BUSINESS PLAN OF
ELEPHANT PAPER INTERNATIONAL
GROUP COMPANY LIMITED
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EXECUTIVE SUMMARY

ELEPHANT PAPER INTERNATIONAL GROUP COMPANY LIMITED is registered company within the
United Republic of Tanzania. The company is a forward-thinking logistics (transportation services)
within and across boarders. The company is dedicated.

ted to delivering efficient, reliable, and cost-effective transportation solutions. With a strong

commitment to innovation and customer service, we specialize in end-to-end logistics, including,
distribution and milled delivery services.

Mission Statement:

"To deliver high quality Tissue and Toilet paper through innovative manufacturing processes
while maintaining cost effectand environmental responsibility

Vision Statement:

To become a leading manufacturer in this particular industry by consistently exceeding custo
mer expectations

Competitive Advantages
o Technology-Driven: Use of advanced tracking systems, route optimization software, and
real-time reporting tools.
o Scalability: Flexible logistics solutions tailored to businesses of all sizes.
o Customer-Centric Approach: Dedicated account managers and 24/7 customer support.
o Sustainability: Focus on green logistics and reducing carbon footprint.
Main Objectives
To carryon business of manufacturing of papers
IMPORTANT NOTICE TO BOARD

NEXCELLA DYNAMICS LIMITED Management is commissioning a five (5) years business plan to project
the opening. The intent of the plan is to show viability of the services to be offered through

transportation within and across the country boarders.

The information contained in the Business Plan has been compiled with due professional care and in
good faith and reflects prevailing conditions as of the date of publication. No representation or
warranty is made regarding the accuracy or completeness of the Plan. information from other relevant
sources have been used to show case the viability of the business, however, no responsibility is

admitted, in case inadvertent error or incorrectness is noticed therein.

The Plan is to be treated with the utmost confidentiality, and that information contained is not to be
used for any purpose other than the evaluation of the company business prospects arising within its

contexts.
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The Plan is not to be made available to anyone not directly involved with the decision regarding such
participation. By accepting receipt of the Plan, in whole or in part, a third party undertakes not to use
any of its contents for any other purpose, in particular, not to copy or distribute the Plan in whole or
in part, at any time, except with prior written approval of the shareholders.

The shareholders are under no obligation to consider or accept offers made to them and do not accept
any liability for any costs incurred by any other party. Parties who will have access of the Business
Plan but have no further interest of Project are requested to return the Plan promptly to NEXCELLA
DYNAMICS LIMITED Management. Market analysis

With the growth of e-commerce, globalization, and the increasing demand for efficient supply chains,
the logistics industry is poised for rapid expansion. [Your Company Name] is strategically positioned
to capitalize on these trends by offering tailored and tech-enabled logistics solutions.

Financial Outlook
We project strong year-over-year growth driven by strategic partnerships, market expansion, and
continued investment in technology and infrastructure. Our lean operational model ensures high
profitability and scalability.
Marketing Plans
Digital Marketing
e Website Optimization: Rank for terms like “affordable freight services,” “last-mile delivery,”
etc.
e Google Ads & PPC: Target B2B keywords.
e Social Media (LinkedIn, Facebook, Instagram):
e Share success stories
¢ Highlight real-time delivery experiences
e Promote new routes or services
Email Marketing
e Monthly newsletters
e Service updates
e Promotions & customer loyalty offers
Direct Sales & Outreach
e Sales reps targeting manufacturers and retailers
e Cold calling, email pitches, and networking
Referral & Loyalty Programs
o Offer discounts to clients who refer others

e Volume-based loyalty rewards
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Partnerships
e E-commerce platforms
e Warehousing or packaging providers
e Local trade associations
Service Plans
Service planning is a vital function that ensures customers’ expectations are met with minimum effort
and that the society is able to deliver timely and quality services. Members have to believe and be
satisfied with the service and products offered by the society, in terms of adequacy, delivery times,
benefits, and affordability.
The Company will strive to ensure quality, smooth and timely delivery of services and products.
Solutions will be sought for customers complains were applicable to maintain good corporate image.
PESTLE ANALYSIS
PESTLE analysis is tool used to analyze factors surrounding and impacting the business.
Politically
e There is a positive influence result from various business regulations that supports investors
from within and outside URT.
e Tanzania enjoys peaceful business environment where businesses such as logistic companies
can compete fairly.
e There is strong political will and cooperation between government and private sector in

promoting large investment.

