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INTRODUCTION AND 
ORGANIZATION OF FINAL REPORT 

o.o. INTRODUCTION 

o. 1. Organjzation of Report 

0.1.1. 

0.1.2. 

This Final Report consists of two (2) mai~ volumes. Each 

volume is made tip of various parts as follows:-

VOLUME NO. 

I 

II 

PART NO. SUBJECT(S) COVERED 

INTRODUCTION AND ORGANIZATION OF 

FINAL REPORT. 

( i l P1' ·:TECHNICAL ASSISTANCE SITUATIONAL 

REPORT AND !MAS PROGRAMMES AT EAST 

AFRICAN DISTILLERIES LIMITED (EADL). 

( ii) CORPORATE PLAN FOR EAST AFRICAN 

DISTILLERIES LIMITED (1992 - 1996). 

(iii) FINANCE AND ACCOUNTING REPORT ON EAST 

AFRICAN DISTILLERIES LIMITED. 

(iv) MARKETING REPORT ON EAST AFRICAN 

DISTILLERIES LIMITED. 

( \') 

(vi) 

(vii) 

(viii) 

SITUATION IN LAKE VICTORIA BOTTLING 

COMPANY LIMITED IMMED!ATELY PRIOR TO 

TECHNICAL ASSISTANCE BY !MAS. 

CORPORATE PLAN FOR LAKE VICTORIA 

BOTTLING COMPANY LIMITED (1992-1996~ 

FINANCE AND ACCOUNTING REPORT ON LAKE 

VICTORIA BOTTLING COMPANY LIMITED. 

MARKETING REPORT ON LAKE VICTORIA 

BOTTLING COMPANY LIMITED. 

Volume 1 of the Final Report comprises an introduction 

which covers the detailed organization of the Final 

Report and also gives some background information on the 

assignment. The introduction ends with an 

acknowledgement of the assistance given to the 

Consultants. 



0.1.3. 

0.1.4. 

0.1.5. 

0.1.6. 

0.1.7. 

0.1.8. 

2 

In Part (i) of Volume 1 of the Final Report, the 

situation in East African Distilleries Limited relative 

to the findings of a management audit report, which was 

written in October 1990 is assessed. 

~ 

Areas of management and operations assessed include the 

level of strategic planning, budgeting, co~t accounting, 

financial accounting, management reporting, human 

resources maP.agement, computerization, production, 

marketing, and the organizational structure. 

In addition, Part (i) of Volume 1 of the Final Report 

covers details of the programmes that were followed by 

each Consultant ~n his specialised area at East African 

Distilleries Limited. 

Parts (ii), {iii) and (iv) of Volume 1 of the Final 

Report cover the Corporate Plan, Finance and Accounting 

Report as well as the Marketing Report of East African 

Distilleries Limited respectively. 

Part (v) of Volume 2 of the Final Report covers the 

Situation in Lake Victoria Bottling Company Limited 

relative to the recommendations contained in a management 

audit report on the Company prepared in October 1990. 

Areas of management and operations of the Company which 

were assessed include the level of strategic planning, 

budgeting, cost accounting, financial accounting, 

management reporting, human resources management, 

computerization, production, marketing and the 

organizational structure. 



0.1.9. 

0.1.10. 

0.1.11. 

0.2. 

0.2.1. 

0.2.2. 

) 

In addition, Part (v) of Volume 2 of the Final Report 

covers details of the programmes that. were followed by 

each Consultant in his area of specialization at Lake 

Victoria Bottling company Limited. 

Parts (vi), (vii) and (viii) of Volume 2 of the Final 

Report cover the Corporate Plan, Finance and Accounting 

Report as well as the Marketing Report on Lake Victoria 

Bottling company Limited respectively. 

The Corporate Plans and other reports in Volumes 1 and 2 

of the final report contain detailed recommendations of 

the Consultants on the problems of East African 

Distilleries Limited and Lake Victoria Bottling company 

Limited which came: to light during the period of the 

Technical Assistance Programme. 

Background 

The performance of the Public Industrial Enterprises 

sector since 1970 has been ~haracterised by low capacity 

utilization (between 10 - 25% of installed capacity in 

most cases) lack of an integrated system of planning, 

budgeting, costing, management information, controlling, 

absence of aggressive marketing strategies and low 

productivity. 

To reverse the situation, 

launched in 1982 which 

a Recovery Programme was 

was basically meant to 

rehabilitate the Public Industrial Enterprises including 

divestiture, privatization and improvement of 

performance. 
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0.2.4. 

0.2.5. 

0.2.6. 
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Selected Public Industrial Enterprises received 

management auditing which aimed at recommending steps to 

increase th~ efficiency, production capability, 

productivity and control of the affected enterprises. 

The Management Audit Reports recommended that general 

management training required in the enterprises would be 

better performed through on-the-job training given by 

highly experienced external consultants to guide the 

actual managers in the enterprises. 

The on-the-job training services to be provided by the 

consultants were to be an integral part of the project -

BR/UGA/89/001 of the Public Industrial Enterprises 

Secretariat, (PIES) Uganda. 

Following award of a sub-contract for the on-the-job 

training se~vices to Industrial and Manaqement services 
• Limited (IMAS), Ghana, a total of seven man-month& of 

technical assistance was given to PIES by three 

consultants of IMAS, who are specialists in the following 

areas: 

Finance, Accounting and Reporting 
Marketing and 
Management, organization, planning and strategy. 

Initially, three companies, East African Distilleries 

Limited, Jubilee Ice Limited and African ceramics Limited 

were to have benefited from the services of the 

consultants. 



-----------------
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0.2.9. 

0.2.10. 
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At the request of PIES, however, the list of companies to 

receive on-the-job training and technical assistance was 

reviewed to cover the following companies: 

East African Distilleries Limited (EADL) 
Lake Victoria Bottling Company Limited (LVBC) 
Nile Breweries LiITTite! (NBL) 

Out of these three companies, it was agreed with PIES 

that IKAS technical assistance should first be given to 

EADL and LVBC with HBL to be given technical assistance 

later on during an extension of the original IKAS 

contract by UHIDO. 

The Final Report presented on the following pages is 

therefore the culmination of a series of interviews of 

the General Managers, Heads of Department and Staff of 

East African Distilleries Limited. and Lake Victoria 

Bottling Company Limited, which were conducted during the 

assignment, aimed at ascertaining the situation in the 

companies relative to the recommendations in management 

audit reports that were prepared in October, 1990. 

The interviews were also aimed at the following:

Analyzing specific deficiencies in the com(J~nies 
Developing a co-ordinated strategy for overcoming the 
deficiencies identified through guiding, hand-in-hand, staff 
of the companies and 
Drawing up a programme to be followed by each of the three 
consultants during their seven man-months of technical 
assistance to the two companies. 

.. 
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PRETECIINICAL ASSISTANCE 
SITUATIONAL REPORT AND 
ll\1AS PROGRAJ\1l\1ES AT EADL 

REPORT ON SITUATION IN EADL 
IMMEDIATELY PRIOR TO TECHNICAL 
ASSISTANCE PROGRAMME 

Background 

East African Distilleries Limited is jointly owned by the 

Uganda Development Corporation (51% shareholding), the 

Development Finance company of Uganda (23% shareholding) 

and Duncan, Gilbeys and Matheson (26% shareholding). 

The Company, which was established in 1963 aims at 

producing cheap alcoholic beverages out of refined enguli 

with a view to getting the local population to consume 

less of crude enguli which is not very healthy. 

At the time of the Management Audit in OctobPr 1990, the 

Company was producing three products. 

Prior to the IMAS Technical Assistance Programme in July 

1991, the Company was producing four different products 

with the following product mix (based on production from·· 

1st January 1991 to 30th June 1991). 

Product 

Uganda Waragi 
Mark Royal Whisky 
Queen Elizabeth Dry Gin 
Reine Marie Brandy 

Percentage of Total Production 

81. 0% 
3.0% 

10.0% 
6.0% 

100.0% 
===== 



K 

i. 2. Production and Related Acth·ities 

1.2.1. 

1.2.2. 

1.2.3. 

1.2.4. 

1.2.5. 

During the ManageMent Audit of the Company, capacity 

utilizdtion was obst::!rved to be low averaging 23% of 

insta!led capacity in 19a9 and 22% in 1990. 

As at the e~d of June, 1991 when IMA& carried out its 

first assessr.ient of the Company, capa~i ty •1tilization 

during the p~riod 1st January, 1991 to 30th June, 1991 

averaged 20.8%. 

Unless firm meas~res were tak~n to reverse the declining 

capacity ut.ilization, therefore, i~ was possible that 

capacity utilization by the end of December, 1991 would 

decline further to 20% or, possibly, Jo~er. 

The declining capa;;ity utilization recorded during the 

previous three years prior to June, 1991 was very serious 

indeed when viewed against the background of optimistic 

proiections of capacity utilization (budgeted at 42% in 

1990 and at 49% in 1991), rising cost of raw materials due 

to devaluation of the Uganda Shilling and increasing 

competition from imported alcoholic drinks ard locally 

producea crude enguli. 

At the time of the Management Audit of the Company, the 

main problems that constrained an increase in production 

capacity were identified as lack of foreign exchange when 

required to meet imported raw material costs, high 

government taxation (assessed at the time as 70% taxes on 

spirit raw materials and 67% taxes on 



1.2.6. 

1.2.7. 

1.2.8. 

1.2.9. 

!l 

the ex-factory price), inadequate working capital, 

frequent electr~c power cuts and water supply interrup

tions, slow rate of return of empty bottles, high sales 

prices and lack of aggressive marketing. 

By the end of June 1991, capacity utilization was lower 

than at the time cf the Management Audit Report inspite of 

an improvement in a few of the constraints identified at 

the time of the Management Audit. 

These improvements were the reduction in taxes in the 1991 

budget to a total of 69% on the ex-factory price, the 

acquisition by the Company of an electric power diesel 

generator and approval of a higher overdraft facility of 

85 million USh. compared to the level of 60 million USh. 

at the time of the Management Audit. 

These improvements ~otwithstanding, lack of foreign 

exchange to cover the cost of imported raw materials, 

inadequate working capital, the slow rate of return of 

empty bottles, lac~ of aggressive marketing and high sales 

pri~es (resulting in part from the low capacity 

utilization) continued to be major constraining influences 

on capacity utilization in June, 1991. 

Investment recommended in the Management Audit Report as 

being necessary for the rehabilitation of EADL amounted to 

US$1,000,000.00 which was to be divided into US$400,000.00 

for 1990 and US$600,000.00 for 1991. Major investments 

were expected to include the introduction of a waste water 

treatment plant (US$150,000.00J, 
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new electrical installations (US$170,000.00) and 

additional equipment for the company's mechanical workshop 

amounting to US$120,000.00. 

1.2.10. Due however, to the poor liquidity position of the 

Company, n~ne of the proposed investments had been carried 

out as at the time of the IMAS survey in June 1991. 

1.2.11. Provision had been made in the Company's 1991 budget, 

however, for major investments as shown below:-

Rewiring of Electrical Installations 
Production Plant and Machinery 
Fire Fighting Equipment 
Cars and Vehicles 

T 0 T A L 

+US $1.00 equivalent to 700.00 U Sh. 

us s 14,300.00 
us s 88,572.00 
us s 28,572.00 
us s 82,857.00 

us $214, 301.00 

1. 2 .12. It was cleat from the details of proposed major capital 

expenditure in 1991 given above that significant 

additional capital expenditure would be required during 

199: and 1993 in order to achieve the level of capital 

expenditure recommended in the Management Audit Report. 

1. 3. Finance and Accounting 

1.3.1. Based upon the capacity uti 1 ization of 20. 8% achieved 

during the period January tn June, l"Ql, the Comp~ny was 

operating below its break even capacity utilization of 

503,000 litres sales at a cost of 1,115,000 USh. (ie. 

28.~% of installed capacity). 

., 
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1.3.4. 

1.3.5. 

1.3.6. 
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The Company was therefore experiencing serious liquidity 

?roblems and an incr~ase in its overdraft facility from 

the April, 1990 level of 6Q million USh. to 85 million 

USh. in 1991 had not eased the situation. 

At the time of the Management Audit, the Accounts 

Department of EADL was understaffed and an integrated 

budgeting, costing, controlling and planning system was 

not being followed by the Cowpany. 

As a result of the recommendations of t~e Management Audit 

Report, an Assistant Accountant was recruited and put in' 

charge of costing and budgeting. 

A cost centre had been created for the Production 

Department with sub-cost centres covering the processes of 

Enguli or raw spirit receipts, distillation, blending and 

bottling. 

In additio~, two cost centres had been created to cover 

Administration a11d Sales. 

To a large extent however, an integrated planning, 

budgeting and controlling/steering management system was 

still a long way off as staff appreciation of the need for 

such an integrated system had only recently started 

growing and the system in place was largely rudimentary 

and required comprehensive development. Though budgeted 

targets were being compared to actual results, variances 

were so high, duP to unrealistic targets set in the 
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budgets as well as failure to adopt moving budgets, that 

insufficient or inadequate controlling/steering of the 

affairs of the Company could be achieved. 

The Consul tan ts therefore recommended that a f i ve-yec!r 

Corporate Plan covering the period 1992 to 1996 should be 

prepared. 

From the targets and projections spelt out in the 

Corporate Plan, a1mual budgets were to be derived and 

performance monitored through costing and reporting on 

daily, weekly, monthly, quarterly and yearly basis. 

1.3.10. Variances from planned targets were to be analyzed on a 

regular basis with a view to improving on performance in 

favourable areas and eliminating shortcomings which had 

led to unfavourable variances. 

1.3.11. Furthermore, staff of EADL were advised to not only assign 

reasons for unfavourable variances but also give details 

of follow-up action to be adopted to turn-around 

unfavourable variances in subsequent periods. 

1.3.12. In addition, cost centres covering the undermentioned 

areas were to be set up in order to ensure that all facets 

'of operations of EADL were covered under the comprehensive 

costing system to be introduced. 

1.3.13. When fully operational, it was expected that the following 

cost centres and sub-cost centres would be set up. 



Cost Centre 
1) Production and Related Activities 

2) t;,aintenance 
3) General Administration (Including 

General Manager's Office) 
4) Marketing 

5) Human Resources Management 
(Personnel) 

6) Finance and Accounting 
7) Internal Audit 

Sub-Cost Centre 

- Procurement 
- Raw Spirits (Enguli) Store 

- Distilling 
- Blending 
- Filtration 
- Bottling 
- Packing 
- Utilities (steam generatn 

electric power and diesel 
generator) 

- Workshop/Garage 

- Marketing 
- Sales Local 
- Sales Export 

1.3.14. Use of the personal computers of the Company to 

increasingly achieve the objective of introducing an 

integrated system of planning, budgeting, costing, 

controlling and management information/reporting was to be 

encouraged and developed. 

1. 3 .15. At the time of the IMAS survey, it was observed that 

through the assistance of personnel from PIES, the 

Accounts Department of EADT had been able to introduce a 

Chart of Accounts developed by PIES, which was expected to 

form the bas is of an fr,tegrated planning, budgeting, 

costing, reporting and controlling system in the future. 

1.3.16. The IMAS Specialist in Finance and Accounting therefore 

built on and consolidated the gains made by the 

installation of the Chart of Accounts in the personal 
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computers of the Company. In addition, a strategy to 

progressively increase the knowledge of staff on its use 

within an integrated Management Information System was 

adopted. 

l\1arketing and Sales 

A major marketing problem which faced the Company was the 

fact that its sales prices in June 1991 were so high that 

its products could be afforded by only middle-income and 

high-income class citizens. However, middle and high

income class citizens preferred higher quality imported 

alcoholic drinks. Furthermore, distribution of the 

Company's products was largely done in the Central Region, 

in and around Kampala. Since the majority of the local 

population live in rural areas and prefer to consume crude 

enguli because of its cheaper price, the major source of 

competition for the Company's products was assessed to be 

from crude waragi distilling. 

At the time of the Management Audit of the Company's 

operations, little or no marketing was done by EADL. 

Sales were mainly to retailers (about 70%) and direct to 

consumers (about 5% to 9%) with the rest through 

wholesalers. 

Furthermore, 70% of sales were made in the Central Region, 

in and around Kampala, with very little sales up-country. 

•, 
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No comprehensive marketing programme was being followed 

under which market research, sales planning, sales 

controlling, advertising and promction were properly co

ordinated. 

As at the time of the IMAS survey, there had been little 

improvement in the situation, if any. 

It was observed by the Consultants that the Sales 

Department as organized and staffed in June, 1991 would 

not be capable of introducing the comprehensive marketing 

programme envisaged and sustain the aggressive marketing 

strategies that were necessary to enable the Company 

increase its sales and penetrate the export market. 

The Consultants therefore recommended the reorganization 

and strengthening of the Sales Department of EADL mainly 

by redesignating the Sales Department as a Marketing and 

Sales Department, appointing a suitably qualified and 

experienced Marketing Manager, recruiting an Export 

Manager, creating a position for a Marketing Services 

Officer, who ~ould be responsible for market research, 

sales planning, sales controlling, advertising and 

promotion and creating a position for a Sales Officer, who 

would be responsible for local sales. 

Although exports were targeted at 6% of output in the 

Company's Corporate Plan for 1988 - 1990, very little if 

any success in exports had been recorded by the Company at 

the time c. the IMAS survey. 
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Since successful export of the Company's products was one 

sure way of solving the foreign exchange availability 

problems facing the Company, it was recommended that a 

target of exporting at least 5\ of output by the end of 

1992 should be set for the Company. This tarr::r~t •as 

therefore discussed and agreed with the Management of 

EADL. 

1.4.9. The Consultants assisted the Company with the necessary 

market research, export planning and point of sale 

marketing strategies to achieve this target by the end of 

1992. 

1.4.10. Furthermore, the Consultants assisted the Department to 

draw up and implement a comprehensive marketing programme. 

1.4.11. The Consultants also recommended the introduction of 

sales-related incentives to be given to salesmen based 

upon their exceeding sales targets set for them. This 

measure was also discussed and agreed with the Management-

of EADL. 

1. 5. 

1.5.1. 

Human Resources l\lanagement 

The Company employed 98 members of staff at the time of 

the IMAS survey. Considering the low capacity utilization 

of about 20%, the number of staff was considered to be on 

the high side. 
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However, due to the recommended strategy of increasing the 

Company's capacity utilization, a staff redundancy 

exercise was not recommended. 

The Consultants were of the view, however, that as the 

liquidity position of the Company improved in the near 

future, it would be necessary for the Company to adopt a 

productivity-based incentive or bonus remuneration package 

for its staff under which staff would be paid bonuses for 

exceeding output and sales targets set for them on monthly 

basis with a view to boosting productivity. 

Furthermore, an objective staff appraisal system was to be 

introduced as soon as possible in order for staff 

performance to be appraised objectively and thus help to 

increase productivity by providing an objective basis for 

reviewing staff remuneration levels depending on standards 

of performance. 

In order to get the best personnel recruited into the 

Company, an objective personnel recruitment procedure was 

determined, agreed upon and introduced. 

The Consultants found during their survey of EADL that 

lack of a systematic manpower development programme, under 

which staff receive structured training, was one of the 

main causes of low staff productivity in th~ Company. 
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It was therefore agreed with the Management of EADL that 

the Management Specialist of IMAS should assist the 

Personnel Department of EADL to prepare a comprehensive 

structured training programme to cover carefully selected 

staff of the Company in order to ensure their proper 

development in accordance with the Company's requirements 

for personnel development. 

Finally, it was also agreed with the Management of EADL 

that an organizational chart should be prepared for the 

Company incorporating the proposed re-organization of the 

Sales Department and the creation of the new Internal 

Audit Department which had been set up. 

In addition, jc~ descriptions for all first, second and 

third line management personnel were prepared together 

with man-specifications for the various positions that ... 

were covered. 

Strategy and Corporate Planning 

In 1988, the Company prepared a four-year Corporate Plan 

covering the period 1988 to 1992, under which capacity 

utilization of 90% (l,584,000 litres) was projected for 

1991. 

As mentioned earlier on in this report, capacity 

utilization as at JOth June, 1991 averaged only 20.8\. 

The seemingly dismal performance of EADL, when compared to 

the planned level of performance of 90\ capacity 

utilization, showed the extent of unrealistic target 

setting that characterized the previous corporate planning 

process. 
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Insufficient attention was given to the effects of macro

and micro-environmental factors on the operations of the 

Company as well as to the strengths and weaknesses of the 

Comp~ny that would affect its performance during the plan 

period. 

Furthermore, the mission of the Company, its vision of 

what it should become by the end of the plan period and 

elements of its basic strategy were not communicated to 

all employees of the Company. 

The end result was that most staff were not aware of the 

planned targets or the strategies that had to be adopted 

in order to achieve goals of the Company. 

The Corporate Plan therefore remained a plan on paper and 

did not serve its purpose of guiding individual staff 

action towards the collective goals of the organization. 

During the interview of the top management and Heads of 

Department of EADL, therefore, the faults in the previous 

corporate planning process were brought to light, 

discussed at length and ways of adopting the right methods 

of Corporate Planning agreed upon. 

It was agreed that the IMAS Corporate Planning Specialist 

should assis~ the Management of EADL to draw up another 

CoLporate Plan for the period 1992 to 1996. 



1. 7. 

1.7.1. 

1.7.2. 

1.7.3. 

1.7.4. 

20 

Internal Audit 

At the time of the Management Audit there was no Internal 

Audit >r at post. A recommendation was therefore made that 

an Internal Auditor should be appointed with a view to 

getting him to review all systems of internal control and 

procedures to eliminate any inherent weaknesses. 

At the time of the IMAS survey, an Internal Auditor had 

been appointed by the Company and he was in the process of 

designing internal control questionnaires to be used to 

help him review existing procedures and systems of 

internal control in the Company. 

It was discussed and agreed with the Management of EADL 

that IMAS Consul tan ts should assist the new Internal 

Auditor to quickly complete design work on the internal 

control questionnaires in order for him to start actual 

work on reviewing the existing systems. 

The Consultants view, that w~rk of the Internal Auditor 

should not on~y be limited to the traditional area of pre

and post-auditing of transactions as well as vouching of 

documents but should also focus on timely submission of 

management in format ion reports, regular review of 

management systems and procedures as well as auditing of 

EDP based accoun:. ing systems, was impressed upon the 

Management of EADL and broad agreement reached on how best 

to assist the new Internal Auditor during the period of 

the IMJ\S Technical Assistance to achieve the above

mentioned objectives. 

-. 
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Future Stratel?..)'. 

With the foregoing points in mind, agreement was reached 

with the Management of EADL that the future strategy to be 

followed by the Company was to be composed of the 

following elaments:-

\11 Introduce aggressive marketing and sales orientation in the 
Company by re-organizing the Sales Department, adopting a 
comprehensive marketing programme, training/appointing 
suitably qualified and experienced personnel, conducting 
necessary market research, sales planning and sales 
controlling as well as adopting more aggressive advertising 
and sales promotion strategies. 

(2' Penetrate international export markets with the Company's 
products and export 20\ of total output by the end of 1996. 

(3) Increase capacity utilization to an average of 50\ by the end 
of 1996. 

(4) Secure adequate working capital and plan fo~ more ~fficient 
management of the Company· s working capital through 
introducing daily, weekly, mcnthly, quarterly and annual cash 
budgets and cash flow statements. 

(5) Introduce a system of pricing that is based on proper costing 
of unit production costs, which are subsequently adjusted by 
market-related factors to arrive at prices which are 
affordable by consumers t~rough tak·ng advantage of the ~ower 
prices to be .nade possible by increased capacity utilization. 

(6) Improve quality control during all stages of the production 
process. 

(7) Increase productivity in the Company as a whole through 
adopti~g structured staff training programmes productivity
based incentive/bonus schemes, and objective staff performance 
appraisal schemes. 

(8) Establish an effective management information system which is 
backed up by adequate budgeting, costing, reporting and 
controlling systems. 
Under such a system, costs would be broken down into fixed and 
variable costs as well as controllable und non-controllable 
costs which would be allocated to responsibility centres for 
effective controlling and steering of the r::ompany's 
operations. 
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(9) Establish an effective Internal Audit D~partment in the 
Company and thereby enable it review management systems and 
procedures regularly with a view to improving on these systems 
or procedures in addition to the traditional internal auditing 
functions of pre- and post auditing of transactions/vouching 
of documents. 

Programmes Followed By 11\IAS Consultants 

With a view to assisting staff of the East African 

Distilleries Limited to achieve the various elements of 

the basic strategy outlined above, the three Consultants 

of IMAS followed the programmes shown on the next three 

pages. 
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CORPORATE PLAN FOR EAST AFRICAN 
DISTILLERIES Lil\tlITED (1992-1996) --

2.0. INTRODUCTION 

2. 1. Organization of Corporate Plan 

2 .1. 1. The Corporate Plan of East African Distilleries Limited 

(E'ADL), for the period 1992 to 1996 is made up of four main 

parts. 

2 .1. 2. Part I of the Corporate Plan comprises an introduction 

which covers the detailed Organization of the Corporate· 

Plan and also gives some background information on the 

Technical Assistance Contract under which the Corporate 

Plan was prepared. In addition, this part gives some 

background information on the Company as well as 

information on the state of affairs of the Company's 

business at the time of the IMAS survey including problems 

facing EADL. Part I of the Corporate Plan also covers the 

expected outcome of the Corporate Plan. 

2.1.3. In Part II of the Corporate Plan, the Corporate Mission and 

Corporate Vision Statements of EADL are presented after a 

brief analysis of the opportunities and threats posed by 

the environment within which EADL operates as well as the 

internal strengths and weaknesses of the Company. 

2.1.4. In addition to the Corporate Mission and Corporate Vision 

Statements, the main objectives of EADL which are derived 

from the Corporate Mission and Corporate Vision Statements 

are also presented together with broad strategies to be 

pursued by EADL during the Plan Period. 
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Part III of the Corporate Plan comprises a section which 

gives details of tactical, short-term action programmes to 

be followed by EADL in pursuance of the broad strategies 

outlined in Part II of the Corporate Plan, as well as a 

section that shows details of the major assumptions made 

during the planning process and details of Projected 

Profit and Loss Statements, Projected Balance Sheets and 

Projected Cash Flow Statements of EADL for all years from 

1992 to 1996, both years inclusive. 

Part IV of the Corporate Plan gives a brief summary of the 

expected outcome of the Corporate Plan and ends with the 

Consultants conclusions on the Corporate Plan. 

Background 

Since 1970, performance of the Public Industrial 

Enterprises Sector in Uganda has been characterized by low 

capacity utilization (between 10 - 25% in most cases), 

lack of an integrated system of planning, budgeting, 

costing, management information, controlling and steering 

of the Public Industrial Enterprises, absence of 

aggressive marketing strategies and low productivi~y. 

To reverse the situation, a recovery program~e was 

launched in 1982. As part of the recovery programme in 

1990, selected Public Industrial Enterprises received 

management auditing which aimed at recommending steps to 

increase the efficiency, production capability, 

productivity and control of the affected enterprises. 
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The Management Audit Reports recommended that general 

management training required in the enterprises would be 

better performed through on-the-job training given by 

highly experienced external consultants to guide the 

actual managers in the enterprises. 

This Corporate Plan was therefore, prepared by EADL with 

Technical Assistance and on-the-job training given to EADL 

in July, 1991 by Consultants of Industrial and Manaqement 

Services Limited (IMAS), Ghana under the Project 

BR/UGA/89/001 of the Public Industrial Enterprises 

Secretariat, (PIES), Uganda. 

Otinership of East African Distilleries Limited 

The East Afr~can Distilleries Limited (EADL) is jointly 

owned by the Uganda Development Corporation (51% 

shareholding), the Development Finance Company of Uqanda 

(23% shareholding) and Duncan, Gilbeys and Matheson (26% 

shareholding) . 

The Company was established in 1963. 

State of the Company's Husiness and 
Expected Outcome of Corporate Plan 

Product Hix 

EADL produces four different products namely, Uganda 

Waragi, Mark Royal Whisky, Queen Elizabeth Dry Gin and 

Reine Marie Brandy. The Company's product mix is as shown 

on the next page. 
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Queen Elizabeth Dry Gin 
Reine Marie Brandy 

Capacity Utilization 

\ of Total Production 

81.0 
3.0 

10.0 
6.0 

100.0\ 
----------

As at the end of June, 1991 when this Corporate Plan was 

being prepared, capacity utilization during the period 1• 

January, 1991 to 30~ June, 1991 averaged 20.8%. 

Capacity utilization of EADL over the last three years had 

been as follows:-

Year 

1988 
1989 
1990 

Capacity Utilization 

15% 
23% 
22% 

With the steady decline in production output since 1989, 

it is necessary for measures to be adopted to turn around 

the situation during the plan period. 

The main problems constraining an increase in production 

capacity are lack of foreign exchange to meet the cost of 

imported raw materials, high levels of government sale~ 

tax and excise duty, inadequate working capital, frequent 

water supply interruptions, slow rate of return of empty 

bottles, high sales prices and lack of aggressive 

marketing. 
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EADL has an installed capacity of 1,760,000 litres of 

assorted spirits per a&num. At the time the Corporate 

Plan was being prepared, production averaged 366,080 

litres or about 46, 933 cases of assorted spirits per 

annum. 

Condition of Production Plant and Equipment 

Enquli Depot and Storage Tanks 

This is the Depot which receives raw enguli for storage. 

Losses occur at the Depot due to leakages and evaporation. 

In addition, storage of low grade alcohol causes corrosion 

in the Company's storage tanks. At the time this Plan was 

being prepared, one of the Company's two large storage 

tanks was being rehabilitated due to damage it had 

suffered as a result of corrosion. 

The Company relied heavily on spirit industrial alcohol 

supplied by the Sugar Corporation of Uganda, Lugazi 

(SCOUL) . There was therefore the need to diversify its 

sources of raw alcohol in order to avoid over dependence 

on one source. 

Distillation 

Distilling output was estimated to be about 81% of the 

technically feasible output when low grade alcohol was 

used due to heavy losses during the process of rectifi

cation. Otherwise, the condition of the stripping column, 

rectifying column and condensers was fairly good. 
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The cooling tower serving the rectifying unit required new 

filler materials which were estimated to cost 

US$11,346.00. 

In addition, one rotary pump was required to pump water 

for cooling during the distillation process. It was 

estimated to cost US $1,500.00. 

Blending 

The condition of blending vessels was fairly good. 

Filtration 

A Filter press had to be replaced at an estimated cost of 

US $55,110.00 to facilitate filtration of the final 

product. 

Electrical Installations 

The condition of most electrical installations was very 

poor indeed and extensive re-wiring as well as replacement 

of all switch cabinets, switch devices and control 

instruments would be required. Necessary expenditure was 

estimated at US $15,000.00. 

Bottle Washing 

The Bottle Washer needed replacemer.t and this was expected 

to be done during the first year of the plan period at an 

estimated cost of us $50,100.00. 

Labelling Machine 

A standard bottle labelling machine (1.5 kw/h) was 

required to replace the bottle labelling machine in use at 

the time, which was faulty and constituted a 
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bottleneck in the production process. It was estimated to 

cost US$105, ooo. oo and its acquisition was considered 

desirable during the first year of the plan period. 

Boiler 

The three-gas-pass boiler of the Company was manufactured 

in 1964. Inspite of its age, a few of its parts were in 

a fair condition. However, it was considered necessary 

for the boiler to be replaced in 1993, at an estimated 

cost of US $830,000.00 in view of the projected increase 

in capacity utilization. 

Bottling Lines 

The Company has two bottling lines (one automatic and the 

other semi-automatic). The capacity of the two bottling 

lines was considered sufficient to meet the needs of the 

Company during the Plan Period. 

Totapack Hachine 

The Company's new Totapack Machine was in a fairly good 

condition. 

Heat Shrinking Hachine 

A Heat Shrinking machine was required for the Company at 

an estimated cost of US $9,700.00. 

Workshop Shed 

A Workshop Shed and additional workshop equipment were 

required at an estimated total cost of US $10,500.00. 
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Total Investment for Production Plant and Equipment 

Durin9 the Plan Period therefore, it was planned to spend 

a total of US $1,088,256.00 on investments to keep the 

Production Plant and equipment in a peak condition 

consistent with the projected increases in capacity 

utilization. 

Areas of Possible Cost Reductions During 
Plan Period 

During the Plan, it is expected that action will be taken 

to minimize losses during the production process in the 

following areas:-
- REduce losses of £nguli and Spirit Alcohol through evaporation and 

leakages. 
- Reduce quantity cf water wasted during production process due to 

ineffectiveness of cooling tower. 
- Reduce bottle breakages during bottling, bottle washing and during 

bottle transfers. 
- Reduce machinery down-time due to repairs. 

Bill of l\laterials Required for Production 
During Plan Period 

Based upon the projected capacity utilization increases 

during the Plan Period, the materials shown in Appendix l 

are expected to be used to produc .... the products indicated 

in Appendices 2(a) and 2(b). 

Marketing and Sales 

A major marketing problem facing the Company is the fact 

that its present sales prices are so high that its 

products can be afforded by only middle-income and high-
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income class citizens. However, middle and high-income 

class citizens prefer higher quality imported alcoholic 

drinks. 

Furthermore, distribution of the Company's products is 

largely done in the Central Region, particularly, in and 

around Kampala. At the time the Corporate Plan was being 

prepared, 70% uf sales of the Company's products was in 

the Kampala area. 

Since 90% of the country's population live in rural areas 

and prefer to consume crude enguli because of its lower 

price, the major source of competition for the Company's 

products is from crude waragi distilling. 

Currently, aggressive marketing strategies are not 

followed by the Company. Sales are mainly to retailers 

(about 70%) and direct to consumers (about 5% to 9%) with 

the rest through agents. It is therefore planned to 

balance the Company's distribution channel-mix by the end 

of the Plan Period. 

EADL does not have a comprehensive marketing programme 

under which market research, sales planning and sales 

controlling, advertising and promotion are properly 

coordinated. 

It is therefore planned to introduce a comprehensive 

marketing programme during the Plan Period under which 

aggressive marketing strategies will be pursued to enable 

tQe Company achieve its sales targets. 
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It is also planned to introduce sales-related incentives, 

which will be set for the Company as a means of boosting 

the morale of its sales personnel as well as Agents and 

Wholesalers and, thereby, help to increase sales of the 

Company's products. 

Due to the fact that the capacity of the production plant 

of the Company (ie. 1,760,000 litres) is higher than the 

current estimated level of national consumption of spirits 

(estimated at about 800,000 litres), it is necessary for 

the Company to export some of its products as capacity 

utilization increases during the Plan Period. 

Exporting some of the Company's products will also help 

the Company to earn convertible foreign currency to meet 

part of the cost of its imported inputs. It is therefore 

planned to export some of £he Company's products during 

the Plan Period. 

2.7.10. Towards this end, necessary market research is planned t~ 

help determine the potential of selected export markets, 

customer preferences in terms of quality, taste, price and 

packaging of EADL products as well as the best 

distribution channel to be used for the target export 

markets. 

2. 7 .11. In view of the aggressive marketing policies that are 

expected to be pursued during the Plan Period, it is 

planned to reorganize the present Sales Department into a 

Marketing and Sales Department and all vacancies in the 

new department filled during the early part of the first 

year of the Plan Period. 
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2.7.12. As part of the reorganization of the Sales Department, the 

following personnel who must be suitably qualified and 

experienced are expected to be appointed: 

2.8. 

2.8.1. 

2.8.2. 

2.8.3. 

2.8.4. 

2.8.5. 

- narketing and Sales nanager 
- narketing and Services Officer 
- Export Officer 

Finance and Accounting 

The Accounts Department of EADL is sufficiently staffed to 

perform its normal functions. 

To a large extent however, an integrated planning, 

budgeting, costing, reporting and controlling/steering 

system is absent. 

Staif in the department appreciate the need for such an 

integrated system and are therefore keen to develop the 

present rudimentary system into a comprehensive and 

integrated one. 

It is planned, therefore, to derive annual budgets from 

this Corporate Plan after which performance will be 

closely monitored through costing and reporting on daily, 

weekly, monthly, quarterly and annual basis. 

Furthermore, costs which will be split into fixed and 

variable components, will be allocated to various cost 

centres and responsible off ice rs held accountable for cost 

overruns. Variances from planned targets would be 

analyzed on regular basis with a view to improving on 
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performance of responsibility centres in favourable areas 

and eliminating shortcomings that have led tJ unfavourable 

variances. 

As part of modernizing the accounting system of EADL, it 

is planned to use the personal computers of the Company to 

facilitate the development of an integrated system of 

planning, budgeting, costing, reportin~ and controlling. 

In this regard, it is planned to introduce a revised Chart 

of Accounts prepared by PIES and progressively extend 

Computer Applications in the Company during the Plan 

Peri0d. 

When fully operational, it is expected that the following 

cost centres and sub-cost centres will be set up in the 

Company. 

Cost Centre 
1. Prod~ction and Related Activities 

2. Maintenance 

J. General Administration (including 
General Manager's Office) 

4. Marketing 

5. Human Resources Management 

Sub-Cost Centre 
Procurement 
Raw Spirits (Enguli) 
Store 
Distilling 
Blending 
Filtration 
Bottling 
Packing 
Utilities 
(Steam generation, 
water, power gene
rator & ElP-ctricity 
General 
Workshop/Garage 
Estate 
General Services 
Security 
Marketing Services 
Sales - Local 
Sales - Export 
Personnel 
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Due to the poor liquidity position cf the Company, it is 

necessary for greater emphasis to be placed on financial 

planning and working capital management by the Company 

during the Plan Period. 

2. 8 .10. It is therefore planned to adopt systematic short-term 

financial planning and working capital management during 

the Plan Period under which daily, weekly, monthly, 

quarterly and annual cash budgets will be prepared and 

actual performance compared to budgeted targets for 

necessary control measures to be taken. 

2.9. 

2.9.1. 

2.9.2. 

2.9.3. 

Human Resources l\:lanagement 

EADL employs a total of 98 members of staff at present. 

Considering the low capacity utilization of about 20.8%, 

the number of staff is on the high side. 

However, in view of the planned increase in capacity 

~tilization of the Company during the period 1992 to 1996, 

it is not planned to reduce the number of staff. If the 

need arises for additional workers during the Plan Period, 

only casual staff will be recruited for specific 

assiy11ments and laid off afterwards. 

It is also planned to motivate stafr to increase 

produ~ ivity througL increasing wages and salaries, 

implementing structured training programmes, as well as 

through linking the remuneration package to productivity 

increases by introducing an objective staff performance 

evaluation system. 
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Furthermore, it is planned to develop a comprehensive 

organizational and personnel manual covering the proposed 

re-organization of the Company, a revised organizational 

chart, job descriptio~s, man-specifications, progression 

schemes for various staff, conditions of service of staff, 

promotion policy and training policy of the Company. 

2 .10. Internal Audit 

2.10.1. The Internal Audit Department of EADL has recently been 

strengthened with the appointment of an Internal Auditor. 

2.10.2. It is planned to develop internal control questionnaires 

which will subsequently be used to search for and remove 

any weaknesses in the present systems of internal control. 

2.10.3. In addition, it is planned to carry out management audit 

of various sections of the Company in order to ensure that 

procedures and management systems in use during the Plan 

Period will be effective and efficient as well as 

safeguard the assets of the Company. 
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ASSESSMENT OF THE COMPANY AND 
ITS ENVIRONMENT 

Assessment of the Company 

Human Resources 

The training efforts, employment procedures, staff 

performance appraisal methods, remuneration schemes and 

organizational structure of the Company are all assess~d 

as rather weak in terms of propelling the Company towards 

achieving its strategic goals and therefore need to be 

strengthened considerably during the Plan Period. 

Production and Related Activities 

The general condition of the Company's plant, vehicles and 

equipment, preventive maintenance schemes, methods of 

repairs, quality control efforts, procurement and 

production process are fairly good in terms of 

facilitating the achievement of the Company's objectives. 

However, there w i 11 be the need to improve upon them 

significantly during the Plan Period due to the planned 

increase in capacity utilization. 

Marketing 

The extent to which the Company carries out market 

research, its distribution methods, pr1c1ng, advertising 

and promotion policies, its training efforts for sales 

personnel, number of sales personnel, sales planning and 

sales controlling are rather weak and need to be 

significantly improved during the Plan Period. 
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Finance and Accounting 

Planning, budgeting, calculation of unit production cost, 

general accounting procedures and performance of 

accounting personnel is fairly satisfactory. 

However, it is planned to improve upon them during the 

Plan Period as well as significantly improve upon present 

weaknesses in costing, computerization, controlling and 

up-to-date reporting. 

J . 2 . Assessment of the Company's Em:ironment 

A number of threats may be faced by the Company during the 

period 1992 to 1996. 

During the Plan Period, it is expected that the present 

premium between the official exchange rate of the Uganda 

Shilling to the US Dollar will be progressively reduced 

thus making the cost of imported raw materials much higher 

than at present. 

Though the cost of debt (ie. interest rates on borrowed 

capital) is ultimately expected to come down, it is not 

expected to fall to a level which will translate into a 

significant reduction in the Company's cost of borrowe~ 

funds during the Plan Period. 

The progressive liberalization of the economy and possible 

reductions in the tariffs imposed on imported spirits 

could significantly affect demand for the Company's 

products. 
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Furthermore, production of the Company's competitors could 

also affect adversely, demand for the Company's products. 

At the same time, a number of opportunities may arise 

~hich the Company could take advantage of. For example, 

it is expected that with the gradual improvement in the 

economy, infrastructural services would also improve and 

thus make it possible for the Company to distribute its 

products more widely than at present. 

Furthermore, the disposable income of the majority of 

Ugandans would be expected to increase, which would thus 

help to increase demand for spirits. 

In addition, further reductions in Sales Tax and Excise 

Duty during the Plan Period could help to boost demand for 

spirits by making spirits sold by the Company cheaper. 

3 • 3 • Corporate l\tissivn and Cor~rate Vision 
Statements 

In the light of the opportunities and threats presented by 

the Company's environment and its own internal str 0 ngths 

and weaknesses, the Company's mission, which expresses its 

underlying purpose during the Plan Period is stated as 

follows:-

"The Core Business .:;f t:;~ J;ast African Distilleries 
Limited is to produce and market affordable alcoholic and 
related drinks of the highest quality at a level of 
capacity utilization consistent with long-term sustainable 
growth at the highest level of profitability." 
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The Corporate Vision of EADL which covers the scope of 

products to be produced by the Company during the Plan 

Period and also outlines what EADL wishes to become as a 

Company by the end of the Plan Period is expressed as:

"To become the market leader of affordable and high 
quality alcoholic and related drinks as well as the 
leading exporter nf waragi products on the international 
market." 

Objecth·es 

Capacity Utilization 

P.. r.?ain objective of EADL during the Plan Poeriod is to 

increase its production of assorted spirits from the 

present 366, 080 1 i tres (20. 8% capacity utilization) to 

880, 000 litres ( 50% capacity utilization) by 1996 as 

follows:-

1992 
1993 
1994 
1995 
1996 

Exports 

% capacity 
Utilization 

30 
35 
40 
45 
50 

Litres 

528,000 
616,000 
704,000 
792,000 
880,000 

EADL plans to export 2% to its total output (i.e 10560 

litres) in 1992 and to increase. the percentage of output 

exported to 10% (i.e 88,000 litres) in 1996 as fo\lows:-

1992 
1993 
1994 
1995 
1996 

\ of Total Output 
to be Exported 

2 
5 
5 
8 

10 

Total Output 
.in Litres 

528,000 
616,000 
704,000 
792,000 
880,000 

Total Output to 
be Exported in 

Litres 
10560 
30800 
35200 
63360 
88000 
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Quality 

A key objective of EADL during the Plan Period is to 

significantly improve the quality of its products during 

the Plan Period. 

In order to achieve this objective, it is planned to 

purchase additional equipment and chemicals for the 

Company's laboratory by the end of 1996. 

cost Control 

The Company plans to cut down the cost of its operations 

by a significant margin during the Plan Period. (See 

Appendix 10 for quantified targets in terms of expected 

financial ratios) . 

Harke ting 

EADL's objective in the field of marketing is to improve 

its market share through adopting aggressive marketing 

strategies on both the local and international markets as 

well as to reduce the cost of its marketing and 

distribution activities. 

Finance and Accounting 

The EADL objective in the fields of Finance and Accounting 

is to modernise its accounting system by, among other 

things, computerizing operations as well as adoptir.g an 

integrated planning, budgeting, costing and controlling 

system. 

In addition, the Company plans to improve its financial 

planning and working capital management. 
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Human Resources Hanagement 

The objective of the Company in this field during tha Plan 

Period is to significantly improve productivity of staff 

through adopting a comprehensive personnel programme, 

objective recruitment and staff perfcrmance appraisal 

policies. 

In addition, increases of salaries and wages of staff will 

be linked to productivity increases that are achieved by 

staff during the Plan Period and staff made to follow 

structured training and manpower development programmes. 

Internal Audit 

The objective of the Internal Audit function during the 

Plan Period would he to ensure that all company assets are 

effectively and efficiently used as well as protected from 

misappropriation or unauthorized diversion. 

This objective will be achieved through instituting 

systems of internal control that will ensure that proper 

checks and balances exist in the Company to prevent fraud 

and misappropriation of the Company's assets while at the 

same time promoting effectiveness and efficiency. 

Finally, the Internal Audit function would be expected to 

reinforce monitoring of the Company's operations as part 

of the integrated planning, budgeting, costing, reporting 

and controlling system. 
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Broad Strategies 

The broad strategies to be pursued by the Company during 

the Plan Period are listed below and detailed in the 

Strategy and Action Plan section of this Corporate Plan. 

Strategies to be Followed by the Production Department 

1. Rehabilitate the prodJction line. 
2. Improve efficiency to ensure a less costly operation. 
3. Upgrade quality control function. 
4. Ensure uninterrupted supply of raw materials. 
5. Ensure balanced and uninterrupted production. 

strategies to be Followed by the Harketing Department 
1. Ensure uninterrupted and balanced supply of finished 

products to all distribution outlets. 
2. Ensure affordable prices. 
3. Implement effective advertising and promotion. 
4. Undertake market research 
5. Ensure timely and accurate market information is available 

at all times for decision making. 
6. Train Salesmen. 
7. Motivate Salesmen. 

strategies to be Followed by Finance and Accounting 
Department 

1. Modernise accounting system. 
2. Improve planning and budgeting system. 
3. Improve costing and reporting system. 
4. Integrate planning, budgeting, costing, reporting and 

contro!ling systems. 
5. Improve financial planning and working capital management. 
6. Compute financial ratios of the Company regularly to 

facilitate monitoring of the Company's operations. 
7. Reduce delays in obtaining foreign exchange for purchases 

of foreign inputs. 
8. Lobby for further tax concessions. 
9. Monitor purchases to ensure most favourable prices are 

obtained. 
10. Introduce responsibility accounting. 
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Strategies to be Followed t?y the Personnel Department 

1. Improve productivity and motivation of staff. 
2. Prepare comprehensive personnel programme covering: 

recruitment 
remuneration schemes 
training schemes 
appraisal of staff. 

3. Improve discipline of staff. 
4. Prepare a comprehensive organizational and staff manual, 

including job descriptions. 

Strategies to be Followed by the Administrative/ 
Hanagement Department 

1. Re-organize Sales Department into Marketing and Sales 
Department. 

2. Create Export Section within Marketing and Sales Department. 
3. Strengthen Personnel Department. 
4. Strengthen Internal Audit Department. 
5. Remove one-to-one reporting relationships in organization. 
6. Assign procurement function to the Production Manager. 
7. Place Finished Goods Store under Marketing D~partment. 

Strategies to be Followed by the Internal Audit Function 

1. Design Internal Control Questionnaires covering all facets of 
the Company's operations. 

2. Test-check all present systems of internal control and submit 
recommendations thereon for improvement. 

3. Review all procedures and management systems to ensure they 
contribute to optimization of effectiveness and efficiency. 

4. Monitor integrated planning, budgeting, costing and 
controlling system to ensure management reports are submitted 
on time and corrective follow-up action taken on time. 
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4.o. TACTICAL SHORT-TERM ACTION 
PROGRAMMES AND PROJECTED 
OPERATING RES UL TS 

4 .1. Strategies and Detailed Action Plans 

4.2. 

4.2.1. 

The strategies and detailed action plans to be followed by 

each department of the Company during the Plan Period are 

presented in Appendices 3(a) to 3(f). 

P1~ojected Profit and Loss Accounts, 
Cash Flow Statements and Balance Sheets 
During the Plan Period 

Major Assumptions: 

Production 

Production during the Plan Period is expected to be at the 

following levels of capacity utilization: 

1992: 30% 528000 Litres 
1993: 35% 616000 Litres 
1994: 40% 704000 Litres 
1995: 45% 792000 Litres 
1996: 50% 880000 Litres 

Cost of P.r;oduction and Qperations 

The basis of costing used in the Corporate Plan is the 

cost structure of the first six months of 1991 from 1~ 

January, 1991 to 30~ J~ne, 1991. During this period, the 

following cost structure was recorded by the Company. 

Type of cost Average Rate Per Litre 
Variable Production 662.36 Ush. 
Selling and Marketing 36.84 Ush. 
Administration (including 
Personnel and Audit) 
Accounting and Finance 
Depreciation - Plant 

- Other 

T 0 T 1\ L 

293.61 
69.13 
46.67 
20.36 

Ush. 
Ush. 
Ush. 
Ush. 

1128.97 Ush. 
============= 
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After June 1991 however, the cost of various raw material 

inputs increased significantly. For example, pr ices of 

Enguli currently averaged 800 USh. per litre on the open 

market compared to the 250 USh. pe~ litre reflected in the 

Company's cost structure detailed above whilst the price 

of spirit alcohol increased by 54% from 468 USh. per litre 

on average to 720 USh. per litre. 

Furthermore, due to the devaluation of the Uganda 

Shi 11 ing, the cost of foreign raw materials such as 

sentrates and bottles went up by 60%. This resulted from 

the drop in the value of the Uganda Shilling to the US 

Dollar from 500 USh., reflected in the cost structure. 

shown above, to 800 USh. in August, 1991. Direct and 

indirect labour costs were also projected to go up by 300% 

in 1991. 

In 1990 and 1991, cost of sales accounted for 44.2% and 

58.6% of total cost respectively. Out of these 

percentages, direct material costs accounted for an 

average of 71.3%. 

It is therefore important for the purchasing function of 

EADL to be tightly controlled in order to ensure that the 

most favourable prices are obtained by the Company for its 

raw material inputs throughout the Plan Period. 

Furthermore, the Management of EADL should closely observe 

trends and changes in exchange rates, cost of imported 

inputs and cost of local purchases in order to adjust 

sales prices in a timely manner to ensure that losses are 

avoided. 
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In order to fully meet the present cost of raw materials 

however, a further average pr ice increase of 30% was 

recommended in the early part of the se=ond half of 1991. 

In addition, it was expected that before 1992, a further 

average increase in price of 15% would be implemented. 

After these price increases however, only marginal price 

increases have been provided for during the Plan Period in 

order to demonstrate that the Company can operate 

profitably even after obtaining additional funding to meet 

the cost of projected investments and working capital 

requirements. If however, major shocks occur in the 

operating environment which drastically affect costs of 

the Company during the Plan Period, then significant cost 

reduction programmes coupled with appropriate additional 

price increases will become necessary. 

In such cases, it is assumed that any adverse effects on 

costs ~ill be compensated for by appropriate adjustments 

in selling prices. 

During the Plan Period therefore, it is assumed that 

barring any major shocks, average 

the following nominal rates: 

Ye~~ .Aver~g~_Sal_~~__R_rice 

1992 
1993 
1994 
1995 
1996 

5420.45/Litre * 
5516.23/Litre 
5612.21/Litre 
5699.49/Litre 
5794.32/Litre 

sales prices would be at 

Percentage 
Increase 

1. 7% 
1. 7% 
1. 5% 
1. 5% 

* Average ex-factory selling p1·ice in July 1991 is 4170.37/Litre. 
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Exchange Rates 

The exchange rate used for projections in the Corporate 

Plan was assumed to be a constant rate of USh. 960 to 

US$1.00. 

Credit Sales 

In order to promote affordability of the Comp~ny's 

products as well as pursue the Company's objective of 

balancing its distribution channel-mix during the Plan 

Period and thereby sell more of its products through well 

established wholesalers, a credit sales policy has been 

assumed during the Plan Period. Under this policy, 60% of 

the cost of goods sold would have to be paid for on_ 

collection and the remaining 40% paid in two equal 

instalments within JO days after the date of sale of the 

products. 

Investments 

In order to rehabilitate the production plant and workshop 

as well as acquire vehicles, machinery and other equipment 

that will be required to ensure that the projected 

increases in capacity utilization are achieved, the 

Company plans to incur the following ' ;,-ital expenditure 

during the Plan Period. 
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1. Buildings/Workshop and 
extension of offices 

,. Plant and machinery 
Labelling machine 
Washing machine 
Bottle mould 
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Control panels and sp3~es 
Portable pump 
Filter press 
Cooling tower filler material 
Rotary pump 
Heat Shrir.king machine 
Bottle conveyor 
Boiler 

3. Equipment and Tools 

32 
120 

35 
10 

1 
54 

3 
2 
3 

40 
265 

Fire fighting equipment 2 
Workshop tools & Laboratory Equipment 18 
Lawn Mower 4 
Refrigeration Plant 1 

4. Motor Vehicles 
Lorry 
Pick-up and cars 

5. Office equipment and furniture 

27 
55 

Computer 34 
Photocopier 4 
Switchboard 10 
Calculators, furniture and fittings 8 

TOTAL INVESTMENT 

Financing the Investment 

Millions of Ush. 

so 

565 

25 

82 

56 

118 

It is planned to finance the total cost of the planned 

investment of USh. 778 million as well as the Company's 

total requirement of USl1. 182 million for working capital 

through a medium term loan of USh. 960 million and the 

Company's overdraft facility of USh. 100 million, if the 

need arises. 
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However, as shm-:n in the> Projected Cash Flow Statements in 

Appendix 6, it u ill not be necessary to draw on the 

Company's o,·erdraft racHity if a medium term loan of Ush. 

960 mill ion is secJrecl. It has been assumed that the 

medium term loan, if secured, would be repaid over five 

years at an intc>n~st t·ate of 40% per annum. (Please refer 

to Appendix 7 for details of the loan repayment schedule). 

Organizational_ Str!!_f:Lur~ 

In order to achieve the Company's objectives as spelt out 

in this Corporate Pla11, it is expected to re-organize the 

Company's Organizational Structure in orcier to provide the 

type of organizational framework within which staff of the 

Company can work to~ards achieving the Company's 

objectives in the most effective and efficiE>nt manner 

possible. 

The present and proposed oryanizational structures are 

shown in Appendices 8 <:1nd 9. 

Under the proposed org<:1nizational structure, the S:-les 

Department IMS be. n re-organisi::.J into a Marketing and 

SiJ les De[.Jartment with separate sections for Marketing 

Services, Export and Sales. 

The position or Marketin<J Services Officer and Export 

Officer as well as Marketing and Sales Manager would have 

to be filled dui-inq the Plan Period. 



4. 3. 

4.3.1. 

4.3.2. 

4. 3. 3. 

55 

In addition, the l'er·sonnel, Production and Accounts 

Departments would have to be strengthened through the 

appointment of a Personnel Officer, a Mechanical Engineer 

and a Management Accountant. 

As far as possible, it is planned to re-deploy personnel 

from elsewhere in the Company to fill these positions 

except in those cases where suitably qualified personnel 

cannot be found from within the Company. 

Projected Profit and Los~Ac~mmts 

Based upon the sale of the products detailed in Appendix 

2 at the average prices indicated in Section 3.2.1 of this 

Plan, total net sales is expected to increase from 1701 

million Ush. in 1992 to 3199 million Ush. in 1996. 

From an estimated 51% in 1991, variable production costs 

as a percentage of net sales is expected to reduce 

steadily to 38.6% by the end of the Plan Period. 

In addition, due to the projected increase in capacity 

utilization from an estimated 366,080 litres in 1991 to 

880,000 litres by the encl of the Plan Period, the cost per 

unit of production is e>:pected to decrease steadily and 

therel)y result in an inLTease in the net operating profit 

to salPs ratio from an expected negative position at the 

end of 1991 to :d.:.% in 1996. (Please refer to Appendix 

10 tor cletails of fj11a11cjal ratios during the period 1986 

to 1989 as well as estimated financial ratios for 1991 and 

financial rat icis t;1rr1c·t:C'd for Uw various years in the 

Plan Period). 
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In keeping with the strategy of reducing costs during the 

Plan Period, administrative expenses are expected to be 

reduced from 14.7% of sales in 1992 to 10% of sales by the 

end of 1996. 

In addition, accounting and financiai expenses are also 

planned to be reduced from 24.7% of sales in 1992 to 4.3% 

of sales by the end of 1996. 

In preparing the Projected Profit and Loss Accounts for 

the years in the Plan Period, it was assumed that no 

management fee would be paid by EADL to UDC. 

Provision for depreciation at the rates shown in Appendix 

11 has also been made under administrative expenses for 

each year of the Plan Period. The cost of debt service 

(refer to Appendix 7) has also be2n provided for in the 

accounting and financial expenses projected during each 

year of the Plan Period. 

Corporate tax has been assumed to be at a rate of 40% of 

before-tax profit per financial year during the Plan 

Period. 

The Projected Profit and Loss as well as Appropriation 

Accounts for all the years in the Plan Period are shown in 

Appendices 12 and 12 (a). Net Profit After Tax is expected 

to increase from 62 million Ush. in the first year of the 

Plan Period (i .e 1992) to 761 million Ush. in 1996. 



I 

4.J.10. As expected from the strategy of balancing the distribu

tion channei-mix of the Company during lhe Pian Period, 

the marketing overheads ratio to sales is expected to 

reduce from 4.7% of sales in 1992 to 4.1% in 1996. 

4.3.11. The small reduction in this ratio is however, due to the 

need to effectively provide sufficient budgetary support 

to the aggressive marketing strategies that are expected 

4.4. 

4.4.1. 

be pursued during the Plan Period. 

Projected Cash Flow Statl'ments and Ualance 
Sheets 

Creditors and Stock Levels 

In preparing the Casl1 Flow Statements and Balance Sheets 

for the various years in the Plan Period, it was assumed 

that purchases would be made at levels that are high 

enough to ensure that, on average, almost half of the 

ensuing years supply of essential imported and local 

inputs (excluding enguli) could be held in stock at the 

end of each year. 

With regard to Enguli, a minimum stock level of 70,000 

litres (sufficient for two months production; is expected 

to be held in stock at any time during the Plan Period. 

Thus the value of stod:s held as a percentage of total 

purchases is expected to increase from 30.6% in 1992 to 

99% in 1996. The policy of holding sufficient quantities 

of essential inputs in stock is to ensure uninterrupted 

production during the Plan Period, which has hitherto not 

been possible due to frequent shortages of essential 

inputs for production. 
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Debtor~ 

In 0rder t0 enhance affordability of the Company's 

products, it is planned to introduce a credit sales policy 

during the Plan Period. Under the credit sal~s policy; 

60% of the cost of goods bought from the Company is 

expected to be paid immediately upon purchase and the 

balance of 40% paid in two equal instalments within 15 and 

30 days of the date of purchase. 

Thus, the debtors figure in the Balance Sheet at the end 

of each year is assumed to be at a rate of 20% of sales of 

the last month of each year. Please refer to Appendices 

6, 13, 14, and 15 for the Projected cash Flow Statements, 

Balance Sheets, Purchases/Stock Schedules and Sources and 

Uses of Funds Statements during the Plan Period. 
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EXPECTED OUTCOME OF PLAN 
AND CONC_L_USIQN_ 

Production 

Capacity Utilization 

By the end of the Plan Period in 1996, it is expected that 

the following capacity utilization levels would have been 

achieved. 

Year Percentage ca1;1acity Litres 
utilization 

1992 30% 528,000 
1993 35% 616,000 
1994 40% 704,000 
1995 45% 792,000 
1996 50% 880,000 

Cost Per Unit Produced 

It is expected that by 1996, a 5% decrease in total 

production cost per unit would have been achieved as a 

result of decreases in cost arising from the projected 

increase in capacity utilization from 30% in 1992 to 50% 

in 1996. 

The unit cost of production expected during each of the 

years in the Plan Period are shown below: 

Je~r !>er_c~p t~g~ -~~paci!Y Cost Per Unit 
~ti.li~~t ion (Litre) Produced 

1992 JO% 1609.85 l ;h. 
1993 35% 1579.55 Ush. 
1994 40% 1556.82 Ush. 
1995 45% 1540.40 Ush. 
1996 50'l; 1526.13 Ush. 
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R~placell!__<ll~CJf _l~rQ._<J!Jc;f-)gJL Pl~nt, Hacliinery and Equi.P.ment 

It is expected that by the end of the second year of the 

Plan Period, all necessary replacements of production 

plant, machinery, equipment and vehicles as well as all 

relative spare parts would have been completed. The list 

of production plant, machinery and equipment are shown in 

Part III of this Corporate Plan. 

Sales and Pricing of Products 

Pricing 

It is expected that, in order to ensure affordability of 

the Company's products, only the marginal increases in 

prices indicated in part 3 of this Corporate Plan will be 

implemented. Consequently, it is planned that barring any 

major shocks in the external environment, such as a 

further rnajor devaluatio.i of the Uganda Shilling, only a 

7% increase in prices, on average, will be implemented 

between 1992 and 1996. In addition, a credit sales policy 

will be introduced to facilitate greater affordability. 

Market Segm~.nt.a tj_cm 

The average prices indicated in part 3, of this Corporate 

Plan are expected to offer the Company flexibility in 

pricing its products in selected market segments in such 

a rnanner as to ensure that the average sales prices 

indicated are achieved at the end of each year. 

Three main market segments are therefore expected to be 

targeted for sale of the Company's products as follows: 
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1) 

2) 

3) 

High Income Class 
Citizens/Exp•n·t H:ti-kets 

Middle Income Class 
Citizens 

Low Income Class Citi;:ens 

~equirements of Marjce~ 

Hiyh quality product, attractive/ 
unique packaging, special distribu:
t ion channels to reach target markets 
and special advertising and pt·omotion 
packages. 

High quality product, attractive 
packaging, competitive price, 
balanced distribution of brands 
throughout all channels, point of 
sale advertising complemented by 
other methods of aggressive adverti
sing to position products of the 
Company as offering better value for 
money than competing local as well as 
imported spirits. 

High quality product, higher alcohol 
co::tent, new methods of distribution 
to reach potential custo~ers and 
innovative packaging to reduce cost 
and therefore enable the Company to 
sell at lower prices. 

Due to the significant innovation required, in terms of 

product adaptation, to meet the needs of the first and 

third market segments stated above, it is expected that 

the fol lowing tarqcts \.;i 11 be met by the end of the Plan 

Period with reg;J rd to the export and low- income class 

markets. 

&xpor_~!i 

It is expected th<lt by the end of the Plan Period, the 

following export targets would have been met: 

