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1.0 EXECUTIVE SUMMARY 
 

1.1. Introduction 
 

YUASA TRANSPORT LIMITED is a Tanzanian established private company 
incorporated for purposes of carrying out cargo transportation operations to 
provide both domestic and transit cargo haulage services. The company was 
incorporated under Companies Act 2002 with Certificate of Incorporation No: 

155084693 dated 11th February 2022. The registered office of the project will be 
situated at Plot No: 462, Kange Industrial Area, Tanga Township, Tanga Region. 

The company directors are targeting to secure contracts with major import/export 
companies, construction companies and oil and marketing companies within the 
country and from neighboring countries operating in East and Central Africa to 
transport their general cargo, petroleum products, aviation fuel, LPG to Burundi, 
Congo, Zambia, Malawi, Rwanda and Inland Tanzania. 

 

1.2. The Project 
 

The project is about establishment of a fleet of heavy duty trucks complete with 
trailers with a carrying capacity of 30 to 40 tons. The proposed project capacity is 
50 heavy-duty trucks, 20 fuel tankers and 50 trailers, which will be a combination 
of both semi-trailers/tanker trailers with tractor units and rigid trucks with 
drawbar trailers at full project implementation estimated at 3 years. Fifty (50) 
trucks are earmarked for transportation of dry cargo. The proposed project will 
establish a workshop with modern tools and equipment to service the fleet. It 
will also involve procurement of communication and truck monitoring and 
control facilities 

  

1.3. Management and Ownership 
 

The project is being promoted by M/S YUASA TRANSPORT LIMITED based in 
Dar-es-salaam. This is a private registered company incorporated for purposes of 
carrying out cargo transport operations to provide both domestic and transit 
cargo haulage services. The main shareholders are Mr. YUSUF SEIF ALI with 

70% share and Mr. SALIM SULEIMAN MBAROUK with 30% share. They are 
both Tanzanians. 

 
YUASA TRANSPORT LIMITED believes in keeping on board only the very 
essential manpower strength, to develop them into highly motivated and sincere 
company team for the best and efficient operations of the company. The company 
will have a team of qualified and experienced functional managers in the areas of 
Operations/Marketing, Workshop Operations and Finance & Administration. 
Other senior and middle level staff will be available for the startup and subsequent 
operations of the company. The personnel will be qualified, well-seasoned and 
most possessing considerable industrial experience 
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1.4. The Market 
 

Recent reforms taking place in economy indicate that there is an increase in demand 
for transit cargo both dry and wet, including white petroleum products namely: 
petrol, diesel, jet fuel, kerosene, lubricants, liquefied gas (LPG) etc. The following 
are some of the factors that have contributed to such an increase in demand for 
these products in the country. Increased level of rehabilitation and expansion of 
urban and trunk roads by the Government and international assistance agencies, 
which has subsequently resulted in increased km    of passable roads by small and 
heavy-duty vehicles. Increased level of engagement on transit trade and investment 
between Tanzania and its EAC and SADC counterpart regions especially Zambia, 
Uganda, Rwanda, Malawi, Burundi and the Democratic Republic of Congo. 

 

1.5. Financials 
 

The total cost of the project is estimated at US Dollars 3MILLION USD funded 
by owners as an equity contribution. 

 
The following is the summary of the capital investment cost estimates: 

 
Capital Items Cost (US$) 

Civil Works Structures& I Parking Yard, Godowns and Workshop Sheds 275,000 

Machinery, Tools and Equipment 150,000 

Motor Vehicles 2,400,000 

Furniture, Fixture and Fittings 25,000 

Pre-operation Expenses 65,000 
Add: Initial Working Capital-Spare parts, Tires, Fuels, Initial Salaries & Wages 85,964 

GRAND TOTAL 3,000,000 

 

1.6. Social and Economic Impact 
 

The proposed project will result into the following social and economic impacts: 
Increase the provision of high quality services in the distribution of cargo, industrial 
products and building & construction materials in the country. Increased 
availability of quality distribution and marketing products alongside competitive 
prices of these products will result in increased healthy competition among all 
trading and manufacturing companies. The proposed project of the fleet of trucks 
investment in this sector will provide employment for about 104 people. The 
Government and other agencies will benefit from various taxes, fees and 
commissions that will be paid to the government. 

 

1.7. Conclusion and Recommendations 
 

Analysis of the project confirms that the project is: Technically feasible, 
financially and economically viable, socially desirable and environmentally 
sound, manageable and sustainable. A timely financing and implementation of 
the project is therefore highly recommended in order to realize the anticipated 
benefits outlined in this study/report. 
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Provided all other economic factors remain substantially the same, it is strongly 
recommended that the project be implemented with immediate effect. It is further 
recommended that applications for Cargo Transportation Business License for the 
proposed plant be submitted forthwith. It is further recommended that an 
application for TIC Certificate of Investment Incentives be submitted to Tanzania 
Investment Centre with a view to benefit from investment benefits and protection 
as statutorily allowed under Tanzania Investment Act, 1997. 

