressive marketing strategy. In terms of marketing we intend
that our name and products are marketed on an extensive basis to ensure that customers are
aware of our existence. In price, we intend to offer reasonable and competitive prices in
comparison to Asians and European and other competitors and we need to be able to sustain
that. Our marketing will strive to ensure that we establish long relationships with clients.

5.2.1 Pricing Strategy

AFYATECH CO LTD wili be competitively priced in reiation to its Asians and other minor
African competitor's products. Due to the introductory nature of our products we intend to
implement a penetration pricing strategy which will ensure that potential customers are
attracted by our lower prices, up until our products are fully appreciated on the market,
especially in terms of their quality. We will initially charge 0.30$ per mask. However, this will
diciaie tiai vur cusis are prudenily kepi su as W ensuie vur finaucial guals culne o {1 uitivw,

5.2.2 Promotion Strategy

The promotion strategy shall initially revolve around informing customers of our existence,
tha vmeadiscbs vivn v diran amd hasar £ meed o £lhoases T A i et ol P SRS ) | I PR S A H U R
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following key benefits of ordering our products instead of competitors, including:

* Qur lower production costs which will convert to lower order prices.
* Quality products able to compete with the top brands.

Dot na e TVl W s i e b ® s s s
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We intend to be well known by all our stakeholders in particular wholesalers, hospitals and
other such institutions that may utilize our products, as well as informal traders. Hence we
shall leverage our presence using introductory letters, brochures and other sales literature. We

intand +n envand +ha urard ahnartk A hareinace +thraiiah +ha fAllAavariz e
Lilvviivd L ﬂl.ll. UM LIV VY UL U UMJU UL UL AMTUIOLIIIV IO L1l Ublsll Liiv lUlLUVVlIlSI

1. Personal Selling. Undoubtedly customer solicitation face-to-face will be our most
powerful form of promotion mainly due to the fact that our products are mainly ordered by
individuals in organizations and institutions. Its flexibility will enable us to give our
customers concise details of what we have to offer and the henefits of uging our productg,
Another important determinant in utilizing personal selling is the fact that we are relatively
new on the market. As such potential customers/clients will to a certain degree be
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skeptical towards our products and their efficacy.

2. Adpvertising. In view of the fact that we are new on the market we intend to undertake
adequate advertising of our name and products we offer. This is to instill awareness and
knowledge of our existence in the market place, which hopefully shall convert into market
share. A constant look out will be made of any special editions in the local newspapers,
mass media and social media, which may provide an opportunity for us to advertise our
products and business name.

3. Direct Marketing. This will be used to a limited extent in the form of telemarketing and
informing potential customers and obtaining referrals where possible. In the case of
telemarketing it will involve our targeting potential customers of our products and
informing them of our existence. e may then arrange for an appointment with the
respective decision-maker/order-maker, with the intention being to encourage them to
order our products.

4. Events. We intend to attend trade shows and trade exhibitions to increase awareness of
vur producis and services. These evenis will alsu enable us o inieract wiih puieniial dienis
who may decide to order our products.

5.2.3 Distribution Strategy
Cur pTGductS snat li‘iltia}}y be main}y 3Gid thi Uush PeEi sGiial ac}};us and referral buo;ucoo, with
relationships and customer experience being, by far, the most important factor. Relationships
in this regard means establishment of links with the various wholesalers, hospitals and clinics
which often order or require our products for their customers. Invariably the experience a
customer has with our products will go a long way toward influencing the intermediary to

contintin o nrdov niyr nradiicte and awhothar t+hawv chniild vafar thaiv friande +n nrdar nnr
MAULAVILIMY LY Ui wiLl wvual l.l'l VMM\,LU' fAlivL VYV IAL LiIAL L ‘—L‘DJ WRAAN ALY L il LALAVLAL 113V 11MU LU WL VAL WSURA

products. To this end we intend to ensure we provide a quality product with superior
absorbency and comfort. Hence we initially intend to use the following channels:

Engage reputable distributors like SAS, AKO, MASYL in Tanzania, and MACE global in Kenya

and Uganda, Global Success in Rwanda and Congo region and the like who already have

existing clients on their data base and they have ready distribution facilities in place.
5.2.4 Positioning Statement