1992 
1993 
199'1 
1995 
1996 

~~~cen!~g~_OYtB~L_.t_Q 
Q~-- E~port~d 

2 
5 
5 

1 0 

10,560 
30,800 
35,200 
63,JGO 
88,000 
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Sales to Low I11_comg_J-:lass Market Segment 
(i.e to '1.'raditional E11guli ConsumersJ 

Due to the extensive market research and product adapta

tion required in order for penetration of this target 

market to be successful, it is expected that every effort 

will be made by the Management of EADL to successfully 

achieve penetration of this target market with at least 

10% of total output by the end of the Plan Period. 

Return on Eq_uity_ 

From an estimated negative position of (12.2%) at the end 

of 1991, it is expected to achieve a return on equity of 

46.5% by the end of 1996 through adopting the strategies 

spelt out in this Plan. 

Net OJ>!?r~tinq__Er_qJit to Sales f.atio 

From an estimated negative position of (12.6%) at the end 

of 1991, it is expected to achieve a net operating profit 

to sales ratio of 5 3. 6% by the end of 1996 throuqh 

implementation of the strat~gies recommended in this 

Corporate Plan. 

f._gmini_?._J;_.[~t,jye_ O'fe.rl19?J~_s ___ to §_ales RatiQ 

From an estimated level of 23.8% of 

overheads a:. '' perccntoge of sales in 

Administrative 

projected to achieve a level of 10.0% 

1991, it 

in 1996 

is 

in 

accordance with the cost reduction measures planned during 

the Corporate Planning Period from 1992 to 1996. 

Otf)~_r.__F;_~pgq_Lf:!.c.l__ I ,!SJJ.Jt_s __ Q_[_F_l_~!l 

Other expected results during the plan period in terms of 

financi<1l r<1tios Cl,·e as shown in Appendix 10. 
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Sensitivity An..E~ysi~ 

Appendices 16 and 17 show what the results on profita-

bility are expected to be if costs increase beyond the 

projected levels by 5% and 10% respectively. 

From Appendix 16, it can be seen that the Company would be 

expected to make a modest profit after-tax of USh. 19 

million in 1992. However, profit after-tax would be 

expected to increase to USh. 711 million by 1996. 

If on the othe~l1and, costs increase beyond the projected 

levels by 10%, then as shown in Appendix 17, a loss of 

USh. 26 million is expected to be made in 1992. However, 

profit after-tax is expected to reach USh. 656 million by 

1996. 

5.2.10. Cash Flow Disco~nting 

Appendices 18, 10 ~nd 20 show the Net Present Value of the 

stream of cash flows associated with the profit scenarios 

detailed in Appendices 12(a), 16 and 17. 

The stream of cash flows associated with each of the 

profit scenarios result in positive net present values as 

follows: 

- Profit Scenario in Appendix 12(a) 
- Profit Scenario in Appendix 16 

(i.e. 5% increase in cost) 
- Profit Scenario in Appendix 17 

(i.e. 10% increase in cost) 

usn 553 million 
Ush 430 million 

Ush 331 million 

Given that EADL implements the recommendations contained 

in this Corporate Plan therefore, the Company should be 

able to repay the loan of USh. 960 million, which it is 
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expected to take jn the first year of the Plan Period and 

still make reasonable profit from its operations even if 

costs go up by, up to 10% more than anticipated. 

Conclusion 

The Management of EADL was fully iDvolved in all stages of 

development of this Corporate Plan. 

The Consultants believe that their involvement has 

reinforced in their minds, the need for the Company to 

adopt more aggressive marketing strategies, an integrated 

planning, budgeting, costing, reporting and steering 

system, improve quality of products, adopt cost reduction 

measures in all areas of the Company's operations as well 

as product innovation and a comprehensive personnel 

management and tra inin1; programme. 

The Consultants have observed a keen sense of determina

tion on the part of Management to achieve the targets set 

out in this Plan. 

While appealing to the Board of Directors of the Company 

to give Management every support and assistance to achieve 

the targets that have been set in this Plan, the 

Consultants wish to place on record the enthusiasm with 

which all staff of EADL approached the Corporate Planninq 

exercise. 



5. 3. 5. 

5.3.6. 

65 

Finally, the Consultants wish to emphasize the need for 

close monitoring and further technical assistance to be 

given to the Management of EADL during the implementation 

of the various action programmes contained in the 

Corporate Plan. 

In this regard, it will be necessary for Experts from 

UNIDO and PIES to provide such monitoring and assistance. 
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APPENDIX 1 

EAST AFRICAN DISTILLERIES LIMITED 
PRODUCTION l\'IATEIUAL REQUIREI\1ENTS 

ANNUAL REQUIREMENTS 

MATERIAL UNIT 1992 1993 1994 1995 1996 

SENTRATES 
U. Waragi Litres 8842 9671 10316 10776 11052 
M.R. Whisky Malt Litres 3794 5533 7588 9958 12647 
Gain Litres 2887 4210 5774 7578 9623 
R.M. Brandy L.Lcres 5711 8567 11966 15909 20396 
Q.E. Gin Litres 1288 1803 2404 3091 3864 
Glyce1.ine Litres 588 858 1176 1588 2025 
Caramel Litres 57 84 1165 1539 1963 

BOTTLES 
75cl Cartons 38222 43709 48979 54018 59185 
75cl Cartons 2904 4045 5366 6864 8536 
30cl Cartons 7583 9090 10677 12346 13810 
15cl Cartons 8851 10126 11303 12370 13310 

SATCHETS 
U. Waragi Rolls 165 194 223 257 285 
M.R. Whisky Rolls 2 7 8 9 11 
R.H. Brandy Rolls 5 7 12 20 28 

LABELS 
u. Waragi 75cl Pieces 366084 389316 403440 409092 409728 
U. Waragi 30cl Pieces 154872 175560 193824 209352 214704 
U. Waragi 15cl Pieces 422400 480480 532224 576576 612480 
M.R. Whisky 75cl Pieces 50688 73104 99120 128616 151448 
M.R. Whisky 30cl Pieces 12672 19488 28152 38808 51624 
R.H. Brancly 75cl Pieces 41892 62088 85188 110508 139044 
R.H. Brandy 30cl Pieces 13560 21264 30984 42864 57192 
R.H. Brandy 15cl Pieces 2448 5568 10320 17184 28400 
Gin 75cl Pieces 34848 48540 64392 82368 102432 
Gin 30cl Pieces 888 1840 3288 5280 7920 

SEALS 
30 x 35r.1m Pieces 458664 524508 587748 648216 710218 
30 x 18mm Pieces 181992 218152 256248 296304 331440 
31. 5 x 18mm Pieces 424848 486048 542544 593760 638880 
31. 5 x 24mm Pieces 34848 48540 64392 82368 102432 
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APPENDIX 1 CONT .• 

MATERIAL UNIT 1992 1993 1994 1995 1996 

H.S CAPSULES 
32 x 60mm Pieces 366084 389316 403440 409092 409728 
32 x JOmm Pieces 577272 656040 726048 785928 827184 

FILTER SHEET 
K500 40 x 40 Sheets 3200 3734 4267 4800 5334 

RAW SPIRIT 95't. Litres 296600 346033 395467 444900 494334 

DIESEL Litres 270930 316085 361240 406395 451550 

WATER H3 27900 32550 37200 41850 46500 

ELECTRICITY Kwh 52500 61250 70000 78750 87500 

CARTON BOXES 
u. Waragi 75cl Pieces 30507 32443 33620 34091 34144 

30cl Pieces 6453 7315 8076 8723 8946 
15cl Pieces 8800 10010 11088 12012 12760 

Tota pack Pieces 9748 11609 13394 15048 17058 
H.R. Whisky 75cl Pieces 4224 6092 8260 10718 13454 

30cl Pieces 528 812 1173 1617 2151 

Tota pack Pieces 108 237 433 542 650 
R.H. Brandy 75cl Pieces 3491 5774 7099 9209 11587 

30cl Pieces 565 886 1291 1786 2383 
15cl Pieces 57 116 215 358 550 

Tota pack Pieces 284 426 694 1188 1692 
Gin 75cl Pieces 2904 4045 5366 6864 8536 

30cl Pieces 37 77 137 220 330 

DISPENSER BOXES 
U. Waragi l x 20 Pieces 58888 69634 80364 90388 102348 
H.R. Whisky Pieces 648 1422 2598 3800 3900 
R.H. Brandy Pieces 1704 2556 4164 7188 10152 

GUMMED TAPES 
Plastic Rolls 1692 19 .. 2256 2 5 .• 2820 

Kgs 345 402 460 518 575 



WARAGI 

80\ 
422400 

75\ 
462000 

70\ 
492800 

65\ 
514800 

60\ 
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APPENDIX 2(a) 

EAST AFRICAN DISTILLERIES LIMITED 
PROJECTED SALES DURING THE CORPORATE 

PLAN PERIOD FROl\11992 TO 1996 

WHISKY 

8\ 
42240 

lO't. 
616000 

12'1. 
84480 

14\ 
110880 

16'1. 
140800 

5't 
26400 

6't 
369600 

7'1, 

49280 

8\ 
63360 

9\ 
7920 

BRANDY 

7\ 
36960 

9\ 
55440 

11 't 
77440 

13\ 
102960 

15\ 
132000 

PROJECTED ANNUA:. 
PRODUCT SALES 
LITRES 

528000 

616000 

704000 

792000 

880000 

·. 
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PRODUCTION 1 
CORPORATE MISSION 

.' 

APPENDIX 3(b) 

EAST AFRICAN DISTILLERIES LIMITED 
STRATEGIES AND DETAILED ACTION PLAN SHEET 

f ------r ~-~---T l 

!:i ! t~: ! t3J i i4l i tsJ I tt.J I (7J I l8J I (9J I t10J I t11J 
·~8JEC!IV~SlSTRATEGY IEXPECTEP lDFFlCER !NECESSARY ACTION !TARGET JREPOR?(S) TC !TARGET !FOLLOW·UP JCFFICER(S) JTARGET COMPLE· 

!DUR~Tlc~: Cf tRESPDNsmE ! !COMPLETION IBE sueMrmo 1sueMISSION IACTIU~1 !REsrcusIBLE 1r1ou DATE m I 
!STRATEGY l ! !OATE(S) !PRODUCED !DATE(~) I IFOR FOLLOIHPIFCLLOlrl-UP ACTION! 

I --t--------+l------1 
"' , ....... ;., R"""";i;_ ·~--- 1 ~·e ··)· •• •n ........ ; •• 1• h··~·· •·tt'e 1" 10"91 !"e•· O" f1'nd1·ng·10•10° 101 !t"A JH/A 1H/A I "'• .-r<1'11U't~1a.1 1 WuQ ... .a.!.1. :"'"' .. ~'""" -.Q 1111 !r'v"'"'"'""'"" I J11;)p1w"""' '-"" .a. !"'·q " 11 111u 11 ;j J u1 J 't I . 
...... ; ... ''"'£ '"2 •1--·•··•·•;,;,..; •• '"·nace· ' w--ne·" J .. b; 1 ee 1 1•· ~ener·l I 1 I I ,..,-..-~ ...... "] j\IC:H1t "'1 1111.1.0lfflll;.llCHJ444"'G".lrJ'I 11101. • ! Q;)I: Q" i.. .1.6 ! !ttU I.I 0 

1 
~ 

,,.,;i; • ._ , __ ., ~- .. ;·,.~·· ···o·•· .... ~-• i1nw1 i Ice L1· .. 1··~• i i"anage· fc· ' I I I •.:1o.i..l.•~~ ~Ct.11..,. ~ .... \oi4lil•r;;11w, ~" 11\;I ~J IWll\,l !\,.-fl,' ~ Ill '-rmit., ! :11 I 1 I l 

:~i:~ : lof !<l'l2 anc : I I !information. I : I I 
·3c; .. o~ 

J 1 i: - OT 
·"'.J ..... 

"" o .. .... . . 
t ':: - oc • ~ .J . ,.j 

! ;::1'\ O,; ....... . ... 

! 

:re;laca ~~iler 
I,; .. I 007 At. .. !"" J,Jlo.,j \,II 

! l 9'l4. 

;· Request for Ill IH\101 I""" I ,l\{I I" 
! Mechanical Engineeil 
:· Re·eQuip the Lab. 
/· Replace labelling 
! r.achine. 
1- Replace filler 
! ;aterial for 
I cooling tower. 
I· Procure standby l3l/D3/92 

rotary our.p to pump! 
water during dis ti- I 

I llation process. 
I· Replace filter 
! press 
I· Rewire electrical 
I installations and 
I replace switch 

g1;,ir. 

130/06/92 

I 
I 
I 

!Me=o to Perso· !!!/08/91 
!nnel !'1anager. 
!Mer.a anc profcr· p5/l!/91 

!~a invoices to I 
lbe sub~itted :c ! 
JGM for approval. I 
I 
I 
1r.er.o and selec-
i ted profori:a 
pnvoice tc be 
!submitted to GM 
lfor approval 

!$end re~ir.der to!Productior. 
IPerscnnel Mgr. !Mar.ager (PM) 
!Ensure order !Production 
!Placed by impcrt!Manager 
1officer. I 

I 
I 
I 
I 
I 
I 
I 
! 
I 
!Production 
;:1anagu (PM) 

I 
I 

1 ' 
L ___ l ___ _____1___ J t 

!30/ll/91 

!30/09/91 

I 
I 

I 
I 
I 
I 
J30/06/93 

I 
I 
I 



~ ( 

STRATEGIES AND DETAILED ACTION PLAN SHEET 

PRODUCTION 1 CONTD .. 
CORPORATE MISSION 

11 \ I i41\\ 
\. . . ... : 

!081ECT!~E~~STR~!E~¥ 

I I 1 \ I .. ,, 

!EX~ECTE~ 

lO:JRAi!ON OF 

JSTRAHCY 

,---------·--r- ---- - ,--
( ~) ! ( s) l (l) I (7) 

!OFF!CER !NECESSARY ACTION ITARGEl jRErORT(S) TO 
'RC<'!"'ll"'°' r I I ~"" .., 1i1u.n.'" ICOf'IPLETlOtl jBE SUBMITTED 

I !DATE(S) I PRODUCED I 

I (8) I (9) 

ITARGEl IFCLLO~·ur 

!SUBMISSION IACTIOH 
IDATE(S) I 

l I 
I ( 10J (11) I 
!OFFICER( SJ I TARCET c~:if'LE · I 
!RESPONSIBLE ITIOH O~TE FOR I 
IFOR FOLLOW·UPjfOLLOW·UP ACTIOHI 

i----~~~~~~+-~--~~-t--~~~+-~~~~~~+-~~~+-~~~~-t-~~~-+-~~~--~+-~~~-+-~~~~---1 
I ' 

!~J I•;~o~a:~J Carry~~! . . 

Q~ality of l~lanned and 
17roduc:s. hne~cnti\·e 

!1ainte::an:e 
s:heaes. 

I· Acquire bottle I I I I I I I 
! 1ould. 
!· Replace bottle 
! labelling 1achine. 
:· A:ouire second heat 
I shrinking 1achine. 
!· Construct workshop !30/09/92 
l shed. 
1· Replace boiler. 
1· rrepare bill ot 

pn 1993/~4 111er.o to er. for 
!approval ct 80~ 

I 
i 

!15/0B/91 

I materials for ! I I 
I production in !992. j ! I 

I I I I I 

I 

I 

!Ensure orders 
!Placed for 
jaiater ial s. 
I 
I 

I 

I 
I 
!Production 
jr.ana;er 

I 
I 
I 

:ccntin~e jProjuction !· Undertake year-end !31/lZ/91 IH/A IH/A !Carry out rou· jMechanical 
!tl'\rcugho~t t~e !Manager I maintenance of I I I !tine inspections!Engineer. 
!Plan period. I ! aciler in presence I I I I I 

! of Factory Inspect. I ! I I I 
!Mechanical I· Undertake weekly !End of each!Complete preven· !BY end !Carry out !Mechanical 
!Engineer I inspection of 1week. jtive 1tce. book !Monday of !Preventive !Engineer 
I ! aachinery as part I land sub1it for !next week. !aaintenance. I 
I I of preventive aain· I !review b7· Pro· I I I 
I I tenance prograue. I jduction Manager· I I I 
1rrodu:tion I· Undertake 1onthly !BY end of jSubait 1onthly jBy end !Undertake nece· !Mechanical 
jllar.a;er I inspection of plant leach 1onth. jinspection jfirst week jssary repairs IEngir.eer 
! I and buildings with I !reports to jof next !and maintenance. I 
I I Mechanical Engineer I !Ceneral Manager· l•onth. I I 

30/09/9! and 
thereafter 
yearly by i1st 
August up to 

.31/12/%. 
~weekly during 
;plan period. 

!UP to 31/lztrn. 

I 
!BY end of second! 
1~eek after sub· j 

l•ission of ins· I 
jpection report. j 

!Continue 1onthlyl 
!until 31/12/96. I 
I I 



STRAlEGIES AND DETAILED ACTION PLAN SHEET 

PRODUC"TION 2 
CORPORATE VISION 

,-----------r--- !- ---1 I ·---,---··---,---------- I 
(l) : !Z! : !31 ! 141 ! (51 ( 6 l ! Pl I (8) I (9 l I ( 10 J I ( 11 J I I 

:~e~EC!!V~SJSTRA!£Cr !EXrECTEO 

!OURAT!O~~ Cf 
iSlRA?ECY 

!OFFICER !NECESSARY AC?IOtt 
lRESl'ONSIBLEi 
I I 

! 

JTARCET IRErDRT(SJ TC 
1ccmmo11 !SE SUBMITTED 
IDATE!Sl I PRODUCED 

JTARCET jFOLLOW·UP !OFFICER( SJ ITARCET COltPLE· I 
ISU811ISSICN IACTICH IRESl'Or.SIBLE JTIOH DATE FOR I 
jDATE(S) I !FOR FOLLOW·UPjFOLLOW·UP ACTION I 

i I , 

i;:l :rai~ s:at~ !Ccnt:nue uo to !~rcducti::r. !Or;ar.ia !As reQuiredjProgress reports!After each jAssess i1prove· I Production !Continue assess· I 
!3!/12!9~ !Mar.ager 1· evening classes !during plan Ito be sub=itted I round of l•ents in perfor· !Manager 11ent of effec· ! 

!· on·the·job training!perioc. Ito Personnel !training. 1unce of staff I jtiveness of I 
! ! !Manager. ! 1as a result of ! !training .1 
!Arrange cutsiae !As reauiredlProgress reports!Af ter each !training I !throughout the I 
:training courses for jduring planjto be submitted 1course !received. I jplan period up 
:s:aff. !Period. Ito Personnel !during clan! I Ito Zl/12/9t,. 

! 111anager. I Perice. I i I 
!Copies cf certi· I i I I 
lficates obtained! I I I 
I by s ta tt to be I I I I 
1sent to Perso· I I I I 
lnnel 11anager. I I I I 

!jl Intensify JCcPtinue uo :o 1rroduction !Oversee co1iissicningl?hroughout IOuality control IAt end of !Initiate correc·1rroduction !Continue efforts 
l~wolity co~· J!l/!Z/96 l"anager !of m laboratory !Plan periodlreports to GM. jeach 8atch. jtive action to !Manager Ito i1prove qua· 
:trol eftc:-ts. ! !eQuip1en: and enme lup tc I I li•prove Quality I pity throu~hout 

! !effective use. !31/l~/96. I I lof products. I !Plan period up 
I I I I Ito z1112/96. 

!e) Undertake !Continue up to !Production !al Research into !Throughout !Hew findings IBY end of jSub11it reports 1rroduction !Continue with 
Jc~oduct !!!/!Z!9~ !r.anager and!local producticn ct l~lan !report to rro· !first week ion major !Manager and !Product innova· 
! i~no~atior. ! !Laboratory !sentrates. !Period. !duction Manager !of folio· !findings to IOuality ltion studies I 
I studies. !Personnel. !bl Exoeri11ent with I l•onthl1'. !wing month !General Kanager.1controller. !throughout plan I 

I !Production of liquors! I !during planl I !Period 31/12/91. I 
I jfro1 spirits. !Throughout I !Period. I I I I 
I 1cJ Assist marketing !Plan I I I I I I 
I !research function. !period. I I I I I I 



PRODUCTION 2 CONTD. 
CORPORATE MISSION 

STRATEGIES AND DETAILED ACTION PLAN SHEET 

- ~ - - . -- -;----~ --i--- I I 

n: 1 1zi I :3J ! t4l I 1s1 I f6l I Pl I (SJ I (9i I (10) 1 (11) 1 
!OeJE:!IvEs1s1RA!EC? :ExrE:!E~ !OFFICER !NECESSARY AClIOH llARCET !REPORl(SJ 10 !TARGET jFOLLOw-ur IOFFICER(SJ !TARGET co11PLE· I 

!DURA!ION OF !RESPONSIBLE! 1co11PLETIOH !BE SUBMITTED 1su&MlSSlON !ACTION !RESPOHSIBLE jTIOH DATE FO~ I 
!STRATEGY l I IDATE(S) !PRODUCED IDATE(S) I IFOR FOtLOW·UPjFOLLOW·UP ACTION! 

I 

If J la::ro.,.e 1cc::tinue i;p to !l'roduction jaJ Set proauction 
!orooucfr•i ti' \31.'IZ/96 :~anager ! targets. 

!bl 11onitor 
perfor1ance. 

le) Co1olete oerfor· 
1ance evaluation 
fOiC$. 

j8efore end jS~b•it reco11en· jBefore 3lstjMotivate workersjProduction 
101 each jdations for !Dece1ber ofjto improve upon 111ana9er 
!year throu·jproductivity jeach year !shortco1ings. J 

!ghout ~!an !bonuses. !during plan! I 
!period. !Submit l'erfcr· loeriod. I I 
• • I I 

!unce Evaluation! I I 
!Fom. I I I 

I 
I 

I 

!Continue Nith 
!action to 
li•prove produc· 
ltivity through· 
lout plan period I 
jup to 31/lZ/96. ! 
I 
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APPENDIX 4 

EAST AFRICAN DISTILLERIES LIMITED 
PROJECTED PROFIT AND LOSS ACCOUNTS FOR 

THE YEAR BNDING 31ST DECEMBER 1992-1996 
('000,000) 

Gross Sales 
Local Sales 
Less Tax 
Net Local Sales 
Add Export SaleJ 

TOTAL NET SALES 

Less: Cost of Sales 
Variable Production Cost 
Fixed Production Cost 
Gross Operating Margin 
Add Other Income (Feints 
and Scrap Sales~ 

TOTAL GROSS INCOME 

Less: 
Marketing and Selling Expenses 
Accounting and Financial Expenses 
Administration Expenses 
(including depreciation) 

PROJECTED PROFIT BEFORE TAX 

Tax (40\) 

PROJECTED PROFIT AFTER TAX 

1908 
1870 

774 
1096 

38 

1134 

743 
108 
283 

5 

288 

80 
421 

251 

(464) 

(464) 

2265 
2152 

891 
1261 

113 

1374 

866 
108 
400 

6 

406 

93 
350 

278 

(315) 

(315) 

2634 
2502 
1036 
1466 

132 

1598 

990 
108 
500 

7 

507 

107 
279 

304 

(183) 

(183) 

3009 
2768 
1146 
1622 

241 

1863 

1114 
108 
641 

8 

649 

120 
209 

309 

11 

5 

6 

3399 
3059 
1226 
1833 

340 

2173 

1238 
108 
827 

9 

836 

322 

243 

98 

145 
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APPENDIX 5 

EAST AFRICAN DISTILLERIES LIMITED 
CASH FLOW STATEMENT 1992 - 1996 

('000,000) 

1992 1993 1994 1995 1996 

Debtors Collections in respect 
of prior year's 1145 1359 1574 1799 2032 
Sales 32 38 44 50 
Debtors Collections in Current 
Year 731 868 1016 1160 1310 
Other cash Proceeds 
(Feints + Scrap Sales) 5 6 7 8 9 
Bank Loan 960 

TOTAL CASH INFLOWS 2841 2265 2635 3011 3401 

CASH OUTFLOWS 
Fixed Assets Acquisitions 403 345 10 10 10 
Corporate Tax 5 98 
Production Expenses 201 230 259 288 317 
Selling and Administrative Expenses 219 229 244 282 321 
Financial Expenses (including 
Interest Payments) 420 350 279 207 138 
Local purchases of inputs 743 780 819 860 903 
Government Taxes 774 891 1036 1146 1226 
Dividend 0 0 0 0 50 

TOTAL CASH OUTFLOWS 2760 2825 2647 2798 3063 
Net Cash Inflow/(Outflow) 81 (560) (12) 213 338 
Opening Cash Balance (20) 61 (499) (511) (298) 
Cash (Deficit)/Surplus 61 (499) ( 511) (298) 40 
Closing Cash Balance 61 (499) ( 511) (298) 40 
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APPENDIX 6 

EAST AFRICAN DISTILLERIES LIMITED 
PROJECTED CASH FLOW STATEMENT 

1992 - 1996 (~000.000) 

1992 1993 1994 1995 1996 

CASH INFLOWS 
Cash sales proceeds 1717 2039 2371 2708 3059 
Collections from Debtors 
during year 1126 1302 1544 1731 1955 
Collections from Debtors in 
respect of previous year 68 19 57 66 75 
Other Cash Proceeds 5 6 1 8 9 
Bank Loan 960 
Investment Proceeds 

TOTAL CASH INFLOWS 3876 3366 3979 4513 5098 

CASH OUTFLOWS 
Fixed Assets Acquisitions 403 345 10 10 10 
Corporation Tax 1 41 172 240 377 
Production Expenses 201 230 259 288 317 
Selling and Administrative Expenses 219 229 244 282 321 
Financial Expen~es (including 
Interest Payments) 420 350 279 207 138 
Purchases of Inputs 743 780 819 860 903 
Government Taxes 1161 1378 1571 1720 1900 
Loan Repayments 234 192 192 192 192 
Dividend 0 0 100 200 300 

TOTAL CASH OUTFLOWS 3388 3545 3646 3999 4458 
Net Cash Inflow/(Outflow) 488 (179) 333 514 640 
Opening Cash Balance (20) 468 289 622 1136 
Cash (Deficit)/Surplus 468 289 622 1136 1776 



PRINCIPAL 

42 
960 
768 
576 
384 
192 
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APPENDIX 7 

EAST AFRICAN DISTILLERIES LIMITED 
PROJECTED DEBT REPAYMENT SCHEDULE 

('000,000) 

INTEREST REPAYMENT 

42 42 
384 192 
307 192 
230 192 
154 192 

77 192 

BALANCE 

768 
576 
384 
192 
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ACCOUNTANT 
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APPENDIX J 

EAST AFRICAN DISTILLERIES LIMITED 
PRESENT ORGANIZATION CHART 

BOARD OF 
DIRECTORS 

GENERAL 
MANAGER 

Reporting to the Board 
Carries out Board Policy 
Exercises administrative control and supervision 
over whole Company. 

I INTERNAL AUDITOR I I 
I 

- PERSONAL SECRETARY I 2 AUDIT I 
GM ASSISTANTS 

-i !MPORTS OFF!CER l 
-i 3 DRIVERS 

i i i 
MAINTENANCE PRODUCTION PERSONNEL SALES 
MANAGER MANAGER MANAGER MANAGER 

_L _l_ _l_ _L 

l. Other positions below levels shown 



APPENDIX 9 

P!lO_POSEQ O_RCAHI~_ATION - ~H~_RT 

L_ J -

L 

GENERAL 

l 
------!·· -- -------- ------ ! --- ----

1 --1 1 __ 1_ __ 1 r .L --! !- - - _!__ -· - l 

I "ARlEmtC AllO I I PRODUCTION I lllTER!IAL C!!IH 

I SALES "MACER 

~-

1,----i 
11SALES I 
I !l!AllAGER I 
I L ___ J 

Ii-----, 
HSAtES I 

1omm I 
I L ___ __J 

I 
I 
I I I 
t-J!llTG. SERV ·I 
I !OFFICER I 
1 ·-------' 

Ir-----, 
t-JExrcRr I 
I !OFFICER I 
1 ·-----' 

Ir---, 
I IFillISHEO I 
r·icooos 1 
I ISHlRHHl'ER I 
I L -- _____ I 

_I -

AUlHTOR ACCOU~TA?f! l!AllAGER 

·-,-----' I_ __ T - - _____ J I __ --1- ____ J l ___ --- --·--y- __ I 

Ir-----, 
~ASST. rRDO. I 

l"GR. (CHEii.: I 
l ___ ~_J 

~---1 

IOUALITY 

I COii TROLLER 

1~ HEAD DISTILLER 

I 

I ---- ---
( I I 

I J AUClT I 

! ASSISTAIH I 
I l _____ I 

I 

I- RAN SPIRIT OFFICER 

I 
I eorrt111c surERv:scn 

I 
'-- llHE FITTER 

,----- -, 
t-1ASST. rRooucr 1c11 I 
I IHANAGER, HTCE. 
I L ____ r - - ' 
I r - --- -1. - -

~-jHTCE. SUl'ERV!SOR 
I '-- -- "T 

I I HEAC eoILEP.i'rn~ 

I I 
I t ELECTRICALS 

I 
I 
~- rtUMBEP. 

I 
L CARPEH!EP. 

I 
L jlMPORTS OFFICER 

I_ 

, ,-----, 
t· l ACCCUIH ANT ! 

!Fiii- ACT~. ! 
I_ __ ·r ---- _J 

I c -
t-JSEllI3R 

I 1eoc~mm1 
! L. -

I 
I 
I 

•--

ICASttHR 
.__ - r 

;----, 
prn:mmrn1 
l --- -- -- -- J 

J 

,-- i. I 

ISTCRHEErER I 
LL. __ T ___ J 

1 
I I 

i 1rERSC1111El CFfICER 
I I 
I ,- ----- ----- ---

(CFFICE surER~lSOP. 

t l -~----- ------
1 
I 
I I 
I 1co:1r~HY Hl!!!SE 

'- ---- - ----- --
! -

;HEAD ~F SECURITY 
I - -- ---

I 

IH~Ao GARNm 
I --

.L 

I - I 

1- pier. mc.1 1--- ---JASSISTAllT I 
I !OFFICER I I ISTOREr.EEl'ERI 

I I I I I I 
L I I 

I l rnsr CLEP.Y. I 1mms I 
I I. I I 

I I I 
I srocr. mo-1 
I u11rs CLrnr. I 

I I 
I 

HOfE: 11 Other rerzonnel in Depart~ent c~ Secticn 
~\ Thi~ Chart Depict~ Reporting Relatior.~hip· 

1nly a~d Hot Hierarchy or Grade. 
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Addit~ons 

')1 1') 0') 
...,,>I•''"-• ........ 

Deorec1at~on 

01.01.92 
Cha:'"ge 

"').. 1 "') ",.., 
""I•'"'" ti ..... ._ 

Ne~ S~ot~ V31uc 
f\1 f\1 0') 
\,.I I• VI• ...... 

31. 1~. !)2 

f'f"\CT • ....,....,...,,. 

OL0Ln 
Add~ticns 

31.12.93 
Depreciation 
01.01.93 
Charge 

31.12.03 
Net Boot; Value 
01.01.C)3 
31. 12.93 

:..AND AND 

BUILDINGS 
( A_,\ 
...... ~-'!2..-----· 

83,325,740 
1C' 000' 000 

93,325, 740 

11,505,535 
,, .,,,,, f\7f\ ""'•I VVt\Jt"" 

15.~30,605 

71,820,205 
78,087,i35 

93,326,740 
10,000,000 

103,326,740 

15,239,605 
4,133,070 

19,372,575 

78,087,135 
83,954,065 

At"t"t:NU l .11. l l 

EAST AFRir.AN DISTILLERIES LIMITED 
DEeREC..I_~Il.Q~ SCHEDUJ...E 

PLANT AND 
MACHINERY 
ll.-11-2 ::_J__6~) 

156,139,369 
209,157,240 

355,306,509 

54,285,351 
54,795,991 

109.081,342 

101,854,018 
256,225,267 

365,306,609 
334,040,0"0 

700,246,609 

109,081,342 
105,036,991 

214,118,333 

256,225.~67 

486,128,276 

LABORATORY 
EQUIPMENT 
iJ~___jfl_,'-.)_ 

9,415,390 
43,143,663 

52,550,053 

1,778,427 
6,559,882 

8,348,309 

7,636,953 
44,210,744 

52,559,053 

52,559,053 

8,348,309 
6,559,882 

14,918,191 

44,210,744 
37,640,862 

MOTOR 
VEHICLES 
~5)0 ) ___ _ 

52,444,402 
82,000,000 

134,444,402 

21,006,278 
33,511,101 

54,617 ,379 

31,438,124 
79,827,023 

134,444,402 

134,444,402 

54,617,379 
33,611,101 

88,228,480 

79,827,023 
46,215,922 

FURNITURE ANO 
FITTINGS 

i.12 1/2 - .. HXJ 

29,334,011 
58,525,000 

87,859,011 

7,299,537 
13,178,852 

20,478,489 

22,034,374 
57,380,522 

87,85!),011 

87,859,011 

20,478,48!) 
13, 178,852 

33,657,341 

67,380,522 
54,201,670 

I__QTAL 

330,659,912 
402,835,903 

733,495,815 

95,876,228 
111 , 888, 896 

207' 765' 124 

234,783,584 
525,730,691 

733,495,815 
334,940,000 

1,078,435,815 

207,755,124 
162,529,896 

370,295,020 

525,730,691 
708,140,705 
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Add~t1or:$ 

'?1 1 "') nA 
...,. I• o 6.. • ,J .. 

Dep:""'ec1at1on 
01.0~.~4 

Ch3:"'9€ 

")" 1 I') n A 
-..I I. I - • ..,1-. 

Net Boot~ V31ue 

o~ .o~. 9.! 
") 1 1 ") n A 
...,/I. I~ • .,,,_ 

l"r"IC'T • 
"'"'VI• 

oi.o~.95 

Ac:~~10:iS 

31.~2.95 

Depreciation 
01.01.95 
Char-ge 

31.12.95 
Net Book Value 
o~.o~.t15 
?1 1') n~ 
...., t. I - e JV 

LAND AND 
BUILDING$ 

!.. 4-:~-· --·. 

103,325,740 
io. ooc. 000 

i13,326,740 

19,372,575 
4,533,070 

23,005,745 

33,954,055 
89' 420' 0')5. 

113,325,740 
io' coo' 000 

1:?3,325,740 

23,905,745 
4,933,070 

28,838,815 

89,420,005 
!>4,437,0~5 

PLANT AND 
MACHINERY 

APPENDIX 11 CONT~. 

L? ___ 1 !2 __ -:_1_61! l 

LABORATORY 
EQUIPMENT 
.L1~_1L2~) 

700,245,60') 

700,246,60() 

214,118,333 
105,0.'36,991 

310,155,324 

AO.:i • ')0 "\.,i:: 
.. \JV t ''-""''""'IV 

381 ,091 ,235 

700,246,6C9 

700,246,600 

319,155,324 
105,036,991 

424, 192,315 

381,001,285 
276,054,204 

52,550,053 

52,550,053 

14,018,101 
6,569,882 

21,488,073 

37,540,852 
31,070,080 

52,550,053 

52,550,053 

21,488,073 
6,569,882 

28,057,955 

31,070,980 
24,501,098 

MOTOR 
VEHICLES 
.l?iU-_ 

134,444,402 

134,444,402 

88,228,480 
33,611,101 

121 ,830,581 

45,215,022 
12,504,821 

134,444,402 

134,444,402 

121,839,581 
12,604,821 

134,444,402 

12,604,821 

FURNITURE ANO 
FITTINGS 
J..lLJ.Ll.._: __ JJ~ 

87,850,011 

87 ,850,011 

33,557,341 
13,178,852 

46,836, 1n 

54,201,670 
41,022,818 

87,859,011 

87,850,011 

46,836, 193 
13, 178,852 

60,015,045 

41,022,818 
27,843,066 

LJLIJL~ 

1,078,435,815 
10,000,000 

1,088,435,815 

370,295,020 
162,029,806 

533,224,016 

708, 140, 795 
555,210,890 

1,088,435,815 
10,000,000 

1,008,435,815 

533,224,()16 
142,323,616 

675,548,532 

555,210,80~ 

422,887,27 
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LAND AND PLANT AND LABORATORY MOTOR FURNITURE AND 
BUILDINGS MACHINERY EQUIPMENT VEHICLES FITTINGS J _Q_ Lt-.J, 
(4%) LL J /2 - ,_~_.~ > ( 1 2 , /2_-~} - .Lli.~--- .UL 1L ~ _ _: __ J.~.J ) 

l"t"\C'T • 
""\,,l\JI o 

OLCL'J5 ,~3,325,740 700' 246' 509 52,559,053 134,444,402 87,859,011 1,098,435,815 
A ..... ""4,+ ,_...,,.. 
n ......... •""' I VI I~ rn,ccc,ooo - - - - 10,000,000 

----------- ----------- ----------- ----------- ----------- ---·----------
31.~~.'JS 133,326,740 700,246,600 52,550,053 134,444,402 87,850,011 1,108,435,815 
Depreciation 

- - - - 01.01.96 28,838,815 424,192,315 28,057,055 134,444,402 50,015,045 675,548,532 
Cha:-ge 5,533,070 105,036,091 6,560,882 - 13, 178,852 130,118,795 

----------- ----------- ----------- ----------- ----------- ----··------
3, . 12. 96 ?A 171 ooi:: 

...., ... ' I I I 'VVV 520,229,306 34,627,837 134,444,402 73, 103,807 eos,e.e7,327 
Net Boo I~ v .J 1 ua 
,..., l'\1 n~ 94.~87,!):?5 275.054,204 24.501,008 - 27 ,843,96~. 422,887,273 .... I e '-'I e .... V 

?1 1" n~ 'J'J, 154,855 ~7~.017,303 17,Q31,2H. - ~4,565,1~4 302,768,488 "-'I• llae .J .. 
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APPENDIX 12(a) 

EAST AFRICAN DISTILLERIES LIMITED 
PROJECTED PROFIT AND LOSS ACCOUNTS 

FOR THE YEARS ENDING JlST DECEMBER 1992-1996 
('000,000) 

1992 1993 1994 1995 

Gross Sales 2,862 3,398 3,951 4,515 
Local Sales 2,805 3,228 3,753 4,153 
Less Tax 1,161 1,378 1,571 1,720 
Net Local Sales 1,644 1,950 2,183 2,433 
Add Export Sales 57 170 198 361 

TOTAL NET SALES 1,701 2,120 2,381 2,794 

Less Cost of Sales 
Variable Production Cost 74.2 865 988 l, 112 
Fixed Production Cost 108 108 108 108 

Gross Operating Margin 850 1,146 1,282 1,572 
Add Other Income 5 6 7 8 

TOTAL GROSS INCOME 855 1,152 1,289 1,580 

Less 

I Marketing and Selling F.xpenses 80 91 105 117 
Accounting and Fifiancial Expenses 420 350 279 207 
Administration Expenses 
(including Depreciation) 250 278 302 307 

-----
PROJECTED PROFIT BEFORE TAX 103 431 599 942 

Tax (40\) 41 172 240 377 

PROJECTED PROFIT AFT~R TAX 62 259 359 565 

~- --

1996 

5,099 
4,589 
1,900 
2,689 

510 

3,199 

1,235 
108 

1,853 
9 

1,862 

131 
138 

320 

1,269 

508 

761 
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APPENDIX 12(b) 

E~ST AFRICAN DISTILLERIES LIMITED 
APPROPRIATION ACCOUNT AS AT 

31ST DECEMBER 1992 - 1996 
('000,000) 

Add Profit for the Year 

Less Dividends 

154 

62 

0 

216 

216 

259 

0 

475 

475 

359 

100 

734 Balance C/F 

735 

565 

200 

1099 

• 

1099 

761 

300 

1560 
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APPENDIX 13 

EAST AFRICAN DISTILLERIES LIMITED 
BALANCE SHEETS AS AT 31ST DECEMBER 1992 - 1996 

('000,000) 

•1991 1992 1993 1994 1995 

Net Fixed Assets 234 526 708 555 423 

CURRENT ASSETS 
Stocks 79 228 384 548 720 
Debtors 68 19 57 66 75 
Prepayments 12 13 14 15 16 
Bank and Cash 468 289 622 1136 

TOTAL CURRENT ASSE·.rs 159 728 744 1251 1947 

CURRENT LIABILITIES 
creditors 53 110 21 206 389 
Accruals 10 11 12 13 14 
Bank Overdraft 20 
Income Tax 7 41 259 359 565 
Other Taxes 32 33 34 35 36 

TOTAL CURRENT LI~BILITI£S 122 195 326 613 1004 

Net Current Assets 271 1059 1126 1193 1366 

FINANCED BY: 
Share Capital 75 75 75 75 75 
Long Term Loan 42 768 576 384 192 
Reserves 154 216 475 734 1099 

271 1059 1126 1193 1366 

* Based upon podition as at 30th June 1991 

1996 

303 

901 
85 
17 

1776 

2779 

634 
15 

761 
37 

1447 

1635 

75 

1560 

1635 
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APPENDIX 14 

EAST AFRICAN DISTILLERIES LIMITED 
PURCHASES AND STOCK SCHEDULE 

1992 - 1996 
('000,000) 

1992 1993 1994 

Beginning Stock 79 228 384 

A.dd: Purchases 743 780 819 

TOTAL STOCK AVAILABLE 822 1008 1203 

Less: Issue for Production 
and other Requirements 594 624 655 

Closing Stock 228 384 548 

1995 1996 

548 720 

860 903 

1408 1623 

688 722 

720 901 



SOURCES: 
Debtors 
Creditors 
Accruals 
Income Tax 
Other Taxes 
Equity 
Long Term Loan 
Reserves 
Bank and Cash 

133 

APPENDIX 15 

EAST AFRICAN DISTILLERIES LIMITED 
SOURCES AND USES OF FUNDS STATEMENTS 

FOR THE YEARS 1992 - 1996 
( 1 000,000) 

1992 1991 1994 

49 
57 185 

1 1 1 
34 218 100 

1 1 1 

726 
62 259 259 

179 
Net rixed Assets 153 

TOTAL SOURCES 930 658 699 

USES: 
Net Fixed Assets 292 182 
Stocks 149 156 164 
Prepayments 1 1 1 
Cash/Bank 468 333 
Bank. Overdraft 20 
Equity 
Debtors 38 9 
Creditors 89 
Long Term Loan 192 192 

TOTAL USES 930 658 699 

1995 1996 

183 245 
1 1 

206 196 
1. 1 

365 461 

132 120 

888 1024 

172 181 
1 1 

514 640 

9 10 

192 192 

888 1024 
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APPENDIX 16 

EAST AFRICAN DISTILLERIES LIMITED 
PROJECTED PROFIT AND LOSS ACCOUNTS 

FOR THE YEARS ENDING 31ST DECEMBER 1992-1996 
('000,000) 

1992 1993 1994 1995 

Gross Sales 2,862 3,398 3,951 4,514 
Local Sa~.es 2,805 3,228 3,753 4,153 
Less Tax l,161 1,378 1,571 1, 720 
Net Local Sales 1,644 1,850 2,182 2,433 
Add Export sales 57 170 198 361 

TOTAL NET SALES 1,701 2,020 2,380 2,794 

Less Cost of Sales: 
Variable Production Cost 779 908 1,037 1,168 
Fixed Production Cost 108 108 108 108 
Gross Operating Margin 814 1,004 1,235 1,518 
Add Other Income s 6 7 8 

TOTAL GROSS INCOME 819 1,010 1,242 1,526 

Less: 
Marketing and Selling Expenses 84 96 110 123 
Accounting and Financial Expenses 441 368 293 217 
Administration Expenses 
(including Depreciation) 263 292 317 322 

PROJECTED PROFIT BEFORE TAX 51 255 521 864 

Tax (40') 18 102 209 346 

PROJECTED PROFIT AFTER TAX 

I 
19 153 313 518 

1996 

5,099 
4,589 
1,900 
2,689 

510 

3,199 

1,297 
108 

1,794 
9 

1,803 

138 
145 

336 

1,185 

474 

711 
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APPENDIX 17 

EAST AFRICAN DISTILLERIES LIMITED 
PROJECTED PROFIT AND LOSS ACCOUNTS 

FOR THE YEARS ENDING 31ST DECEMBER 1992-1996 
('000,000} 

1992 1993 1994 1995 

Gross Sales 2,862 3,398 3,951 4,514 
Local Sales 2,805 3,228 3,753 4,153 
Less Tax 1,161 1,378 1,571 1,720 
Net Local Sales 1,644 1,850 2,182 2,433 
Add Export Sales 57 1"10 198 361 

TOTAL NET SALES 1,701 2,020 2,380 2,794 

Less Cost of Sales 
Variable Production Cost 816 952 1,087 1,223 
Fixed Production Cost 108 108 108 108 

Gross Operating Margin 777 961 1,185 1,463 
Add Other Income 5 6 7 8 

TOTAL GROSS INCOME 782 967 1,192 1,471 

Less 
Marketing and Selling Expenses 88 100 116 129 
Accounting and Financial Expenses 462 385 307 228 
Administration Expenses 
(including Depreciation) 275 306 332 338 

PROJECTED PROFIT BEFORE TAX (45) 176 438 777 

Tax (40\) (17) 70 175 311 
------- -----

PRO.JECTED PROFIT AFTER TAX 

- __ <_2_~-~1 
105 263 466 

1996 

5,099 
4,589 
1,900 
2,689 

510 

3,199 

1,359 
108 

1,733 
9 

~ 
1,742 

144 
152 

352 

1,094 

437 
-~-----

656 
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APPENDIX 18 

EAST AFRICAN DISTILLERIES LIMITED 
CASH FLOW DISCOUNTING 

('000,000) 

1992 1993 .l~:d4 

Net Profit After Tax 62 259 359 
Add Depreciation 116 163 163 
Interest Tax Shield 255 184 138 

TOTAL CASH INFLOWS 429 606 660 

CASH OUTFLOWS 
Investment 960 
Net Cash Inflows/Outflows (531) 606 660 

Discount Rate 40\ p.a. 
NPV = 553 

1995 1996 

565 761 
142 130 

92 46 

799 937 

799 937 
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APPENDIX 19 

EAST AFRICAN DISTILLERIES LIMITED 
CASH FLOW DISCOUNTING 

(SCENARIO 2 - 5% INCREASE IN COST) 
('000,000) 

1992 1993 1994 

Net Profit After Tax 19 153 313 
Add Depreciation 111 164 163 
Interest Tax Shield 255 184 138 

TOTAL CASH INFLOWS 386 500 614 

CASH OUTFLOWS 960 
Net Cash Inflow/Outflow (574) 500 614 

Discount Rate 40\ p.a. 
NPV 430 

1995 1996 

518 711 
142 130 
9~ 46 

752 887 

752 887 



CASH INFLOWS 
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APPENDIX 20 

EAST AFRICAN DISTILLERIES LIMITED 
CASH FLOW DISCOUNTING 

(SCENARIO 3 - 10% INCREASE IN COST) 
('000,000) 

1992 1993 1994 

Net Profit After Tax ( 26) 105 263 
Add Depreciation 112 163 163 
Interest Tax Shield 255 184 138 

TOTAL CASH INFLOWS 341 452 564 

Cash OUTFLOWS 
Invest;nent 960 
Net Cash Inflows/Outflows (619) 452 564 

Discount Rate 40\ p.a. 
NPV 331 

1995 1996 

466 656 
142 130 

92 46 

700 832 

700 
700 832 



139 

APPENDIX 21 

EAST AFRICAN DISTILLERIES LIMITED 
REPORTS FOR MANA~EMENT INFORMATION AND 

OTHER REPORTS TO BE SUBMITTED DURING 
PLAN PERIOD FROM 1992 TO 1996 

PRODUCTION: 

1. Enguli Received Voucher / Quantity 
Quality 

\ Strength of Alcohol 
\ Volume 
\ Amount 

2. Invoice/Delivery Note SCOUL 
3. Diluted Spirits Report 
4. Distillation Report 
5. Requisition for Fine Spirit 
6. Blending Report - Requisition for inputs 

(eg.: Sentrates and Essences) 
7. Bottling Report - Requisition for Inputs 
8. Finished Goods Report by Batch 
9. Monthly Production Report 

10. Quarterly Production Report 
11. Annual Production Report 
12. Labour Time Card 
13. Materials Requisition 
14. Purchase Requisition 
15. Overseas Indent 
16. Local Purchase Order 
17. Procuremertt + Status Report 
18. Goods Inspection Note 
19. Budget Proposal Form 

STORES: 

1. Finished Goods Received Note: (To be copied to Production and 
Marketing/Sales Departments) 

2. Delivery Note 
3. Daily Stock Position Return 
4. Customs Return 
5. Finished Goods Returned Note 
6. Monthly Summary of Movement of Finished Goods 
7. Free Issues Voucher Requisition 
8. Stock Replenishment 
9. Budget Proposal Form 
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APPENDIX 21 CONTD. 

SALES: 

1. Sales Invoice (Cash) 
2. Sales Invoice (Credit) 
3. Daily Sales Return 
4. Monthly Sales Report 
5. Quarterly Sales Return 
6. Annual Sales Return 
7. Budget Proposal Form 

PERSONNEL: 

1. Appointments 
2. Daily Attendance Report 
3. Leave Form 
4. Social Security 
5. Income Tax 
6. Poll Tax 
7. End of Service Benefits/Increments 
8. Overtime Form 
9. On-the-job Training Progress Report 

10. Staff Performance Evaluation Reports 
11. Other Training and Manpower Development Reports 
12. Budget Proposal Form 

ACCOUNTS 

1. Daily, Weekly and Quarterly Cash Budgets 
2. Weekly and Monthly Bank Reconciliation Statements 
3. Monthly and Quarterly Profit and Loss Statements, Balance 

Sheets, and Cash Flow Statements 
4. Performance Control Report 
5. Budget 
6. Corporate Plan 
7. Financial Ratio Performance Report 



141 

APPENDIX 21 CONTD. 

INTERNAL AUDIT REPORTS 

1. Identified Weakness Reports 
2. Routine Audit Progress Reports 
J. Quarterly Internal Auditors Report 
4. Departmental Cost Reduction and Work Methods Improvement 

Report 
5. Fixed Assts Codification List 
6. Monthly Fixed Assets Inspection Report 
7. Fixed and Other Assets Insurance Cover Report 
8. Budget Proposal Form 



PART III: FINANCE AND ACCOUNTING 
REPORT ON EAST AFRICAN 
DISTILLERIES LIMITED 



CIL\PTER 6.0. INfRODUCTION 



6.0. 

6 .1. 

6.1.1. 

142 

FINANCE AND ACCOUNTING REPORT ON 
EAST AFRICAN DISl'ILLERIES LIMITED 

INTRODUCTION 

Background 

This report is based on the Finance and Accounting 

Programme carried out for East African Distilleries 

Limited (EADL) between July 22 to August 16, 1991 as part 

of Technical Assistance rendered under Contract No. 

BR/UGA/89/001 to the Public Industrial Enterprises 

Secretariat (PIES) by Industrial and Management Services 

Limited (IMAS). 

The programme was designed after a preliminary study of 

the overall operations of East African Distilleries 

Limited by Industrial and Management Services Limited as 

indicated in the IMAS Progress Report to UNIDO dated July 

1991. 

6. 2 . Programme Aims and ScQ~ 

6.2.1. 

6.2.2. 

The programme aimed at the following:-

Identifying and recommending areas of potential cost 

reductions in the Company's operations. 

Evolving an efficient management information system at 

EADL which will guarantee cost consciousness a': all 

operational levels and at the same time create a sense of 

functional responsibility for cost effectiveness. 



6.3. 

6.3.1. 

6.3.2. 

1'13 

Programme Ohjectin•s 

It was expected that by the end of the programme, the 

Bead of the Accounting and Finance Department of EADL and 

his subordinates would be able to do the following:-

Develop a Cost Accounting System which will: 

a) e~sure Lhat costs of finished products will not transfer cost 

•Jf any inefficiencies in production to t:he ultimate consumer; 

b) provide flexible cost structures that will facilitate pricing 

of the finished goods according to market segments - low 

income, middle and high income group and export; 

c) be adaptable to computerization; 

d) adopt a method of batch costing to enable product cost to be 

audited and monthly production reports to be analyzed. 

Develop a Budgeting System for EADL which will: 

a) ~reate responsibility accounting; 

b) motivate high performance by all functions in the areas of 

cost cutting and profit maximization; 

c) provide instant checks and put an end to unplanned spending; 

d) provide a feedback mechanism for actual departmental 

performance in relation to planned performance approved fo: 

annual profit plans; 

e) be adaptable to computerization; 



6.3.3. 

6.3.4. 

6.3.5. 
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Develop an Improved Reporting System which will: 

a) be capable of identifying and reviewing management information 

needs at all times; 

b) prescribe management information report formats for all 

responsibility centres, indicating levels and frequency 0f 

reporting; 

c) be adaptable for computerization; 

d) set target reporting dates; 

e) provide opportunities for feedback on reports. 

Develop a Detailed Controlling System which will: 

a) utilise effective financial and management accounting systems 

and procedures well suited for capturing data required in the 

processing of baSLC ~eriodic financial infu~mation viz:

Prof it and Loss Account 

Balance Sheet 

Funds Flow Statement 

b) enhance management control of operations through exception 

reporting which highlights deviations of actual performance 

from planned performance within a budget period; 

c) demand periodic and timely analysis of the Company's business 

situation in terms of its liquidity and profitability. 

Develop a Financial Planning system which will: 

a) enhance top management control of enterprise cash and working 

capital through the preparation of weekly, monthly, quarterly 

and annual cash budgets. 

the preparation of debtors monthly dgeing analysis. 

the preparation of monthly analysis of stock in-trade at 

current selling price, indicating realizable mark-up and 

unrealised Government taxes. 

b) support tax planning. 
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Develop a Liquidity Control System which will: 

a) provide an ideal measure of the extent to which the Company 

should be deemed prepared to satisfy all maturing financial 

obligations under both normal and abnormal operating 

conditions. 
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1.0. SUMMARY OF RECOMMENDATIONS 

7 .1. 

7.1.1. 

7.1.2. 

7.1.3. 

7.1.4. 

7.1.5. 

7.1.6. 

7.1.7. 

7.1.8. 

7.1.9. 

This section of the report summarises all the major 

systems recommendations made in the remaining chapters. 

Cost Accounting System 

Batch costing method should replace the present aggregate 

costing method. 

Last-In-First-out (L.I.F.O) method should be adopted in 

valuing material issues to production. 

Labour hourly rate should form the basis for labour cost 

charge to batch production. 

Weekly summary of batch cost should be prepared. 

Cost of bottles should be excluded from product cost. 

Separate bottles accounting should be instituted to 

recover full costs of investment in bottles. 

Staff Cost Recovery Account should be operated in order 

to recoup labour cost losses. 

Alternative Product Costing for Low Income Group should 

be adopted. 

Plarned Capacity Absorption Rate should be adopted as a 

basis for charging fixed overheads to production. 



7.2. 

7.2.1. 

7.2.2. 

7.2.3. 

7.3. 

7.3.1. 

7. 4. 

7.4.1. 

7.5. 

7.5.1. 

147 

Budgeting System 

A Budget Committee made up of all Heads of Department and 

the General Manager should be set up to co-ordinate all 

budgeting activities. The Committee should be chaired by 

the General Manager. 

Monthly, quarterly and annual budgets should be prepared 

and submitted according to well defined deadline dates. 

Responsibility Accounting should be enforced in budgetary 

control reporting. 

Reporting System 

A new Monthly Production Cost Account format and Monthly 

Prof it and Loss Account format should be used. 

Controlling System 

Variance analysis should be extended to include variances 

of material cost, labour cost and overhead costs. 

Financial Planning System 

Weekly, monthly, quarterly and annual cash budgets shouid 

be prepared and submitted on deadline dates. 
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Liquidity Control System 

EADL should formulate a tax plan which will use piecemeal 

payment schemes for sales taxes and excise duty. 

Deposit at Notice Account should be opened at Uganda 

Commercial Account. 

Trend analysis should be done in respect of current and 

acid-test ratios. 

Monthly Debtors Ageing Analysis should be prepared. 

Systems Implementation 

In order to fully cover all the developed systems on the 

computer, further training of EADL Accounts Staff in more 

computer applications s~ould be pursued. 

Cost Control 

An effective clocking system should be ~n~roduced as soon 

as possible. 

The use of Logbooks on all Company vehicles 3hould be 

enforced. 

Vehicle sub-cost centre accounts should be introduced to 

check running cost of the Company's fleet of vehicles. 
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The use of brand new cartons for packing empty bottles 

should be discontinued forthwith. 

Management fees should be critically reviewed. 

Full advantage of concessions under the 1991 Finance Bill 

regarding Import Duty should be taken. 

The Company should lobby for extension of concessions 

under the Finance Bill to cover Excise Duty Payments. 

The Company should discriminate in the use of overdraft 

facility. 
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SYSTEMS REVIEW AND DEVELOPMENT 

Review and Development .l\1ethodology 

Operations Review 

In reviewing all the Company's operations with an eye on 

possible cost reductions, suitable questionnaires wer~ 

designed for each functional area in order to gain an 

insight into operations in each functional area as 

detailed below:-

Functional Area 

(i) Production 

(ii) Personnel 

(iii) Administration 

(iv) Accounting and 

Finance 

Operations Reviewed 

a. Purchasing bot~ local and 

overseas. 

b. Raw material stores ~ccounting 

and finished goods. 

c. Production processes. 

d. Methods of accounting for the 

process costs. 

e. Preventive maintenance schemes 

f. Vehicle running. 

a. Wages and salaries adminis

tration. 

b. Attendance registration. 

c. Clock-card system. 

a. Management fees. 

b. Technical fees. 

c. Oth · administrative expenses. 

a. Bank and Cash Control. 

b. Revenue, Expenditure planning 

and controlling. 

c. Acqui~ition, recording and 

disposal of fixed assets. 

d. The incidence of Taxes and 

Duties on movement of raw 

materials and finished goods. 

e. Cash planning. 
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Functional Area 

(v) Sales 

Operations Reviewed 

a. 

b. 

Sales Accounting 

Credit Control 

c. Sales Planning 

The Chief Accountant and his subordinates were fully 

engaged with the Finance and Accounting Specialist 

throughout the above phases, discussing all identified 

areas of possible cost reduction and examining the 

practicabilities of all recommendations made in the light 

of production methods, the raw enguli supply the consumer 

demand of finished products, Banking and Taxation. 

On a number of occasions, personnel from PIES (Public 

Industrial Enterprises Secretariat) joined in the 

discussions. 

Appendix 1 shows extracts of minutes of a meeting which 

discussed Cost Control. 

Chart of Accounts 

Existing EADL Chart of Accounts 

Appendix 2 shows the accounts codes that were followed in 

capturing data on transactions for processing accounting 

information duri 'Y the pursuance of the programme. 
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As a step towards the creation of a formalized integrated 

planning, budgeting, costing, reporting and controlling 

management system, responsibility centres have been 

created and assigned with accounts codes. 

Adaptation of PIES Chart of Accounts 

A critical appraisal of the recommended chart of accounts 

embodied in the PIES Financial and Costing Manual was 

made. 

The principal objectives of the PIES Chart of Accounts 

are to serve as a guide to data capturing, information 

processing and uniformity in reporting by companies whose 

operaticns are monitored by PIES. 

In order to suit the specific operations of EADL, the 

PIES Chart of Accounts was adapted with modifications in 

sections considered necessary for meeting the processing 

requirements of the new management information system 

recommended !« ·r EADL. 

The PIES - adapted Chart of Accounts was subsequently set 

up on the EADL computer on August 16th, 1991. Appendix 

3 is the exhibit. 

Cost Accountin1t SJsleru 

Cn .. 1 ti on of Cost Centre~ 

On the basis of the insight gained into the production 

processes at the EADL factory, a redefinition of the cost 

centres deemed relevant was made as follows:-
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1. Enguli and Raw Spirit 

2. Dilution 

3. Distillation 

4. Blending 

5. Filtration 

6. Bottling and Packaging 

Accounting Treatment 

In order to arrive at the cost of the finished product 

therefore, the purchase cost of basic raw materials 

inputs, the labour used and other direct and indirect 

production costs should be captured at each of the above 

Cost Centres and transferred from the Enguli and Raw 

Spirit Centre through the intervening centres to the 

Bottling and Packaging Cost Centre. 

Information needed to build up the costs should be 

supplied by the Production Department as per details on 

Appendices 4 and 5: Weekly Production Report and Daily 

Labour Usage Report respectively. Table on page 154 

gives an outline of how the information obtainable from 

the above two reports should be treated in building up 

the cost centre accounts at each successive stage. 



154 

TABLE ea 

ACCOUNTING TREATMENT FOR COST CENTRE TRANSACTIONS 

COST CENTRE 

ENGULI AND RAW SPIRIT 

DILUTION 

DISTILLATION 

REQUIRED SOURCE DOCUMENTS 

- Enguli Purchase Voucher 

- SCOUL Sales Invoice Cum 

Delivery 

- Daily Labour Usage 

Report 

(Ref. 

- Weekly Production Report 

- Weekly Pr0duction Report 

and Daily Labour Usage 

Report 

ACCOUNTING TREATMENT 

DR: Enguli Purchases or 

DR: Spirit Purchase A/C 

CR: Cash or Supplier A/C 

with Value Received 

DR: ESP A/C 

DR: Labour Usage A/C 

CR: Production Labour 

Control 

A/C 

DR: D.W.U. A/C (Dilution 

Water Usage A/C) 

CR: N.W.S. Corp A/C 

DR: Enguli and Raw 

Spirit Usage A/C 

CR: ESP Spirit A/C 

DR: Fine Spirit Stock A/C 

CR: Distillation A/C 

DR: Feints Stock A/C; 

CR: Dist A/C 

DR: Distillation A/C 

(Quantity @ Value) 

CR: Dilution A/C with 

value of Dilute 

Alcohol transferred 

for Distillation 

--------------------·-··--··----------------------



COST CENTRE 

BLENDING 

FILTRATION A/C 

BOTTLING 

FINISHED GOODS 

METHOD 2 

(No bottles used) 

1')5 

REQUIRED SOURCE DOCUMENTS 

- Blending Report 

- Daily Labour Usage 

Report 

- Weekly Production Report 

ACCOUNTING TREATMENT 

Upon requisition of 

Spirit: (according to 

product line or brand) 

DR: Blending A/C with 

quantity and value 

CR: Fine Spirit Stock A/C 

- used in blending 

Upon requisition of 

Sentrates: (according to 

product line or brand) 

DR: Blending A/C with 

quantity and value 

CR: Sentrates (material) 

A/C issued 

Pre-Bottling Filtration 

DR: Filtration Cost A/C 

CR: Filter Sheets A/C 

DR: Individual brand size 

(eg. Uganda Waragi 

75cl, 30cl) with the 

cost of filter sheets 

used according to 

volume. 

CR: Filtration Cost A/C 

- Store Req11isition Voucher DR: Respective Product 

Sizes by Batch 

- Hatch Rep0rl/Store 

Receipt Voucher 

- Weekly Production Report 

- Batch Rr?pn1·t/Store 

Receipt Voucher 

CR: All other materials 

DR: Finished Goods Stock 

CR: Blended Alcohol Stock 

A/C 

------------------------------ ---------------------------
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FINANCIAL ACCOUNTING TREATMENT 

Upon purchase of Enguli and Raw Spirit 

Dr. EST A/C 

Cr. Cash or Creditors A/C 

ACCOUNTING FOR THE PAY ROLL 

Dr. Responsibility Centre (say Administrati~n, 

Production, Sales, etc. with Salaries/Wages and Basic 

Allowances. 

Cr. Salary and Waqes Payable A/C with Net Payable (ie. 

Basic - NSSF + ~ll other deductions excluding idle time 

costs) . This is to be passed at the beginning of the 

month. Cr. various Deductions A/Cs. 

ACCOUNTING FOR WATER USAGE 

Water Bill - DR NWSC 

DR Cash/Bank 

Method of Costing for Material Issues 

In the Kienbaum and Partner Report on EADL, reference was 

made to the lack of a systematic method of charging raw 

material and consumables to production on a consistent 

basis. This assertion was confirmed during our review. 

Almost invariably, material issues to production had been 

costed at lower than the actual prices of the inputs at 

the time of purchase by reference to old cost sheets on 

imported raw materials. 



8.3.4. 

8.3.5. 

157 

This was because, given the variety and multiplicity of 

direct and indirect materials often issued to production, 

the officer in charge of costing did not have the 

facility to refer to detailed purchase documents on each 

item every now and then. 

Consequently, the cost of the finished products were 

under-valued leading to unrealistic gross profit margins, 

as evidenced in the financial results of 1987 and 1988. 

Last In First Out (L.I.F.0) 

In order to solve once and for al 1, this problem of 

distortions in the valuation of finished product, three 

alternative methods for valuing material issues were 

critically examined in turn and practically tested for 

accuracy and ease of application, in consultation with 

the Chief Accountant and the Assistant Accountant 

(Costing). These were:-

i. "First In First Out" method (Appendix 6) 
ii. "Average Pricing" (Appendix 7) 

iii. "Last In First Out" Hethod (Appendix 8) 

The Consultants recommend the Last In First Out (LIFO) 

method for use by the Accounts Department in valuing 

material issues. 

Method of Costing for Labour 

On the basis of approved monthly wage or salary per 

productive worker and the expected number of productive 

hours per month, the labour hourly rates should be 

calculated, taking into account all other employment 

costs. This shall be the basis of labour cost charge to 

batch production. 
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Once a production worker clocks in at the security gate 

and walks to the factory, he will be expected to work, 

given allowance for changing over and machine set-up 

times, until he finally clocks out for break or at close 

of business. 

Thus, if a productive worker's time is effectively used 

by Management in the factory in converting raw materials 

to finished goods, the conversion cost will wholly 

include the total cost of hiring and maintaining such a 

productivP- worker for the duration of the production 

process. 

As a recommended method therefore, the labour cost 

component of each batch to be produced should b~ 

ascertained and allocated to production by multiplying 

the individuals (or groups) time cost rate(s) to the 

repo~ted number of hours worked by grade and per batch. 

Appendix 6, Daily Labour Usage Report, exhibits the batch 

report format for capturing basic information on 

productive labour per batch per grade. 

Illustration 

Assuming in the Bottling Cost Centre, the following 

grades of productive labour were engaged in a single 

batch production of Uganda Waragi (75cl). 
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GRADE '.!'JME WORK~Q R_ATE LABOUR COST TO 
BE ALLOCATED 

1 5 hrs. 800 4,000 

2 5 hrs. 700 7,000 

3 6 hrs. 500 9,000 
------

Total Labour Cost to be Allocated Ush. 20,000 
------

The above schedule which can be formatted on the computer 

for ease of calculation should always be prepared on the 

basis of a batch report to be furnished to the Accounting 

Department from the Production Department on a daily 

basis. 

Accounting 'l'reatment 

Debit Batch Cost A/C 

Credit Labour Cost Control A/C, with actual cost of 
labour hours worked. 

This method of costing for labour therefore should 

replace the present method of aggregating the wages and 

salaries b:11 for a whole month without any possibility 

of reL:~ing same to batches produced during the relative 

production period. 

Staff Cost Recovery~~ccount 

Cost of absenteeism should be recovered by the Company on 

the basis of the relevant hourly rate multiplied by the 

actual number of hours absent. 
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The rate shall be derived from the approved number of 

hours expected to be worked per month in relation to the 

approved pay scale per month plus attendant staff costs. 

Example: A absented himself from 
days in August, 1991, ie. 
per day). Assuming 
A's basic wage is 
and Benefits 50% of 
Basic Wage 

work for 2 working 
16 hours (2 x 8 hrs. 

= Ush. 60,000 

= 30,000 

A's total cost for 160 hrs = 90,000 
======= 

Expected Labour hourly rate is therefore Ush. 562.50 (ie. 

Ush 90,000/160 hrs. in four weeks each producing 40 hrs). 

The total amount of loss ~o the Company through the 

absenteeism is (Ush. 562.5 x 16) or Ush. 9001.60. 

Recovery of Staff Cost Lost Through Absenteeism 

In order to hold in check the incidence of costs incurred 

through unauthorized absenteeism of staff, the creation 

and operation of a staff Cost Recovery Account is highly 

recommended. The counterpart of this account will be the 

departmental salaries and wages account. The accounting 

treatment will be as follows: 

Debit 

Credit 

Staff Cost Recovery Account 

Departmental Salaries and Wages Account, with the total 

amount of staff Cost recovered by Month. 

The total recovnrablc amc.t•nt will be obtained from the 

monthly payroll. 
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In this connection, it is recommended that the Personnel 

Department should be required to send to the Chief 

Accountant by 9.00 a.m each working day, daily returns on 

staff and their total clocked times worked during the 

previous working day. 

The recommended accounting treatment for the monthly 

payroll incorporating the staff cost recovery concept is 

as follows:-

Debit 
Credit 
Credit 
credit 

Salaries and Wages Account (by department other than 
production) 
Production Labour Cost Control Account 
Staff Costs Recovery Account 
Salaries and Wages Payable Account 
Other Statutory Deductions Payable Accounts. 

This treatment has been fully discussed with the Chief 

Accountant and has been found to be practicable as a 

means of reducing cost. 

Method of Accounting for Production Overheads <O!Hl 

Production expenses which are neither of direct material 

nor direct labour should be classified under production 

overheads. 

For ease of accounting, 

required viz, 

i. Variable Production O/H and 
ii. Fixed Production O/H 

further classification is 
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Variable Production Overheads 

Variable Production overheads are normally incurred 

during the process of converting a raw material to a 

finished product. It may therefore refer to either 

indirect materials or indirect labQUr so expended in 

adding value to prime (direct material and direct labour) 

cost. 

Thus, all expenses other than direct m3terial and direct 

labour directly traceable to the cost centres established 

for the processes involved in the manufacture of Uganda 

Waragi and other brands, should be classified as variable 

production overhead. 

Relevant expenses items include the following: 

Sachets 
Labels 
Seals 
Capsules 
Filter Sheets 
Diesel 
Water 
Electricity 
Carton Boxes 
Dispenser Boxes 
Gummed Tapes 
Plastic 
Glue 
Cellotapes 

Processes (Cost centres) 
to which Traceable 

Bottling and Packaging 
do 
do 
do 

Filtration 
Distillation, Bottling 
Dilution and Bottling 
Distillation, Bottling 
Bottling and Packaging 

do 
do 
do 
do 
do 
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Apart from electricity and water consumption which are 

metered, the usage of the above indirect materials should 

be maintained on the L.I.F.O. basis (ref. paragraph 4.4.) 
just like the direct materials. 

In order to capture actual cost of electricity and water 

consumed for dilution, distillation and bottling 

respectively, meters should be read for units consumed. 

Cost can therefore be ascertained by multiplying the 

current commercial rates by the units consumed in each 
case before being allocated. 

Illustration: 

During the seventh batch production for August 1991, BV7 

metered consumption of utilities were as follows:-
Water 279 cubic meters 
uilution 80% - 223 M1 

Bottling 20% - 56 M1 

Electricity 525 kwh (kilowatt hour) 
Distillation 85% - 446 kwh 
Bottling 15% - 79 kwh 

Assuming commercial rates then applicable were:-
Water 
Electricity 

Ush 20/M' 
Ush 25/kwh. 

In passing the relevant accounting entries, the following 

method (page 164), should be followed pending receipt of 

final bills at the end of the month. 
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Action ~ccount Line Amount Cost Centre to 
Item Ush. which Traceable 

Debit Credit 

i. Debit Dilution Water 
Usage 4460 Diluti.<ln 

Debit Bottling Water 
Usage 1120 Bottling 

Credit National Water & 
Sewerage Corp. A/C 5550 

ii. Debit Distillation Power 
Usages A/C 11150 Distillation 

Debit Bottling Power 
Usage A/C 1975 Bottling 

Credit U.E.B. A/C 13125 

In respect of Fi 1 tration and Bottling processes, the 

required method, which is similar to the above should be 

as follows:-

Action 

Debit 

Credit 

Debit 

Credit 

Account Line 
Item 

Filter Sheet Usage A/C 

Filte..- Sheets Stock A/C 

All Individual Dire~t 
Material usage A/Cs 

Indirect Material Stock 
Accou11ts 

Amount Traceable to 
Ush. Cost Cent rt_! 
Dr Cr 

xx Filtration 

xxx Filtration 

xx Bottling 

xxx 



8.3.13. 

8.3.14. 

I fi5 

In ascertaining the costs of individual indirect material 

consumption to be based on requi~itions duly signed by 

the Production Manager, reference should be made to all 

the identifiable material stocks sheets kept on L.I.F.O. 

method for issues. 

Fixed Production Overheads 

Fixed production overhead on the other hand, is a period 

cost and cannot be traced to a process. Yet it is the 

kind of expenditure which will nor!nally be incurred 

irrespective of the number of batches produced per a 

given period. 

In the accounting system of EADL, these include: 

Depreciation of Fact0ry Plant and Maintenance 

Factory Building Repairs and Maintenance 

Factory Supervisory Salaries and Allowances 

All Ancillary Services Staff and other Materials Usage Costs. 

Laboratory section 

Boiler room section 

Maintenance section 

Factory Security Staff Salaries and Allowances. 

Methods of Absorbing Production Fixed Overheads 

There are several methods of ensuring that each unit 

produced within a batch during a period absorbs its fair 

portion of period costs. 

It must be noted well, however, that none of these 

methods can really provide exact results; they are, at 

best, estimates. 
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The PIES Financial and Cost Manual provides three methods 

as follows: 

Wages Percentage Rate 
Labour Hour Rate 

- Hachine Hour Rate 

However, considering the circumstances of the factory at 

the moment, bearing in mind the need for ease of 

capturing fixed production overhead cost in determining 

batch cost per unit, a fourth method - Planned Capacity 

Absorption Rate is reco~mended. This rate should be pre

determined on the basis of annual planned capacity 

utilization and the annual budgeted fixed production 

overhead. 

Illustration: 

Suppose budgeted fixed production overhead for September 

1991 = Ush.200,000 and the planned capacity utilization 

= 44,000 litres, the overhead absorFtion rate will be 

computed as follows:-

Planned Capacity Absorption Rate 
Ush.200,000 

44,000 litres 
= Ush. 4.55/litres 

Assuming in September 1991, the actual production results 

were as follows:-

No. of batches produced ) 

Volume of output 42,000 

Breakdown in Batches 1. .f. l 
Production mix: Waragi Whisky Brandy 

(75cl) (75cl) (7 5cl) 

In Vol11me (Litres) 29400 7560 5040 
In Cartons 3920 1008 672 
Variable Costs/Litre 1750 1800 1850 
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Corresponding Fixed Cost to be absorbed by each batch 

produced would appear as follows: 

Ush. 

Batch 1 294001 @ 4.55 = 133,770 
Batch 2 7560 @ 4.55 = 34,398 and 
Batch 3 5040 @ 4.55 = 22,939 

Carton Cost per brand will therefore be: 

Batch 

Variable Cost 
Fixed Cost 

Total Production Cost 

No. of Cartons Produced 
Cost/Carton 

1 

51,450,000 
133, 770 

51,583,770 

3,920 
(USH) 13,159.13 

2 

13,608,000 
34,398 

13,642,398 

1,008 
43,534.13 

========== 

3 

9,324,000 
22,939 

9,346,939 

672 
13,909.14 

The absorption rate should however be revised anytime 

there is a review in the planned capacity utilization and 

the budgeted fixed production overhead. 

EADL's Chief Accountant and the ~ost Account have tested 

this method and have found it to be practicable. 

Product Costing 

Five identified defects of the system of product costing 

at the time of the IMAS survey were as follows:-

( a) The product cost information was prepared in arrears of 
production and sales. Consequently, no use was made of the 
cost information for guiding pricing of the products. 

(b) The products were being produced in batches but there was no 
way the costing section could tell the unit cost of any batch. 
Consequently, inefficiencies in batch production were not 
revealed. 
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(c) There was no linkage between the actual cost of units produced 
of various brands and the monthly reported cost of production. 
Whereas the monthly production report exhibited only raw 
materials usage as cost of finished products, the individual 
brand costs included labour end overhead costs. 

(d) No clear distinction was made between variable product cost 
and fixed overhead cost. Thus, details about the pe~formance 
of each product-line in relation to its contribution toward 
the fixed overheads cost for a period were not easily 
avai:able. In effect, the provision of regular management 
information on the break-even ~oint of sales in relation to 
actual levels of capacity utilization in the course of a year 
was not possible. 

(e) The inclusion cf cost of bottles (about 17' of net selling 
price) in the product cost caused a lot of distortions. Since 
the bottles cc.sts were relatively high and continued to 
increase at short notice, EADL was at a disadvantage as far as 
this cost element was concerned. Previous attempts to reflect 
bottles prices increases in the selling prices of bottled 
products resulted in decreasing demand for EADL products. 
Moreover, the competitors of EADL were selling at about USh. 
500.00 below the ex-factory prices per carton of EADL. 

Batch Costing 

In order to ensure early determination of product cost so 

as to be relevant for timely management decision-making 

purposes, a system of batch costing is recommended. 

Under this system, information on daily batch production 

will have to be furnished from the Production Department 

to the Costing Section. 

The required information will include the ~aterial usage 

- direct and indirect, labour hours worked and variable 

overheads. To this end, the following report should be 

prepared and submitted:-
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Appendix 5, Daily Labour Usage Report; Appendix 9, Batch 

Report/Stores Receipt Voucher; and Appendix 10, Blending 

Report. The required detailed information on these 

reports are exhibited in their design. 

On the basis of the above information, daily batch costs 

of products can be determined. The obvious advantage of 

such a system will be to inform Management about the unit 

cost of batches of various brands produced by the 

factory. 

Besides providing avenues for instant spot cost audit, 

the system enables batch costs to be compared with a view 

to revealing possible causes of production 

inefficiencies. As this will be done on a regular and 

consistent basis, the incidence of passing on cost of 

inefficiencies to the ultimate consumers will be 

significantly mitigated, if not completely eliminated. 

For ease of comparison and as an aid for timely 

management reaction to potential inconsistencies in batch 

production costs, preparation and submission of a weekly 

summary of the batch cost is recommended. Appendix 11: 

iveekly Summary of Batch Cost shows the design of the 

required form. 

Towards realizing the goals of the weekly summary, a 

weekly production report (Appendix 4) will also be 

relevant. 
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The Case for Separate Bottles Accounting 

In order to prevent the problem of distortions in the 

product cost due to fluctuations in the price of bottles 

over time, it is recommended as follows:-

• That the cost ot bottles be entirely excluded from the product 
costs and 

• that the issue of bottles to customers with drinks be 
accounted tor separately. 

The merits of the recommended approach are as follows:-

i) The resultant selling price of the product will be relatively 
lower than that of EADL's competitors. 

ii) The decreased prices will therefore support the penetration 
strategy under the marketing objectives of EADL during the 
medium term 1992 to 1996. 

iii) The products can reach the consumers at affordable prices 
across the length and breadth of the country. 

iv} The actual bottles cost will be fully recovered from the 
wholesalers or distributors through a workable deposit 
arrangement. 

v} By maintaining separate control accounts on bottles, issues to 
customers, adequate track will be kept of movement of bottles 
stock and therefore potential losses through customer 
retention will be mitigated. 

In order to realise fully the benefits of the propvsed 

approach, the following Accounting Policy on bottles is 

recommended. 

8.3.17.1. Accounting Policy and Procedure 

1. Customers should be allowed one (1) month within 
which to return bottles against their deposits. 
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2. There should be a mark-up on all bottles of 33 1/3% on 
cost, ie. deposit should be (cost+ 33 1/3), subject to 
review in the ordinary course of b~siness. 

3. Refund to customers for returnable bottles should be at 
a discount of 25% of the issue price. 

4. Purchase of second hand bottles should be at a discount 
of 25% of the cost of the previous issue. 

5. Deposits must be collected from customers equivalent to 
the value of issue. 

6. The value of unreturned bottles by deadline date must be 
taken as retained and apportioned between cost and mark
up. Value of stock returnable by the end of the 
accounting date must be added to closing stock of bottles 
(stock held with outsiders at cost). 

Illustration: 

The following is a summary of transactions during September 

1991:-

Opening Stock 
Issues to Customers 
Returns From Customers 
Retained by Customers 
Returnable by Customers 

2000 bottles each costing 500/= 
500 bottles at 500/= ~ 33 1/3% 
200 bottles 
200 bottles 
100 bottles. 

The following accounts are relevant: 

1. Bottles Stock Account (A/C 1919) 
2. Returnable Bottles Account (A/C 1922) 
3. Bottles Debtors Account (A/C 1314) 
4. Bottles Depositors Account (A/C 2716). 

Accounting 'l'reatment 

Refer to Appendix 12. 

Open the above accounts and enter as follows:-
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i) O~ sale (issue) to cus•omers 

ii) 

1. DR - Bottles debtors A/C with cost of bottles + 33 1/3' mark 

up. 

CR - Returnable bottles A/C with same value as above. 

2. DR - Cash 

CR - Bottle deposits A/C 

On return of bottles 

3. DR Returnable bottles A/C 
CR - Bottle debtors A/C 

4. DR - Bottles deposits A/C 
CR - cash 

5. DR - Bottle deposits A/C 
CR - Bottle debtors A/C 

For retained bottles: 

6. DR - Bottle depo~its A/C 
CR - Bottle debtors A/C 

} 

., . [.R - Returnable Bottles A/C 
Cl' - Bott.le losses Recovery 

8. on - Returnable Bottles A/C 
CR - Bottles Stock A/C 

9. DR - Returnable Bottles A/C 
CR - Bottles loss Recovery 

10. Balance off the Accounts. 

} 

} 
} 

} 
} 

} 
} 

} 
} 

with cash deposited. 

with quantity v~lued at 
issue price less discount of 
25, 

with cash refunded, calculated 
as above 

with the amount by which the 
returned bottles were 
d.;.scounted. 

with the value of bottles at 
issue price retained by the 
customers after 1 month. 

with the gain resulting 
on the return of bottles at a 
discount. 

with the quantity still 
returnable, valued at cost. 

with the mark-up on the 
bottles which are expected to 
be returned (Returnables) 
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The case for Alternative Product costing for the Low 
Income Grou.P. 

As one of thP- penetrating strategies of the Marketing and 

Sales Department, it has been proposed that during the 

medium term 1992 - 1996, a new product line would be 

introduced to consumer~ which is expected to reach ti.e 

low income group at the remotest part of Uganda at an 

affordable price. 

The main aim of such product differentiation is to 

capture the market share by the local enguli, a product 

which has long been declared illegal for consumption and 

is yet preferred by the general public because of its 

1..:>wer price. 

It is further proposed that the packaging of such a new 

product should exclude the use of the normal sizes of 

bottles (75cl - 15cl). Instead, much bigger returnable 

containers will be introduced. The Consultant is aware 

of the efforts being made by the Production Manager in 

the search for appropriate design of the container to be 

used. 

For purposes of costing of this proposed product line, 

the distinct cost feature is that in addition to the 

exclusion of bottles all other indirect material costs 

normally incurred in Bottling and Packaging will be 

totally excluded. 

Accordingly, it is recommended that the cost of the new 

product should only include the following:-
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i) Fine Spirit Usage 
ii) Sentrates Usage, a11d 

iii) Filter Sheets ~sage. 

No attempt should therefore be made to charge any of the 

following indirect material costs to the envisaged 

product cost:-

Cartons 
Seals 
Capsules 
Cello tapes 
Polythene Sachets 
Dispenser Boxes and 
Labels. 

The relative cost reduction for the envisaged product is 

expected to be in tile region of between 60 - 80% of 

normal cost. 

Hudgeting System 

Description of Existing System 

Budgeting as a management process existed in the Company 

before the arrival of the Management Audit team. But 

this however was not formalised along organizational 

1 ines. Hence the desired feature of responsibility 

accounting was not present. No avenues were open for 

integrated planning at the departmental level. The 

budgeting activity, not to mention budgetary control, 

virtually tended to be a one department affair. 

Consequently, the budget documents produced failed to 

motivate functional heads to maximise corporate profit 

through conscious efforts at cost cutting by departments. 
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Introduction of a Formalised Approach 

In order to correct the defects in the existing system of 

budgeting, it is hereby proposed as fo!lows:-

iJ There should be a eudget Committee set up. 

ii) Hembe~ship of the Co:nrnittee should be all Heads of Department 
and the General Hanager. 

iii} The chairperson of the Committee shoula be the General 
Hanager. 

iv) The Secretary-Co-ordinator of the committee's activities 
should be the Chief Accountant 

v) It shall be the responsibility of the Committee to formu.late 
broad guidelines for the preparation of each annual budget and 
also to meet and discuss all departmental plans with a view to 
integration. 

vi) Deadline dates shall be set for the completion and submission 
of departmental plans for purposes of annual budgeting. 

vii) Deadline dates should be set for the Committee to discuss the 
budget. 

Budget Formats and Forms 

As a guide to the budgeting development process, budget 

development questionnaire forms have been designed by the 

Chief ~ccountant of EADL at the instance of the 

Consultants. Theses have been provided in Appendix 13: 

Planned Production Material Requirement; Appendix 14: 

General Planned Expenditure Requirement Form; Appendix 

15: Marketing and Sales Planned Revenue and Expenditure 

Form. 

These questionnaire forms which are by no means 

exhaustive, should be r·evicwed and updated periodically 

by the Chief J\ccountant. 
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Additional roles expected of the Chief Accountant under 

this system would include the following:-

To distribute the above budget pr~posal forms to all Heads of 
Departments. 

To ensure that the budget proposal forms are completed anu 
returned by all Heads of departments including the Accounts 
Departments on schedule. 

Consolidate Departmental Budget Proposals and arrange budget 
hearing meetings. 

To submit draft budget to the General Manager and all Heads of 
Dep3rtments. 

To ensure that the budget hearing meeting takes place on 
schedule. 

To prepare final draft of budget document. 

To submit final draft budget to the General Manager, all He~ds 
of Department and Executive Director of EADL on schedule. 

Make necessary adjustments to budget. 

Submit final budget to General Manager, Heads of Departments 
and Directo:::-s. 

Appendix 16: Budgeted Profit and Loss Account is a 

recommended format for use. This format is so designed 

to highlight the responsibility accounting concept. For 

the rest of projected statements, PIES Financial Manual 

should be referred to for useful guidance. 

Existing System 

The data base for the analysis, processing and timely 

submission of relevant management information is not 

broad enough. 
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Consequently, 1 imi ted management information is produced. 

Apart from the year-end final accounts (Balance Sheet, 

Trading, Profit and Loss Account and Statement of Source 

and Application of Funds), and quarterly accounts, 

monthly reports are compiled to sh~w the following:-

i) Summary of E·1siness Operation 

ii) Production Activity 

iii) Sales Activity 

iv) Trading, Profit and Loss Account 

v) cash Flow Statemenc 

vi) Werking Capital Status 

vii) Hain Raw Haterials Position and 

viii) Status of Plant and Hachinery 

Appendices 17 and 18 exhibit the form of such reports an~ 

the distribution list for February 1991. 

In the opinion of the Consultant, the formats for such 

reports have been poorly designed. There is therefore 

the need for a review of all existing forms as well as 

the design of new formats. 

Develo2ment of -~ew Formats for Reporting 

In the light of the foregoi~g, the Chief Accountant of 

EADL has been charged with the responsibility to take the 

following necessary action by the end of September 1991. 

i) Des.ign format of Production Forms, Sales Forms, Personnel 
Forms and Accounts Forms. 

ii) Arrange printing/cyclostyling of forms. 
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iii) Submit various forms to Heads of user departments for their 
study and consent on the suitability of forms. 

This exercise had been commenctd by the end of the 