 

1.8. Objectives 
 

This project is being established with micro objectives of:   Entering into transit 
cargo business and serve both Kenyan and Tanzania ports for their domestic cargo 
and transit cargo for neighbouring landlocked countries of East and Central Africa 
namely: Rwanda, Burundi, Uganda, Zambia, Malawi, the Democratic Republic of 
Congo; as well as Kenya.  Serving upcountry areas in general Mbeya, Mwanza, 
Bukoba, Shinyanga, Mara, Tabora, and Singida in particular by efficient distribution 
of products and the general cargo including agricultural inputs such as farm 
implements, fertilizers, insecticides and consumer goods to rural areas. 
Transporting food and cash crops and particularly maize, rice, coffee, cotton and 
leaf tobacco from farmers to consumers in urban areas and export outlets. The macro 
objectives of establishing the project is to support economic, social and 
administrative activities in the mentioned areas. Also, to increase the 
competitiveness of Tanzania goods in the export markets and improve the building 
and construction industry by offering competitive transport rates. 

 
1.9. Mission 

 
The mission of Yuasa Company Limited is to be the leading trucking company 
servicing the   East and Cental African countries. 

 
1.10. Keys to Success 

 
1. Maintaining a reputable and untarnished reputation in the community. 
2. Quality care. 
3. Competitive pricing. 
4. Flexible hours. 

 

1.11. Key Success Factors 
 

Following are Key Success Factors of the transportation industry; 
a. Financial, 
b. Resources, 
c. Working capital 

 
The importance of having huge funds to finance large transportation operations means 
that the need to have strong relationships with banks is equally important. The ability of 
banks to advance huge funds at short notice and at preferential bank rates depends 
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largely on such long-term relationships established after long periods of time. New 
entrants may find it difficult to achieve this relationship. This requirement is crucial for 
successful operations of a transport firm. This will involve: personnel emoluments 
(especially for drivers); purchase of tyres, spares and parts, fuel and lubricants; and 
instant replacement of transport units in case of bread-down or serious vehicle accidents. 
 
Hence, only those firms that are able to mobilize large sums of operating capital can 
achieve greater operating parameters and therefore, higher profit margins. No wonder 
that entry barriers are quite high in this regard. 

 

1.12. Improved Technology/Product Innovation 
 
Only corporate bodies that have strong financial muscles are capable to invest in better 
technology and be able to attain product differentiation as a cutting edge against rival 
firms. The use of Global Positioning System (GPS) has by and large enabled certain 
transport firms to instantly locate their tracks in transit. Hence, it has become possible 
to identify problems that drivers are facing far away from the base. This implies that 
should there be some break down or accident then would be reported to the firms base 
upon which a solution would be identified and dispatched. This is critical as many 
clients are becoming conscious of a transportation firms ability to meet delivery times. 
 

1.13. Ability to offer Credit Facilities Downstream 
 
Corporate clients such as UN bodies and some of the multinational companies may 
require the transporters first to ferry the assigned cargo and get paid later, after some 
time say on delivery, after an agreed time, or after delivery of a series of group 
consignments. Only corporate transporters with large fleets of trucks and other 
sources of revenue can afford to operate at a flexible basis as it is backed by strong 
shareholders. 
 

1.14. Long Term Relationships 
 
Established transport firms enjoy the advantage of long-term relationships with 
corporate clients who deal with large supplies of fuel oil, equipment, machinery etc. 
Such corporate firms include among others; armies, huge mining companies using 
thermal power, etc. clearing and forwarding companies, just to mention a few. Again, 
the proposed project would use its.  Synergy of its relation with affiliated company in 
the clearing and forwarding industry in securing huge cargo. However, it should be 
clearly understood that as time changes some industry forces have tended to re-modify 
these key success factors. Hence, generally it is the ability of a transport company to 
design and implement its business strategies that may suit building of a company's 
success in this sector. 
 

2.0. COMPANY SUMMARY 
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2.1. Company Ownership 
 
Dependable Logistic Limited is a privately owned limited liability partnership with 
two of the principal shareholders holding 70% to 30% share in the company. The main 
shareholders are: YUSUF SEIF ALI with 70% share and SALIM SULEIMAN 
MBAROUK with 30% share. The registered office of the project will be situated at 
KANGE Industrial Area Plot No: 462,   Tanga Township, Tanga Region. 
 

3.0. Services 
 
The feasibility study report sets out a proposal for the establishment of a new project to 
operate a fleet of trucks. The trucks will be heavy duty complete with trailers with a 
carrying capacity of 30 to 40 tons. The proposed project capacity is 50 heavy-duty trucks, 
20 fuel tankers and 50 trailers, which will be a combination of both semi-trailers/tanker 
trailers with tractor units and rigid trucks with drawbar trailers at full project 
implementation estimated at 3 years. One hundred and fifty (50) trucks are earmarked 
for transportation of dry cargo while Twenty (20) trucks will be tankers and specialized 
trucks for transportation. The proposed project will establish a workshop with modern 
tools and equipment to service the fleet. It will also involve procurement of 
communication and truck monitoring and control facilities. 

