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1. INITIAL CONSIDERATIONS AND CONTEXT

This interdisciplinary project encompasses the three courses that we are taking in this
module of the MBA Program: Accounting and Control, Managerial Economics and
Management and its best practices. Creating a business plan from scratch is not an
easy task, but our professors and classmates simplified the way for us to get here.

My business plan is about a market that I have never worked before: food supplements.
And not just about this market itself, but also about who needs these products the most
and where to get them. Timothy Morenikeji is my classmate and who gave this idea, so I
hope he likes it and that it can help him in any way.

In Brazil, for example, consumption of supplements grew 10% in 5 years, according to a
survey by the Brazilian Association of Food Industry for Special Purposes. The
consumption of supplements in Brazilian homes reaches 59%, an increase of 10%
compared to previous editions. This year alone, 76% said they had made changes in
their health and well-being care1.

In Nigeria the situation is different. According to the UN agency, about 4 million people
are food insecure and need external help to survive. However, the country has been
reorganising its health system since the Bamako Initiative of 19872, which formally
promoted community-based methods of increasing accessibility of drugs and health
care services to the population, in part by implementing user fees.

For example, the life expectancy is 54.7 years on average, and 71% and 39% of the
population have access to improved water sources and improved sanitation,
respectively. As of 2019, the infant mortality is 74.2 deaths per 1,000 live births3.

Therefore, the situation is still critical for many people, but as individuals and the
government develop solutions for different situations, we believe that the future of
healthcare is also included in this bill.

2. PROBLEM

Considering the information presented, our problem is the sales gap between
international distributors of food supplements and end users in Nigeria, resulting in
pregnant women's lack of nutrition to meet the basic needs of babies.

3

2 https://en.wikipedia.org/wiki/Nigeria
1 https://www.terra.com.br/noticias/mercado-brasileiro-de-suplementos-alimentares

https://en.wikipedia.org/wiki/Bamako_Initiative


Our solution is to offer quality products to our target audience, enlightening the
importance of consuming food supplements through educational content.

Our main customers are women of childbearing age, 18-40 years old, lower and middle
social economic class, also pregnant women and newborns of Abuja, in Nigeria.

3. STRATEGY AND COMPETITION

In one of our classes, Porter's 5 forces model was presented, so here we talk about
each one and which companies already work with this kind of business below.

Competitive rivalry: the food supplement industry is a fast-growing industry that has
strong growth opportunities. However, it is a highly-competitive and hyper-fragmented
market. A proper strategy is critical to launching successfully.

Supplier power: in this case, the suppliers have the power to influence the price as well
as the availability of resources/inputs. Suppliers are most powerful when companies are
dependent on them and cannot switch suppliers because of high costs or lack of
alternative sources.

Buyer power: this is the pressure consumers can exert on the product purchase through
their ability to reduce price based on shopping preference, demands for quality
improvement of the products.

Threat of substitution: fruits, fresh vegetables, legumes, lean protein sources, healthy
fats, whole grains and fiber-rich foods can provide all the antioxidants, vitamins,
minerals etc.

Threat of new entry: in Nigeria, it is the duty of the National Agency for Food and Drug
Administration and Control (NAFDAC) to grant approval to food supplements
companies, which hence increases the chances for competitors to enter. Also,
availability of multiple supplements in the market having pure substance can make
customers stray easily.



Competitors:

Nº Company Location Service line

1. Recs-Medix Natural
Solutions

Abuja Major distributor of Green World
products in Nigeria. “We offer the best
in natural health products, herbal
supplements, and more. We have all
you need when it comes to natural
supplements.”

2. Tianshi Tiens Abia Care deeply about your happiness and
joy in life by helping to improve your
health and make a lot of money.

3. AG Nutrition Nigeria
Limited

Lagos Arm of AG Nutrition Internacional, a
Malaysia based multinational
company. The companies offer
amazing opportunities in health and
wealth creation.

4. Gelas Living Food
Enterprises

Lagos An Organic and Health Food Shop
selling health and superfoods such as
Brags Organic Apple Cider Vinegar,
Black Strap Molasses, Raw Honey,
Unrefined Sea Salt, Brown Basmati
Rice, Natural Food Seasoning

4. MOONSHOT

The business objective is to offer food supplement products to our potential customers,

which in turn will fill a sales gap in Nigeria. Our dream also goes further: for now we are

only in one city, but with strategic suppliers and customers we can reach more people

from different places in Africa. Considering that many of them will not be able to buy our

products, our desire is also to carry out social actions to help them.



5. BRANDING AND SETTING THE PRICE

The branding of our company/product needs to be similar to our customer’s personality.

As we studied that there are several kinds of branding archetypes and “being” one of

them can communicate much better about our business, we think “The Caregiver” is the

one that fits more.

Our brand message is related to: “Everyone deserves care and we must all strive to

bestow service upon one another. (...) The Caregiver is a selfless personality who is

driven by the desire to protect and care for others, especially those in need. They are

often maternity figures and take those who are in need of care, under their wing until

they are stronger to take care of themselves.”

Here is a tribute to Nigeria's first health system, Bamako, which formally promoted

community-based methods of increasing accessibility of drugs and health care services

to the population, in part by implementing user fees.

https://en.wikipedia.org/wiki/Bamako_Initiative


Based on competition, I will start selling “pregnancy” products, then I can start thinking

about other food supplement kinds (for men, children etc). For now, I have three

different categories: product A, product B and product C.

The purpose of the first category (A), in addition to being cheaper, is to improve

metabolism and activate the antibacterial effect. Examples: teas and oils. Its average

price is $ 2,00. The second one (B) represents products that aid in the absorption of

nutrients, such as pills and vitamins. Its average price is $ 15,00.