Consultant's programme on August 16th, 1991. 

Meanwhile, the list of recommended reports considered 

necessary to form the basis for the analysis, processing 

and timely submission of relevant management information, 

has been attached as per Appendix 19. 

In support of the strategy to improve the reporting 

systems of EADL, two specific report formats have been 

recommended for use, in addition to those bei~g designed 

by the Chief Accountant. These a~e:-

i) 
ii) 

Honthly Production Cost Account 
Honthly Profit and Loss Account 

Controlliug Snte•n~ 

Existin~stem Rev_.t_~J!' 

Appendix 20 
Appendix 21 

The Accounts Department of EADL had barely commenced the 

use of a Personal computer (PC) for processing data by 

the time the Consultant began the Accounting and Finance 

Programme. ~ccordingly, not many computer applications 

had been introduced by the end of the Consultant's 

assignment. 

The type of reports produced by the system as enumerated 

under parilgraph 4.5.1, were <.lcfective in many respects. 
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Examples of defects are as follows~-

a) The Production Activity Report 
fails to disclose how much it cost the company to 
produce each month 
fails to indicate wha~ happens to the stock of goods 
produced in the month 
fails to disclose the causes of variances between 
budgeted production and actual production. 

b) The Sales Report 
fails to disclose the main causes of sales variances, in 
ter~s of quarterly and pr;ce variations 
corporate plan E iguJ:es have been added but they do not 
appear to give any medningful message to the r~ader. 

c) The Cash Flow Statement 
fails to distinguish between existing cash and actual 
cash inflow. 

Variance Analysis and Other Control Systems 

If EADL's Management should be aided in making informed 

decisions, it is i~)er3tive that information on actual 

results based on previous decisions and follow-up actions 

should be presented in a form suitable for Managements 

own analysis and value judgement. 

During the medium term 1992 to 1996, EADL plans to 

operate as a market leader in the alcoholic drinks 

industry. ~o this end, Mnnagement needs to be conscious 

of the fact that its three local market segments - the 

low income group, the mi~Gle and the high income group, 

not to mention the export market, operate in highly 

competitive domestic and international markets that are 

impacted by local economic factors including exchange 

rate fluctuations and inflation. 



The success o: its objectives therefore demands that 

management adopts strategies that will mitigate the 

influences of these economic factors by improved quality 

of its products and prudent pricing actions and also by 

containing costs through increased manufacturing and 

distribution efficiencies. The extent to which these and 

other strategies will continue to be successful will 

largely depend upon the effectiveness of management 

analysis of the results of operations, ie. profitability, 

the financial position and the cash flow. 

In order to realise the above objectives, management 

analysis should be extended to include the following:-

a) Variance Analysis. Appendices 22 to 25 exhibit the 

recommended design for sales, materials cost, direct labour 

cost and ovErhead cost variances respectively. 

b) Analysis of the cost of Sales and the Gross Profit according 

to brand. 

c) Break-Even Analysis. 

d) Provision of p~rformance indicators such as:-

Cost of Sales as a percentage of net sales. 

Marketing and Sales as a percentage of net sales. 

Admi.nistrrit1on expenses as a percentage of net sales. 

Accoc111t iny Dl:'partments expenses as a percentage of net 

sa 1 fYS. 

Financial f':·:p 0 nses as a percentage of net sales, and 

Audit DepartmL~nt 's e.<penses as a percentage of net 

sal /.JS. 
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8.7. Finantial Plannin~ System 

8.7.1. Review of Existing System 

8.7.2. 

There is no formalised financial planning system. 

Consequently, the Company's management is not informed in 

advance about the near or distant future cash needs of 

the Company so that prior arrangements may be made. 

Development of a New Financial Planning System 

In order to improve upon the financial planning and 

working capital management, the Chief Accountant's 

preparation and submission of the following financial 

reports on schedule datelines, 

immediate implementation. 

Report Deadline Dates 

is recommended for 

Distribution 

i} Weekly Cash Budget 
Cash Performance 
Report 

10.00 a.m on Mondays General Manager and 
Heads of Departments 

ii) Weekly Bank Reconci
liation Statements 

4.00 p.m on Mondays General Manager 

iii) Weekly Vote Control 
Expenditure Reports 

10.00 a.m on Mondays 
Fortnightly 

All Heads of 
Departments 

iv) Monthly Cash Budget 
showing Previous 
Month's Cash 
Performance 

v) Monthly Bank Recon
ciliation Statement 

vi) Quarterly Cash 
Budget and cash 
Performance Report 

vii) Annual Cash Budget 
and Cash Perfor
mance of Previous 
Ye;ir 

4.00 p.m on First 
Working Day of Cash 
Budget Month 

do 

4.00 p.m on First 
Working Day of Cash 
Budget Quarter 

4.00 p.m. Monday of 
Last Week of the 
Month Prior to First 
Month of Budget Year 

General Manager and 
Heads of Departments 

General Manager 

General Manager and 
Heads of Departments 

General Manager 
Heads of Departments 
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Appendices 26 to 30 exhibit the recommended formats of 

the weekly, monthly, quarterly annual cash budgets and 

weekly vote expenditure control report. 

Liquidity Control System 

Existing System 

For well over one year, EADL' s operations have been 

largely financed by short-term borrowings. As at the 

time of the Consultants programme, the limit of bank 

overdraft facility available to the Company was set at 

100 million Uganda Shillings. 

Yet, a critical look at the Comp~ny's Cash Flow trends 

over the same period and even up to che present, reveals 

that the Company could have, and still can significantly 

reduce the extent of its reliance on Commercial Banks for 

short-term facilities. 

The main cause of the apparent precarious financial 

condition has been lack of an effective liquidity control 

system. Consequently, unplanned cash flows were 

unjustifiably committed to the following:-

iJ Payment of Excise Duty and Sales Taxes on finished goods 
ii) Prepayment on L/Cs 

iii) Hanagement Fees, and 
iv) Payment of avoidable Bank Overdraft Interest Charges. 

i) Excise Duty and Sales Taxes Payments 

The payment for the above had almost always been 

ill-timed, and has therefore tended to cost the 

Company a great deal of money through raising bank 

overdrafts to settle. 



The existing tax legislation requires manufacturers to 

pay the taxes within 15 to 21 days from the end of th~ 

month in which finished goods leave the manufacturer's 

premises. In practice however, the supply of the 

dutiable goods do not always generate immediate adequate 

cash proceeds from which to pay the taxes on schedule. 

Experience has shown that full proceeds can only be 

accounted for sometime after the target dates set for 

such tax payments. 

Notwithstanding this, however, EADL is on record as 

having endeavoured to raise huge Bank overdrafts at high 

interest costs to settle these taxes on due dates in 

order to avoid payment penalties. 

ii) Prepayment on L/Cs 

The Company ~as in the past been locking up its own cash 

in the form of prepayments to Commercial Banks as cover 

for Letters of Credit. Usually, the lead time between 

the date of payment of the local shillings to the Bank 

and the date of the Bank's purchase of the foreign cover 

is awfully long and tends to place the Company in a 

financially handicapped position. 

Normally in such situations, the Commercial Bank would 

grant the Company overdraft facilities at a high interest 

cost. 
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iii) Hanagement Fees 

8.8.2. 

like the taxes, the Company is on record as having 

endeavoured to pay UDC Management fees on schedule, 

sometimes using bank borrowings. This type of 

transaction, in the opinion of the Consultants, must be 

critically reviewed since it amounts to the Company 

paying nimble dividends, a condition frowned upon under 

Company Law. 

iv) Bank Overdraft Interest Charges 

Interest on overdraft, under banking practice, is 

negotiable but the Company has in the pas~ been 

committing cash to this charge without any effort of 

investigating and scrutinising inter bank charges in 

order to save cost. 

Development of New System 

In the opinion of the Consultants, the Company under the 

law acts as the Government's collecting agent for taxes 

which consumers have to pay on the manufactured goods 

supplied. The converse is the well-known withholding 

taxes and P.A.Y.E systems which the Company collects and 

remits to the Government while paying the net to the 

beneficiaries. 

It therefore goes without saying that in the event of the 

wholesaler defaulting or unduly delaying to pay the gross 

sales value, appropriate legal action must be instituted 

against the defaulter and not the collector. 

The Consultants believe that the incurrence of interest 

charges and penalties can both be avoided by formulating 

payment arrangements with the tax authorities 
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whereby regular payment of sales taxes and excise duties 

are made daily on the basis of proceeds collected. 

This system, while leaving the Company room to lobby for 

continuous facility with the Tax Authorities, can 

tremendously assist financial planning. 

In the light of the foregoing, the Consultants wish to 

recommend as follows:-

a) that EADL Management formulate a tax plan which will use a 
piecemeal payment scheme for sales taxes and excise duties. 

b) that Deposit at Notice Account be opened at the Uganda 
Convnercial Bank. The same Board resolution which wiil 
authorise the ope11ing of the above account should authorise 
the Bank to automatically transf P.r balances to the current 
Account to forestall avoidable ovnrdraft balances. 

c) that ~rrangeme~t be made with the Bank to keep all amounts 
earmarked for L/Cs cover in the Deposit Account pending the 
eventual transfer at or about the time the foreign cover is 
available. This arrangement seeks to shorten the lead time for 
L/C payments and eventual receipts of inported goods. 

d) that active use of the following 
commenced for weekly, monthly, 
reporting. 

twr, liquidity ratios be 
quarterly, and annual 

Current Assets 
Current Ratio 

Current Liabilities 
(The desired ratio should be 2:1) 

Cash + Near Cash Assets 
Acid Test Ratio: 

Current Liabilities 
(The desired ratio should be 1:1) 

To obtain maximum value from using these two ratios, trend 
analysis of these ratios is of essence. 

e) that debtors ageing analysis be prepared monthly. 
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SYSTEM IMPLEMENTATION 

Extension of ComnuterizatiGn to Cover Systems 

With the completion of the setting up of the PIES adapted 

Chart of Accounts on the EADL Personal Computer, it 

follows that primary data for processing management 

information can be captured daily. 

All the systems recommended in this report are adaptable 

to computerization. 

What remains to be done are the following:-

i) The develo.r .. _.nt of appropriate softwares to cover the 

recommended ,-stems. 

ii) The training of t.'te EIWL Accounting Personnel to operate the 

Perscnal Comput€c. 

The Consul ~:.:it is aware of EADL' s engagement of a 

Programmer currently working on the payroll. There is 

obviously the need to extend this application further. 

PIES also has began Computer Training Programmes for 

selected EADL staff. Between Monday September 2, and 

Friday September 6, 1991 the first Computer Appreciation 

Course was organised for EADL staff. 

In order to fully cover all the developed systems on the 

computer, further training of the EADL staff in more 

computer applications is recommended, especially the 

Accounting staff of the Company. 
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The practicability of each system developed was discussed 

and tested by the Chief Accountant, the Management 

Accounting Officer, the Financial Accountant and the 

Internal Auditor. They found them to be satisfactory. 

The unique feature of the developed systems was that the 

Accounting Department cou:!.d manually operate them pending 

the full computerization of all applications. 

In this regard, evidence abounds at EADL of the smooth 

application of the principles and procedures involved in 

the developed systems. Examples include the following:-

i) 
ii) 

iii) 
iv) 

v) 
vi) 

vLJ 
vi.:i) 

ix) 

the weekly cas/I budgets for August - September 
the monthly cash budget for September 
the product ~ost report for August 1991 
the profit and loss account for August 1991 
batch costing method 
clocking systems 
labour cost recovery system 
bottles policy and procedures 
production reports on the basis of the new cost centres. 
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APPENDIX 1 

EAST AFRICAN DISTILLERIES LIMITED 

EXTRACT OF MINUTES ON COST REDUCTION MEETING 
HELD AT THE CHIEF ACCOUNTANT'S OFFICE 

ON MONDAY 22/7/91 

IMAS FINANCE AND ACCOUNTING EXPERT 
(HR. AYUB D. SOMUAH) 

CHIEF ACCOUNTANT 
(HR. DAVID K. SSERUNJOGI) 

ASSISTANT ACCOUNTANT (COSTiNG) 
(HR. GEORGE LUGUMAH) 

FINANCIAL ACCOUNTANT 
(HR. KASSADA) 

IN ATTENDANCE 
EADL INTERNAL AUDITOR 

(CHRISTOPHER) 

CONVENER THE UNIDO EXPERT 

AGENDA COST CONTROL 

This meeting which opened at 4.00 p.m. and closed at 7.00 p.m, was 
convened soon after the experts tour of the strategic areas of the 
Production and other Departments. 

In his introductory address, the expert stressed the importance of 
cost control and pointed out that one sure way EADL can make prof it 
is through cost controla t all operational areas of the Company. 

The meeting therefore reviewed operational areas of the Company. 
Members were requested to fully participate at the meeting. 
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Eleven points were discussed ~s follows:-

Areas 
1. 

of Cost Control Discussed 
Labour Cost Control: 
Time keeping should be the 
basis of labour cost 
control. In this 
connection, the Personnel 
Manager should commence 
supply of information on 
attendance and absenteeism 
of all employees. 

The Chief Accountant was 
charged with the duty of 
designing the most 
appropriate format for the 
job and time cards. 

Consultant's Reco .. ~ndation 
1. L Effective clocking system be 

introduced and a Time Clerk 
immediately engaged under 
the Personnel Department to 
supply daily information to 
the wages section for the 
proper calculation of 
monthly wages and salaries. 

1. 2. The computer programmes on 
salaries and wages should be 
modified to provide 
departmental summaries. 

1.3. Labour Cost should be 
charged to production cost 
centres only when labour has 
been utilised. Otherwise it 
should be charged to 
administration and 
explained. 

1. 4. Where traditional productive 
labour cost continue to be 
administrativa, it should be 
avoided by cost cutting 
measures eg. laying off of 
workers when no production 
is expected for long time. 
In this connection, the 
contract terms with the 
production workers should 
make provision for lay offs 
without recourse to law 
action. 



Areas 
2. 

3. 

4. 

of Cost Control Discussed 
Imoort Duty 
Delays in lodging entries 
are expensive in terms of 
fluctuating exchange rates. 

Sales Taxes and Excise Duty 
The use of overdraft 
facility to settle the above 
on schedule in order to 
avoid payment of penalty 
could be more expensive than 
the penalty. 

Feints 
The sale of this by-product 
must be stepped-up to 
provide revenue to reduce 
cost of distillation. There 
is however the danger of 
sale back of feints in the 
form of disguised enguli. 

Feints has a 
content and 
distinguish 
except in the 

high alcoholic 
not easy to 
from Enguli 
laboratory. 
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Consultant's Recoaaendation 
2.1. Full advantage of conce

ssions under the 1991 
Finance Bill regarding 
deferrals of input duty 
payment should be taken. 

2.2. As soon as goods are drawn 
from the bonded wal:'ehouse, 
the Import Officer should 
immediately lodge the entry 
at the prevailing exchange 
rate. 

2. 3. Wherever possible, the 
Company should take 
advantage of extended credit 
from the Tax Authorities 
instead of Bankers. 

3.1. Payment of sales taxes and 
excise duty on products 
should be spread out so as 
not to unduly strain the 
Company's liquidity 
position. 

4.1. The sale price of feints 
should be set at a level 
such that will not induce 
anybody to buy and sell back 
the by-product mixed with 
raw enguli. 

4. 2. The Company should explore 
the possibility of adding 
value to feints through 
further processing into 
Methylated Spirit. 



Areas of Cost control Discussed 
S. Raw Enguli 

6. 

The price offered by the 
Company for this input is 
relatively low. There is an 
alternative active illegal 
market for raw enguli which 
offers a higher price. The 
current price paid for a 
litre of Enguli is even 
higher than of same volume 
of raw alcohol (90'i) from 
Lugazi Sugar Factory 
SCOUL. 

so long as the illegal 
market for engult continues 
the Company will forever be 
faced with increasing cost 
of the input 

Maintenance of the Enguli 
Channel 
The metal used for the 
manufacture of this channel 
had gone rusty. 

The rust somehow or other 
finds its way to the Enguli 
Depot, as raw enguli are 
poured. 

It was observed that costs 
could be saved on fual used 
in purifying enguli if rusts 
and other impurities would 
be avoided. 
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Consultant's Recommendation 
5.1. The Company should initiate 

moves at the Board level to 
influence the law 
enforcement agencies and to 
politicians to enforce the 
Enguli Act. 

5. 2. The Company should embark 
upon mass educational 
programmes to campaign 
against the ill effects of 
the public taking raw 
enguli. 

5.3. T~e campaign should involve 
National Resistance Council 
(NRC) members and local 
village Resistance 
Councilors. 

5.4. As far as possible, middle 
men should be eliminated in 
the purchase of raw enguli. 

6.1. 

6.2. 

The channel should be 
immediately repaired. 

maintenance 
followed for 

and other 

Regular 
programme be 
the channel 
strategic areas. 



Areas of Cost Control Discussed 
7. Water Cooling System 

8. 

9. 

10. 

Due to deterioration through 
use, this system is not 
effectively cool water. 

Conseque:ntly, heavy volumes 
of water is being wasted. 
With the recent increase in 
commercial rate, this waste 
cannot be allowed to 
continue unchecked. 

Vehicle R· ·ning Costs 
The present breakdown of 
this expense item depart
mentally is commendable. 
But it is important to know 
a!- well the cost performance 
of the vehicles in use. 

Management Fees 
The rationale behind the 
institution of this fee (4% 
of net sales) sounds 
economic but the concept 
would seem illegal. 

Bottling Line Breakages 
There are two (2) bottling 
lines at the factory. One 
line works faster than the 
other anais more efficient. 
Unfortunately, ;:his faster 
line is so sensitive to 
power fluctuations that 
higher rate of bottles 
breakage is always 
registered whenever in use. 
Breakage rate is about 2.Ji. 
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Consultant's Recommendation 
7 .1. Replace water cooling system 

in order to save on water. 

7. 2. 1\s a temporary m~asure, ICE
BLOCKS should be ~sed. 

7. 3. Jubilee Ice Company should 
be contacted for supplies. 

8.1. 

8.2. 

Create separate 
centre accounts 
Company vehicle. 

sub-cost 
for each 

These should be administered 
to prepare monthly report on 
costs of running each 
vehicle. 

8. 3. These however should be 
summarized under the 
departmental vehicle running 
expenses. 

9.1. If anything, the 
should be reviewed to 
2% in view of rising 
of EADL operations. 

basis 
about 
costs 

10.1 Company should purchase a 
power stabilizing equipment 
as a matter of urgency. 

10.2 The Internal Auditor should 
investigate and report on 
all breakages. 

10. 3 The breakages caused by 
general manufacturing 
defects should be referred 
back to the suppliers for 
replacement. 



Areas of Cost Control Discussed 
11. Packaging 

It was observed that brand 
new cartons were being used 
to store empty bottles. 
Consequently, the actual 
purpose of using these 
cartons for finished 
products cannot be achieved 
as the corners of these 
boxes become weak pretty 
fast. 

19) 

Consultant's Recommendation 
11.l Discontinue forthwith the 

use of these cartons for 
empty bottles. 

11.2 Use wooden boxes. 

11. 3 Wooden boxes 
manufactured by 
Carpen tr from 
packing cases. 

should be 
the Company 

available 



194 

APPENDIX 2 

EAST AFRICAN DISTILLERIES LIMITED 

ACCOUNTS CODES 

100 Fixed Assets: 
1. Land and Building 
2. Plant and Machinery 
3. Laboratory Equipment 
4. Tools 
5. Motor Vehicles 
6. Furniture, Fittings and Equipment 

101 Stock Control Accounts: 
1. Production Material Stock 
2. Finished Goods 
3. Goods in Transit 
4. Work in Progress 
5. 
6. 

102 Sundry Stocks: 
1. Cheque Books 
2. Stationery 
3. Drugs 
4. Motor Vehicle Spares 
5. 
6. 

103 Clearing Accounts: 
1. Salaries 
2. Wages 

104 Staff Loan Accounts: 
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J05 Prepayments: 
1. Site Rental and Sales 
2. Vehicle Running Account 
3. Insurance 
4. House Rent 
5. Directors Fees 
6. Miscellaneous 
7. 
8. Cheque Forms 
9. Stationery 

10. Dispensary 
11. General 

106 Cash Account: 
1. Uganda Commercial Bank 

{a) Barclays Bank D.C.O. 
(b) UCB Fixed Deposit 

2. Cash Imprest: Office 
3. Cash Imprest: Postage Stamp 
4. Empty Bottles Imprest 
5. Enguli Imprest 

107 Debtors: 
1. Trade Debtors 
2. E.A. Customs, Deposit Account 
4. Deposits 

12. Returned Cheques 

108 Suspense Account~ 

109 Share Capital: 
1. Shares 
2. Dividend Account 
3. Share Premium 

110 Accounts Payable: 
1. Social Security Fund 
2. P.A.Y.E. 
3. Retirement Scheme 
4. Graduated Tax 
5. Sales Tax 
6. Excise Duty 
7. Union Dues 
8. P.S.I.C. 
9. 

10. 
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111 Provision: 
1. Bad and Doubtful Debts 
2. Slow Moving Stock 
3. Taxation 
4. Dividend 
5. Capital Reserve 
6. Revepue Reserve 

112 Prof it and Loss Account: 

113 Interest Receivable: 

114 Sale of Sundry Items: 
1. Feint Spirit 
2. Old Beer Bottles and Drums 
3. Gunny Bags 
4. Brandy Bottles 
5. Fine Spirit 
6. Glue 

150 Creditors: 
1. Trade Creditors 

(b) Unpresented Cheques 
2. Uganda Development Corporation 
3. Uganda Consolidated Properties 
4. U.D.C. Subsidiaries 
5. Development Finar.ce Company 
6. D.G.M. - Switzerland - Shareholder 
7. Deposit on Bottles 
8. Enguli Creditors (a) SCOUL (b) OTHERS 
9. Deposit - Breweries Limited 

11. R.B.C. 

151 Accrued Ch~rges: 
1. Plant Maintenance 
2. Electricity 
3. Water Charges 
4. Advertising 
5. Leave Pay and Passages 
6. Telephone and Cables 
7. Legal 
8. Audit Fees 
9. Technical Services 

10. Miscellaneous 
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152 Depreciation: 
1. Land and Building 
2. Plant and Machinery 
3. Laboratory Equipment 
4. Tools 
5. Furniture and Fittings 
6. Motor Vehicles 

153 Sales of Fixed Assets 

301 Variable Production: 
1. Wages 
2. Plant Maintenance 
3. ~ransport and Clearing 
4. Sundries 
5. Packing Material 
6. Fuel and Oil 

302 Fixed Production: 
1. Salaries 
2. Wages 
3. (a) Company Security 

(b) Outside Security 
4. Repairs to Buildings - Factory 
5. Electricity 
6. Water 
7. Insurance 
8. Laundry 
9. Uniforms 

10. Rates 
11. 
12. 
13. 
14. 
15. 
16. 
17. 
18. 

Laboratory Supplies 
Travelling and Subsistence 
Vehicle Running 
Medical 
Sundries 
Analysis and Testing 
Industrial licences 
Import Expenses 
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303 Sales Expenses: 
1. Publicity 
2. Breakages 
3. Insurance 
4. Travelling 
5. Sales Agent Commission 
6. Stock Adjustment 
7. Sales: Gross 
8. Sales: Cost 
9. Stock Losses 

304 Administration Expenses: 
1. Salaries 
2. Wages 
3. Staff Pension 
4. Social Security Fund 
5. Travelling (Overseas) 
6. Insurance 
7. Staff Houses and security 
8. Donations 
9. Repairs - Office Equipment 

10. Vehicle Running 
11. Travelling Local and Subsistence 
12. Postage 
13. Telephone 
14. Printing and Stationery 
15. Audit Fees 
16. Subscription 
17. Advertising 
18. Office Supplies 
19. Medical 
20. Legal 
21. Management Fees 
22. Directors Fees 
23. Secretarial Fees 
24. Tuition Fees 
25. Repair Building (Off ice) 
26. Entertainment 
27. Directors Expenses 
28. Identity C~rds 
29. Tax Penalties 
30. Industrial Welfare 
31. Sundry 
32. Publicity 

305 Finance: 
1. Bank Charges 
2. Interest on Overdrafts 
3. Interest on Loan 
4. Conversion Tax 
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11 

114 

116 

117 
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APPENDIX 3 

EAST AFRICAN DISTILLERIES LIMITED 

CHART OF ACCOUNTS 

SUB. 

1111 
1131 
1132 

1141 
1142 
1143 
1144 
1145 
1146 

1151 
1152 

1161 
1162 
1163 
1164 
1165 
1166 
1167 
1168 

1171 
1172 
1173 
1174 
1175 
1176 
1177 
1178 
1179 

FIXED ASSETS 
Land and Building 
Plant and Machinery 
Workshop Machinery 

Motor Vehicle 
Intra Factory Transport 
Cars 
Vans and Pick-ups 
Buses 
Lorries and Trucks 
Others 

Tools 
Laboratory Equipment 

Furniture, Fittings and Fixtures 
Factory and Workshop Furniture 
Office Furniture 
Domestic Furniture 
Other Furniture 
Factory and Workshop Furniture 
Office Fixtures 
Domestic Fixtures 
Other Fixtures 

Office Equipmen~ 
Typewriters 
Cyclostyling Equipment 
Photocopiers 
Telephone, Telex, Fax 
Computer Peripherals 
Calculating Machines 
Clocks 
Wc:1ter Coolers 
Others 
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GRP GEN. SUB. 

13 DEBTORS 
1311 Trade Debtors 
1312 L/Cs Receivable 
13::.J Staff Debtors 
1314 Bottle Debtors A/C 
1315 Ugadev Bank 
1316 Returned Cheques 

132 CLE.:\RING ACCOUNTS 
1321 Salaries 
1322 Wages 

133 STAFF LOAN ACCOUNTS 

1411 PREPAYMENTS 
1411 Site, Rental and Rates 
1421 Vehicle Running 
14 31 Insurance 
1441 House Rent 
1451 Directors Fees 
1461 Miscellaneous 

15 153 CASH AND BANK ACCOUNTS 

153l(a) Uganda Commercial Bank 
1531(b) Barclays Bank (U) Ltd. 
153l(c) U.C.B. Fixed Deposit 
1531(d) U.C.B. LUZI RA 
1532 Ugadev Bank Ltd. Fixed Deposit 1 
1533 Retention A/C 

152 
1521 Cash Imprest: Office 
1522 Cash Imprest: Postage Stamps 
1523 Empty Bottles Imprest 
1524 Enguli Imprest 
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201 

21 

24 

SUB. 

1911 
1912 
1913 
1914 
1915 
1916 
1917 
1918 
1919 
1921 

19)1 
19)2 

1941 
1942 
1943 
1944 
1945 
1946 
1947 
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STOCK CONTROL ACCOUNTS 
Raw Mat. Stock (Enguli and Raw Spirit) 
Auxiliary Materials 
Fuel 
Oils and Grease 
Spare Parts & Maintenance Materials 
Feints 
Packing Materials 
Sundry Supplies 
Bottles Stock A/C 
Semi Finished Goods 

Finished Goods 
Semi Finished Goods 

Diluted Spirit Stock 
Semi Distilled Spirit Stock 
Fine Spirit Stock 
Blended Spirit Stock 
Cheque Books 
Stationery 
Drugs 

SUSPENSE ACCOUNT 

SHARE CAPITAL 
211 Shares 
212 Dividend Account 
213 Share Premium 
214 Capital Reserves on Revaluation 
215 Revenue Reserve 

2411 
2412 
2413 
2414 
2415 

SUNDRY PROVISIONS 
Bad and Doubtful Debts 
Slow Moving Stock 
Taxation 
Dividend 
Capital Reserve 
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GRP GEN. SUB. 

273 ACCOUNTS PAYABLE 
2731 P.A.Y.E 
2732 Sccial Security Fund 
2733 Accrued Wages and Salaries 
2734 Union 
2735 Retirement Benefit Scheme 
2736 Graduated Poll Tax 
2737 Leave Pay and Passages 

27 CREDITORS 
2711(a) Trade Creditors 
2711 (b) Unpresented Cheques 
2712 U.D.C. Limited 
2713 U.C.P. Limited 
2714 D.F.C.U. 
2715 D.G.M. 
2716 Bottles Depositors' Account 
2717 Enguli 
2718 SCOUL 
2719 R.B.S. 

275 ACCRUED CHARGES 
2751 Plant Maintenance 
2752 Electricity 
2753 Water Charges 
2754 Telephone Cables 
2755 Audit Fees 
2756 Miscellaneous 

29 PROFIT AND LOSS ACCOUNT 

2930 Profit Before Taxation 

2931 INTEREST RECEIVABLE 

341 Land and Building 
342 Plant and Machinery 
343 Motor Vehicles 
344 Laboratory Equipment 
31\ 5 Tools 
346 Furniture and Fittings 
346 Office Equipment 



GRP GEN. SUB. 

42 
421 
422 
423 
424 

5 

5311 
5312 
5313 

5314 

5315 
5316 
5317 

5319-01 
5320-01 
5321-01 
5322-01 

5319-02 
5320-02 
5321-02 
5322-02 

5319-03 
5320-03 
5321-03 
5322-03 

5319-04 
5319-05 
5319-06 
5319-09 
5319-010 
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SALES OF SUNDRY ITEMS 
Feint Spirit 
Bandy Bottles 
Fine Spirit 
Miscellaneous 

VARIABLE PRODUCTION 
(1) Enguli and Raw Spirit usage 
Enguli Purchase 
Raw Spirit Purchase 
E.S.P. Labour 

ill_Dilution 
Dilution Water Usage 

j3) Distillation 
Distillation Labour 
Boiler Water Steamed Account 
Boiler Fuel Usage Account 

(4) Blending 
Fine Spirit Usage (U. Waragi) A/C 
Fine Spirit Usage (M.R. Whisky) A/C 
Fine Spirit Usage (Q.E. Dry Gin) A/C 
Fine Spirit Usage (R.H. Brandy ) A/C 

Sentrates Usage 
Sentrates Usage 
Sentrates Usage 
;,entrates Usage 

(U. waragi) A/C 
(M.R. Whisky) A/C 
(Q.E. Dry Gin) A/C 
(R.H. Brandy ) A/C 

Filter Sheets Usage (U. Waragi) A/C 
Filter Sheets Usage (H.R. Whisky) A/C 
Filter Sheets Usage (Q.E. Dry Gin) A/C 
Filter Sheets Usage (R.H. Brandy ) A/C 

j~J__~~Ltling and Packaging 
Cartons (U. Waragi) 
Seals 
Capsules 
Dispenser Boxes 
Labels 
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GRP GEN. SUB. 

5320-04 Ciu-tons (M. R. Whisky) 
5320-05 Seals 
5320-06 capsules 
5320-07 Cellotapes 
5320-08 Polythene Sachets 
5320-09 Dispenser Boxes 
5320-10 Labels 

5321-04 Cartons (R.N. Brandy) 
5321-05 Seals 
5321-06 Capsules 
5321-07 Cellotapes 
5321-08 Polythene Sachets 
5321-09 Dispenser Boxes 
5321-10 Labels 

5322-04 c;:irtons (Q. E. Gin) 
5322-05 Seals 
5322-06 Capsules 
5322-07 Cellotapes 
5322-08 Polythene Sachets 
5322-09 Dispenser Boxes 
5322-10 Labels 

6 302 FIXED PRODUCTION 
6322 Salaries 
6324 Wages 
6325 o•:crtime 
6326 Bonus and Awards 

6326 WELFARE AND MEDICAL 
6326-1 Entertainment 
6326-2 Medical 
6326-3 Protective Clothing 
6326-4 House Rent 
6326-5 Vehicle Running 
6326-6 Leave Pay and Passages 
6326-7 Travelling and Subsistence 
6326-8 Riltions 



GEN. SUB. 

6327 
6327-1 
6327-2 
6327-3 
6327-4 
6327-5 

6329 
6329-1 

6330 
6330-1 
6330-2 

6331 

6332 

6340 
6341 
6342 
6343 
6344 
6345 
6346 

6351 
6352 
6353 
6354 

6371 
6371-1 
6371-2 
6371-3 

7322 
7323 
7324 
732S 
7326 
7327 
7328 
7329 
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Allowances 
Housing Allowance 
Acting Allowance 
Food Allowances 
Transport Allowance 
Entertainment Allowance 

Maintenance 
Plant Maintenance 

Security 
Company Security 
Outside Security 

Intra Factory Transport 

Rent and Rates 

De~reciation Charge 
Building 
Plant and Machinery 
Tools 
Motor Vehicles 
Furniture and Fixtures 
Office Equipment 

Printing 
stationery and Supplies 
Industrial Licences 
Insurance 

Vehicle Running 
Fuel 
Oil and Grease 
Other 

ADMINISTRATION EXPENSES 
Wages 
Salaries 
Staff Pension 
tJ.S.S.F. 
Travelling (Overseas) 
Insurance 
Staff !louses and Security 
M;1 i nten<1nce 



GRP GEN. SUB. 

7329-1 
7329-2 

7330 
7330-1 
7330-2 

7331 
7332 
7381 
7382 
7384 
7385 
-/ 386 
7387 
7389 
7389-1 
7389-2 
7389-3 
7389-4 
7389-5 
7389-6 
7389-7 
7390 
7391 
7392 
7393 
7394 
7395 
7395 
7396 
7397 
7398 
7399 
7400 
7401 
7402 
7405 
7406 
7·107 
7408 
7409 
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Plant 
Factory Building 

Security 
Company Security 
outside Security 

Intra Factory Transport 
Rent and Rates 
Audit Fees 
Legal 
Subscription and Donations 
Uniforms 
R.:ites 

Vehicle Runnir;.:J: 
UXN 902 
UPE 932 
uxu 824 
UPL 379 
UXB 485 
UPH 802 
UPA 414 

Analysis and Testing 
Industrial Licences 
Imports Expenses 
Depreciation 
Repairs Office Equipment 
Postage 
Telephone 
Printing and Stationery 
Advertising 
Office Supplies 
Management Fees 
Directors Fees 
Secretarial Fees 
Maintenance of Office Building 
Entertainment 
Directors Expenses 
Identity Cards 
Industrial Welfare 
Publicity 



GEN. 

8 

9 

8326--1 
8326-2 
8326-3 
8326-4 

8326-5 
8326-6 
8326-7 
8326-8 
8326-9 

8391 
8392 
8393 
8394 
8395 
8396 
8397 
8398 
8399 
8400 
8401 
8402 
8403 
8405 

9301 
9302 
9303 
9304 
9305 
9306 
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SALES EXPENSES 

WELFARE AND MEDICAL 
Entertainment 
Medical 
Protective Clothing 
House Rent 

Vehicle Running 
Leave Pay and Passages 
Travelling and Subsistence 
Rations 
Other Welfare 

Advertising and Publicity 
Advertising - Newspaper 

- Periodicals 
- Radio and T.V 
- Others 

Brochures and Publicity 
Samples 
Fair 
Commissions and Discounts 
Entertainment 
Breakages 
Insurance 
Travelling and Subsistence 
Stock Adjustment 
Gross Sales 

FI~ANCIAL EXPENSES 
Interest on Overdrafts 
Interest on Short Term Loan 
Interest on Long Term Loan 
Other Interest 
Bank Charges 
Bad Debts 
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WRITE OFFS AND ~ROVISIONS 
9307-1 Stock Losses W/O 
9307-2 Other W/Offs 
9307-3 Provision for bad debts 
9307-4 Provision for stock Losses 
9307-5 Provision for Others 
9307-6 Provision for Sales Tax 
9307-7 Provision for Duties 
9307-8 Provision for Corporation Tax 
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APPENDIX 4 

EAST ArRICAN DISTILLERIES LIMITED 

WEEKLY PRODUCTION REPORT 

WEEKLY PRODUCTION REPORT Week Ending 

1. Enguli and Raw Spirit Qty. Strength As 100\ 
Opening Stock EST ( 1) 
Opening Stock EST ( 1) 
Opening Stock EET 
Add Enguli Purchases 
Add Spirit from SCOUL 
Subtract Distilled 
Clo~ing Stock EST ( 1) 
Closing Stock EST ( 2) 

Comment: 

2. Dilution 3. Distillation 
Volume of Water Diesel Fuel 
Consumed: Opening Stock 

Received 
Used 
Closing Stock 

4 . Distillation Result 
Fine Spirit 
Opening Stock 
Received 
Used 
Closing Stock 

~ 

5. Blended Spirit O/Stock Blended Bottled 
Uganda Waragi 
M.R. Whisky 
Q.E. Dry Gin 
R.M. Brandy 

--- --------- --· 

C/Stock 
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l\PPENDIX 4 CONTD .. 

-------------------- ---- - - --- - ----- --

6. Filtration 
Qty of Filter Sheets Consumed: 
Volume of Alcohol Filtered 

7. Bottling and Packaging Ctns Bottles Remarks 
Bottled 
Uganda Waragi 75cl 
Uganda Waragi JOcl 
Uganda Waragi lScl 
Totapak 

H.R. Whiskll 75cl 
Comments: 

Sent rates 1-~/Stock Rec•d Used C/Stock 
Uganda Waragi G/S 
H.R. Whisky (Malt) 
M.R. Whisky (Grain) 
Q.E. Dry Gin 
Glycerine 

_I 
----~--- ·- -- ---

8. General Comments 

Production 

Authorised Signatory 

Spares 

Date: 



COST CENTRE: 

NAME 

1 

2 

3 
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APPENDIX 5 

EAST AFRICAN DISTILLERIES LIMITED 
DAILY LABOUR USAGE REPORT 

ACTIVITY REF. 

GRADE HOURS IDLE HOURLY 
WORKED TIME RATE 

LA~OUR 

C.JST 

NO: DLUOOOl 

DATE: 

RE HARKS 

4 

--t--
-f---------------- ~~--~-~: !_~---------

5 
--jf-------------- -------- ----- - - -----·----._------+--------

6 
------·----+-------+-------

7 
---ii---------------- ------- ~----- -----1-------+--------

8 
----- ---- -----t--------

9 
------- -----1-----t-------

10 
--t------- -------- --------- ---- -- ------t-----t-------
11 
---·---------- ------ - - ·----- -- ------ - ---------+--------
12 __ _,,__ ______________ ----- -- -- ------ --- ------+-------
13 
-- ---------------- ------ ------ ------ -----·-----jf--------
14 ___ ,, ________ -- -------- -----· --- - ------- _____ . ______ .__ _____ _ 
15 

------- ----- -----t--------
TOTAL 

SUPERVISOR'S SIGN. PRODUCTION MANAGER: 
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APPENDIX 6 

EAST AFRICAN DISTILLERIES LIMITED 

INPUT MATERIAL: ENGULI PRICING METHOD: FIFO 

--c---R E C E I P T S I S S U E S BAL AN C E -, 
QTY RATE PRICE QTY RATE PRICE QTY RATE PRICE 

1/8 4956 443 2,196,738 4956 443 2,196,738 

7/8 500 550 275.000 5456 453 2,471,738 

7/8 4596 433 2,196,738 

7/8 44 .300 24,200 456 550 250,800 

10/8 2000 525 1.050,000 2456 530 1,300,800 

11/8 456 

I 
550 250,800 

2 525 1,050 1998 525 1,048,950 

-- ----- ----- -- ____ __! __ --------- ---------
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APPENDIX 7 

EAST AFR~CAN DISTILLERIES LIMITEO 

MATERIAL INPUT: ENGULI 

QTY 

1/8 4956 

1j8 500 

R E C E I P T S 

RATE 

443 

550 

VALUE 

2,196,738 

275,000 

QTY 

I 

PRICING METHOD: AVERAGI 

I S S U E S B A L A N C E 

VALUE QTY RATE VALUE 

4956 443 2, 196, 7_ 

5456 453 2,471, 7. 

_1_1_8-~--~--~~--- _______ J~.:~o __ --~-5_3_~_2_,_2_6_5_,_o_o_o_~--4-56-~-4-5-3~---2-0_6_, 5-1 



214 

APPENDIX 8 

EAST AFRICAN DISTILLERIES LIMITED 

MATERIAL INPUT: ENGULI PRICING METHOD: LIFO 

----------·-~ -------
REC E I PT 5 I 5 5 U E 5 BALANCE 

QTY RATE VALUE QTY RATE VALUE QTY RATE VALUE 

1/8 4956 443 2,196,738 4956 : 443 2,196,738 

7/8 500 550 275,000 5456 550 3,000,800 

7/8 5000 550 2,750,000 456 550 ::t50,800 

-- ---~--.____ _____ 
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APPENDIX 9 

EAST AFRICAN DISTILLERIES LIMITED 

BATCH REPORT/STORES RECEIPT VOUCHER 

Date: 

BRAND SIZES 75cl JOcl 15cl TOTA PA 

Vol. Produce (Lts) 
No. of Botts Used 

Cartons 
Seals 
Capsules 
Satchets 
Labels 
Disp. Boxes 
Fil/Shts 
Cellotape 
Others (Specify) 

Bottling Supervisor: 

Date: 

Prcduction Mana~er 
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APPENDIX 10 

EAST AFRICAN DISTILLERIES LIMITED 
BLENDING REPORT 

Blend No. 
Blending Tank No. 
Produce: 

36/91 
BV1 
Uganda waragi ~'S 

DATE 4.7.90 !LITRES I '/VOL. 

1 Ethyl alcohol 
2 Concentrate 
3 1 + 2 
4 Demineralized water added 

5 3 + 4 
6 5 calculated at '\ Vol. 

1 Glycerol to be added 
8 Colouring to be added (estimated) 

9 
10 Demineralized water to be added 

11 Demineralized water added 
12 Total, less 7, 8 and S 

13 Glycerol added 
14 Colouring added 
15 
16 Finished product 

--

---------
B 0 T T L I N G 

-
DA'lE SIZE c 

---
9.7.91 1 x 12 28 

10.7.91 1 x 12 46 
11.7.91 1 x 12 5 

ITRES 
----------- - -----
99.5 @ 75 cl 
03.75 " 

61. 25 " 

-----1·----ARTONS L 
----- - -~ - --·--

8 10/12 25 
7 1/12 42 
1 3/ 12 4 

TOTl\L 72 64.5 
-

No. 727 

LITRES '/VOL. 

2923 96 
149.l 56 

3072 .1 -
4165.8 xxxxx 
7237.9 40 

xxxxx 
xxxxx 

xxxxx 
xxxxx 

xxxxx 
i<XXXX 

7237.9 40 

RE HARKS 
.; 

Gained during bottling 26.6 = 0.4\ of finished product 
- ----·---· ----- -·- - -··- -
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.'\PPF.NDIX 12 
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9.91 Bettle; Steck A/C 

q. '11 Balance 
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30.J.91 Bottle Deposits 

----··--·- ·--··. 

Balance c/rl 

Wl'E~m r-: 12 cm!n1 .. 

Shs 

:~:t:~. 500 

Ci\Sll 

' I ) 
:tO.!l.!ll 

IK>_TTLE !.OSSES !JEGOV_ERY 

Shs 

66,750 

66,7!i0 

30. !!. !JI 

( 7) 

( !J) 

Bolt le l>cpos its 

Returnable 
Bott.les A/C 
Bott I f's A/C 

P.alancr h/rl 

Shs 
100,000 

Shs 

~~'JOO 

66,7!10 



MATERIALS 

•)•)•) 
~-'-

/.l'Pl<:Nl>IX 1:1 

EAST AFn I CAN n I ST I I.Lim I l~S I. I H l TED 

t>.LANtlfil>_ l~UPQ!l_GT_lQN. M,\Tlt;l!Jj\L .UE_2_lH !l~MF.NT 
fQR Tl_IB YEAR •• _ • ...!.. !_~ 

·--·--------· ------ ··--------

·----------- ---·-- ---

I. 

•) 

". 

') 
•Jo 

!I. 

SENTRATES 
u. Waragi 
M.R. Whisky 
M.R. Whisky Crain 
R.M. Brandy 
Q. E. Gin 
Glycerine 
Caramel 

BOTTLES 
75cl 
75cl G i II 
30cl 
15cl 

S,\TCHETS 
u. h'aragi 
M.R. Whisky 
R.M. Brandy 

LABELS 
u. Waragi 75c1 
u. lfaragi 30cl 
u. lfora~i 15c1 
M.R. ll'h isky 75cl 
M.R. Whisky 30cJ 
R.M. Brandy 75cl 
R.M. Brnncly 30cl 
R.M. Brandy 15c1 
Gin 75r.J 

Gin 30cl 

UNIT 

MES. 

LTS 

NO~ 

" 

ROLLS 

PIF.CF:8 

" 

QTY 

r- ··----- · ··· ----·--1 
IJNIT 
msr 

AMOl'NT 
U. SHS 



5. 

6. 

7. 

0 
Vo 

!) • 

IO. 

11. 

1., .... 

MATElll r\LS 

•J ., ., 

'-'~-· 
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----------------··- -- -------1--- ------------T·-----------------,--

SEALS 

30 x :~5mm 
")0 ;.\ 18mm <.V 

:u.s x 18mm 

31. 5 ~' 18 

11.s. CAPSULES 
32 ·' 60mm 
32 x 30mm 

FILTER SHEETS 
k500 40 x 40 

RAt'f SPIRIT 

DIF.SF.L 

WATER 

ELF.CTR I CITY 

CARTON BOXES 

u. lfara11: i 75cl 
(!. tfaragi :me I 
u. Wnra~i 15cl 
Totapak 

M. R. Whisky 7!1d 

M.R. Whisky :we I 
Tntapnk 
R.M. Brandy 75cl 
R.M. Brandy :m,·l 
R.M. Brandy 15f'I 
Tot-'lpak 
Gin 75cl 
G i 11 :we l 

!!NIT 1 <HY I UNIT I 

I I COST I 

l'IE<'ES 

PfEn:s 

SHEETS 
" 

I.TS 

LTS 

I' I f.C' F.S 

,\~tnl'~~T 

I!. sm-~ 
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----------- ------- ---- - - - -- ------ - - - --- ---- - --- - - -- ---- - -

MATERIALS 

l!NIT QTY llNIT AMOl!~ff 

Mf.S. rosr n. SllS 

I:l. DISPENSER BOXES Pl ~TES 
u. h'ara~i 1 ,, 20 
M.R. Whisky 
R.M. Brandy 

14. GUMMF.O STRJ rs ROLLS I 
I 

I 
Plastic CTN I 

I 
15. GLUE KCS I 

I 
I I 

-1 --- --- -- -- - - --1 -- 1----- -
GRAND TOTAL I I I 

--------------- --------- --- -- ----' - - I - - -- ----- -- -- --- J ---------·-- - I - -- --- - - - . --



Al'Pl-:f'm IX 11 

•~AST AFRICAN l>IS1'11.l.F.RIF.S l.THITF.O 

BUDGl-:T PIU>POSAI, FORMS 

TO BF. t'I 1.1.F.D BY ALI, DEPARTMl-:N'l'S 

,---- - - ------, -- . -r--------- - --- -T--------------,---- - --- ------ ---r--
1.0. SALARY 

1. 1. 
I I 
I Staff I 
I I 
I I 
I I 
I I 
I I 

1 
Gradr> I 

I 
I 
I 
I 
I 

Basis llous i m:: 
1 

Otlwr I Gross 

Benefits I Pay 

I 
I 
I 
I 

---- ____ L_ _____ __J_ ______________ L__ _______ J. __________ i_ _________ -- --- _L__ ____ _ 

1.2. Any sper-ial payment for thf' staff mPnt imlPci abo ... e. 

2.1. Model of Vehicle En~ii:2 rapacity (lo ht' diseus:;;ed ~ilh Uw Transport 

Offj(:rr brforP s11bmi:;;:;;ion). 

Mileage to be covered rl11rine{ tht> yrar mont.h by month 

? ? Fuel - Monthly "" .. , . 
2.4. Oil Monthly 

2.5. Tyres Mon t.h I~· 

2.6. Servi c:es ~-tnnthly 

2.7. l'rPvent i VP Mn i ntenanc:e 

2.8. Any mn.jor rPpairs;'ovf'rhnnl 



APPEND!\ I I CONTD. 

3. o. sr~TlQ~JE1tr 

·-------- ----------· ... ·--·. ------·--· -------- --- ·------i------·---------- -r--- - -- -· ---· 
3 .1. ITEH 

Addin~ Machine Rolls 211 
Bo:>: Files 
Carton Papers Typing F/S 
Carton Papers Typing (Double F/Sl 

Carbon Paper Handicap:.· (BJ 11e l 
Cellotape Rol]s 1" 
Correctin::t fluid 

Duplicating PRpE"rs F/S 

Duplicating Ink 
Endorsin~ Ink 
Eraser Stick 
Fi le Folders 
Foot Rulers 
Ink Pad 
Led~er Binders 
Office Pins 
Pencil 11.B. 
Pencil Rubbers 
RuJed Paper Sin~le FIS 
Ruled Paper Double F/S 
Shorthand Note Books 
Stencils S/S Pelican 
StapJin~ Machines 
Staple Wire:;; 
Sprim~ Files 

Typet."rit.er liibbon (Manual 
Typinl( P11pf'rs F/S 
Typin~ Paper Do11hle F/!'-: 
White out 
Punchini:t M:ichines 
<'011nter Br.oks 
Rubber B11nk I K p:;t 

St<1pple llPmovf'r 

Papt>r Clips 
l'E'tt:• Cn~.;h Voucher Hook~.; 

Printed ~a.at i nnr- ry 
C I is I. he I ot." l 

I QlJ..\NTTTY I COST 
---···----t-----· -·-- --1---- -- -- --· -· 



1. 0. 

•) ., "";" ..... 
\PPnrn f \ 1 I CONTD .• 

List each Rnd every lrnvellinc indicatin~ the follo~in~: 

I. 
., ... 
') ... 

WhPn the t rw.-rl is I ikf'ly le t.akf' plncc> 
Purpose of trRvPI 
Period 

1. Slaff (indicatP gradel 
5. Any special rf'quir£>m<nt.s 
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APPF.NDIX 15 

EAST AFRICAN Dl STI I.I.ERi ES L IHI TED 

J!UPG~T .J'flOJ_VSA~ .. fOR~ 

1.1. Pu~licH:-- .an_d Advertisemt>nl. 

1. 2. 

1. 3. 

2.0. 

Hedi a Cost. Expected Audience 

Breakage EST% on Sales VoJ11me delivered 

Types ValuP 

Indicate tarso;et salPs volume hf':.-ond which commission is basf'd 
and ratf' pn:n1b I e 

Disclose your planned ~-rnlr:.; pf'r month t.o corre5pond with planr.ed 

capacity 11tiJi7.atioJ1. 



A!C CODF.S 

APPF.NIH X I 6 

F.AST A Fill CMl DI ST ll.l.F.R I ES I. IHI TED 

1mm::_~:r-~ll P{lQFI'I_' At!D. !-P~S -~ccmm:r 
f9__R _'fJ_J_E_; _y~~R f.ND{NG __ ••• ~ .._ l U~ U ._&_H__S _ '_ Q_Q_Q__ t _ l_QE;C) 

BUDGETED NET SALES 
LESS: COST OF SALES 

P.UDCETED GROSS PROFlT 
OEOUCT: SELLING, GENERAL ;\NO 

:\DMI .'lISTRATION EXPS. 

I . !'fARKEI I NG L~~[J:~ 
Publicity and Act-.-Prt.s 

Travelling nncl Suh:::ii:::it. 

Vehicle R11n11in5 

Brenka~e 

[rum rnncf> 

Salary 

Stationery 

SUB TOTAL 

2. ,~C_C_9U~TfllG ANQ_ fH{Mff'E 

Snlnry 

Travel I in;; nnd ~;uh~i:::;t. 

Vf>h i c IP Runn i n;i; 

St.:it.ionf>ry 

P.nnk f'har~Ps 

Jnterr>::;l on O/fl 

I nt.f'rf'st. on l.0:111 

SUP, TOT,'\f. 

r----------, I ----- -----, 
Si~nPd p, •.• ...... I I I I 

L __________ J L_. ---- _J 

C/ ,\ C/~f 

· ----r---- -------- ------- ----r-- -----
ACTl'AL 1 ESTIMATEn I 
fl'MMl!LATlVE I 3 MONTHS TO I P.UDGf.T 
:wrn SEPT. . . • I :n ST nr.c. . .. I 

1------t ~---

I 
I 
~ 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
1-
1 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

' I I I 
--f----------t-------

I 
---- - ---1- - ------------· ---

0 I 0 0 
-- -······------- 1-----··---- -· --·-·-·t-·-

1 I 
I I 
I I 
I I 
I I 
I I 
I I 
I I 
I I 
I I 

I 



.\Pl'E~m 1 \ 1 fl cmffn. 

------ ·-------------·---- - ---- - --- -- - - ·-- - - - -----., - -- - - - --- ----- ,-- r -
.\f 'Tl'i\L 1 EST !Mi\ Hll I 

I 3 MmffHS TO I gl'fl{:f.T 

:L ADm ~H~Tll~l'l~?N 

Vehide R11n11 i nir 

Salary 

Staff Pension 

Maint. of !)ffi.-P Eqpt. 

TravPilin~ OversPn~ 

Tran•llin~ lnlnnd 

Insurnnce 

Te I. Te I e:.; nnd Post :u!P 

St at ioner:.-

Snbspt n. R:i.tes ;;ml Li1-. 

Audit Fees 

AdVE•rt.s nnd Publir'ity 

Ofri,·e Suppl irs 

Le~nl anrl Prof. frp:.

M~t. and Ter·h. FPPS 

Technical fpp 

Mai n t. or or f i ('e Bn i k. 
En t c> r t. n i n aw Ii I 

[leprf'd n t ion 

SUP. TOTAL 

I • rERS(_J~Nl~L 

Sn I nr:--

s: :i.l intu'ry 

Tra".'P) I inl! mid Subs. 

\'Phic-le fl•mnin:r 

~id: P.n~· :i.r1rl llr11;r:.; 

l!n i frirm 

f'nn l.<'r'll :wd Ind. !fr I r :i :-" 
Tra i 11 i nil'. and T;i i I ; 011 

I 
I -
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
1-
1 

:mrn SEPT. I :~tST DEC. 
--1 -- -- -- -

I 
I 

-- -- --- -- 1-- -
o I 

--· ·- --- --- -- --- 1- - - - --

1 
I 
I 
I 
I 
I 
I 
I 
I 
I 

o I 

... I 
- I 

I 
I 
I 
I 
I 
I 
I 
I 
I 

---i--
0 I 

-1 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

o I 

( 
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APl'PHl I ~ 16 CONTD. 

5. AlJ(!lI 

Salary 

TraveJlin~ and Subs. 
Vehicle Rurrnin~ 
Stationer:• 

GRANO TOTAL EXPENSES 

BUDGF.TEO Nf.T PROfI T /LOSS BEFORF. TAX 

TAXATION 

P.IJDC:ETF.D Nf.T PROFIT /LOSS AFTF.H T.-\X 

I ---- ---- -- - - - -----1 - -,- --- ---

I ,\('TUAI. I ESTIMAHP. 

' I Cl!MMl'L\TI \'f. I 3 MONTHS TO I P.l!llf.F.T 
I :mm SEPT. • • • I :n ST DEr. • •• I 
1--- ----------1---------------t-
I I I 
I I I 
I I I 
I I I 
I I I 
I I I 
I - --- - - --- - I t -
I 0 I 0 I () 

1--- -- - -----1-- -- --- -- I --
I 0 I o I n 
I ---------f----- -------1-----
I 0 I 0 I 0 

I I I 
1- ----- -------- ----1---- ------- --- --- ---1--- --- ---

' I I I -- - I - - I_----- ---



NET SALES 

Local - Seg. l 

Export 

TOTAL 

LESS: 
Cost of Sales: 

Local - Seg. l 

- Seg. 2 
Export. 

GROSS PROFIT 

•1·1·> 
.:...·•·· 

.\PPENlll \ t 6 CONTD .. 

r-·------- -- -1 -------- -- - ------------ ----- ---r-------- --- -- -- ------- -- ----, 
I AC'TU;\ I. I P.l!Dl.ETF.D \'AH I ANCF. I 
I TH 1 s ~toNTII I Tll 1 ~: MONTH I Fon r11 F. ~1m;r11 I 
1---- ---- -- ----- ------1- -------- --------------- ---t--- -------------------- -1 
I I I 
I I I 
I I I I 
I I I I 
~------------- I-------------------------- -t----------------- - --1 
I I I I 
i---- --- --- ,. ---- ------ -------- ---1------ ----- ------ ---- --- -- -1 
I I I 
I I I 
I I I 
I I 
I I I 
r------------------- -1------------------------ --1---------------------1 
I I I I 
L_ ___________ - - -- --- ------ I --- --- --- --- -------- --- - _I._ _________ ---------------- - -- ___ J 
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APPENDIX 17 

EAST AFRICAN DISTILLERIES LIMITED 
MONTHLY REPORT FOR FEBRUARY, 1991 

l. SLX'iARY OF EL'S I ~iESS OPERAT IO~S: 
The Production Vtilization Capacity was 13.9% 
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'-' PRODL:cr ! o~~ 

: • t~ ::~ T 
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Remarks: 

I ~"\0 .. '' .............. · I ·~~O~t\ '• 
·~~ ·w~·•"' 

.,,':'•"" ,,c,,, •. 
o • • W'~._ 1 .J'." I I • "'"' =3e:sc I!!.~ .. =..:.: ~~.~~ 

-- ---- -· ----~-· ---
__ ._ _______ _ 

203U2 litres of vnrious products were prnduced. 
This wns just about a third of what had been 
budgeted. The problem is still due to low 
spirit deliveries from SCOUL. The situation is 
likel~ ta improv~ in ~nrch, if SCOUL solves its 
power problem. 

~F ~PC~UC!:8:1 

1n1rT f'nCT 
•,11!1.1 '"'"""' 

TCT;aL 
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3. SALES REPORT FOR THE "10NTH OF FEBRUARY, l !l!l 1: 
\'alne .'\nd {~uantity of ~ales 
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APPENDIX 18 

EAST AFRICAN DISTILLERIES LIMITED 
DISTRIBUTION LIST FOR EADL MO~THLY REPORTS 

J.M.S. Kanakulya 

E.J.C. Mollerus 

N.C. Payne 

C.M. Oketayot 

Hon. Minister of Industry and Technology 

Deputy Minister of Industry 

Deputy Minister/Research and Technology 

P/S., Ministry of Industry and Technology 

General Manager - EADL 

A.S. Lugoloobi 

Duncan, Gilbey and Matheson S.A. 

Chairman's Office 

Executive Director 'A', 'B', and 'C' 

Chief Financial Officer Corporation 

Corporation Secretary 

Chief Accountant 

Director of Projects and Research 

Director of Administration 

Confidential Registry (3) 
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APPENDIX 19 

EAST AFRICAN DISTILLERIES LIMITED 

REPORTS FOR MANAGEMENT INFORMATION 
AND OTHER REPORTS TO BE SUBMITTED 

DURING PLAN PERIOD FROM 1992 TO 1996 

PRODUCTION 

1) Enguli received voucher / Quantity 
Quality 

\ Strength of alcohol 
\ Volume 
\ Amount 

2) Invoice/Delivery Note - SC0UL 
3) Diluted Spirits Report 
4) Distillation Report 
5) Requisition for Fine Spirit 
6) Blending Report - Requisition for Inputs (eg.: Sentrates and Essences) 
7) Bottling Report - Requisition for Inputs 
8) Finished Goods Report by Batch 
9) Monthly Production Report 

10) Quarterly Production Report 
11) Annual Production Report 
12) Labour Time Card 
13) Materials Requisition 
14) Purchase Requisition 
15) Overseas Indent 
16) Local Purchase Order 
17) Procurement + Status Report 
18) Goods Inspection Note 

STORES 

1) Finished Goods Received Note: (To be copied to Production and 
Marketing/Sales Departments 

2) Delivery Note 
3) Daily Stock Position Return 
4) Customs Return 
5) Finished Goods Returned Note 
6) Monthly Summary of Movement of Finished Goods 
7) Free Issues Voucher Requisition 
8) Stock Replenishment 
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APPENDIX 19 CONTD. 

SALES 

1) Sales Invoice (Cash} 
2) Sales Invoice (Credit) 
3) Daily Sales Return 
4) Monthly Sales Report 
5) Quarterly Sales Return 
6) Annual Sales Return 

PERSONNEL 

1) Appointments 
2) Daily Attendance Report 
3) Leave Form 
4) Social Security 
5) Income Tax 
6) Poll Tax 
7) End of Service Benefits Increment 
8) overtime Form 
9) On-the-Job Training Progress Report 

10) Staff Performance Evaluation Reports 
11) Other Training and Manpower Development Reports 

ACCOUNTS 

1) Daily, Weekly and Quarterly Cash Budgets 
2) Weekly and Monthly Bank Reconciliation Statements 
3) Monthly and Quarterly Prof it and Loss Statements, Balance 

Sheets and Cash Flow statements 
4) Performance Control Report 
5) Budget 
6) Corporate Plan 
7) Financial Ratio Performance Report. 
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APPENDIX 20 

EAST AFRICAN DISTILLERIES LIMITED 
PRODUCTION COST ACCOUNT FOR THE MONTH ENDING 

CAPACITY LEVEL ATTAINED ---

Enguli and Raw Spirit Usage'. 
1. Enguli Purchase 
2. Raw Spirit Purchase 
3. E & s Purchase Labur 
4. EST Stock at Start 

GS: EST Closing Stock 

DILUTION: 
1. Enguli & Raw Spirit Usage 
2. Dilution Water Usage 
3. O/S of Diluted Spirit 
4. Less: C/St. of Oil. Spirit 

DISTILLATION: 
1. Diluted Spirit Usage 
2. Distillation Labour 
3. Boiler Water Steamed A/C 
4. Boiler Fuel Usage A/C 
S. Other Direct Expenses A/C 
6. O/S of Semi-dist. Spirit 

8. Distillation Yield (\) 
9. Less: Feints Produced 

10. FINE SPIRIT PRODUCED 
11. O/S of Fine Spirit 
12. Less: C/St. of F/Spirit 

' EXPECTED ' (C'NCY: U.SHS ·ooo + IDEC.) 

--r------ --- -- -- ~ -[ CUMMULATIVE ACTUAL BUDGET VARIANCE 
THIS MONTH THIS MONTH THIS MONTH ACTUAL/BUDGET 

-~;-~-,~~LU;- LTS lvA:uE_ LTS _IVALu:__ -_ -~ VALUE 
- -- - I 

---- --- --- ----- -- --- ---·----·----- ----+-----t----

--- - --- --------- ------ --- ---

------ ---- -- - -- ------- ---- -----

--------- - - - -- ------ ____ _._ ___ __.._ __ __. ___ __.___ __ _ 
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APPENDIX 21 

EAST AFRICAN DISTILLERIES LIMITED 

PROFIT ANO LOSS_ AGGOUNT 
FOR THE MONTH ENDED • • • • • • • • (IN_ ll. ~tlS _ • 090 + 1 PEC) 
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APPENDIX ..,.., ...... 

EAST AFRICAN DISTILLERIES LIMITED 
VAIU~NCE Ar-JAL YSIS FOR THE MONTH ENDED 
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APPENDIX 23 

EAST AFRICAN DISTILLEHIES LIMITED 

VARIANCE ANALYSIS FOR THE WEEK ENDED 
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APPENDIX 24 

EAST AFRICAN DISTILLERIES LIMITED 

V ~R_I_~N_C_E . ANALYSIS FOR Tl:f~ WEEK ENDED 

DIRECT LABOUR 

TOTAL 
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APPENDIX 25 

EAST AFRICAN DISTILLERIES LIMITED 
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APPENDIX 26 
EAST AFRICAN DISTILLERIES LIMITED 

CASH BUDGET: WEEK E,:NDI_N_G 
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APPENDIX 2.7 

EAST AFRICAN DISTILLERIES LIMITED 
CA~tt__B_UOGET: MONTH ~_NDJNG 
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APPENDIX 28 

EAST AFRICAN DISTILLERIES LIMITED 
CASH BU.QGt;J_;_ ___ .Q_l)Af:H_l;fLE_N_[)J_~_G ..........•.... 

---- - -------- ---, 

! ACTUAL$ I 
- l -: 

I c ... ; "•-
: I•., i 11 \. ~ 

! ~cr;;c Sale-; 
--------- --- -- -!- --- - -

C .. t f I~·-'". 
'.-'"' 1~"~· 

M:iir. .. ;nd Se!. 

P~od. f :.:o - I/.:,:;. 

I TOTM ' ,._.,..,,_ 

11ce - Coroor .1 tr 
we - ':;:: n 

BHr.!J·;; 

1"'n111.a1cu re 
• '..'''1•\.11•.J 

W,,U TLI lifftUTU ., 
'".111•1• "\.'1111' -

- ! 

I 
- I - I-



QTR ! 

253 

APPENDIX 29 

EAST AFRICAN DISTILLERIES LIMITED 
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APPENDIX 30 

EAST AFRICAN DISTILLERIES LIMITED 
WEEKLY VOTE ALLOCATION CONTROL 

RESPONSIBILITY CENTRE: MKT AND SELL ... . 
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PART IV: MARKETING REPORT ON EAST 
AFRICAN DISTILLERIES LTD. 



CHAPTER 10.0. INTRODUCTION 



10.0. 

10.1. 

10.1.1. 

10.1.2. 

10.1.3. 

10.1.4. 

10.1.5. 
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l\1ARKETING REPORT ON 
EAST AFRICAN DISTILLERIES LI1\1ITED 

INTRODUCTION 

Background 

This report covers the activities performed by the !MAS 

Marketing Consultant during inplant training of the Sales 

Manager and the ~ssistant Sales Manager of East African 

Distilleries Limited (E.71.DL) from July 22, 1991 to August 

16, 1991. 

Before the training began, the IMAS team leader had 

conducted preliminary studies to identify the areas in 

the Department's sales and marketing activities where on

the-job training would have the most impact in 

strengthening the Department. 

A programme of activities drawn up for the IMAS Marketing 

Expert by the !MAS team lea~er was followed. 

Even though every effort was made to adhere to the 

schedule of activities covered in the programme of the 

Marketing expert, considerable time had to be spent 

explaining basic marketing concepts to the two rnernbe~s of 

staff since it was discovered that their knowledge of 

basic marketing concepts was very poor. 

Accordingly, the Consultant spent a considerable amount 

of time discussing marketing concepts and techniques with 

the two members of staff to enable them have a better 

understanding of marketing processes. 



10.2. 

10.2.1. 

10.3. 

10.3.1. 

10.3.2. 

10.3.3. 

10.3.4. 

256 

The aim was to develop in the Sales Manager and his 

Assistant, the ability to recognize marketing problems 

and opportunities whenever they appear in their opera

tion; to analyze their causes and find solutions as well 

as take advantage of opportunities whenever they arise. 

Programme Objertil'es 

It was expected that by the end of the programme the 

Sales Manager and his Assistant would be able to do the 

following: 

Organize the Department into Sections that will:-

be able to respond quickly to changes in the market 
environment 
have specific job descriptions 
have officers who will work to achieve targets 
co-ordinate marketing activities for effectiveness. 

Develop a distribution system that will:

provide balanced distribution 
maximize sales 
minimize the cost of distributing products 
ensure uninterrupted distribution 
make products available in all regions. 

Undertake research activities that will:-

locate both local and export markets 
select target markets 
develop new products 
identify markets for new products 
review and recommend change of quality and packaging of 
products for local and export markets 
determine and place adverts in target markets. 



10.3.5. 

10.3.6. 

10.3.7. 
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Pursue product policies that will:

offer a balanced prod•1ct mix. 
package products to meet the pockets of the people in the low 
income market. 
ensure that products in demand are available. 

Develop pricing policies that will:-

ensure that the Company's products are affordable. 
differentiate prices for the different market segments. 
persuade customers to buy the company's products. 

Develop export policies that will:-
address both tile short ancl long term expc::t objectives of 
EADL. 
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SUMMARY OF RECOl\1MENDATIONS 

l\lanaging the Sales Force 

The sales force should be expanded to include a Sales 

Manager, two Sales Assistants and four Salesmen. Each of 

the Salesmen should be made responsible for each region 

with two Salesmen to report to each Sales Assistant. 

Furthermore, each Sales Assistant is to report to the 

Sales Manager. 

The Sales Manager's office must be located near the 

finished goods store. 

The Sales pro~edure should be modified as outlined in 

Appendix 2 of Part No. (v) of this report. 

Authority limits must be determined to guide the sales 

personnel in dealing with customers requests, credit 

limit fixing and endorsement of cheques. 

Sales Invoices must be signed by the Sales Manager or his 

Assistant in accordance with the authority limits to be 

set. 

The chit system must be abolished. Also, the Internal 

Auditor's involvement in sales must be discontinued 

forchwith. 

A weekly sales plun must be prepared to guide all sales 

personnel. 
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Daily sales summary must be prepared by the Sales 

Assistant for the information of the Sales Manager and 

the Internal Auditor . 

. l\n incentive scheme to be approved by the Board of 

Directors should be worked out for the Salesmen and 

bonuses should be awarded to the Salesmen for exceeding 

targets that are set for them. 

11.1.10. Active competition among the Salesmen must be encouraged. 

11.1. 11. At the end of each year, the Sales Manager must be 

awarded a bonus if the year's actual sales exceed the 

targeted sales. 

11. 2. 

11.2.1. 

11.2.2. 

11.2.3. 

11.2.4. 

Distribution Policies 

Shift from relying on retailers to wholesalers who must 

be appointed from the regions and be given specific areas 

to operate within. 

Selected wholesalers should be given basic training in 

record keeping; inventory control; and salesmanship. 

Develop a system for monitoring the performance of 

wholesalers. 

Support the operations of wholesalers with advertising 

and promotion. 



11.2.5. 

11. 3. 

11.3.1. 

11.3.2. 

11.3.3. 

11.3.4. 

11.3.5. 

11.3.6. 

260 

Schedule sales trips into the regions and let customers 

know of schedules well ahead of time. 

Research 

Undertake a programme which will focus on the cost and 

affordability of products sold to the consuming public. 

Direct research activity t0 help determine brand 

preferences of customers in various market segments. 

Undertake programmes which would make promotional 

activities more effective by assessing the effectiveness 

of various promotional media used by the Company. 

The 15cl brand of Waragi sh0uld be repackaged or its 

price reduc~d by giving discounts for purchases above a 

given quantity. 

The laboratory should be equipped and the staff trained 

in order to enhance the effectiveness of their activities 

including randomly selecting and testing finished 

products to determine if they conform to standard. 

Establish the relationship between the demand for beer 

and waragi. 
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Find any other variables, apart from income, on the basis 

of which the market can be segmented. 

Product Inno\'ation 

Uganda Waragi is to be packaged and priced in such a way 

as to make it more affordable to the majority of 

Ugandans, who are in the low income category. 

Pricing Policies 

The principle of offering discounts to customers should 

be adopted. 

The present procedure of EADL having to pay cash out to 

customers for discount purposes should be replaced by 

granting such customers free products for specific 

quantities that they purchase. 

Under no circumstance should prices of products be 

determined without the involvement of the marketing and 

sales personnel. 

The Chief Accountant should perform an advisory role as 

far as price fixing is concerned. 

It should be the res~onsibility of the General Manager to 

approve of the final price of each product. 
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Export Policies -- ---------

As a short te1m measure, export of finished products 

should be made in accordance with customers preferred 

packaging at prices which can facilitate the penetration 

of export markets. 

Exports, in the long term, should aim at establishing 

EADL as the leading exporter of Waragi products in the 

world. 
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SYSTEMS REVlEW_AND_QE~ELQPMENT 

ne,·iew 1Vlethodology 

Operational information considered crucial and relevant 

for achieving the aims and objectives of the programme 

were obtained through personal intervie~s and 

observation. To this was added systems notes obtained 

from reading the Kienbaum Management Audit Report and 

IMAS Progress Report. 

The Sales Manager and the Sales Assistant were fully 

engaged with the Marketing Specialist throughout the 

period, discussing problems, conducting interviews 

involving company personnel, customers and competitors 

(waragi distillers) and finding export markets and 

exporters. On a number of occasions, personnel from 

Public Industrial Enterprises' Secretariat (PIES) joined 

in the discussions. 

The broad spectrum covered by the interviews and 

observations made included the following: 

Review of EA/JI,' s products, production methods and 
relate~ acciviti~~ 
Review of retailing activities 
Review of produce pricing methods 
Review of distribution methods and agency operations 
Review of advertising and sales promotion 
R~view of sales procedures. 



12.3. 

12.3.1. 

264 

The Sales System 

The present sales system at EADL is not suited for even 

its present limited ne~ds. For one thing, the system is 

not based on any meaningful structure. There is a Sales 

Manager and a Sales Assistant without any definite job 

descriptions. No sales targets are set for achievement. 

Consequently, past sales performance has mainly been the 

result of customer request rather than a sales effort on 

the part of the Salesmen. 

The w~1n cause of this weakness on the part of the sales 

organization has been the lack of the required sales 

force. Certainly, it is woefully inadequate for one 

Sales Assistant to be in charge of sales for the whole 

nation. Table 12a below shows the Sales Volumes (In 

Cartons) and the Percentage Sales Increases for the 

Period 1988 to 1990. 

TABLE 12a 

Yea!: Sales Volume (in Cartons) % Increase 

1988 24,042 
1989 27,514 14 
1990 31,971 16 

SOURCE: f:ADL Records 
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In the view of the Consultants, the percentage increases 

of 14 and 16 for 1989 and 1990 respectively could have 

been two-fold or more if there had been an adequate sales 

force to compliillent the customers demand. 

During the mediu@ term, 1992 to 1996, the Sales 

Department will be expect9d to meet targeted sales 

v9lumes as per Table 12b below. 

TABLE 12b 

Year Sales Volume (in Litres} % Increase 

1992 528,000 62.6 
1993 616,000 16.6 
1994 704,000 14.2 
1995 792,000 12.5 
1996 880,000 11.1 

The salPs volumes were obtained on the basis- of the 

underlisted percentages of maximum capacity utilization 

of 1760000 in the period 1992 to 1996: 

1992 30% 
1993 35% 
1994 40% 
1995 45% 
1996 50% 

out of the projected 366,080 litres of output for 1991, 

the Sales Department is targeted to sell 324,815 litres. 

As at June, 21656 litres had been so1d. 
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In absolute terms, sales volume increases of 88000 litres 

have been planned for each year within the next f i v1 

years. Obviously, this level of activity cannot be 

achieved without steps being taken to enhance the sales 

force. 

Due to the Company's Corporate Mission to be leaders in 

the alcoholic beverages in the industry, due cognizance 

has been given to the presence of competitors in the 

market scene by ensuring that the sales programme is 

diversified to include exports, which are expected to 

increase from 5% in the first year of the Plan Period to 

10% by the end of the period. 

In order to meet the targeted sales activity over the 

Plan Period, the urgent need for an effective sales 

system backed by an efficient sales organization cannot 

be underestimated. 

In the opinion of the Consul tan ts, a desirable Sales 

Organization Structure should be one which will be 

dynamic enough to respond quickly to changes in the 

market environment, \.:hose Officers will have specific Job 

Descriptions and will be capable of working to achieve 

results. Such an org~nization is expected to enable the 

sales system to maximize sales, ensure a balanced and 

uninterrupted distri~ution, and supply of goods in all 

the four regions. 
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In order to achieve the foregoing, it is recommended that 

the sales force be exranded to include the SALES MAUAGER, 

two SALES ASSISTANTS and four SALESMEN. Each of the 

Salesmen should be made responsible for e~ch region and 

be responsible to a Sales Assistant; and that each Sales 

Assistant. should be responsible for two Salesmen and 

responsible to the Sales Manager. 

Recommended Organization 

Department. 

Structure 

Below is the 

for the Sales 

RECOMMENDED ORGANIZATIQN STRUCTURE FOR THE SALES DEPARTMENT 

SALES 
ASSISTANT 

The Personnel Department has been assigned to prepare Jo~ 

Descriptions for personnel in the Sales Department during 

the Plan Per~od. 

Sales Proce9_u_re 

One observed weakness of the Sales system was the 

cumbersome and time consuming procedure in meeting a 

customer's simple request for goods. Appendix 1, Sales 

Procedure Narratives, provides a narrative of the present 

sales procedurP followed in the sale of the goods. 



268 

As can be seen from Appendix 1, steps being fol lowed in 

meeting a single purchase order from a customer tends to 

involve the customer himself i. the selling responsibility. 

The customer appearing in 3 out of the 12 stages followed in 

discharging a sales contract. What the consultants considered 

a major weakness of the system is the involvement of the buyer 

in discharging a sales responsibility. 

Another inconsistency that was found is the involvement of the 

Internal Auditor in the sales activity. 

The effect of the existing procedure is that customers who 

appr )ach the Company with ready cash to buy goods are not 

accorded the convenience and smoothness expected of 3 sales 

transaction in keeping ~ith sound market principle5. It is 

appropriate to point out here that undue delays in the sellin~ 

orocedure and involvement in avoiriable steps like chit issues 

and movement of customers over long distances are counter 

productive. 

In the opinion of the Consultants therefore, there is a r1eed 

to evolve a simpler sales procedure which will ensure a 

quicker response to customers' requests, a procedure which 

will not waste the customers time once he enters the Sales 

Depot of EADL. (Please refer to Appendix 2 for the Sales 

Procedure recommended /Jy the Consultants). 

The Consultants are aware of the aggressive sales delivery 

strategies being adopted by EADL's competitors in and around 

Kampala which cntai 1 supply of the finished goods at the 

doorstep of customers. 
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It is therefore important to observe that if EADL 

according to its present sales policy, supplies to its 

customers direct from the factory at ex-factory price, 

then, at least the customers! convenience must be a top 

priority. 

In the view of the consultants, the sales activity 

entails four simple processes: 

I. Invoicing 
2. Ca~h Receiving 
3. Delivery 
4. Way Billing 

Actions that ~~e deemed necessary in connection with this 

foregoing procPsses are as indicated in Table 12c below. 

Process 

1. Invoicing 

2. Cash Receiving 

3. Delivery 

4. Way Billing 

TABLE 12c 

Act~on 

P1·eparation of Company's 
own sales invoice and 
customs invoice 

Receiving and Counting of 
Cash and issuing of pre
numbered official receipt 

Physically handing over 
paid-for quantities as 
stated on the sales 
invoice 

Preparation of the 
Way~ill to cover the 
go•Yls delivered. 

Responsibility 

Invoice Clerk/ 
Customs 
Officer 

Receiving 
Cashier 

Store Clerk 

Waybill Clerk 
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For cont:rol p':..lrposes, all actions as above, must be 

monitored by responsible officers to ensure speed and 

accuracy of processing and delivery and above all, 

customer satisfaction. 

In order to achieve the foregoing, it would be important 

to clearly define duties and responsibilities of the 

sales personnel. Equally important will be the need to 

specify autho::::-ity limits commensurate with delegated 

responsibilities. This should be done to ensure 

continuity of the sales activity in the absence of the 

Sales Manager. 

Another important condition in the sales effort worthy of 

restructuring is the office location of the Sales 

Man~ger, the Sales Assistant, the Store Clerk and the 

Cashier. At the moment, the Sales Manager's office is 

between 50 to 75 meters away from where the sales action 

actually takes plc.ce. 

Under the Proposed Organization Structure, the finished 

goods storage has been made the respon.:;ibility of the 

Marketing and Sales outfit. 

Accordingly, the responsibility of the finished goods now 

[alls under the Sales Manager. The Consultants did not 

consider that the present location of the Sales Manager's 

office vis-a-vis the location of the finished goods stock 

helps to expedite sales since in any single sale this 

distance has to be covered in getting the sales invoice 

signed. 
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In order to achieve the desired smoothness in the sales 

procedure, the Consultants recommend as follows:-

l) The Sales Manager's office must be located near the finished 
goods store. 

2) Sales procedure should be modified according to Appendix 3 
attached. 

3) Authority limits must be determined to guide the 
personnel in dealing with customers requests, credit 
fixing and endorsement of cheques. 

sales 
limit 

4) Sales invoices must be signed by Sales Manager or his 
Assistant in accordance with the authority limits to be set. 

SI The chit system must be abolished. Also the Internal Auditors 
involvement in sales must be discontinued forthwith. 

6) A weekly sales plan must be prepared to guide all sales 
personnel. 

7) Daily sales summary must be prepared by the Sales Assistant 
for the information of the Sales Manager and Internal Audit. 

8) There must be two separate clearly printed invoices one for 
crelit sales and the other for cash sales in order to ease 
general ledger accounting. 

Sales Forecasting 

As part of the sales management strategy, sales 

forecasting is a necessary prerequisite. However, no 

such activity was formally being carried out. 

Consequently, the resultant uncoordinated sales budget 

in previous years naturally failed to support management 

control. 
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As part of the marketing strategy during the plan period, 

1992 to 1996, the preparation of sales forecast on 

weekly, monthly, quarterly and annual basis is highly 

recommended. 

The formatting of the above periodic sales forecast 

together with the modalities of filling in the details 

have all been fully discussed with the Sales Manager. 

Incentives 

EADL management expects to achieve set goals during this 

medium term. Prominent among these goals are the 

production targets and the sales volumes to be achieved 

as and when goods are produced. 

Thus, it is expected that in the course of the Plan 

Period, the sales outfit will be faced with a herculean 

task of sellin~ all that will be produced because 

production is expected to increase from its present level 

of about 352,000 litres to 880,000 litres by the end of 

the period. 

To achieve the desired task for the Sales Department 

cal ls for a realistic and objective consideration for the 

recognition of the human resource foctor to be engaged in 

its achievement. In this connection, the need for 

effective accounting of the human resource component of 

the sales performance need not be overemphasized. 

Productivity er.r ichment is equally an important factor to 

be considered in relation to the achievement of the 

targeted sales output. 
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The Consultants have already identified, in Section 

12.3.1, the lack of the needed sales force ~s one of the 

main factors hindering sales growth and have accordingly 

recommended for an expansion of the sales force. 

It is however important to note that expansion of the 

sales force will not achieve the desired goal 0f meeting 

the sale targets set under the corporate plan unless the 

effort of the sales force are linked up with productivity 

incentive package. 

Such a package should be formulated with the aim of 

inspiring the Salesmen to attain levels of performance 

beyond their average capabilities. 

Accordingly, the Consultants recommend the following 

guidelines: 

l) An incentive scheme to be approved by the Board cf Directors 
should be worked out specially for the Salesmen. Bopus should 
be awarded to the Salesmen for high performance at all times. 
The basis for awardi~g the bonuses should be percentages, to 
be decided by Management, of the excess over targeted sales 
volumes. 

2) Active competition among the Salesmen must be encouraged. In 
this connection, recognition and commendation for high 
performances must be publicly made to the performing Salesmen. 
This can subtly be achieved by erecting a notice board with 
publication of weekly sales performances conspicuously 
displayed with charts. At the end of each year, the Sales 
Manager must also be awarded a bonus, if the overall sales for 
the year exceeds the targeted sales, by a percentage to be 
decided by Management. 



12.3.5. 

274 

Training 

The objective of the S3les Manager is expected to be to 

plan, organise, direct, control and coordinate Salesmen 

and other material resources at his disposal in order to 

generate sales volumes consistent with corporate goals at 

all times. 

In view of the foregoing, it is imperative to pursue J 

programme of Training which will be tailored to meet the 

training needs of the Sales Manager 3nd his subordinates. 

The course content and scope which should be phased and 

delivered according to level should include the following 

topics: 

Report Writing 
Budgeting 
Book Keeping 
Leadership and Supervisory Skills 
Salesmanship 
Commerc:ial Law 
Store Keeping 
Product Knowledge 
Time and Territory Management 
Persuasion Skills 
~egotiating Skills 
Prospecting 
Business Fundamentals 
Telephone Selling 
Sales Forecasting 

It is expected that during the medium 

re~ruitment of sales staff to fill designated 

i'l the sales outfit would be followed by 

term the 

posi~ions 

carefully 

planning inplant inducticn courses designed to enhance 
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knowledge of sales force within the framework of the 

topics listed above. 

In this regard, the Personnel Manager of EADL is expected 

to review existing training schemes and draw up 

structured training and manpower development programme by 

30th April, 1992. 

The expected necessary follow up action includes 

monitoring on-the-job training programmes throughout the 

Plan Period. It shall also be necessary for the 

Personnel Manager to continue to identify training needs 

of the Sales Department and arrange suitable courses 

during the medium term period and beyond. 

Distribution Problems 

Technically, what obtains at EADL cannot be described as 

a distribution system. If however, for want of better 

expression, what exists can be described as distribution 

then it is absolutely ineffective for the following 

reasons:-

(a) Produces do not gee to all che districts in a region. 
(b) Trips co the regions are not scheduled. 
(c) Delays in che supply of orders are experienced. 

(a) Prcducts do not gc~_to alL_~he Districts in a Rcqion 

A trip into a region follows a specific route and 

it terminates at the point the last carton of 

products is sold. Thus, if the last carton was 

sold within a r~dius of hundred kilometres of 

Kampala where the trip started, customers beyond 
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do not get the products to buy even though they might be 

out of stock. 

Consequently, sales are cnly concentrated in the Central 

Region around the Kampala area. This leads to a 