 

3.1. Market Analysis Summary 
 
Recent reforms taking place in economy indicate that there is an increase in demand for 
transit dry cargo. The following are some of the factors that have contributed to such an 
increase in demand for these products in the country. 
 

 Increased level of rehabilitation and expansion of urban and trunk roads 
by the Government and international assistance agencies, which has 
subsequently resulted in increased kilometres of passable roads by 
small and heavy-duty vehicles. 

 Increased level of engagement on transit trade and investment between 
Tanzania and its EAC and SADC counterpart regions especially Zambia, 
Uganda, Rwanda, Malawi, Burundi and the Democratic Republic of 
Congo. 

 Rise in people's standard of living and change in people's consumption 
patterns; 

 General improvement in the national economy, especially the balance of 
payments which has made it possible for the Government of Tanzania to 
achieve greater capability to import and export critical products into and 
off the country; 

 Increase general level of investments in industrial activities which are 
the major users of industrial inputs; 

 
The factors have led to increase demand for transportation services for products in the 
country. Furthermore, these factors have created the impetus for increased inflow of 



Page 8 

 

 

investment capital by foreign and local private investors who now have decided to 
venture in the importation and industrial raw materials. The reforms, which are now 
being introduced in the sector, aim at influencing the inflow of and increased supply of 
both capital goods and other industrial products and their distribution in the country and 
beyond the national borders. 
 
4.0 MARKET SEGMENTATION 

 
We have segmented our business into six main categories’ which will apply to every 
country we be doing business with. 

1. Local transportation Dry 
2. International transportation Dry 
3. Return Local transportation Dry 
4. Return International transportation Dry 

 
There is a wide market for domestic as well as transit cargo transport. Likewise, the 
market for transportation of building and construction materials is huge, especially for 
the rural road contractors and builders in general as well as the mining industry. Hence, 
it can be expected that the sponsors would not face marketing and operational 
problems in managing the proposed project. 
 
The ports of Dar es Salaam and Mombasa have recently been undergoing major 
rehabilitation, modernization and expansion so as not only to be able to compete with 
South African ports in handling the East, Central and Southern African import and export 
trade but also, as a strategy for meeting the national demands for cargo handling that have 
grown steadily following expansion of agricultural, mining and industrial activities 
especially in Tanzania. These factors would provide the proposed freight haulage project 
the necessary condition for its soft establishment and expansion of its future operations. 
 
YUASA TRANSPORT LIMITED endeavor to achieve the projected sales for both 
domestic and transits business in the neighboring countries of Kenya, Rwanda Burundi 
and Eastern parts of the Democratic Republic of Congo, Uganda and Eastern parts of 
Zambia. 
 

Table: Market Analysis 
 

Market Analysis  

  2022 2023 2024 2025 2026  

Potential Customers Growth      CAGR 

Local transportation Dry 20% 100 120 144 173 208 20.09% 
International transportation Dry 18% 80 94 111 131 155 17.98% 
Local transportation liquid 22% 70 85 104 127 155 21.99% 
International transportation liquid 25% 60 75 94 118 148 25.32% 
Local return transportation dry 10% 50 55 61 67 74 10.30% 
International return transportation dry 

9% 40 44 48 52 57 9.26% 

Total 18.81% 400 473 562 668 797 18.81% 

 

Chart: Market Analysis (Pie) 
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4.1. Target Market Segment Strategy 

 
Tanzania acts as a transit country for the landlocked countries of DRC, Zambia, 
Rwanda, Burundi, Uganda, and Malawi. General cargo (that is excluding bulk 
petroleum and other bulk liquids) handled through the Dar es Salaam port 
between 1994 and 1997 ranged between 1,875,395 and 2,345,700 tons. The bulk 
of transit cargo that traffics through Tanzania is that of Zambia with largest 
proportion being carried out by TAZARA. 
Malawi has similarly shown a dramatic increase in passing its transit cargo 
through the Dar es Salaam port in recent years. The bulk of its cargo is carried by 
road. Recent efforts by heads of state of Malawi and Tanzania gear towards 
establishing and exploiting the so called Mtwara Corridor as a potential link 
between the two countries. Of course, it might take some time before actual 
implementation of the current plans are put into reality and trucks start rolling 
across borders of the two states. 
 

4.2. Service Business Analysis 
 

As already stated, road transportation of cargo basically involves movement of 
trucks of agricultural produce, agricultural inputs, building materials,, soft drinks, 
beer, timber, consumer goods, industrial raw materials like gypsum, fuel, coal etc. 
Domestic road transportation of cargo is basically classified into intra-regional and 
inter-regional transport. Intra-regional transport demand involves transportation 
of goods within the region which may be inward demand which refers to 
movement of goods from rural areas to urban centres, rail heads and factories or 
it may be outward demand which refers to movement of goods to rural areas.  
Inter-regional demand of transport includes movement of goods across borders of 
a particular region to and fro. The movement of goods to and fro across borders of 
the country is referred to as international transport demand. 