We intend to position ourselves as a desirable alternative source of high quality disposable
medical and industrial mask and latex gloves. This shall be undertaken through use of high
quality raw materials and production processes so as to ensure the efficient delivery of quality
products. The product strategy will also be based on quality, combined with making the
product easily available to the customers. An important competitive edge will be our assembly
strategy, which will be based on good quality, such that production and delivery are not only a
pleasure, but also a feature that enhances the sense of quality and perception by clients. Our
faster delivery, relative to our Asians and East African counterparts, will also serve as an
important competitive advantage on the market.
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Through our lower prices, made possible by reduced local delivery Charges we intend to
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5.3 Sales Strategy

For the short term at least, the selling process will depend on personal selling/networking and

r-r]tvrnr-i-u:wnrr Aand 1ca n{"ror\nf’:kla rhc‘frﬂ'\nf'lnn romnaniac o inform nntantinl l‘"c‘fnmarc‘ ahnnt
v “ou WAl LV IASprULSALD LA 11524V 252 UL LI LIUG LUVl O U v v

Heiow aad
the products we offer and the benefits of utilizing our products. Our marketing does not intend

to affect the perception of need as much as knowledge and awareness of the product category.
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5.3.1 Sales Forecast

Sales forecast intformation is presented in the chart and table below.

Table: Sales Forecast

Month 2020(7 o -
ITEMS 1(2020) monthsj 2021 2U24
Forecasted sales in units - 31,680,000.00 | 47,520,000.00 | 47,520,000.00
Selling price per unit (US$) - 0.30 0.28 0.28
SALES REVENUE - 9,504,000.00 | 13,305,600.00 | 13,305,600.00

Chart: Sales Forecast
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6.0 Management Summary

Sales revenue
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Our human resources strategy shall constitute an important element in realizing our business
objectives and goals. By having enthusiastic, capable and motivated staff we intend to meet
customers' order fulfillment times and ensure their satisfaction with our products and service.
This will also ensure that we build the competitive advantage of being able to comprehensively
meet our customers’ needs. There will be need to evaluate jobs and remuneration packages
against market benchmarks to employees for their agreed and set out tasks so as for ensure

they are competitive.
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6.1 Organizational Structure

AFYATECH CO LTD joint factory shall be managed primarily by the directors/owners. The
AFYATECH CO LTD will engage a non-formal functional organization structure whereby people
shall be focusing on their prime area of expertise. A non-formal structure is flexible and
responsive to the market dictates, enabling the company to delight customers by providing
them with what they want, when they want it and faster than the competition. In engaging this
organization structure we intend that there is open communication between all personnel at
all levels.

As the company grows there will be more structure to the organization, with new employees
being assigned a supervisor or subordinate. When the company is at its full staff potential, it
wiil operate as any ciosely heid organization, but mainrain the personai interest in each
employee's personal and family welfare and their contributions to the business.

6.2 Management Team
The fvunders of SPV are passivuaie aboutl iie aciivides it will prumoie aud viler vu the mad ket.
Management style will reflect the participation of the directors/shareholders. As outlined
previously we do not intend to be very hierarchical especially considering our size and need to
respond timeously to customers' orders. Management's ongoing initiatives will include driving
sales, market share and productivity. Please find below a brief outline of the management
Board of Directors - Group TRD & NDC representatives
General Manager - (None executive Director, whom is trusted by Board of Directors)
Factory Manager - GTRD
Operational Supervisor - From South Korea (For one month training of Tanzanians)
Technicians - From South Korea/ass. Group TRD TZ
Accountant - GTRD/NDC
Sales Executive- Group TRD TZ

Procurement - Group TRD TZ

Causal Labors - Tanzanians
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* Board of Directors

| GTRD & NDC

MANAGER

. GTRD & NDC

* ASSISTANT FACTORY

MANAGER

{ACCOUNTANT)

m 11 nx el
1dUIE; vidlldgellielil 1ediil

GTRD,SAS,MISLY

Position Number | BasicPay $Pm Annual Salary $
Factory Manager 1 1,200.00 14,400.00
Operation Supervisor 1 1,200.00 14,400.00
Machine operators/technicians 2 2,400.00 28,800.00
Accountant i 1,200.00 14,400.00
Sales & Marketing Exocutive 1 120008 AA0000
Procurement& warehouse maintenance 1 1,200.00 14,400.00
Executive
TOTAL 4 8,400.00 100,800.00
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6.3 Personnel Plan

We believe this plan meets the commitments of our mission and business objectives. We
intend to grow into a large organization, though in doing so ensure that we wish to stay
responsive to customers’ orders and requests. We want the company to stay lean and flexible
so that we can respond to our markets' needs quickly. As we expand and increase in size we do
expect to increase our personnel.