reduction in the volume of sales. 

Table 12d below shows the Regional Distribution of EADL 

Products as a percentage of the total volume, 1988 to 

1991. 

TABLE 12d 

--------- -- -- 19;;·---,--19;;--

R E G I 0 N --------- ---------- ----------
1990 

Central 
Western 
Northern 
Eastern 

Vol. \ ' Vol. \ Vol. \ 

84.4 
10.9 

I 

86.3 80.7 
2.8 10.4 
0.1 0.3 

10.8 8.6 

1991 (JAN-JUN) 

Volume \ 

76.1 
14.9 
0.7 
8.3 

l 
;:~ 

~-T_o_T_A_L __ -~~~~-- !_~ oo _:_~ _ _L_1 __ 00_._o _ _._ ___ 1_0_0 ._o __ _. 

SOuRCE: EADL Records 

This system is ineffective. It does not lead to the goal 

of making the products available to customers at the 

place where they need them. 

In order to solve this problem, a wholesaler should be 

selected for every region, at least. Every wholesaler 

will plan the inventory level and place orders to 

replenish. 
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(b) Unscheduled Trip~ 

There are no specific dates in the month that trips are 

made. At the moment, there is only one Salesman for the 

whole country. The decision to make a sales trip depends 

on this sole Salesman depending on, among other things, 

his personal mood and the availability of transport. 

This practice leaves customers in doubt resulting in the 

following two situations:-

Customers are not in their shops at the time of call. 
Cusco;::ers met in their shops would not be ready to buy. There 
are instances when cust0mers had alJ.eady bought from the 
c~:71petitor at the time of call because they were not sure they 
wo- -~ receive their supplies. 

EADL, ... ii ~ffect, is making it easy for competitors to 

make inroads into its markets to reduce its market share. 

In orncr to solve this problem, trips must be scheduled 

and customers made a~are of schedules. 

The identified distribution channels of the Company are 

two, viz:-

The registered retailers. These are referred to as Agents. 
EllDL's own route sales. 

Out of sixty (60) registered Retailers (Agents) only 14 -

representing 20%, were active as at August 10, 1991, 

(Appendix 3). A year before, twenty-four (24) Retailers 

- representing 40%, were active. By active is meant they 

still retail EADL's products. 
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Apart frorr. one k.etailer, John Andrew, Com.nercial Agencies 

at Mbale in the Eastern Regicn, the rest of the 20% sell 

competing products in addition to EADL's products. 

It would seem that the selection criteria for the 

retailers in the past had not been critically formulated. 

Consequently, wrong judgements were made in choosing th~ 

prospective ret2ilers. Table 12e below shows the 

Regional Distribution of the Active Retailers. 

TABLE 12e 

REGION NO. OF ACTIVE 
RETAILERS 

Ce11tral 9 
Western 3 
E~stern 1 
Northern 1 

T 0 T A L 14 

Following from the above table, it is evident that the 

sales activities of the active retailers do not cover an 

appreciable scope of the Ugandan market. 

inferences can be made as follows:-

Three 

(i) Since the active retailers sell other competing 
products, it is likely that the shortfall in the supply 
of the Company's products is creating opportunitles for 
the sale of competing products by them. 
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2 79 

That the identified inactive retailers have turned away 
ft·om EADL l.Jecause of mot·e attractive terms by the 
competitors and theref..,re actively engaged in the sale 
of competing products thereby narrowing the existing 
share of EADL's product market. 

The competitor will overtake the Company in due course 
if appropriate steps are not taken now to halt the 
declining activities of the known active retailers. 

In order to salvage the Company from the adverse effects 

of a declining market caused by over relying on 

retailers, the following steps are hereby recommended to 

be followed:-

( i) 

( i i ) 

(iii) 

(iv) 

EADL should shift from relying on retailers to 
wh0lesalers who must be appointed from the regions and 
be given specific areas to operate. The Sales Manager 
has t..een assigned to design a questionnaire for this 
puq)ose using the guidelines given in Appendix 4(a) and 
the Application Form for Wholesalers shown in Appendix 
4(b). 

s~lected 1-:holesale1·s and existing active retailers alike 
should be given basic training in record keeping; 
inventory control; and salesmanship. 

A system for n.onitoring the performance of whol1.?salers 
should be developed. The features of the system 
envisaged should include:-
a. test for creditworthiness of wholesalers 
b. the frequency of ordering and the quc.ntity on 

each order made 
c. the test of compliance with directives on sales 

territories. 

EADL should support the operations of its wholesalern 
with adve1·tisi119 and sales promotion. 

Advertising 

!11 this connection, it i3 pertinent to note the following:-
'l'lle advertising in st!pport of Kampala wholc.3alers should 
i ncludc tile media of 'l'elev is ion, Radio and Newspapers 
indicating 1vlicre 1vholosalers are located and the product 
mix lw 1 d by t.lwm. 
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On thf' othe:i:and, advertising 
should be conducted through 
Ne1vspapers, also indicating 
product mix held by them. 

for upcountry whclesalers 
the media of Radio and 
their locations and the 

Promotion 

As a promotional activity, point 
should be encouraged throughout 
addition, souvenirs 3uch as pens, 
pads, etc. should be introduced 
customers tlirougl1 the vllolesalers. 

Rl'search 

of sale advertising 
the regions. In 
calenders, writing 

and distributed to 

Market research activity, if it is to have any impact on 

the successful achievement of the objectives of EADL in 

the loca 1 mar~:et, must be directed to address, among 

other things, the following:-

1) The neeJs anJ pt·eferPnces of the con!'•.uners. In this context, 
consumet· needs include the quality with re~pect to the 
strength (i.e. alcohol content) and taste of the drink; their 
preferences as to packaging of the Waragi and other products 
of EADL. 

2) The development of new products like wine. 

3) The activities of the local competitors with regard to pricing 
strategy and distribution efforts. 

'I) The brands .•11,I <1ualitie" of :::ompetin'J products, especially, 
those imported into t II•? country. 

Also, for EADL to succeed in the export market, research 

must address the following:-

1) Identify and select target markets for exports. 

2) Review the r.p1ality and pac:kaging of the main export product -
Uganda waragi, gold seal, 75cl. 

3) Fix a competitive (H·ice. 

4) :)etermi.nc 11atu1·e of rnessagt>s and place adverts in target 
export m;u·l·;('t. 
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5) Channel selec• ion and a method of distribution of the product 
which has the !;otential of meeting the needs and preferences 
of channel mer.ibers and has the prospect of ever remaining as 
the best alternative supply source. 

As part of the review activities of the programme, a 

er it ica l survey of the loca 1 markets served by EADL 

revealed the following:-

* The 101• incorr.e group of customers prefer EADL's products 
especially Uga11d'l Waragi. The middle and high income groups 
also like Waragi but they prefer to buy more of imported 
products because of quality. '1'/Je relative low quality of 
EADL's products compared to import!£ is leading the middle and 
high income groups to buy imported products thereby causing 
EADL to lose that market and revenue. 

Some of the retailers of EADL who were interviewed 

reported about the complaints of some of their customers 

that Waragi has three "different tastes". 

The alleged claim of variable taste by the consumers, 

should it be allowed to persist without prompt action, 

can adversely affect the image of the Company. 

Furthermore, all the gains of the Company through its 

previous quality control efforts could be eroded. 

In the opinion of the Consultants, such derogatory 

remarks might be the workings of a 

shortfall in quality control efforts. 

this, the research activity must be 

following:-

competitor or a 

In order to check 

seen to do the 

devise a way to seal the bottles to prevent the possibility of 
any product adulteration. 

stay abreast with the changing trends in quality and taste 
preferences of the corsumers. 
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be responsive to the taste preferences of customers to ensure 
contirwiq· of EADI. as the r.:c-;rket le>ader in the sale of Waragi 
products. 

Retailers have observed that, as the price of beer 

increases, more Waragi is demanded; and that as Waragi 

price moves up their customers turn to beer and other 

spirits. 

The taste and preference·; of the customers being a 

critical factor in assessing growth in sales either 

regionally or by brand, it is imperative that timely and 

appropriate steps are taken to arrest any situation which 

may lead to a dramatic change in taste or preference and 

result in a shift in ~emand from Waragi to a substitute 

product inspite of Waragi's availability. For example, 

a shift in demand from Waragi to beer because of price. 

The observed erratic consumption pattern of Waragi 

consumers, no doubt, should be a source of great concern 

to the Management of EADL. There is therefore a need for 

Management action. To this end, it is recommended that 

future rese<:lrch activity should be designed to address 

the situation once and for all. 

Even though the low income customers prefer EADL 

products, they complain bitterly about the prices. The 

unaffordalJility of the price leads the low income group 

to switch to cheup products they can afford causing a 

dee 1 i ne in the m.:i d:et share. 
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12.5.11. Price is a most impoetant determining factor in the 

decision of low income group with respect to the purchase 

of drinks. Even middle income consumers show sensitivity 

to price increases. 

12.5.12. Unless a critical review is made of the price with a view 

to affordability, the product will forever remain 

unattractive to the low income consumers who are in the 

majority inspite of its adjudged relative quality over 

the illegal Enguli. 

12. 5. 13. It is therefore recommended that the research outfit 

should undertake a programme which will focus on 

relationship between cost and affordability of the 

consuming public. 

12. 5. 14. Retailers complain they do not get the brands they ask 

for. (Refer to Appendix 5 tor a Summary of Interviews 

held ivi th a fev1 Retailers by the Consultant) . The 

unavailability of certain brands can lead to EADL losing 

its market share of even its most popular product. 

Customers get used to a brand and do budget for it. It 

is recommended that research activity be directed to find 

out ~rand preferences of customers of EADL in different 

market segments. 

12.5.15. The retailers complained that the other EADL products 

compared with Waragi do no~ move fast because they are 

not known to most customers. The heavy re 1 iance on 

Waragi will therefore leave the Coffipany vulnerable if 

anything happons to r11ak c~ customers move away from the 

consumption of W0ra9.i products. 
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12.5.16. Poor publicity of the Company and its products resulting 

only in the greater sale of the best known Waragi and the 

rather discouraging patronage of the Queen Elizabeth Dry 

Gin is a condition which ought to have been addressed 

long ago since its resultant effects naturally creates 

easy avenues for the competitor to thrive. 

12.5.17. The Consultants wish to emphasize that f0r a product to 

make an impact, the need for publicity of the Company and 

its entire range of products as well as advertising and 

sales promotion cannot be underestimated. 

12.5.18. It is therefore recommended that the research function of 

the Company should undertake programmes which will help 

to assess the effectiveness of sales promotion undertaken 

by the Company. 

12.5.19. Regional markets display different characteristics. It 

has been observed by retailers that customers in the 

Eastern region around the Jinja area always go for thL 

cheapest drinks but in the Central region, around 

Kampala, people tend to be selective and are ready to pay 

more for '1 choice. It is also known that Enguli is 

distil led and sold r.1ore in the Western Region than any 

other regior •. 

12.5.20. Market segmentation on the basis of income alone is not 

enough for the local market. Research should be 

conducted to find other factors for segmenting the market 

besides income. 
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Product Problems 

Problems of Product Mix 

In the Kienbaum and Partner Report, reference was made to 

the reliance on a single product, Ugandd Waragi. This 

assertion has been confirmed during our review. Table 

12f below shows t!1e product mix and the corresponding 

actual and planned percentages of the total volume 

produced as at June 1991. 

TABLE 12f 

PRODUCT ACTUAL % VOLUME PLANNED % VOLUME 

WA RAG I 79.2 70 
WHISKY 5.2 10 
GIN 10.0 10 
BRANDY 5.6 10 

SOURCE: EAJJJ, 'S RECORDS 

The Table above shows that, apart froill Gin whose actual 

percentage volume of 10 corresponds with the planned 

value, the actual production of the other products is not 

going as planned. 

EADL's decisions ns to what to produce and how much to 

produce are made by the Production Manager. Such 

decisions are not quilled by any laid down plans. They 

are simply based on rt1w materials availability and on the 

preferences of the Production Manager. 
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Abundant evidence has been established to show that the 

Sales Manager's own recommendation regarding what should 

be produced, has in the past not been considered at all. 

The practice does not consider the r.arket needs. 

Consequently, customers often do not get what they ask 

for. 

At the time of writing this report, Waragi was available 

in only 75cl and 15cl while customers were asking for 

Waragi in 37.5cl and JOcl bottles. 

Apart from EADL not reaching its planned product 

percentage goals which is resulting in unbalanced product 

mix that can create insecurity, the Company is losing 

sales through product unavailability. 

In the medium term period, 1992 to 1996, the Sales 

Department has set itself the sales objectives as shown 

in Table 12g below. 

TABLE 12g 

YEAR WARAGI WHISKY GIN BRANDY 

1992 80% 8% 5% 7% 
1993 75% 10% 6% 9% 
1994 70% 12% 7% 11% 
1995 65% 14% 8% 13% 
1996 60% 16% 9% 15% 
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These objectives have been set to correct the known 

unbalanced product mix. During the Plan Period 1992 to 

1996, Waragi's percentage share of the total volume of 

sales is to be decreased by 5% each year beginning 1992. 

Whisky and Brandy are to be increa5ed by 2% respectively 

each year and Gin is to be increased by 1% each year. 

Product Di ff ert>nt iat ion 

EADL groups its existing and potential markets as 

follows:-

the low income m~rkec, 
the middle income market and 
the high income market/export mdrket. 

The low income group has the largest potential. It 

exists in both the city/urban dwellers as well as in the 

upcountry iural dwellers. 

The market that existed in this low income group has been 

lost tn Enguli because of EADL's high prices. Enguli 

which is a raw material for Waragi production costs 300 

USh per unit of 30cl whereas Waragi costs 2,750 USh per 

unit of 75cl. 

The way Enquli lS packaged for sale also helps to keep 

its price low. It is served in tots and consumed at thP. 

point of sale, or buyers have to provide their own 

bottles to take it way to be consumed in their o·•n 

privacy. 
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Despite a law banning its consumption, Enguli is now 

served in some hotels ownad by the government. This is 

happening because of Enguli's relatively low price. The 

packaging cost makes a great deal of differe~ce in the 

final price of the product. 

In a desperate attempt to compete and recapture the 

market lost to Enguli, EADL introduced Totapak but it 

failed. The main cause of the failure is the cost of 

packaging and the resultant price of the finished 

product. For example, 3. Gel of Totapak of Waragi is 

retailed at 250 USh whereas JOcl of Enguli costs 300 
USh. 

As a strategy to recapture the market, it is considered 

more competitive to pn~sent the product to the final 

consumers in a similar but improved manner as Enguli is 

presented to the low income groups. 

The Consultants therefore recommend the introduction of 

a new Waragi product with a higher alcohol content. The 

level of alcohol in the new product is to be determined 

after appropriate taste tests in target markets 

throughout the country. 

The packaging of this product will exclude the use of 

bottles. It will, instead, be served in bigger 

returnable containet·s. The production Manager is already 

making a search to find the appropriate design of the 

container to be used. 
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12.7.10. This product is to be produced in addition to the 5 new 

12.8. 

12. 8. 1. 

12.8.2. 

12.8.3. 

brands EADL has announced it •ill introduce in 1992, 

namely, Farikok, Banana Flavoured Rum. Banana Liquor, 

Ginger Flavoured Rum and Banana Waragi. 

Pricing Problems 

Prices of EADL's finished products are set by the Chief 

Accountant with the help of the Production Manager. The 

price of a finished product is determined as follows:-

PRICE = 

Even 

Production Cost + Other Fixed Overheads + Margin + 30\ 
Sales Tax + 30\ Excise Duty. 

though the other fixed overheads include 

distribution and sales costs, the Sales Manager plays no 

role in setting the price. Consequently, the prices they 

set do not take cognizance of any strategic sales 

objective of EACL save profits. 

Inspite of EADL's corporate mission to provide the 

population with affordable and high quality alcoholic 

beverages in order to get the consuming public to stay 

away from Enguli, and another of its objectives is to 

capture a greater share of the market for spirits, 

customer~ are seriously complaining that its prices are 

unaffordable as was made evident in our interviews. 

Appendix 5 summarises the outcome of the interviews. 
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Table 12h below shows the unit price of Waragi. EADL's 

most popular drink, in comparison with the unit price of 

Enguli. its most formidable competitor. 

TABLE 12h 

ITEM UNIT AVERAGE PRICE 

ENG UL I 300ml 300 USh 

WARAGI 750ml 2 • 750 USh· 

The price of a unit of Waragi is more than 3 times the 

unit price of Enguli. 

EADL recently introduced a trade discount policy. Under 

this policy, customers who buy more than 80 cartons in a 

month get a cash refund of 300 USh on every additional 

carton purchased. In the month of August 1991 alone, the 

Ccmpany accumulated well over 450,000 USh to be refunded 

in cash to the customers who earned it. 

While trade d~scounts help to promote sales, the 

procedure that has been adopted by EADL has adverse 

effects on the Company's already poor liquidity position. 

It should therefore be discontinued forthwith. 
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EADL is at present in dire need of cash. It is therefore 

not prudent to give cash back to custome~s. The refund 

should instead be given in kind. This will help achieve 

two objectives, at least:-

boost sales 

put more of EADL's products on the market to help promote the 
products. 

In the view of the Consultants, the percentage discount 

and the number of cartons beyond which this percentag~ 

will apply should not be arbitrarily selected. The 

agreed number of cartons should always be a function of 

circumstances that should make e~~nomic sense. In other 

words, the maximum quantity that forms the basis for a 

discount should reflect demand from period to period so 

as to serve as an effective inducement to sales and the 

ultimate profit optimization under varying circumstances. 

12.8.10. The agreed percentage should be determined by the Sales 

Department in consultation with the Accounting Department 

and must be approved by the General Manager. 

12.8.11. In the light of the foregoing, the Consultants highly 

recommend the following:-

t/Je principle of discount parmt.~nt is in order and must be 
COii ti Tll.:ed, 

present pz·ocedt1re of c.1sh payment be replaced by payment in 
kind, 

under 110 circumstance should pricing oi a product be 
determined w1 t/Jout t/Je in~·olvement of the marketing and sales 
pez·so1111t'l, 
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the Chief Accountant should pez-form an advisory role as far as 
price fixing is concerned, 

it should be the re-sponsibility of the General lfan;,.ger to 
approve of the fi11al price. 

Export Polides 

At the time when EADL was exporting its surplus products, 

it was doing so without a short or lo~g term export drive 

or any initiative, which would secure penetration of EADL 

products into the competitive world market. 

During the medium term period, 1992 -1996, a short term 

strategy, at least, must be put in place. 

The cherished objective for this second effort of re

entering the export market is to generate foreign 

exchange to finance imported input requirements. It is 

therefore imperative that appropriate strategies are 

formulated with a view to achieving ~his objective on a 

long term basis. 

This strategy should be devoid of all dogmas. All that 

is needed is that the product gets into the export 

markets and that it generates revenues for EADL. 

Packaging is a relevant component of a product but it 

need not be made a rigid deciding factor in achieving a 

particular marketing objective as EADL's Management once 

believed. 
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It has been noted that in EADL's first attempt to export 

no definite objective was defined to guide the business. 

Consequently, the Company did not see the opportunity to 

earn hard currency in an offer by an importer requesting 

the drinks in barrels instead of bottles. 

The justification for the lack of appreciation for this 

opportunity had been attributed to the needless 

attachment to image. EADL wanted to export in their own 

bottles and cartons even though the overseas customer 

preferred barrels. 

A cardinal principle which was overlooked here was the 

concept of placing the customer above all. In the view 

of the Consultant, what happened was due to lack of 

marketing direction and should never bE allowed to 

reoccur. 

On the otherhand, the long term oujective of EADL should 

be packaging the product to compete in the foreign 

markets. Other relevant considerations will be product 

differentiation and quality essential for overseas 

markets; terms and conditions of sale bearing in mind 

tariffs in foreign countries. 

In the light of the foregoing, the Consultants wish to 

recommend as follows:-

That as a shore term measure, export of the finished product 
should be made in accordance with customers preferred 
packaging at prices which will facilitate penetration of 
export markets. 

Exports should, in the long term, aim at improving the 
Company's image. 
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SYSTEI\1S Il\1PLEMENTATION 

.l\lanaging the Sales Force 

Forecasting Sales 

Prior to the departure of the Consultant, the Sales 

Manager had commenced the preparation of weekly, monthly 

and quarterly sa1es forecasts. 

Daily Sales Summary 

After becoming aware of the usefulness of the daily sales 

summary, the Sales Manager now insists on his copies 
daily. 

The concept of 

principle but 

completed before 

16th of August. 

product innovation was accepted 

implementation action could not 

the departure of the Consultant on 

in 

be 

the 

The necessity for the establishment of the research 

outfit as per IMJ\S recommendation in the corporate plan 

was fully discussed and appreciated by the Management of 

EJ\DL. The:> ilppointnlC'nt of " qualified Hesearch Officer 

capable of carrying out the recommended research 

programme was ho~ever not effected before Consultant's 

departui:-e on the 16th of August. 
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APPENDIX 1 

SALES PROCEDURE NARRATIVES 

RESPONSIBILITY 

Sales Manager 
do 

Buyer 

Sales Assistant 
do 

Buyer 
do 

Cashier 
do 
do 

do 

Buyer 

do 

Sales Assistant 

do 

Sales Manager 
do 

Sales Assistant 

Internal Auditor 
do 

Sales Assistant 

Storekeeper 
do 

do 

ACTION 

Completes 
Delivers 
Takes 

Receives 
Prepares 

Receives 
Submits 

Receives 
Prepares 
Evidences 

Releases 

Receives 

Sends 

Receives 

Accompanies 

Receives 
Signs 
Sends 

Receives 
Vets 

Sends 

Receives 
Prepares 

Releases 

NARRATION 

Sales Chit 
Sales Chit to Buyer 
Sales Chit to Sales 
Assistant 
Sales Chit 
Sales Invoice (tri
plicate) for Buyer 
Sales Invoice 
to Cashier for 
Payments 
Sales Invoice & Cash 
Cash Receipt 
Receipt of Cash on 
Invoice 
Receipted Invoice to 
Buyer 
Receipted Invoice 
from Cashier 
Invoice to Sales 
Assistant 
Receipted Invoice 
from Buyer 
Buyer with Sales 
Invoice to Sales 
Mgr. for Sign3ture 
Sales Invoice 
Sales Invoice 
Sales Invoice to 
Internal Auditor for 
Vetting 
Sales Invoice 
Sales Invoice for 
Accuracy and 
Authenticity 
Vetted Sales Invoice 
to Storekeeper 
Vetted Sales Invoice 
Goods Delivery Note 
to Buyer 
Goods 
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APPENDIX 2 

RECOMMENDED SALES PROCEDURE NARRATIVE 

RESPONSIBILI'!'Y 

Sales Assistant 

Sales Assistant 

Sales Manager 

Sales Manager 

Cashier 

Customer 

Storekeeper 

Prepares 

Submits 

Receives 
Checks 
Signs 

Releases 

Receives 

Collects 

Prepares 
Marks 

Releases 

Receives/ 
Presents 

~_;upp lies 
Prepores 

NARRATION 

S?les Invoice in 
Triplicate according 
to customer's 
written or oral 
purchase request 

Prepared Sales 
Invoice to Sales 
Manager for Authori
zation 

Sales Invoices 
Sarne 
Same 

Signed Sales 
Invoices to Cashier 

Signed Sales 
Invoices 
Cash f rorn 
according 
stated 

Customer 
to the 
Invoice 

amount 
Official Receipt 
Official Receipt on 
the Invoice 
In•1oice and Receipt 
to Customer 

Invoice and Receipt 
to Storekeeper for 
Supply 

Goods 
Waybi 11 
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APPENDIX 3 

APPROVED LIST OF PIUNCIPAL APPOINTED AGENTS OF 
EAST AJiIUCAN DISTILLERIES LTD. AS AT 10/08/90 

KAMPALA DISTRICT 

* 1. 

* 2. 

* 3. 

Rapid Enterprises 
Plot II Luwum Street 

Upesi Enterprises 
Nkrumah Road 

Sharba Transporters 
Located at Kikubo 

4. S.M.S. Estates 
Located ne~r Equitorial Hotel 

5. Trans Action Inc. Ltd. 
Parliamentary Avenue 

6. Mukankusi and Co. 
South Street 

* 7. Katara Enterprises 

* 8. Jane Kazungu 
C/O Buyungo and Sons 

Josephine Kantengwa 

9. Kalisa Bar 
Located at Namirembe Rd. 

EAST KAMPALA 

* 1. Mwizi Trading Company Luzira 
2. Kayonza Tuko1:e Luzira 
3. Kashaka Enterprises Karnwokya 
4. Safi Club Kamwokya 

* 5. Kigyegye Enterprises Ntinda 
6. Biguli Traders Naggulu 



298 

APPENDIX 3 CONTD .. 

1. 
2. 
3. 
4. 
5. 
6. 

Citizen Trading Stores 
P.J.K. Enterprises 
Gastavas Bamuyidi 
Karuka Enterprises 
High Life 
Kampala Distributors 

SOUTH KMPALA 

* 1. 
2. 
3. 
4. 
5. 

Kigonya General Agency 
A.B. Vintners (EA) 
Samanyo Limited 
Cigeno Enterprises 
Plaza Stores 

MPIGI DISTRICT 

1. 
2. 
3. 
4. 

Nalubega and Sons 
Rossy Grocery 
M/S Simbros Limited 
Sebugwawo Maize Mill 

•••••••• DISTRICT 

MASAKA DISTRICT 

1. 
2. 
3. 

Centenary Pub 
Honest Traders 
Selu and Co. Li~ited 

MUBENDE DISTRICT 

1. Mityana Distributors 
2. To Date Projects 

KALANGALA DISTRICT 

1. Tusubira General Agency 

Wandegeya 
Wandegeya 
Menge 
Old Kampala 
Old Kampala 
Bwayise 

Najjanakumbi 
Makindye 

Entebbe 
Entebbe 
Entebbe 
Nkumba 

Nyendo 
Luka ya 
Kalisizo 

Sese 



* 

* 

* 

299 

APPENDIX 3 CONTD .. 

JI NJ A DISTRICT 

1. Bavima Enterprises 
2. F & F Agencies 
3. D.L. Dharia 
4. Modern General Retailers - Kayunga 

I GANGA DISTRICT 

1. Joan Isabirye & Maganda Fabia 
2. Silver Star Emporium 

TORO RO DISTRICT MBALE DISTRICT 

1. Musinguzi & Sons 1. 
2. J.B. Taana * 2. 

WESTERN UGANDA 

MBARARA DISTRICT 

1. Tukundane Trading Stores 
2. Godfrey & Family Enterprises 
3. Rose Twinomujuni & Family 
4. Sam Muguta 

BUSHYENYI DISTRICT 

1. Joram Karukwitasha 
2. Western United Farmers 
3. J.J. Kabushu & Co. 

RUKUNGIRI DISTRICT 

1. Rukungiri General Stores Ltd. 
2. Karibuni Motel 

KABALE DISTRICT 

1. 
2. 
3. 

M/S World Neighbours Stores 
Musinguzi Associates 

Mabugu General 
John & Andres 
Agencies 

* 4. 
* 5. 

Sunset Emporium (U) Ltd. 
Manzextra (U) Ltd. 
Charles Bekunda 

* Active Agents as at August 1991 

Stores 
Commercial 
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APPENDIX 4(a) 

GUIDELINES I•OR THE SELECTION OF WHOLESALERS 

A) The selection can be made from any of the following two 
categories or a combination of the two:-

B) 

The list of already selected retailers referred to as 
Agents by EADL. 
Entirely new prospects including distillers of Enguli. 
(A list can be obtained from the chamber of commerce). 

Questionnaire must 
following: 

provide information including the 

Is the prospect successful.ly selling products of EADL's 
type? 
To people EADL wants to reach? 
What other lines does the prospect handle? 
How long has he done so? 

C} Contact potentials to interview personally and complete the 
questionnaire. 

D) From those who qualify select a few to try them for a time. 

E) Train them. 

F) If successful, expand to other regions or districts to cover 
all Uganda. 
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APPLICATION FORMS FOR COMPANY WHOLESALERS 

DATE: ........................... 

1. 

2. 

3. 

4. 

Name of Applicant ......................................... . 
Address . .................................................. . 
Location of Business Premises 

Registration Certificate No. 
. ............................ . 
. ............................ . 

5. Registered Owners of Business or Directors of the Company 

a) . . . . . . . . . . . . . . . . . . . . . . . . . . . P . 0 . Box ................. . 

b) ••··•·•·••••·•·•··•·••···•• P.O. Box·················· 
c) 

d) 

........................... 

. . . . . . . . . . . . . . . . . . . . . . . . . . . 
P.O. Box 

P.O. Box 

. ................ . 

.................. 
6. Nature of Business ........................................ . 

?. Registration Nos. of the Following:-

a) Trading Licence .................... . 

b) Income Tax Clearance .................... . 

c) Liquor Licence .................... . 

8. Expected Number of Customers within your area of Intended 
Operation ......................................... " ....... . 

9. Amount of Capital Available for Agency Business 

............................................................ 
10. Names of your Bankers: 

a) •••.••••••..•••••.•.•.•..•.••••.•••••••••••••••••••••••• 

b) •••.•.•..•.....•........•...••••..•.•••••••••••••••••••• 

c) .. " .................................................... . 
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11. Number of Vehicles: 

Type/Tonnage and Reg. No ..................................• 

12. What Company Products do you wish to Distribute? 

............................................................ 
13. Have you been Dealing in this/these Product/s before? .....• 

14. Who have been your main Customers? 

Name of Customers Purchasing Power of Carton~ 

a) ••••••••••••••••••...•...•• 

b) 

c) 

d) ••...•.....•............... 

15. Which other Products do you deal in? 

Product Source 

a) •••..........•.••••.••...•• 

b) 

c) 

16. What is the Size of your Sales Force? 

............................................................ 
17. Is it possible for you to secure a Bank Financial Guara~tee in 

favour of East African Distilleries Ltd., covering the cost of 
200 Cartons approximately 6 million to enable top Management 
consider you for credit facilities lasting 10 - 30 days? 

............................................................ 
18. Recommendations:-

i) I recommend/do not recommend the above named 
Businessman/woman to be appointed Agent for your Product 
in this area. 

Stamp & Signatures 

Trade Development Officer 

Date: 



)0) 

ii) I recommend/do not recommend the above named 
Businessman/woman to be 3ppointed Agent for your Product 
in this area. 

Stamp & Signatures 

District Administrator 

Date: 

19. Departmental Official Stamp ...............•...•..•.....•... 

Application successful/unsuccessful 

Signed by 

Sales Manager 

20. Forwarded for Approve! by General Manager's Office. 

Signed by 

General Manager 
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SUl\11\IARY Q}, OUTCOl\IE Q}, INTERVIE\VS 
\\'ITH SOl\lE RETAILERS 

A: UPESI ENTERPRISE: 

Waragi is the fastest moving because taste is adopted. 

Get price down a little because of vodka. There is 500 
Ush price difference per carton. 

The peak periods are November, December, January and the 
mid of April. 

Of the brands, 75cl is the fastest moving. 

In June to Septewber, people do not have money. 

Gin price is alright but you can go down a bit. 

People are used to Gilbey's than Queen Elizabeth so do 
something about the price. 

Waragi is a drink for upper, middle and low income 
classes. The poor class will buy only when the price is 
right. Don't lose that market. 

If beer becomes expensive, people turn to Waragi. But if 
the price of Waragi is high, people turn to beer and 
other spirits. 

Mr. Matovu is the man who is making the sales difference. 

Jinja people are always going for the cheapest drinks. 

In Kampala people are selective. They will pay more for 
what they want. 

Totapak is very unhygienically packed. 

Imported whisky prices are very high compared to EADL'S 
whisky. 

7 Hills is your competitor 

your deliveries are good 

Please stop selling one case at the factory 
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8: RAPID ENTERPRISE 

Ever since Mr. Matovu caree in, things have changed. 

Waragi is the fastest moving. 

75cl is the most populilr. 

We need 37.5cl but we rio not get. 

The market at this time of the year pref~rs the quarters. 

Queen Elizabeth is the slowest moving. I think people do 
not know its taste. 

3 Base Dry Gin was a competitor of Waragi but it is being 
phased out because of its price. 

People complain of variable taste of Waragi. 

Kenya is ready for Uga~da Waragi. 

May be the name has to change before you can export. 

Do not compete with us (ie do n0t retail). 

Go wholesale and help us with advertisements and sales 
promotions. 

I am avoiding 15~1 because I do not want to see boys in 
my shop. Middle and upper income people buy from us. 

Price is not really a problem because Waragi has the 
name. 

C: JANE KAZUNGU 

Prices are not right. We used to sell 20 cartons a day. 
Now only one or two. 

75cl is the fastest moving. 

Preferably they will go for 15cl but when they retail the 
75cl they get- 5000 Ush. 

Whisky sell but they are expensive down it will move 
faster. 

Wine will also sell. 
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SITUATION IN LVBC IMMEDIATELY 
PRIOR TO TECHNICAL ASSISTANCE 
PROGRAMME BY Il\1AS 

INTRODUCTION 

Background 

The Lake Victoria Bottlinq Company Limited (LVBC) was 

established in 1950 as a franchise Company, under the 

auspices of Pepsi Cola International. 

Due to the Company having been nationalized in 1972, 98% 

of its shares are owned by the Government of Uganda 

whilst 2% of the shares are privately owned. 

Prior to the IMAS Technical Assistance Programme in 

August, 1991, the Company was producing four soft drinks 

for the local market with the following product-mix. 

Product 

Pepsi Cola 
Mirinda {Orange) 
Teem {Lemon) 
Evervess {Tonic and Soda) 

T 0 T A L 

% of Total Production 
(Jan. - June, 1991) 

54.0% 
37.0% 

8.3% 
0.1% 

100.0% 

A Management Audit of the Company was undertaken by a 

German Firm of Consultants M/s Kienbaum and Partner in 

October 1990. 
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Following submission of the Management Audit Report, the 

Industrial and Management services Limited ( IMAS) was 

awarded a contract to offer technical assistance to the 

Company. 

This Final Report is therefore the culmination of 

interviews and technical assistance by Consultants from 

IMAS in August and September 1991, which covered the 

General Manager as well as all Heads of Department of 

Lake Victoria Bottling Company Limited. 

The main aim of the interviews and technical assistance 

were to assess the situation in the Company relative to 

the recommendations made in the Management Audit Report 

and to guide the Company to implement them. 

Production and Related Acth·ities 

During the Management Audit of the Company, 

utilization was observed to be low averaging 

capacity 

24% of 

installed capacity in 1989 (with refere~ce to an 

installed capacity of 7.5 million crates per year) and 

28% in 1990. 1 

As at the end of June 1991, capacity utilization during 

the period 1st January 1991 to 30th June, 1991 averaged 

29% of installed capacity. 

If reference is made to a practical capacity of 4.4 million cases 
per year, then these figures will be 43.2\ in 1989 and 48.4\ in 1990 
in term~ of capacity utilization. 
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It w~s therefore obvious that urgent measures needed to 

be taken to remo,•e bottlenecks in the production process 

as well as minimize the impact of unfavourable external 

factors on the Company's operations, "if capacity 

utilization was to be increased to about 55% by 1996. 

The main problems constraining an increase in capacity 

utilization, in the past, were identified as shortage c;·f 

raw materials, bottles, fuel, water and electricity 

supply. The acquisition of a diesel-powered generator in 

January 1990 however, solved the problem of unreliable 

electricity supplies. 

Most of the problems facing the Production Department of 

the Company could therefore be attributed to a shortage 

of foreign exchange or the delays in acquiring foreign 

exchange to purchase raw materials and spare parts. 

With capacity utilization (based on production from 

January 1991 to June 1991) averaging 29%, it was likely 

that if the trend for the period January 1991 to June 

1991 continued during the rest of 1991, then capacity 

utilization for the whole year was likely to average 29% 

or, possibly, even lower. 

The reduction in taxes on soft drinks to 55.9% of the ex

factory pricP in the 1991 National Budget was expected to 

help to boost sales since it was expected to result in a 

reduction of retail prices. 
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However, if product ion bot t I enecks were not removed, 
..... 

then, the Company would not be able to take advantage of 

the reduction in taxes to boost sales due to insufficient 

production of soft drinks. 

At the time of the IMAS preliminary survey in June 1991, 

for example, there was no production due to shortage of 

concentrates. 

Main investments that were required immediately to 

improve the general condition of the production line and 

to also enhance capacity utilization were estimated 

to total US $350,000.00. 

14.2.lC. The breakdown of this figure was as follow~:-

Sugar Dissolving Heat Exchanger 
Filler Centering Bell 
Mechanization of Crating & Decrating 
Forklifts - 2 
C02 Truck (l) 

T 0 T A L 

us $ 30,000.00 
us $ 50,000.00 
us $100,000.00 
us $ 50,000.00 
us $120,000.00 

us $350,000.00 

14.2.11. In the Company's 1991 budget, projected capital 

expenditure totalled US $856,000.00 (l US$ equivalent to 

700 USh) to be mainly spent on Vehicles (US$444,234) 

Forklifts (US $26,286), Computers (US$7B,857) and Office/ 

Factory building repairs and extensions. 

14.2.12. Apart from the two forklifts and a C02 truck trailer that 

had beP-n provided for in the Company's 1991 budget, none 

of the remaining investments, which were immediately 

required had been provided for in the budget. 

•, 
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14.2.13. Necessary provision therefore had to be made in 

subsequent budgets of the Company for these investments. 

Based upon the level of total investment recommended in 

the Management Audit Report (ie. US$1,575,000.00), it was 

clear that a significant level of capital expenditure 

would still be required when the Company's financial 

position improved. 

14.3. 

14.3.1. 

14.3.2. 

14. 3. 3. 

14.). 4. 

l•,inance and Accounting 

At the time of the Management Audit Report, the Accounts 

Department of LVBC was undermanned as a result of the 

dismissal of a number of Accounts Department personnel 

following serious cases of fraud in 1989. 

During the !MAS survey however, it was observed that 

almost all the discharged personnel had been replaced and 

this had resulted in a significant clearing of the 

backlog of work in the Department. 

Inspite of the significant improvement however, the 

Company's accounts were still not up-to-date with the 

draft final accounts for the year ended 30th June, 1990 

still unaudited as at the time of the IMAS survey. 

A preliminary review of the situation indicated that 

poorly trained personnel and lack of adequate knowledge 

of sound accounting principles, in some cases, often led 

to errors in the underlying accounts which made it 

necessary for time to be wasted trying to find and 

correct these errors. 

.. 
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The Consultants therefore assisted the Department to 

identify suitable external training courses for staff to 

attend and gave necessary on-the-job training to staff~ 

A Chart of Accounts prepared by PIES in 1989 and given to 

the Company as part of the drive to standardize reporting 

by all Public Industrial Enterprises was observed not be 

in use by LVBC due, reportedly, to the fact that it was 

"not practicable". The Consultants therefore assisted 

the Company to introduce a revised Chart of Accou:its 

prepared by PIES in 1991. 

Furthermore, the Accounts Department was assisted to use 

the revised Chart of Accounts effectively and 

efficiently. 

Even though the system of budgeting was found to be 

satisfactory, significant improvements in the approach to 

budgeting (ie. budget preparation and monitoring) by the 

Company had to be made. It was observed that even though 

variances from budgeted targets were explained as being 

either favourable or unfavourable, inadequate reasons 

were assigned for such variances and, more importantly, 

no details of fol low-up action to avoid unfavourable 

variances, in future, were given. 

The reporting system in the Company was also found to be 

inadequate as reports wnre not submitted on time and 

generally lacked information to facilitate proper control 

of the Company's operations. 
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14.3.10. The Consultants therefore assisted the Company to 

introduce an integrated planning, budgeting, costing, 

reporting and controlling system. 

14.3.11. Wit.h regard to costing, it was observed that the costing 

done by the Company was mainly used for product costing 

purposes without its use being extended to cover control 

of costs per cost centre. 

14.3.12. Since no cost centres had been set up in the Company for 

costing and control purposes, the Consultants assisted 

the Company to introduce cost centres covering all 

appropriate facets of the Company's operations and also 

assisted with the accumulation and absorption of costs to 

these centres. 

14.3.13. In addition, the Consultants assisted staff of the 

Company to analyze operational results with a view to 

minimizing cost in all cost centres and taking necessary 

action to reverse cost overruns in sub~equent periods. 

14.3.14. Since the number of staff in the Accounts Department was 

considered adequate, the Consultants assisted staff in 

the department to bring their books up-to-date and 

thereafter helped with the setting up of time limits for 

the submission of various accou~ting repots, which were 

to be scheduled for submission on daily, weekly, montnly, 

quarterly and on annual basis depending on the type of 

report. 

.. 
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14.3.15. In rendering the technical assistance spelt out above, 

the Consultants built on progress already made by PIES, 

such as, in the area of introduction of a suitable Chart 

of Accounts. 

14.3.16. When fully operational, it was expected that the 

following cost centres and sub-cost centres would be set 

up. 

Cost Centre 

1) Proauction and Related Activities 

2) Maintenance 

3) ~ersonnel 

4) Finance and Accounting 
5) Marketing and Sales 

Sub-cost Centre 

Procurement 
Bottle Washing 
Syrup Room 
Water Treatment Room 
Boiler 
Filler 

. Quality Control 
(including Laboratory) 
Lubricants 
Workshop 
Transport 
Estate 
Administration 

Depots 
Agents 
Routes etc. 

14.3.17. It was observed that the Company had provided US $60,000 

in its 1991 budget to acquire suitable computer ~- jware 

and software. 

14. 3. 18. The introduction of computers was expected to greatly 

assist with the development of the integrated planning, 

budgeting, costing, reporting and control! ing system that 

was envisaged. 
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14. 3 .19. The Consultants therefore assisted staff of LVBC to 

become familiar with a manual system of accounting, based 

upon codes developed by PIES in its revised Chart of 

Accounts, and thereby facilitated the switch over to a 

computerized system at an appropriate time in the future. 

14. 3. 20. The Consultants also assisted the Company to identify 

personnel who could be trained to use computers and ... 

offered advice on the type of training required by such 

personnel in order to ensure a smooth transition to a 

computerized accounting and reporting system. 

14.4. 

14.4.1. 

14.4.2. 

14.4.3. 

l\'farketing and Sales 

During the Consultants survey of this Department, it was 

observed that the problem of understaffing which wa£ 

identified at tlie time of the management audit had been 

solved with the appointment of a Marketing Manager and a 

Marketing Officer. 

However, the department needed further strengthening in 

the areas of Market Research, Sales Planning, Sales 

Controlling and Sales Execution. 

Considering the results that had been achieved by the 

Senior Sales Supervisor in supervising the work of 

Salesmen, under the overall direction of the Marketing 

Manager, it was considered that an area which required 

immediate strengthening was in Market Research. 
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Towards this end, the appointment of a suitably qualified 

and experienced Officer to undertake market research was 

recommended. 

The recent appointment of a Statistical Clerk to compile 

basic market data was a step in the right direction but 

was not considered enough in view of the market research 

activities which were necessary. The Consultants 

therefore assisted the Company with the preparation of a 

job descript~on for the person to be appointed to fill 

the position of Market Research Officer. 

Prior to the appointment of suitable person however, the 

Consultants assisted the Marketing Manager and the 

Statistical Clerk to undertake an in-depth study and 

analysis of the Uganda soft drinks market with a viuw to 

making projections about demand for soft drinks, 

competition, marketing channels, product mix, regional 

differentiation of products, channel mix, pricing and 

market segments. 

During the Consultants survey, it also became apparent 

that control over sales of the Company's own depots was 

proving to be very difficult. 

The Consul tan ts therefore a~sisted the Management of LVBC 

to study the problems and recommended solutions to them. 
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In view of the increasingly competitive market situation, 

the Consultants assisted the Marketing and Sales 

Department of LVBC to dra• up a comprehensive marketing 

programme under which planning, forecasting, budgeting 

and reporting were to be routinely done to facilitate 

sales controlling and thereby help to achieve the 

Company's marketing goals. 

Human Resources l\1anagement 

LVBC employed 446 staff made up of 251 group employees, 

57 senior staff and 138 temporary workers at the time of 

the IMAS survey. 

Considering the low capacity utilization of about 29% ~t 

the time of the IMAS survey, the number of staff was 

considered to be on the high side. 

Inspite however, of the recommended strategy of 

increasing the Company's capacity utilization from the 

present 29% of installed capacity to about 55% by the end 

of 1996, a limited staff redundancy exercise was 

recommended. 

Furthermore, a policy of recruiting and laying-off 

temporary workers, depending on the level of production 

at any particular time was recommended by the Consultants 

as a means of cutting down staff costs. The Consultants 

also assisted LVBC to find other ways of reducing its 

staff costs. 
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The levels of remuneration (basic wages/salaries and 

benefits) were found to be fairly adequate. How'ever, 

lack of an effective performance appraisal system was 

found to be a contributory factor to low productivity as 

staff coul.o not link productivity increase::; to any 

positive reinforcement by way of increases in 

remuneration. 

The Consultants therefore assisted the Company to develop 

an objective personnel performance evaluation system that 

would provide an objective basis for reviewing staff 

remuneration levels depending on standards 0f 

performance. 

In order to get the best personnel recruited into the 

Company, an objective personnel recruitment procedure was 
:lo 

designed for the Company and introduced with the 

assistance of the Consultants. 

The Consultants found during their survey of LVBC that 

lack of a systematic manpower development programme under 

which staff received structured training, was one of the 

main causes of low productivity in the Company. 

It was therefore agreed with the Management of LVBC that 

the Consultants would assist LVBC to prepare a 

comprehensive and structured training programme to cover 

carefully selected staff of the Company in order to 

ensare their proper development in accordance with the 

Company's goals. 
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14.5.10. Finally, it was also agreed with the Management of LVBC 

that an Organization Chart should be prepared for the 

Company incorporating the proposed re-organization of the 

Marketing Department. 

14.5.11. In addition, the Consultants assisted LVBC to prepare job 

descriptions for all first and second line management 

positions together with man-specifications. 

14.6. 

14.6.1. 

14.6.2. 

14.6.3. 

Strategy and Corporate Planning 

It was observed during the IMAS survey that LVBC had no 

previous experience with the preparation of Corporate 

Plans. 

It was therefore agreed that the Consultant's Corporate 

Planning Specialist should assist the Management of LVBC 

to draw up a Corporate Plan for the period 1992 to 1996. 

The Consultants ensured that all relevant staff of LVBC 

participated in one form or an0ther in the preparation of 

the Corporate Plan in order that such staff would feel as 

being part of the planning process. It was hoped that 

this approach would lead to employees being made aware of 

elements of the Company's basic strategy as well as the 

Corporate Mission and Corporate Vision of LVBC. 
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Internal Audit 

Just before the Management Audit of LVBC in 1990, a 

number of fraud cases had resulted in the dismissal of 

some staff. 

Since the Cdses of fraud were made possible by weaknesses 

in the internal control systems of the Company, the 

Consultants assisted the Company's Internal Auditor to 

develop comprehensive internal control questionnaires to 

assist him to evaluate all present procedures/systems and 

remove any weaknesses in them. 

The Consultants emphasized to the Management of LVBC that 

work of the Internal Auditor was not only to be limited 

to the traditional role of pre- and post-auditing of 

transactions but should also cover such matters as 

regular review of management systems and procedures as 

well as ensuring prompt submission of management 

information reports by all officers of the Company. 

Future Stratell 

With the foregoing points in mind, the Consultants agreed 

with the Management of LVBC that the future strategy of 

LVBC was to be composed of the following elements. 

Introducing an aggressive marketing and sales orientation in 
the Company by strengthening the Marketing Department to 
undertake a ccmprehensive marketing programme covering sales, 
distribution, promotion/advertising and manufacturing of high 
quality products b.1sed on conclusions reached from sound 
market research and forecasting. 

., 
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Increasing capacity utilization to 53.7\ of installed capacity 
by the end of 1997. 
Securing adequate working capital and ~lanning for more 
effective and efficient management of the Company·s working 
capital through introducing daily, weekly, monthly, quarterly 
and annual cash budgeting. 
Improving upon prP.sent levels of quality control. 
Increasing productivity through introducing comprehensive and 
structured staff training programmes, objective st.a ff 
rgcruitment programmes, productivity ba~ed 
incentive/remuneration schemes and objective staff performance 
evaluation. 
Establishing an effective management information system which 
would be backed by an adequate planning, budgeting, costing, 
reporting and controlling system. Under such a system, costs 
would be broken down into fixed and variable costs as well as 
controllable and non-controllable costs, which would be 
allocated to responsibility centers in the Company for 
effective controlling and steering of its operations. 

The general thrust of the IMAS Technical assistance was 

the ref ore towards assisting LVBC to achieve its 

objectives as derived from elements of the basic strategy 

stated above. 

IIQgrammcs Followed Hy Il\1AS Consultants 

With a view to assisting staff of Lake Victoria Bot~linq 

Company Limited to achieve the various elements of the 

basic strategy outlined in 14.8. above, the three 

Consultants of IMJ\S followed the programmes shown on the 

next three pages. 
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CORPORATE PLAN FOR LAKE VICTORIA 
BOTTLING COMPANY LTD. (1992-1996) 

INTRODUCTION_ 

Organization of Corporate Plan 

The Corporate Plan of Lake Victoria Bottling company 

Limited (LVBC), for the period 1~ July, 1992 to 30~ June, 

1997 is made up of four main parts. 

Part I of the Corporate Plan comprises an introduction 
:> 

which covers the detailed organization of the Corporate 

Plan and also gives som~ background information on the 

Technical Assistance Contract under which the Corporate 

Plan was prepared and on the Company as well as 

information on the problems facing Lake Victoria Bottling 

Company Limited at the time the Corporate Plan was being 

prepared. 

The introduction ends with an acknowledgement of 

assistance given to the Consultants who assisted with the 

preparation of the Corporate Plan under the Technical 

Assistance Contract. 

Part I of the Corporate Plan also covers the expected 

outcome of the Corporate Plan. 
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In Part II of the Corporate Plan, the Corporate Mission 

and Corporate Vision Statements of LVBC are presented 

after a brief analysis of the opportunit.ies and threats 

posed by the environment within which LVBC is expected to 

operate, as well as the internal strengths and weaknesses 

of the Company. 

In addition to the Corporate Mission and Corporate Visio:i 

Statements, the main objectives of LVBC which are derived 

from the Corporate Mission and Corporate Vision 

Statements are also presented together with broad 

strategies to be pursued by LVBC during the Plan Period. 

Part III of the Corporate Plan comprises a section which 

gives details of tactical, short-term action programmes 

to be followed by LVBC in pursuance of the broad 

strategies outlined in Part II of the Corporate Plan, as 

well as a section that shows details of the major 

assumptions made during the planning process and brief 

details of Projected Profit and Loss Statements, Cash 

Flow statements, Balance Sheets and Projected Sources and 

Uses of Funds Statements of LVBC for all financial years 

of the Company from 1• July, 1992 to 30~ June, 1997. 

In Part IV of the Corporate Plan, a brief summary of the 

expected outcome of the Corporate Plan is given. Part IV 

of the Corporate Plan also includes a summ3ry of the 

results of sensitivity analysis done in respect of three 

scenarios, which show the likely outcome in terms of 

projected operating and financial results under each of 

the three scenarios. 
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Part IV of the Corporate Plan ends with the conclusion of 

the Consultants on the Plan. 

Hackground 

Since 1970, performance of the Public Industrial 

Enterprises Sector in Uganda has been characterized by 

low capacity utilization (between 10 25% in most 

cases), lack of an integrated system of planning, 

budgeting, costing, management information, controlling 

and steering of the Public Industrial Enterprises, 

absence of aggressive marketing strategies and low 

productivity. 

In order to reverse the situation, a recovery programme 

was launched in 1982. As part of the recovery programme 

in 1990, selected Public Industrial Enterprisss received 

management auditing, which aimed at recommending among 

other things, steps to increase the efficiency, 

production capability, productivity and control of the 

affected enterprises. 

The Management Audit Reports recommended that genera1. 

management training required in tne enterprises would be 

better performed through on-the-job training given by 

highly experienced external consultants to guide the 

actual managers in the enterprises. 

This Corporate Plan has therefore, been prepared with the 

help of Technical Assistance and on-the-job training 

given to LVBC in August and September, 1991 by 
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Consultants of Industrial and Management Services Limited 

(IMAS), Ghana, under the Project - BR/UGA/89/001 of the 

Public Industrial Enterprises Secretariat (PIES), Uganda. 

Acknowledgement 

The Consultants would like to express their deepest 

gratitude to the General Manager of Lake Victoria 

Bottling Company Limited (LVBC), Mr. Norman Kayonga whose 

assistance made it possible for the timely preparation 

and completion of this Corporate Plan. 

The Consultants would also like to thank all Heads of 

Department of Lake Victoria Bottling Company Limited 

whose active participation and co-operation made the 

preparation of this Corporate Plan possible. 

Finally, the Consultants would like to thank the Director 

and staff of PIES for their kind assistance during 

p1eparation of this Corporate Plan. 

Ownership_of Lake Victoria Bottling Company Ltd. 

The Lake Victoria Bottling Company Limited (LVBC) is 

owned by the Government of Uganda (98% shareholding), and 

by private investors who own 2% of the Company's shares. 

The Company was established in 1950 as a private 

enterprise but was nationalized in 1972. 
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Pr~l·sent State of the Comnany's Business and 
E:-spectecl Outcome of Corporate Plan 

Lake Victoria Bottling Company produced five brands of 

Pepsi Cola International soft drinks under the auspices 

of Pepsi Cola International at the time the Corporate 

Plan was being prepared. The Cumpany's product mix was 

as follows:-

_!>_rodu~.t 

Pepsi 
Mirincla 
Teem 
Evervess - Soda/Tonic 

Cap_acit..Y..J!tilizatio~ 

% of Total Production 

54.0 
37.0 
8.3 
0.7 

100.0% 
===== 

As at the end of June, 1991 when this Corporate Plan was 

being prepared, capacity utilization during the period 1~ 

July, 1990 to 30~ June, 1991 averaged 58% (with reference 

to a practical capacity of the LVBC plant of 4.4 million 

cases) over 251 two-shift days per year. 

The practical capacity utilization figure of 4.4 million 

cases per year was arrived at as follows:-



Installed Capacity 
of Plant 
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Less (1) Provision for 
breakdowns and repairs 
(i.e. 15\ of installed 
capacity of 7,500,000) 

Less (2) Provision for planned 
and preventive main
tenance, Saturdays, 
Sundays and Public 
Holidays. 
(i.e 114 days) 

1 - 114 0. 6877 

365 
68.77\ of 6,375,00~ 

Effective or practical 
capacity 

7,500,000 cases per year over 
215 three-shift 
days per year. 

1,125,000 cases 
6,375,000 cases 

1,990,912 cases 

4,384,088 cases (over 251 
two-shift 
days) 

With reference to the practical capacity of the LVBC Plant of 

4.4 million cases per year as detailed above, the Company's 

capacity utilization over the last three years was as 
f0llows:-

Jear 
1987/88 
1988/89 
1989/90 
1990/91 

Capacity Utilization 

30.9% 
43.2% 
48.4% 
56.6% 

Inspite of the steady increase in capacity utilization 

between 1987/88 and 1990/91 however, there is considerable 

scope for an increase in capacity utilization during the Plan 

Period from 1• July, 1992 to 30~ June, 1997. 
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The main problems ~onstraining an increase in productio~ 

capacity at the moment are frequent shortages of raw 

materials, spare parts and other inputs due mainly to the 

delays in acquiring foreign exchange for such purchases. 

The delay~ in acquiring foreign exchange for the 

Company's imported inputs results in large sums of money 

being tied up with the Bank of Uganda, which could 

otherwise have been used for other working capital 

requirements. For example, as at 30lh June, 1991, an 

amount of US$613,000,000 was tied up in import 
prepayments. 

Other problems are the high levels of government sales 

tax and excise duty which average 50% of the retail 

price, inadequate working capital, frequent water supply 

interruptions, slow rate of return of empty bottles, high 

sales prices and lack of adequate market research as well 

as control of depot sales. 

Condition of and Inn~stment in 
Production Plant, Vehides and Ecm.inment 

Production Plant 

The Production Plnnt of the Company is generally in a 

fairly good condition. How8ver, the following 

investments are required to improve the efficiency of 

the bottling line:-
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1. Single Hind Gear 
Box for Bottle Washer 

2. Sugar Dissolving Heat 
Exchanger for Syrup Room 

3. Centering Bell for 
Filler 

4. Machinery for Packing 
and Unpacking Bottles 

5. Manual Change-over 
Switch (600KVA) 

Vehicles 

Cost US $ 

55,000.00 

30,000.00 

150,000.00 

150,000.00 

25,000.00 

Recommended 
Yr. of Acquisition 

1992/93 

1992/93 

1992/93 

1992/93 

1992/93 

The fleet of vehicles used for the Company's marketing 

activities consists of three (3) trailer trucks, three 

(3) pick-ups and eleven (11) tata trucks. These vehicles 

are in a fair condition. However, expenditure on the 

maintenance of this fleet is currently estimated at USh 

315.6 million per year compared to an estimated USh 217.1 

million spent by the Company on almost the same numbe~ of 

hired vehicles per year. 

Since hired vehicles cost less as well as provide the 

Company with a tax shield (i.e. expenditure on hired 

vehicles is charged to income before taxes are paid) and 

generally offer better service than the Company's own 

vehicles, it is recommended that the Company should own 

only those vehicles which are not readily available for 

hi re in the country but are essent ia 1 for up-country 

distribution of its products. 

In pursunnce cf this objective, it is recommended that 

the Company should <1cquire only tata lorries (40m) and 

trailer trucks (7Sm) during the Plan Period. 
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The three pick-up trucks curr~ntly on the Company's fleet 

should, however, be maintained and replaced as necessary, 

during the Plan Period. 

During the Plan Period, therefore, it is recomreended that all 

requirements of pick-ups and lorries (up to 35m), for 

distribution of the Company's products, over and above the 

number of vehicles held currently in the Company's fleet 

should be hired from private transport owners. 

Prior to the preparation of this Corporate Plan, the Company 

had planned to increase its fleet of vehicles through 

acquiring the following additional vehicles. 

Ty[!e of Vehicle No. Needed Year Of Acquisition 
Tata Lorries ( 4 Om) 5 1992/93 
Trailer Truck ( 7 Sm) 1 1992/93 
Tata Lorries 5 1993/94 
Trailer Truck 1 1993/94 
Trailer Truck 2 1994/95 
Trailer Truck 2 1995/96 
Tata Lorries 5 1996/97 

TOTAL 21 
--

In view of the foregoing reasons and two other reasons which 

are given on the next page, the Consultants do not recommen~ 

that the Company should go ahead to acquire all of the above 

vehicles. 

.. 
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The first reason is the heavy cost involved in acquiring the 

above mentioned vehicles, which is estimated at US $2. 3 

million, as well as the high expenditure involved in 

maintenance and repairs of the Company's vehicles in th~ 

past. 

The second reason is the urgent need for the Company which is 

in the business of producing soft drinks, to mov~ away from 

owning a large fleet of vehicles by balancing its 

distribution channel mix in such a way as to reduce, to the 

barest minimum, by the end of the Plan Period, expenditure on 

the selling and distribution of its products. 

Thus, instead of acquiring fifteen (15) tata lorries and six 

(6) trailer trucks, the consultants recommend that LVBC 

should acquire only eight (8) tata lorries (four to serve the 

Kampala area and the remaining four to serve the Company's 

six depots) and four (4) trailer trucks for distribution of 

LVBC products during the first four years of the Plan Period. 

All other requirements of vehicles by LVBC during this period 

apart from vehicles that will be acquired to replace those 

currently on the Company's fleet should be hired from private 

transport owners. 

An investment in new vehicles for the Marketing Department of 

US $825,600 is therefore expected to be made within the first 

two years of the Plan Period out of the proceeds of a 

rehabilitation loan that is expected to be taken by the 

Company. 
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15.6.3. Workshop and Machin~shop Equipment/Tools 

15.6.4. 

The Company's workshop and machineshop lack certain 

essential tools and equipment as well as machinery to 

ensure that they render service at an optimum level. 

During the Plan Period therefore, the Company intends to 

acquire the following tools, equipment and machinery for 

use in its machineshop and maintenan~e workshops. 

Item 

1. Workshop Tools 
2. Machine Shop Equipment 
3. Injection Moulder 
4. Freon Gas Charging aoard 
5. Motor Rewinding Equipment 

T 0 T A L 

Recommended Year 
of Acquisition 

1993-94 
1993-94 
1993-94 
1393-94 
1994-94 

Estimated Cost 

us $20,000 
12,000 
50,000 
5,000 
5,000 

us $92,000 

Thus, a total of US $92,000.0C is expected to be spent on 

workshop and machineshop tools/equipment as well as other 

machinery and equipment during the Plan Period. 

Quality Control EquiJ2ment 

The need for the highest standard of quality to be 

maintained throughout the Pla11 Period by the Company with 

regard to its products needs not to be overemphasized. 

!laving won the Pepsi Cola International Award for Quality 

in Africa in 1990, the Company needs not to be complacent 

about its present quality standards. It is therefore 

absolutely necessary for the Laboratory of 

.. 
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LVBC to be equipped to enable it to effectively ::i.nd 

efficiently carry out its objective of maintaining the 

highest qua 1 i ty of soft drinks produced by the Company as 

well as undertake product innovation studies during the 

Plan Period. Towards this end, it is planned to invest 

a total of US$5200.00 in 1992/93 to buy a Refractometer 

for the Company's Laboratory. 

Production-Support Vehicles 

During the Plan Period, the Company intends to acquire 

the following vehicles to enhance the effectiveness and 

efficiency of the production function. 

Type of Suppot·t 
Vehicle 

Forklifts 
CO. Truck 

Number 

2 

Estimated Cost 
~ 

57,500 
120,000 

Recommended Year 
of Acguisition 

1993/94 
1993/94 

Thus, a total of US$177,500.00 is expected to be spent on 

production-support vehicles during tbe Plan Period. 

'l'otal Investment on Plant, Vehicles, Machinery, 
Tools and Eqy~pment 

During the Plan Period therefore, a total of US$1,465.3 

million is expected to be spent under this heading made 

up of US$783,000.00 to be spent in the 1992/93 financial 

year and US$682,300.00 in 1993/94. 

t/.sn;~iqg cap_-!LiJ.1-

A total of US$2,352,JOO.OO million is required for use as 

working capital to enable the Company achieve its 

objectives during the Plan Period. 
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Out of this amount, US$725,000.00 is expected to be used 

to cover the cost of importing bottles and shells, whilst 

US$1. 21 mi 11 ion is expected to be used to purchase 

concentrates (US$869,065.00) and sugar (US$340,600.00). 

!n addition, an amount of US$38,035.00 is expected to be 

used to acquire bottle washing, water treatment and 

sanitation/quality control chemicals. 

The balance of US$555,905.00 is expected to cover the 

cost of running spares that will be required to ensure 

uninterrupted production during the Plan Period. 

Please refer to Appendices l(a) to l(c) for detail~ of Fixed Assets 
and Workir.g Capital Requirements to be financed from the 
rehabilitaLion loan that is expected to be taken by the Company 
during t~e Plan Period. 

Areas of Possibl~C_Q,1il_Reclttctions Durin2 
Phu1 Periq_d 

During the Plan Period, it is expected that action will 

be taken to minimize losses and waste in the following 

areas of the Company's operations:-

E ~c)(i_us:;_U qn_ 

~9-t_&J:: 

It 1s !)lanned to reduce the volume of water that i:;; 

currently wasted at the factory by constructing a pilot 

water reclamation plant. Out-of-pocket expenditure on 

the plant is expected to be US$80,000.00 and the plant is 

expected to save the Company a minimum of 70% of the 

W<.\ter that. i~; d1·<iincd to w<iste at present. 

.. 
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~t the current level of water rates of US $813.00 per M1 , 

this is expected to result in minimum annual savings of 

US$43,000.00 for the Company over the ten-year estimated 

useful life of the pilot water reclamation plant. 

Sugar 

It is expected to save an average of US$22,557.00 per 

year through a policy of progressively substituting local 

sugar for imported sugar during the Plan Period. 

Bottles and Shells 

It is expected to reduce the cost of new bottles and 

sh el ls that are acquired during the plan period by 

systematically reducing the rate of breakage of bottles 

during all stages of production of soft drinks. 

This is expected to be done through effective and 

efficient maintenance and repairs of machinery coupled 

with a policy of instilling in all staff the need for 

cost reductions in all facets of operations. 

At the moment, 1. 0% of bottle breakages occur on the 

production line whilst 0.5% of bottle breakages occur in 

the warehouse and during distribution of finished goods. 

It is hoped to save a minimum of US$22,500.00 per year 

during the plan period by reducing bottle brea~ages in 

all facets of the Company's operations. 
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Machinery Down-Time 

It is expected to reduce delays in repairing production 

machinery when such machinery breakdown during the Plan 

Period by ensuring that spare parts are readily available for 

repairs and by anticipating bre~kdowns and taki~g corrective 

action in good time through adopting an effective and 

efficient planned/preventive maintenance scheme. 

Filler Performance 

It is planned to closely monitor the performance of the 

Company's Filler Unit and undertake any corrective 

maintenance that will become necessary in good time in order 

to reduce the present level of half-fills and over-fills of 

bottles with soft-drinks. 

Under existing quality control policies of the Company, all 

half-filled bottles are drained to waste and the empty 

bottles returned to the Filler Unit after re-washing, for 

proper filling. 

At the present rate of half-fills of half percent (1/2%) of 

yearly output, the total annual cost of half-fills is 

estimated at US$12500.00. 

With the increase in capacity utilization expected during the 

Plan Period, it is hoped that more effective maintenance of 

the Filler Unit during the Plan Period will result in a . 
minimum of 76% of this cost or US$9500 being saved, on 

average, in each year of the Plan Period. 

·. 
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Marketing 

By maintaining an optimal mix of hired vehicles and own

marketing vehicles during the Plan Period, it is 

expected to save an average of US$29,070.00 per year. 

This is expected to involve the Company holding no more 

than ten (10) lorries and four (4) trailer trucks at any 

one time during the Plan Period and hiring all other 

vehicles required for the effective and efficient 

distribution of its products. 

Savings from Cost Reduction Programme 

It is expected that LVBC will save an average of 

US$139,127.00 in each year of the Plan Period by adopting 

the cost reduction measures recommended in this Plan. 

Personnel and Administrative Expenses 

It is planned to reduce the number of staff employed by 

the Company from 446 to 360. 

In addition, 100 out of the 360 staff to be employed by 

the Company during the Flan Period are expected to be 

engaged on casual day-to-day basis. 

As a result of the foregoing actions, it is expected to 

reduce personnel ~nd administrative overheads during the 

Plan Period from 8.6% of Net Sales in 1992/93 to 3.6% of 

Net Sales in 1996/97. 

An average of US$73,000.00 per year is expected to b~ 

saved during the Plan Period, under this heading. 



15.8. 

15.8.1. 

15.9. 

15.9.1. 

15.9.2. 

340 

Hill of l\faterials Rec1uired for Production 
Durlm_! Plan Period 

Based upon the capacity utilization levels indicated 

below, it is expected that the materials shown in 

Appendices 2(a) to 2(c) would be procured by the Campany 

for production at the capacity utilization levels 

indicated below:-

Year 

1992/93 
1993/94 
19-14/95 
1995/96 
1996/97 

Projected Capacity Utilization 

68% 
74% 
80% 
86% 
92% 

l\larketing and Sales 

Major marketing problems facing the Company are as 

follows:-

Inability to maintain a balanced and uninterrupted supply of 
products to all market segments. 
Lack of adequate marketing research information on customers 
brand preference, total demand for LVBC products by various 
market segments, effectiveness of advertising and promotion. 
High prices due to high levels of government taxes as well as 
high selling and distribution costs. 
Concentration of selling and distribution in the Kampala area 
and in the Central Region. 
Lack of effective control of depot sales. 

Currently, aggressive marketing strategies are required 

by LVBC to be able to effectively maintain its market 

leadership position in the face of strong competition 

from other soft drinks producers, including Century 

Bottlers Limited, the bottlers of Coca Cola products. 

, 
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It 1s therefore planned to introduce a comprehensive 

marketing programme covering products, prices, 

distribution, promotion/advertising and research to 

enable the Company achieve its marketing objectives at 

the least cost possible. 

Furthermore, it is also planned to introduce additional 

sales related incentives to boost the morale of salesmen 

and encourage retailers, agents and wholesalers to stock 

more of the Company's products. 

In view of the aggressive marketing policies that the 

Company intends to pursue during the Plan Period, it is 

planned to strengthen the Marketing Department by the 

appointment of a Marketing Services Officer and a 

Marketing Research Assistant. 

15 .10. Finance and AccountinJ! 

15.10.1. The Accounts Department of LVBC is sufficiently staffed 

at the moment to perform its normal functions. To a 

large extent however, an integrated planning, budgeting, 

costing, reporting and controlling/steering system is 

absent in the Company. 

15.10.2. Even though staff in the department appreciate the need 

for such an integrated system and are therefore keen to 

develop the present rudimentary system into a 

comprehensive and integrated one, the Company will need 

technical nssistance from external Consultants during the 

Plan Period to build on what will be achieved as a result 

of the current technical assistance being given by 

Consultants of IMAS. 

·, 
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15.10.3. In order to start an integratec and comprehensive system, 

it is planned to derive annual budgets from this 

Corporate Plan after which performance will be monitored 

through costing and reporting on daily, weekly, monthly, 

quarterly, semi-annual and annual basis. 

15.10.4. Furthermore, costs which will be split into fixed and 

variable components will be allocated to various cost as 

well as sub-cost centres and responsible officers held 

accountable for cost overruns by their responsibility 

centres. 