 
YUASA TRANSPORT LIMITED will adhere to the company's basic objectives for 
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which it is established; that is, to strengthen transportation related to agriculture 
and support building and construction activities (especially that related to rural 
road construction) in order to serve more efficiently the rural population with a 
basic view of improving agricultural production and stimulating and supporting 
other economic activities. Besides intra-regional and inter-regional operations, the 
company plans to go into international operations to serve the landlocked 
neighboring countries. 

 
YUASA TRANSPORT LIMITED has an open eye on the vast opportunities that 
exist in the intra- regional and inter-regional transport. As stated earlier, the 
directors of the company have a wealth of long experience in the transportation 
industry in Tanzania. The project therefore targets transportation of petroleum 
products and aviation fuel, liquefied petroleum gas (LPG); agricultural produce 
in Dar-es-salaam, Mara, Shinyanga, Tabora, Singida, Dodoma etc first from the 
fields to the markets and thereafter to rail heads and/or directly to the processing 
plants or to the consumers. The project also targets transportation of tobacco and 
other agricultural inputs to these regions. The directors have well established ties 
with the major tobacco companies such that acquiring transport tenders will not 
be a problem, and demand for the crop haulage services is huge. Other targeted 
markets are transportation of building materials like cement (from Mbeya Cement 
Company in Mbeya, Twiga Cement Company etc) to Dodoma, Singida, Tabora, 
Shinyanga, Dar-es-salaam, Mara and other neighbouring regions markets, steel 
(from Dar es Salaam manufacturers to the regions), timber (from Sao Hill to Dar 
es Salaam and neighbouring regions) and movement of industrial raw materials 
like gypsum for Mbeya Cement Company and coal from Kiwira Coal Mines. 

 
YUASA TRANSPORT LIMITED will also be involved in transportation of 
building and construction materials. They are especially targeting road 
construction and specifically rural roads construction, rehabilitation and 
maintenance projects. The directors are developing very good connections with 
TAN ROADS for business purposes. Likewise, they plan to be well connected to 
rural roads projects authorities in Iringa, Mbeya, Ruvuma, Tanga, Kilimanjaro and 
Arusha regions.  The other major targets in domestic transportation are in securing 
contracts to transportation of heavy mining equipment for major mining 
companies around the Lake Victoria basin. Also, there is scope for securing 
transportation contracts from UN bodies such as the World Food.  Programme, 
United Nations High Commission for Refugees, etc. The directors have already 
made contacts to the potential customers in these areas and so far response has 
been very encouraging. 
 
On the International Transport arena, operating projections assume that the 
project would operate on the Mombasa and Dar es Salaam routes to Kigali, 
Bujumbura and Lubumbashi. However, initially the project will mainly operate on 
the Dar es Salaam - Burundi, Dar es Salaam - Zambia, Dar es Salaam - Malawi 
routes and where the project promoters have managed to establish contacts with 
a view to secure contracts to transport transit cargo. 
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4.2. Freight Charges 

 
The rates offered for standard transportation are on a per ton basis, hence the 
more one carries per load, and the more earnings are. The firm's expected 
revenue has been estimated from carrying thirty (30) ton loads, with an average 
coverage of 840 kms per month per truck which is in effect SADCC countries 
maximum carrying rates. 

 

4.3. The rates currently being offered are as follows: 
 

Average rate per km per ton is US Dollar Cent 0.065 
or as follows: Dar es Salaam to Nzega US $ 110/ton 
Dar es Salaam to Kigali US$ 
165/ton Mombasa Kampala
 US$ 
160/ton Return Loads - average 
50% quoted rate. 

 
Rates for low bed work are determined on volume rather than tonnage and for the 
purposes our budgets and projections we have taken an average of US Dollar Cent 
.95 per Ton per km. These rates are conservative as the bulk of machinery to be 
moved has a higher volume and would therefore attract a higher rate. 

 
4.3.1 Competition and Buying Patterns 

 
The general nature of competition in this business, and how the customers seem to 
choose one provider over another can be measured by customer loyalty and positive 
word of mouth. Customer loyalty and brand preference come from developing a 
trust between the customer and the business. To be successful in the transportation 
business, one must truly believe in, and always apply, the fundamental meaning of 
caring, which simply stated is, one must always be hospitable, and the customer 
must truly be made to feel welcome and cared for. 

 
The trust that a customer feels, is based upon the business' ability to recognize 
what it takes to please a customer, and then is built upon by continuously 
delivering to that customer at, or above, the level of expectation that the customer 
expects. Dependable Logistic Liited will carefully selected a management team 
that has been specially trained in the high art of exceptional customer service. The 
screening, hiring and training standards for front-of-the house staff are the 
highest in the industry. The level of attention and care that our staff bestows upon 
our customers sets us far above our competition. 
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5.0. STRATEGY AND IMPLEMENTATION SUMMARY 
 

5.1. Emphasize service 
 
We will differentiate ourselves with SERVICE! We will establish our business 
offering as a clear and viable alternative for our target market, from the scores of 
"petroleum products", farm products, and "general haulage in" transport chains. 