And, finally, the third (C) requires medical indications to be purchased, for example

manipulated medicines or products a little more difficult to find, so its price also

increases, $ 30,00.

Brazil's currency is Real, and Nigeria's is Naira. Then we put all Dollar amounts to follow

the same type of values in our prices.

6. REVENUE AND PRICING MANAGEMENT

For a first purchase from the supplier, we will buy 60 units of product A, 35 of the
second, and 15 of the third. This would be the calculation to know the revenue that we
will have per month if we sell all the products.

Google sheets link:

https://docs.google.com/spreadsheets/d/18X5AFROaPgHMMQOI9sbKjftXnRtx3R5-Ptk

FABORWLU/edit#gid=543185815

PRODUCT A PRODUCT B PRODUCT C TOTAL

Price 2,00 15,00 30,00 -

Cost per unit 0,5 (25%) 4,5 (30%) 10,50 (35%) -

Margin 1,50 10,50 19,50 -

Quantity of units 60,00 35,00 15,00 110,00

Revenue 120,00 525,00 450,00 1.095,00

https://docs.google.com/spreadsheets/d/18X5AFROaPgHMMQOI9sbKjftXnRtx3R5-PtkFABORWLU/edit#gid=543185815
https://docs.google.com/spreadsheets/d/18X5AFROaPgHMMQOI9sbKjftXnRtx3R5-PtkFABORWLU/edit#gid=543185815


7. COST STRUCTURE

As long as I don't have a space of my own, I will pay rent until the investment

opportunity appears. The store environment needs to demonstrate lightness, comfort

and health, so I will pay for cleaning four times a month with cleaning products included.

Electricity and water are non-negotiable bills. Also I will have a sales software, which

the goal is to facilitate day-to-day activities, automating as many processes as possible.

Although creating a Facebook and Instagram account is free, later I will think about

adopting a website (e-commerce). Some amount is budgeted for internet ads (inbound

marketing) and also it will be used to make the logo, pamphlets, cards, etc (outbound

marketing). Besides those, I put in the issuance documents that will validate my

business (I want to get a partnership with the UN, UNICEF etc if possible) and extra

expenses, like supermarket, unexpected repairs etc.



8. GOALS

As we are “young” on the market and we still have a lot to learn, I believe that this “plan

on a page” provides a powerful framework for building and communicating our strategy.

The balanced scorecard ensures that the management reporting focuses on the most

important strategic issues and helps to monitor the execution of the plan.

Financial Year 1 Year 2 Year 3

Goals Measure

To make the company
survive Cash position 5.290,00 5.855,00 6.477,00

To make the company
succeed Revenue 13.140,00 14.454,00 15.899,40

Customers and Market Year 1 Year 2 Year 3

Goals Measure

To retain customers Returning customers 70% 75% 80%

Internal Processes Year 1 Year 2 Year 3

Goals Measure

To improve productivity
Review sales and
customer experience
process

2,00 2,00 2,00

Training and Development Year 1 Year 2 Year 3

Goals Measure

To offer health care content
for community

Social actions with
stakeholders 2,00 3,00 4,00



9. CVP ANALYSIS

We have learned that understanding cost-volume-profit (CVP) relationships is

knowledge of how costs behave. It also is a critical factor in such management

decisions as setting selling prices, determining product mix, and maximizing use of

production facilities.

The CVP income statement classifies costs as variable or fixed and computes a

contribution margin. As shown in the previous spreadsheet, my fixed costs are rent

($780), cleaning ($120), electricity bill ($180), water bill ($180) and software ($180) per

year approximately. My variable costs are products purchased ($360+$1.890+$1.890),

payroll ($1.800), marketing ($60), Government papers ($60), extras ($60).

Sales - Variable costs = Contribution margin

Contribution margin - Fixed costs = Net income

EXAMPLE YEAR 1:

$13.140 - ($360+$1.890+$1.890+$1.800+$60+$60+$60) = $6.120

$6.120 - ($780+$120+$180+$180+$180) = $4.680

However, if a category A supplier suffers a fine and stays closed for a while, my cheaper

product will become expensive in that period. Let's assume the price goes up by 70%

($3.40). The amount of sales will decrease, for example 20 sales units, and I will get

revenue of $68 per month. In other words, in the year I will have lower sales revenue:

$12.516 - ($204+$1.890+$1.890+$1.800+$60+$60+$60) = $5.964

$5.964 - ($780+$120+$180+$180+$180) = $4.524

This helps to measure the level of activity at which total revenues equal total costs (both

fixed and variable), in other words, the break-even point.

Break-even point in units = Fixed costs / Contribution margin per unit (unit selling price -

unit variable cost)

$1.440 / $2 - $0,5 = 960 units



Thus, Bamako must sell 960 units to break even.

Break-even point in dollars = fixed costs / Contribution margin ratio (unit contribution

margin / unit selling price)

$1.440 / ($1,5 / $2) = $1.920

Bamako must sell this amount to break even in dollars. After all that, knowledge of the

break-even point is useful to management when it considers decisions such as whether

to introduce new product lines, change sales prices on established products, or enter

new market areas.

10.FINAL CONSIDERATIONS

Coming to the end of the project, I would like to thank the professors Edson, Jean

Baptiste and Mike for your help in this module at Hayek Global College. At first, it was

difficult to understand that I would have to make a project of an idea that I never had

before.

I say this because it is always easier to work with what we already know, what we are

used to do and think. But putting myself in someone else's reality was the great

challenge of this project. I also have to thank my classmate Timothy Morenikeji for

having the same sense of our brand, which is taking care of other people. See you!