15. 10. 5. Variances from planned targets would be analyzed on 

regular basis with a view to improving on performance of 

responsibility centres in favourable areas and 

eliminating shortcomings that have led to unfavourable 

variances. 

15.10.6. As part of modernizing the accounting system of LVBC, it 

is planned to acquire computers and progressively extend 

their use to cover all facets of accounting work at LVBC 

as well as the integrated planning, budgeting, costing, 

reporting and controlling system that is expected to be 

adopted by the Company during the Plan Period. 

15.10. 7. Ir. this regard, it is planned to introduce a revised 

Chart of Accounts and Coding System prepared by PIES and 

progressively develop the present manual accounting 

system to a stage where the switch-over to a computerized 

one will be smooth and easy for all staff of the Company. 

') 
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When fully operational, it is expected that, cost centres 

will be introduced to cover the following functional 

areas or responsibility centres of the Company. 

Cost Centre 

1. Production and Related 
Activities 

Sub-Cost Centre 

Washer 

Filler 

* Detergent/Caustic Usage 
* Water Usage 
* Bottles Breakages 

* Bottle Breakages 
* ever-fills 
* Half-fills 
* Crowns Usage 

Crate Conveyor 
* Bottle Breakages 

Syrup Room 
* Sugar Usage 

Utilities 

General 

* Generator 
* Main Electric Power 

* Fork Lifts 
* Chain Lubricants 

(Bottle Conveyor) 
* Protective Clothing 

Maintenance 
* Consumable Spares 
* Lubricants 
* Machine Shop 
* Vehicle Workshop 

Quality Control 
* Cleaning and Sanitation 
* Water Treatment 
* Laboratcry Chemicals 
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Cost Centre ~uh-Cost Centre 

2. General Admir.istration 
(including General Manager•s 
Officer) 

:?. Marketing 

4. Human Resources Management 

5. Accounts Department 

6. Internal Audit Department 

Stores 
* Production Plant Spare\ 
* Motor Vehicle Spares 
* Production Inputs 
* Other Spares 

* General Services 
* Estate Management 
* General Transport 

* Marketing Services 
* Advertisement 
* Promotion 
* Research 
* Sales 

* Personnel 

It is planned to re-designate the marketing and 

maintenance functions as profit centres by the end of the 

1993/94 financial year. 

15.10.10. Due to the need ~o improve the liquidity position of the 

Company, it will be necessary for greater emphasis to be 

placed on financial planning and working capital manage

ment by the Cowpany during the Plan Period. 

15.10.11. It is therefore planned to adopt systematic short-term 

financial planning and working capital management during 

the Plan Period under which daily, weekly, monthly, 

quarterly and annual cash budgets will be prepared and 

actual performance compared to budgeted targets for 

necessary control measures to be taken. 
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15 .11. Human Resources l\lanagernent 

15.11.1. LVBC currently employs a total of 446 members of staff 

made up as follows:- ~ 

category of Staff 

Mechanical Engineering 
Electrical Engineering 
Quality Control 
Syrup Section 
Bottling Line 
Workshop (Motor Vehicle) 
Fork Lift Drivers 
Marketing 
Accounts 
Procurement 
General Administration 
Internal Audit 

'l'OTAL 

Number of staff 

10 
7 
7 

10 
78 
12 

8 
128 

45 
6 

126 
9 

446 

15.11.2. Considering the present level of capacity utilization and 

the impending computerization of operations, the number 

of staff is considered by the Consultants to be on the 

high side. 

15.11.3. It is therefore recommended that the following levels of 

staff should be maintained during the Plan Period. 
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Del!artment[Section Present Number Prol!osed Number 
of Staff Number of Staff 

1. Production 
Mechanical 10 g 
Electrical 7 • ') 6 
Quality Control (inclu-
ding Syrup Section) 17 10 
Bottling Line 78 60 
Wor-kshop (Motor Vehicle) 12 l~ 
Forklift Drivers 8 8 

2. Marketing 128 94 
3. Accounts 45 30 
4. Procurement 6 3 
5. Personnel/Company 

Secretariat 126 120 
6. Internal Audit 9 9 

446 350 
---

Out of the proposed staff complement of 360 during the 

Plan Period, it is rP.commended that 100 should be engaged 

on casual basis. 

15.11.5. Thus, only 260 employees of the Company should be engaged 

on permanent basis during the Plan Period. 
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Staff to be engaged on casual basis are as follows:-

Category of St~.!1 

1. Truck Helpers 

2. Loaders/Off-loaders 
(Empties) 

3. Load~rs/Off-Loaders 
(Finished Goods) 

4. Miscellaneous Duties 

~- Depot Loader~ 

6. Depot Truck Helpers 

7. Shamba boys and 
Office boys 

8. Cleaners 

9. Plumbers, Masons, 

Carpenters 

T 0 T A L 

Section 

Finislied Goods 
Warehuuse 

Same as above 

Same as above 

Same as above 

Depots 

Depots 

General 
Administration 

Same as above 

Estate 

Maintenance 

No. to be Engaged 
on Casual Basis 

32 

12 

6 

11 

6 

6 

15 

2 

10 

100 

If the need for additional staff arises during the Plan 

Period, it is recommended that LVBC should engage staff 

on casual basis and lay them off as soon as their 

services are no long~r required. 

It is also planned to motivate staff to increase produc

tivity through increasing wages and salaries to take 

nccount of .in flat ior:, implementing structured training 

programmes for ail staff, adopting objective staff 

recruitment and performance appraisal systems as 
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~ell as linking prcductivity 

remuneration received by s~a[f 

i;1creases 

through 

appraisal o[ work performance and co~Juct. 

to the 

objective 

15.11.9. Furthermore, it is planned to revise the present 

organizatjcnal and staff man~als to make them mo~e 

comprehensive. It is expected that the revised organiza

tional and staff manuals will cover a new organizational 

chnrt, ~ob descriptions, man-specifications, staff 

progression s:::hemes, conditions of service of staff, 

promotion policy, study-leave policy and training policy 

of the Company. 

15.12. 

15.12.1. The Internal Audit function in LVBC is performed by an 

Internal A•idit Sb.~i.on. 

15.12.2. Due to the frauds which occurred within the Company in 

1989 and the impending computerization of the Company's 

accounts, it is considered necessary by the Consultants, 

that the Internal Audit function at LV'JC should be 

strengthened by upgrading the present section into a full 

department which should be headed by an Internal Audit 

Man<tger. 

15.12.3. It is further recommended that the Internal Audit Mana~er 

,;hould be <tssistecl by two Internal Audit Officers who 

would be responsible for management systems/investig~

tions and operations, respectively. 
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15.12.4. Duet~ the co~puterization of the Company's accounts that 

is expected during the Plan Period, it is considered 

necessary for all weaknesses to be removed in the present 

systems of Internal Control of the Company by instituting 

appropriate checks and balances in all management systems 

before computerization. 

15. 12. 5. Towards this end, it is planned to develop internal 

control questionnaires, which will subsequently be used 

to search for and remove any weaknes~es in the present 

systems of internal control. 

15.12.6. In addition, it is planned to carry out management audit 

of various sections of the Company in ora9r to ensure 

that procedures and management systems that are expected 

to be in use during the Plan Period will be effective in 

terms of achieving objectives of the Company, as well as 

safeguarding the assets of the Company. 

15.12.7. Finally, it is pli1nned to train staff of the Internal 

Audit Department to be able to use computers effectively 

as most of the records that they will be required to 

auoit will be stored in the memory of the ·various 

personal computers that will be acquired by the Comp?.ny . 

• 

., 
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ASSESSMENT OF THE COMPANY AND 
ITS ENVIRONMENT 

Assessment of the Companl'. 

Human Resources Management 

The present management of Human Resources by the Company 

is weak and needs to be strengthened. The training 

efforts employment procedures, staff performance 

appraisal methods, and manpower development schemes are 

very weak. In addition, the overall organization 

structure lacks strategic direction in terms of providing 

an organizational frame-work that propels the Company 

towards its mission. 

It is therefore necessary for the Personnel function at 

LVBC to be significantly strengthened through appropriate 

training of personnel who are currently in the 

Department. 

In addition, a suitably qualified and experienced person 

should be appointed to head the Department. The 

designation of the officer who is responsible for the 

Department should be changed to Personnel Manager/ 

Company Secretary. The Personnel Manager/Company 

Secretary is expected to be assisted by a Personnel 

Officer and an Administrative Officer. 

The general condition of the Company's plant, vehicles 

and equipment is fairly good. 

Quality control is also good but stendards could be 

improved even further. 
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Preventive maintenance, machinery and equipment down

time, however, need to be significantly improved in order 

to ensure uninterrupted production and thus help to 

achieve the increases in capacity utilization envisaged 

during the Plan Period. 

Procurement 

Present procurement procedures of the Company are weak 

and do not guarantee that the best value for money can be 

expected by the Company during the Plan Period. 

Even though the prices of some inputs such as concen

trates can hardly be influenced by the Co~pany, 

significant savings can be achieved by the Company if 

more efforts, than is currently being put in by the 

Company, is made to compare prices of inputs from various 

sources before purchasing decisions are made. 

It is therefore necessary for the Procurement Section t~ 

be strengthened through training of staff in the section 

and for more effective su~ervision of their activities. 

Marketing 

The extent to which the Company carries out marketing 

research, its distribution methods, pricing, advertising 

and promotion policies, its training efforts for sales 

personnel, sales planning and controlling are weak and 

need to be significantly improved during the Plan Period. 
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The Company however, has a dynamic and experienced 

Marketing Manager who has sound knowledge of the 

principles of marketing and every advantage must be taken 

of his presence in the Company to develop the aggressive 

marketing strategies envisaged during the Plan Period in 

order for the Company ~o maintain and increase its market 

leadership position. 

Finance and Accounting 

Planning, budgeting, calculation of unit production cost, 

general accounting procedures and performance of 

accounting personnel is fairly satisfactory. 

However, it is planned to improve upon their present 

performance significantly during the Plan Period as well 

as improve upon present weaknesses in costing, computeri

zation, controlling and up-to-date reporting. 

Assessment of the ComP-m!is Environment 

A number of threats may be faced by the Company during 

the Plan f'eriod. 

During the Plan Period, it is expected that the present 

premium between the official exchange rate of the Uganda 

Shilling to the US Dollar will be progressively reduced 

thus making the cost of imported raw materials much 

higher than at present. 

The Company must therefore find ways of using more local 

substitutes for the inputs that it currently imports, 

particularl 1 , sugar. 
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In addition, though the cost of debt (ie. interest rates 

on borrowed capital) is ultimately expected to come down, 

it is not expected to fall to a level which will 

translate into a significant reduction in the Company's 

cost of borrowed funds during the Plan Period. 

The progressive libe~alization of the economy and 

possible lifting of the ban on imported soft drinks at 

some time in the future could i.:-ose a significant threat 

to the Company. 

Furthermore, production and sales policies of the 

Company's competitors could also affect, adversely, 

demand for the Company's products. 

However, a number of opportunities may arise which the 

Company c0uld take advantage of. For example, it is 

expected that with the gradual improvement in the 

economy, infrastructural services would also improve and 

thus make it possible for the Company to distripute its 

products more widely than at present. 

In addition, the disposable income of the majority of 

Ugandans would be expected to increase, which could thus 

help to increase demand for soft drinks. 

Appendix 3 shows the results of a multiple regression 

analysis wl1ich indicates that a one percentage increase 

in the population of Uganda has over the past ten years 

been associated with a 13.5 percentage increase in 

consumption of soft drinks in the country. 
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Appendix 4 shows projected levels of consumption of soft 

drinks up to the end of 1997. 

16.2.10. Thus, with the population of Uganda expected to increase 

by an average of 3% per year ~uring the Plan Period, the 

Compan1 should adopt strategies to take advantage of the 

expected increase in consumption of soft drinks. 

16.2.11. One such measure would be to make the proposed Mbarara 

Plant fully operational during the next corporate 

planning period. 

16.2.12. Finally, further reductions in the levels of Sales Tax, 

Excise Duty and Import Duty during the Plan Period could 

help to boost demand for soft drinks by making them 

cheaper. 

16.3. 

16.3.1. 

Coqwrate l\lission and Coruorate Vision 
Statements 

In the light of the opportunities and threats presented 

by the Company's environment and having regard to it~ 

internal strengths and weaknesses, the Company's mission, 

which expresses its underlying purpose during the Plan 

Period is stated as follows:-

"The main business of Lake Victoria Bottling Company 
Limited is to rroduce and market affordable soft drinks 
of the highest quality at an optimum level of capacity 
utilization that is consistent with long-term 
sustainahle growth at the highest level of 
prof itahi I ity. ·· 
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The Corporate Vision of Lake Victoria Bottlinq Company 

Limited, which covers the sc0pe of products to be 

produced by the Company during the Plan Period and also 

outlines what LVBC wishes to become as a Company by the 

end of the Plan Period is expressed as:-

"To maintain market leadership in the soft drink~ sector 
and make Pepsi Cola products as well as LVBC products 
the best kno,,..;n soft drink brand names throughout 
Uganda." 

Objecti\'e-5 

Having regard to the Corporate Mission and Corporate 

Vision o: LVBC, the following are the main objectives 

that are to 1 
.. , pursued by the Company during the Plan 

Period. 

Capacity Utiliza_~ion 

During the Flan Perio-..1, LVBC plans to increase its 

producti"" 0f soft drinks from the present 2.5 million 

cases per year (i.e. 58% of practical capacity 

utilization} to 4.05 million cases per year (i.e. 92% of 

practical capacity utilization). 

The details of capacity utilization expected during the 

Plan Period are as follows:-

1992/93 
1993/94 
1994/95 
1995/96 
1996/97 

LQ.L~ractical 
9~P~.Q.!~Y-~~jJJzation 

GB 
74 
80 
86 
92 

Millions of cases 

2.99 
3.26 
3.52 
3.78 
4.05 
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Quality 

During the Plan PeL·ioo, a key objective of LVBC will be 

to improve upon its pr~sent quality standards. 

Market Share 

The main objective of LVBC in the marketing acea during 

the Plan Period will be to increase its market share or, 

at least, maintain its present market share of 80\1 

through adopting aggressive marketing strategie~. 

Finance and Accounti_ng 

The objective of LVBC under this heading is to modernise 

its accounting system by introducing and g.radually 

extending the use of computers in the Company. 

Towards this end, the adoption of an integrated system of 

planning, budgeting, costing, controlling and reporting 

will be a key goai. 

In addition, the Company plans to improve its financial 

planning and working capital management in order to 

reduce the amount of funds that are frequently tied up in 

import prepayments, at present. 

1 
(Kienbaum .1nd Pc1rtner f"in.11 R<'port on l,ake Victoria 
Bottling Company Limit£•d. Pagp 22). 



16.4.5. 

16.4.6. 

16.4.7. 

16.4.8. 

16.4.9. 

357 

~QS t CQT: trql_ 

In order to reduce the cost of its operations, the 

Company's objectives under this heading are to reduce the 

cost of inputs for productio11, reduce selling and 

distribution cost as ~ell as staff direct and indirect 

expenses. 

In addition, effective controls are to be instituted to 

control cost within planneJ limits. 

ilr-!_mal]_Resou r<;_~s H_{.1_rE_1g_emQn t 

The objective of the Company in this field during the 

Plan Period is to significantly improve the productivity 

of a reduced labour force through adopting a comprehen

sive p:?rsonnel programme, objective recruitment i111d staff 

performance appraisal policies. 

In addition, incrE>;-tses in salaries and wages of staff 

will be linked to prod~ctivity increases that are 

achieved by staff during the Plan Period and staff made 

to follow structured training and manpower development 

programmes. 

In particular, training on the effective use of computers 

will be emphasizeJ. 

!Tl ~erv.? l _ _ll:1d ! t 
The objective> of th(' Int~rrial Audit function during the 

Pl<1n Period would lJ(' to 0nsure that all company assets 

are effectivPly and efficiently used as well as protected 

from misappropri<ltion or unauthorized diversion. 
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This objective ~ill be achieved through instituting 

systems of inter:1al control that ensure proper checks and 

balances throughout the Company in order to prevent fraud 

and misappropriation of the Company's assets and delays 

in submission of management· information reports while, at 

the same time, promoting effectiveness and efficiency. 

Finally, the Internal Audit function is expected to 

reinforce monitoring of the Company's operations as part 

of the integrated planning, budgeting, costing, reporting 

and controlling system, under the Corporate Plan. 

Strategies to be Followed by the Production 
Dc,'partnwnt 

1. Rehabilitate the production line. 

2. Ireprove efficie~cy to ensure a less costly operation. 

3. Improve quality control. 

4. Ensure balanced and uninterrupted production. 

5. Undertake cost reduction measures. 

6. Train production personnel. 

StG1lcgi!.'S tQ_b~_[oJ.W~n·clbJ~Jb.e l\l;1rketing 
D~·pm1m~uJ 

1. Ensure unir:tern1pted and balanced supply of finished products 
to all distt·ibution outlets. 

2. Reduce !HHling and distribution costs. 

]. Balance distribution channel-mix. 

4. Train s.:ile!=:me;i. 
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5. Undertake comrtehensive market research. 

6. Ensure that tim~ly and accurate market information is 
available for deci3ion making at all times. 

7. Motivate Salesmen. 

8. Control Depot sales. 

Q Increase branding activiti~s and advertising/promotion. 

Strategics to be Followed by Finance and 
Accounts Department 

1. Modernise accounting ~ystem (i.e. progressively computerize 
accounts) . 

2. Improve planning and budgeting system. 

J. Improve costing and reporting system. 

4. Improve contt·ol systems. 

5. Integrate planning, 
controlling systems. 

budgeting, costing, reporting and 

6. Improve financial planning and working capital management. 

7. Monitor and acrange improvement in financial ratios of the 
Company. 

8. Lobby for further tax concessions. 

9. Monitor purchases to ensure most [avourable prices are 
obtained at all times. 

10. Introduce responsibility centre accounting. 

11. Control stocks of production inputs, spare parts, stationery 
and all other stocks. 

Strategics to he FollvwJ.>cl hy the Personnel 
lkpartment 

1. Improve productivity and motivation of staff. 

2. Prepare comprehensive personnel programme covering: 

z·ec rr1 i tmen t 
remuner,1t.ion !:("/J<'mes 
training schemes 
appraisal of stAff. 
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J. Improve discipline of staff. 

4. Revise the Compa~y·s organizational and staff manual. 

5. Train and develop all staff. 

6. Motivate all staff. 

Strategies to be Followed by General 
Administration Departnll'nt 

1. Re-orgarHze Mat"J.:eting Department and strengthen marketing 
services function. 

2- Strengthen Personnel Department. 

3. Strengthen Internal Audit Department. 

4. Remove one-to-one reporting relationships in the organization 
structut·e. 

5. Strengthen the Purchasing Section. " 

6. Re-organise Production Department to enhance effectiveness and 
efficiency. 

7. Rationalize staff strength. 

8. Place Finished G~ods Store under Marketing Department. 

9. Place physical custody of production inputs and stores under 
Production Department. 

Strate_gies to be Followed by the Internal Audit 
Em1rtim1 

1. Design Internal Control Questionnaires to cover all facets of 
the Company's operations. 

2. Test-check all present systems of intern~! control and submit 
recommendations for their improvement. 

3. Review all procedures and management systems to ensure they 
contribute to optimization of effectiveness and efficiency. 

~- Monitor integrated planniny, budgeting, costing, reporting & 
control I ing systems to ensure management reports are ""bmitted 
on time and coi·rective follow-up action L.i .en on time. 

5. UndertaJ.:e pre-auditing of petty cash disbursements, payment by 
•-;ash or cher1ue for inputs, spares, stationery and all other 
m;:iterials. 

6. UnclertaJ.:e posL-awliting of all transactions. 

7. Undertake investigations as necessary. 
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STRATEGIES AN_12_DETAILED 
ACTION PLANS 

The strategies and detailed action plans to be followed 

by each department/section of the Company during the Plan 

Period are presented in Appendices 5(a) to 5(f). 

Projected Profit and Loss Accounts, Cash :Flow 
Statements, Sourct's & Uses of Funds Statements, 
and Balance Sheets Durin~ the Plan Period 

Major As~ump~ion~: 

Projected Ooerating Statements - 1992/93 to 1996/97 

Pricing 

The price of a case of soft drinks to be sold by LVFC 

during the Plan Period is expected to be USh 5,581.00 

based on the 1991/92 price level detailed as follows:-

!_!t_puts 

Concentrates 
Sugar 
Co. 
Crown Corks 
Water 

SUB-TOTAL (i) 
Other Production Overheads 
Depreciation: Plant and Machi1ery 

SUB-TOTAL (ii) 
Ar.lminist t-at i0n Expr>nse:. 
0£~pi·eciat ion 

Advertising and Sales Prom0tio11 
Financial Expenses 
Write-down 011 Rottl-?s ,111d Shells 

sun-TOTAL (iii ) 

450.9 
53.8 

Cost in USh[Cas~ 

747.7 
840.0 

56.5 
257.5 

___ 1!.:.~ 
1,943.2 

250.1 
27.4 -------

2,220.7 

5 0 4 7 

171. 4 
93.0 

--~Q!.:.1 
3,291.2 
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EX-FACTORY SELLING PRICE CONTD ... 

Inputs 

SUB-TOTAL (iii) c/f 
Add 13\ Profit Margin 

SUB-TOTAL (iv) 
25\ Excise Duty 

SUB-TOTAL (v) 
20\ Sales Tax 

Ex-factory selling price per case 

Cost in USh/Case 

3,291.2 
429.8 

3,721.0 
--~~Q.:.Q 
4, 651.0 

930.0 -------
--------------

The price of USh 5581. 00 per case takes into account 

appropriate increases in cost that are expected to arise 

from devaluation of the Uganda Shilling during the 

financial year ending 30th June, 1992. 

Further increases in cost because of inflation and 

devaluation have not been considered in our estimates of 

cost during the Plan Period. 

It has been assumed, however, that any increases in cost 

due to inflatioD and devaluation, during the Plan Period 

will be compensated for through adjustment of the 

Company's selling prices. 

Thus, for the purposes of this plan, a constant price 

level during the Plan Period of U.Sh 5581.00 has been 

assumed. 
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Net Sales 

Net Sales revenue during the Plan Period, is derived from 

Gross Sales for each year after deduction of sales tax 

(20%) and excise duty (25%) based on an average tax rate 

of 33.3% of gross sales. (Please refer to Appendix 6). 

Sales Volume 

It has been assumed that all cases of soft drinks 

produced during the Plan Period will be sold during th~ 

Plan Period. 

Thus, production in each year is expected to be sold 

during that year. 

The beginning stock of finished goo~s is therefore 

expected to be at a level that is high enough to ensure 

balanced supply of soft drinks to all market segments 

during the Plan Period. 

Cost of Sales 

In tt1e first year of the Plan Period, the cost of sales 

1s expected to be 53.1% of net sales. It is however, 

expected to decrease to 53.0% of sales in the last year 

of the Plan Period, due to tne cost degression that will 

result from the increased level of capacity utiliz~tion. 

As a result of this cost degression, unit production cost 

1s expected to decrease from USh. 2249.57 in 1992/93 to 

USh. 2248.76 in 1996/97. 
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Marketing and Sales Exoenses 

Expenditure under this heading is projected at 9.79% of 

net sales in the first year of the Plan Period, and is 

expected to reduce to 6.3% of net sales by the end of the 

Plan Period. 

Personnel and Administrative Expenses 

Expenditure under this heading is projected at 8.6% of 

net sales in 1992/93 and is expected to reduce to a level 

of 3.6% of net sales by 1996/97. 

Internal Audit Expenses 

It has been assumed that expenditure under this heading 

wi~l be 0.2% of Net Sales in the first year of the Plan 

Period, from which level it is expected to decrease to 

0.1% of Net Sales in the last year of the Plan Period. 

Einance and Accounting___ID{p_enses 

It has been assumed that accounting expenses will be 

reduced from 0.27% of Net Sales in 1992/93 to 0.18% of 

Net Sales in 1996/97. 

InJcr~LPJLL.o.n11s 

g~QB Lo~n 

The EADB loan is expected to be fully repaid by the end 

of the 1994/95 financial year. 

JnterPst expected to be paid on the outstanding balance 

is projected at U.Sh 113.J million in 1992/93, U.Sh 105.5 

million in 1991/93 •1nd IJ.Sh 39.7 million in 1994/95. 
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Rehabilitation Loan 

A total of USh 3,817.6 million (US$3.817 million) *2 is 

expected to be raised to cover the cost of rehabilitation 

(USh 783.0 million in 1992/93 and USh 682.3 million in 

1993/94) and working capital requirements (USh 1601.3 

million in 1992/93 and US/1 751.0 million in 1993/94) 

during the Plan Period. 

The rehabilitation loan is therefore expected to be taken 

in two instalments of USh 2384.3 million in 1992/93 and 

USh 1433.3 million in 1993/94. 

The cost of debt is assumed to be 40% during the Plan 

Period with no exchange risk to be borne by the Company. 

At this cost of debt, interest expected to be paid by 

LVBC during the Plan Period is projP~ted as follows:-

Year 

1992/93 
1993/94 
1994/95 
1995/96 
1996/97 

USh 
USh 
USh 
USh 
USh 

Interest 

953.7 million 
1336.3 million 
1002.2 million 
668.5 million 
334.1 million 

(USSl.00 = USh 1000.00) 

*2 US $1.00 U.Sh 1000.00 

·. 
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"'i.<:? projected interest cost is based on the following 

proposed repayment schedule. 

1992/93 
1993/94 
1994/95 
1995/96 
1996/97 

Repayment 
(USh Millions) 

476.9 
835.2 
835.2 
835.2 
835.1 

Depreciation 

Year-End Loan Balance 
(USh Killionsl_ 

1907.4 
2505.2 
1670.3 
835.1 

It has been assumed that fixed assets will be depreciated 

at the following rates:-

Ite~ 

Buildings 
Plant and Machinery 
Commercial Vehicles 
Non-Commercial Vehicles 
Furniture and Equipment 

2% 
12.5% 
37.5% 
25% 
12.5% 

Cash lllow Statements - 1992/93 to 1996/97 

Purchase of Fixed Assets with own Funds 

It has been assumed that LVBC will take advantage of an 

improvement in its liquidity position, that is expected 

during the Plan Period, to acquire additional fixed 

assets apart from those to be acquired with proceeds OL 
the Rehabilitation Loan. 

The list of fixed as3ets to be acquire~ by the Company 

with its own funds in each year of the Plan Period is as 

shown in Appendices l(d) to l(h). 
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Dividends 

The Company has no clearly defined policy on the payment 

of dividends. For the purposes of this plan however, it 

has been assumed that, due to the significant improvement 

in the Company's liquidity position which is expected 

during the Plan Period, dividends will be declared and 

paid as shown below:-

1993/94 
1994/95 
1995/96 
1996/97 

~ration Tax 

Dividends Declared and Paid 
{USh Millions> 

USh 200.0 million 
USh 300.0 million 
USh 400.0 million 
USh 500.0 million 

Corporation Tax is assumed to be at a constant rate of 

40% throughout the Plan Period and is paid in the next 

year of the Plan Period. 

Bottle and Shell Purchases 

Bottle purchases during each of the years of the Plan 

Period is assumed to be based on a rate of 3. 5% of 

production in that year plus 1.5% of production in the 

previous year. 

"\, 

The rate of 3.5% of each year's production is the level 

of bottle purchases considered necessary to meet the 

projected increase in capacity utilization during the 

year whilst the rate of 1.5% is bas~d on the current rate 

of bottle breakages experienced by the Company each year, 

and represents bottle purchases to replace those lost 

dtring production and mrirketing in the previous year. 
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Due to the cost control measures expected to be adopted 

during the Plan Period, however, the total requirements 

of new bottles to be purchased in each year of the Plan 

Period is expected to be reduced by 3,600 cases per year. 

Bottles and shells that are expected to be put into 

circulation during the Plan Period are therefore as shown 
below:-

x.~ 

1992/93 
1993/94 
1994/95 
1995/96 
1996/97 

Bottles ~!lSe~ 

1:!8,500 
135,608 
147,260 
158,936 
166,896 

Shells 

51,285 
67,667 
71,810 
75,381 
81,000 

The present cost of a case of bottles (one case contains 

24 bottles} is USh 7600.00 whilst each shell costs USh 
4000.00. 

In order to ensure that its products are affordable, the 

Company subsidizes its shells and bottles by taking 

deposits from its customers of only USh 1900.00 per shell 

and USh 1500.00 per case, respectively. 

It has been assumed that the present deposit rates of USh 

1900.00 per shell and USh 1500.00 per case will prevail 

throughout the Plan Period. 

It is therefore expected that the yearly write-down 

(Subsidy rate per case is :JSh 6100.00 whilst the subsidy 

rate per she !l is US/1 21oo.00} of the cost of bottles and 

shells during the Plan Pc>riod will be as shown on the 

next paq(>. 
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Ite• 1992[93 1993[94 1994[95 1995[96 1996[97 

Bottles 794.lH 838. lH 910. IH 982.2H IOJL4H 
Shells 107.7H 142.lH ISO.SH 158.JH 188.9H 

------ ------ ------- ------- -------
TOTAL 901 .BM 980.2M 1060.9M I HO.SM 1220.JM 

------ ------ ------- ------- -------

It has also been assumed that any increase in the cost of 

bottles and shells during the Plan Period as a result of 

devaluation and inflation wi 11 be compensated for through 

adjustments to deposit rates in order to ensure constant 

subsidy rates throughout the Plan Period. 

Excise Duty and Sales Tax 

It has been assumed that Excise Duty and Sales Tax for 

each month would be paid within twenty days of the 

subsequent month up to the end of the Plan Period. 

Projected Balance Sheets 

Bottles and Shells stock 

It is assumed for the purposes of this ~orporate Plan 

that year-end closing stock of bottles and shells will b2 

at levels that are necessary to meet the requirements of 

five days production in the subsequent year. 

The five-day level of stock of bottles and shells is 

expected to consist of LWo days requirements of finished 

goods stock to ensure uninterrupted supply of finished 

goods to all market segments during the first week o~ 

each year of the Plan Period. 
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Raw Haterials and Stores 

It is assumed that year-end stock levels of the following 

inputs will be at levels which uill ensure uninterrupted 

production over the periods indicated. 

Input/Material= 
Sugar 
Concentrates 
Crown Corks 
Caustic Soda 

Period 

1 1
, 2 Months 

3 Months 
1 Month 
2 Months 

With regard to stock levels of other items required for 

production, it has been assumed that year-end stock 

levels will cover normal use over the periods ~ndicated 
below. 

Input/Material 

Carbon Dioxide 
Boiler Fuel 
Petrol 
Diesel 
Stationery 

Impqrt Prep~Y-ment~ 

Period That Year-End Stock Can 
cover 

2 Weeks 
2 Weeks 
4,200 Litres to co"er one week 
3,400 Litres to cover one week 
3 Months 

It has been assumed for the purposes of this plan that' 

year-end balances under this heading would cover 

prepayments for the supply of sugar, concentrates and 

oth 0 r imported inputs for two months productio~ in each 

subsequent year of the Plan Period. 
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Cash on llanq 

It has been ass~med that this would be equivalent to one 

(1} day's sales proceeds plus U.Sh 10 million expected to 

be held as imprest by Depots and various officers on the 

last day of each year during the Plan Period. 

Stock at DeP.Qts 

It has been assumed that at least 12, 000 cases of 

finished products and 6,000 cases of empties would be 

held as stock by all depots of the Company at the end of 

each year in order to ensure uninterrupted supply of 

finished products to the market segments that the depots 

serve and to ensure that enough empties are available for 

remittance to the factory in the next year of the Plan 

Period to facilitate uninte:rupted production. 

Trade Debtors 

It has also been assumed that Hotels and Clubs which 

receive finished products on credit for sale to their 

customers would have a minimum of 1000 cases of soft 

drinks with them at the end of each year during the Plan 
Period. 

Consistent with the steady rise in sales that is expected 

during the Plan Period, it has been assumed that the 

figure of trade debtors that will be outstanding at the 

end of each year during the Plan Period will rise fr~m 

4.3% of net sales in 1992/9) to 4.6% of Net Sales in 

1996/97. 
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Accrued Char~s and Other Creditors 

The level of ~ccrued charges and other creditors 

outstanding at the end of each year of the Plan Period 

has been assumed to decrease from 3.0% of the cost of 

sales in 1992/93 to 2% of the cost of sales in 1996/97. 

Projected Profit and Loss Accounts 

The Projected Profit and Loss Accounts for the various 

years in the Plan Period are shown in Appendix 8. From 

Appendix 8, it can be seen that profit after-tax is 

expected to increase from USh 755.2 million in 1992/93 to 

USh 2520.8 million in 1996/97. 

Projected 1\ppropriation Accounts 

The Projected Appropriation Accounts for the years ending 

30th June, 1993 to 1997 are shown in Appendix 9. 

As indicated in Appendix 9, the balance carried forward 

on the Company's appropriation account during the Plan 

Period is expected to increase from USh 1627.6 million in 

1992/93 to USh 6990.0 million in 1996/97, after providing 

for dividends of USh 200 million, USh 300 million, USh 

400 million and USh 500 million in 1993/94, 1994/95, 

1995/9G a~~ 1996/97 respectively. 
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Proiected Cash Flow Statements -~------- -- --- -----------· - ---- -

The Projected Cash Flow Statements of LVBC during the 

period 1992/93 to 1996/97 are shown in Appendix 15. 

From a low beginning cash balance of USh 88.8 million on 

1st July, 1992, the Company's liquidity position is 

expected to improve significantly during the Plan Period 

resulting in the Company's closing cash balance 

increasing from USh 1547.5 million on 30th June, 1993 to 

USh 2935.8 million on 30th June, 1997. 

Projected Sm~rc~s a•tdJlses of Funds Statements 

The Company's Projected Sources and Uses of Funds 

statements are shown in Appendix 15(a). 

Proiectecl Balance Sheets -'.I-----·--------

The projected Ba lo nee Sheets of LVBC during the Plan 

Period ending JOth .June, 1997 are shown in Appendix 16. 

From Appendix 16, it can be seen that the Company's net 

current assets are expected to increase from USh 6100.5 

willion in 1992/93 to USh 8799.6 million in 1996/97. The 

Company's net fixed assets are also expected to increase 

from USh 3749.5 million in 1992/93 to USh 5144.3 million 

in 1996/97. 
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EXPECTED OUTCOME OF PLAN 

Production 

Capacity Utilization 

By the end of the Plan Period in 1997, it is expected 

that the fol lowing capacity uti 1 ization levels would have 

been achieved. 

1992/93 
1993/94 
1994/95 
1995/96 
1996/97 

~ercentA_9e Capacity 
Utilization (%) 

62% 
74% 
80% 
86% 
92% 

Cost Per Unj_t__(Ca~-~L_Produc;ed 

cases of Soft Drinks 
(Millions) 

2,992,000 
3,252,000 
3,520,000 
3,784,000 
4,048,000 

During the Plan Period, it is expected that the following 

levels of cost per unit fcase) of soft drinks produced 

would be achieved:-

1992/93 
1993/94 
1994/95 
1995/96 
1996/97 

Percentage Capacity 
y_t i l_i~_~_t ion_J_ll 

68% 
~! ·1 ~ 
80% 
86% 
92'.), 

cost Per Unit 
{Case} Produced 

2249.56 
2256.27 
2248.18 
2241.17 
2248.27 

It is significant to note that the cost degression in 

unit production cost that is normally expected as a 

result of increasing cap.1ci ty ut i 1 ization from 68% in 

1992/93 to 92\ in 1996/97 is not expected to be 

experienced by the CrJmpony between 1992/93 and 1993/94 as 

well ris between 1995/96 and 1996/97 due to the high 

levels of addition~! investment in production plant and 

machinery during tho~-;e ye.-lrs. 
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Eu_c;;__i_Qg 

It is expected that, in order to ensure affordability of 

the Company's products, a constant pr ice level of USh 

5581.00 would be maintained throughout the Plan Period 

for all of the Company's pt'-cducts. 

Net Operating_Profit to Sales Ratio 

From an estimated negative position of 9.87% at the end 

of 1991/92, it is expected that the ratio of net 

operating profit to sales will increase steadily to 24.5% 

by the end of the Plan Period in 1996/97. 

Re_t_u_rn OJL.E.g_qi ty 

frum an estimated position of 36.6% in the first year of 

the Plan Period (i.e. 1992/93), it is expected that the 

ratio of n~t profit after-tax to equity employetl by the 

company will increase to 47.7% by the end of the last 

year of the P1iln Period in 1996/97. 

l\<J]n_j_rrif>L.Latci ve __ qy_~.r[1~~Q_§_f;Q Sales Ratio 

From a projected level of 8.6% in 1992/93. Administrative 

overheads as a percentage of Net Sales is expected to 

reduce to 3.6% in 1996/97. 

This reduct ion is expected to be due mainly to the 

reduction in the n~mber of staff employed by the Company 

during the Plan Period that has been recommended in this 

Corporntc Plan. 
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Marketing o~erheads to Sales Ratio 

Due tc the cost reduction mesures that are expected to be 

adopted by the Marketing Department of the Company during 

the Plan Period, it is expected that Marketing Overheads 

as a percentage of Net Sales of the Company will reduce 

from 9.79% in 1992/93 to 6.3% in 1996/97. 

Liguidity 

The liquidity position of the Company is expected to 

remain strong throughcut the Plan Period with current 

assets as a percentage cf current liabilities averaging 

281.7% from 1992/93 to 1996/97. 

Oth~r Expgcted Results of Corporate Plan 

Other expected results of the Corporate Plan between 

1992/93 and 1996/97 expressed in terms of financial 

ratios are as shown in Appendix 17. 

18.1.10. Sensitivity__Anal_ysis 

Appendices 18 and 19 show what the results on profita

bility of LVBC are expected to be if costs increase 

beyond the projected levels by 10% and 20% respectively. 

From Appendix 18, it can be seen that the Company would 

be expected to make a modest profit after-tax of USh 69.5 

rnillion in the fin~ncial year ending 30th June, 1992, if 

costs increase beyond the projected levels by 10%. 

flowever, profit aft~r-tax would be expected to increase 

to USh 1,742 milliun by the end of the financial year 

ending JOth June, 1997. 
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If on the other hand, costs increase beyond the projected 

levels by 20%, then as shown in Appendix 19, the Company 

is expected to make a loss of USh 1, 026. 7 mi 11 ion in 

1992/93. In 1993/94, the loss from the Company's 

operations is expected to increase to USh 1224.b million 

before reducing to USh 110.4 million in 1994/95. 

Thereafter, a profit after-tax of USh 520.2 million is 

expected to be made in 1995/96 from which level profit 

after-tax is expected to increase to USh 964.9 million by 

the end of 1996/97. 

18.1.11. Cash Flow Q_jsc_pun_t;_i_!)g 

Appendices 20, 21 and 22 show the Net Present Value of 

the stream of cash flows associated with th~ profit 

scenarios detailed in Appendices 8, 18 and 19. 

The stream of cash flows associated with each of the 

profit scenarius result in the following Net Present 

Values (NPV) :-

Profit Scenario in Appendix 8 
(i.e. no change in levels of 
projected cost) 

Profit Scellario in Appendix 18 
(i.e. 10·1. chcinge ill levels of 
projected cost) 

Pz·ofit Scenario in Appendix 19 
(i.e. 201 change ill level:; of 
projected cost) 

NPV 

NPV 

NPV 

USh 2356 million 

= USh 1101 million 

= USh 180 milli~n 
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From the Net Present Values indicated above, it can be 

concluded that if LVBC implemented the various 

recommendations contained in this Corporate Plan, the 

Company should be able to repay the rehabilitation loans 

which it is expected to take during the Plan Period (USh 

2384 .3 million in 1992/93 and USh 1433 .J million in 

1993/94) and still make reasonable profit !rorn its 

operations even if costs go up by, up to 20% more than 

the levels anticipated in the Corporate Plan. 

Or0 anization Structurl' ,.. ------

Present Orgg_Il_~zatiq_n Chart 

The present Organization Chart of LVBC is shown in 
Appendix 23. 

Most reporting relationships dictated by the present 

structure are not directed at linking the critical 

interfaces of the Company's operations. 

For example, there is a poor link between the Production 

Department and the Stores Section which is currently 

under the Accounts Department. 

Furthermore the finished goods store is under the 

Accounts Department resulting in a poor link between the 

Marketing Department and the Finished Goods Store. 

The contra 1 <1nd return of 0mpty bot t 1 es and shells should 

be a vitaJ role of tllC> M<1rketing Departmen: and the major 

weakness in the prPscnt organization structure, 11hich has 

teen highlighted in the foregoing 
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paragraph has been removed by placing the Finished Goods 

Store under the Marketing Department in the Proposed 

Organization Chart. 

In addition, the position of Empties Stock Control 

Supervisor has been created to facilitate the close and 

serious attention which the control of empties and shells 

needs to be given during the Plan Period. 

At present, the purchasing function is procedurally weak 

and it is also given a low profile, organizationally. 

With a view to strengthening the purchasing function at 

LVBC, it is proposed to upgrade the present purchasing 

unit into a procurement section which should be headed by 

a Procurement Officer. Since the most critical purchases 

in the Company are for the Production Department, it i~ 

recommended that the Production Manager must liaise more 

closely with the Procurement Officer, than is the case 

at present, between the Production Manager and the 

Purchasing Officer. 

In order to provide proper segregation of the ordering, 

payment authorization, payment/control and receiving 

functions to enhance i nterna 1 control with in the Company, 

it is proposed that the phys ica 1 custody of a 11 stock 

items should ~c removed from the Accounts Department and 

placed undet· the Product ion Department. 
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This change should remove the present weakness under 

~hich the Accounts Department which controls stock 

movements also has physical custody of the same stock 

items. In addition, the change will facilitate closer 

links between the Production Department and the Stores 

Section. 

The General Manager will be expected to continue 

authorizing payment for all items that will be purchased 

by the Company whi 1st the Procurement Section will be 

expected to place and process orders for all items to be 

purchased by the Company in order to provide the proper 

segregation of functions referred to above. 

)t is proposed to upgrade the Internal Audit Section of 

the Company into a department, which will be headed by an 

Internal Audit Manager as a result of the important role 

that the department will be expected to play in carrying 

out management systems audit to enhance effectiveness and 

efficiency during the I'lan Period. Furthermore, the 

department wi 11 be expectcl to monitor achievement of 

planned targets and submission of management information 

reports in addition to the tradi tiona 1 auditing functions 

of pre- and post-auditing of transactions. 

In view of the important role that accurate and timely 

market information is expected to play during the Plan 

Period, in assistiny the company to predict demand for 

soft drinks, forcc~st consumption patterns for various 
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market segments and generally assist with the effective 

and efficient distribution of the Company's products, it 

is proposed to appoint a Marketing Services Officer who 

will be assisted by a Research Assistant. 

Fin.:il ly, it is proposed to strengthen the position of 

Cost Accountant in the Accounts Department by training 

the incumbent and redesignating his position as 

Management Accountant. 

Creation of the position of a Management Accountant is 

considered necessary in view of the integrated planning, 

budgeting, costing, reporting and controlling system that 

the Company is expected to adopt during the Plan Period 

as well as the critical role that the prepara~ion and 

analysis of management information reports is expected to 

play in helping to successfully steer the Company towards 

achievement of its mission. 

The recommendations in the preceeding paragraphs are 

reflected in the proposed organization charts shown in 

Appendices 24(a) to 24(g). 

The proposed organization charts depict only reporting 

relationships and do not show grade. 

charts cover only the first four 

organization. 

Furthermore, the 

levels of the 
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Conclu~ion 

All top management personnel of LVBC were fully involved 

in the various stages of developing this Corporate Plan. 

As a result of their involvement in all stages of the 

development of this Corporate Plan, the Consultants 

believe that the Management of LVBC fully appreciate the 

need to adopt more aggressive marketing strategies in 

order to maintain or increase the Company's rearkeL share. 

Furthermore, it is the view of the Consultants that the 

Management of LVBC realize the importance of adopting an 

integrated planning, budgeting, costing, reporting and 

steering system as well as the need to maintain or 

improve upon the quality of its products and adopt 

objective staff recruitment and performance appraisal 
methods. 

In addition, the n~ed for the Company to implement 

structured training and manpower development programmes 

is now fully appreciated by the Management of LVBC as a 

result of their involvemP.nt in the preparatio11 of this 

Corporate Plan. 

Consequently, the Consultants wish to appeal to the Board 

of Directors of LVBC to give Management of the Company 

every support and assistance to faci 1 i tate achievement of 

the targets that have been set in this Plan. 
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Finally, the Consultants wish to emphasize the r1eed for 

close monitoring ~ml further technical assistance to be 

given to the Management of LVBC during implementation of 

the various action programmes detailed in the Corporate 
Plan. 

Towards this end, the Consultants considers it necessary 

for experts from PIES to provide such monitoring and 

assistance. 
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1\PPENDIX l(a) 

FIXED ASSETS TO BE ACQQ_IRED USING BORROWED 
FUNDS DURING THE PLAN PERIOD 

Y E A R 1 9 9 2 I 9 3 

TOTAL U.SH 
(MILLIONS) 

US $---~--;HILLING 
(MILLION) 

-- ------------ -------1 

PLANT AND HJ\CHJNERY 

. ' l., 

ii) 

iii) 

iv) 

v) 

Single Hind Gear Box 
for Washer 

Sugar Dissolving Heat 
Exchanger 

Centering Bell for Filler 

Machinery for Packing and 
Unpacking 

Manual Change-over Switch 

Furniture and Equipment 

Vehicles (Marketing) 

4 Lorries 

2 Trailer Trucks 

----- --· ... -------- -

55,000.00 55.0 

30,000.00 30.0 

150,000.00 105.0 

105,000.00 105.0 

25,000.00 25.0 365.0 

5,200.00 5.2 5.2 

212,800.00 212.8 

200,000.00 200.0 412.8 

783.0 _I_ ___ _ 
- - -- -- -------
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1\PPENDIX l(b) 

fIXED ASSETS TO BE ACQUIRED USING BORROWED 
FUNDS DURING THE PLAN PERIOD 

Y E A R I 9 9 3 I 9 4 

-1 -----
1 us s 

-i- --- ----
U.SHILLING 
(MILLION) 

----

ITEM 

PLANT AND MACHINERY 

i) Workshop Machinery 20,00 o.oo 20.0 

ii) Hachineshop Hacl1inet-y 12,00 0.00 12.0 

iii) Injection Moulder 50,00 0.00 50.0 

iv) Freon Gas Charging Board S,00 0.00 I 5.0 

v) Motor Re~inding Equipment 5,00 0.00 5.0 

VElll CLES ( NOU HAP KET HIG j 
I 

i) Co2 Truck 120,00 0.00 I 120.0 

ii) Forklifts (2) 57,50 0.00 57.5 

VEHICLES (MARKETING) 

i) Lorries (4) 212,80 0.00 212.8 

ii) Trailer Trucks (2) 200,00 0.00 200.0 

TOTAL U.SH 
(MILLIONS) 

92.0 
365.0 

5.2 

177.5 

412.8 
--

682.3 
-- -~-- --------- --------
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APPENDIX l(c) 

WORKING CAPITAL REQUIREMENTS TO BE MET FROM 
BORROWED FUNDS DURING FIRST YEAR OF PLAN PERIOD 

ITEM 

i) Bottles and Shells 

ii) Concentrates 

iii) Sugar 

iv) Chemicals 

v) Spares 

Y E A R I 9 9 2 I 9 3 
-- ----r---------...----

1 us s 

485,750.00 

667,760.00 

195,006.00 

25,484.00 

I 221,:rno.oo 

L --------

U .SHILLING 
(MILLION) 

485.750 

667.760 

195.006 

25.484 

TOTAL U.SH 
(MILLIONS) 

227.3~ 1,601.30 

WORKING CAPITAL REQUIREMENTS TO BE MET FROM 
BORROWED FUNDS DURING SECOND YEAR OF PLAN PERIOD 

Y E A R 

ITEM 

i) Bottles and Shells 

ii) Concentrates 

iii) Sugar 

iv) Chemicals 

v) Spares 

1 9 9 J / 9 4 
1 · - .. -----
1 us s 
~ - --- --· -------- ~-------------0--------4 

TOTAL U.SH 
(MILLIONS) 

U.SHILLING 
(MILLION) 

239,250.00 239.250 

201,305.00 201.305 

145,594.00 145.594 

12,551.00 12.551 

152,JOO.OO 152.300 751. 000 
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APPENDIX l(d) 

f IXED ASSETS TO BE ACQUIRED USING OWN FUNDS 
DURING THE PLAN PERIOD 

Y E A R 

~;

r=:-E /\ND EQUIPMENT 

i) Computer System 

1 

2 P.C. Units with software and 
accessories @ 25,000 total 

ii) Vertical horizontal coolers 
15 pieces @ 800.00 

iii) Electronic Typewriters (one) 
@ $1000.00 

iv) Electronic Calculators 
2 @ 210 

v) Cash Counting Machines 
4 @ 3245.00 

vi) Domestic Furniture $6,000 

LAND AND BUILDINGS 

i) Construction of a block of 
flats for staff 

$87,000 
ii) Major renovations to c0mpany 

property 
$7,500 

T 0 T /\ L 

1 9 9 2 I 9 J 

------·---·-~--------~ 

s 

50,000 

12,000 

1,000 

420 

12,980 

6,000 

$82,400 

$94,500 

U.SHILLING 
(MILLIONS) 

-------~ 

82.4 

94.5 

I 176.9 
- --- . ___ ___, 
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APPENDIX l(e) 

FI~ED ASSETS TO BE ACQUIRED USING OWN FUNDS 
DURING THE PLAN PBRIOD 

Y E A R 2 i 9 9 3 / 9 4 

ITEM 
---------~---·---------.--------------~ 

----------~-------- ------ ----· ----- ---

LAND AND BUILDINGS 

i) Construction of block of flats 
completion of first block 

ii) Major Renovations to company houses 
at Kansanga/Kisugu Estates 

FURNITURE AND EQUIPMENT 

i) Computer system 3 Pcs 
ii) Office furniture and equipment 

(Same as in (ii) - (vi) in 1992/93 

PLANT AND MACHINERY 

TRUCKS 

i) 
ii) 

iii) 

2 Forklift trucks and spares 
- Forklifts @ S20,000 
- Forklift spares 2,300 

3 Tata pick-ups@ S18,166.7 - 54,500 
3 Tata lorries @ S30,000 S90,000 
3 Tata mini buses for transporting 
workers@ S20,700 

T 0 T I\ L 

s 

175, 700 

30,000 

80,000 

32,400 

42,300 

144,500 

62,100 

U.SHILLI~G 

(MILLIONS) 

205.7 

112.4 

42.3 

144.5 

62.1 

567.0 
-- ---- -- ----- --·----------~ 
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APPENDIX l(f} 

FIXED ASSETS TO BE ACQUIRED USING OWN FUNDS 
DURING THE PLAN PERIOD 

Y E A R 3 1 9 9 4 / 9 s 
~------------------- ----- - --- ----

ITEM 

FURNITURE AND EQUIPMENT 

As in the Year 1993/94 

LAND AND BUILDINGS 

i) Construction of a second b!cc~ 
of flats 

ii) Renovations to company houses 
at Kansanga/Kisugu 

PLANT AND MACHINERl 

i) Pallets replacement 
890 pallets @$200.00 
- 1 Lorry $30,000 
- Spares $16,600 

ii) 1 Tata lorry replacement and spares 

T 0 T A L 

---

~------------ ------------- --- --- ----- -------------

s 

112 I 400 

175,700 

30,000 

17,800 

46,600 

I 

U.SHILLING 
(MILLIONS) 

112.4 

175.7 

30.0 

17.8 

46.6 
-
382.S 
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APPENDIX l{g) 

FIXED ASSETS TO BE ACQUIRED USING OWN FUNDS 
DURING THE PLAN PERIOD 

Y E A R 4 

~---------------------- -

ITEM 

FURNITURE AND EQUIPMENT 

i) lPC and accessories 
ii) Replacement of 4 money counting 

machines 

J\•1n "''T" nT••- .... .. -. ..... -""' ........ ..,, .... ...,.,, 
i) Completion of 2nd block 0f flats 

- $74,300 
ii) Start of 3rd block $162,300 

MARKETING VEHICLES 

Pick-ups (Tata) for soda distribution 
3 Pick-ups @ 15,000 $45,000 
Spares S 8,600 

T 0 T A L 

I 9 9 s I 9 6 

s 

25,000 

15,100 

236,600 

53,600 

U.SHILLING 
{MILLIONS) 

40.1 

236.6 

53.6 

330.3 
~------------------------ -

·-------------"------------~--------' 
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.APPENDIX l(h) 

FIXED ASSETS TO BE ACQUIRED USING OWN FUND~ 
DURING THE PL.AN PERIOD 

Y E A R 5 1 9 9 6 I 9 1 

ITEM 

FURNITURE AND EQUIPMENT 

Same as in year 1992/93 except 
domestic furniture 

LAND AND BUILDINGS 

Construction of a block of flats and 
completion of 3rd block of flats 

$87,700 
Complete 4th block 250,000 
Start 5th block 116,200 

PLANT AND MACHINERY 

Replacement of Forklift trucks, pallets 
(S,000) plant spares (boiler etc.) 

3 Forklifts @ 20,000 60,000 
5,000 pallets @ 20 $110,000 
Major Plant Spares 148,300 

MARKETING VEHICLES 

Tata Trucks to rtplace old ones including 
the four (4) existing trailers 

4 Trailers @ 90,000 $360,000 
20\ Spares 72, 000 
1 Co2 Truck and 120,000 
5 Tata Lorries @ 30,000 150,000 
Spares 17,500 167,500 

T 0 T I\ L 

s 

76,900 

453,900 

308,300 

719,500 
- - --- ....__ ----------- -

U.SHILLING 
(MILLIONS) 

76.9 

453.9 

308.3 

719.5 

1,558.6 
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1\PPENDIX 2(a) 

(A) FROJECTEP_PRODYCTION: 1992/93 TO 1996/97 

Year 

l.992/93 
1993/94 
!994/95 
1995/96 
1996/97 

Projected Production 

2,992,000 
3,252,000 
3,520,000 
3,784,000 
4,048,000 

c/s 
c/s 
c/s 
c/s 
c/s 

Taking a Brand Ratio of 50:40:10 for 
Pepsi:Mirinda:Teem 

The Projected Brand Production will be as 
follows:-

I 1992/93 I 
-- I 

::::::::: I 

-- --·-- --- -----------------------, 
Y E A R 

1993 /94 :=-·--·_<1·~=~--+---1_9_96_/_9_7--1 
1,626,000 1,760,000 

1,300,800 1,408,000 

1,892,000 

1,513,600 

2,024,000 

1,619,200 

Teem 299,200 

.____ _ _L ____ -----
! 
I 
L 

325,200 l 352,000 I 378,400 404,800 

! _______ ------ ---------~--------' 

NOTE: Production of other brands (i.e. Evervess Tonic and Evervess 
Club Soda will be insignificant for budget purchases. 
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APPENDIX 2(b) 

(B) PROJECTED RAW MATERIALS REQUIREMENT 

~-------------------- --

ITE~----= -~--~r 
Sugar 
(Tonnes) 

Concentrates 
c Units l 
Pepsi 
Mirinda 
Teem 

,.. _____ ----··-_ .. --•a --~ n..:t 

(Cartons) 
Pepsi 
Hirinda 
Teem 
NRAl\F 
Tonic 

Empties 
(CFB) 

I 

I 
I 
I 

Carbon Dioxide I 
(Tonnes) 
Kensil 90 I 
Caustic 
(Tonnes) 1 

Chain Lubricant I 
(Litres) 
Boiler Fuel 1 

(M3) I 
Sodium 
Hypochlorite I 

l 

1992/93 

2,704 

1,070 
2,602 

650 

3,649 
2,919 

730 
75 
75 

149,600 

2 1-1 
1 tl 

50 

6,600 

272 

20 

-- ------------------------------, 
Y E A R 

_-I 99;/94_] _ --~_9 ___ 9-~l_-~-5-=l _1_9~_51'!__6__ 

I 
2,943 I 

1,165 
2,828 

707 

3,966 
3 I 17 3 

794 
80 
80 

162,600 

233 
15 

55 

7 I 200 

296 

22 

3,180 

1,260 
3,061 

766 

4,293 
3,435 

859 
90 
90 

176,000 

252 
16 

59 

7,30C 
i 

3,421 

1,355 
3,291 

823 

4,615 
3,692 

923 
lCO 
100 

189,200 

271 
18 

63 

8,400 

344 
320 J 

24 25 

--- - . -- -- ------ ---

1996/97 

3,678 

1,457 
3,538 

885 

4,961 
3,969 

992 
108 
108 

203,390 

290 
20 

67 

9,COO 

368 

26 
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APPENDIX 2(c) 

YEAR/ITE~(S) TC £E rURCHASED 
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I 0.,C 
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! t:; 
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APPENDIX 3 

RESULT§__Q~~~QRESS~-Q~~NAL~SIS OF CONSUMPTION OF 
SOFT DRil:IJ.{~P_QPUL~TI~ AND GROSS DOMESTIC PRODUCT 

POP' 000 -i -- -GlJPPC lf- --· COtlSP 

___________ x_l t X2 _

1 

Y 

YEl\R 
- I 

LG POP 
Wl 

LGGDPPC 
W2 

LG CON SP 
z 

- _______ .,_·-------+--------< 

1981 
1982 

12,952 i 11.912 I 
13,275 12,098 
13,607 12,614 
13,947 11,228 
14,296 11,136 
14,654 10,865 
15,020 11,245 
15,395 11,725 
15,780 I 12,150 

1983 
1984 
1985 
1986 
1987 
1988 
1989 
1990 

-- ;::: :::-- f--~-:-:: :~~-I _____________ l __ I 

,-------- ·- - -- -
Regression Output (a) 

---------
Constant ( S2 I 
Std Err of y Est 0 

4,11234 4,07598 
1,766 4,12303 4,08271 
3,923 4,13376 4,10085 
5,764 4,14448 4,05030 
5,002 4,15521 4,04673 
5,049 4,16596 4,03603 
7,865 I 4,17667 4,05096 

15,733 4,18738 4,06911 
19,961 4,19811 I 4,08458 

2, 99511 
3,24699 
3,59362 
3,76072 
3,69914 
3,70321 
3,89570 
4,19681 
4,30018 
4,45488 _ 92:~.-s5 __ o

5

2

4 

__ ~--~- _ 4,20884 I 4,08654 

, _ l 41, 6_o_5_~_--_L~--6·a_3_s_o~--3-1_, _a4_6_3_6~ 

; 

i Regi-ession Output (b) ! 
l 

. ·--- --· - -------
Constant (0) 

I Std Ei-r of y Est 0 
R Squared l 10_932911 R Squared 0 (0.002) 
No of Observations 10 i No. of Observations 10 
Degress of Freedom 8 

I 
Degress of Freedom 8 

x Coefficient(s) 11 x Coeff icient(s) l 
Std Err of Coeff. l ! Std Err of Coeff. 8 

-- - -----------

NOTF.: Trends in consumption of Soft Drinks when correlated with grJwth 
in population show that pcpulation growth was a major factor in 
dri~·ing co11sumptL011 of Soft Drinks. A l't. growth in population 
was associated 1·1ith 13.5'1. qz-owth in consumption. 

(An increase of 1000 Lii 1-wpulation resulted in an increase of 
7550 litres in consumption). 
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APPENDIX 4 

PROJ ECT_I_91L9LSO_F~_Q.RINKS CONSUMPTION 

Year Population + Projected/Actual 
(Millions) Consumption 

(Millions of crates) 
-

1988 16.00 2.2M 
1989 16.48 2.8M 
1990 16.97 3.9M 
1991 17.48 4.5M* 
1992 18.00 5. -IM* 

1993 18.54 8.5M* 
1994 19.10 12.4M* 
1995 19.67 18.lM* .. 
1996 20.26 26. 4M* 
1997 20.87 29.9M* 

+ 
* 

Population Growth Rate is P1·ojected at J~ Per Annum. 
Projected Consumption. 
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I 

to be approved 
b~· the Board. 

I preparat1on of 
I , . 0'1ersee 

: annual bud4ets. 

I~ I 

OFFICER 
RES PON-
SI BLI!! 

Gen.,ral 
~anaqer 

Genaral 
>tanager 

Ceneral 
~ana~er 

I 5 I 
NECESSAR)" 
ACTIO!I 

£niiure D1·a ft 
Corporate P l.&n 
is final 1sed 
and sut>.ii tted 
to the Board 
for approval. 

!1oni.tor 
act ua I re au l ts 
and co•pare 
to corporate 
plan and 
budgeted 
tar11ets. 

397 

APPENDIX 5(a) 

LAKE VICTORIA BOTTLING COMPA~Y 
CORPOHATE PLAN 1992 TO 1996 
STRAT£CY AND ACTION PLAN SHEET 

I ( s 1 
. T.\RGET 
COHPL!TION 
DATEIS) 

30th !1011. 

1991. 

Daily, 
w .. eklv, 
•onthly, 
quarterly, 
and annau 11 y 
up to JOth 
June, 1997. 

I 'j I REPORTSISI 
iO BE SLIBMITTf;I> 
PRODUCED 

Proposed 
r.urporate plan. 

!1onth1" 
reports to the 
Board of 
Di rector11. 

Quarterly 
reports. 
Final Accounts, 
Budset and 
Corporate 
Plan to the 
Board ot 
Directors. 

1 'i) 
T.\RCET 
SURMIS~ilON 

DATP!ISI 

list D4•c. 
1991. 

Not !Her 
than tw•l 
weeks 
before 1\ext 
achadul•td 
board 
111eetinq up 
to 30th 
June, 1~197. 

I 9 I 
ro1.toi.;-up 
ACTION 

Ensure that the 
Corporate plan 
serves aa the basis 
ot all annual 
bud~ets during the 
plan period. 

Ensure b11nkab 1't 
propo1111l is pre
pared fra111 the 
corporate plan and 
secure loan tor 
uhabi 1 itation 

Obtain reaction 
af board to all 
report a, take 
nec111u·y 
r.orrect.lve 
action and 
i111pl•••nt polir.1es 
of the Bonrd <Jf 
Directors. 

, 10) 
OFt'ICERI SI 
RES PONS 1111.t: 
l'OR FOLLOW-l'P 

<:•n•ra I 
1111 n1111er 

C•n.,ral 
•1ana1er 

1111 
TARG~T COMPLETION 
llATF. P'OR l'OLLOW-
UP ACTION 

Jllth Jun11, 1997. 

1-ediat11ly upon 
receipt of Board 
Direct1ve1J/ 
reaction up to 
30th June, 1997. 



GENERAL ~\N:\CER 2 

C!NERAl/O!P:\RTMEST 

I l ) '21 cl> I , ~, 
CORPORATE OBJECT I \'ES STl!AT!C\" OFFICER 
MISSIO" RES PON· 

SIBLE 

Undortake .General . strateq1c 11anaqer 
financial 
plann1nq 

I 
I 

I 
I 

i I I I 
I 

I 

I 

I 
i I 

I 
I I 

• 
! 

I 
I 

I 

! . 

:J !)8 

LAKE VICTORIA BOTTLINC COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SHEET 

c 51 c 61 r 71 
SECESSAR\' TARCET REPORTSCSI 
ACTION COMPLETION TO B! SUBl1ITT!D 

OATE1Sl PRODUCED 

. Monitor actu1&1 Da1ly, 11onthlv •nd 
reeul ts .md weekly, Quarterly 
co•pare to 111onthly, Reports to the 
financial/ quarterly, Board of 
workinq capital and Directors. 
.. nae•••nt plans annually up 

to JOth 
June 1997. 

-I 18 I 
TA RC ET 

r 9 I C 10 I f l l , 
POLI.OW· UP orrrcr:R1s1 TARC!T COl1PLETION 

Sll811ISSION ACTION RESPONSIBL! DAU f'OR POLLOW-
DATEISJ f'OR FOLLOW-<.:;> UP ACTION 

r , Obtain reaction Not lihe.1• 1-edi Helv upon 
than two of Board to reports receipt of Board 
weeks and take necessary reaction uµ to 
before nex·· ··. corrective action. JOth June, 1997. 
secheduled 
Board 
11eetinl! uµ 
to 30th 
June, 1997. 

I 

I 



GES~RAL 'IASAC£R 3 

GE~ER\L/PEPART'IEST 

.ii I '::? i 

"CORPORATE!OBJECTl~ES 
~ISSIOS l 

I 2. :o re-
I 01'"1.llll.S~ 
I 

coapd.I\)' • ~ 

I uri;ian1sa-
I t lOlla l 

I ,) i I STRA TF.G\' 

i 

d> 
OFFICER 
RESPON
Sl BLE 

! . 0\·er~eie l G~a-~ral 
; a·~or~J.Bl~..lt hln :-tana1i.1.~1·. 
of th" 111arket-

and internal l I st1·uct11re 

I 'n", product ion 

to audit depart01t!nt 

I 
..t.C::hlt"\"e to ensur., 

I 
better ~reate1· 

I st1·ateq1c .. ffectivP.ness, 
Ii 1hrP.ct1on better 1nt .. rnal 

~ I more !control and 
effecti'e eff!CltH\C\" 

I internal , control and 

" j 
!u ~nsure I ~ I .. 

i 
. t<.h 1 ~" .:-ment I 

l 
I 

I 
uf Tht! 

I I 
cuapan\''s 

i 11oals. 

I I 
' ~ i l ~ 

I I ! 

I 

3 !) !) 

LAKE VICTORIA BOTTLING CO"PANY 
CORPORATE PLAN 1992 TO 1~96 

STRATEGY ANO ACTION PLAN SHEtT 

I 5) 
SECESSAR\' 
ACTION 

I. O\·ers;, .. 
.ippruµI' 1.1t" 
inter-
departmental 
redeplo\'lllents. 

Oversee re-
dP.s1gnat1on of 
various pos1t1on 
titles. 

Ove1·s .. e re-
organisation of 
production, 
marketinll and 
I nternl\ l .\lH.l L ! 
Departments. 

o,·.,rsee 
appointment of 
new officers 
- Research 

Assistant. 
- Assistant 

Internal 
Audit Officer 
, syste111s l. 

I 

I 
I 

, 6) 

TARGET 
C011PltTI ON 
D.\TEt SI 

Jlst '1.lV • 

1992 . 

I 7 l 
REl'ORTS IS l 
TO BE SUBMITTED 
PRODL•Cl!O 

IS) 

TARt:~T 

SUBlll SS ION 
DATl'ISI 

. ..,.,.,orandum tllj 3ls1 J.ln. 
111 .. Boa1·d •.C 199;· 
Director!! on 
redeploV111ents 
and red es i 11n.'l-
t1ons uf staff. 

'lemor .. ndum tol31st .Ian. 
the Board of 199;. 
D1roctors for 
approval of the 
pL·fJposed r"-
or~an1sat1on ot' 
<lt;partments . 

'lemorandu111 to 
the Board •>f 
Director!! on 
the new •;taff 
to 1.1 .. 

appointed. 

I 'Ji 
FOi.i.OW-UP 
ACTIOS 

I 10 I 
OFFl''>:R1 SI 
RES POI'S I eu: 
YOR P'OLl.OW-111' 

.\ft 111· ;,µµrnv a I 11f I ';"n11ru I 
r he llniu·d, •mbm 1 t a :1an1111tt r 
me111orandu111 to ! he 
Pernonnel Mana~er/ 
Co•panv Secretary 
to gn·e diror.t 1vea 
on 
- Re<leploY111entfi 
- Rede1011nat 1on'I 
- Reorq,\nl""·at ion 

of Department" 
and 

- New .. ppo1nt111ents. 

Reque'lt fro111 !General 
HeaJs ·•f Department :1a11111111r 
reporta on per-
forml\nce of staff 
af t11r re-
dl'lploV111ents re-
deJ11gnat ions and 
new appoint•ents. 

1111 
T.\HGt:T COHPl.F.T l'l' 
UAH FOR YOLl.OW
IJP ACTIOI' 

Bv 1 l !It !·larch 
inn. 
Th .. r1taftttr carrv 
out other nt1r.e"
sarv rev1 .. w of ti 
01·'1an1'1at1on 
11trur.tur&, staff 
de11111na t 1on11 ·•ncl 
new ap1>01nt111ent<1 
iHi .1pprnpr1.Ht! •11 

Ito ~IJth June, 
1 t!J<),' 

I 
Not later th1&n 
thr1111 months 
aft1tr aHsu•pt1on 
of !IUt\' to llftW 

1t111pluv1le,,. nr aft 
redeploV111elltfl/ 
rede11111nat1on uf 
11tatf. 



GENERAL MANAGER -l 

~ESERAL/DEPART~ENT 

l l l I l 2 l 
CORPORATE OBJECTIVES 
lUSSION 

J. !o steer 
ond control 
l•ke \" icto1· io 
Bott ling 
Company ltd. 
to achieve 
its mission. 

I]) 

STRATEGY 

Arrange and 
chair monthh· 
11anag-ent 
meetin!IS to 
re•· iew the 
following:-
- Profit and 

loss .,ccount 
- Balance Sheet 
- Cash flow 

State11ents 
- Cash Bud11et 
- Sales Reports 
- Product ion 

Reports 
- Personnel 

Repol'ts 
- Internal Audit 

Reports 
- Other ~anage

•ent inf or-
t 1on l'eports. 

- Chair other 
-nage11ent 
•oetings as 
necessary. 
l1oni tor daily 
operations and 
!live guidance 
of directives 
as necessary. 

... , 
OFFICER 
RESPON
SIBLE 

General 
Manager. 

LAKE VICTORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SH!!T 

I 5 l 
NECESSARY 
ACTION 

16, 
TARGET 
COt!PL£T ION 
DATEtS) 

Review overall!Not later 
perforiaance as 
highli!lhed in 
reports and take 
corrective 
action to 
- Improve 

o•·eral l per
foraance in 
subsequent 
months. 

- Remove weak
nesse!i in 
internal control 
and management 
syste11s. 

- !1otivate staff 
to exceed 
tar11ets. 

- Review per
foraance in 
specific areas 
of LVBC opera
tions and take 
corrective 
action. 

- Give daily 
directives and 
guidance to 
staff as 
necessary. 

than one 
week after 
11anagement 
meeting up 
to 30th 
June, 1997. 

Not later 
than one 
week after 
unage11ent 
•eating up 
to 30th 
June, 1997. 

Daily up to 
30th June, 
1997. 

I 7) I Is) 
REPORTSCSl TARGET 
TO BE SUBHITTED SUB!11SSION 
PRODUCED 

Relevant 
exti·acts of 
monthly and 
quarterly re
ports on the 
co111pany•s per
fol'mance to the 
Board of Direc
tors. 

- l'inal Draft 
Accounts and 
Audited final 
Accounts to the 
Board of Dil'ec
tors. 

Give necessary 
queries and 
provide 
guidance as 
necessal'y. 

DAT EC SI 

Not latsr 
than two 
week after 
11ana11e111ent 
11eetin!I up 
to 30th 
June, 1997. 

Sa•• as 
above. 

As and when 
necessary 
up to 30th 
June, 199'i, 

I~ I 
POI.LOW-UP 
ACT I OS 

Obtain reaction 
of the Board of 
Directors to 
various reports 
that are submitted 
to it and carry out 
Doard Directives. 

Same as above. 

l'!nsure that the 
right action is 
taken by all 
Heads of Dept. in 
response to 
queries. 

110, 
OFPICl!!Rl SI 
RESPONSlBLF. 
FOR FOLLOW-UP 

General 
Hanager 

Ceneral 
!1ana1Jer 

General 
Manager 

111) I 
TARGET COHPLl!!TION 
DATE FOR FOLLOW- I 
UP ACTION i 

. 1-ediauly uponl 
receipt ot Board 
react 1on up to 
30th June, 1997. 

Sa•• as above 

Daily up to 30th 
June, 1997. 



CESERAL/DEPARTMENT 

l l) I l 2 I 
•CORPORATE OBJECTIVES 
111SSIOS 

~ 
~ 
~ 
·' ! 

i 

~ 

I 
I 

l t)) I STRATEGY 

I 

I 

Oversee 
preparation of 
!luar<I p4per!> :\nd 
• \l tend ;d I 
Board m"et Ul!jS. 

I. EnsuL·e Leport 
of ra"' 

' eaterLals. 
spar" parts, 
and othe1· 
inputs f.">r 

I production 
are done ''" I , ... e. 

I
. Deter•1ne 
p1· ices of 
finished pro

l11ucts with 
assistance from 
Marketinq 
Manager and 
Chief Accountant 

t ~) 

OFFICER 
RESPON
SIBLE 

General 
l1.inage1·. 

General 
11ana11er 

1~~n~ra l 
11anai.ier 

( 5) 
Nf.CESS.Ulr 
ACTION 

Oversee dis
tribution of 
l\oard Paper". 

:-tonitor per
f·~rmance/ 

actn·ities 
of purchasinq 
and oth .. r 
depart111ents. 

Re\' ie" 
detailed costing 
report on each 
batch and <leter-
111ine prices, 
rtttailer incen
tives and 
co•pan\' profit 
•argin. 

STR~TEGY AND ArTION PLAN SHEET 

I 61 
TARGET 
COMPLETION 
DAT!IS) 

Three weeks 
befo1·e each 
Board meAt -
1ng up to 
)0th J111 .. •. 
199i. 

Dally up 
to 30th 
June. 1997. 

Aftar 
each batch 
up to 30th 
June, 1997. 

I 7 I t 'II 
REPORTSISl !TARGET 
TO BE SUBHITTEO SUBMISSION 
PRODUCED DA~tCSI 

'9 l 
POLI.OW-UP 
ACTION 

Monthly 
Performance 
RPpt)J•t <;. 

Quarter I,. 
Reports. 
Annual/Final 
Accounts 
8udqets 
Corp<•rate 
Plan. 
N/A 

Price list to 
11arket ing 
t1ana11er indica
tin11 111c11ntives 
for retailers. 

Two "'eeks 
he fc> re 
tt•1r.h Boa rd 
me .. t 111'! 111> 
to 30th 
J 1.11\&' l !l96. 

NIA 

Obtain r11activn 
of the Board .,; 
01 reel.ors to 
, ... \1• 11,u·.; r•'r111l't «r. 
that dre ~uhm1tted 
to at and carrv uut 
Board Directives. 

Undertake 
continous hi11h
level lohbv1n11 to 
ensure quick 
approval of al 1 
forex applications 
submitted to the 
Bank nf Uqantla. 

Before . l1on1tur sales 
close of and adJust prices 
dny on per 111arket se11ment 
"1hich batch as n.Jces,.an·. 
ir; produced 

<10 I 
OPPrCER IS l 
RESPONSl~L! 
POR FOLLOW-UP 

Cene1·al 
·.1 .. 1u1qe1· 

Cenera l 
11ana11er 

General 
11anaqer. 

c 11 ) 
TARGET C0MPLETIO! 
DATY l"OR YOl.l.011-
tJP ACTION 

1-otdiat ... lY Up< 
rflc:e1pt <Jf B<Mt'd 
r"11ct lfln 11p tu 
1n111 J11n11. 1191 . 

Whenever necessar 
up to .lOth June, 
I !397. 

continue 
111on1tor1nl!I "" 
necessary Jurin~ 
plan per1od up 
to .JOth June,97. 



STRATEGY AND ACTION PLAN SHEET 
GESERAL/DEPARTHENT 

I 1 l I 2) 'l l ( 4) ( 5) c 6) ( 7 l ( 8) ( 9) ( 10 I c 11) 

CORPOllATE OBJECT I\" ES STRATEGY OFFICER NECESSARY TARGET REPORTSCSl TARGET FOLi.OW-UP OFFICER Io;) TARGET COHPLETION 
ltl SS IO!' RES PON- :\CTl0"1 COHPLETION TO BE SUBHITTED SUBHISSION ACTION RESPONSIBLE DATt FOR FOLLOW-

SlBLE DATEIS) PRODUCE.:> DAfE( S l FOR FOLLOW-UP UP ACTION 

. AJ>pra1se of General . Complete By 31st Co11plete By 15th ttonitor perfor•ace General Continue 
evaluate ltana!(er. performance July, of Perf or11ance AU(IUSt of Head6 of Depart- Hana11er monitoring as 
performance of evaluation forms every year evaluation yearly up 11111nts ;nd ensur .. necessary during 
Heads of for each Head of durtng the for111s for to 30th i111porve11ent in the plan period 
Departments. Department. plan period personal files June, 1997. all areas where up to 30th June, 

up to 30th of Heads of they are weak, 1997. 
June,97. Departments. 

- - -

' 

I 

I 

I 

I 

~ ' I 



'tARKETING 1 

GESERAL/DEPART~ENT 

I l) I ( 21 
CORPORATE OBJECTJ\'ES 
MISS IOI' 

Re-or11an1se 
Departaent to 
enhance 
effect i ,·eness 
and I efficiency. 

I 3 I 

STRATEGY 

1. Create 
aarket1ng and 
sales sections 
in Depart•ent. 

2. Carry out 
necessarv re
dep lo~ .. ent s 
fro• within 
depart-nt to 
fill the "'"~i
tions of aarket
in!! services 
officer and 
sales officer. 

J. Place fini
shed goods store 
under sales 
officer. 
4. Initiate atc
ion for Research 
Assistant and 
Senior Sales 
Supervisor (up
country I t<> be 
recruited. 

1-l) 

OFFICER 
RESPON
SIBLE 

15) 

NECESSARY 
ACTION 

APPENDIX 5(b) 
CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SHEET 

( 6) 
TARGET 
COMPLETION 
DATEISI 

I 7) 
REPORTSISl 
TO BE SUBMITTED 
PRODUCED 

( 8) 
TARGET 
SUBMISSION 
DATEISl 

1. 1· Ensure Market-130th June, 
11arketin!! ing and sales 1992. 
Manager. sections are 

1. Subllit memo-,3lst Jan, 
randum on 1992. 
reco111111endations 

properly staffed 
and arrangP. 
induction/ 
orientation 
progra111111es for 
new staff. 

2. Issue all 

'

staff with Job 
descriptions. 

J. Set staff 
perfor11ance 
targets for 
staff in all 
sections. 

for rP.deploy-
ments to 
Personnel 
Manager. 
bl Subllit memo 
on new staff 
requirements to 
Personnal 
ManaqPr. 
cl Sublli t 
details of 
induction/ 
orientation 
prol)ra-es to 
be followed bv 
new staff and 
sectional heads 

31st Jan. 
1992. 

2. Job descri- !30th June, 
ptions to staff 1992. 
in all sect ions 

19 l 
FOLLOW-UP 
ACTION 

l. Mani tor and 
appraise staff 
performancP ater 
re-deployments. 

bl Ensure staff 
are recruited on 
ti111e, 

cl Submit perfor
•ance reports on 
new staff to 
Personnel Manager 
for their confirm
ation after their 
probationarv 
periods. 

2. Ensure all Jobs 
carried out are 
in conformity with 
job descriptions. 

3. Continue to 
appraise all staff 
perfor•ance as 
necessary. 

( 10) 
OFFIC!RISl 
RESPONSIBLE 
FOR FOLLOW-UP 

Marketinq 
Manager 

MarketinlJ 
Manager 

Marketing 
Mana1Jer 

( l U 
TARGET COMPL!TJC 
DAT! FOR FOLLOW
UP ACTION 

Continue 
11onitorinQ as 
necessary durin~ 
the plan period 
up to 30th June, 
1997. 

c1 Continue to 
11oni tor a ta ff 
perfor•anc<t and 
take corrective 
action up to 30t 
June, 1997. 

SIUle as abo11e. 



'1.\Rl\E'!'l~G Z 

GESERAL:~EP.\RT:1ENT 

I tl I I '~ l 
CORPOR.\TE:OBJECTl~ES 

".iSSIOS I 
'11 

STR.HEGY 

~ : 
i 

'
~. Ensure ll. Ueterm1~· 
balanced and proJeCt"d .... '2'S 

!uninterrupted :1ix report lo 

.supplv of Production 
lu·ac product.'> :1ana11er. 

I 
l 
i 
i 
' I 

' I 

to ail .,,,u·l;et 
se<;tments. 

1
3. Prepare 
co;iaprehensive 

1

11arket1ng 
proljramaes 

!
for the co111-
pan\·, 

~. Ensure 
adequate 
financial 
support is 
provided for 
Depart•enta l 
proqraMme. 

2. Ensure •>pt i -
mum distribution 

Inf brands to 
·.-ar1ous market 

lseqments. 

I 
i 
i 
I 

I 
I 
! 

a) Brief Sect
ional Heads on 
:1arketinq obJec
t i ~·es of company 

Prepare draft 
Depart•ental 
Budqet. 

I 

1.;1 
OFFICER 
RES PON
SI BU: 

'1drket1n~ 

:1an..i~er. 

C 5 I 
Sl:CESSARY 
ACTION 

Pn1pa1·" ..iml 
se11d p1·0 )"cted 
sales ~llx report 
to Production 
:1anaqer. 

L.\l\E VICTORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATF.CY AND ACTION PLAN SHEET 

( 61 
T.-\RGF.T 
COMPLETION 
DATEIS) 

:list Ort. 
year l\' 
durin\', the 
plan period 

I 7) 
REPORTS1SJ 
TO BE SUBMITTED 
PRODUCF.D 

I'll 
TARr.f.T 
SUBMISSION 
DATEfSI 

I Proje<::tecl 'li!.l"sl ). !st Or:t. 
mix reports. \'earlv. 

al :1on1tor 'itock,lOt~ June, 
posit ions, 1991, 

Daily ~;ales 

report a11d 
£-mpties stock 
position report 
to :1arketin!I 
11an.i11er. 

bv 10. llO 
.i..m uf 
t'ollowin<1 
day. 

liaise with 
product ion 
ia.>naqer and 
ensure daily 
sal .. s tarQets 
met. 
h I l!ndertake at 
least 2 field 
trips to monitor 
aaarketin11 
activities. 

:1arket1n11la> Subtait memo- IBv 30th Sectional Pro- l3lst May 

I 9) 
FOLl.OW-l'P 
ACTION 

Ensur" F-1·odu<::t 1•rn 
Uep.irtment produces 
correct quantities 
of brands .. s 
indicated on sales 
mix report. 

Take necessary 
corrective action. 

1. Consolidate all 
Manaqer yearly up 'sectional pro-

to 30th grammes into Dept. 
June, 1997. programmes. 

randum to sec- I April, 1 aram11es to 
tional Heads for yearly up MarketinlJ 
theia to submit to June,97. Mana11er. 
the 1 r .sect iona 1 , 
µroqra111111es to 
the Marketing 
Hanager. 

Marketin111al Quantity cost 
Manager of departmental 

pro!lran111e and 
incorpo!'ate in 
Departmental 
Bud'i•H. 

End Peb. Draft Depart
yearly up mental Budget 
to 30th to Chief 
June, 1997. Accountant. 

31st i'tarch 
yearly up 
to 30th 
June, 1997. 

Attend Bud11et 
hearing me,.t1nq. 

1 lO > 
OFFICF.Rr SI 
RESPONSIBLE 
FOR fOl.l.OW-llP 

!1arketlnl! 
'·lana!ler 
throu11h Sal'!S 
officer and 
Pin 1!1hed 
Goods Store
keepe1·. 

:1arket 11111 

Manaqer 
throu!lh Sale,; 
officer and 
t'!arket ln!I 
Servicits 
officer 

:1arketin1J 
!1anager. 

M.trketin'i 
:1ana11er. 

1Il1 
TARGET rOHPLETION 
DATE FOR fOl.l.OW
llP ACTION 

Oa I l \' 11 p to 'j Ill h 
.Jun", L 997. 

D.tlly up to 30th 
.Jun.,, I 9!1i, 

End of June yearly 
up to 30th Jun.,, 
1997. 

list !1BY yearly up 
ta 30th June, 9i. 

i ,, 

i 



~o\IKETI!"C J 

CENERAL/DEPAITHENT 

I l I l 2) I .l) f-ll f 5 l 
CORPORATE OBJECTl\'ES STRATEGY OFFICER NECESSARY 
HISS ION RES PON- ACTION 

SIBLE 

5. Cain Undertake Marketin!l 1. Define 
Int iaate co•orehensLve Manager. Marketing 
kno.,· led~" uf 11arket 1·esearch. Research 1lb jec-
aarkets and tives and set 
custo111er tarqets/coverinlJ 
require•ents. areas such as:-

al Total 
national consu•-
ption of soft 
drinks/de-nd. 
bl LVBC aarkflt 
share analysis. 
c> Brand Per-

I for-nee. 
dl Market 

I Seq•ent per-
for•1rnce. 
el Distribution 
channel per-
for-nee. 
fl Effectiveness 
of AdvertisinlJ 
and pro•otion. 
11 l Product 
innovation 
hl Product :ales 
-•ix. 

I 
i) Market 
statistics 
j) Co•petition 

i I 

LAKE VICTORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SHEET 

f 6) f 7) f s l 
TARGET REPORTSISl TARGET 
COMPLETION TO BE SUBMITTED SU811ISSION 
OATEtSI PRODUCED DATEISI 

30th June, Mtt•o on 111arket- As and when 
1997. inq research necessary 

objective and durin!l plan 
target tc. period up 
marketin!l to 30th 
services June, 97. 
officer. 

·' 

( 9) ( 10 l ( 11 l 
FOLLOW-UP OFFICER IS l TARGET COMPLETION 
ACTYON Rl!!SPONSIBLI!! DATE FOR FOLLOW-

FOR FOLLOW-UP LIP ACTION 

1. Eneure target• MarketinlJ Up to 30th June 
set for Marketing Manager 1997. 
Research activities 
are met through 
reviewing reports 
that are subtlitted. 

2. 11ake personal 
follow-up of 
reeearch findings 
for confi n1at ion 
purposes. 



'HRl\ETISC: ~ 

GENER.\l /OEP\RT'1EST 

• l I I . ~ ) l I ) I I~ ) I ; J 

CORPOR.\TE I UHJ EC'T I \'ES I STR.\T[G\' OHJCF.R "'!:CESSA!n' 
:-t!SSIOS RESPOS- .\CT ION 

I i .srBLE 

js. lucrea.;<: I"' Tr<un Sdles- 1'larket1n9 I. Arrange su1t-, • producti~•t~ ,..,n. 1:1anager. .. 1i1 .. on-th-juh 