 

5.2. Build a relationship-oriented business 
 
Build long-term relationships with customers, not single-visit deals. Become their 
restaurant and destination of choice. Make them understand the value of the 
relationship. 

 

5.3. Focus on target markets 
 
We need to focus our offerings on specific population groups as the key market 
segment we should own. We do not want to compete for the customers who go 
to sway and swing. We definitely want to be able to sell to smart, quality 
conscious customers. 

 

5.4. Competitive Edge 

 
The company seeks to establish a competitive edge in its new target market 
segment by increasing the level of customer contact and service that other 
competitors seem to oftentimes lack. Additionally, Dependable Logistic Limited 
possesses the necessary skills to produce the high quality products that are 
needed in this field. The establishment of the previously mentioned work 
processes that will ensure greater service will strengthen the contacts that 
promote word of mouth marketing and networking. 

 

5.5. Marketing Strategy 
 

As mentioned in the previous section, it is important to the marketing strategy to 
develop an attractive image to the trade. This can be done in a number of ways: 

 
1. Advertising. Through various media TVs, magazines, Radios 
2. Join various social media groups and advertising directories. The image of 

Cutting Edge Drapery would be elevated by joining ASID. This would cost 
only $285 for the first year. Advertising in the ASID directory is worth 
considering. The present directory which comes out once per year has a full 
page color ad for Paul Brown and a full page black and white for Outside In 
look, both of whom are mentioned in the competitive analysis section of this 
plan. A small black and white ad by The Drapery Man can also to be found. 

3. Advertising. Development of a top quality logo and photography which can 
be used in ads, brochures, name cards, etc. 



Page 13 

 

 

4. Participation in Show houses. Another image-building marketing ploy is 
participating in show houses. These show houses are usually for the benefit 
of some charity event. This would require time and effort, but not much in 
the way of money. This should be coordinated with the company's favorite 
designer to insure satisfaction with the design concept when doing a show 
house room. 

 
In addition to the above-mentioned activity designed to elevate the company's 
image, it is essential to market directly the selected target clients who are all 
members of certain groups. Most of them are associate members while some are 
professional members. Success in making in-roads into these names would set the 
stage for entry into the more prestigious. 

Marketing these prime prospects must be carried out in a thoughtful organized 
way. Color literature including the newly designed logo should be completed as 
a first step. When marketing these prospects it will be important to present a 
portfolio of Dependable Logistic Liited most innovative work. A relaxed face-to-
face meeting, resulting in good communication between us and the clients, 
should be all that's needed to generate a first order. 
Networking is also very useful. It is important, once the logo and artwork 
materials have been completed, for the clients to make a point of introducing 
ourselves to important players in the design world surrounding relevant cities 
and towns in different countries. 

 

5.6. Sales Strategy 

 
The marketing strategy discussed previously in this business plan will generate 
the desired sales. These sales will begin with a phone call to Dependable Logistic 
Limited. It is a stated objective to transfer the administrative burden away from 
the owner, freeing up his time to meet with clients, to network and market to 
prospective clients. This means that one responsible for answering the incoming 
calls must be carefully trained to recognize who must be called back immediately 
by the responsible person. 
The logistic business needs--and expects--close contact with all principal 
business associates. The salesman is under pressure to get a quotation together, 
for example, and being told that "he isn't here right now" is not going to foster 
sales. The important caller should be told that the owner will "call right back." 
The more successful the marketing strategy is in making in-roads into salesman 
or marketing manager, the more important this communication response will 
become. 
In respect to the prospect list of clients, it is essential that a "salesman's" approach 
be adopted to insure an organized, orderly approach to each prospect. Notes need 
to be kept on each client. Follow-up and persistence will pay off. 
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5.6.1. Sales Forecast 

 
Sales Forecast Assumption: 

 
Each truck will generate average revenue of US$ 6,000 per month. This revenue 
is estimated from the vast practical experience of the project promoters. The 
company will start with 50 units by year one and that is 2021, add another 100 
units by year two 2022 thereafter obtain and receive the final consignment of 20 
trucks during 2023; therefore start full commercial operations by January 2023. 