Economically,

e Tanzania has declining Bank and financial institutions lending interest rates some attracting
single digit.

e Foreign exchange rate is volatility due to dollar rate fluctuations and current inflation rate is
3%, these impact traders who import products for resale.

e Long term, the economy of the country looks good with more Government involvement in
infrastructural developments, minerals, oil and gas exploitation, and Industrialization
promotion creating more business improvement, human resources development and skills
base development.

e Dar es Salaam the market of logistic company is a commercial capital city of Tanzania posing

potential opportunity business development.

Socio-cultural
e Paper producing companies support social and cultural ventures for member by provision of

finance pool where they are able to take loans at affordable interest rates.
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e Social pages in internet promotes huge interactions between majority of population socially
creating medium of communication even for members where services and products may easily
be discussed positively hence attracting more clients .
e Demographic trends indicate a potential availability of human resources at a price which is
fair.
Technology,
e Technology is key in improving competitiveness and especially in the provision of accurate and
prompt services and public accessing business service offering.
e Development and existence of Satellite and mobile phones facilitate communication ease with
members, customers and suppliers who are widely scattered in the market.
e Increased computer usage and automation improves communication, loans accounting,
payroll, sales analysis etc
e Information systems and the company Internet web page will expose company products
nationally and internationally.
e CCTVs cameras and system help to ensure safety of company vehicles, office equipment and
documents, and un-authorized intrusions
Legally,
Tanzania Laws, policies and regulations are continuously changing to reflect the need of business

community including Logistics and Public at large.

Environmentally,

Always adhere to all national and international regulations concerning environment aspects in which
the company will operates.

Geographically Tanzania has experienced less risks and damages resulting from Rainfalls, hurricanes,

earthquakes, volcanic activity etc., which may pose threat or disturbance on company operations.

The Marketing Strategy - 4 P’s

This brings in the importance of a facility such as the expected customers’ needs.

It thus follows the viability of the market, developing appropriate market strategies to serve customers
alike, and be in a position to beat competition. The broad marketing strategy is subdivided in for 4 Ps
that is, Pricing, Product/service, Place and Promotion. These are briefly discussed in this section and
more analysis,

Pricing Strategy

Continuously seek to increase revenues where appropriate to ensure that its products are priced
competitively. By optimizing pricing giving affordable and economic prices to its customers,

establishing and maintaining a health foundation for its company growth and sustainability.
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Product Strategy

e Mobile and web-based tracking systems with live updates

e SMS alerts for rural clients or those with limited internet

e Refrigerated trucks for fresh produce, seafood, dairy, and medicine

e Short- and long-term storage options

e Pick, pack, and ship services

e Offer in-house or partner clearance services for imports and exports.

e Target busy importers who struggle with delays and bureaucracy.

e Full-service cargo pickup from Dar es Salaam Port or Tanga Port to inland cities or neighboring

countries.

Promotion Strategy
The company shall make itself known in the market by promoting of its services and products using
various channels both digital and analog.
Place (Distribution) Strategy
The company has planned to reach wide arrears of operation within and outside of URT by ensuring
that it creates awareness through the its outlets and agents nondifferent localities of the URT.
Sales Strategy
Excellence in quality products offering is the first step toward repeat sales and a key to closing the
doors to competitors.
Competition
Competition Analysis using Porter 5 Forces Model assures the company is able to obtain profits above
industry average level through building a sustainable competitive advantage at local market.
Competition among existing firms. The market has high number of competitors, creating stiff
competition among societies.
Threat of substitute products: The threat of substitute products is low. Products are more attractive
when compared to other service providers. Customers prefer affordable prices as compared to
expensive one.
Strength of buyers: Buyer bargaining power is high because availability of many service providers in
the market.
Strength of suppliers: Strength of suppliers is high because they operate on a regulated business with
bylaws to serve members and customers hence no individual bargaining when supplying products in
the market.
Human Resources Plans
Human resources is key asset of the company; with proper usage and management the branch is set
achieve its business objectives as planned. The branch staff recruitment will be commensurate with