AFYATECH CO LTD recognize that our employees contribute fundamentally to the Company's
long-term prosperity, acknowledging our obligation to remunerate them competitively. We
intend to compensate our personnel well, so as to retain their invaluable expertise and to
ensure job satisfaction and enrichment through delegation of authority. Our compensation will
include a competitive salary and generous profit sharing, As time progresses we intend to
enhance our capacity to attract and retain people ot quality, inter alia, through benetits such as
housing and family education grants.

Table: Personnel

The Factory wiii empioy the foliowing skiiied and non-skiiied personnei on per fuii time basis

Personnel Plan

Year 1 Year 2 Year 3
All departments $67,200  $101,404.80 $101,709.01
Other $20,160 $30,421.44 $30,512.70
‘Total People 16 21 28
Total Payroll $87,360 $131,826.24 $132.221.71

6.4 Training

At the onset training shall be obtained from Group TRD Korea under OEM, from main
manufacturer DAEWOO, the suppliers of the manufacturing equipment, in the actual
operations of the machines. Thereafter in-house training shall be undertaken by the
professivual ieam {iom Svuih Kurea. This traiuiug will not only indude produci aud technical
aspects, but also expand to give much greater knowledge of customers, market trends,
products, new technology aids, and time management amongst other such variables. This is to
ensure that we are continuously able to anticipate our market’s needs-a proactive approach,
which is so essential if we are to gain and maintain a competitive advantage on the market.

External training will be conducted, mainly in Tanzania with reputable organizations to stay
aware of the latest products and services on the market, and how to install or maintain them.
This will also ensure that our personnel are able to meet the high standards, of these
organizations.

.Zeniﬁe@’[‘rge Copy of ECO iginal

Sign? .. Date b.g 020 |

i JOHN BAPTIST MU YA Page &
ry

Advocate, Nota
Lublic & Commissioner for Oaths




6.5 Feedback and Control

1. Important notices and developments will be continuously communicated to employees to
keep them abreast of developments and promoting a sense of belonging and oneness in the
organization.

2. We will encourage our employees to put forward any suggestions they might have
regarding the improvement ot any of the company's functions-an open door philosophy.
Such a culture will enhance innovativeness and creativity, in turn leading to job satisfaction
and enrichment.

3. We intend to make sure that our employees understand the goals of the firm, are customer
focused, proud of their work and work as a team. This wiil encourage empioyees to become
entrepreneurial and customer responsible, in addition to unifying staff in customer focus
and values.

6.6 Corporate Social Responsibility

We recognize the fact that the broader community in which we operate affords us our 'license
to trade’. We intend to establish relationships based on trust and mutual advantage through
engaging in a wide range of active social responsibility programs. Our efforts on community
service will show that the company has its own community at heart, contributing towards the
establishment of a good and reputable image. We intend to be a responsible corporate citizen
fully contributing positively towards the tight against the spread of epidemic COVID19 and
other Microbes to come, through donations from part of the company’s net profits.
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7.0 Financial Plan

The financial plan shall be essential if we are to meet our objectives. The intention is to finance
growth through cash flow.

One of the most important factors will be the payment terms as agreed between the client and
customer. We can't push our customers hard on collection days, because they are extremely
sensitive and will normally judge us on our terms. However, there are certain instances where
we will have the bargaining power instead of the customer. Examples include informal traders
and actual consumers of our products. Therefore, there is need to develop a permanent system
of receivables financing mutually agreed between both parties. Hence in the financial plan we
intend to have the following:

1. Afundamental respect for giving our customers value, and for maintaining a healthy and
congenial workplace.

2. Respect for realistic forecasts, and conservative cash flow and financial management.
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7.1 Important Assumptions

The financial plan depends on important assumptions, most of which are included in the
financial plan as annual assumptions. From the beginning, we recognize that collection days
are critical, but not a factor we can influence easily. At least we are planning on the problem,
and dealing with it. Interest rates, Inflation rates, tax rates, and personnel burden are based on

conservative assumptions.

Some of the more important underlying assumptions are:

e We assume selling price per piece to stand at $0.30 for year 2020 due to COVID-9 outbreak
and the rise in raw material costs.

e We assume solution for combating COVID-09 will have been found by 2021 and hence
selling price and raw material costs will drop by $0.02 and 10% respectively by year 2021

and 2022.

¢ Due to high demand for masks, we assume no closing stock, all raw materials purchased

are processed into finished goods and sold.

e We assume, of course, that there are no unforeseen changes in economic policy to make our

products and service immediately obsolete.

