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Executive Summary

Our overall corporate strategy is to provide products and services in different segments of the microcomputer technology industry, depending on the clients’ needs and wants.  We assess the current operational situation and plan the next move based on past performance and future goals.  We also analyze our competitors’ business performance and strategy and try to remain competitive by improving our weak areas, but at the same time keep the customer satisfied.  The basis of this entire business plan is to appeal future investors and obtain funds that support the company in the long run.  J-LEC Microcomputers Inc. is a company that has huge potential in the segments.  The company is hoping that investors will be willing to provide approximately $5,000,0000 in funds by the next quarter.  All funds will be paid back within a five year time frame and until the investors obtain 51% of the company.  After this agreement J-LEC will then take over the 51%.  
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Overall Corporate Strategy
Firm Name

The firm name of the company is J-LEC Microcomputers incorporated.  The firm members include; LaKeitra Brown, Cornel Daniel Gherman, Jessica Izaguirre and Elizabeth Jackson.  Combined the team members have many strengthens that contribute to the company’s values and overall goals.  
Firm Members Strengths
LaKeitra is intuitive, optimistic, easy going and usually used fun approach to most things.  Her natural curiosity for new ideas will bring new and fresh ways of thinking to the group.  Through her intuitive feeling personality, she may have difficulty in limiting herself to a single project and usually prefers to keep many balls in the air. She makes stimulating company with her witty and interesting conversational style. As she is highly articulate with a quick sense of humor she is often the life and soul of the party.  LaKeitra is responsible for the accounting and Finance for J-LEC Microcomputers.  

Cornel is a rational thinker that pays great attention to detail.  Cornel tends to expect that sound organization, structure and scheduling will benefit everyone.  His commitment to obligation comes much less in words, and much more in getting things organized and done.  Cornel is in charge of the manufacturing of for J-LEC.  
Jessica is a highly practical person whose agile mind and skills combine well to generate fast results. Her strength is her ability to work independently. She tends to be good with practiced tasks, interested in the how and the why of the working. She is realistic and systematic, concise and incisive in communication, hardworking, thorough, determined and persevering. As a team member Jessica is unlikely to get side tracked by peripheral items, quickly determines the important factors when problems arise and is at home in reflection or interacting. These strengths have qualified her to be in charge of Marketing and Sales for J-LEC Microcomputer, Inc.

Elizabeth tends to be very practical and systematic.  She works well when dealing with tasks and people issues.  She is a loyal but cautious when it comes to dealing with future endeavors.  Elizabeth is also supportive and encouraging to other team members.  She also pays a great deal of attention to detail.  Her role in J-LEC Microcomputers is Vice President of Human Resources.  
Company Mission, Culture and Values
J-LEC’s mission is to provide the highest quality microcomputers to those in the mainstream market and those in the high-end market. J-LEC Microcomputers, Inc. will be the leader of the lowest price and cutting-edge technology for high-end microcomputers. J-LEC Microcomputers, Inc. will market to a large broad market segment; while focusing on a small high-end market segment. We will not only start out on top, but we will maintain the lead through aggressive marketing and minimizing on our competition.  The culture of the company is to offer quality products and services, be customer focused, remain innovative, and working together as a team.  
Problem & Objectives

The problem of the company faces is becoming a successful company in the market while maintaining competitive advantage.  The company’s solutions to this problem is developing and aggressive strategy and by trying to lead the market.  J-LEC’s corporate objectives are first to focus on market presence.  Next the company stays focused on customer satisfaction and quality products and services.  The objectives after those are focusing on profits and the ending cash position of the company.  J-LEC’s final corporate objective the shareholder value that company holds.  
Financial Resources

J-LEC’s financial resources include equity of investment, retained earnings and net equity availably.  There are also other areas that are important for the company’s financial resources; cash in the bank, investments in Certificate of Deposit, and total cash available.  
Completive Advantage, Control & Organizational Structure

The basis for competitive advantage is to focus on a broad differentiation strategy.  J-LEC feels that this bases best suites the overall goal of the company.  Being too concentrated could lead to missing out on opportunities for future growth. 
Strategic Analysis
Market and Financial Performance

J-LEC is a company that strives to be the best in the market.  The goal of the company is to offer lower prices with cutting edge technology.  Thus far the company has failed to receive positive feedback from the market.  The overall financial performance of the company is in the lower portion of the rest of the market.  The reason J-LEC is having difficulties is because of low demand and the emergency loans that the company was forced to take out for the past two quarters.  Once the company focuses on demand for products and pay off the debt success will come and cash will be available.  
Decisions on business expansion based on ethics and company values