 

Year Operating trucks Monthly revenue per truck $ Total Revenue per Annum $ 

2022 25 3,000 1,800,000 

2023 25 3,000 1,800,000 

2024 50 6,000 3,200,000 

 
This explains why the sales growth is more than tripple in year two 

 

Table: Sales Forecast 

 
Sales Forecast  

 
Sales 

2022 2023 2024 2025 2025 

6Local transport dry $550,000 $1,800,000 $2,052,000 $2,052,000 $2,052,000 
Local transport liquid $670,000 $2,160,000 $2,462,400 $2,462,400 $2,462,400 
International transport dry $670,000 $2,160,000 $2,462,400 $2,462,400 $2,462,400 
International transport liquid $910,000 $2,880,000 $3,283,200 $3,283,200 $3,283,200 
Local return dry $215,000 $720,000 $820,800 $820,800 $820,800 
International return dry $335,000 $1,080,000 $1,231,200 $1,231,200 $1,231,200 
Total Sales $3,350,000 $10,800,000 $12,312,000 $12,312,000 $12,312,000 

Direct Cost of Sales 2021 2022 2023 2024 2025 
Fuel $670,000 $2,160,000 $2,462,400 $2,462,400 $2,462,400 
Lubricants $67,000 $216,000 $246,240 $246,240 $246,240 
Tires and tubes $201,000 $648,000 $738,720 $738,720 $738,720 
Repair and maintenance $251,250 $810,000 $923,400 $923,400 $923,400 
Subtotal Direct Cost of Sales $1,189,250 $3,834,000 $4,370,760 $4,370,760 $4,370,760 

 
 

 
6.0. MANAGEMENT SUMMARY 

 

6.1. Management 
 

The company policy is to have adequate manpower to manage its operations 
efficiently. YUASA TRANSPORT LIMITED believes in keeping on board only the 
very essential manpower strength, to develop them into highly motivated and 
sincere company team for the best and efficient operations of the company. The 
company will have a team of qualified and experienced functional managers in the 
areas of Operations/Marketing, Workshop Operations and Finance & 
Administration. Other senior and middle level staff will be available for the start 
up and subsequent operations of the company. The personnel will be qualified, 
well-seasoned and most possessing considerable industrial experience. 
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6.2. Management Policy 
 

The day to day operations will be managed by the General Manager, to be 
assisted by the Operations and Marketing Manager who will be the overall in 
charge of the fleet and marketing operations. On the other hand, the General 
Manager will be assisted by Maintenance Engineer whose major responsibility 
will be to ensure the vehicles are road worthy at all times. The Company's fleet 
pool will therefore be professionally managed. The General Manager will manage 
the company under the policy guidance of the Board of Directors. 

 

6.3. Organizational Structure 
 

Once the company has well established the market its organizational structure will 
have to change to give it a corporate structure of freight Haulage Company. 
Therefore, the shareholders will have to embark on a meticulous manpower 
planning and recruitment, which will be preceded by a manpower consultant's 
report. It is proposed that the company's operations then be headed by the 
Managing Director under whom there will be a General Manager. Functional 
managers will assist the General Manager, that is: Operations/Marketing 
Manager, Workshop Manager, and Finance & Administration Manager. 
The General Manager will be functionally responsible for achieving the Business 
plan prepared every year. He will also be responsible for the entire function of 
the company subject to policy guidance set. The Operations and Marketing 
Manager will be responsible for both the countrywide and regional wide sales 
and marketing for the service. The job responsibilities will include market 
planning and development, sales promotion and sales co-ordination. 

 
7.0. PERSONNEL PLAN 

 
The detailed monthly personnel plan for the first year is included in the appendix. 
The annual personnel estimates are included here. 

 
Table: Personnel 

 

Personnel Plan  

 2022 2023 2024 2025 2026 

General Manager $9,600 $9,600 $10,000 $10,000 $10,000 
Security Officer $7,200 $7,200 $7,200 $8,000 $8,000 
Personal Secretary $1,200 $1,200 $1,200 $1,500 $1,500 
Operations/Marketing Manager $7,200 $7,200 $7,200 $8,000 $8,000 
Accountant/Cashier $14,400 $14,400 $14,400 $15,000 $15,000 
Pool Drivers $3,600 $3,600 $3,600 $4,000 $4,000 
Security Services $3,840 $3,840 $3,840 $4,000 $4,000 
Fleet Supervisors $10,800 $10,800 $10,800 $11,000 $11,000 
GPS Monitor/Radio operator $2,400 $2,400 $2,400 $3,000 $3,000 
Truck Drivers $168,000 $504,000 $569,520 $569,520 $569,520 
Truck Helpers $100,800 $302,400 $341,712 $341,712 $341,712 
Workshop/Technical Manager $6,000 $6,000 $6,000 $6,500 $6,500 
Workshop Mechanics $12,600 $20,000 $20,000 $22,000 $22,000 
Automobile Electrician $9,000 $15,000 $15,000 $16,000 $16,000 
Office assistant $720 $720 $720 $800 $800 
Add : 20% Social Benefits $71,472 $181,672 $202,718 $204,206 $204,206 
Total People 164 444 504 504 504 

Total Payroll $428,832 $1,090,032 $1,216,310 $1,225,238 $1,225,238 
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7.1. Financial Plan 
 

The business of Dependable Logistic Limited does not require substantial outlays 
for inventory and virtually almost all sales are on a cash basis, so increases in sales 
will not be accompanied by initial cash-flow deficits. 

 

7.2. Important Assumptions 
 

Basic assumptions are presented in the table below. 
 