Other key financial assumptions, including 30-day average collection days, sales entirely on
invoice basis including a favorable deposit policy, expenses mainly on a net 30-day basis, 30

days on average for payment of invoices, and present-day interest rates.

Table: General Assumptions

General Assumptions

Year 1 Year 2 Year 3
Plan Month 1 2 3
Current Interest Rate 9.00% 9.00% 9.00%
Inflation Rate 3.6% 4.2% 4.5%
Tax Rate(VAT) 18% 18% 18%
Other 0 0 0
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7.4 Revenue Generation

The company will receive its revenue streams from sales of its masks. However, we will also
look into whether we are able to generate revenue from by-products obtained from
manufacturing our main products. Additional research into the above shall be undertaken.

7.5 Expense Forecast

Due to outbreak of COVID-19, the cost for raw materials is keeping increasing leading to high
initial expenses for the first eight months of operations. We assume the outbreak mitigation
measures might be in place at the end of the year 2020 and hence estimate the cost for raw
materials to drop by 10% from next year 2021 onwards.

However, expenses will be brought about by transport charges incurred in delivering our
products to customers, as well as going out on sales calls procuring orders. However, the
strategy will involve including these charges in the prices of our products. As time progresses
we intend to undertake marketing programs to ensure awareness of our existence on the
market. Invariably this will result in marketing expenses being incurred.
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7.6 Projected Profit and Loss
Our projected protit and loss is shown in the appendix, with sales increasing trom more than
59.5 Million the first year to more than $13.3Million for second and third year. We do expect to
more than break-even in the first year of operation. As with the break-even, we are projecting

very conservatively regarding cost of sales and gross margin. Our cost of sales should be much
lower, and gross margin higher, than in this projection.

Chart: Profit Yearly
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Table: Financial Projection on profit and loss

=

2020(7
ITEMS Month 1(2020) | months) 2021 2022
Forecasted sales in units - 31,680,000.00 | 47,520,000.00 | 47,520,000.00
Selling price per unit (US$) - 1030 0.28 0.28
SALES REVENUE - 9,504,000.00 | 13,305,600.00 | 13,305,600.00
Inventory at the beginning of the
period - |- - -
Add:Raw materials purchased 900,304.60 | 6,302,132.20 9,723,289.68 9,723,289.68
Add:Direct labour cost 78.00 | 546.00 936.00 936.00
Add:Factory overhead 5,040.00 | 35,280.00 60,480.00 60,480.00
Cost of goods available for sale 905,422.60 | 6,337,958.20 9,784,705.68 9,784,705.68
Less:Inventory at the end - |- - -
COGS 905,422.60 | 6,337,958.20 9,784,705.68 9,784,705.68
GROSS PROFIT (905,422.60) 3,166,041.80 | 3,520,894.32 | 3,520,894.32
OPERATING EXPENSES
3ply mask advertising expenses 5,000.00 | 35,000.00 24,144.00 12,036.00
Office salaries expense-skilled 8,400.00 | 58,800.00 101,404.80 101,709.01
-Unskilled {30% of
skilled) 2,520.00 | 17,640.00 30,421.44 30.512.70
Employer costs 2,545.20 | 17,816.40 30,725.65 30,817.83
Permits & other legal fees 1,500.00 | 10,500.00 18,000.00 18,000.00
TFDA/TMDAfees 1,000.00 | - 1,000.00 1,000.00
EIA fees 15,000.00 | - - -
OSHA 5,000.00 | - 5,000.00 5,000.00
Telephone bills 1,000.00 | 7,000.00 12,072.00 12,108.22
I iinal
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iiiterniet & other LT seivices 1,000.00 | 7,000.00 12,072.00 12,108.22
Insurance (2.5%) 7,592.50 | - 7,592.50 7,5924.50
Security 2,000.00 | 14,000.00 24,144.00 24,216.43
Furniture & Fittings 5,000.00 | - - |1 5,000.00
Consultation fees 30,000.00 | - - -
Petrol & Diesel 2,%20.00 | 16,940.00 292,640.00 292,040.00
Travelling 4,000.00 | 28,000.00 24,144.00 24,216.43
Rent of the factory building 12,000.00 | 84,000.00 144,000.00 144,000.00
Installation costs 10,000.00 | - - -
Repair& maintenance of motor vehicles 500.00 | 3,500.00 6,036.00 6,054.11
MiSCeliaiieous expeises 400.00 | 2,800.00 4,628.80 4,043.29