J-LEC definitely plans to expand the business. J-LEC will continue to monitor the market and the industry and J-LEC will expand accordingly. In order for the company to continue to be successful it is important to remember that expansion is one of the ways to continue success. J-LEC doesn’t want to be a company that is stagnant and only does business in one place. Ethics is one of the most important factors when making the decision to expand. The company will keep the mission, culture/values, and ethics at the forefront when engaging in business activities. The company vows to do its best to never engage in any unethical behavior. As we will be doing business in other countries we will try to oblige their customs and practices while at the same time not doing anything that will tarnish the J-LEC name. We will continue to work together as a team and remain customer focused. Every decision will keep in mind the company values of providing innovation and quality products and services.  
Competitor analysis

J-LEC Microcomputers, Inc. has 3 main competitors, QTI Computing, Vanderfol Technologies and MCAGS. These companies are competition for J-LEC Microcomputers, Inc. because of their level of threat, aggressiveness and target markets. In order for J-LEC Microcomputers, Inc. to get ahead in the simulation the company can review its competitor’s analysis to see what the competition is doing and what makes them successful. 

QTI Computing is our toughest competition because they currently hold first place in the simulation. Their level of threat compared to J-EC Microcomputers, Inc. is very high. The reason they are a high threat to J-LEC Microcomputers, Inc. is because they are very aggressive and have gained a significant amount of Workhorse and Mercedes customers. This is due to their aggressiveness in brand performance, advertising and numerous sales outlets. QTI Computing is currently targeting Workhorse and Mercedes. This is the only company that has two brands targeted toward Workhorse and Mercedes. The rest of the companies had to create new brands because they did not meet the segments expectations. QTI Computing offers prices that Workhorse and Mercedes want which are reasonable. This is the only company that did not offer Workhorse a rebate knowing that they are price conscience. QTI did not have to offer Workhorse a rebate because they offered them the lowest price computer. They also have gained the attention of the Workhorse and Mercedes by listening to their wants and needs. Another advantage QTI has is their sales force. They only have sales outlets in New York and also a Web Office. This has made them successful in the simulation.

Vanderfol Technologies is another company that is competition for J-LEC Microcomputers, Inc. They rank second place in the simulation. Their level of threat is high. This is because they are very aggressive in their marketing. The segments they are targeting are Workhorse and Mercedes. Vanderfol Technologies offers more options for their computer brands than J-LEC Microcomputers, Inc. Vanderfol Technologies also has high prices with a small rebate. The segments that they are targeting do not mind their prices since the company has computer features that they want. Their ads were very detailed and caught the attention Workhorse and Mercedes. Vanderfol Technologies had the highest number of media inserts compared to all three competitors. They had a total of eighteen interests. The company has a sales force only in New York. This is where they have the greatest number of customers. Vanderfol Technologies also has a competitive advantage over J-LEC Microcomputers, Inc. because they have a Web Office.

MCAGS has the lowest threat level to J-LEC Microcomputers, Inc. They currently hold fourth place in the simulation. The company has reasonable prices and offers rebates. MCAGS had the lowest number of media placements compared to the other companies. They also have the lowest number of sales people in their force. One advantage MCAGS has is that they are the only company to target the Traveler segment and is the only company to have a sales people in Toronto. They are not targeting Mercedes, which is the segment that is willing to spend the most money on a computer. 
SWOT analysis

Strengths

J-LEC Microcomputers, Inc. has various strengths. The strengths the company has are in market performance, marketing effectiveness, investment in future, human resource management and asset management. In marketing the company has an advantage in pricing and brand placement. The company offers reasonable prices that the target segments want and can afford. The company is the best at the percent of demand actually served and the number of stock outs. Its marketing effectiveness has the highest ad judgment for the Workhorse and Mercedes segment. Another strength the company has is in its future investment. J-LEC Microcomputers, Inc. has invested in R&D in new brand features and new brands. Its human resource management is also another strength because it is ranked the highest in factory worker productivity. 
Weaknesses

The weaknesses for J-LEC Microcomputers, Inc. lie in its financial performance (2.372), investment in future (1.592), wealth (0.609), asset management (0.303) and financial management (0.616). The company needs to get a grip on its financial performance. This includes its net profit from current operations, operating profits, investment in firm’s future, number of shares issues to loan shark, gross profit and total expenses. The weakness in its investment in future is the current expenses that benefit the firm’s future. The company needs to modify its wealth by looking at its net equity and retained earnings. Asset management is another area of concern for the company. It needs to revamp its asset turnover, look at its penalties for excess inventory, total assets and ending inventory. J-LEC needs to correct its debt. By correcting this issue the company will have a chance at making profits. The company has an opportunity for its sales force to sale more products. The company needs to be more aggressive in advertising and with prices. J-LEC also needs to listen to the wants and needs of the various segments. This will allow the company to make products the segments want.
Opportunities