the required qualification for each job and further in-house staff trainings will be carried where
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necessary. Branch Organization structure is completed with clear roles and responsibilities, and
performance management culture will be installed. Performance management will form basis of
awarding bonuses and future salary reviews.
Suggestions and staff complain will be encouraged and collected from staff and manager, an at all
levels, to help in surfacing issues that may promote developmental changes in business process and/or
culture and also in identifying those constraints that will need to be overcome for successful
implementation.
Skills training will be enhanced to improve competence levels of human resource. The branch will
employ 4 people including manager of the branch. Organization structure is provided in Annex 3.
Financial Plans
o Investment costs and Sources of Finance
The company expects to spend over TZS 5bilion to make their initial investment in the
business. The source of finance for the company is from the shareholders of the company and
borrowing from financial institutions. The shareholders are able to raise over TZS 4.2bilion and
are able to borrow over TZS 800million.
¢ Working Capital
Working capital needs include operations costs such as staff salaries, office rent and other
administrative expenses. The company has enough capital in circulation to finance its
operations.
Non-Current Assets
The company plans to spend over TZS 5billion to acquired vehicles of different capacities which will
be used by the company for its operations.
Depreciation
All tangible non-current assets are depreciated on a reducing balance basis. Company vehicles will be
depreciated at the annual rate of 20%
Projected statement of income
During projected period, the sources of income shall be derived from sales of company products and
services. On the basis of the assumptions used, the Profit & Loss Account shows positive retained net
earning after-tax.
Cash flow projections
Cash flow projections show a positive overall net cumulative cash position throughout the five years
period under review.
The Company cash flow is entirely regulated by the incoming flow of funds from operations, which
are made to correspond with outflows of funds into investments in expenditures.
Statement of financial position projections

Projected statement of financial position has been attached at the end of this document.
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The company expects to acquire Heavy Trucks for long-haul & cross-border and Light/Medium Trucks

Capacity of the project

& Vans for regional and urban deliveries. The acquisition of these trucks are expected to consume
more than fifty percent of the investment costs.

Conclusion

ELEPHANT PAPER INTERNATIONAL GROUP COMPANY LIMITED. With a strong foundation in
operational excellence, a commitment to innovation, and a customer-first mindset, we are set to
become a trusted logistics partner for businesses worldwide.

Permit and certifications

3. License, Permits and Regulations Required

a) Trading license

C) OSHA Certification

d) Tax Clearance Certificate
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1. Revenue
Projections
USD in "'000"

Year
Year 1
Year 2
Year 3

2. Cost of
Goods
Manufactured
(COGM)

Year
Year 1l
Year 2
Year 3

3. Operating
Expenses

Expense Type
Rent
Salaries
Marketing
Utilities
Misc/Admin
Total Opex

4. Profit & Loss

Statement
(P&L)

Year
Year 1
Year 2
Year 3
5. Cash Flow
(Simplified)

Units Sold Price per Unit
72,000 $5
86,400 $5

103,680 S5

Units Produced Cost per Unit

72,000 $2.50
86,400 $2.50
103,680 $2.50
Year 1l Year 2
$24,000 $25,000
$60,000 $66,000
$10,000 $12,000
$6,000 $6,500
$5,000 $5,500
$105,000 $115,000
Revenue COGM
$360,000 $180,000
$432,000 $216,000
$518,400 $259,200

Revenue
$360,000
$432,000
$518,400

COGM
$180,000
$216,000
$259,200

Year 3
$26,000
$70,000
$15,000

$7,000
$6,000
$124,000

Gross Profit

$180,000
$216,000
$259,200

Operating Net

Expenses Profit
$105,000 $75,000
$115,000 $101,000
$124,000 $135,200
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Year Net Profit CapEx (Machines) Loan Repayment Net Cash Flow
Year 1 $75,000 (550,000) (510,000) $15,000
Year 2 $101,000 - (510,000) $91,000
Year 3 $135,200 - (510,000) $125,200

6. Break-Even Analysis

Fixed Costs (Annual): $105,000

Selling Price per Unit: $5

Variable Cost per Unit: $2.50

Contribution Margin per Unit: $2.50

Break-even Volume = Fixed Costs / Contribution Margin =
$105,000/ $2.50 = 42,000 units/year
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