l"'f 'lar·k.,! :11~ 1 

tra1n1nq 

' Depa1·1ment sche,.es fnr 

I 1 

Personnel. sales•en. 

I 
I 

2. :-tonitor 
performance 1)f 

sales•en. 

3. Arrange for 
identified 

-

t r:uninq "aps 
t .:> he f 111 ed by 
outside courses, 
attache•ents and 
in-house train-
inq sessions. 

... Appl'aise 
perfol'W1&nce of 
sales•en. 

I 
5. Al'l'anqe fol' 
desel'ving !!ales-
11en to be !ll\'en 
incentives. 

I I 

40ti 
I.AKE VICTORIA BOTTLING <'011PANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY ANO ACTION PLAN SHEET 

I 6 I I i) I SI 

HR GET RF.PORTSfSI TARGF.T 
C011Pl.ETION TO BE SUBMITTED Slllll1ISSJON 
OATECS) PRODUCED DATEI SI 

up to 30th By 15th 
June, 1997 . AU'IUS! 

vearl,· up 
I• Periodic to 30th 
o1xcept1onal June, 1997. 
performance 
repo.:-t s lo 
personnel 
Manager. 

Up to 30th 
June, 1997. 

lip to 30th 3, i:'opies of 
June, 1997. Certificates of 

employe1ts !O tie 
forwarded to 
Pel'aonnel 
:1anat[llel'. 

Aftel' each 
tra1ninti 
session, 
quarterly 
Ii annually 
up 30th 
June, 1997. 

Aftl!r Lettel'/Hemo to 
achieve•ant General :-tanagel' 
of specific for appro\'a 1 of 
tal'gets and incentl\'aB. 
on qu&l'tel'-
ly basis. 

I !Ii I[()) I 11 I 
FOLi.OW-PP orrrrER• s 1 TAHCF.T l'."OtlPl.ETI• 
.\CT IO!l RESPONSIBLE DATE YllR FOLLOW 

roR FOLLOW-UP UP ACTION 

l1on1tor performace Cenaral Continua 
of Heeds of Depart- :1ana11e r 1110n I tor 1 nq .w 
ments and eneur1t nec•lii&arv dur 1111 

imporvement 1n the plan pttr1orl 
all areas whe1·e up to 30th .Jun& 
they are weak. 1997. 



~\RKETrsc ~ CONT'D 

CESERAl/DEPARTMIST 

ill i:) I J) en ( 5) 
CORPORATE OBJECT I\' ES STRATEGY OFFICER SECESSAR\' 
t11SSION RES PON- ACTION 

SIBLE 

6. Exa.ine "ays 
of equalizinlJ 
earnings of 
Depot Personel 
and Head Office 
Personnel. 

bl secure t1arketin11 Deter•ine 
suffici<tnt t1ana11er. optiaal •ix of 

It ransport for own transport 
sell in11 and hired trans-
activities. port for sellin11 

act i\• it ies. 

Put in request 
for additional 

- ''ehicles to be 
acquired. 

- - - - -

I I 

LAKE VICTORIA EIOTTLING COtlPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY A~D ACTION PLAN SH~!T 

16) I i ) 18) 

TARGET REPORT~·ISl TARGET 
COMPLETION TO BE s.ll811 ITTED SU811!SS!ON 
DATEIS) PRODUClD DATEtS) 

By 31st t1e111orandua on By 31st 
Dec. 1991 conclusions of January 92 

studv to 
General t1ana11er 

By Jan.9Z Sub1ut Bv Febru1uv 
and when- veh1c lu 1992 irnd 
ever reriu i 1·11•en t as whenever 
necessary part of Depart- neceasary 
up to 30th 11ental bud11et. up to 30th 
June, 1997. June, 1997. 

I 

I 9 l ( 10) I 111 
FOLLOW-UP OFrlCERt S l TARGET COMPLETJOI 
ACTION RESPONSIBLE DATE FOR FOLLOW-

POR FOLLOW-UP UP ACTION 

. Maintain optiaal 11arketinc Continue to detec 
•iK of own vehicles 11ana1er •1ne opti•al •iK 
and hired vehicle• of own veh1cle1 
dur1n11 plan period and hired veh1r.l1 
up to 30th June, up to JO June, 
1997. 1997. 

Ensure orders are :1arketin11 Com•11111on and 111 

placed for new Mana11er new vffhlr.lea up , 
vehicles 30th June, 1997. 



~4.RKETINC 5 

C!N!R.U /DEP.4.RT11!Nr 

' 1 ) t ~) 

CORPORATEIOBJECTCVES 
MISSION 

1. Ensue 
effect•ve 
plann11\q and 
control of 
-rket mg 
act i ,. i ; i es 

131 
STRATt:C\' 

l. 11onthly .ind 
Quarterlv review 
of Depart•enta l 
achieve•ents in 
ter.s of their 
contribution 
towards the 
co•pany's vision 
bl secure 
sufficient 
transport for 
sellinq 
activities. 

2. !nellrtt 
regular checks 
of Depot 
activities and 
motivate Depot 
staff. 

'H 
OFFICER 
R!SPON
S IBLE 

Market rn11 
!1anaqer 

l1arketin1t 
Manager 

I 5) 
NECESSARY 
ACTION 

1. Ensure 
•onthly and 
quarterly <:1ub
•ission of per
foraance report• 
by sectional 
Heade. 

LAKE VICTORIA BOTTLlNC COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SH!!T 

16) 
TA RC ET 
COl1Pl.P!TI ON 
DATEISl 

Latest bv 
end of let 
week of 
next month 
or quarter 
of assess
•ent. 

I 7) I~) 

R!PORTS,Sl ITARC!T 
TO 8! SUBMITTED SUBMISSION 
PRODUCED DAT!ISl 

Monthly and 'Latest end 
Quarterly Sales of lat week 
Summary. of next 

111onth or 

19) 
FOLLOW-UP 
ACTION 

l. Analyse perror•
ance of Depart•ent 
and steer depart
•ental activities 

quarter of jto enaure that 
As••••••nt. co111pany vision is 

11chieved. 

Co111pare actual,Sa.e as 
sectional above. 

Monthly and 
Quarterly 
analysis of 
sectional 
perforaance, 

Sa111e aa 
above. 

Sa1H as above 

ach1eve11ents 
against planned 
port for selling 
targets. 

3. Analyee 
variances and 
take neceeeary 
action. 

l. Liaise with 
Internal Auditor 
for regular 
audit check of 
Depot activit1ea 

2. Conduct 
surprise visits 
to check Depot 
activities. 

Without 
notice 
throughout 
the plan 
period. 

Copiea of 
l. Audit 
Reports to be 
received by 
Marketing 
Manager 

Up to 30th 12. Surprise 
June, 1997. Depot Inspect

ion Report 

Not later 
than two 
days after 
return fro• 
Inspection 
visit. 

s .. e as 
above 

l. Take necessarv 
action to control 
Depot activities 
baaed upon reco•
••ndat iona 1n 
inspection report 

s .. e as above. 

I 10 I 
orricu' s' 
R!SPONSlBU 
FOR FOLLOll-IJP 

f1arketin1 
~anacer 

Haa·ket 11111 
f1ana1er 

~arketin1 

l1ana11er 

f1arketin11 
f1ana11ar. 

r 111 
TARC!T COMPLETION 
DAT! FOR FOi.LOW
UP ACTION 

By 15th of next 
1110nth fol lowin1 
•onth or quarter 
of subm as ion up 
to 30th June 1997 

Sa11e as above 

Continue up to 
30th June, 1997, 

Sa•• as above. 



~.\RKETl!IC 6 

CEh•~AL/D!PART~ENT 

I l 1 12) 131 , .. \ I 5 l 
CORPORATE OBJECTl\'ES STRATEGY OFFICER NECESSARY 
MISSION RES PON- ACTION 

SIBLE 

1. ~aintain a Monitor perfor•- 11arketin1J l. Ensure 
high standard ance and conduct 11an~ <1er Sectional Heads 
of discipline of staff in authority liaits 
in departaent departaent. are clearly 

stated and coa-
aunicated to 
subordir.ates. 

2. Ensure 
Sectional Heads 
sub91it Quarterly 

I appraisals of 
I all staff in 

their sections. 

I 

LAKE VICTORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SHEET 

16) 17 l 181 
TARGET REPORTSISI TARCET 
COMPLETION TO BE SUBl1ITT!D SUBl1ISSION 
DATE! S) PRODUCED DATllS) 

llst Jan.92 11•11<> on 31st Jan.92 
authority 
li•its to all 
Sectional Heads 

Latest by Staff perfor11- 15th of 
15th of ance appraisal next 111onth 
next 111onth fora. to l lowinlJ 
fol lowinll quarter 
quarter under 
under review. 
review. 

19 l 
POL LOW-UP 
ACTION 

l. !nusre that 
authority limits 
are coaplied with 
and not exceeded 

l. Ensure staff 
Improve upon areaa 
of weak asaesaaent. 

2. Arran11• incen-
tives for staff 
showinll outatandin11 
perforaance and 
conduct. 

,. 

. 
I 10 I 

OPPIC:!RC 
RESPONSI 
POR POLL 

Hllrk•t in 
Hana1J•r 

Har II.et in 
l1ana1J•r 

s) 

BLE 
0.,-UP 

I 

~ 

1 ll) 
TARGET COHPLETION 
DATE FOR FOLLOW
llP ACTION 

Continue th~ouah
out th• plan 
period up to 
30th June, 1997. 

Continue up to 
30th June, 1997. 



I - --· - --- APPEN~IX 5~ 

PRODUCTION l 

CENERAL/DEPARTl1ENT 

' 1) I 2) 'J) 1-ll 
CORPORATE OBJECTIVES STRATEC\' OFFICER 
11ISSION RES PON-

SIBLE 

1. l•prove l. Co•plete Product-
capacity necessary re- ion 
ut il iS<lt ion habilitation of 11anager. 
as follows: - production plant 
62~-1992 and equ11>11ent. 
6S%-1993 
HX-1994 
so,;-1995 
'16~-1996 

92%-1997 

I I 

... , ... ! ...... , .. 
practical caP4'C1tv of -1'.~. •ill1on 
cases o\·er 251 two-shift days pe1· rear. 

I I -

c 5) 
NECESSARY 
ACTION 

Arranse for 
procure•ent 
section to 
1. Acquire: -

Sugar Dissolv-
ing Heat 
Exchanger 

. Centering Bell 
for fillet' 
Single Hind 
Gear Box for 
washer unit 

.Co2 Truck 

Forklifts 121 
• ~ach1nery for 

Packing and 
unpackin11 of 
bottles. 

. Acquire nece-
ssary spares 
for workshop 
equi119ent and 
tools. 

. Acquire other 
nec-tssarv 
I tell'l, 

. ~achine shop 
equ 1ptllll'11 t 
Injection 
-uld 
Freon Cas 
charging Board 
Laboratory 
equipment and 
che•icals 

. !1anual change 

LAKE VICTORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATECY AND ACTION PLAN SHEET 

16) I 7 I ( 8) 
TARCET REPORTSISI TA RC ET 
COl1PLETION TO BE SUBl1ITTED SUBl1ISSION 
DAT!CSl PRODUCED DATE!Sl 

l. 11••orandu• 
Prof or-
Invoice and 
over•••• 

31st July,92 indents to 31st Jan.92 
Ceneral 11ana1er 
for approval. 

31st July,92 31st Jan.92 

31st July,92 31st Jan.92 

31st July,92 31st Jan.93 

31st July,93 31st Jan.93 
31st July,92 31st Jan.92 

31st July,93 Jlat Jan.93 

31st Julv,92 l1e11orandu111, 31st Jan.92 
profor•a 
l1woice and 
overseas 

30th July,93 indents/ local Hat Jan. 93 
purcha•• orders 

30th July,93 to c~r.eral 31st Jan.93 
11anas•r for 

31st July,93 approval. 31st Jan. 93 

31st July,92 
3lat Jan.92 

31st July,92 31st Jan.92 

I 9) I 10) c 11 l 
l"OLLOW-UP orrlCERC 51 TARCET C011PLETI' 
ACTION R!SPONSIBLE DATE FOR FOLLOW 

FOR FOLLOW-UP UP ACTION 

al Ensure order• Production 
are placed tor 11anaa•r 
plant, equi1111•nt 
epar• part• and 
other it••• by pro- 28th Feb. 1992 
cur•••nt officer in 
good ti•• to •n•ure 
balanced and unin- 28th Feb. 1992 
terrupted product-
ion and other 28th Feb. 1992 
operations. 
IR•f•r to attached 
procur•••nt/ 28th Feb. 1992 
pro1ra-•. 

29th Feb. 1993 
28th Feb. 1992 

28th Feb. 1993 

al En•ure orders 2\th Fltb. 1992 
are place fo1· 
plant, equip11ent 
vehicles, spare 
part• and other 28th Feb. 1993 
it••• by procur~-
111ent ofHcer in Z'lth l"eb. 1993 
11aod ti•• to ensure 
balanced and unin- 28th Feb. 1993 
terrupt•d product-
ion and other 
operations. Z'Jth Feb. 1992 

Sa•• a1 above 2'>th F•b. 1992 



PROOlCTIOS l COST'O 

~ENERAL/DEPARTMENT 

I t l l ':!> f 3) I -ll I 5 l 
! CORPORATE OBJECT I \'ES STRATEG'' OFFICER NECESSARY 
~ISSIOH RES PON- .\CTIOH 

SIBLE 
I 

I - O\'er switch 

I 
~otor rewind-
ing equ11>11ent 
Ion Exchanger 
Water tanks 

! I 
Electrical 
control and 
•on1tor1ng 

I otqu11>11ent for 

i 
l 

I 
"'ater 

I Recla111at1on 
I I I p 1 lot projec:I. 
I I 
i 

} 

LA~£ VICTORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO 1996 
STHATf.GY .\NO ACTION PLAN SHEET 

I 6) I 7) I .S) 
TARGET Ri:PORTSIS) TARGET 
COHPLt:T ION TO BE SURHITTl:D SUBHISSIOH 
DATEISl PRODUCEO Di\TP!IS) 

31st July,93 311t Jan.93 

.list July,92 J l11t Jan.92 
Jlst Julv,92 31 iwt Jan.92 

11 st Julv,92 Me111oranda, list Jan. 92 
profor111a 
invoices and 
O\lltl''J&lll 

1ndent'l/local 
purchase orders 
to General 
Hana11er for 
approval, 

191 ( 10) ( 11) 
FOLLOW-UP OFflCERI S) TARGET COHPl.f.T I 
ACT'~" RY.Sl'OHS I 81.F. DATf. ,OR fOl.LO\o 

FOR P'OLl.OW-IJP l'P ACT ION 

21ith r.h. 1991 

2!ith l'ut>. 1992 
Same as abovf! 2'Sth t'eb. 1992 

Ensure procurement Produr.t1on 2Sth ,.,,b, 1992 
of input11 for water Hanaqar pror.uraaent .and 
rer.la•ation pilot 30th S•pt. 1992 
proJer.t IS tor r.ot1plet inn 
complet1td by project iU w11l I 
2~/2/92 and there- t<tllt 1n11 of 
aftflr t:on~r r11rt re~u It", 
Pi lot. water 
rer.laaat1on prO)flr.t 
co•tu1 ... s1on lt 'illd 
test results of 
water r•clamat1on. 

1. b, Ensure ordar11 I. b 1 Cont tnua t 
and forex appl1ca- lobby for pro•~ 
lions are followed approval of all 
up reqularly to rorax appllr. .. tl 
f!neure arrival of and pro•pt 
1te111s order11d rin despatch of a 11 
i te•, ord•rs up to 3~ 

June, 1997. 



PROOCCT !OS i 

CENERAL/OEPARTl't!NT 

, l 1 I . l) 
CORPORATE OBJECTIVES 
l't!SSION 

:! .. \chie,·e 
balanc .. d end 
uninterrupted 
production 
throu11hc-ut 
plcn period. 

! o) I 

I STRATt:G,. 

2. Pt·ep.ue Bil 
of •ter la ls ·.m 
inputs required 
for production 
one year ahead 
of schedule 
dur1011 plan 
period. 

I ~) 

OFFICER 
RESPON
S IBU 

Product
ion 
Manager 

'5) 
NECESSARY 
ACTION 

2. P1·epare 
d" ta 11 ed hi 11 
of •aterials and 
procure1111tnt 
schedule to 
!IUide the 
procure111ent 
officer in 
•us purchasin11 
.-ctivit ies 

LA~E VICTORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATECY ANO ACTION PLAN SHl'!!T 

I 6 l 
TA RC ET 
COMPLETION 
DATECSl 

2. 31st 
AuQust 1991 
and there-
a f U i· by 2.'Hh 
Feb. of otach 
year of the 
plan period 
up to 30th 
June, 1997. 

I 7) 
REPORTS!Sl 
TO B! SUBl1 I TTED 
PRODUCED 

2. Bill o( 

11a t er i al s 
showing 
details of 
all inputs 
required for 
production to 
procurRment 
officer 

ls) 

TARCF.T 
SUlll1ISSION 
DATECS) 

2. 28th 
AuQ, 1991 
and there
af tAr hv 
lSth Jan. 
of each 
y11ar of the 
plan period 
up to JOth 
JunR, 19q7, 

.., 

l 9 I 
FOLi.OW-UP 
ACT ION 

I 10 I 
0Ff1C£Rr SI 
llESPOHS IBLE 
POR POLLOW-UP 

1111 
TAHGET C:OMPL~TIU~ 

DATE FOR FOLLOloi
UP ACTION 

2. EnNur" ,2. Produr:tum,2'ith feh. l'M2 
procure111enl ufficer Mana11tr. and th11r1taft1tr 
obtain• Canaral by 2~th rah. 
Manager's approval 
and pl"ces orders 
for production 
inputs spares, and 
other 11atarlals/ 
ite•s required hv 
the co111panv 1n 
11ood t 11111t. 

2.bl l'!nsur1t 
procure111ent 
off icar 
follow-up of 
orders to ensurR 
pro11pt dti li vary 
of it••• ordered . 

uf e11ch ve11r 
of the 11l11n 
per1orl 1.1p to 
JC)th June, 1997, 

l 
fl 



PRODUCTION 3 

CE~ERAL/OEPART~!~T 

I 1 ) I 21 l 3) t-ll c 5) 
CORPORATE OBJECTI\'ES STRATEc., OFP'ICER NECESSARY 
MISS to:; RES PON- ACTION 

SIBLE 

2. b > Carn· \lut Product- Daily scheduled 
planned and ion •aintainan<;e 
prevent1~e main- 11anager FILLER 
tenance sche•es. through Check and 

Mechani- correct faults 
cal with 
Engineer - Spreade1· 

Rubber, 
- Vent Tube 
- Bottle to 

valve sealing 
- Sniff c-
- Outside valve 
- Valve closer 
- Valve .,pener 
- Bottle lift 
- Life Cvlinder 

tube 
- Rotary Joint 
- Crowner Rests 
• BOTTLE WASHER 

Clean 
- Rinsing Tanks 
- Pre-Rinsing 

Water Tanks. 

- -

"' 

LAKE VICTORIA BOTTLING COl1PANY 
CORPORATE Pl.AN 1992 TO 1998 
STRATEGY AND ACTION PLAN SHU.:T 

'6) '7) IS) 

TARGET R!PORTSIS) TARGET 
COl1PL!T ION TO BE SUBl1lTTED SUBl1l5SlON 
Oo\TE(S) PRODUCED DATECSl 

Daily up to Daily scheduled Latest by 
30th June, a.aintenance close of 
1997. book. dav or 

t iret thin4 
on next day 
up to 30th 
June, 1997. 

c 9) c 10) I 11) 
FOLLOW-UP OFPIC!RI 5 l TARGET COl1PLET: 
ACTION RESPONSIBLE DATE FOR POLLOI 

FOR FOLLOW-UP UP ACTION 

Ensure daily Production Cont rnue da i l v 
in11pect1on11 are 11ana4er to '.10th .lune, 
carried out. through 1997. 
Correct all 11echom i ca 1 
detected faults, Enl)ineer. 
chan11e parts, 
lubl icau/11rease 
as necessary. 

"' 



r PllODt;CTION ~ LA:~'ICTORIA BOTTLING COttPANY 

I CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SHEET 

CESERAL/DEPART11EHT 

I l l 1 2 I I 31 I~ I I 5) 16 l Ii l I & I c 9) I 10 I < 11 l 
CORPORATE OBJECT I\ ES STRATEGY OFFICER NEC ES SAR\" TARGET R!PORTSC SI TARGET POLLOW-UP OPPIC!RC S l TARCET CO~PLETIOH 
MISS I OH RES PON- ACTION COttPLETlON TO BE SUBMITTED SUBttlSSION ACTION RESPONSIBLE DATE FOR FOLLOW-

SIBLE DATECSI PRODUCED DATECSl POR FOLLOW-UP UP ACTION 

Weekly Weekly up to Weekly Latest by Ensui:-e weekly Pi:-oduction Continue weekly up 
Ma1nta1nance 30th June, scheduled close of inspections ai:-e J1anagei:- to 30th June, 

FILLER 1997. 111aintenance fil"St cai:-r1ed out and all through 1997. 
. Check and book. workin11 day necessary faults 11echanical 

rectify of next corrected as Engineer. 
- Rotary Joint week up to necessary. 
- Bottle lift 30th June, 

Cylindei:- 1997. 
- ttaindrive 
- lnfeed scroll 

and Drive 
- Bottle 

handling 
guides 

- -

BO'tTU: WASHER 
Check 
- 011 levels 

- - in Reduction 
Gears 

- Condition of 
c- follower 
Tension Spring 
infeed/Dis-
charge 

- ttain caustic 
spray jets 

Lubricate 
- Rotating seal 

of Air 
Distributoi:-

"' 



GENERAL/DEPARTMENT 

I 2) I)) (~) 15) ( 6) (7) (8) ( 9 l '10 l I 11 ) I 
• l ) 

CORPOR . .\TE OBJECTl \'ES STRATEGY OFFICER NECESSARY TARGET REPORTSISl TARGET FOLLOW-UP OFFICER IS l TAKCET COHPLETION 
1 

I 

MISSION RES PON- .-\CT ION COHPLETION TO BE SUBHITTED SUBl1ISSION .\CT ION RES PONS IBLE DAT! fOR FOLLOW-
PRODUCED DATEIS) FOR FOLLOW-UP UP ACTION 

I 

SIBLE DAT!(S) 
I 

~onthly 11onthly up to Weekly On first Ensure monthly Production Continue everv 
I 

BOTTLE WASHER 30th June, scheduled day of next scheduled 11anager 111onth up to 30th I 

Inspect main 1'397. maintenance 11onth up to 11aint .. nance is throuQh June, 1997. 
I 

and inter111e- book. 30th June, carried out and 11echanical 
diate trans- 1997. faults rectified. EnQineer. 
111ission 
Drive chains, 
grease the• 
and correct 
tension. 

TWO-HO>ITHLY Once every Two-11ontly On first Ensure two-•onthly Sa•• as above Cont.inue otvery I 

BOTTLE WASHER two months up scheduled day of next scherlu I ed two-monthly period! 
- Clean and to .10th June, maintenance two-111onthlv maintenance lS UIJ t fJ 10th June, 

lubricate 1997. book. period up carried out and 1997. 

~ I 
steam .oont rol to 30th faults rectified. 
valves. June, 1997. 

I 
ii I ! HALF'-\'EARL\' On first F.nsure half-vearly Same <ts :ibov" Cnnt 1nue ,..,,.,n• . 

i 

i 
Bottle lia'iher day of next ma1ntanence is half•V'1Rr llP !.I) 

I 
- Carry out half-yearly carried out and all 30th June, 1997. 

iaaintenance of period up faults corrected. 
Bottle Carrier to 30th 

i 

I Adjust main June, 1997. I 

carrier chain 
I 

I Straighten I 
I 

carriers or 
I 

cells. 
I 

- Rotating seal 
I 

of Air 
Distributor 

' 
I 

I 

- - -

I 

"' 



PRODl'CTION 6 

GESERAL/D!PAKT~ENT 

I I 1 ) \ 2) I 3 l c 41 I 5 l 
CORPORATE OBJ ECTI \·Es STRATEGY OFFICER NECESSARY 
HISS ION RES PON- ACTION 

SIBLE 
- -

I 
YEARLY 
Filler 
- Carry out year 

l 

I 
end overhaul 
of filler. 

Bottle Washer 
- Drain out and 

overhaul 

I Boiler 

j 
- Carry out 

I 
~·early over-
haul 

I PERIODIC 
I Bottle Washer 

1 I - Clean friction 

~ I I rim of main 

I drive 
Pneuaatic Clutch 
- Service water 

control 
Diaphrat11 
valves 

- Inspect and 
grease 11ain 
Line 
Drive Shaft 

- Replace 111a1n 
drive pneuaa-
tic clutch, 
if necessary 

' 

416 

LAKE VICTORIA BOTTLI~G COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SHEET 

I 6) i j) Is I 
TARGET REPORTS!Sl TARGET 
COMPLETION TO BE SUBMITTED SUBMISSION 
OAT!IS) PRODUCED OAT!C S) 

~lonthly up to Wet!kly On first 
30th June, scheduled day of n11xt 
1997. 111a1ntenance 1110nth up to 

book. 30th June, 
1997. 

On first 
day of next 

Periodically Periodic Last within 
up to 30th scheduled two days of 
Jun11, !997. 111a1ntenance periodic 

book. inspection 
during plan 
period up 
to 30th 
June, 1997. 

I 9) I 10 I I ( 11 ) ' 
FOLLOW-UP OFP'ICERcS) TARGET COMPLETION i 
ACTION RESPONSIBLE DATE FOR FOLLOW- , 

FOR P'OLLOW-UP UP ACTION I 

£nsur11 vearly Production Continue everv 

l scheduled Manager year up to 30th 
maintenance is through June, 1997. 
carried out all 1'1echan1c:al I faults detected Engineer. 

l 
rectified and 
factory inspector 
to be present 
during inspection I of boiler. I 

Ensure per1ocl1c Producth1n Cont1nuf! I 
scheduled Mana.!ler periodically when-I 
111a1ntenance LS through ever nec:e11s1u•y 
carriecl out and Mechanical durLnfl the plan 
det11cted fault!. Er.gineer. period up to 30th 
ccrrected. June, 1997. 

"' 



PRODUCTION 7 

GENERAL/DEPARTMENT 

I 1) I 2 l I • l> (..\) c 5) 

CORPOR . .\TE OBJECT I\' ES ISTRATEG\' OFFICER NECESSARY 
MISSION RES PON- ACTION 

' SIBLE 

Carry out Product- DAILY SCHEDULED 
planned and ion MAINTENANCE 
prevent i ,.e Manaqer Boiler 
111a1ntenance throuqh - Monitor 
scheaes. El.!ctri- teaperature, 

cal pressure and flu 
Enqineer gases 

Water Treat•ent 
Syste• 
- Check inlet/ 

I 
outlet valve 
condition 

- Check pressure 
! guage readinlJs 

Bottle Washer 
and Create 
Washer 
- Analyse per-

fonaance 
Take load 
current 
readings 
(-in drivel 

Refi!laration 
Equipment 
- Take load 

currant 
readings, . 
teaperature 

' and pressure 
readin1Js. 

Filler and 
Crowner 
- l'lonitor load 

currents 
Pre-Mixer 
l'lonitor • 

.,, 

1 

LAKE VICTORIA BOTTLING COMPANY 
CORPORATE PLAN l992 TO 1996 
STRATEGY AND ACTION PLAN SHEET 

t 6 l ( 7) (8) 

TARGET REPORTSIS) TARGET 
COl'IPL!TION TO B! SUBl'IITT!D SUBMISSION 
DATECSl PRODUC!D DAT!IS) 

Daily Latest by 
scheduled close of 
11aintenance day or 
book. first thinlJ 

on next day 
up to 30th 

Daily up to June, 1997. 
30th June, 
1997. 

( 9) c 10 l I , ll) 
POLLOW-UP OFFICER IS l TARGET COl'IPLET IO'I 
ACTION R!SPONSIBL! DAT! FOR FOLLOW-

FOR FOLLOW-UP UP ACTION 

Ensure daily Production Continue daily up 
inspections are ~anager to 30th June, 
carried out and through 1997. 
all faults detected Electrical 
rectified. !n1Jineer. 



PRODUCTION 7 C0~7'D 

C!M!llAL/DEPART~!NT 

I l) I 2 l I J l 1-4\ I 5 l 
CORPORA?! OBJECTIVES STRATEGY OFFICER NECESSARY 
It I SS ION RES PON- ACTION 

SIBLE 

load currents of 
Duplex pump 
Cold Roo• 
- Check te•pera-

tures and 
ther .. ostats. 

Light in!! 
- Check all 

Lighting 
svst•••· 

LAKE VICTORIA BOTTLING COHPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SHEET 

( 6) I 7 l ( s) 
TARGET REPORTSISl TARGET 
COltPLETION TO BE SUBltlTTED SUBltISSION 
DATEISl PRODUCED DATEISl 

Daily to 30th Daily scheduled Latest bv 
June, 1997. ••intanance close of 

book. day or 
first 
thing on 
next day up 
to 30th 
June, 1997. 

-

( 91 I 10) '111 
FOLLOW-UP OFFICER< SI TARGET COl'IPL!TION 
ACTION RESPONSIBLE DAT! FOR FOLLOW-

FOR FOLLOW-UP UP ACTIJN 

Ensure daily Production Continue daily 
inspections are l'!ana11er up to .JO th June, 
carried out and throuQh 1997. 
all faults detected l'lechani.cal 
rectified. Enaineer. 



PRODUCTIOS 5 

CESERALlDEPARTltEST 

I I l t ~ l I ) ) 14) I 5 I 
CORPOll..\Tl: OBJECT I \"ES STRATEGY OFFICER !'lECESSAR\' 
ltlSSIOS RES PON- ACTION 

SIBL! 

I WEEKLY 
I Bottle Washer I 

' and Create 

I I Washer 
Check start 

! I and stop 

I i buttons on 

I 
operat1n!! 

I 
consoles. 

i 
svste11s. 

I I 
I Other Plant and 
i Equipment 
! Check all 

parts and 
ca1·rv out 
scheduled 
-intenance. 

I 

I 

-

41 !) 

LAKE VICTORIA BOTTL!NC COMPAl'lY 
CORPORATE PLAN 1992 TO 1996 
STRATE~Y AND ACTION PLAN SHEET 

16\ I 7 I ( !ll 
TARGET REPORTS< SJ TARGET 
COMPLETION TO BE SllBMITT!D SUBMISSION 
DATE(S I PRODUCED DATl'!IS) 

Bv end of Weekly Latest by 
each wet:k of scheduled close of 
plan period maintenance first wrok-
up to 30th book to ing day of 
June, 1997. Production next week 

Mana!!ttr. <lay up to 
30th June, 
1997. 

I 91 '10) t 11 l 
l"OLLOW-UP OFl"ICl!!RI S l TARCET COMPLETION 
ACTION RESPONSIBLE DATE t'OR l'OLLOW-

l"OR FOLLOW-UP UP ACTION 

Ensure weeklv Production Continue weekly 
scheduled Han&!l•r up to 30th June, 
11ainenanc11 ill throu1h 1997. 
carried out and all Electrical 
detected taults En11in11er. 
corrected ari 
necessary. 

• 



PRODUCTION S COST'D 

GENERALIDEPART~EST 

I l ) ( ~} 13 I I~\ I 5 I 
CORPOR.\TE OBJECT I\' ES STRATEC\' OFFICER NECESS.\RY 
MISSION RES PON- ACTION 

SIBLE 

MOH THU 
-

I 
Boiler 
- 1'\ake safety 

i 
checks 

I 
- Check electri-

cal control 
! panel, water 

pu•p and 
starter, oil 
PllllP and 
starter 

- Ct.eek Burnet· 
and Heatint;! 

I 
I 

Syste11 
- Check high 

I tension leads 

I celectrodes1 

I 

.. 

420 

LAKE VICTORIA BOTTLINC C011PANY 
CORPORATE PLAN 1992 TO 1996 
STRATECY AND ACTION PLAN SHEET 

c 6) I 7 l 18) 

TA RC ET REPORTSC SI TA RC ET 
C011PLETION TO B! SUBl1ITT!D SU811tSSION 
DATEI S l PRODUCED DATECSI 

Bv end of 11ontly Latest by 
each •onth scheduled close ot 
durinri plan •aintenance first wrok-
period up to book to inri day of 
30th June, Production next week 
1997. 11anarier. day up to 

30th June, 
1997. 

191 I 10 I c 11) 
FOLLOW-VP OPFIC!RI SI T.\Rr.ET C011PLETION 
ACTION RESPONSIBLE DATE FOR FOLLOW-

FOR FOLLOW-UP UP ACTION 

Ensure •onthh• Production Continue •onthly 
scheduled l1ana1er up to 30th June, 
•aintenance 1s throurih 1997, 
carried out and all Electrical 
detected faults Engineer. 
corrected as 
necessarv. 

• 



PRODUCTIOS 9 

CEl'IERAl/DEP.\RT~ENT 

Ill I . 2; 
CORPOR.\TE I OBJECT I\"ES 
~ISSlOS I 

I 

I 3) 
STRATEC\' 

i ~) 

OrFICER 
RESPOS
S IBLE 

• 

I 5) 
l'IECESSAR\" 
ACTION 

MONTHLY 
Water Booster 
- Check lllOtlH' 

stal"tin!I !Je&l"s 
bearin!IS, 
chlorine 
Dosin11 
Puap and 
Water tl"eat
aent panel. 

Bottle Washer/ 
Create Washer 
- Check washer 

panel 
contactors 

- Lubricate all 
necessarv 
parts 

- Check 
condition of 
bearincs and 
solenoid 
~·alves 

Refri!jeration 
lqui1111ent 
- Check and 

service pane 11 
Tools and 
lqui1111ent 
- Inspect and 

service 
generators, 
welding sets, 
Drilling 
aachines 
Grindin!I 
-chines 
Lathe aachines 
and all hand 
tools . 

.. 
LAKE VICTORIA BOTTLING C011PANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SHEET 

I 6) 
TARGET 
C011PLETION 
DATECSI 

I 7 I 
REPORTSISI 
TO BE SUBl1ITTED 
PRODUCED 

By end of !1ontly 
each month oflscheduled 
the plan 
pel"lOd up to 
30th June, 
1997. 

111a1ntenance 
book to 
Production 
Manacer. 

Sa•• as abovels-e as above 

s-e as abovels-e as above 

1 '1) 
TARGET 
SUBH l SS ION 
DATECSI 

Latest bv 
cluse nf 
first wrok
ing day of 
next 110nth 
day up t., 
30th June, 
1997. 

s-e as 
above 

s-e as 
above 

l!l) 

FOLLUW-llP 
ACTION 

Ensure monthly 
<>chedulotd 
111a1nt.enance 11 

c11rried out and 
dttected taults 
rt ct if ied. 

Sa11e as above 

s-e as above 

1101 
OFFIC!RISI 
RESPONSIBLE 
POR FOLLOW-UP 

Production 
!1ana1er 
thl'Olllh 

all I Electrical 
Engineer. 

I 11 I 
TARGET COMPLETION 
DATE FOR f'OLLOW
UP ACTION 

Continue 11onthly 
up to 10th Jun", 
1997. 

S&11e as abovelS&19e as above 

s ... e ft& abovals .. e as above 



i'RODl'C:'IOS !O 

GE~ERALiOEPART:1EST 

" !l) ! '4) 
~C0~PORATE!DBJECTIVES 

; 

I 
I 

I 
l 

:-tlSSIOS I 
l I J) I STRATEGY 

I 

I 
I 
I 
I 

I 
I 
I 
I 
I 
I 

I 
I 

,., ) 

OFFICER 
RESPOl'l
S IBLE 

I 5 l 
SEC ES SAR\' 
ACTION 

MONTHLY 
Conveyor 
- Check starter 

panels 
- Check all 

other parts 
Filler and 
Crowner 
- Check main 

motor drives 
and micro 
switches 

- Grease 
bear1nqs Pre
:1 ixer 

- Inspect motor, 
starters and 
control panel. 

Cold Roo• 
- S<!!l'VlC'!! 

Cont ~o l Panel 
TWO-MONTHLY 
6oiler 
- Check solenoid 

valves, water 
level controls 
and pressure 
cut-offs. 

Bottle Washer 
and create 
Washer 
- Check •1cro 

switches and 
cable 
!!,landings 
Grindinq 

LAKE VlCTORIA BOTTL!SG COMPANY 
rORPORAT~ PLAN 1992 TO 1996 
STRATEGY AND ACTION PLAN SttE~T 

16 l 

TARGET 
COMPLETION 
DATEIS) 

Ii l 
REPORTS!Sl 
TO BE SUBH ITT!D 
PRODUCED 

?1ont Iv 
'>Cheduled 
maintenance 
book to 
Production 
:1anaqer. 

Same as abovelsame as above 

Every two 
1110nths up to 
30th June.97 

Sa•e as above 

Two-montlv 
scheduled 
maintenance 
book to 
Production 
~lanaqer. 

~ 

I ~ l 
TARGET 
SUBHI SS IO'°' 
DATEISl 

Latest by 
i:lose of 
first wroll
in!I day of 
next month 
dav up to 
30th June, 
1997. 

Same as 
above 

Sa111e as 
above 

Latest bv 
r.lose <>f 
first 
working day 
of next 
two-111onthly 
period up 
to JOth 
June, 1997. 

I 9) 
FOl.LOW·l'P 
ACTION 

Ensu1·e month! y 

scheduled 
maintenance is 
carried out and all 
detected faults 
rectified. 

I 10) 
OFf'ICERISl 
IU!SPONS IllLE 
f'OR FOLLOW-LIP 

Production 
Manager 
thrOU!lh 
Electrical 
Engineer. 

I 11 I 
TAHGET COHPLET!OS 
DATE FOR YOLl.OW
UP ACTION 

Cont1nu~ 111onthly 
up to 30th Jund, 
199i. 

Sa11e as above Same as abovelSa•e as ~bov.., 

Sa•• as above 

Ensure each two- Production 
monthly ~cheduled Manaqer 
maintenance is through 
carried out and Electrical 
all detected faults Eng1ne~r. 
corrected. 

Continue every 
two-monthly period 
dur in11 the plan 
period up to 30th 
June, I 997. 



P!!.Ol)l"CTIOS 11 

GESERAL/DEPART~EST 

' l } ; :! ) 
CORPORATEIOBJE~T!VES 

1,:'fISSIOS , 
~ , 
~ 

i 
~ 
I 

i 1 
" 

~ 

I 

.J 

I 3) 

STRATEGY 

2. cl _\rranqe 
t ra1n1no_ 
o;chen1es for 

I 
~taff in 

0

Department 

i 

I 
i 
i 
i 

I 
I 
I 
I 
I 

1-l) 

OHICER 
RESPON
SIBLE 

Produc
t 1 on 
:'fana\jer. 

I 5) 
SECESSAR\' 
.\CT ION 

FOUR :'fOSTHLV 
All •achines 
plant and 
Equipment 
- Check founcla

t ions, 
spray/paint as 
necessary. 

2.cl Determine 
on-the- Ji:>b 
trainin"] pro
gram111es ior all 
staff. 

I· Contact 
Personnel 

I Department to 
a1·ran~e 

I "xternal 
traintn'! 

I courses for 
staif. 

I 

1 •) •: 
- ... " 

LAl\E \ ICTORIA flOTTL!SC. COMPAN'I' 
CORPORAT~ PLAS 1992 TO 1996 
STRATEGr A~n ACTl0N PLA~ SHEET 

( 6) 
TARGET 
COMPLETION 
D.\T[C S l 

lie end of 
each four
•onthl y 
period up to 
30th .June, 
1997. 

As requi1·ed 
dur1n!! pl.rn 
period up to 

l 7 I 
REPORTScSI 
TO BE SUBMITTED 
PRODllCED 

Four-Mont 1~· 
scheduled 
maintenance 
book to 
Product ion 
ManaQer. 

IS I 
TARGET 
SUBMISSION 
DATEISl 

Latest t..y 
end of 
first wrok
inl} day of 
next four
monthly 
period up 
to 30th 
June, 1997. 

After 

j30th June,97. 

tteta1led on
lhe-Job tra1n
inq proQrammes 
to Personnel 
Manaqer. 

.. a ch 
round of 
on-the
job 
traininl}. 

I 

Proqress 
reports on 
oo•.h on-the
jo:>h and off
the job 
tra1n1nq 
c1)Lu·ses to 1,~ 

s u bm i t t ed to 
the Personnel 
~a11a11f'r. 

After 
each 
course 
during 
plan 
pel'iod 
up to 
30th June 
1997. 

( 91 
FOLLOW-UP 
ACTION 

I 10 I 
Of'FICEF:I SI 
Rl!!SPON$!8LE 
l'OR FOl.LOW-IJP 

Ensure that each Production 
scheduled four- Manager 
monthly period throul}h 
maintenance is £lectr1cal 
carried out and all Enq1neer. 
faults rectified. 

Assess improva
ment in 
performance nf 
staff as r•sult 
of traininll 
received. 

Production 
!1anaQer 

I 11 l 
TARGET COHPLETlON 
DAT!!! FOR FOLLOW
UP ACTION 

Continue wLth 
scheduled tour
monthly 
ma1ntanance up to 
)0th June, 1997. 

Continue asse~s
ment of 
otffect1veness of 
training throuqh
out the plan 
period up •o 10th 
June, J:J9i. 



FRODl:CT!O._ 

~E~F.R\t:OEPART~!ST 

~ dl l Zl 
~CCRPORATE,OBJF.CT!\ES 
~~!SS!O" j 

ii I 

~ I 
~ I 

~ 

! 
l 
1 
~ 

~ 
ij , 
' ~ 
~ 
~ 
1 , 
! 
~ 

~ 

I 
~ 
~ 
i -

I 
i 
I 

To ach1e\'e 
.;>roduct1on 
I tar~ets >.·i th-

' 

out pollut1no,1 
th€ en~ u·on
ment 

' i 
I 

- I 
I 
I 
I 
I 

! 

I , 11 

iSTR\TEG\' 

I 

( ~) 

OFFICF.R 
RESPOS
S IBLE 

lntensifv jPl'oduct-
quality control 

1

1011 

efforts ~anager 

I 

: I 
I l'nd;,n ake 

I 
product 1nnova-
t 1un !.:tud1~s ar.d 
prcicess/spare<; 

;innu\'ation/ I 
1 rabr1~at1on 1 

. I 
I I 

I I 
I I 
i I 
' 

lntensif\' 
pol lut io11 
control efforts 

Product
ion 
Mana~er 

12-1 

I.Al\£ \I CTOt: I.A BOTT?.! SC C'OMPAS\' 
CORPORATE Pl.AS 1992 TO 1996 
STRATRG\' ANO ACTION PLAN SHEET 

I 5) 
SECESSAR\' 
ACTIOS 

Ensure comnnss
ioning of new 
labora to1·y 
equipment and 
their effecti\'e 
use 

( 6) 

TARGET 
cmtPLETIOl'I 
DATE! S l 

througout 
plan period 
up to 30th 
,June, 1997. 

Research into 
poss1b1lit\' of 
bottling new 
soft drinks 
using local 
fruitn and local 

Throughout 
·plan P"l'lo<l 
up to 30th 
June, l 99i 

input!-;, 

Undertake , 
fabrication of I 
spare parts 

Assist market 
research funct-
ion. 

l 7) 
REPORTSISl 

I~) 

TARGET 
TO BE SUBMITTF.DISUBMISSIOl'I 
PRODU~EO OATEISl 

Quality control After each 
reports to Batch but 
Productiun within 
Manager 12 hrs. of 

end of 
Batch. 

Qualitv con- By end of 
trailer to sub- first we"k 
m1t new find- of fallow
ill!!S repol't to ing moot h 
Production or quarter 
ManaQer monthly during plan 
month!~ 01· 
quartArl'· as 
necessarv. 

p<!r t<>d •IP 
to 30th 
June, 1997. 

Take regular 
monthlv samples 
of fa~torv 
effluent ta 
Go~·ernmen t 
Chemist for 
testing and 
certification 
of levels of 
env1ron11ental 
pollution, if 
any. 

Monthlv up 
30th June, 
1997. 

to 1. Certificate Not later 

Take t'egular 
weekh· samples 
to facton· 
effluent for 
examination bv 
quality control-I 
ler. 

Weekly up to 
30th Jon .. , 
1997. 

of Analysi!> bv 
Gove1·nment 
Chemist to be 
obtained and 
forwarded to 
the General 
Manager for 
his examination 

Factory 
Effluent 
Exam1nat ion/ 
Test1nq Report 
to Production 
Manaqer. 

than two 
days after 
receipt of 
certificata 

Latest bv 
c los" •>f 
day on 
first day 
of next 
week. 

I q) 

FOLLOW-UP 
ACTION 

Initiate corrective 
action to improve 
qua! ity of 
pt•oducts. 

Submit reports on 
majol' f indinqs to 
c;eneral ~anager 
At'range for 
emplovees who 
make outstanding 

fabricl\t ion •it' 

spares to be 
1·ewarded with 
incentives as 
necessary. 

Take corrective 
action by install-
ing a cost 
effective pollution 
control mechanism 
if an unacceptably 
high level of 
pollution is 
established. 

Same as abovP 

( 10) 
OfflCERISl 
RESPONSIB 1.E 
FOR FOLLOli-1.'P 

Production 
~anager. 

Production 
~anager 

I Production 
Manager 

I 1 l ) 
TARGET COMPLETION I 
DATE FOR FOi.LOW
UP ACTION 

Cont1n11e "'Ith 
prorluct 1nnovat 10JJ 
studitts .met 
COil l il\Uff t CJ 

encourage fabr1-
cat 1on of ~pnre~ 

~ 

tht••,UQ.huut pliln 
per 1r,<1 top 1" :1ot h , 
.June, l '.197. 

Continue with 
pollution 
contt·ol measures 
up to .JO th June, 
1997. 

Same as abovelSame a~ a~l•e. 

" 



?~·::ti1·C"Tl('\,; ::l 

~ESERAL/D[PART,ENT 

• 1 ) I . ~ . 
0 CORPORAT~ 0BJECTl~lS 
~:S3l~S I 

; 
~ 

~ 
~ 
~ 
ij 
~ 
~ 

•i 

l ., 

~ 
~ 

~ 
~ 
; 
~ 

j 

~ ; 

I 
l 
~ 
~ ,, 

' I 

I . ) ) 
, STRHf.(;\' 
I 

I 
~improv~ 
!Pro~~ct1v1tv 
It) t .'.l ff . 

I 
I 
! 
I 

Qf 

I '~) 
OFFICER 

IR£SP0S
ISIBLE 

l'Product-
1on 

1~a1ld~er 
I 
I 
I 
I 
I 

I 

I 
I 
I 
I 

I 
I 
I 

·~ ~ 5 

LA~E VICTORIA HOTTLISC roHPANr 
rORPORATr PLAN J99Z TO 1996 
STRAT£Gr ANO ArT!ON PLAN SHEET 

I ' s) 
NECESSARY 

!ACTION 

'6) 
TARGE'T 
COMPl.f.T I ON 
O.HEc Sl 

l. Set Product1on Before end uf 
: ta1·gets each ~·.,ar 
1 du1·1n'! ptan 
I per lOd a11d 

I
. ,on1tor ~henever 

performance necessarv. 
, . C"omplt-!te 
1

1 

pe1·formance 
~"·aluat 1on 

I ::::: ,1 ..,, 
I •Haff. 

Carry out 
necessary re
deployments 1>f 
staff ln 
o .. partment. 

. l'p to 

'June, 

I 
I 

10th 
!99i. 

R"fore 30th 
June, 1992. 

,. 

c j) 

REPORTSCSl 
cs} 

TARGET 
TO BE SU8~JT1EOISUB~ISSION 
PRODUCED DATf.cSt 

,emoranda on !Before 30th 
product1v1tv June, of 
hohuses ft> 

Per:>onnel 
~lana!\er 

Performanre 
evaluation 
forms to 
Personnel 

each year 
clurin!! the 
plan p9r1udl 
up to 30th 
Jun.,, i~}q; 

and when
..tver 

~anaqer. Jnecessary 
up t.o )Ot h 
Jun.,, 1997. 

I 9) 

FOLLOW-UP 
ACT!O'i 

I l 0 l 
Ol'Flrt!RI S l 
Rr.SPOl'IS!BU: 
FOR 1'01.1.0W-UP 

Continue to 1Produ~t1on 
motivate workers ManaqAr. 
to lmprova 11pnn 
ar"!aS nf woak 
assess111ent. and 
to meet ruture 
1 a l''l~t '~. 

1)u<!rr1 .. r; .11111 I. Sot latP.rl. 1:ns11ra tl1!ir.-11>l1· IProd11ct1"11 
nu~mot·and-.i i>n thdn 11u~ [nary ilCt1on 
staff conduct wnrkinq day directed hy 
and perfor111ancE' aft"r e<\ch Personnel i1a11<111er 
to Personnel incident 1s carried out. 
. '1an.111.,r. requ1r1nq 

di,.,c1plin
ary action 

:1aradqt11·. 

!'temorandum on 
staff re
deplnyments t.o 
Personnel 
Manaqer. 

Before 
.l J st Jul Y, 
1992. 

Monitor perform- 'Production 
ance of re-deployed Hanaqer 
staff. 

111) 
TARGET CO~PLETION 
hATE fOR ro1.1.ow
UP ACTIOl'I 

Continue •nth 
act1on tu improve 
prod ur; t 1 v I t y 

throuqhout plilll 
period up to 10th 
June, 19'!7. 

I 
I 
' 

(11nt~r1ll'' w1tll ! 
cll!i<;lpt lllolrY 
m*aeures up to the 
end of the plan 
per1oct 1 1.e up t•) 

30th Junct, 19971 . 

Continue to 
man 1 tor perfo1·111-
ance up to 30th 
Jun1t, 1997. 
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lot?tfiC!<'OC:\ 

cnnc1ousn~ss 

. .ill o;t.1H. 
I 

: Pl"!Jl!Ut: t -

; Loll I ~lan.i~e r. 

"' ! 

I· l'nc!.~rr.1k~ c·nst 
1

1 PrrJ:luct -
• !"~du1 • 111') L(>O 

"""~ .1 ., •. ~- .~ '"-. 

j • Ensur~ . Pr~udr~ 
!ctepat'tm~nr !uepdr~mental 
1has !8udqet. 
~~ufftc1~nt ! 
~ furi .. t~ y'qr- .\l l ~ 
I I 
,
1
iepan.nent .. I I 

;·>pe::.ltl1>ns. l 
. I 

I 
: 

!-1.J.ri.n:,....1·. 

I 

I 

I 
I 

I 

I 
I 

I 
I 

I Protluc.: t -

LOI\ 

l~an.\'!,.r 

I 
I 
I 
i 
I 
! 

I, ., 
' •••. ('~dill -•• 

4 

qUdl'ft:l'lV ,·,1:-~t 

o;aft>t v .ind 
;>ff ic ienq 
imprn\·t-!'mt!l\t 

.'\~~t111~s ·..,·.t.th 

l"taft', 

I 

i 
I 
I 
f. Con~truct 
fp1l1,t' ~itt~r 
! r~c} ·-ima t l1:n 

lpro1~ct t\.) r~
lcycl~ iO";, ,,( 

1 
.. ·ater used .H 

I factory -.;hen 
·fullY oper.ltion-

" l . 
. Det~rmln~ 

opt1n1al nux •>f 
local and 

I 
import.,d su~ar 
fot' product ion 
of ~oft drinks 

l
that >.'lll not 
.tffect qualitv 
<;tandards but 

0

w1ll reduce cnst 
, L'·>mpl"t" 
~; t .tnda r1ll .!t>d 

IB~fot'•.t ... nd 1,f,.Rep..,t·t~; 'II\ /.-\l th•.• ttlld :·tor11tu1· ~d.~n: .. lll Pr<1d1u:t!111• l.'onranu..- ~Lth r11•,r'.f 
~ttch ·tlldl'ft~l' 

1
reil1Jct1nns i.n lof 11..t.c:h day cost r~d11ct1u11 and '.1ana~et·. ruc111<:tlon 1 :-;af~'" j 

I 
I 
I 
I 

up to 30th I t'.1re of l>1·eak- up ro JOrh decrlias1rn in hot t ltt . l111prova1111rnt .&nd j 
June, l99i, aP,e of hoftl""'• Jlln,., 19•)7, breaka~1.,.1, half 1'•lff1c1 .. nr.y linhan- I 

half fills, fill-; a11d 1n1u1·1o1s '-""'""t 1111t1u.t1"1ri.1-• 
t ion .,( ~t,iff 1111 I 
tu 30th Jun", Ji. 

~·~1> l ) ! "~P. et r.. 
t11 Pl'oduct l•.Jn 

.'1anaP."r 11n 
juatlv has1s 11p 

on-!hf'-JOh anrl !ak., 
nar.ea.;uarv 
correct l\'t> ilCt 1011. 

! :l J st 
I 

l>ec. ~J2 I
to 10th J1mP., 
199i. 

Prn~ r~sf~ 

t l't"'tJCH't ~; 1'.111 l ~lonthl\ 111• 
t" 1il! h 

. (h'.Httrm1na .·nst 
sav1nqs frnm 11<;1111( 
ror.ycl•~d •·rt.t.-.r 

1

1 

P r•'rl ur. t •rm 
~1anau.~ r 

101r,.r.m ... 1<1:1;. 

i 
i 
I 

JOth June, n 

I flt l•.'\t Pt·u ffot 

I 
tu .;..,n.,ra I 
... tan.-:1.~f.!l' 

, .i .. .,.. l '.l9i' 

Qual1ty ~ontro\IWeekly up 
report~ dnd to 10th 
r.o.-;r s,1v111q•; June, l'l!l7, 
rHpur ts to 
GPn~ra l "tana~ttr 

) 0th Jun" , I Comp I» I "d 
vearl,· durin11lst.111dad1lH<l 

• ;:l'HHJl'H IJnr r l~ 
wash1n!! l<O 

.,ffe~t1velv donP.. 

, llet~r1111ne cnst 
sav111qs from llqinq 
an optimal 1111x of 
local and 1mport~d 

sltqar. 

I 

Prudur.t 1011 
:1an.udAr 

10th Jun", I 'l!l 7, 

hud~»t f<»rm for !plan perirnl. 
dep.trtment 

ttudg.,r ~·orm ro 
Chi et" 

.\t t>"nd hucl~"t 

I 
h.,.tl' 1n1t 111e.,t lnQ,•; 

, Ob ta in ,rnd he 
, .JIUldf>d hv 

,~pprov.,d hltdq~t.I 

.\cc·o11nt ant. 
)Ot h J1111e, 

App1·11\'Pd Hud~et I \'•~a r l v tJp 

'" 'lllth 
Jun.,, I 99i, 

"1on1 l1H' pMrfnrmanr:el l'rotluc:11rin 
and r.ompar~ ,i;ctunl ~1an•u~ttl' 

l't-!'8idt ~ t., pl.u1ned 
tarqlit'> .11Ht t.lk>' 
c1,rr~ct1v~ dCtL11n. 

, <.'11nr int1•• t11 

1nnn 1 to1· ··"" 
Lmpr.1•. ·~ .u:t 11.-1 I . 
t'P!illl 1 •l 11p tu sOtlll 

""'"' 199 i ' 

~ 
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APPENDIX 5(dl 

LAKE VICTORIA BOTTLINn CO~PANt 
rORPORATE PL~N 1992 TO 199G 
STRAT~GY \NO ACTION PLAN SHEET 

I G) I 7 J I.~) 

TARG~:T Rl!PORTSIS) TARGET 
C0!1PLETIOS TO Bf. Sl.1B!1ITTED SllB!11SSJON 
DAn:1!>) PRODUCED DATF.I S > 

23th Aulj. 1. Ot·a ft 30th s .. pt. 
1991. corporate plan 1991. 

for 1992 to 
1996 for 
consideration 
by manaq~-aent. 

I b I Rev I<>" 
ip1·•w11r.,mo>11t 

1 
1~ch~rlulfi rn'-P-r--
r ll\~ mat~1·: ·' l :; • 
I. rl It 01· ~·l'f) UC[ 1011 

·c:apttal 
expend l t ure 
from 1992-96 
;11 rv1 '!C\" J "late 
re lat i\'P. co~a. 

Cl Determ1ne 
other expendi-
turP. during 
1992-96 

d) PreparP. 
projected cash 
flow statement 
for 1992-96 

E!) Prepare 
proJected 
sourCP.!I and 
uses of funds 
statements 

19) ( 10) I 11 i 
FOLL0\.1-UP OFFICERIS) TARGP.T COMPLETION 
.~CT ION Rf.SPONSIBLf. DA TE FOR rDLl.OW-

FOR FOi.i.OW-UP UP \CTION 

l.a) Ensure draft <:h lttf 
corporate plan is Accou~1tant. 

am11nded il!I 
necessary after l t 
has heen considere~ 
bv management ~nd 
p1·epar" r ina l <fraf t 

I r.orporata plan. 
I 

I 
I 

b) .4.rran~P. mf1c t 111~ I ·rn•n ~"'"· 1991. 
nf Gene1·a l I '1ana11<1r I I, I""" . .i l H ...... 1., ,,f 
l)~pt , t1J .ldnp~ I 

! 

f ina 1 Jraft uf ! corpuratt1 pl"111. I 
I 

I 

C) F.nsu1·e copv of 
final draft uf 
corporatF! plan LS 

forwai·ded to the 
GP.nera 1 ~1anaqer 
for onward trans-
mission to the 
Board of n1rectors 
t.hrouqh the l!oard 
Finance Comm1tteo. 
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I I 1-il I 5) I 
l l ) · t 2 I I t 3 I CORPORATE,OBJECTI~ES S7R.\TEGY OFr!CER NECESSARY 

1115"!0'1 . 

i 
HESPOS- ACTION 

• 5181.E : 
i I i J ~ .. k .. i 

I - - I 

I 
necessarv 

- I i 
3.djuntments to 

I corporate plan 
l I aft er comment f.i 
i I 
I l I of directors at 
I finance 
I 

I 
committee I .. , ... 1 

l 
I I and full board 
I I le\'el. 
I i I I I 

l ~ 
I 

I I I 

! 

i i 
i 
I 

I 
f ; 

I 

I 
I 

! 
~ 
t 

I --

; I 

, .. 

7f~o 

LAKE VICTORIA BOTTLING COMPANY 
CORPORATR PLAN 1992 TO 1996 
&TRATECY AND AfTION PLAN SHEET 

16) Ii) I 8) 
TARGF.T REPORT&tS) TARGET 
COMP LET! tlS TO BF. SLIBHITTED SLIBt1fSS!ON 
O.\TI:< SI l'IWDL'CED DATEtSJ 

15th Dec.91 Final corporate 31st Dec. 
plan 1991 

t 9 t t 10 > I 11) 
f'OLLOW-LIP OH!CERt SI TARGET COMPLETION 
v:TJON RES PONS I BU DATE FOR FOi.LOW-

FOR FOl.LOW-IJP l'P ACTION I 
I l Submit copies Chief Latest end of 
ot final corporate Accountant. f i !'flt week 1n 
plan to Genera I Jilnuarv 1992. 
:1ana~er, all Heads 
of o .. partment and 
sectional Haads 
for their !iUiclance. 
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~ 
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~ 
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i 

~ 
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~ 

~ 
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~ 

1 , 
~ 
~ 

I 

! '11 
I >TR.HE<~\" 
I 

I 
i 

L~. l De,·~ lup 
!stand.u·<11sed 
ibujset p1·nposal 
'~ . ,-~~rrnat tor use 
o,· all depart-

t m~nt s ···•h~n suh
! m1 t t tr\I~ hud~et 
lpropos~ls. 

I 
i 
I 
! 
i 
i 
i 

i 
I 

I 

I 
I 
I 
I 
i 
I 
I 

I 
I 

' i ' 

I~) 

OHICER 
RESPO~;

S IBLE 

C.:h1ef 
Account-

I "nt. 

j 

I 

-1 ~ti 

LA~E \lfTORIA BOTTLISG fOHPANY 
CORPOl<AlE PL\~ l~l~l: TO 1~91l 

STRATEGY AND AfTJUS PLAN SHEET 

l I~) 
SEC ESSARY 

I ACT I OS 
I 
I 

I 6 l 

TARGET 
COMPLETION 
DATE!Sl 

l 
l 7) I 

I Rt: PORTS Is) 

TO !lE SL.'8~11 TTED 
PROUUCED 

IS) ( 'J) "" I ''" TARGET FOl.l.01. -UP OFf!CERISt . TARGET COHPL~T!ON 
Sl!BHISSJON .\CT IO~ RESPONSIBLE DATe FOR f0LLOW- I 
DATEIS) ~'OR fOJ.LO\.:-t'P l'P ACT IOI; 1

' 

1

2 . .il Distr1bute 
budqet proposal 
to .tll Heads of 
D"p.irtm .. nt. 

1l!it Dec.91 al Budqet pro
posal fo1·m. 

Jlst Dec. 
1991 

Ensur~ budget [Chief 
proposal forms are Accountant. 
cl1str1buted to all 
H~ads of Depit1' tment 
completed and 
returned by th"m on 
time. 1 lludq.,t 
proposa I forms 
shJJuld also he 
completed hy thP 
Chief .\r:co11ntant l. 

bl Consol1dat., 'JlsT Ha1·ch bl Dr.11't hudl!"t Lnd .\pr1l, hi ~nsure bud11Pt is,Chief 
ctepartm.-nta l 1992 and to G.,n.,1·a l 1992 there- reviewed d!ld Ar.count ant 
budget proposals Jlst ~lat·ch, Hanaqer ,\ncl aft"r "nd<1n,.,d hv General 

lyearlv up to Heads of 2nd April ~ana~er and H~ads 
10th Jun .. ,97.!Department. vearly up of llt>purtment. 

ct Prepare final,5th Hay, 92 
draft buclqet and there-
document. after 5th 

~lav, ""a1· l v 
up to 30th 
June, 199i. 

d) Suhm1 t 
amended budq"t 
to full board 
fo1· appro,·a l. 

31st Hay,92 
and ther"
af ter )l•;t 
:1ay. y~rl.rlv. 

cl 01-;\ft final 
budget to 
company ""cre-

1 

t.arv fnr onward 
t1ansm1ss1on to 
Finance 
f.'u1nm1ttt:t-'.' 1lf 
Directors. 

to 30th 
June, 1997. 

10th ~ay, 
1992 and 
thereafter 
10th ~ay, 
yearly to 
31lth June 
1997. 

Prnposed budqetl3lst May, 
to full hoard. 1992 and 

thereafter 
31st. May, 
yearly 11p 
to Jllth 
June, 199i. 

cl PresPnt and Chief 
receive comments of(Accountant 
finance committee 
on budqet and make 
necessarv adjust-
ment.'! to budqet. 

JI Present and 
rec~LVf! r.omr1ents 
of fu 11 boa1·d on 
budget and make 
necessarv chanqes 

r;111ef 
Accountant 

I 

15th Dec, 1!192 and 
thereafter by Z~th 
Feb. of each year 
11p to .31Jth .lune, 
l99i. 

l15r.t, .\pnl,'12 

lther.,.ifter bv 
.\pr1 l, vearlv I to 10th .June', 

dnd 
15th 
'IP 
1997 

I 

20th May, 1991 and 
thereafter by 20th 
:-la~" Yearlv 11p to 
Jllth June, l997, 

15th June, 1991 
and ther•after 
15th June, yaar1Y 
up to 30th June, 
1997. 
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Rf.SPON
S IBLE 
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LAKE VICTORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY ANO ACTION ~LAN SH~ET 

( 5, 
NECESSAR\' 
ACTION 

( 6) 
TARGET 
COMPLETION 
DAT[!SI 

2.d) D1~tr1bute 20th June,92 
copies of and ther~-
apporved budget after bv 20th 
to General June, yearly 
Manage I'.', all up to 30th 
Heads of Depart- June,97. 
aent and 
sectional Heads 
for their 
guidance. 

( 7, 
REPORTS!Sl 
TO BE SUBMITTED 
PRODUCED 

Final copy of 
annual budget. 

'!ii 
TARGET 
SllBl'1ISSION 
DAT!( SI 

20th Junf!, 
92 and 
thereafter 
20th June, 
~·early up 
to 30th 
June, 1997. 

31 l~pro•e '!Chief 13.al Extend cost,Z7th Au~. 
cost1n~ ~ystea. Account- centers to cover 1~91. 

ant. all functional 
areas of the 
company as 
fulloi.;s:-

3.al ~emorandum,29th Au~. 
to all Head~ of 1991. 
Department to 

1.- Production 
Washer 

- Detergent/ 
caustic 

- Water 
- Bott le break-

ages 
- Filler 
- Overfills 
- Half fills 
- Crowns 

Crate conveyor 
- Bottle break

aaes 
Syrup rooa 

- Sugar useage . 

... 

inform theri1 
about new cost 
centres. 

c!IJ 
FOLLOW-UP 
ACTION 

2.d) Monitor per
for1.ance of a 11 
departments and 
compare actual 
i·esults to 
budgetted results. 

2.el Analyse 
•·ar iances and 
suhait relevant 
management informa
tion reports for 
corrective action. 

( 10 l 
OFFICER( S l 
R!SPONSIBLE 
FOR FOLLOW-UP 

Chief 
Accountant 

J.o.l) ttold 101nt. 1ch1ef 
accounts Oept/~ser Ac~ountant 

Department, dis-
cussions on new 
coating system. 

1 II l 
TARGET COMPLETION 
DATE FOR FOLLOW
UP ACTION 

Daily, weekly, 
monthly, quarterly 
semi-annually and 
or whenevel' 
necessary dul'inll 
plan period up to 
30th June, 1997. 

2ncl Sot pt , I 991. 
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CORPOR.\TE OBJECT I\ t:S STRATEGY OFFICER 
mss1os RES PON-

SIBl.E 

I 

I 
r 
I 

- - -

I I 
i 

I I 

I 
- - - - ~ -

I I 
I I I 

I I 
-

I i .. • 

l 5) 
St:CESSARY 
ACT I OS 

litilitie,. 
- Power Canara-

tor 
- "lain al~ctl·ic 

power. 
• General 
- F•>rk lifts 
- Fire elttin-

qui.she rs 
- Cha.in lubli.-

cants 
1 Bott le 

conVP)'Ol'!l) 
- Protective 

cloth in!! 
!1a1ntanance 

- Conauaable 
spares 

- lub1'1cants 
- 11achine shop 
.Quality control 
- Cleaning and 

!lanitation 
- Water treat-

•ant 
- Laboratory 

che•icals 
- Boiler 
- Procura111ent 
- local 

purchases 
- l"orei1n 

purchaaea 
2.Accounts Dept. 
3.11arketin!l Dept 
~.P~rsonn~l Ueptj 
5 . o\dM, n: f.- r .- d 1 l .-.n I 
r,, <nt .. rn.tl \ucl1t I I ~~ct1on. I 

431 

LAl\F. VICTORIA llOTTr.11u: CO~IPAs~· 

CORPOR.~TE rl.AN 1992 TO l99G 
STHAT~GY AND ACTION ~LAS ~HEET 

16) I 7) l!i) 

TARGET Rt:POllTSfSI TARGl!T 
COtlPLET ION TO B! SllBl1TTTED Sl'Bl11SSION 
DATt:r S l PRODUCED DAT!o:I S l 

I 
I 

I 9) I 10 I f 11 ) 
FOLLOW-UP orrrcr.Rc s > TAHGET COl1PLF.TIOS 
ACTION RES PONS I BU: DATE fOR t'Ol.l.OW-

POR FOLLOW-UP 1;p .\CTION 

' 

' 

' 
I 

I 

I 

I 

i 
I 
I 
j 

I 
I 
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' 11 I 'z l 
1·0RPORATE 08JECTl\"£S 
:11SSIOS 

I 
l 

i 
' I 
I 
i 
' I 
I 
! 

I . ) l STRATF.G\" 

i 
I 

I 
I 

'~I 
OFFICER 
RES PON
~IBLE 

l1 NECF.S~:~r ACT I OS 

) . b I In I rr;duc:e 
rev1sed PIES 
chart of 
llCCOlrnt S 

3.cl Upqrade 
-1·ket1n1J and 
•aintenanc11 
c:os t ..:en t rw'I 
to profit 
centres 

43i 

LAKE ~ICTORIA BOTTLIN~ to~rA~~ 

CORPORATE PLAN 1992 TO 199fi 
STRATl!GY ~ND .\CTION Pl.A~ SHEF.T 

1 161 
'TARGET 
: •."CJ'IPl.F.TION 

llATF.< SJ 

'.>th :i .. pt' 91 

( 7 l I 'I) 

REPORTSISl ITAR~ET 
TO BF. Sl"BMITTrn Sl'11'1l~SIUN 

PRODUCED UATf<SI 

h > He11orandW11 1 • Ot h S111>t, 
to all Heads of 1991. 
Depart11ent to 
e.'!p lain co11t 
co•les and 
breakdown of 
costs into 
f ilt:ed and 
variable 
a l e11en ts 1 i • e 
control !able 
costs!, and 
non-control l
ahle costs 1. 

30th June,93 lcl HellK>randu• IJlst ~ay, 
to all Heads of 1993. 
Heads of 
Dotpart11ents -" 
new profit 
centres. 

,., 

19) 
mr.1.m;.1:r 
ACTION 

I 10) 
OFfl<:lRI SI 
RF.SPONSIBLE 
FOR ro1.1.ow-1·p 

bl Hold discusuo1111,Chit1f 
on new chart of Accountant 
accounts with Heads 
of Depart11ent to 
clear any 
difficulties they 
11ay have. 

cl D1scus111ons withjCh1ef 
n.,4J11 of Depart111ent Account.int, 
to expl•in ration-
ale behind chan11e 
to profit centres. 

c 11 > 
TARC~T CO~PLF.TIO~ 

DATY. FOR 1'01.1.0W
l'P 1•"TION 

lZth Sttpt. 1991. 

30th Sotpt. 1993 
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\(COl'!'TISC ; LAKE ~ICTORIA RUTTLING CO~PANY 

CORPORATF. PLAN 1~92 TO 1996 
STRATtG~ \ND ACTIOS PL~N SHEET 

ESERAL/DEPART~EST 

'11 . i ~ I) I I -I) I 5) 161 ( 7) I~ I I 9) ( 10 I 111) 

CORPOR.\TE OBJECT! \"ES STR.\TEG\" OFFICER NEC"ESSAR'' TA RC ET REPORTSISI TARGET FOLLOW-UP OFrlCl!Rt S l TARCF.T C011PLETION 
~ISSIOS RE~l'ON- ACTION COtlPLET ION TO BE SUBMITTED SUBl11SSION ACTION RESPONSlllLt: DATE FOR 1'01.LOW-

SI BLt: DATEI SI PRODUCl!D OATEtSl POR FOLLOW-t:P l'P .\CTION 

1. (•pt'O\ e Ch1ef -&. Des 1 gn fo1·111s 6th St!pt.91. -I. a I l'roducl ion 6th Oct. -& • a I O i 11cus11 and 
t·eport 1n11 anc:l Account- fol" 11anage•ent and thel"e- 11al"ket in11 1991. ilnc:l il8r•e with H,.ada 

lcontrolhnq ant. 1nfor111ation after as and fOl"lllB thereafter of d1tp11rt11ent on 
syste•'i l"eports indicat- when necess- Pinished as and wh1tn useaqe of for111s. 

I 
in11 responaibt- ary dul'in!I 11oods store necesRarv 

I I li tv of each plan pel"iod forms dul"in!I plan 

I ' officel" in- up to JOth Pel"sonnel pel"iod up 

j chal"l(e .,f Head June, 19~7. f•ll'lllS to 30th 

l of Oepart111ent Accounts June, 1997. 

-I -
for111s 
Internal 

- - - - - - Audit forms 

i I Procurement 

i fOl'lllS 

Other fo1·111s 

I 
to various 

I 
c:lepal"tnumt. 

bl z,.p1·c.•·e bl Assist All Heads Chief 15th Janunrv, 1992 
I exist 1n11 mana.qe- of Oepart111ent ~nd M;countant and tht1reafter as 

111ent 1nfol"•at1on other users with and when necessary 
report fol"•• any <Jitficultie11 durinq plan period 

that 111ay •urface up to 30th June, 
with resard to use 1997. 
of new and revised 
for111a. 

- - - - - -

~ 



.\C'COl:)it I SC '> 

~E)iERAL/DEPA~T~EST 

I l) I I~ I 

~ORPOSATE OBJECTl~F.S 

~ISSIOS I 
I I 11 
· ST~.\TEG\" 

1-ll 

OFFICER 
RESPON
SIBLE 

I ! 5 I 

I 
SECF.SSAR\" 
ACTJOp; 

l .c 1 .\n'alll1e 
pr 11\ t uu!/ 
q·c lost l 1n11 of 
new t"on1f; and 
distribute sa11e. 

l.dl Prepare 
circular 
indicatinlJ 
tarqet date~ for 
sub111i'ls1on of 
\araou'i forn\s ~u 

accounts dept. 
Sut.1t circular 
fo1• General 
~anagers 

siqnatul'"· 

... el Analyse 
various reports 
as and when thev 
~re subftlitted by 
Heads of Depart
•ent and prepare 
relevant 111ana11e-
11ent 1nfor11ation 
ritµorts. 

4:14 

LAKE VICTORIA BOTTLPlc; C'Ol1PMO' 
CORPORATE PLAN 1992 TO 1996 
STRATEGY AND AC'TION PLAN SHEET 

t 61 
TARGET 
COl1PU!TION 
DATEISl 

I i) 

REPORTStSl 
TO BE SUHl11TTED 
PRODUCl!!D 

5 th 0<: to bf' r , I " . c l Ii a r i ou s 
1991 .1nd printed forms 
thereafter as to user depart-
and when 
necessary 
durinq the 
plan period 
up to 30th 
June, 1997. 

dl 5th Oct., 
1991. 

Throuqhout 
plan period 
up to 30th 
June, 1997. 

raents. 

di Circular to 
al I Heads of 
department 
l•)!!elhflr with 
n-tw fo1·ms. 

\'arious 
11anat1eflent 
information 
reports. 

1·'>1 
TARCF.T 
SUBMISSION 
DI 'Ef s) 

6th Oc.:t. 
1991. 

I 9) 
f'OLf,OW-rP 
ACTION 

lcl Sdme HS ~lhl 
ahowA 

~tn October,dl Obtain General 
1991, ~anaQer's sil}nature 

on circular •nd 
distribute circular 
to all Heads ~f 
Department tn~Pthf'r 

with new formm. 

Throughout 
plan period 
but not 
later than 
one week 
after 
receipt of 
form frora 
the va1• ious 
Ot1partB1ents 

el Lia1sf! with the 
General 11ana11er, 
internal auditor 
and relevant HAad 
ot Dept. to ensure 
that correctiv" 
action is taken o~ 
th• report. 

'I 

I 10 I 
OFflCEKt S l 
K£SPONSIBL£ 
FOR t'OLLOW-llP 

C'h1ef 
Ac.:•:ountant. 

Chief 
Accountant 

Chief 
Accountant 

I II I 
TAKCtT co~rL~TION 
DATE f'OK FOLLOW
UP ACTION 

11th Oct•>her, 1991. 

Not later than two 
weeks after 
submission of 
raantt"ement 
informal ion report 



COl~TING 'CONT'D 

tSERAL;OEPART!1ENT 

' l l I I l I 
.,RPOR.HE OBJf.C'Tl\CS 
:l1ss10~ , 

' I 

J 
I · 3 I 

STR.\T!iG\ 
I~ l 

Otr!C'f.R 
Rt:SPO~

S IBLE 

c 5 l 
NECESSARY 
.\CTION 

~. f I Pt·e1>41•e 
inon th l v , qua rt -
erly and annual 
profit and loss 
accounts, 
balance sheets 
and sources and 
uses of funds 
stateaent!IS up to 
30th June, I 99i. 

'1 J :> 

LAKE VICTORIA BOTTLIMC COMPANY 
CDRPORATf. PLAN 1992 TO 1996 
STKAT£GY AND ACTION PLAN Stt£ET 

cr.1 
TARGET 
COMPLETION 
DATEc S l 

Not 1.HtH' 
lhdn end uf 
1st week of 
next inonth of 
ne:oct quarter 
or ne)(t year 
of plan 
period 

I 7 l 
R£PORTS1S) 
TO 8£ SUBHITTt:v 
PRODUCED 

:1on th h·, 
qu,.rte1·ly and 
annual 

l'rofit•Loss 
.lccounts 
Balance 
!iheets and 
sources and 
U"lea of funds 
!itato111ents. 

''ii 
T\R<:t:T 
SURHISSW>I 
DATl!fSl 

Sot lat&1· 
thBn end rJf 
second week 
of next 
1110nth or 
next quar
ter of neMt 
year of 
plan period 
up to 10th 
June 1997, 

~.!I l A•end draft I Latest bv eud I Draft final 
final annual of first week accounts. 

Latest by 
end of lat 
week of 
.\llijUSt 

accounts .. s 
directed hv the 
board •ncl 
present a••nded 
final accounts 
to External 
. \udi tors. 

of second 
nionth nt'ter 
end of 
financial 
year. 
C i. e AU!lUSt 
yearly durinq 
plan pertod. 

... 

~·ear 1 v 
during plan 
period up 
to )0th 
June 1997 . 

c 9) 
FOi.i.OW-iii' 
ACTION 

c IU I 
OFP'IC'F.Rf SI 
Rf.SPONSIBLI: 
FOR FOLLOW-UP 

D1acusli profit and 1Ch1cf 
louw a~counts, Accountant 
balance sheets and 
so•Jrces and uses of 
fu~ds stateaents 
with •anateinent and 
hoard as follows:-

!1anag.-.. ent
monthly, ~uarterly 
and annua 11 y. 
Boat·d-quarte~ 1 y 
and •nnuall y. 

!II Liaise with !Chief 
external auditors Accountant 
to ensure receipt 
of audited final 
accountfl, 

hJ Prepare board !Chief 
•e•orandum on final Accountant. 
accounts and suhllit 
•e•orandu• to~ether 
with tinal cop1e8 
of accounts to 
co•pany secretary . 

f 11 ) 
TARGET COMPLETION 
DATE l'OR FOLLOW
UP ACTION 

Latlilst by .. nd of 
lit.At week of next 
month after issu~ 

of monthly 
quarterly and 
annual tinal 
or.counts. 

Latest by end of 
second ..,eek of 
September yearly 
dur 1n11 1> l.u1 
per io<I. 

L.\test by end of 
third week in 
Sep• .. yearly up 
to llltl-t Jun11, 
1997. 
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LA~E \ICTORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO \996 
STRATEGY ANO ACTION PLAN SHEKT 

.... ~~~~....,~~~~~~~~ ...... ~~~~~~~~~ ...... ~~~~~ ....... ~~~~~~~~~--,..-~-· 
. I 

• 1 ) I - ' 

ORPORH-E I 08HC11 \"E,; 

11 1ss:a~ I 
I 
I 
i 
! 
' j 

- 1-
1 
I 
i 
! 
i 

I' . Ji 

ISTR.-\TEGY 

I 

' ' , 
orrtc~R 

R~SPOS

S l BLE 

1
5.ial lntroduLe lch1.,f 
j .tud µroq r-=-~~ 1 '""'-, .\,:c:1n.u1 t -
l\ ~;,t~ntl •1~e uf 4llll 

~o•put~r• for . 
all ac<:ount!I of I 
cu•p<1ny. 

I 
1

1

5.bl l111pro,·e 
f1nanc1al 
rep.)rt 1nlj ,..,. 
.... 11 as .. ·orlan11 
cap1tal 
•an<l!le111ent 

I 
I 

Chief 
.\ccount -
ant 

I ) ) 

SECESS.\R\' 
~CTIOS 

I I U: 

T.-\HGET 
C011PU:TION 
DATEIS) 

al Select st~ff j5th s .. pt. 
f1u111 '1Ppart111.,nt 19q1. 
tu l'•~l.'ffl\~ 

tra1n11111 on 11se 
of co•put~rs. 

I 
bl .\cqu1 re 
personal 
co•puters. 

30th Sept. 
1991 

Cl Liaue With IJOth s .. pt. 
PIES for furth~r 1997. 
t1·.t1n.n11 or 
staff o,, use of 
spread sh• .. t!>. 
Data'>ase 
111anage•ent 
co•puter1zed 
accountinq 
pacKa!les ancl 
word processinq 

S. a I Use output 
fro• P/Cs to 
i•prove 11ana!l'!
•ent infor111ation 
and control 
~~·ste•s. 

b) Prepare 
weekly cash 
budget and 
previous ""ek's 
cash perfor•ance 
report. 

:..cl Obtain 
.. -eekly Bank 
state•ents and 
do necessary 
reconciliation. 

Up to 30th 
Jun'! 1997. 

first thing 
on Hondav 
111orn1n11 of 
cash budget 
week. 

c I Before 
close of on 
Monday uf 
cash budget 
week. 

I 7 l I'> I l 19 l 
REPORTSISI T.-\HGET roLLOW-UP 
TO fl[ SlfEIM ITTED s11n11rssros ACTION 
PRODUCF.D 

11 .. n1orundu111 l)n 
o,el.,•:t~cl •;taff 
lo ro111panv 
Secretary 1 copv 
to Personnel 
Officer I. 

Letter to PHS 
for technical 
assl!!itance 

DA TF. IS I 

6th Sept· 
l 'lq I. 

3th Oct. 
1991. 

Lottters ta PIES Whenever 
for furth11r necessarv 
train1n~ as uq to 30th 
necessdrv. June 1997. 

d I Various 
111anQ~11n1ent 

lnfor111a t ion 
reports. 

An neceas
ary up to 
30th June 
1997. 

a J ·',)fl l tur J.>ffl'

formi nc" 11f ~tJff 

after rn1tlnl 
trai11n11. 

hi Seek assiRtance 
fro111 vendor/PIES to 
co111mi~sion an<l e1ve 
tru1n1n11 an P/r~. 

c I ~lon1 tor staff 
p11rformance after 
ear.h traininl! 
session and r11-
tra111 .1s n .. consarv. 

d) Ensure proper 
integration of 
planning budgetlnq 
1;ost i n11 report 1ng 
and controllinq 
syst1111s. 

Cash budljet forlbl Dv lO.OOIDiscusH ca11h pos1-
current week 
and proviou1> 
week's cash 
potrformance 
report to 
Cene:-al Mana!ler 

c I Week l v Barik 
1·econci I In lion 
state11•11t.. 

a.111 on 
Monday of 
cash bunqet 
week. 

c J Bttfore 
c!O!I'! o( 

day on 
Honday o( 

Rank "' 
reconcilla-
t 1011 w11•k, 

t1on with Ceneral 
Mnna~e1·. 

cl Disr.uss bank 
po111t1on "1th 
r.en•rnl 11anaq'!!', 

-
I \0 I t 111 

OfflC£R1S1 ITARCtT CO~PL~TION 
RESPONSIBLE DATE fOK fOLLOW-
FOR FOLLOW-UP UP ACTION 

Ch1Af 
Acr.011nt.a11t 

Ch111f 
Accountant 

Ch1t1f 
Acct>11ntant 

Chief 
Acco11ntant 

Chief 
Ar:CrJ1111ta11t 

Ch1&f 
Ac<:oun\ant 

r.ont lnu"' uuHu t•1r ... 
inq 11µ tri the •11111 

of the II Ian per 1"1 
11.tt .)0th Jun<1, 
l 997 I. 

C'lnt inue with 
train1n11 up to 
30th Jun.,, 1997. 

Cont 1nue tip 10 

30th Juntt, 1997. 

Cuuntinue up to 
30th J1me, 1"197. 

By 12.00 110011 an 
Mnndav <>f r.uFih 
b11d1jff! "''htk, 

fly c l11b~ of tl.ty 01 

Tu,.sd11y of 
r11r:onc 1I1at Lon 
we11k. 



\C'~'OL"'- Tl "C 10 

.:E_SER"-L i l>f.P"-RT!'tEST 

Ii 
• 1 l I . i ) 

l ~C'ORPOR.HE, OBJECT I \'ES 
.!'tlS:ilOS 

I! 

,,. 

I 3 l 
:iTIUTEG\' 

1-l l 
OFt'ICl:R 
RE:iPOS
:i l BLE 

I 5 l 
SECF.SSAR\' 
At'T!ON 

5.J) Introduce 
budq.,ta1·y vote 
cont.·ol of 
expornditure. 

5. e I P1·.,pare 
•onthly cash 
hudqet s i.ho•d nq 
previous months 
ca~h p~rfnrmance 

5.f I l'rt>pare 
monthly and 
quarterly Bank 
re cone i l i at ion 
state•ents. 

·137 

I.Al\£ \'ICTOHIA DOTTI.INC COMPANY 
CORPORATE PLAN 1992 TO 1996 
STHAT~G\ ANO ACTIOS PLAN SHEET 

I 6 l 
TARGf.T 
COMPLETION 
DATEI SI 

1st J.1n., 
1992. 

t'irst workinq 
day 1.;r cash 
hud11et month 
up to .10th 
Jun", l'l'l7. 

~nd of first 
workinq day 
of next 

I 7) CS) 

REPORTSISI TARGY.T 
TO BE SUBMITTED SUBMISSION 
PRODUCE!> DATE( SI 

Weekly expendi
ture repo1·ts to 
all Heads of 
Department and 
copv t•l Genera 1 
!'lanager. 

Latest by 
r-tonday 
morning of 
next week 
up to 30th 
June, 1997. 

el Monthly cash el Before 
budget and cash close of 
performance day on 
reports of first 
prov 1uuri 1nont h work inq dav 
to Can .. ral af cash 
Manaq~r budqet 

Monthly and 
q11a1·to1· l y Bank 
Reconciliation 

month. 

( 9) 
YOLl.OW-l!P 
-'CTION 

110) 
OFYICt:RI SI 
RESl'ONSIBLE 
FOR FOi.LOW-lip 

Discuss expenditure\Chief 
positic>n at Accountilnt 
~ana1e•ent/finance 
co11111ittee meetings. 

el Discuslil cash 
position with 
General :1anaqer, 

Chuf 
Acr.ountant 

Discuss 111onthly and,Ch1et 
quarterly Bank AccountAnt 
Rer.onciliat1on 
1tate••nt11 with month or nai<tlstata•ents. 

quarter. 

lie fore 
cloRe of 
day on 
first 
workin11 day(r.eneral Hana1er. 
of next 
month 01· 
next 
quartP.r up 
to 30th 
June 1997. 

111) 
TARGET CO!'tPLf.T!OS 
DATE rDR t'OLLUl<
Ui' ACTION 

By r.lofle of day on 
TueRday of everv 
w1H•k up to .JOth 
June, 1997. 

!let'orot close •lf 
day of second 
wo1•k 1nq dav of 
cash hudqet 111onth. 

Refor11 r. los" r,f 
dav of sec;ond 
workin!I day of 
next •onth or next 
quarter up to 
30th June, 1s1n. 



".:'Ol"ST l SC l ! 

~SERAL/D£PART~EST 

I 1 ) I l = : 
-0RPORATE10BJE.:'Tl\LS 

lSS[Qli 

~· 

: ) ) 

JsrRATEG\" 
o-11 

OFFIL'ER 
RESPOS-
51 BLE 

I 5 l 
SECESSAR\" 
ACTION 

5. g l rrep.t.re 
4uart .. l'l'i c .. sh 
hudqet show1nq 
p!'eViOUfl 
quartet's cash 
pf'rfor111ance. 
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l~KE VICTORIA BOTTLING COMPANY 
CORPORATE PLAN 199~ TO 1996 
STRATEGY ANU ACTION PLAN SHE~T 

I Iii 
TARGET 
COMPLETION 
DATEtSl 

I 7 I 
REPORTSt SI 
TO BE SUBMITTED 
PRODUCED 

I 8) 
TARGET 
Sl'BMISSION 
DAT!I SI 

( 91 
FOi.i.OW-lip 
ACTION 

Discuss caioh 
(IOflit1on with 
Genera 1 Manager 
and Heads of 

End of first 
..-ol'k inq day 
of c;ash 
budget 
qua!'te1·. 

Quarterly cash 
hudqet and 
previous 
quartar's cash 
perfo!'t11ance 
repol't to 
General Mana11er 
and Heads of 
Dep11ort111ent fol' 
discussion at 
111anaQe111ent 

Before 
close of 
day on 
first 
work in!! 
of cash 
budget 
quarter. 

daylDepartment at 
111anaqement 111eet1nq. 

111ee1 ing. 

' 10) 
orrICl':Rt s I 
Rt!SPONS I llLt: 
FOR l'OLLOW-UP 

Chief 
Accountant 

( 11) 
TARGET COMPL~TIO~ 
DAT! FOR YOLLOh
UP ACTION 

Before end of 1st 
week of next 
qual't"r up to, 
30th June, 1997. 

·~ 
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LAKE VICTORIA BOTTLING COMPANY 
CORPOl!ATE PLAN 199~ TO 1996 
STl!.Ht:G'" Mill A("TTOS Pl.AN SHt:t:T 

fll I .> I i)) t·I) 15) tell ti) t'>l t9) 110) ill> 
:ORPOR.-\TE OilJcCTl\"[S STl!.\Tt:G\ 0Ft"IC£R !'ltC£SSARY T.\l!Gt:T REPORTS Isl TARGET l'OLl.OW-IJP orrrct:Rt s) TARGt:T C0!1PLt:TIOll 

t!SSIOS RESPON- ACTION COMPLETION TO llE SllHMITTF.U SIJllMISSlON ACTION RF.SPONSIRLF. DATE FOR llOLl.011-
1 SIB!.£ DAT£1Sl PR0t;UC£0 {I.HF.CS! FOR FCH.l.OW-UP IJP ACTION : . l -----< 

5.h) Workuut ,.JI 
rel.,,·ant 
financlal to 
show the 
financial 
c:ompany's 
position. 

~onthl) 

qu .. rterly 
bu<J~,.t and 

t'1nanr:1a l Ra l 111 I •1onth Ir 
performancP. quarterly 

Dl!ICUH!. Wllh 
General Manaqer amt 
Heads if department 
at monthlv manaqe
ment meet1ngn for 
llP.C8<;Ra1•y 

Chief 
Accountant 

Mon.thlv, quarlffrlv
1

1 

and annual I y 

I 
I 
I 
I 

I 

: :: . :.:~·d·:l_ ... 
' It•• .. -l~·n· •· 
I t .~ '\ ... •" .- ~ i 
! .._.::IH>~\11'-. 
I 

i 
i 
I 
I 
i 

I 
! .:J I ~. ·hh\· ~ d X 

,f l-luthorati."; for 
i ~ -.~·1· 1.1\•><· ...1.1ul 
. :nure f.i\(Jtll',"\b)..., 
I 
·u.:l.VlftP.nt terms. 

L.-11 ... , 

l.\ccuunt-

1'"' 

lrlf.t·~;e- ... f lnat 
on t:1x pavm~nts. 

6. bl 1'1·.,par" 
with c1ss1stance 
of Plt:S ,, pap.,r 
011 th .. .-ff.,cts 
of va1· 1ous 
levels of 
taxation on 
sales an<I tax 
re,·enue for 
qoverntaent. 

c I Use paper to 
arque for 111ore 
favourablP. tax 

bv en<I of 
first weeok of 
n@xt month 
or next 
qua1~ter ql' 

next ~-~ .. r up 

I
!•· 30th J..,n .. , 
l '19i. 

Th1·ouqhout 
p 1.111 per 1od 
up 1,, lOt h 
JunP, 199i . 

.> lst l>"c. 
1991. 

30th June 
1992. 

report. to or annually 
Ce~eral ManaQer botore end 
and Heads of ot P.econd 
OP.p.ntm .. nt, 

b I Paper on 
effects nn 
companv ~'" ttnua 
.inn !love rnnurn t 
taxes of 
11arii.>us levels 
of taxation to 
be Sl'bm1tte<I to 
the Hon. 
Mtni!>ter of 
F1nanctt copy to 
Oirectol' 
General 
1Taxnt1011 >. 

c> Same as 
abo\'e, 

I 
...... k ,,f 

next nu,nth 
fir r.A\t 

,., .. ,,,., .. ,.Ill' 

nt'Xt \'fH:.· 

up tr> .lOth 
J11ne, 19!17. 

J Int Ian. 
1992. 

31st Jan. 
1992. 

corre1 ·ti v~ :ir: ti on 
tn h.., t at--.... n. 

a> £nsurtt th•"s Jue,rh1ttf 
are paid rin l.1·~t Arr:m111tant 
dav tJf (>Hl'l•)tl -Jlv~n 

for pi.)111ent. 

b J Cont inu., t:> Ch tP.f 
rev1.ie paper ch1r111<1l~r:cnunt.111t 

pl"n 1>er1oll a" 
n1~cen~arv up tu 
30th June, 1997. 

r:J Continue to 
lobbv tax 
aut110rit1en al'! 
necM1Hary 

Chief 
Accountant 

befortt encl o( 
third wP.ek of next 
month or flP.)(t 
'••tart~r 11f 11~xt 
y<tar up tn .llJth 
J1 IJ1A, I 1l 1li. 

r.,n, 1nutt up t.-, 
31Jth '""". l 'l'li. 

I 
I 

l 
I 

('fJll t L nue rev 1s1un 1' 
ot µi\po!r up r.o 
30th Ju11o>, !'l!li. 

C:o11t1nue up to 
JOth Jun>+, 199i. 

I 
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.imi >1ot1,at"d dllJ re1i11l.~t1ons. ant. rule'i and companv dav aft11r Juaf or Lm,ro\lf! 
St.l.ff l!l I l'~.;!!u)at ions .1nd c.;ecratarv .}R .any upon pttrfnrmanr.e/ 

l'l"'?"r'111 .. 11t. I .~ri·an~e fllr nH•:11ssarv. 'll•f!Clf ic conduct. 
I I I n .. cessar:. d.10:- lnc1dent. 

I 
·:1pl1nary act1011 
to h" tdkt>n. 

I 

I 
I 

I 
I 
i 

- 1 
I 

I 
I 
I 
! 
j 
i 
I 

i 
i 
' I 
! 

I 
I 
I 
l 

II;. h• \ppra1se 1

1

Ch1<>f 
ptn·f->r•ance of .\ccl•Unt-

1 ~taif qu•rterlv, ~111. 

1 s~1111-•nnu<1llv I 

1 
.. n.t .ormu.d !•:. I 

I 
I 
I 
I~ . ,•I \rran11:~ I di\• th .. - J"h 
1.:in1 t .ext~rnal 

l
tra1n1nq 
course<; for 

I 
staff throuQh 
Co•parw 
SPcr~tarv. 

I 
!nu .. f 
1.\Ct'lJUOt -

dl\t. 

h l Co111plet" 
staff appra1sal 
fo1·ms .. ft er 
p1•oh., t i un Jind 

1 
for quart~rt\· 
-~~tftl-o.AllOUi\l •• nd I 
annual .1sses---:
ment. 

c I Oet .. r1111n" 
3pprop1· 1.ll" 
on-the-Job 
tra1n1n11 
pro'{ran11ae'i for 
staff and 
ar1·a11qe for the;a 
ext~rnal trJ; 1U-

1n~ courc;f!s 
"h"r" nc :"ssary. 

10th Jun" 
199i. 

.10th .lime, 
l ')97. 

Staff 
performa11c .. 
ovaluat\nfl 
fnrms to 
('11mpaf'v 

I 'ifH'..TP.t arv 

On- r hf>- V>h 
t r:un1nq 
pro'{ress 
reports tn 
Corapany Secr11-
tary as.:., I l 
as memorandum 
rer.:omm.,11d 1 ll!! 
t>sternal 
tra1n1n!! 
r:mtr'ies for 
staff in 
department. 

~nt later 
than one 
.,,..,.,k aftP.r 

I 
·omp l<'t ion 
· f fOl'lll 

up to JCJth 
Jun", 97. 

AR rutr.."-

hi r.11su1·e •>Taff 
imp1·011., up.111 
p.,rf<•rmancu 111 
.trHiiH of .. ,ttP.k 
as'ltt'l'lment. 

r.• ~nnitur ,:11cl 

ssarv 1a~s11ss staff 
dur1n~ planlp.,rformance aft.,r 
period up 
to 10th 
June, 1997. 

tra1n1n1J tr, ttnsure 
that train1n~ has 
heen o .. n .. f1r.:1.d. 
Rft-train ~taff as 
nec•Hrna ry. 

c:-h1 .. r 
Acr.:mmtant 

<'htftf 
.\C'.rJ11nr.ant, 

1 

t'<u1t lllUff 'JP t fJ 

JUth .Inn•, l'.Fl7, 

Cnnt trllJA 11p tn 

.10th .I'"'" I ')'Ji ' 
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APPENDIX 5(e) 

I.AKE VICTORIA DOTTLINC CO~PANY 
1'0!\POR.\ TE Pl.AN I !1~12 TO I '1!36 
STRATf~\ ~NU ICTJON PLAN SH~~T 

I~) 

HF.l'ORTSt SI TARGt:T 

I q) '10, I 11) 
FOLl.OW-llP Ot't"lct'.Rt SI TARGF.T Cll:1Pl.t:T to~; 

I '"""· .. I '""' .. '"' l""IJUVL<.ll I I 

! I~) ! I ; ) I ... ) 
Rf:spos- .\t'TION ~O~~l.F:TION ~~-~~ .. ~~RM l TT EIJ SllllM l SS !Oii ACTION Rt:SPONSlRLt: DATE FOR fOl.LOW-
- - - - - llATf:t S l FOR ro1.1.ow-1rp llP ACT!Oll 

j 1. kt:"\ I.~~ 
~t..t.ndat·:.t 

lllfO>l'll.tl 

.\\Id l l 
l'~"' "'" "·"d I )I) I tr J """. ~ 2 

lnlt!l'nd.! C'f..11\trol 

int.,•·nal ·ount t•ul l:-!ana'!er. 
4uest ionnar1es 

QuE-st 1onna 11·es 
to test fur 

\O Co\·.-!r ~·e~knesse£ in 

1 · 
~~"·"lord. l 
t r .. tr\S,\Ct lOll!-. 

I: Cash and Bank 
Sale<; and 
Debtor~ 

1 · 
?ut'Ci1ases a11J 
credito•·s 

I 
f' urnd .\SSt>t,; 

lia~e'> anJ 
salat"1~~ 

I. '.'\tucks .1nd 

,\ 11 ex 1,;l ln<t 
procPdur•'!S ,\ t 
L\'BC. 

I 

I I 
I 

I -..url;- 1n-

1. 
µroc~ss 

Cost .\CCDunt -

I-
1nq 
Other 

12. Ora.,· up and 
folio"· a 

I co111pr .. hens i , ... 
Audit pro~ranun" 

l~hich cov~rs all 

Inter- 1· Syste•at1cally Throughout 
nal .\udit follow audit plan period 
~ana~er pro~ramme for up to 30th 

all functional June.Ji. 

a1·ea '•· 
funct1unal area.:_;, 

of the comp..tny 
ll\C lu<\ in'! pap"r 

1

..-url;. 

I 

fn' .. .ot'l\il i 
Cttnt roJ \.o'H~tk

neo;s Report ~u 

Gornera I tlana~er 

and Boa ·d uf 
011·•~ct<.>t'~, 

Routine A•1d1t 
prosress 
1·eports tu 
Gen.,ra l ~1 .. naqer 
man th}\· .rnd to 
Board of 
Director!.i 
qua1·t er I y and 
.\11nual I y. 

~-[u11thh· tu f.11-;111·e thdt .111 
General heaknesst1s Ln 
Motna~.,r aml ~~ ate111s llf intP.rna l 
quarterlv control are 
.ind improved t hrou11h 
annual Iv to 1nst1tut1on of 
Roard when- appropriate checks 
ever and balances as 
necessarv well ~H revie..- ni 
up t<J th•! proc.,durf!s, 
t>nd of the 
plan period 
t l." .)l)th 
Ju11t!, 37 l. 

Not later I . Arran!!e for 
than t1nd management systems 
of fil'Bt and p1·ocedure11 
week .,f which clo not 
next promote effect1vP-
mt•nthly nft'lS and .,ffLCll'l1CY 
quarterly to be rev1s.,d. 
or annual TiqhtP.n systems 
period \Jll of Lnterna I 
tn '10th control. 
J\..i!\P. 1997. 

l nt 111·n<1 l 
A11d1t :-iana~t>r 

lh1·ou11h 
lnternoll 
Audit 
Superv 1 ~ .. e11·~ 
111d Int ern;d 
Audit 
:\ ~; 'l I Cit ,\flt~·. 

l lntern.11 
Audit 
:·1una11er. 

c·ont 1ruu1 10 
!'t rttt111Jtt1on 
Internal Cont1·ol 
u11 ro 10th J1111", 

1997 . 

Cont 1•111.i to 
rev11tJw monaM,nment 
sy8tttm':l ;,11<t 

p1·uc1td11re" up to 
.lllth J11n .. , l!l97. 

I 



IERSAL .\rDIT 2 

.l£RAL/DEPARTMENT 

, l l I , z) 
~PORATE OBJECTIVES 
~SION 

2. Ensure 
that the 
coapany's 
aanage•ent 
S¥St __ S and 
procedures 
.o,·e it in 
the right 
strategic 
direction 
toward~ its 
•1ss1on. 

I ._, 

13 l 

STRATEGY 

2. Conduct 
.onthly and 
quarterly 
-na1-ent 
syste•s audit. 

Undertake pre 
and post audit 
of transactions. 

Review and 
identify 
possible areas 
of cost 
reduction as 
"'ell as co-ent 
on efficiency 
of operations 
in the following 
areas:-
- Production 
- 11arketin1 
- Personnel 
- Accounts 
- Ad.inistration 
- Other. 

( ~) 

OFFICER 
RESPON
SIBLE 

Internal 
Audit 
Manager 

Internal 
Audit 
Manager 
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LAKE VICTORIA BOTTI.INC COMPANY 
CORPORATE Pl.AN 1992 TO J 996 
STRATEGY AND ACTION PLAN SHEET 

( 51 
:-!EC ESSARY 
ACT I OH 

( 6) 

TARGET 
COl'IPLETlON 
DATE(S) 

( 7) 

REPORTS(S) 
TO BE SUBl'llTTED 
PRODUCED 

IS l 
TARGET 
SUBMISSION 
DATE( S) 

Review 11onthly 
and quarterly 
reports of the 
coapany and 
assess impact of 
aanage•ent in 
ter•s of 
achieve•ent of 
corporate 
objectives. 

11onthl y and Monthly t•eport Latest by 
quarterly up on Au!!it of end of 
to 30th June, 11anageaent first 
1997. sysl.e•s to working day 

General Manager of next 
These reports 1110nth of 

Vouch docu- Daily as 
aents and all necessary up 
pa}'9ent vouchers to 30th June, 
to ascertain 1997. 
their accuracy . Daily, 
and authenticity weekly, 

Study work monthly, 
methods, staff quarterly, 
levels and areas and annually 
of waste such 

1
~p to 30th 

as:- June, 1997. 
- Breakage of 

bottles 
- Half-fills 
- Over-fills 
- Spillage 
- Selling and 

distribution 
costs 

- Stationery 
usage 

- Other and 
suti.it find
inss/reco-en
dations to 
General 
ttana1er for 
corrective 
action. 

should cover next 
achieveaents of quarter up 
the company to 30th 
relative •u its June, 1997. 
111iss1on. 

Reports on 
fraud as and 
when detected 
to General 
Manager. 

Departmental 
cost reduction 
and work 
methods 
in1prove111ent 
reports to 
General Hanaeer 
and Board of 
Directors. 

1-edi
ate l y upon 
detection 
ot fraud 
up to 30th 
June, 1997. 

To 
General 
Hanaser 
aonthly and 
to Board 
quarterly 
and 
annually up 
to 30th 
June, 1997 
or by end 
ot first 
week of 
next rele
vant period 

'9, 
FOLLOW-UP 
ACTION 

Ensure that week 
and ineff,.c-c.ive 
manaee•ent systems 
are i111proved to 
enhance the 
company's chances 
of achieving its 
aisaion. 

.-\rrange for 
checks and balances 
to be instituted 
to prevent 
recurrence fraud 
particularly at 
Depot Level. 

( 10 l 
OFFICER( S) 
RESPOHS I BU: 
POR FOLLOW-UP 

Internal 
Audit 
Manager 
through 
Internal 
Audit 
Supervisors 
and Internal 
Audit 
Assistants. 
Internal 
Audit 
Hana1er. 

Ensure that !Internal 
aeasurea are put in Audit 
place to reduce Hanager. 
C•)St and waste. 

( 11) 
TARGET COMPLETION 
DATE FOR FOLLOW
UP ACTION 

Continue up to 
30th June, 1997. 

Continue to 
prevent, detect 
and eli•inate 
fraud up to 30th 
June, 1997, 

Undertake 
measures to ~educe 
coat and waste up 
to 30th June, 1997 



TERS . .\l \t;DIT 1 

SERAL/DEPART~EST 

I l l I Ii I 
'ORPORATE OBJECTJ\'E'S 
:II SS lO!'i 

3. Ensure 
proper 
pt·otect ion 
of the 
COllpan)· 's 
prop.rt ies 
and assets. 

i 3 I 
STRATE&\· 

Physica 11 ~· 
inspect and 
confir& the 
existence 
location and 
,·alue of all 
c0!9pan,· 
properties and 
assets. 

~ 

I~ l 
OFFICER 
RESPON
S l BLE 

Internal 
Audit 
~anager 
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I 5) 
SECESSARY 
ACTION 

Arran!le for 
all co.pany 
fixed assets to 
be coded. 

16) 
TARGET 
C011PLET ION 
DATf:I S l 

By 
30th June,92 

Super,· i se cod-1 By 
fication of all 31st Oec.92 
fb;ed assets. 

Carry out 
1M>nth1Y checks 
on physical 
ei.;tstence and 
locatton of 
assets. 

Ensure that 
all staff and 
co•pan)' assets 
are properly and 
adquately 
insured against 
all appropriate 
risks. 

By 
t5th of each 
month up to 
30th .June, 
1997. 

By 
30th June, 
yearly up to 
30th June, 
1997. 

c 7) 
REPORTSlSl 
TO BE Sll8111TTEO 
PRODUCED 

l SI 
TARGET 
Sl18111SSION 
OATElS) 

codification lay 
List of General 31st Jan. 
Manager c.c. 1993. 
to Chief 
Accountant 

Monthly fixed By end of 
assets inspec- first week 
tion report to of follow
Ceneral Manager inQ month 
includin!I up to 30th 
information on June, 1997. 
ownership .rnd 
valuat.ion. 

( 91 
FOLLOW-UP 
ACTION 

Oversee codi
fication of all 
new co•pany fixed 
assets. 

Ensure necessary 
maintenance of 
fixed assets is 
carried out hy 
company. 

Fixed Assets By end of . Ensure that all 
and other first week assets that are 
assets insuran- of July of not properly 
ce cover each vear insured are 
Adequacy Report up to 30th adequate!)· covered 
to General June, 1997. b; insurance. 
Manager 

r 

I 10) 
OFrlCERC SI 
RESPOl'ISIBLE 
FOR FOi.LOW-UP 

c 11 ) 
TARGET C011PLETIOl'I 
DATE FOR FOLLOW
UP ACTION 

Internal !Whenever new fixed 
Audit ~ana~er assets are 

acquired up to 
30th June, 1997. 

Internal 
Audit :1anager 

Internal 
Audit :1anager 

By end af second 
week of followin1 
•onth up to 30th 
June, 1997. 

By the end of the 
second w11Bk of 
July ~1early up 
to 30th June, 
1997. 



!!"T!:RSH \l'DIT -I 

GE"ERH/ DEP.\RT•tt:ST 

• 1) I .;:. 
C'ORPOR.\TE OllJEC'Tl\.ES 
MISSIO:'i 

. • 

-1 • .\ch1,.,·e "" 
Effect ne 
olnd i nte
!lrated 
11anag-ent 
lnfonaat ion 
Syste•. 

I JI 
STRATEGY 

Stren~tht!n 

and increas.e 
rellabd 11~· of 
man••••ent 
report inq 
S\"SteM. 

t ~I 

Ot'FIC'ER 
RESPON
S I BLt: 

Internal 
Audit 
Manager 

t 5) 
NECESSARY 
.~CTlON 

Ensu1·e that 
a 11 J1ti h, 
weekly, •onthly, 
quarter}>• and 
annual •anage
•ent inforiaation 
reports 
includinq 
- Trial balanc1ts 
- Final Accounts 
- Cash Budqets 
- Bank Re cone i -

liation state
•ents 

- Staff Perform
ance 

- [valuation 
Reports 

- Sales Reports 
- Production 

Reports 
- Staff Traininq 

reports 
- Other Reports 

are submitted 
on ti•• as 
spelt out in 
this corporate 
plan . 

,-:pf 

LAKE ~IC'TORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY ANO ACTION PLAN SHEET 

161 
TARGET 
COMPLETION 
D.\TEtSl 

Dai. h·, weeklv 
111onthh·, 
quarte1·ly or 
ann•Jally as 
specified in 
the corporate 
plan up to 
30th Juna, 
1997. 

ti I 
REPORTStS> 
TO OF. SUBl1ITTED 
PRODUCED 

l1ana!le11ent 
information 
reports ca lied 
t'or in the 
Corporate Plan 
1992/93-1996/97 

t ~) 
TARGE1' 
SUBMISSION 
DATEt S l 

Not later 
than 
various 
times 
specified 
in 
corporate 
plan. 

t 91 
1'01.1.0W-llP 
ACTION 

Ensure that 1tll 
reports that are 
not subtlitted in 
accordance with 
th• deadlines spelt 
out in the 
corporate plan in 
any period are 
promptly subtn1tted 
ln subsequent 
periods and arranqe 
fo1· lapses in 
report sublll1saion 
to be made known 
to the Genen l 
Manaqer for 
corrective action, 

t 10) 
OFPICERt SI 
R!SPONSIBU 
l'OR FOLLOW-UP 

Internal 
Audit Manager 

t 11 I 
TARG~T COHPLETIOS 
DATr. FOR FOLLOW
UP ACTION 

Continue to AnNure 
prompt sub•L&ston 
at all ~anaa•••nt 
infor•ation 
reports up to 
30th June, 1997. 

'·· 



l'TER!i .. L \l"DIT :; 

~H!RAL/DEP .. RT~E~T 

( l l : 2) 
ORPOR.\TE IOllJECT I n:s 
~ISSID~ 

~. St r•n!lthen 
Internal 

di 
STRATEC\' 

Re-or1an1se 
Internal Audit 

\ud1t Sect.onlsect1on to 

I 

I 
I 
! 

into 
De~rt .. ent. 

ensure 11re•ter 
effect n·eness 
and efflcienC)' 
durrn!l the plan 
period. 

I~) 

OFFICER 
RESPON
SIBLE 

Internal 
Audit 
!1ana11e1· 

f 5) 
!'IECESSAR,. 
ACTION 

Liil1Se with 
Personnel 
:1ana11er /Co•pu.w 
Secretiar\' for 
creilt1on of 
sections for 
Internal .\utht -
Operat1on!I .1nd 
ln•ernal .\ud1t
syste•s. 

AS!Si!ln 'ln 
Internal Aud it 
Supervisor to 
handle 1n\',.st1-
1at1ons. 

Re-desi11nate 
various 
pos1t1ons w1th1n 
dO!part•ent as 
appropriate. 

Train 
personnel in 
depart111ent on:
• Co•puters 
- Syste•s 

analysis, 
internal 
control 
1nvest11at1ons 
and report 
writ int. 

145 
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CORPORATE PLAN 1~92 TO 1996 
STRATEGY AND ACTION PLAN SH~ET 

161 
HRGET 
COl1PLETIO~ 

OAT Et S l 

By 
30th June, 
1997. 

ll\' 
31.lth June, 
1992 

co-enc• 
i••ediately 
and continue 
up to 30th 
June, 1997. 

c 7 I 
REPDRTSCSI 
TO U SU8111TT£D 
PRODUCED 

l1e1M>randum to 
Personnel 
Mana11.ir/Cc..111pany 
Secrottarv on 
proposed re
orqanua t ion of 
the .\ud1t 
Sect1<Jn. 

1 SI 
TARGET 
Sll8111SSION 
D"1F.fSI 

31st Dec. 
1991. 

Letter ro jllst ~ay, 
ass111n Internal 1992. 
Audit 
Supervisor 

Lett"r to 
!It aft who wi 11 
b11 red .. s1gnated 

31st :-lay, 
1992. 

As iand when 
necessary 
during plan 
period up 
to 30th 

I 91 
FOLi.OW-UP 
ACTION 

Ensure staff 
perter• effectively 
and 11fficunt ly 
in their new 
pus1tions. 

Ensure vacancies 
Al'fl f 11 lf'ld, 

Tra111 !'ltaff Mi 

n11cffssarv to •~ke 
the111 lllOt'& 11ffect1ve 
and effic111nt 1n 
th•ir new poait1ons 

En11.11r11 staff 
follow structur11d 
trainin~ proqra•rnes 
to l11prov11 the 1 r 
skills and 

Training 
proqr1111s 
reports to 
P11r~onn11l 

11anaqer/Cornpanv 
Secretaq•. June, 1997.lknowledge particu

larly on co111p11ters. 

.~ 

f 10 I 
OrFICERf SI 
R!SPOHS!BLE 
FOR ror.1.ow-c;p 

lnt11rnal 
Audit 11"na !le r 

Internal 
Audit MRnager 

C II l 
TARGET COl1PLV.TION 
DATE FOR FOLLOW· 
IJP ACTION 

30th June, 1997. 

llMt Dote. 19!12. 

Int11rnal 1cl)nt1n110 "Ith 
Autht :1an•11er tra1n1n11 ••P to 

30th June, 1997. 

lnt11rnal !Arrange structured 
Audit Manaqer trainln!l pro-

11ra11111es up to 
30th Jun11, 1997. 



..,.ER'i.\l v·o1T 6 

!'liER.\l; DEP.\RT'1t:ST 

I l l ! i ~ ) 

~RPORA TE I OllJ ECT I\' ES 
SSIOS j 

I 

1;;. Secur"' 
lsuff Lci.,nt 

j
rund1ng to 
co•·er all 
aClLVltle"i 
of th,. 
Depa.rt•ent. 

i 

' 

I 
! 
I 

-- I 
---1---

~ 

l t) I I STR.>.TEC\' 

Prt-p.-.1·" 
Dep;u·t•wnta l 
Bud!{et. 

I~ I 

OHICER 
RES POS
SI RLF. 

t rit.,1·na l 
AuJi t 
:1ana!ler 

I~) 

SECESSAR\" 
ACTION 

Co111plwto! 
standi:.:ed 
Bud9et for111 

Sub1111 t 
co111plete fu1·111 
to Chief 
Accountant for 
consol1dat1on 
with draft 
budgets of other 
depart111ent s. 

.\ttomd Budi;ittt 
heannqs 
•••t1ng,s. 
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LAKE ~ICTORI.\ BOTTLING CDHrAN\ 
CORPORATF. Pl.AN 1992 TO 199fi 
STRATEC\ \NO ACTIOS PLAN ~HEET 

16 l 
TA RC ET 
COMPLETION 
l>ATE«Sl 

31st l.ln. 
yearl~· up to 
30th June, 
1997. 
2~th feh. 
~·early up to 
30th June, 
i99i. 

c 7) 
REPORTSISl 
TO 11£ SUB:1ITTP!D 
rRODl'C:ED 

Co•pleted 
Budcet proposal 
tor11 to Chief 
Accountant. 

I !il 
TARCk:T 
SUBMISSION 
D.\TF.1 SI 

15t~ 
February 
ye1&rh• 
up to 
30th June, 
1997. 

191 
FOLLOW-1.'P 
ACTION 

Reviud dotpart
•ental budcet baeed 
upon co111111enta 111ade 
at budcet hearin• 
111e"t inc• and 
re-11Juhcuit final 
draft departmental 
budget propoaalft to 
the Chief 
.\ccountant. 

Obtain approved 
cop~· •>f bud1e1. 

c 10 I 
OrFtCf!RI SI 
RF.SPONS I au: 
POR POI.I.OW-UP 

111 l 
TARCF.T COMPLETION 
DATE FOR VOLLOW· 
UP ACTION 

Internal jllat :1srct1 
Audit Hanacer yearly up 

to 30th June, 
1997. 

Internal IBy 30th June, 
Audit '1anacer v11arlv up 10 

lOttr June, 1997 . 

r 
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'l 1 
STRATECY 
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16) c 7) '~I 
TARCET Rf.PORTSC SI TARCF.T 
COl'IPLETION TO BE SUBl'IITTED SUBl11SSION 
OAT!tSl PRODUCED DATP!I <; l 