7.3. Break-even Analysis 

 
The Break-even Analysis is based on the average of the first-year figures for total 
sales by units, and by operating expenses. These are presented as per-unit 
revenue, per-unit cost, and fixed costs. These conservative assumptions make for 
a more accurate estimate of real risk. 

 
Table: Break-even Analysis 

 

Break-even Analysis  

Monthly Revenue Break-even $185,162 

Assumptions: 
 

Average Percent Variable Cost 36% 
Estimated Monthly Fixed Cost $119,430 

 
 
 

7.4. Projected Profit and Loss 
 

The detailed monthly pro-forma income statement for the first year is included in 
the appendix. The annual estimates are included here. 

 
Table: Profit and Loss 

 
 

(all numbers in US$)              

 Revenue                

   Year 0   Year 1   Year 2   Year 3   Year 4   Year 5     TOTAL  

                  

6Local transport dry 
        -            

550,000  
1,800,000  2,052,000  2,052,000  2,052,000  

         

8,506,000  

Local transport liquid 
          

670,000  
2,160,000  2,462,400  2,462,400  2,462,400  

       

10,217,200  

International transport dry 
          

670,000  
2,160,000  2,462,400  2,462,400  2,462,400  

       

10,217,200  

International transport liquid 
          

910,000  
2,880,000  3,283,200  3,283,200  3,283,200  

       

13,639,600  

Local return dry 
          

215,000  
720,000  820,800  820,800  820,800  

         

3,397,400  

International return dry 
        -            

335,000  
1,080,000  1,231,200  1,231,200  1,231,200  

         

5,108,600  
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 Total Operating Revenue          -         

3,350,000  

    

10,800,000  

    

12,312,000  

    

12,312,000  

    

12,312,000  

       

51,086,000  

                  

                  

 Expenses   Year 0   Year 1   Year 2   Year 3   Year 4   Year 5     Total  

 Salaries            

428,832  

      

1,009,032  

      

1,216,310  

      

1,225,238  

      

1,225,238  

         

5,104,650  

 Social Charges & Pension Payments              

85,766  

           

88,339  

           

90,990  

           

93,719  

           

96,531  

            

455,345  

 Fuel            

670,000  
      

2,160,000  
      

2,462,400  
      

2,462,400  
      

2,462,400  

       

10,217,200  

 Lubricants              

67,000  
         

216,000  
         

246,240  
         

246,240  
         

246,240  

         

1,021,720  

 Tyres and tubes            

201,000  
         

648,000  
         

738,720  
         

738,720  
         

738,720  

         

3,065,160  

 Repair and Maintenance            

251,250  
         

810,000  
         

923,400  
         

923,400  
         

923,400  

         

3,831,450  

 Insurance/licensing/other charges              

13,043  

           

13,435  

           

13,838  

           

14,253  

           

14,681  

              

69,250  

 Other Costs              

10,870  

           

11,196  

           

11,532  

           

11,877  

           

12,234  
              

57,708  

                  

 Total Operating Costs         

1,727,761  

      

4,956,002  

      

5,703,429  

      

5,715,848  

      

5,719,443  

       

23,822,483  

                  

 %age Gross Contribution                     

52  

                  

46  

                  

46  

                  

46  

                  

46  

                      

1  

                  

 Depreciation at 12.5%            

151,179  

         

433,650  

         

499,050  

         

500,137  

         

500,451  

         

2,144,023  

 %age Gross Contribution                  

 Operational Net Earnings before 

Depreciation, Interest & Tax  

       

1,576,582  

      

4,522,352  

      

5,204,379  

      

5,215,711  

      

5,218,992  

       

21,678,460  

 Tax (30%)            

518,696  

      

1,487,854  

      

1,712,241  

      

1,715,969  

      

1,717,048  

         

7,151,807  

 Interest Paid (Bank Loan)                  

 Net Earnings before Tax & Interest         

1,057,887  

      

3,034,498  

      

3,492,138  

      

3,499,742  

      

3,501,944  

       

14,586,209  

 

7.5. Projected Cash Flow 
 

As can be seen from the Cash Flow chart and table below, Dependable Logistic 
Limited has a number of advantages that provide for a large amount of growth in 
the company's cash account. Because it is the policy of the company's clients to 
provide the fabric for the soft window treatment products, the company has a very 
low cost of goods sold account and therefore a high gross margin. Furthermore, 
the custom nature of the business means that there is no inventory cost to speak 
of or accounts payable. Finally, the company does not poses any debt or long term 
capital assets that would affect the cash flow. With the ability to generate so much 
cash flow, it is assumed that the company will seek to use this asset to expand its 
markets and production capacity in the near future. 