J-LEC Microcomputers, Inc. has an opportunity to make significant changes in its marketing effectiveness by targeting the Mercedes segment. This will allow the company to gain a competitive advantage. This segment is willing to pay the price for a great computer. Another opportunity lies in its human resource management. A final opportunity is in its asset management. The company can make changes in net revenue.
Threats

J-LEC Microcomputers Inc. has threats that can hold them back from being the best. The company’s threats are MCAGS, Vanderfol and QTI. These companies have various strengths compared to J-LEC. QTI has a high total performance score of 27.575 compared to J-LECs 0.055. Their financial performance, wealth and financial risk are very high. MCAGS has a high score of 2.543 for its investment in future while J-LEC has a score of 1.529. Vanderfol is another company that has a high score of 1.089 in its asset management. J-LEC can research its competitors to help them see what they are doing wrong.

Strategy for the next year in business

Marketing Strategy

In order for J-LEC Microcomputers, Inc. to get ahead of its competition the company must be very aggressive in its prices, advertising and brands. The company must modify brands so they can appeal to the different segments. Once the brands are modified the company can then increase advertising and demand. J-LEC’s advertising needs to be more detailed in the ads and also have more media placements. The company must also set prices according to what the segments want. It is important to know that not all the segments are price sensitive. The most important element for the company is to listen to what the segments want and deliver. 
Manufacturing Strategy 


The manufacturing sector is under a lot of stress because of increased competition, or falling productivity, market demand, or tight financial resources and availability. It is important to analyze the organization and critically assess the strengths and weaknesses and having a realistic plan of attack for the future may be the key to our company’s survival. It is also important to plan ahead and have an internal strategic guidance and scenario analysis. The manufacturing strategy is to also examine our competitors and learn from their best areas to improve our manufacturing segment.


For our next year in business we will seek a vision for our company and a goal with what we want to achieve or where we want to place ourselves. We will have a vision that will support the continuous improvement effort and it will be presented to other areas of the company so that everyone is aware and has the same vision and goal in their mind. Once this is achieved then we will implement a plan which will be a challenging phase because it depends on our pace and how the company can handle the situation. The plan will include the resources needed to reach the yearly target improvement and keep monitoring to confirm that the plan is moving forward at an ethical and acceptable pace. The plan for the future for manufacturing will vary according to the company environment and its capability to accept change and how effective these changes will be. 

For the quarter 6 J-LEC has not increased the daily production from quarter 5. Units to be produced each day remains at 100, and out estimated productivity is at 86.67%. The total forecast demand did not increase much either from quarter 5, which is at 9,300 units. What we did instead is increased the number of sales people, both in offices and web, and their sales expectations decreased. Since there are more people, we want them to sell what is demanded of them, which is a little less than in Q5, but we keep our hopes high due to higher demand. 

We have started the new quarter with some inventory from Q5, therefore we are not producing as much this quarter to be able to sell old and new inventory. The goal is to have as less inventory as possible, but because of high competition this is difficult to achieve.  At the beginning of Q6 there are 12,647 units available for sale and the estimated demand it at 9,300. If the company can meet that demand it will be excellent because there will not be much inventory left compared to the other quarters. Finally, the profit per unit is as follows: Stallion: $1,250; Luxury 2: $2,476; and Explorer: $1,266.

Finally, we will only produce as many units as we predict the demand will be for each segment, which depends on the competition and the world marketplace. The company is targeting three markets and we have seen an increase in demand from the past quarters and we are confident that this demand will be strong and we will offer the best products and services available at a competitive price. 
Sales Channel Strategy


J-LEC must determine what areas the segments are located at and open sales offices in those areas. The company must also have enough sales and service people in the designated areas. There are some segments that want a service people for any computer issues. Having enough service people will give the company a competitive advantage. J-LEC must have enough web traffic to sustain its Web Office. Having a Web Office is a way for the company to sale a large amount of computers to various segments. 
Human Resources


Human Resources is one of the most integral components in business. Human Resources is responsible for the Compensation and Benefits that the employees receive. Compensation and Benefits has a direct link to the amount of demand that the company is able to produce. J-LEC has decided to employ a very simple human resource strategy. We will offer competitive compensation and benefits packages to both appeal to our employees and stay competitive. The happier the employees are the more productive they will be. It is extremely important for J-LEC to make sure that it is monitoring the competition that way the company can stay in line with everyone else. 