Business cards printing expense 250.00 | - - -
Bank charges 50.00 | 350.00 600.00 600.00
Sub total 117,177.70 | 303,346.40 475,225.19 468,854.74
Contingency (5%) 6,114.79 | 15,167.32 23,761.26 23,442.74
FEY cobiin ] e s i s < R S 4 737 N AL A EY T4 ) #1y ANDO NO/L AT AN DMNOT AOD
1Lulal UPCIGLL 15 CAPCIIDCD LLI, bl LU, LI L TIOU, 70U TY T I lyda 7 1 TO
EBITDA (1,028,715.09) | 2,847,528.08 | 3,021,907.87 | 3,028,596.84
Less :Depreciation 1,382.32 | 9676.25 16,587.86 16,587.86
Operating profit (1,030,097.41) | 2,837,851.83 | 3,005,320.01 3,012,008.99
Interest expense - 1(121,871.80) | (113,415.09) (104,165.09)
Nt e Doy Mo o L (TIDTN 1 029N NNO7 A4 DA NON NN TON1 NNA NN DIONT OAD NN
LAl LLLLES DCIUIT 1aACS LU | \LYOUWUY 7T ) | Lyl L0, 70U U0 ;0T 1, 7UT. 74 Ly IV 10T, 727U
Tax (30%) - | 814,794.01 867,571.48 872,353.17
Earnings after Taxes(EAT) (1,030,097.41)
Paca 29
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1,901,186.02 | 2,024,333.44 2,035,490.73
Add back depreciation 1,382.32 | 9676.25 16,587.86 16,587.86
Operating income (1,028,715.09) | 1,910,862.27 | 2,040,921.30 2,052,078.59
CAPITAL EXPENSE 360,066.00 | - - -
Capital investment cost (1,394,781.09)
Net Profit/Net cash flow - 11,910,862.27 | 2,040,921.30 | 2,052,078.59
Discount rate i5% i.00 | 0.87 U.76 U.66
Discounted cash flow 1,661,619.37 | 1,543,229.72 1,349,274.98
NPV 3,159,342.98
IRR 129%
ROI 137.00 146.33 147.13
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7.9 Business Ratios

Standard business ratios are shown in the tollowing table.

Table: Ratios

RETURN ON INVESTMENT (ROI) 2020 2021 2022
Net profit after tax 1,910,862.27 | 2,040,921.30 2,052,078.59
Owner's Equity 1,394,781.09 | 1,394,781.09 | 1,394,781.09
ROI(%) 137 146 147
PROFIT ON SALES
EBT 2,715,980.03 | 2,891,904.92 | 2,907,843.90
Sales 9,504,000.00 | 13,305,600.00 | 13,305,600.00
Profit on Sales(%) 29 22 | 22
GROSS MARGIN
Gross Profit 3,166,041.80 | 3,520,894.32 | 3,520,894.32
Sales 9,504,000.00 | 13,305,600.00 | 13,305,600.00
33 26 26
EXPENSE RATIO
Total operating expenses 318,513.72 498,986.45 492,297.48
Sales 9,504,000.00 | 13,305,600.00 | 13,305,600.00
3.35 3.75 3.70

8.0 Controls

The medical and industrialmasks market has not been fully explored. With this in mind we
intend to aggressively market our existence. The introduction of quality sales and marketing

literature will enable the compan
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image and impression. This will be supported by the relationships we would have established

monvrnmmal A0 o A Al At

+1.
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Throughout the year the intention will be to undertake regular evaluations of our products and
marketing programs so as to ensure that we are in line with our intended objectives. In
summary we intend to undertake the following:

1. Tracking and follow-up: We intend to have the discipline, as an organization, to track
results of the business plan and make sure that we implement.

2. Market segment focus: We intend to have the discipline to maintain the market segment
focus.

3. Saying no: Though difficult initially we intend to be able to say no to special deals that take
us away from the target focus but in particular those that are unprofitable.

8.1 Financial Risks and Contingencies

1. We intend to watch our resulits very caretully. We may need to drop a certain product
type(s), if we cannot get the margin up or it seems to be unviable. We might be able to

avoid the straight competition with the major companies by focusing more on the target
market mentioned previously.

N

Another possibiiity is the introduction of a new company(s) in our niche. Hence the need to
undertake aggressive marketing and networking.