~~~~~+-~~~~~~-+-~~~~~~~~i--~~~~+-~~~~~~~--4~~~~~~~1--~~~ 

l. To ue,·e lop 
"' coaprehen
s i ve p.ir
sonne l pro
<1ra-e ?o 

en.bl• the 
coapan~· 

.t.Chie\'" It 'i 
•1ss1on 1n 
t"r•s of 

Recru1 t••nt 
~ra 1111 n11 
.ind 

I. Ke,· 1e" pre-
sent •ethods of 
r•cruit•ent in 
lt:e c0tapan)· to 
ensure \tff\tct· 
1veness i&nd 
obJ•ct1vity. 

R••· iew 1nter
v1e" procedure 
.t.nd rl!'cru lt•ent 

-!en~ l•>1>111en' ! pro.:e<iu1·e for 
. Reaun.,r.i- lnew ••plovees I tLon to ensure 

~· Appra1s.t.l ~bJect1v1tv in 

I
. :tot1>.t.t1on lall recru•t11ent. 
. D1sc1phne 
. l.'el far .. 

Pou·sonnel 
!'lanall•I'/ 
Co•pany 
Secretary 

Personnel 
!1c.nage1·/ 
Co•pan~· 

s .. cretar\' 

l. Deu11n 
appli~ation for111 
for ••ploY111ent 
in order to 
ohtain relevant 
personal 1nfor111-
ation about 
prosepct1ve 
••plo~·eH;. 

Draw up 
O\Pli tude tests 
to be t•ken bv 
al I <1roup 
e111plo;·9e!I )Oln
inq the co•pany. 

Deter•ine and 
ad,· ise 111e•ber
ship of recruit
••nt interview 
panels for 
various 
positions. 

BY Jht 11ct. 
199 l. 

By Jlst Oct. 
1991. 

lly .Hst Oct. 
1991. 

Notw appl icat inn 
for• for 
••ploYMent. 

Cont ident ia l 
llpt i tude teflts 
for variouis 
cateqorie11 of 
new 11111p loyee!'I 
to peraonnel 
111ana11er and 
General !1ana11e1· 
for o.!)proval • 

Circular on 
111e111bership •)f 
interview 
panel• for 
variou• cate· 
11ori•• of new 
e111ployee11 to 
C•nera l t1•.na11er 
and all H11ada 
of Department. 

By 30th 
NO\', l991. 

BY 30th 
Nnv. 1991. 

BY 30th 
Nov. 1991, 

I 9 J 

FOLLOW-UP 
ACTION 

Enaure new applica· 
t ion fOl'lll for 
e111ploy1Hnt i• 
appl'oved used by 
all new e111ployeee. 

Enaul'• aptitude 
telSta are taken 
anti paaaed by all 
•hnrt I lated 
l'l'ODlle<: l 1 \' e 
applicants before 
thev .al'e 1nt•r-
v 1ewed. 

110 I 
OPrlCt:RC SI 
RESPONSIBLE 
FOR FOLLOW-UP 

Peraonnel 
11ana11el'/ 
Co•panv 
Secretal'y 
throuch 
Per1onnel 
Off ice!'. 

Peraonnel 
t1ana1er/ 
Co•p11ny 
secret11ry 
thl'OU'\h 
Personnel 
Off ice1 . 

111 J 

TARCET COMPLF.TION 
DATE roa rOLLOW-
trp ACTION 

IConttnue up to 
JO th Jun•, 1997. 

Continue 11ein11 
ohject1ve recruit· 
••nt procedur11e 
.hr0t111hout the 
plan pttr1u<i up ta 
30th J•infl' 1997' 



tERSOS'.li[L ~I 

~~P\SY SECRET~kl~T 

tESER\t/DEP\RT~EST 

I l) I I z I 
CORPOR.\T£ OBJECTl\'ES 
1!11 SS IO~ 

I 
I 
2. £11sun1 
le11ality .:>f 
e•plov-e11t 
proc .. dure'i. 

1 l. S1•plif·; 

l
recru11•ent 
proce<tu1·"". 

I 
I 
I 
' 

t 3 I 
STRATEC\' 

Re•·1e"' "ll 
labour l.i"'s of 
l'!lianda and 
en!IUt'• co111panv 
co111pl1"s "llh 
th••· 

Oe·>1 iln and 
prep.ire Pl""· 
printed 
3ppo1nt111ent 
letters fc.r:-

· ;>er•anent 
.ippo1nt111ent 

• contract 
.ippo int•ent 

- casual 
"ppointaenta. 

C ~I 
OFFICER 
RES PON· 
SIBLE 

C 5 I 
Ii EC ESSARY 
ACTIOli 
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c 61 
TARCf.T 
COMPLETIOli 
D.HF.cSl 

c 7 l c III I 
REPORTSCSI TARCET 
TO BE SUBMITTED SUBMISSION 
PRODt:CED DATEI SI 

Fersonnel 
Hana1er/ 
Co111panv 
S&cr.,tary 

su .. ar1se all lllst Oct. 
relevant laws on 1991. 
en1a1e•ent of 

su-ar)' of I JO th Sov. 
relevant labour 1991. 
la"'s to 

apprentice!!!, 
casual labour, 
contract labour 
and per.anent 
labour to 1u1de 
personnel 
.:.ff1cor. 

Perso11n&l Cyclostvle 
Hana11er/ Pre-printed 
Co111panv ~ppo1111111ent 

Secretary letters for 
peraanent, 
casual and 
contract 
.i.ppo1nt•ents. 

31!!11 Or;t. 
1991. 

pttrBr•lll1\! 1 
offJ :er for h111 
llUHl \f\Ce, 

Pro-pr 11H ad 
a11po 1ntm•tnt 
t'orms. 

Obtain 
refre&s 
reports 
Obtain 
aedical 
exa•1nation 
report. 

10th SO\', 

l 9'J I , 

c 91 
FOLLOW· UP 
ACTION 

Ensur:"e all 
rocr11it1Hnt 
procedures co111ply 
with l4WB o( the 
country. 

r.nNUflt UH of 
prtt-pr111ted 
.1ppo 1nt111en I 
for11111. 

c 10, 
OrFICERI S l 
RES PONS 1 Br.t: 
FOR FO!.LOW·IJP 

P•r:"sonnel 
l1ana1er/ 
Co11pany 
Secretary 
thl'Olltlh 
Per:"sonnel 
Officer. 

I 111 
TARCET COHPLETION 
DATE FOR FOLLOW· 
LIP ACTION 

Co11t1nue to co11ply 
with all labour:" 
1 .. w11 UI> to 30th 
.Jim•, 1997. 

Su11 as .tbo\ielt:'ortin11e to use 
pre-printed for111s 
unt 1 I )fl th .Jun", 
1957. 

·~ 



.RSOl'll'llL 3/ 
:t>t1P:\l'IY SECRETARIAT 

&~ERAL/DEP:\RT~!l'IT 

I l) I . ~) 
ORPORATE 08J£CTl\'£S 

hrss1os 

-4. Ensure 
proper 
ua· ient.-t ion/ 
induct1<.>n or 
All ne" 
••pl<.>\ee'i. 

')) 

STRAY EC)' 

OeSl\111 
inducth)ll 
pro!lr~es to 
be fol lowed b)' 
all notw entrants 
into th• CO•PllllY 

•-II 
OFFICER 
RESPON
SIBLE 

I 51 
NECESSAR)' 
:\CTION 

Personnel . Li.-ase "ilh 
~lana!l·•r/ Heads ot' 
Coapa:oy Departaents on 
Secretary propos•d 

induction 
pro!lr•-e• and 
finalise a! 1 
induct ion 
pro11ra-es. 

"' 
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161 
TARGET 
C011PLET10N 
DATEI SJ 

30t.h !-lu•·. 
1991. 

( 7) 

KEPORTSISI 
TO BE SUBMITTED 
PllODUCED 

Induct wn/ 
orientation 
pro11r•-•• to 
be follo,.ad 
by all new 
entrants into 
the co111pany. 

IS I 
T:\RGET 
SU811JSS ION 
DATEISI 

.) 1st llov, 
1991. 

I g I 
FOLLOW-IJP 
ACTION 

Enuure al I new 
a111ployees 110 
throu11h oriantat
lon/ lnduction pro-
11ra111111aa in order 
for the• to settle 
down quickly, 

Ob ta in ta•dback 
on new 11111plOYBa 
parfor111ance during 
their probationary 
periods and 
r.onfir111/dischftrll• 
th•• as necessary. 

htand pro-
ba t Iona ry prtr wd 
if necessary. 

I 10 I 
OFrlCElll SI 
RES PONS I BL! 
POR POLLOW-UP 

Paraonnal 
Hana1ar/ 
Co111pany 
Secretary 

Paraonna I 
l1ana1er/ 
Co111pany 
Sacr11tarv 

Par111>nn11l 
11ana1ar/ 
Co111pany 
S11cratary 

11 \) 1 
T:\RCET COHPLETIO~ 
DAT! POR roLLOW
UP ACTION 

Cnntinua to an&ure 
that new utaff ar" 
properly inducted 
into the co111pany 
up to 30th Juna,97 

On last day t>f 
probationary 
parit>d of new 
eaplovea ~hro1111h· 
out th• plan 
pariot. up to 30th 
Jun•, 1997, 

r..mt inu• 111.rn1· 
tor1n11 pru1r•111 
c:f e111ployaaa up 

j to 30th June, 
1997. 