The next year is going to be a challenging one but it is one that J-LEC is willing to take on. We will continue to follow our Human Resource Strategy and improve and change it as necessary. As long as the company is being profitable and making money then it should be able to offer competitive compensation and benefits. The business market is a very competitive market that constantly changes. J-LEC has to ensure that they are able to support any type of changes that will have to take place. If employees feel that the company is behind them and will do its’ best to compensate them then they will be more willing to embrace any changes that may occur within the next year. J-LEC will continue to have a Human Resource Strategy that is in line with the company’s overall mission and goals. J-LEC will never employ a strategy that deviates from this. 
Financial Strategy 
The current financial strategy for J-LEC is to help raise venture capitalist, reduce debt, and increase cash and raise overall financial wellbeing.  Company executives decided that for the future the company should take a moderate financial risk, invest in decision s that have high probability of success and make decisions based on previous finical records.  The company decided to not take out any additional loans and to work on reducing current debt situation.  Venture capitalists have invested in the company and have holdings in the company.  In the future J-LEC hopes to obtain 51% if the companies’ shares and end with positive cash balance.  
One of the major issues that J-LEC had in the past was its financial performance. We plan to make sure that we have minimal debt in our second year. We also plan to make sure that we bring in enough revenue to make a decent profit. In the past we were not successful at making a sound profit. This also caused our financial performance to be very weak. The company plans to start its investments again. Early on J-LEC had a CD but later had to withdraw money from it. Now the company plans to open the CD and keep the money in it. This will aid in our investment into the future. The only way to be successfully financially is for J-LEC to make money and not have any debt. 

Appendix A

Income Statement
[image: image1.emf]Quarter 1 Quarter 2 Quarter 3 Quarter 4 Quarter 5 Quarter 6

'  Revenues 0 218,600 6,220,160 28,478,950 0 0

'- Rebates 0 10,650 172,100 310,475 0 0

'- Cost of Goods Sold 0 76,455 4,552,347 12,241,660 0 0

'= Gross Profit 0 131,495 1,495,713 15,926,815 0 0

'  Research and Development 120,000 0 120,000 1,912,488 0 0

'+ Advertising 0 159,545 212,114 376,889 0 0

'+ Sales Force Expense 0 101,789 294,857 280,933 0 0

'+ Sales Office and Web Center Expenses 260,000 400,000 440,000 400,000 0 0

'+ Marketing Research 0 15,000 15,000 15,000 0 0

'+ Shipping 0 4,843 49,607 215,005 0 0

'+ Inventory Holding Costs 0 259,357 423,868 0 0 0

'+ Depreciation 0 45,833 70,833 95,833 95,833 95,833

'+ Web Marketing Expenses 0 0 0 21,000 0 0

'= Total Expenses 380,000 986,367 1,626,279 3,317,148 95,833 95,833

'  Operating Profit -380,000 -854,872 -130,566 12,609,667 -95,833 -95,833

'+ Licensing Income 0 0 0 0 0 0

'- Licensing Fees 0 0 0 0 0 0

'+ Other Income 0 0 0 0 0 0

'- Other Expenses 0 0 0 0 0 0

'= Earnings Before Interest and Taxes -380,000 -854,872 -130,566 12,609,667 -95,833 -95,833

'+ Interest Income 3,375 12,375 0 0 0 0

'- Interest Charges 0 0 213,971 278,997 278,997 278,997

'= Income Before Taxes -376,625 -842,497 -344,537 12,330,670 -374,830 -374,830

'- Loss Carry Forward 0 0 0 1,563,660 0 0

'= Taxable Income 0 0 0 10,767,010 0 0

'- Income Taxes 0 0 0 3,230,103 0 0

'= Net Income -376,625 -842,498 -344,537 9,100,567 -374,830 -374,830

'Earnings per Share -19 -13 -4 76 -3 -3

Pro-Forma Income Statement

'Gross Profit

'Expenses

'Miscellaneous Income and Expenses


Appendix B
[image: image2.emf]Quarter 1 Quarter 2 Quarter 3 Quarter 4 Quarter 5 Quarter 6