 
Table: Cash Flow 

 

(all numbers in US$)  Year 1   Year 2   Year 3   Year 4   Year 5  
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CASH FLOW FROM OPERATING ACTIVITIES    

Cash receipts from Sales   3,350,000  10,800,000  12,312,000  12,312,000  12,312,000  

Cash paid to suppliers and employees (10,870) (11,196) (11,532) (11,877) (12,234) 

Cash generated from operations 3,339,130  510,455  673,837  813,021  948,505  

              

Dividends received*   0  0  0  0  0  

Interest received   0  0  0  0  0  

Interest paid   0  0  0  0  0  

Tax paid   (518,696) (1,487,854) (1,712,241) (1,715,969) (1,717,048) 

Net cash flow from operating activities 2,820,435  (977,399) (1,038,404) (902,948) (768,543) 

              

CASH FLOW FROM INVESTING ACTIVITIES       

Replacement of equipment 0  0  0  0  0  

Proceeds** from sale of equipment 0  0  0  0  0  

Net cash flow from investing activities 0  0  0  0  0  

              

CASH FLOW FROM FINANCING ACTIVITIES       

Proceeds from capital contributed 3,000,000  0  0  0  0  

Proceeds from loan   0  0  0  0  0  

Payment of loan   0  0  0  0  0  

Net cash flow from financing activities 3,000,000  0  0  0  0  

              

NET INCREASE/ DECREASE IN CASH 5,820,435  (977,399) (1,038,404) (902,948) (768,543) 

Cash at the beginning of the period 1,057,887  3,034,498  3,492,138  3,499,742  3,501,944  

Cash at the end of the period 6,878,322  2,057,099  2,453,735  2,596,794  2,733,400  
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7.6. Projected Balance Sheet 
 

The balance sheet shows healthy growth of net worth, and strong financial 
position. The monthly estimates are included in the appendix. 

 
Table: Balance Sheet 

 
Pro forma balance sheet       

(all numbers in US$)  Year 1   Year 2   Year 3   Year 4   Year 5  

ASSET       

Current asset 1,057,887 3,034,498  3,492,138  3,499,742  3,501,944  
Fixed asset 1,187,913  1,045,363  919,920  809,529  712,386  

Liquidity 3,339,130  510,455  673,837  813,021  948,505  

TOTAL ASSET 5,584,930  4,590,316  5,085,895  5,122,293  5,162,835  

NET ASSET MINUS DEPRECIATION 5,433,751  4,156,666  4,586,845  4,622,156  4,662,383  

            

EQUITY & LIABILITIES       

Equity 3,000,000  3,079,200  3,352,140  3,649,274  3,972,746  

Reserves 1,763,876  (844,038) (976,586) (1,243,224) (1,527,862) 

Total Own Equity 4,763,876  2,235,162  2,375,554  2,406,050  2,444,884  

Provisions           

Long term loan 0  0  0  0  0  

Short term Liabilities 669,875  1,921,504  2,211,291  2,216,106  2,217,500  

Total Equity & Liabilities 5,433,751  4,156,666  4,586,845  4,622,156  4,662,383  

 

7.6. Internal rate of returns 
 
IRR for the Project   

 (all numbers in US$)   

 Initial Investment -3,000,000 

Year 1 Additional Annual Net Profit 1,057,887 

Year 2 Additional Annual Net Profit 3,034,498 

Year 3 Additional Annual Net Profit 3,492,138 

Year 4 Additional Annual Net Profit 3,499,742 

Year 5 Additional Annual Net Profit 3,501,944 

 IRR (in 5 years) 35.54% 

   

The IRR above indicates that the expected return on the US3, 000,000 initial 
investment after 5 years is 35.54%. 
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7.7Pa back period 
 
 

Payback Period Analysis 

  Year 
Beginning 

Balance Net Cash Flows 
Ending 

Balance 

Cost of investment 0.00  3,000,000.00 0.00  3,000,000.00 

   1.00  3,000,000.00 1,057,886.73  1,942,113.27 

  2.00  1,942,113.27 3,034,497.97  1,092,384.70 

  3.00  1,092,384.70 3,492,138.24  4,584,522.94 

  4.00  4,584,522.94 3,499,742.09  8,084,265.03 

  5.00  8,084,265.03 3,501,943.57  11,586,208.60 

          

          

Payback Period =   2.00  Years   
 
 

7.8. Business Ratios 
 

The following table shows the projected business ratios. We expect to maintain 
healthy ratios for profitability, risk, and return. The industry comparisons are 
for SIC 8742, management consulting services. 

 
Table: Ratios 

 
Pro forma balance sheet       

CL/CA 0.63  0.63  0.63  0.63  0.63  

DEBIT/CAPITAL RATIOS 0.12 0.46 0.48 0.48 0.48 

ROI 35.3 98.5 104.2 95.9 88.1 
BREAK EVEN POINT 
  0.69 0.21 0.16 0.14 0.12 

BREAK EVEN RATIO 
  (0.63) 0.56  0.56  0.61  0.66  

EQUITY/TOTAL LIABILITIES 
  88 54 52 52 52 

 

7.9 Long-term Plan 
 

Our long term plan is to continue to maintain a cash flow of 19-20% while 
increasing sales annually, thereby increasing actual dollars earned by our 
investors, principals and staff. 