8.2 Implementation

Alyateci co Iid will star i by vbtaining trial vrders f1um several wholesalers aud institutions
with the objective being to impress them regarding our products’ quality. This will see us
obtaining long-term contracts that will ensure we grow in the right direction. We will prepare
our sales literature, including business cards mainly through engaging a reputable printing

organization. In undertaking the above we intend to ensure that the goals of the organization
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Table: Sales Forecast

Appendix

2021

2022

Month 1(2020)

2020(7 months)

ITEMS

Forecasted sales in units - 3'1,680,000.00 47,520,000.00 47,520,000.00
Selling price per unit (US$) - 0.30 0.28 0.28
SALES REVENUE - 9,504,000.00 13,305,600.00 | 13,305,600.00

Page |



¢ 98e]

t; syieg 1o I8UGE L T

A1ej0N 918304

| anffghisiia or |
¢ EEM 10 33 Jo %T.. g

L cordad
MOV Avd
86 Z¥E'6ST'E 86'F.L261ET 99°0 | 6S'€L07S0C
00890'018°T vL6CZ'EST 9.0 | 0£1Z60%0C
£2'8£8997 LEB1T9TY9T L80| LZ'7980167T
(60 18L%6£T) (60'18L9%62T) 00" | (O'I8LHY6ET)
(000¢)moj (0c0$)moy (000$)10308,| (000$)morg BEEY
(SED paquinodsL( sAne[nwn ) {SeC payInodsig anjeA Juesald sen

poLied yoeqded :op3eL

TV.LOL

00°008°001 00°00%'8 L
00°00%'H T 00007 1 SANNDOXH 8IUBLAIUI2W SSNOYSIEAL ZILBWLSINICI]
o 00°00%% T 00002 1 aATINDaxY SUnaXIe| P SI]ES |
i e 00°00%% 1 00'002" I JUEFIN0IIY |
= 0000887 00'00%C A suenyoa}/siojersdo aumypep
e 00°00F ¥ L 00'00Z" 1 Josiadns uonersd |
B 00°00%'% T 0000Z": 1 Jo8et ey Al010e] |
¢ A1e[eg [enuuy wg ¢ Aeoiseg Iaq uny uonIsod |

xipuaddy

[puUUOSIad B[JE.L




¢ 98

SUIBQ ~10) JIUCK: [TTUI0, & =

A1e10N ‘93230ApY |
VANOONW LSILdva Nu - |
@ lhel5"0 )
[PUIBHO 310 Jo Adeg anas a0

Sop B Uunety W Jw A3 Butions SIRD | £-GT 24T 1 5a% B DU SRS T3 -O) 1 pER 9 R Ip000 RAREST T

[ 11

WREE WODI DD 0 S )

LRERLSY
aoTis TN oo 'aLstan ew oy
~

opCoTTsisen oo 002 5 $8n 0o oor'TIsan 000or 34330 s wum ‘ Soouss wwt
e S 2 Ll . 3 = susfaosiies

oC U6t 532N goosETIEEn 00 OFE'PIRTS oC003 PEEA P ama i :

"~
- - S it i - G == ud susfodl od
oo ooy $3ton coossTieen SO BE'ETEON ooos reon z wum ‘ — . g
Suafcostfca
30 TSTPisecn 00 008’5400 £e 0sE's5vean ve0os B340n & M e
- o _ =
optway | ae faanoum go | OF iﬁnuﬂmﬁ?ﬁ!. T A RPOLE 31D RS 23 RS 27 05N (o uEnn mon Wt IR P o Ry
! o0t 3

FBOFPLLSII9T » UG

TN L WIS VR S0G OTITL W] T A pasgpuNg qreag gy

PP PURNURL QM) dnoug
WD

P11 o) dnoio paeddy jeuoneuisyuy SurxSuey) SuoySuoy

NOILYLOND

xipuadd y

S[eLIa]eu /ABI J0] Ecﬂmw—csd

LL83°L 168701 T8« ~PUOGg

SR P piop] ‘LY oy-Teeong eagag ap-Ghme 1y

DRIUET OHL dNosg
soudisuoy

ST QLT Ry R
DC-LDETDET ON S



y 93e(

s34 ssrjiiaqy-
siiesg 03 As3-
HGrUCjUC-
Supmld) von / yos-
dooy Je3-

3719VSCdSIa WOId3W

ASYIW FDV4

"on uonensifiay

o3uf Auedwiod jing

"Protect yourself

and
Heip others”

By GTNDC

FACE MASK

MEDICAL DISPOSABLE

-Ear Loop

-Soft / Non lrritating
Lomfortable

-Esy to Breathe
-Fiberglass Free
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