'  Cash 298,375 1 1 17,435,087 17,156,091 16,877,095

'+ 3 Month Certificate of Deposit 225,000 825,000 0 0 0 0

'+ Finished Goods Inventory 0 2,593,570 4,238,676 0 0 0

'+ Net Fixed Assets 1,100,000 1,654,167 2,183,333 2,087,500 1,991,667 1,895,834

'= Total 1,623,375 5,072,738 6,422,010 19,522,587 19,147,758 18,772,929

'  Conventional Bank Loan 0 0 0 0 0 0

'+ Emergency Loan 0 3,291,861 3,985,670 3,985,670 3,985,670 3,985,670

'+ Common Stock 2,000,000 3,000,000 4,000,000 8,000,000 8,000,000 8,000,000

'+ Retained Earnings -376,625 -1,219,123 -1,563,660 7,536,907 7,162,077 6,787,247

'= Total 1,623,375 5,072,738 6,422,010 19,522,587 19,147,758 18,772,929

Equity



Pro-Forma Balance Sheet

Current Assets

Long Term Assets



Debt

Balance Sheet
Appendix C
Tactical Plan
[image: image3.emf]Quarter 1 Quarter 2 Quarter 3 Quarter 4 Quarter 5Quarter 6

Segments Targeted Workhorse; Mercedes; Workhorse; Mercedes; Workhorse; Mercedes; Workhorse; Mercedes; Traveler;

Sales Offices Opened Paris; New York;

Sales Office Expense 260,000 400,000 240,000 240,000 0 0

Web Centers Opened World Market;

Web Center Expense 0 0 200,000 160,000 0 0

Number of New Brands 2 0 2 1 0 0

Names of New Brands Mustang PC; Luxury PC; Stallion; Luxury 2; Explorer;

Brands for Sale & Price Mustang PC 2800; Luxury PC 4600; Stallion 3500; Luxury 2 5000;

Stallion 2700; Luxury 2 4250; Explorer 

3100;

Brand Feature R&D Projects

Office software-word, spreadsheets - 

new release; Ultra high performance 

power/speed;

Brand Feature R&D Expense 0 0 0 1,852,488 0 0

Advertising Budget 0 159,545 212,114 376,889 0 0

Web Marketing Budget 0 0 0 21,000 0 0

Factory Worker Compensation 0 25,918 39,766 40,429 0 0

Average Sales Person Compensation 0 38,877 51,364 51,696 0 0

Number of Office Sales People 0 5 14 14 0 0

Unit Demand per Office Sales Person 0 14 93 500 0 0

Number of Web Sales People 0 0 0 3 0 0

Unit Demand per Web Sales Person 0 0 0 250 0 0

Projected Demand 0 70 1,302 7,750 0 0

Average Selling Price 0 3,700 4,250 3,350 0 0

Sales Force Salaries 0 48,597 179,776 219,708 0 0

Cost to Hire New Sales People 0 38,192 75,081 21,225 0 0

Total Sales Force Expense 0 86,789 254,857 240,933 0 0

Projected Revenue 0 259,000 5,533,500 25,962,500 0 0

Addition to Fixed Capacity 3,250 1,625 1,625 0 0 0

New Investment in Fixed Capacity 1,100,000 600,000 600,000 0 0 0

Available Fixed Capacity 0 3,250 4,875 6,500 6,500 6,500

Starting Inventory 0 0 0 2,740 386 386

Planned Production Volume 0 2,301 4,041 5,396 0 0

Available Inventory 0 2,301 4,041 8,136 386 386

Projected Ending Inventory 0 2,230 2,740 386 386 386

% Lost Capacity Due to Employee Morale 30 29 17 17 0 0

Operating Capacity to Satisfy Planned 

Production 0 3,241 4,869 6,501 0 0

Average Unit Production Cost 0 1,160 1,534 1,483 0 0

Total Production Cost 0 2,670,022 6,197,446 8,002,268 0 0

Total R&D Cost 120,000 0 120,000 1,912,488 0 0

Conventional Bank Loans 0 0 0 0 0 0

Emergency Loan 0 3,291,861 3,985,670 3,985,670 0 0

Total Debt Level 0 3,291,861 3,985,670 3,985,670 0 0

Equity Investment 2,000,000 3,000,000 4,000,000 4,000,000 0 0

Total Assets 1,623,375 5,072,738 6,422,010 19,522,577 0 0

Actual Unit Sales for Quarter 0 71 1,301 0 0 0

Projected Demand 0 70 1,302 7,750 0 0

Actual Unit Demand for Quarter 0 71 1,301 0 0 0

Projected Revenue 0 259,000 5,533,500 25,962,500 0 0

Actual Revenue 0 218,600 5,245,000 0 0 0

Tactical Plan


