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BRIEF ABOUT NOBIN UDYOKTA

Name : | Md Rubel

Mother’s Name : | Chaina Khatun(She is a GB Loanee
since last nine years, Mongal Baria
Bazar, Khustia)

Father’s Name : | Md Abdus Sattar

Address : | Mongal Baria Bazar, Khustia

Education Loan Received : | N/A

Educational Qualification : | S.S.C

Experience : | l used to work in a medicine shop and

now | am running my own medicine
shop. So | have all together 10 years
experience in these sector.




Proposed Project Description

Proposed Project

:| Maliha Pharmacy

Project Location

.| In front of Khustia Govt. Hospital

and Medical College, Khustia.

Total Project Cost

:| BDT 6,00,000

Nobin Udyokta

:| BDT 3,00,000

Additional Fund Required

BDT 3,00,000

Project Implementation

(a)lt is an ongoing business;

:| (b)Fund required for expansion of

the business
(c) Investment pay back by 4 years.




Status of Existing Business

It is a Medicine shop and running by Nobin Udyokta himself;

Nobin Udyokta is involved with this business since last 10
years. He use to work in medicine shop;

Daily sales BDT 2,000 — 2,500;
Present business Value BDT 3,00,000.

SI No Particulars Amount (in BDT)
a) Medicine (115 items™* Tk 1500 per item) 1,75,000
b) Furniture (Chair, table, shelves, ) 20,000
c) Shop Security 50,000
d) Electrical goods including refrigerator 40,000
e) Working capital 15,000
Total 3,00,000




Cost for Expansion of business

Particulars Amount (BDT)
Increase volume of Medicine and added 2,80,000
new items
Additional working capital 20,000
Total 3,00,000

Total Project Value After Expansion

Nobin Udyokta’s present investment

3,00,000

Funding Requested

3,00,000

Total

6,00,000




OBJECTIVES

* Self employment generation for myself;

 Making good medicine available for local
people;

e Job creation for others.



New Project Assumption

> Increase volume of present items;
> Add new items like napkin, diabeticmachine' |
S AR L L L L

>Expectmg dally sales turnover Tk 8000 =
10,000 . > o

% >Target gross prdf,it aroun'd, 12% on' sales. |
» Will try cash sales rather credit sales.



Financial Projection for first five years

Particulars Year 1 Year 2 Year 3 Year 4 Year 5
Revenue:

Sales 1,750,000 2,012,500 2,314,375 2,777,250 3,332,700
Carton, boxes sales 8,000 10,000 12,000 14,000 16,000
Total Revenue 1,758,000 2,022,500 2,326,375 2,791,250 3,348,700
COGS:

Purchase of Madechine 1,540,000 1,771,000 2,036,650 2,443,980 2,932,776
Shop Rent 36,000 36,000 36,000 36,000 36,000
‘Transportation 6,000 6,000 7,000 7,000 8,000
Total COGS: 1,582,000 1,813,000 2,079,650 2,486,980 2,976,776
Gross Profit: 176,000 209,500 246,725 304,270 371,924
Operational Expenses:

Salary 60,000 60,000 72,000 72,000 84,000
Stationaries 2,000 2,000 3,000 3,000 4,000
Electricity Bills 12,000 13,000 14,000 15,000 16,000
Repair and maintenances 2,000 2,000 3,000 3,000 4,000
Other Expenses 2,000 2,000 3,000 3,000 4,000
Total Operating Expenses: 78,000 79,000 95,000 96,000 112,000
Profit before depreciation 98,000 130,500 151,725 208,270 259,924
Depreciation 15% on FA 9,000 9,000 9,000 9,000 9,000
Net Profit 89,000 121,500 142,725 199,270 250,924




Projected cash flow

0 Year 1 Year 2 Year 3 Year 4 Year 5
Cash inflow
Opening Balance 0 10,000 48,000 78,500 130,225 238,495
Capital Infusion b
UDI:(OKTA ’ 300,000
Capital Infusion by Investor 300,000 0 0 0 0 0
Sales 0 1,758,000f 2,022,500 2,326,375 2,791,250, 3,348,700
Total Receipts 600,000 1,768,0000 2,070,500 2,404,875 2,921,475 3,587,195
Cash OQutflow:
Cost of goods sold 465,000 1,582,0000 1,813,000 2,079,650f 2,486,980{ 2,976,776
Operating expenses 15,000 78,000 79,000 95,000 96,000 112,000
Fixed Asset 60,000
Shop Security 50,000
Return to investor 60,000 100,000 100,000 100,000
Total payment 590,000 1,720,000, 1,992,000 2,274,650f 2,682,980 3,088,776
Closing Balances 10,000 48,000 78,500 130,225 238,495 498,419




CHALLENGES

»Local competition;
»Selecting customers demand;
» Political unrest;

» Credit sales;

» Handling stock.



» Behaved well with customers:

» Perception about customers’ choice;
» Quality Medicine;

» Avoiding credit sales;

» Efficient stock handling.



EXISTING BUSINﬁSS PHOTO
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EXISTING BUSINESS SUPPORTING PAPERS
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