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1) Brief presentation of the company

The company is doing a big commercialization of nutritional supplements sold under 
its own registered and protected trade mark, known and acknowledged by final 
customers and users.


It’s in 1977 that the present owner of the company created this business. The products 
are now sold and distributed in a dozen of European countries and in North Africa. At 
the present time, 7 persons work in the company: storemen, commercial, designer…


The company commercializes about fifty products, each of them with several 
flavourings.


The business is located in a modern building belonging to the society. It’s functional 
and in perfect state, near important ways of communication. It’s located in an 
industrial and handicrafts area. Besides administrative areas (offices, meeting-room), 
there are more than 900m² of heated stocking hall.


The company thoroughly respects all the health and environmental rules enforced by 
the authorities.

The building could easily be enlarged by buying contiguous pieces of ground.


The present manager and owner who created the company and the trade mark, wishes 
to sell in order to be able to carry out other personal and professional projects.
2) SWOT analysis :
2.1 Assets 
· Products sold under their owned registered mark (European trade mark)
· A trade mark known and acknowledged by users

· A well located building: an ideal situation, industrial area, proximity of rapid ways of communication. Place and parking easy of access.
· An established reputation based on more than 15 years of experience

· A family-sized company and a small structure quickly reacting to the customer’s wishes

· Varied professional customers (+/- 100 customers) and in more than 10 countries

· Excellent reputation with tradesmen

· An increasing number of customers

· One of the major local actors in its field

2.2 Weaknesses

- 
Product considered as a « luxury » product by the consumer. In a crisis time, he buys 
fewer of them.
-
the company commercializes the products but doesn’t make them. The company of 
this field which both make and commercialize have more means, particularly, to find 
new markets in countries where the purchasing power is weaker. 


2.3 Opportunities

-
Possibility to enlarge the building

-
possibility to launch, in addition, into the making of products, which would have an 
important result upon the profits and would allow to find new markets.

-
Development of the number of customers. New channels of distribution (Internet ?)

2.4 Threats

-
Luxury product : turnover in connection with the conjuncture

-
Big competition on the international market.

3) Performances


The company is specialized in the commercialization of nutritional supplements meant 
for sports and fitness clubs, specialized shops (sports), natural foods.


In Belgium, the company’s customers are mainly the clubs aimed at above and 
specialized shops. Abroad, the customers consist in importers and wholesalers/local 
dealers. The trade mark (the owner) has won a good fame and is selected by a lot of 
final users.


The manager has a constant care for improving and adjusting his range of products for 
them to meet the final customers’ tastes and wishes.


The firm commercializes more than 50 different products, each of them with several 
flavourings in the following fields: 

· Products with proteins

· Energetic products

· Products with vitamins

· Omega 3 products

· Weight loss, slimness


All the products have been manufactured under the supervision and the approval of the 
health department.

4) Equipments

An ultra modern, well designed and safe building.

Good situation: industrial area, near important ways of communication.
All the equipments correspond to the standards of security required by the AFSCA.

5) Staff

The owner manages the company and is helped by 6 associates (some of them working part time)
6) Customers

They are very varied:

· A hundred customers spread over a dozen countries

· A great number of national customers

· Customers who are fond of the trade mark and faithful to it.

7) Development strategy

The manager had developed his activity in the course of the years, creating his own trade mark and knowing how to make hard to please and demanding customers faithful to his products. 

The founder has had a constant care for developing the image of his trade mark as well as the variety and quality of the products.

An important development of the firm remains possible by:

· Diversified sale ways

· Creation of a manufacture unit

· The commercial development in some countries where the firm is little or not present.

8) Synthetic and varied information
Juridical form: joint-stock company

Model of transaction: transfer of stock

Licences: no access to the business required

Litigations: none

Turnover: 1000K€ up to 1500K€. 

9) Financial information

9.1 Turnover

	P&L
	 
	2007
	2008
	2009
	2010

	Turnover
	
	1490,0
	1839,0
	1641,0
	1430,0

	Other products
	 
	 
	6,0
	20,0
	7,0

	Total products
	 
	1490,0
	1845,0
	1661,0
	1437,0

	Cost of Sales
	 
	700,3
	862,0
	810,0
	692,0

	Gross Margin
	 
	789,7
	983,0
	851,0
	745,0

	GM/CA
	 
	53%
	53%
	52%
	52%

	Operating Expanses
	 
	521,5
	564,0
	458,0
	313,0

	OE%Turnover
	 
	35,0%
	30,7%
	27,9%
	21,9%

	Interest
	 
	14,9
	17,0
	12,0
	14,0

	Interest%Turnover
	 
	1,0%
	0,9%
	0,7%
	1,0%

	Overheads
	 
	138,0
	247,0
	214,0
	213,0

	Overheads%Turnover
	 
	9,3%
	13,4%
	13,0%
	14,9%

	Other
	 
	 
	17,0
	13,0
	14,0

	Amortisation
	 
	51,0
	77,0
	82,0
	58,0

	EBIT
	 
	63,8
	60,5
	71,6
	132,6

	EBIT % CA
	 
	4%
	3%
	4%
	9%

	Financial Result
	 
	-13,0
	-26,0
	-39,0
	-40,0

	Operating profit before tax
	 
	50,8
	34,5
	32,6
	92,6

	Non recurrent
	 
	6,0
	0,0
	13,0
	7,0

	Profit tax
	 
	-37,0
	-18,0
	6,0
	-18,0

	Operating Profit
	 
	19,8
	16,5
	51,6
	81,6



9.2 Balance sheet

	Balance sheet
	 
	2007
	2008
	2009
	2010

	Net Worth
	 
	175,0
	192,0
	273,0
	353,0

	Provision
	 
	0,0
	0,0
	17,0
	17,0

	Bank debts
	 
	5,0
	931,0
	945,0
	782,0

	Payables
	 
	203,0
	235,0
	163,0
	60,0

	Social and taxes
	 
	19,0
	24,0
	5,0
	16,0

	Other liabilities
	 
	134,0
	76,0
	64,0
	2,0

	 
	 
	 
	 
	 
	 

	Assets
	 
	56,0
	574,0
	608,0
	567,0

	Inventories
	 
	187,0
	193,0
	138,0
	251,0

	Receivables
	 
	118,0
	212,0
	165,0
	19,0

	Other assets
	 
	0,0
	328,0
	290,0
	159,0

	Cash 
	 
	175,0
	151,0
	266,0
	234,0

	Total balance
	 
	536,0
	1458,0
	1467,0
	1230,0
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