~ 
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1 ! (ESPO'i-
1 I :; I !IL[ 

_ ,. i ., IP 1 ,,. ~·~'c\1.I: ·' 1, ir~''""I'~ 

1 

~,·C;:i.nun.~ 

h l tlh ! '. ~ z:..t !. h-1. Ul- t :h~- Jut• 'ltllh\-t•H' / 

l•><l L\bo1ir ltra.1n1n~ r•ro- ICu•p<ll\\' 
·for~" 111ress rt>pnn S•><·1·etar\' 
I for• f~)r -t,.,n.,.1·tt ! 
! I us" bv "1 l !l""'I·. i 1 ·>f <lt!p.u·!111o•nt. 

I I 

l I I . 
: I 

I 

' I 
I 

I I 

I
I 1 ~ l 

~ H'E:>!>.\R\' 
\CTION 

\&'!'.Hh~lk.' fuL' 

•>11-th"· Jol> 
'ra1n1n11 1>ro
gre'is report 
for111s to he 
pn n t P<l and 
ll1str1buted tr• 
al I Head'i of 
Depart1Den1. 

150 

1..\1\t: \ ! :·: M~ I.I tlOTTl. I •,1, •1' II" I"·,· 
1 .. <a:r·1'k.\"'r "'"S t'l·J~ r1·; i·l'•h 
"'''1H:•.1 1':11 1•'Ttc>'1 ,•1.1~. -.ur.rr 

I l T.\~C:E~··' 
jr.O~PU:TJ11'i 

10.Ht:1S1 

I 11lth 

11 ~9:. 

I 

I 

~ ..... 

I 

I ; I ' ., ) 

HEPOMTS1~1 TARC~T 

TO llE SPRMITTl:D SUllMl~~ION 

PRODUCED DATEfS) 

011- l ht!• Juh 
t ,.,, 11111\ll 
p1·oq1·es11 1·,.port 
form ruall 
He>\11'; •>f Dept. 

15th ,.,,, ' 
1991. 

I 
i 
I. Me' le" I .,.1,;t 111'! 

t r:un1n~ 

I I 

1

1

Pen;onne11. 
" ' I .• ana11.,r. I 

l
c.-,mp.inv . 

Assess off-the Annual!\' 
iob tra1n1n11 throu11hout 
re~u1rements th" ~1 .. n 

I 
I 

1

:1 .. moranch1111 ''' Th1·m111ho11t 
Head~ of Dept. tt.n pl11n 
tc. 1,1f1,.·m th"m ll"l'l•~•I !Jut 
abou1 <.tilff 111 not lat"r 1 ,,~tie•o?s .ind 

dra" up 
structun!rt 
tra1n1n11 and 
•anpo,,.er 
de\'elopment 
pro!lra.-es 
for all staff. 

'iP.cr.,t.in· ot' :al I ~ta ff P"r 1od 111> 
and re\·1.,w to 30th Jun,., 
tra1n1n!I 1997. 
progra111•e11 of 
":o.:ternal 
tra1n1ni 
inst1tut1on9. 

their depart- than twn 
!Dents who have week~ 

been selected before 
fnr off-rhe-Jo~ r.ommenr.e-
tra1n1n11 ment of 
courses. each 

tra1n1n11 
course. 

'!) 
FOL J.1Hi • l' I' 
H'TIOS 

I
I. Obt<11n ~umpl"t"d 

o1n- the- Jnh 
tra1n1n~ ~roQrllf!R 

repo1·t formN fro• 
HeadN of Oepl , 

Review forms and 
~rr~n~" o:o.:rern~I 

tra1111nq course~ 
or other 
appropr1•te 
tra1n111~ ,,, fi 11 
.inv 1dent1f1ed 
ta·a1r11n~ qdp~. 

L1~1~e ~1th tle4ds 
of d"parrment anrl 
arranqe for Ltaf f 
to attend tra1n
in11 r.our~es. 

•I 

I 10 I 

OYFICt:R1 S) 
Rt:SPONS 1111.F. 
FOR FOLLOW-l>P 

Pe1·sfl111111 I 
:1andQfJr I 
Comp11nv 
S"Cl'f>t .ti'\' 

rerson11 .. 1 
:1anA!l•r I 
c .• 11panv 
Sotc:.r11 tan· 

·-~ ' ) ~ ' I 

TARGET CU1Pl.ETIUN . 
fl.\Tt: fOR F1l.J.OIO-
~I' ~CTION I 

. I 
1:onr Lnuu , . .,., s tt\.o 111v,i 

fln-•h~·Juh I 
t ru 1n1 n~ pro~I'"''~ I 
r1tport~ a11rl I 
.tlT,.n•! .. f11rth.-r 

I 

I 
tr;11111n~ •·~ 

llftC.HHolll'\. II~· t fJ 

·Jilt Ii .June, I <j'l l. 

,·unt 1ruht tu 

~rran!I" 

r14~k~H~rv 

of(•fhh•)Ob 
tr1t1nLnl cr>11r11es 
for 11tatf up to 
Jt)th Jun&, 1997. 

! 
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lG I 
TARGET 
C011Pl.ET!ON 
D:\TEtSI 

l; I 
REPORTSlS) 
'l'O BE Sll8111TTED 
PRODUCED 

ls) 

TARGET 
SUBHISSION 
DATr.cs1 

191 
FOLLOW-I.IP 
ACTION 

I 10) 
OFFICERc S l 
R!SPONS I BL£ 
FOR FOLLOW-UP 

( 11 ) 
T.\R'-l'!T C0111'LET ION 
l>ATE t'OR t'Ol.LOW
l'P AC'TlOH 

+-~~--t~~~~~-+~~~~~~--t~~~~..-~~~~~~+-~~~~~+-~~~~~__,i--~~~-+-~~~~~~~-+~~~~~-+~~~~--------0 

I Ii. Ensur" a 
h ll)h l\" 

'•Ot !\dtecl I "''r'- fore". 

s .. hct slaff 
who bas"d 
upon their 
consistent 
outstand11111 
performance 
and future 
potential 
should be 
de,·eloped for 
-nal)e•ent 
suc1:ess ion. 

Pe1·sonn"'J 
11ar1a11er I 
C'o•pany 
Secretary 

l•p.·o,e "'•lies 1Pe1•sonnel 
and salaries !1ana11er/ 
.i<1• 1n1st1·a t ion I Co•pan~· 
~nd link r"•u- Secretar~ 
re•un.,rat1on 
sc().,•e to 
product 1 ,. , t \" 
of staff 
throu11h 
appraisal of 
perfor-nce. 

Rev 1""' 
on-the-Job 
trainin!I 
prol)reas 
report!!. 

- staff 
perfor•ance 
appraual 
for•s. 

C'oncluct waa .. s 
and salaries 
SUr'\"e\"S ·) 

ensure L\"BC' 
wa11es and 
sa lar lttS 
continue to 
be co•p•t it ne 

l'p to 
30th June, 
1997. 

up to 
10th June 
19!}7 

Confidential 
special staff 
appraisal 
reports to 
Genera 1 11anaser 
for aµprova l. 

WaQeli and 
salarieN 
"IUl'\'lt\' 

reports to 
General 
Manager for 
his inform
ation prior 
to negotia
tions with 
union . 

... 

Aai and when 
necessar)' 
d11r in!I plan 
jleriod up 
to 30th 
June, 1997. 

Bv t.h11 enrt 
of 1111ch 
~·ear Ull '" 
30th Juno. 
1997. 

Arrange special 
trainin!I cours"a 
for sel1tcted 
staff 
A1•range bondinq 
of ataff ii& 

nec•saary. 

S·.'blllit recom111end
at ions to General 
•lanaijer 1m 
poss1ble 1·ev 111w 
of conditions of 
ii&rv1ce, 

Personnel 
Mana~er/ 
Comp.tnv 
Secrat~~Y 

Crint1nue to 
arrana• 11uch 
11pecial tr11£n111oi 
and bonding of 
•t.ttf 11p Ir> 10th 
.June, 1997, 

CantiP~., ro rev11tw 
Bf,) f~ '°'a 1.&r Lilb, 

""!!"6 ,\nd oth111· 
benefit Ii "I' to 
10th Junft, 1997. 
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' l 
I 

I 
I 
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ISTRATt:G\' 
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161 
TARGET 
COMPLETION 
OATF.tSI 

I 71 I I'!) 
REPURTStSI TARGET 
TO RE SUBMITTED SUBMISSION 
PROOllC.:D DATF.1 S l 

Develop a ;nb '10th June, 
grading system 1993. 

Pi•u!KJ .. f!d JC;b 
gradinti re(lort 
to General 
Manaqer for 
appro,·a l of 

J l"t Ju I~·, 
19!13. 

for the 
company and 
detttr1111ne 
appropriate 
salary scales 
for the ne"' 
.)Ob grades 
that wi 11 
be determ1ned. 

Determine 
app1·opr ia t" 
product1vitv 
related bonus 
schemes for 
staH in all 
de;>artiaents. 

10th June, 
L 992. 

naw job grades. 

Report on 
product 1 v l t ~· 
rel.ited bonus 
sche•es to 
General Manager 
for approval of 
tar!lets to be 
achieved by 
staff in all 
depart11ents in 
order to 
qualify for 
product iv it:; 
bonu~es. 

31st July, 
19~l. 

19) 

FOi.LOii-UP 
ACTION 

Advise all Heads 
ot Department of 
11'1w Job grader;. 
Advise all start 
of their new 1ob 
11rades and 
correspond1nq 
sa Jar'"", 

111)) 

ornr.r.R1s1 
RES PONS I Br.t: 
FOR ro1.1.ow-up 

I
P11r-.onnel 
!1ana11er/ 
C:o111pany 
Ser.r•tarv 

O~tain from headslPersonnel 
der1arflnt1nt. ann 
<otud\' r"poru1 <lll 
staff performance 
Subia 1 t rer.oia111en
da t ion11 fc>r p11y-
111ent ni prncJur.-
t 1v 1 ty bonuses to 
General l'tanager 
for appro11al, 
Issue letters 
on producti111ty 
bonuaea to staff. 
Ensure deserving 
!Staff receive 
approved bonuses. 

MarllllJ& r I 
Company 
Sotcr.,tarv 

1 LL l 

TARGET CO~PLF.TION 

DA Tf: FOR t'Ol.l.OW
llP At'TION 

30th June, 19'17. 

A'> .to:J wh1111 
n~c~~Rdr~ d1Jr1n~ 

the pl~n per1nJ up 
to l:Jth June.97. 

y 



ERSOSSEL 7/ 
0.'1P.\li\" SECRET\RI \T 

ESERAL/0EPART'1ES~ 

I 1 I I I ~ I 

COR?OR.\TE I OBJ El'T I \"ES 

'11SSION l 

I 

I 
I 

I 
I 

I 
I 

I 

I l I 
STRATEG\" 

i.l.,, . .,lop .... 
object i ,.e 
staff 
.ippraisal 
,_yste•. 

I 

1-11 
OFFICER 
RESPvN
S IBLE 

Personnel 
Manager/ 
Co•pany 
secr@tary 

I 

I 

I 5 l 
SECESSAR\" 
ACTION 

Re-Jesisn and 
arrange printing 
of draft of nttw 
'ltaff perform-
ance evaluation l 
for•s for Junior 
1 group) 
li'mployees and 
for senior 
staff, 

I 

Link appraisal , . process tn 
productivity 
by reco••end-
ing incre•ents 
up-grading and 
pro•ot1on:J for 
deserving 
staff, 
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LAKE VICTORIA BOTTLING rOMPAN\" 
roRPORATE PLAN 1992 TO 199£ 
STRAfEG\" AliD ACTION PLAN SHrET 

I G) 
TA RC ET 
COMPLETION 
0\TFI SI 

h' 30th 
June, 1992. 

Annually 
or as 
necessary 
Juring plan 
period up 
to 30th 
June,97. 

•' 

I 
I 

I 

I 7) 

REPORTSIS) 
TO BE SUBMITTED 
PRODUCEIJ 

New staff 
perfor111ance 
appraisal fnrmii 
for:-
- group 

11mployees 
and 

- senior staff. 

Completed 
staff 
appraisal 
for11 to 
General 
Manager or 
Board for 
appraisal. 

IS) 
TARGF.1 
Sll8MISSJON 
OHEIS) 

'31st July, 
1992. 

I 

I. Annually 
and 
whenever 
necessary 
during 
the plan 
period up 
to 30th 
June,97. 

I 9) 
FOLLOW-UP 
ACTION 

Obtain approval of 
General Manager to 
revised for11s. 

Distribute 
revis1td forms to 
h1tad <Jf depart
ment and General 
Manaqor. 
Organise a 
one-day workshop 
to brief all 
heads of dep.art
ment and G1tneral 
11anaqer on the 
uae <)f the new 
staff appra1>;al 
forms. 
Monitor 1t•ployees 
performance to 
ensure i111prove
ment in areas 
of 1·~ak assess
ment 
Issue letter<J 
to positively 
reinforce 
e•ployees by 
g1vin!I them 
1ncentiY>i& that 
are com•ensurate 
with their 
performance. 

I 10) 
OFFICF.RcSl 
Rf.SPONS I llU: 
fOR FOi.LOW-UP 

Personnel 
Manager/ 
Co111pany 
S'lc:retar~· 

Personnt1l 
Ma11a!ler/ 
co;iipany 
Secretarv. 

I 11 ) 
TARC£T COHPL!TION 
DATE POK fOLLOll
LIP ACT ION 

Hold workshop 
before 31st AU~. 
1992 and continue 
to u'Je the revise~ 
~taf f performancH 
appr11.1 sa l for111s 
up to 30th Jun1t 
1997. 

Continue to 
monitor 
e111plnyee·~ 

perforoeance 
throu1hout the 
plan period 
up to 30th June 
1997. 



E!!SOSSEL '>/ 
OMP.\S)" SECRET.\R 1.-\T 

•ESER.\L/DEPART~EST 

<I I I I 2 I 
CORPORATE loaJECT l\'E:i 
!11SSIOS 

STRATEGY OFFICER NECESSARY TARGET 
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LAKE VICTORIA BOTTLING COMPANY 
CORPORATE PLAN 1992 TO 1996 
STRATEGY .\ND ACTION PLAN SHEET 

RF.PORTS!Sl TARGET 
RESPON- ACTION CuMPLF.TlON 

(;I I I 5 I 

TO BE SUBHlTTF.O SURHISS!ON 

I 91 
FOLLOW-UP 
ACT!O~ 

I J 0) 
Ol'FICF.R1 SI 
RP.SPONS181.E 

I l l I 
TARGET COMPLF.T l•l~ 
OATE FOR fOLLO~-

ll di i-11 C!i) 161 

SIBl.F. DATf.1:\1 IPRODLIC'F.D n.HF.ISI lfOH ror.1.ow-1·p11·p \l'T!O'i I 

• - I Ir 
I I R Ip . : I. ~v 1~-~ ~r°')u11n'"': I j ""''"t 111-i •~Jff ~an<l!!,O!t'/ 

Jn<! ,,r~an 1sa- I Compan' 
t1nnal Secretary 
111anua 1 fo1· 

L\BC. I 
I 

... 

~ 1 • ... ~ ·~· • .... .: • J :~ 
Jesc1"1µtions 
and man-
·,pec if i cat ion 
fo1· all ;obs 
.ind re-dl1gn 
salary sea les · I 
Determine 
promotion 
pol IC\' 

Draft tra1nin!.! 
pol icv 
Determine 
';chemP of 
~et'\' 11.:-e for 
all ~taff. 
Prepare 
conditions of 
service for 
q1•oup 
emplo\'ees and 
senior staff, 
Prepare 
revised 
Organisational 
Chart . 

I 

g,· 1t\t I. 
.Jun", 9~ 

;,_·,·,mµreh~ns 1' ~ 

orga111sat1unal 
and staft' 
manual. 

1.11,-, t J 11 l ,. , I 
l '}9-1. 

A1·1·a11i,ie f' H' th .. 
re' 1 S•H.I comp1·e-
hensive flrgan1-
<iational and 
staff manual 
to be approved . 

Circulate 
conprehens1ve 
organisational 
and staff 
manual to di l 
Heads of 
Department and 
General !1anage1· 
for their 
11u1dance. 

I Pf'!l'SOllll"l 111-;t .\ll<Jll!.L 
I 
I 

;-1anage1· / 199~. 

through 
Personnel 
Offir:.,r. 

I I 
I 
! 

Per!'ionnr• B°' gu it.led h~· 
:-Sana!;:. r: I manual up tn 

thMuqh 30th June,97. I Per!ionn'!I I 

Off ir:er 

... 



!:RSO.~SF.L 'j/ 

b~P\N\ 5ECRET\RIAT 

~SERALiDEPART~EST 

.i1 I .. n 
~ORPORATEIOftJECTIVES 
~ISSION I 

i I 3) I STRATEGY 
C-11 

OFFICER 
RESPON
SIBLE 

1~a1ntain an l'n.Jertak" Pe1·sonnel 
organ1sa- act1v1ti"s to Mana!lei·/ 
j tional chart Revise the Co111pa1w 
1o;h1ch ensure~ present Secretarv 

jthat opera- j orqan1sational 
It ions of t~.e I chart. 
ca.panv lead 
1t ~n the 
rlt;tht I 

strateq1c I 
direction. 

1 

I 
I I 

11 I ! I 

' i I 
- i-
I 
I 

I i 
i 

I I 

I 

I I 
1

tl 
I I 

-

l- I 
11 I 

I 

- 1-

I 3l 
SEC'ESS.\RY 
ACTIOll 

Redes1~11ar., 

positions in 
the production 
department. 

Redesit;tnate 
positions in 
the ~arket 1nt;1 
Department. 
Redes1gnate 
positions in 
the personnel 
department. 
Red ... s1"-nate 

1 othe•· 
positions as 
necessarv. 
Carry out 
11eces,;a1•\' 
depi.ovments 
of staff. 
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LAKE VfrTQRIA BOTTLING COHPANY 
CORPOR.\TF. PL.\N 1~92 TO 1996 
STK.\T~GY \ND ACTION PLAN SHEiT 

c G l 
TARGF.T 
COMPLETION 
D.\n:c SI 

6\' 10th 
June, 1992. 

~ 

c 7, I I 5) 
REPDRlStSI TARGET 
TO BE SUBMITTED SUBMISSION 
PROOl'CED 

Lette1·s to 
affect staff 
whose positionE: 
will be re
designated and 
l.,tters to 
staff who ... -111 
he re-cl.,1->loved. 

DATEtSl 

By 31st 
Julv, 1992. 

c 9, 
FOLLOW-llP 
.\CT ION 

c 10 I 
OFFIC::ERt S l 
RES PONS I 81.E 

( 111 
TARGET COMPLETION 
D.\TE YOK FOLLOI.'-

FOR FOl.1.011-PPll'P .\CTIO!'I 

Hon1tor perform- !Personnel 
ance of staff Mana~er 
after •.hey have 
heen re-
des i qna t ed and/or 
redeployed. 

Co:it Lnue ro 
monitor perform
ance .tnd train 
"taff up to 
30th .June. n' 



!'ERSOSNEL 10/ 
C0!1P.\SY SECRETAR I.\ T 

GESERAL/DEPART"1EST 

I 
i 
I 
" 

• 11 I I 2) 
CORPORATE OBJECTIVES 
!'llSSIOS 

To provide 
effect i , ... and 
efficient 

l
ad•1n1stl":i
t1ve suppol"t 
ser,· ices to 
the co,.pany. 

( 31 
STRATEGY 

Ensure 
ava llabil it y 

uf efficient 
ada1n1str::it ive 
support 

1-tl 
OFFICER 
RESl'ON-
SIBLE 

Persom ... l 
!'tanager/ 
Cu•pany 
Secreta1·~~ 

I , 5 l NECESSARY 
,\CT ION 

Handle routine 
ad••inistrative 
fu•\Ct ions on 
a •la,·-to-clay 
basis. 

!'lon1tor and 
renew all 
co11pany 
insurRnce 
polic111s. 

Revie"' assets 
of co11pany 
covered bv 
insurance and 
ensure 
insut'ance 
c.over as wo11l l 
as u\surance 
values are 
adequate. 
Schedule use 
of all pool 
vehicles to 
ensure uptimal 
usace at the 
least cost 
possible. 
Handle le11al 
matters of the 
r.o•pany. 
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CORPORATE PLAN 1992 TO 1996 
STRATEGY AND ACTIO~ PLAN SHEET 

( 6) ( 7) (SI 
TARGET REPORTS( SI TARGET 
COMPLETION TO BF. Sl'BHITTED SUBMISSION 
DATE( SI PRODUCED DATE( SI 

Each He1110randa Within 
working letters and the 
da>· up circulars as '>hortest 
to 30th necessarv. time 
June, 97. possible 

for each 
case up 
to 30th 
June, 97. 

n~ last davlRenewal noticeslAt least 
of exp1ra- Ito th~ 
t1on of company's 
policy up insurances. 
ta 30th 
June, 1997. 

30th June,92.l~elftorandum on 
type of 
insurance cover 
and insurance 
values to 
General Manager 
for approval. 

Daily up 
t~ 10th 
Jui. 1997. 

Daily up 
ti' 30th 
June 1997. 

Vehicle loq 
books, accident 
reports, !late 
passes etc. 

Letters memo
randa and 
reports on 
le1al niatters. 

two "ork111g 
davs before 
expiration 
of policy. 

At least 
t ... ·., weeks 
bef1.re 
expir'-
t ion '·" 
present 
policies. 

As and 
when 
necessary 
up to 
30th June 
1997. 
Dady 
weekly l 
montly 
as nece
ssary 
up to 

( 9) ( 10 I I ( 11) 
FOLLOW-UP OFFICER(S) TARGET COMPLETION 
.\CT ION RESPONSIBLE DATE FOR FOLLOW-

FOR FOLLO~-UP UP ACTION 

Ensure routine Personnel 'Contin•!e up to 
ad•inistrative Han~ger/ 30th June, 1997. 
matters are Compa1w 
handled without Secretary 
undue delay. through 

Administra-
t.ive Off1ce1•, 

Ens111't' a 11 I I Sa111e as at>ove 
insurance 
policies have 
been renotwed. 

Ensure all !Same as abovelSame ~s abnve 
insurance values 
are adequate 
and all assets 
of the company 
have been 
properly insured. 

Ensure cost !Same as abovelsame as abo"e 
oftective 
usea!le of all 
vehicles up to 
30th June, 1997. 

Ensure all lefial ISa•e as abovelsame as at>ove. 
matters are 
handled as expe-
ditiously as 
possible. 

~ 



PERSONNEL 11/ 
CO~PA~"Y SECRETARIAT 

CESERAL/OEPARTltEST 

I l l I 2 l 
CORPORATE ji'.IBJECTI \'ES 
l'tISSlOS 

I 3 I 
s;:RATECY 

S. To s~cure 'Re•nforce 
all co.pan~· security 
assets and procedures and 

~ 
1 
products. I strenathen 

security 
section. 

1-&1 
OFFICER 
RES PON
S IliLE 

Personnel 
!tanager/ 
Coapany 
Secretary 

I 5) 
NECESSARY 
ACTION 

.\rran!le 
effective 
security at 
exit points 
fro• factory 
yard and Head 
oflice. 

. .\rran1e 
adequate 
overnight 
security at 
a 11 coiapany 
bun11alows, 
offices, 
depots and 
factory. 
Investigate 
stealin!l cases 
fraud and 
accidents 
involv1n11 
coapany 
vehicles. 

"'t ~' 

LAKE VICTORIA BOTTLING COMPANY 
CORPORATE PLAN l992 TO l996 
STRATEGY AND ACTJnN PLAN SHEET 

t 6) 
TARGET 
COl'tPLETION 
DATEISI 

IJi\ily up 
to 30th 
June 1997. 

Daily 
up to 
30th June 
1997. 

As and 
when 
nece.'iaary 
up to 
30th June 
1997. 

t 7) 
REPORTSC SI 
TO BE SUBMITTED 
PRODUCED 

Daily 
occurrance 
reports. 

S&11e as above 

lnvestiaation 
reports. 

t 9) 
TARGET 
SUBHISSION 
DATEC S l 

Dailv 
up to 
30th June 
1997. 

Daily 
up to 
30th June 
1997. 

within 
1 hr. in 
e•eraency 
cases and 
within 
two days 
of 
incident 
up to 
30th June 
1997. 

f 9) 
FOLLOW-UP 
ACTrON 

Ensure security 
officers perform 
effectiVely at 
exit point a. 

Ensure ni !lht 
secur1tv officers 
perfor• 
effectively. 

Ensure action 
111 taken to 
prev11nt 11i1111lar 
occurances 
in future. 

., 

I lO I 
OFFICER IS I 
RESPONSIBLE 
FOR FOLLOW-UP 

Personnel 
!'tanager/ 
Co11pany 
Secretary 
through 
Security 
Superinten
dent. 

I l 1 I 
TARGET COMPLETION 
DATE FOR FOLi.OW
UP ACTION 

Continue security 
v 1 !I dance untl I 
30th June, 97. 

Saee as abovelSaee as above 

Same as abovejContinue to 
inveat i a• te a 11 
fraud and 
1tealin1 ca••• 
up to 30th June 
l997. 

I 



PERSO~~EL 12/ 
CO"tPANY SECRETARIAT 

~EN!RAL/D!PARTHENT 

I ll I I 2 I 
CORi'ORATE OBJECTI\'ES 
~SSIO!i 

9. Aclueve 
sound -n•!l•
•ent of the 
co•pany's 
properties/ 
estates. 

t l I 
STRA •[G\' 

Enhoance cost 
effect1v11ness 
of ••unten•nce 
function. 

., 

I~ I 
OFFICER 
RESPON
S ( Bl.f. 

Personnel 
Manaaer/ 
Co•pan'' 
Secretar\' 

( 5) 

NEC ES SAR\' 
ACTION 

ArranQe for 
scheduled 
•aintenanc• 
of factory 
buildinQ, 
and co•pany 
bunQalow" 
1 l'l be •md,.r
taken. 

Superv i '>l' 
da~·-t(J-dil\' 

carp•ntrv, 
-sonrY 
and plu•bin\t 
jobs that 
ar,. und•rtaken 
in the compnnv 

458 
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CORPORATE PLAN 1992 TO 19q6 
STRATP:C\' AND ACTION PLAN SHEET 

I 6 I 
TARGET 
COMPLETION 
DATE! SI 

BY the end 
of eAch 
scheduled 
daily, we,..klY 
•onthly, 
qu•rte;•ly and 
annual 
ma1nt11n•nce 
p~r 111d 11p '" 
JOth June 
199i 

Daily 
uµ rn 
10th June 
1997. 

I 71 
REPORTS IS I 
TO 8! SUBMITTED 
PRODUCt:D 

Scheduled 
.. state 
•ana1e•ent 
iaa1ntenance 
book. 

Dai 1v job 
c:irrl"/t 1n111 
!ih11et.'; as 
required. 

181 
TARC!T 
SUBMIS~ION 

DATf!fS, 

By end of 
first 
wor!i.ln1 
day of 
n11xt 
schedul11d 

. 111a 1nt1tnanr:11 r., .. l. ,,,,1 tap 
to 10th 
Junu 1997. 

Bv c lo~• 
.. ,f l'ar:h 
work1n11 
d&)' up 
to 30th 
June 1997 

( 91 
roLLoi;-up 
ACTION 

Ensure scheduled 

I 10 I 
OFFICER IS I 
RESPONSIBLE 
FOR FOLLOW-UP 

Maintenance 
estate .. 1ntenance/)Supervlaoi. 
11ana1e•ent task~ 
are undertak•n a~ 
necessu·y. 

Ensure dav-to-dav 
work uf SflC ti nn,1 I 
staff Is pr~p•rly 
superv lsed and 
appropr1at1t forms 
co•plet1td. 

!1ainf •l);inr.·t1 
S11pen i~o1· 

( ll 1 
TARGET COMPLETION 
DATE FOR FOLLOW
IJP ACTION 

Continue with 
effective eatatot 
111ana1e111ent 11p to I lilt h .June. l '197. 

I 

l'.'ont 111u" .,, I h 
da\'-10-dav 
sup1trv 11.11on 
up 1.0 

30th June, 1997. 
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PERSO ... SEL ll/ LAI\! \'JCTORI.\ BOTTLING <.:OMPAN\" 
O:O>tP,S\ SEC'RET.\1\1.\T CORPORA TE P LAl'O 199:: TO 1996 

STRATEC\" AND ACTION PLAN SHEET 
GESERAL/D!PART'1£NT 

( 11 I ! 2) I)) '"') ( s) 161 I 7) IS) I 91 I 11) I 111 l 
C'ORPOllATE OBJEC'Tl\'ES STRATEC\' OFFICER NEt'ESSAR\' TARGET REPORTS! S l TARCET FOLLOW·l.'P OFP'ICER! S l TARGET C'OHPLETION 
:'11SS10"' I RESPOS- ACTION C'0'1PLETION TO BE SllB'1 I TTED SUBHlSSION ACTION RES PONS I Bl.! DATF. MR FOi.i.OW· 

SIBLE DA TF.1 S l PRO!Jl'CF.!l DATE! 51 FOR FOLLOW·llP l'P ACT IOt; 

10. Secure P1·epare 4nd Personnel Deter•1ntt 
sufflc1•mt ob tau\ '1ana\ler/ vacanci•H to 
fundinq for appro,·a l .:.f Co•panv be filled 

•h· ...... I Personnel Secretary dur10q plan 
tions of the Dept. budtet. period. 
Personnel 
Depart•ent. Deter11ine h' 28th Feb. Draft Depart· 15th March At tent! l>ud1Jflt P•r•,,nnitl Be 11uided hv 

likely cases 1992. and 111ent;a.l BudQet yearly hear1nq meetinas. l1anis1•r/ planned Ul"lffll.11 
of pro,.otion there after to Chief dur 101 the Co11pa11y in the bud1•t 

h)I 2Sth Feb. Accountant for plan period Secretary up to 30th 

I 
year l ~· consolidation up to June, 1997. 
duri1111 the In th• J!lt h .June 

I ' plan pf11•i.od co111pftnv'"' Draft 1997. 
I ' 

' up to l!lth Maste1· Budqer. 
I I June,!17. I I I Deter•1ne Sa11e as ftbo\'e Obtft 10 approved Su1e iU ftbnvfl 

I ik•l y salan· company bud1et 
and wa11ea tor guidance of 
increases the depart11ent, 
durina the 
pl•n period. 

Deter11ine Sa11e as 
traininl and above 

I 
-npower 
develo1111ent, 
require1Hnt s. 

- Deter11in• 
capital 
expenditure. 
Deter11ine coat 

I 
of welfare 
serv\ces. 

"' 
. 



PERSOSStl ~AS\G[R/ 
~~IP\~\ iECRETAR\ 

CtSERAL/DEP\RT~ENT 

I~ ' 1 I I ' :: l 
CORPORATE OBJECTIHS 
!'!ISSIOS 

11 

'11 
STRATtCY 

'~) 

OFFICER 
RtSPOS
S I llLE 

I 5 l 
SECF.SSARY 
ACTIO!I 

t'.,.p;&n) "1th IA1·1·iln!le •e .. t u1~11 Co•pilnv ,1isc;ua11 datot 
illl stiltutory of the Board of Secr•tilrY for •••tint 
requirtt•ents 

1
Diracto1·s with Board 

Ii 

.,t' th~ Cha11·11an 

l
pos1t1un of 
co.pan)' 
Secretilr''. 

I 
I 
I 
I 

j 

I 
l 

I 
i 
' 
I 

l\eep ilnd 
updat• al I 
StiltUtOI'\' 
books/ 
R•!l1ster!I 
inc lud in!l 

- Shareholders 
r•!l1ster 

- R•tuter of 
Directors and 
Sacretilry 

- !'!inutes Book 
- Directors' 

Attendance 
Re!11ster 

- Share Certifi
Cilte11 8ook. 

Co•pilnv 11:pda ta o1 l l 
Secretary 11tatutorv 

hooks/ret1ster!I 
as neca•••ry 

-160 

LAKE VICTORIA BOTTLING rOHPAS\ 
CORPORATE Pl.AN 199<1 TO 1991i 
STRATEGY \ND ACTION PLAN SH~~T 

16) 

TARGET 
C011Pl.ET ION 
llATfl !\I 

By enu uf 
last •onth 
nf eilCh 
quarter for 
the ne:o<t 
quarter'• 
Board 11eetin11 
up to 10th 
June, 1997. 

h111ad Iii te I y 
after 1t11ch 
event 
requ1r1n11 
updat1t of 
Re1ister ur 
book. 

I 7 I 
REPORTSISI 
TO IU! SU8t1 ITT!D 
PRODUCED 

Lottter<; 
invitint 
11e11here of 
the Board to 
ill tend 
•••tint. 

Atornda for 
lloard •••tin11 
.ind relevant 
Board Paper~. 

R•t urnK •ln 
the fol low-
1n1: -
Chan1• in 
lncat1on/ 
addr••• of 
co•pany 
Chan1• of 
Directo~·11 or 
secretary. 

I !I I 
TARGET 
SU8111SS ION 
OATl'!ISI 

Two wrekR 
befrin each 
i.chedul•d 
llriard 
1118Ht Int• 

Wlthan 
t i111• 
I 11111 ts 
sti pu
lated 1n 
r.n11pany'r. 
Act, 
1982 
for eacti 
Return. 

I 9 I 
fOLLOW-UP 
ACTION 

Attend Boarrl 
111eet1n1 ilnd 
take 1111nute11 

Final 17.ot llnard 
111nute1 and 
d1atr1hute 
nunutee to 
Briai·d 111e111l:.ar11 

r1lot R•t!•~rn~ 
with fte11istr11r 
of Co•pan 1e11 
a" st lPU lat1td 
1n the Co•panv'• 
Act. 1962 
incl11din1 Annual 
Return• 1pec1al 
h1olut1on1 4nd 
Ordinary 
Reat:1lution1. 

'101 
CFFICERI SI 
Rl'!SP0"15 I 8Lt: 
FOR 1'01.LOW-llP 

Company 
S•r.retarv 

S•llll8 1111 olh<Wlt 

r.u111p11n~· 

Ser.r1ttarr 

c II> 
TARGET COMPLETION 
DAT~ FOR fOLLOW
VP ACT:~N 

Twt. week• befur11 
1t1c.:h 11r.hedu l 1td 
floard 11eet1nc 
up tu 10th J•rn•, 
I '197. 

W 11 h Ill l lllllt 

per anti 
lltlpullUd 
an th• 
•:0111pa1IY'!I 
Ar.t, 1'1112 for 
each Return 
or ReetJlut1on. 

" 
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APPENDIX 6 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
NET SAbES SCHEDULE - 1992/93 TO 1996/~ 

CU.SHS MILLIONS) 

I 
1002,03 I 10()3/04 I 

----

1094/05 I 
I -t~~~~~~+--~~~~___, 

I 

Number of Cases sold 2,002,000 3,252,000 I 3,520,000 I 

Gro5s S3~es 16,608.0 18,140.0 I 10,645.0 I 

Add Transport Premium 1,553.1 1I688, 0 I 1,825.0 I 

Total Collections 18,251.1 19,837.0 I 21,472.0 I 

Less Excise Duty and Sales Tax 5, 565. 1 6,049.0 I 6,547.2 I 

Net Sales 12,686.0 13,788.0 I 14, 024. 8 I 

., 

----------------.-- -------~-~l 
1005/06 I 1006/')7 I 

I 
3,784,000 I 4,048,000 

I 
21,119.0 I 22,501.8 

I 
1, 064. 0 I 2,101.4 

I 
23,083.0 I 24,603.2 

I 
7,038.2 I 7,530.0 

I 
16,044.8 I 17,167.3 

I 
I 
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APPENDIX 7 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
SCHEDULE OF COST OF SALES - 1992/93 TO 1990/97 

.LlJ,SHS MILLIONS) 

I r-- r I 1992;93 I 1993;94 

-' 
1 1994/95 I 1995/96 I 1996/97 
I 

Concentrate:; 
Su;ar 
Co2 
Crown Cor-k.s 
Water 

S:JB-TOT AL ! 1 J 

Direct Labour 
Tot3J Var1able Overhead:; 
Depreciation (Production Plant 
and Machinery) 
Other Fixed Overhead:; 

TOTAL COST OF SALES 

2,258.7 
2,547.6 

272.0 
799. 7 
23.2 

5' '.)01. 2 

72.4 
502.5 

98. 5 
55. '.) 

6, 730. 7 

2,457.6 
2,771.9 

295.9 
870. 1 
25.3 

6,420.S 

78.S 
656.5 

125.3 
55.9 

7,337.4 

I I I I 
1 2,s60.1 1 2,859.6 1 3,059.s I 

I 3,ooo.3 ! 3,225.3 1 3,451. 1 I 
I 320.3 I 344.3 1 368.4 I 

I !>41.s 1 1,012.4 I 1,083.3 
I 27.4 l 29.5 1 31.6 
I I 
l 5,949.9 l 7,471.1 I 7,994.2 
I I 
I e5.3 l 91.7 I 9e.1 
I 110.1 I 764.1 I 815.6 
l I 
I 1 1 i. a I n. a 1 1 39. 2 
l 55. !> I 55. 9 
I I 
I 7,913.6 I S,480.6 I 9,103.0 
I I L__~~~~~~~~~-~~~-~J__-

~ 

• 



Net Sales 
Deduct: Cost of Sales 
Gross Profit 
Harketing/Sales 
Personnel & Administration 
Depreciation 
Internal Audit 
FINANCE ANO ACCOUNTING 
- Accounting 
- Interests on Loans * 

~~~~~~~~~~~~~~~-~ 

APPENDIX 8 
LAKE VICTORIA BOTTLING COMPANY LIMITED 

PROJECTED OPERATING STATEMENTS FOR YEARS 
ENDING 30TH JUNE 1993 TO 19~ 

.UJ~SH. MILLIONSJ 

.------~ 

I 19n1n I I 1903/94 I I 1994/95 I I 1995/96 I 
-, 

I 1996101 I I 
I SHS .. ~ I ~ NETI SHS. M I ~ NETI SHS. M I ' NETI SHS. M I ~NET! SHS. M I 'NETI 
I I SALES! I SALES! I SALES! I SALES! I SALES! 

-t---i 
112,686.0 I 113,1se.o I 114,024.8 I 116, 044. 8 I 111,167.3 I I 
1 s.130.1 I 53.1 I 1,331,4 I 53.2 I 1.913.6 1 53.o 1 e.4e0.6 1 52.8 1 2.103.o I 53.o I 
I 5195513 I I §..a~ I I 71Q1l.~ I 1 z. 564. z. 1 I l..ll.Y I I 
I 1I242. 0 I 9.rn1 1,212.9 I e.1 1 1,183.8 I 1.9 11,154.7 1 1 . 1 I 1 , oe 1. 3 1 6. 3 I 
I 1,093.6 I 8.6 1 1,033.o I 1. 4 I 91i.e I 6. 1 I 849.9 I 5.2 I 618. 1 I 3.6 I 
l 2so., I - I 442.9 I - I 356.9 I - I 295.7 I - I 552.9 I - I 
I 30.5 I 0.241 29., ' o. 21 I 21. 1 I 0. 18' 26.3 I 0. 16' 24.9 I 0. 141 

' 
I I 

' 
I I I I I I I 

I 34.3 I 0.211 33. 1 l 0.24j 32.8 I 0.221 n. 1 I 0.201 30.8 I . 18 I 
I 1, 144. 3 I I 1, 441. 9 I I 1 , 041. 9 I I 668.5 ' 

, . 334. 1 I I 
Write down on Bottles Shellsj 901.8 I I 980.2 I I 1 , 060. o I I 1I140. 5 ' I 1,220.3 I I 

I I I I 
' 

I I 
I 4,696.6 I I s,113.1 I I 4,615.8 I I 4,161.1 I I 3,863.o I I 

I I I I I I I I I 
' 

I I I 
-/ -Pre-tax Profit I 1,258.7 I I 1,211. s I I 2,395.4 I I 3,396.s 1 I 4, 20 t. 3 I I 
I Corporation Tax (40,l I 503.5 I I llLl I I llLl I I 1. 3§S I~ I I 1. ~~Q. § I I 
I Profit After Tax I 15512 I I ~I I l .4H.~ I I ~.Q~1.Q I I 2,520.8 I I 

I I 
l*Rehabilitatn Loan. Interest I 053.7 I I 1,336.3 I I 1,002.2 I I 668.5 I I 334.1 I I 
I EADS Loan Interest I 113.1 I I 105.6 I I 39.7 I I - I I - I I 
I UCB Short Term Loan Interest I 77. 5 I I - I I - I I - I I - I I 
I I i. , 14. 3M I ' 1. 441. QM I ' .L.Q4 L OM I I 668. SM I I llw.M I I 
'--~~~~~~~~~~-'-~~~L--~~~~~-'-~~~~~---1~~_._~~~-'-~--'~~~_._ _ ___, 

.., 
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APPENDIX 9 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
APPROPRIATION ACCOUNT FOR THE YEARS 

ENDING 30TH JUNE. 1993 TO 1997 
CU.SH MILLIONS} 

--, 
1 1993 1 1994 1 1995 1 1996 1 1997 I 

I I I I I 
Balance B/F I 872.4 I 1627.6 I 2194.1 I 3331.3 I 4969.2 I 

I I I I I 
Add Profit for the Year I 755.2 I 766.5 I 1437.2 I 2037.9 I 2520.8 I 

I I I I I 
Less Dividends I - I 200. 0 I 300. 0 I 400. 0 I 500. 0 I 

I I I ·1 I 
Balance C/F I 1627.6 I 2194.1 I 3331.3 I 4969.2 I 6990.0 I 

I I I I I 
I I I I I 

l I I 
____, 

.., 
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APPENDIX 10 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
~OULE OF FIXED ASSETS DEPRECIATION 

~un 

r-- - -- ... - --1 l 
BALANCE I 

I 
I 

_ I -

I T t M 

Furniture and f:Quipmant 

Land and Bui1dings 

Plant and Mach1nery 

Motor Veh1cles (Non Marketing 
Fleet> 

Motor Vehicles (Marketing Fleet) 

I BALANCE I 
I AT 30.6.92 I ADDITIONS 
I l 

I I 

201. 4M 87.SM 

2,242.SM 94.5M 

423.0M 365.0M 

203. 7M 

168.3M 412.SM 

TOTAL RATE 

289.0M 12.5" 

2,337.0M 2i 

788.9M 12.5~ 

203.7M 25t 

581, 1 M 37.5~ 

l I I l I t 

DEPRECIATION! AT 30.6.93 I 
-j 

36. 1M 252.0M 

46. 7M 2,200.3M 

98.6M 690.3M 

50.0M 152.8M 

217.9M 363.2M 

450.2M 3,740.SM 

,,, 
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APPENDIX 11 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
SCHEDULE OF FIXED ASSETS DEPRECIATION 

1~93/94 

l r ----------i 

I BALANCE I 
I AT 30.5.!)3 I 

I I I I BALANCE I 
ADDITIONS I TOTAL I RATE jDEPRECIATIONI AT 30.5.04 I 

I ·+j~~-~~~~~~~~ 

Furniture and Eouipment 

Land and Buildings 

Plant and Machinery 

Motor Vehicles (Non Marketing 
Fleet} 

Mctor vehicles (Marketing Fleet) 

252.0M 112.4M 

2,290.3M 205.7M 

690.3M 311.SM 

152.8M 62. 1M 

363.2M 557.3M 

355.3M 

2,496.0M 

1,002.1M 

214.0M 

920.SM 

I 
12. 5~ I 45. 7M I 31 0. SM 

J 

2~ I 49. OM I 2 I 445. 1 M 

I 
12.5' I 125.~M, l 876.SM 

I 
I 

25~ I 53.7M I 161.2M 

I 
37.5, I 345.2M I 575.3M 

I 
I 610.8M I 4,370.0M 

I 
L-~~~~~~~~~~~~-----'--~~~---'~~~~_...~~~~-'-~~~~~~~~~--~~~~ 

'1 
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APPENDIX 12 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
SCHEDULE OF FIXED ASSETS DEPRECIATION 

1994/95 

r- -- ,---- ,~--

1 BALANCE I I I 

I AT 30.6.94 I ADDITIONS I TOTAL I 

r--~-- ·----i 
I I BALANCE I 

RATE !DEPRECIATION! AT 30.6.95 I 
I I I I I I I 

I I I I I I I 
Furniture and Equipment I 319.6M I 112.4M I 432.0M I 12.5~ I 54.0M I 378.0M I 

I I 
t.and and Buildings I 2,446.lM I 205.7M I 2,651.SM I 2" I 53.0M I 2,598.SM 

I I 
Plant and 1-lachinery I 876.SM I 17.8M I 894.6M I 12.5~ I 111.BM I 782.SM 

I I 
Motor Vehicles (Non Marketing I I I I I 
F1eet) I 161.2M I - I 161.2M I 25" I 40.3M I 120.0M 

I I 
Motor Vehicles (Marketing Fleet) I 575.3M I 46.6M I 621.0M I 37.5~ I 233.2M I 388.7M 

I I 
I I 492.3M I 4,269.2M 

I I 
l I l 1 I t I J 

... 



! 
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APPENDIX 13 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
SCHEDULE OF FIXED ASSETS DEPRECIATION 

J_~J!§.i9~ 

I BALANCE 
I I 
I I I BALANCE I 

ADDITIONS l TOTAL I RATE !DEPRECIATION! AT 30.6.06 I J I T E M l AT 30. 6. !>5 
f-----·~~~~~~~~~~~~~~~-+-~~~~~4 
' 

Furniture and Equ1pment 

Lane and Buildings 

Plant and Macninery 

~otor Vehicles (Non Marketing 
Fleet) 

Motor Vehicles (Marketing Fleet) 

I I 
I I 
I 373.0M I 

I 
2,5!>3.8M I 

782.8M 

120.0M 

388. 7M 

I I I I I 
40.1M I 413.1M I 12.5% I 52.3H I 3515.BM I 

236.SM 

53.6M 

I I I l I 
2,335.4M I 

I 
732.SM I 

I 
I 

120. 0~: I 
I 

442.3M I 
I 
I 

2" 

12.5% 

25% 

37.5% 

56. 7M 2,773.7M 

!>7.3M. 685.0M 

30.2M 00. 7M 

165.0M 276.4M 

402.!>M 4, 1!>6. 6M 
I I I I I 

I L___ I 

"' 
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APPENDIX 14 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
SCHEDULE OF FIXED ASSETS DEPRECIATION 

1996/9I 

---i 
I BALANCE I I I I I BALANCE I 

I T E M I AT 30.6.96 I ADDITIONS I TOTAL I RATE IDEPRFCIATIONj AT 30.6.97 I 
-i------+--------t --4 

I I I I I 
Furniture and Equipment l 365.SH l 76.4M I 442.2M I 12.5% I SS.3M I 386.9M 

Land and Su11dings 

Plant and Machinery 

Motor Vehicles (Non Marketing 
Fleet) 

Motor Vehicles (Marketing Fleet) 

2,778. 7M 

585.0M 

90.7M 

276.4M 

L______ I I 

I 
453.0M 3,232.6M 

428.3M 1 , 1 1 3. 3M 

90.7M 

599.5M 875.9M 

., .. .. ,. 

12.5% 

25% 

37.5% 

I I 

... 

64. 7M 3,167.0M 

139.2M, 'J74.1M 

22. 7M 68.0M 

328.SM 547.4M 

610. 4M 5,144.3M 

~ ---- J 



---
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APPENDIX 15 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
CASH FLOW PROJECTIONS FOR THE YEARS ENDI~G 

30TH JUNE 1992/93 - 199~LJ!]-

r-·~··- --1-- I 
1992/93 1993;94 I 1094;95 I 1905;oe I 

I 
1095;97 I 

!-- --j 

OPENING CASH BALANCE 

RECEIPTS 
SALES (GROSS} 
Rehabilit::itior. Loan A 
Rehabilitation Loan B 
Deposits on Bottles 
Deposits on Shells 

00 0 vv.v 

17,829.3 
2,384.3 

192. 8 
07.4 

1,547.5 

1!),373.1 

1,433.3 
203.4 
128.5 

1,077.9 

20,951.5 

220.9 
136.4 

I 
1,172.9 .., ., ., ,, " I 

""'•"""""""' ".;) 

I 
I 

22,s21.6 l 24,080.e 1 

I - I 
I - I 

238.4 I 2so.3 I 
143.2 1 153.0 I 

. Cc11ections from Debtors I - I 421.8 I 463.9 I 510.4 I 561.4 I 
l===============================+====--=--==+=-=====---=1--------=+---------+-------i 
I TOTAL RECEIPTS I 20,503.8 I 21,560.2 I 21,782.8 I 23,413.6 I 25,045.2 I 

I I 

I TOTAL AVAILABLE I 20,592.5 I 23,107.7 I 22,860.7 I 24,586.5 I 27,380.1 I 

·' 



I T E M 

PAYMENTS 
Raw Mater1als 
Other Production Expenses 
Sott1es 
Additions (Plant and Machinery) 
Additions (~and and Buildings) 
Additions lMotor Vehicles) 
Additions (Furniture and Equipment) 
Marketing and Sales Expenses 
Administration and Personnel 
Internal Auditing 
Finance and Accounting 
Rehabilitation Loan Repayment 
Rehabilitation Loan Interests (40%) 
EADB Loan Repayment 
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APPENDIX 15 CONTD. 

I - . - --1 I- - -r 
I 1092/03 I 1993/94 I 1994/95 I 1995/96 I 
l__ I J J I ,---

5,725.5 
730.9 

1,011.1 
365.0 

94.5 
412.8 

87.6 
1,242.0 
1,093.6 

30.5 
34.3 

475.9 
953.7 
480.0 

' I I I 
6,757.8 

791. 3 
, ,484. 7 

311 . 8 
205.7 
619.4 
112.4 

I 1,212.9 I I 
I 1,033.0 I I 

I 29. 1 I 
I 33. 1 I 
I O? I; ') 

V-.J..,,, '- I 
I 1,336.3 I 
I 439.3 I 

I I 
1,208.4 I 7,525.s l 

851. o I 01i.1 
1,s24.1 I 

11.8 I 
205.7 I 

I 

46.6 I 
112.4 I 

1,183.8 I 
I 

911. 8 I 
2?.7 I 

I 
32. 8 I 

835.2 I 
1,002.2 I 

I 

371. 0 

1 , 561 . e 

236.6 
53.6 
40. 1 

1,154.7 
849.9 

26.3 
32. 1 

335.3 
568.5 

113. 1 I 105.6 I 39.7 I EADB Loan Interests (40%) , , , 
UCB Loan Repayment I 387. 5 I - I 
UCB Loan Interests I 77. 5 I - I 

--, 
1096/n I 

8,"15.3 

96!). 6 
1,627.0 

428.3 
453.9 
599.5 

76.4 
1'081. 3 

618.7 
24.9 
30.8 

835. 1 
334. 1 

Corporation Tax (40%) I 257.2 I 503.3 I 511.0 I 958.2 I 1,358.6 
Dividends I - I 200.0 I 300.0 I 400.0 I 500.0 

I Excise Duty and Sales/Tax on Products I 5,471.3 I 5,008.7 I 6,505.7 I 6997.3 I 7,48!1.8 

I TOTAL PAYMENTS I 19,045.1 I 22,029.8 I 21,587.8 I 22,252.6 I 24,444.3 I 

I CASH BALANCE C/F I 1,547.5 I 1,077.9 I 1,172.9 I 2,333.9 I 2,935.8 I 

"' 
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APPENDIX 15(a) 
LAKE VICTORIA BOTTLING COMPANY LIMITED 

SPURCES AND USES OF FUNDS STATEMENTS 
1992/93 TO 1996/97 ,- ---~- -- ----- -, ----

SCURCES/{lJSESl 1 1992;93 I 1993;94 I 1994;95 1 1995/96 1 1996/97 1 
I I I I I __ i r ----- - ---------- --- -- --- --------- -----i------ ____ T ______ --------.----- ----, 

I Share Capita 1 I - I - I - I - I 
Capital Reserves 
Inco."!le Surplus 
EADS Loan 
Rehabilitation Loan 

I Short Term Loans 
_ -1 _Industrial Land and Buildings 

Other Land and Buildings 
Plant and Machinery 
Residential Property 
Motor Vehicles 
Furniture and Equipment 
Other Fixed Assets 
Bottles and Shells 
Crown Corks 
Raw Materials and other Stores 
Import Prepayments/Goods in Transit 
Local Purchas Prepayments 

' Debtors 
Cash at Bank/on Hand/Imprest 
Sales Tax and Excise Duty 
Accrued Charges/Creditors 
Corporate Tax 

TOTAL SOURCES OF FUNDS 
TOTAL USES OF FUNDS 

755.2 
(51.9) 

1,907.4 
(350.0) 
(271. 7) 
(137.5) 
(325.4) 
223.9 

(144.0) 
(51.5) 
143.2 

I - I - I 
566.5 I 1,131.2 I 1,637.9 I 2,020.8 
C51.9) I <439.3) I C264.n 1 

598.1 I C835.2> I C835.2> I 
I - I - I 

c155.8) I c152.1> I c119.9) I 
I - I - I 

c186.5) 1 94.o I 01.e 1 

I - I - I 
c220.5> 1 

(66.7) I 
I 

226.9 
(58.4) 

142.5 
12. 2 

(835.1) 

(389.2) 

(289.1) 

(248.3) 
(21.1) 

110.s I <183.4) 1 c111.1> 1 C52.4) I C34.6) 
< 43 . o > I c 41 . n 1 c 12 . n 1 c 12 . o > I c 11. 8 > 
105.5 I C330.6) 1 c213.8) I C73.o> I C41.9) 

C3o6.3) 1 C399.5> 1 99.1 1 305,2 I 160.4 
C42.5> 1 14.1 1 3.6 I 12.2 I 6.3 

C402.2> 1 (54.o> 1 C59.4> 1 C65.3) 1 c11.9> 
c1,458.7) I 469.6 I C95.o> 1 c1,16i.o> I C60L9> 

< 90. o > I 40. 3 I 41 . 5 I 40. 9 I 41. 1 
1 32.1 I C6.1> 1 C5.9> I C5.6) I C5.6> I 

I 246.2 I 7.5 I 447.2 I 400.4 I 321.9 I 
1 3,674.7 I 1,596.1 1 2,049.5 1 2,649.1 1 2,550.5 I 

.., 1 3,674.7 1 1,596.1 1 2,049.5 1 2,649.1 1 2,550.5 I 



Share Cap1tal and Reserves 
Share Capital (UG Shs Million) 
Cap1tal Reserves 
Income 

LCA~:S 

S ..... """'1 •• ,... .......... ,,,.~ 

Long Term Loans 

EAD8 ($702,452) 
Rehabilitation Loan ($3,317.SM) 

r - -

TOTAL EQUITY AND LOANS 

EQUITY ~ND LOANS REPRESENTED BY 
FIXED ASSETS 
Industrial Land and Buildings 
Plant and Machinery 
Motor Vehicles 
Furniture and Equipment 

TOTAL FIXED ASSETS 
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APPENDIX 16 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
PROJECTED BALANCE SHEET AS AT 30TH JUN~ 

1992/93 TO 1996/97 

--~--------r---------1 

1!)!)2/!)3 I 1 !)!)3/!)4 I 1 !)!)4/!)5 1 !)!)5/!)6 I 1!)!)6/!)7 

-r----
I I I 

4.3 I 4.3 I 4.3 I 4.3 I 4.8 
1 , 304. 3 I , I 804, 3 I 1, 304. 3 I 1,304.3 I 1 ,304.8 
1,527.5 I 2, 1!34.1 I 3,331. 1 I 4,06!).2 I 6,!)!)0.0 

l ' I ' ' I 
I -T - -------~ 1-

! I I I I 
I I I ! I 

1s5.!) I 704.0 254. 1 I - I 
1,!307.4 I 2,505.5 i,510.3 I 835.1 I 

1 2,553.3 1 3,20!3.5 1 1,035.o 1 835.1 1 - 1 

I I I I I ' 
I 6,100.5 1 1,213,2 1 1,015.!) 1 1,613.!) 1 3,7!)!).6 1 

I I I I I I 
I I I I I 

2,200.3 I 2,445.1 I 2,so8.8 1 2,118.1 1 3,157.!) 1 

500.3 1 876.3 1 732.8 1 585.o 1 014,1 I 

516.0 I 13s.5 I 509.6 I 367.1 I s1s.4 1 
252.!3 I 310.s I 373.o I 365.s I 386.o 1 

I 3,749.5 I 4,310.0 I 4,260.2 I 4,106.6 I s,144.3 I 
~---------------------------------- l J I 1 ____ _l 

" 
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APPENDIX 16 CONTD. 

--i-------~-----T--·------1 

1002;03 I 1003;04 I 1004;05 I 1oos;o5 I 1ooe101 I 
~-------------------1-----+---------11-------1-~---r--·----1 

CURRENT ASSETS 
Bottles and Shells 
Crown Corks 
Raw Materials and other Stores 
Impor~ Precayments/Gcods in Transit 
Local Purchase Prepayments 
Debtors 
Cash at Sank/on Hand/Imprest 

LESS: CURRENT LIABILITIES 
Sales Tax and Excise Duty 
Accrued Charges/Cred1tors 
Corporate Tax 

NET CURRENT ASSETS 

.. 

223.6 
01. 6 

281. 8 
774.0 
60.S 

540.0 
1,547.5 

407.0 
133.3 
612.4 

1,174.4 
46. 1 

504.0 
1,077,() 

524.7 
145.4 
886.2 

1'075. 3 
42.5 

653.4 
1,172.0 

I I 
I 

511. 1 I 
157.4 
050.2 
770. 1 

I 
I 
I 

30.3 I 

61 1. 7 

160.2 
1 1001 • 1 

600.7 
24.0 

118.1 I 100.6 I 
~ ??? n I ~ n?5 o I 
'- '"'""'""'' ;J C. t ...,...., tV ,..._ ____ ......, __ ..,... ________ ...., ________ ...... ________ _,.. ________ ~ 

' I 

3,520.2 I 4,045.1 I 4,5oo.4 1 5,546.7 I 6,142.1 ! 

I I I I I I 
I 453. s I 504. 1 I 545. o I 586. 5 1 621. 6 I 
1 201.!> I 105.8 I 180.0 1 184.3 I 11e.1 I 

i 503.5 I 511.0 I ose.2 I 1,358.6 I 1,680.5 I 
1 1,16!J.2 I 1,210.!> 1 1,6n.1 I 2,i20.4 I 2,486.8 I 

I 2,3si.o I 2,834.2 1 2,806.1 1 3,417.3 I 3,655.3 I 

I 

6,100.5 I 7,213.2 I 7,075.() I 7,513.() I 8,7()0.6 I 



t l ) 

I ") \ 
\ .. J 

t 3) 

(4) 

( 5) 

{6) 

( 7) 

(3) 

(9) 

(10) 

RATIO 

variables to 
Sales Margin 

Operational 
Margin to Sales 
Net Operating 
Profit to Sales 
Return on 
Equity 
Return on iotal 
Cap1tal 
Equity to Total 
Capital 
Current Ratio 

Gearing 

Acid Test 

Debt to Gross 
Cash Flow 
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APPENDIX 17 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
FINANCIAL RATIOS CIN~ 

--i- ~------r------i 

I FORMULA I 1001/02*l1092/93**l1003/04**11904/05**11005/06~*11006/97ttj 
+-~~~~~~~~~~+-~~~1--~~---1~~~--~~~..._..~~-1 I 

(Net Sales Minus var. 
Cost of Goods Sold)/ 
Net Sales 
("l)" minus Fixed Cost) 
Net Sales 
("2)" minus Cost of 
Finance)/Net Sales 
("3)"/Equity and 
Reserves 
(2")" divided by Liabi-
1 it ies 
Equity and Reserves/ 
Total Capital 
Currant Assets/Current 
Liabilities 
Long Term Debts/Equity, 
Reserves, Net Profit 
(Cash + Debitors + 

Marketable Securities)/ 
Current Liabilities 
(Long + Short Term 
Loans)/(Net Profit + 

Depreciation) 

38.06 

13.58 

9.87 

14.22 

13.00 

66.90 

372.48 

0 

372. 48 

149.64 

48.2 48. 1 

46.9 46.8 

9.9 9.3 

36.6 31.0 

20.6 17. 7 

56.3 55.5 

301. 1 334. 1 

77. 5 80.~ 

250.0 238.9 

220.9 231. 5 

'•' -L-. 
-~~~~~~~~~~~-

48.1 48. 1 48. 1 

47.0 4 7. 1 47.0 

16.0 21. 2 24.5 

46.6 50. 1 47. 7 

33.0 44.6 47. 7 

72.7 89.0 100.0 

265.7 260.5 247.0 

37.6 12. 3 0 

173.8 180.0 175.3 

100.3 34.2 0 

--_______J_~--~· _J 
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APPENDIX 17 CONTD. 

-,-- ~ -i----, 
I RATIO I FORMULA I 1991/92tl1992/93**11903/94**11904/95**11095/96**11996/97**l 

( 1 .. \ 
\I I J 

( , ') \ 
\ I~ J 

( 13) 

( 14} 

(15) 

I I r---- - 1 

I 
Adm1nistration I 
Overheads to 
Sales Marketing 
Overheads to 
Sales 
Vulnerability of 
Stocks 
Fixed Assets 
Cover 
Assets Structure 
Capital 

l l I 

Stocks/Working Capital 

EQuity and Reserves/ 
Fixed Assets (Net) 
Fixed Assets/Net 

• Estimated by Kienbaum and Partner 
u Estimated by !HAS 

6.22 

1.38 

21.52 

1, 3. 40 

143.59 

I l 1 t 
r----~-, 

8.6 7.4 6. 1 

I). 79 8.7 7. 9 

25.4 40.7 55.4 

91. 7 91. 4 120.4 

61. 5 60.7 60.3 

I I 

·~ 

5.2 

7. 1 

49.6 

161. 5 

55. 1 

1 
I 

3.e I 
I 
I 

6.3 I 
I 

48.8 I 
I 

11 i. 1 I 
I 

58.s I 
I 
I 
I 

--___ ...,L. ____ ___J 
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APPENDIX 18 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
PROJECTEO OPERATING STATEMENTS FOR THE Y~ 

ENDING 3QTH JUJ!E_l 993 TO 199.7 
_Ly.SH t-1.l~S) 

Sensitivity A!'utl;-sis Scemtrio 7 tie. 10% incre~se in levels of crojected cost) 

r -- r------ --.--------T 

1 r r E M I 1 on;n I 1 on;o4 I 1 o~4/05 I 1 oo5/'l6 I 
I 

I I I I 
Net Sales I 12,585.0 I 13,788.0 I 14,024.8 I 16,044.8 

I I I I 
~ess Cost of Sales I 7,403.8 I 8,071.1 I 8,704,1) I 1),328.7 

Gross Profit 

Less 
Marketing, Finance and 
Administrative Charges 

Profit/(LossJ Before Tax 

Tax 

Prof1t/(Loss) After Tax 

5,232.2 

5,156.3 

155.!) 

46.4 

5!). 5 

5,716.!) 5,210.0 6, 71t)., 

5,6!)0,4 5,077.4 4,584.5 

26.5 1,142.5 2,131.6 

10.5 457.0 852.6 

15. !) 685.5 1,~70.0 

----, 
, 0')6/ n I 
·--1 

I 
11,1e1.3 I 

I 
10,013.3 I 

I 
1, 154. o I 

I 
I 

4,240.3 I 
I 
I 

2,004.7 I 
I 

1,1ei.8 I 
I 

1,142.0 I 
I 

.. 
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APPENDIX 19 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
PROJECTED OPERATING STATEMENTS FOR THE YEAB.S 

ENDING 30TH JUNE 1993 TO 1997 
CU.SH MILLIONS) 

Sensitivit;- An.:Jlysis Scen.:Jrio 2 (ie. 20~ increase in levels of projected costJ 

,----- r-- -- I -----T I 1 

I r r E M I , !)32/'J3 I 1993/04 I , 004/05 I , oo5/06 I 1006/07 I 

I I I I I I 
Net Sales 

Less Cost of Sales 

Gross Profit 

Les~ 

Marketing, Finance and 
Administrative Charges 

Profit/(Loss) Before Tax 

Tax 

Profit/(Loss) After lax 

I 12,686.0 1 13,788.o I 14,024.8 1 16,044.8 1 11,167.3 

I I I I I 
S,076.S 

I 
l 
I 4,600.2 

I 
I 
I 5,635.o 

I 
I 
I c , , 026. 1 > 

I 
I 

I 
I 
I c1,026.1> 

I 8,804.o I o,406.3 I 10,116.1 I 10,023.6 

I 
4,083.1 5,428.5 5,868.1 6,243.7 

6,207.7 5,538.0 51001•2 4,635.6 

(1,224.6) (110.4) 866.0 , , 608. 1 

346.7 643.2 

(1,224.6) (110.4) 520.2 !)64.0 

I I 

l 
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APPENDIX 20 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
CASH FLOW DISQQ.UNTING -·~ 
(to. No ch.:Jngs tn costs/projected levels) 

,--- ------ --- I - ---1 --, 
1006101 I I T E M I 1092/03 I 1093/94 1 io94/05 I 1995;05 

I 

I I 
Cash Inflows I I 

I I 
Net Profit/Closs) After Tax I 755.2 766.5 1,437.2 2,037.0 I 2,520.8 

I 
Add Deprec1ation I 450.2 610.8 402.3 402.0 610.4 

I 
Interest Tax Shield I 686.6 865.1 625.1 401.1 200.5 

I 
Total Cash Inflows I 1,802.0 2,251.4 2,554.5 2,841.0 3,331.7 

I 
Less Cash Outflows I (2,384.3) (1,433.3) - -

I 
Net Cash Inflows/(Outflows) I (492.3) 818.1 2,554.6 2,841.0 3,331.7 

I 
I 

Net Present Value (NPV) = 2,356 

* Discount Rate : 40X p.a. 

~ 
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APPENDIX 21 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
CASH FLOW DISCOUNTING SCENARIO 2 

( ie. 10~ incretJse in lave ls of projected cost) 

I I l 
l I T E M I 1992/!33 I 1993/94 I 1994/95 I 1995/96 I 1906/97 I 

---1 

Cash Inf1ows 

Net Profit/(Los3l After Tax 69.5 I 15.9 685.5 1,270.0 1,742.9 

I 
Add Deprec1ation 405.2 I 681. 8 541.5 443.2 671. 4 

I 
Interest Tax Shield 755.2 I 951. 6 687.6 441. 2 220.5 

I 
Total Cash Inf1aws 1,310.9 I 1I649 • 3 1,014.6 2, 163.4 2,634.8 

I 
Less Cash Outflows c2,384.3) I ( 1 '433. 3) 

I 
Net Cash Inflows/(Outf1ows) ( 1 , 064. 4 l I 216.0 1,914.6 2,163.4 2,634.8 

I - --------------------------~--------~ l 

r 
I 
I Net Present Value (NPV) ; 1,101 

I 
* Discount Rate ; 40% p.a. 

~· 



- - - -

-;o 

l I T E M 

~ 

Cash Inflows 

Net Profit/(Loss) After Tax 

Add Depreciation 

Interest Tax Shield 

Total Cash Inflows 

Less Cash Outflows 

Net Cash Inflows/(Outflows) 
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APPENDIX 22 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
CASH FLOW DISCOUNTING SCENARIO 3 

( ie. 20~ increase ;n lave ls of projected cost) 

I 1002/93 I 1093/04 I 1004/05 I 

I I I I 

I (1,026.7) I (1,224.6) I (110.4) I 

I 540.2 I 743. 7 I 500.7 I I 

I 823.IJ I 1,038.2 I 750.2 I 

I 337.4 I 577.3 I 1,230.5 I 

I (2,384.3) I ( 1 I 433. 3) I - I 

I ( 2 I 046. 9 ) I 876.0 I 1 I 2 30 • 5 I 

--i 
1995/96 I 1096/97 I 

I 
I 
I 

520.2 I 064.0 

I 
483.5 I 732.5 

I 
481. 3 I 240. 6 

I 

I 
1'485. 0 I 1,938.0 

I - I 
I 

1,485.0 I 1, 038. 0 I 

l I 
I Net Present Value (NPV) = 180 I 

I 
* Discount Rate = 40% p.a. l 

I 

IJ 
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APPENDIX 23 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
ORGANIZATION CHART OF LVBC 

BOARD OF DIRECTORS 

I 

r 
I GENERAL MANAGER I 
i_____ 

r-- ---~--------- I 

PROJECTS CO-ORDINATOR 

I 
I l 

r-
---, 

I 

COMPANY I l MARKETING l 1 CHIEF 
SECRETARY I I MANAGER I I ACCOUNTANT 

L-----~ 

1---i --i I I 
I --11 I r ----------i 

jAdministrativej 
,-----------i 

!Marketing J 

!Officer I 

I ,-- ~-

iouality llE1ectrica11lMechanica111 I Personnel I 
1cor.tro11erl1Engineer l!Engineer II I Officer I 
.____~ __ __. '-------~ .____ ___ ___, I 
r__J 

t- Microbiology 
[- Syrup Room 
L- Water Treatment 

"' 

I - ---1 

l Senior I 
I Production I 
I Supervisor I 

jOfficer I 
L-------' 

,--- - -----i 
1snr. Sales I 
jSupervisor I 
!Field Sales I 
t.__ --' 

jCost 11 Financial I 
jAccountantl I Accountant I 
'--~--' l--~--' 

r __ _J 

I r Wages r Ma 1 n Ledger 
I Salaries r Cashier 

jSnr. Sales I r Stores L- Banking 
jSupervisor I L 

jDepot Agents! 
Budget Control 
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APPENDIX 24(a) 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
PROPOSED ORGANIZATION CHART 

GENERAL 
MANAGER 

I 
I 

r --- - - , --- --r ------ ·r 

I 
PRODL'CTION i I MARKETING I I INTERNAL AUDIT l I ACCOUNTS I 
MANAGER : I MANAGER I I MANAGER l I MANAGER I 

~~~--.---~~__l L.~~--.-~~--' 

_l_ __l__ -1-

KtY ~· 

- Add:tior::il staff report to this position 

c.r:J.--= de:;icts re;>art1r:9 rel.Jt ionsh1cs on7>' and not grade. 

r------------~ --- --1 

I -, 
I PERSONNEL MGR. I I PROCUREMENT I 
I co. SECRETARY I I OFFICER I 
i--~~~~....-~~~--1 

__L_ 
T 

_l.._ 



I 

ASSISTANT I 
PRODUCTION I 
MANAGER I 

(MAINTENANCE) I 

----- -- ---- --- ----- ----
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APPENDIX 24(b) 
LAKE VICTORIA BOTTLING COMPANY LIMITED 

PROPOSED ORGANIZATION CHART OF PRODUCTION DEPARTMENT 

I 
I PRODUCTION I 
I MANAGER I 

I 
I ASSISTANT I I 
I PRODUCTION I I 
I MANAGER I I 
I (BOTTLING) I I 

I 
I I 

I I MOTOR VEHICLE! I I BOTTLING LINE I I STORE I I 
H WORKSHOP I H SUPERVISOR I I OFFICER I 
I I <:'• •PER\/TC"R I I I (Shift No. 1) I I """" I ir ... '-'V I I 
I I -L-
I 

I I 
I I PLANT I I I BOTTLING LINE I 
H MAINTENANCE I H SUPERVISOR I 
I I SUPERVISOR I I I (Shift No. 2) I 
I I I I 

I I 
I I ELECTRICAL I I 
H MAINTENANCE I I 
I I SUPERVISOR I I 
I I 

-L- _J_ 

KEY: 

- Additional staff report to this pos1'tion 
Chart depicts reporting rdlationships only and not grade. 

I QUALITY I 
I CONTROLLER I 
L___ .J 

-L-
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APPENDIX 24(c) 
LAKE VICTORIA BOTTLING COMPANY LIMITED 

PROPOSED ORGANIZATION CHART OF MARKETING DEPARTMENT 
1- l 
I MARKETING MANAGER I 

I ___L__.~~~-~~~~~~~ 

I ,- -------

! MARKETING SERVICES! 

I OFFICER I 

KEY: 

I r--~~~~~~~~ 
I I RESEARCH 
H ASSISTANT 
I 
I 
I 
I I 
I I STATISTICAL 
H CLERK 

I 
I ---i 
I I ADVERTISING ANO I 
H PROMOTION ASST. I 
I 
I 
I I COMMERCIAL I 
H ARTIST I 

-L-

- Additional staff report to this position 
Chart depicts reporting relationships only and r....ot grade 
i Must be of the grade of a senior sale5 supervisor. 

r---
1 SALES 
I OFFICER 

I 
I I SALES SUPERVISOR 
r--J (UPCOUNTRY) :« 

I 
I I 
I I SALES SUPERVISOR I 
r--J (KAMPALA OUTSKIRTS l I 
I 
I I 
I I SALES SUPERVISOR I 
r--l (KAMPALA INNER-CITY) I 
I 
I r-------- - I 

I I SALES SUPERVISOR 
t---1 (CENTRAL REGION) 

I 
I 
I ' FINISHED GOODS r--1 STORE SUPERVISOR 

I 
I 

I 
I 

t---1 EMPTIES STOCK I 
I I CONTROL SUPERVISOR I 

-L-
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APPENDIX 24(d) 
LAKE VICTORIA BOTTLING COMPANY LIMITED 

PROPOSED ORGANIZATION CHART OF ACCOUNTS DEPARTMENT 

r 
MANAGEMENT I 

r -AccouNT A:NT - -
1 

KEY: 

I 
! ACCOUNTING ASST. I 

H COSTING 
I 

I I I 
I I ACCOUNTING ASST. I 
H STORES CONTROL I 

I 
l I ACCOUNTING ASST. I 
H PLANNING AND I 
I I BUDGETARY CONTROL! 
I 
I 

_J_ 

r -
I ACCCOUNTS I 

MANAGER I 

I 

- Additional staff report to this position 
Chart depicts reporting relationships only and not grade. 

r-----~-

1 FINANCIAL I 

I ACCOUNTANT I 

I 
I I CHIEF I 
~ CASHIER I 
I 
I 
I 

T 
_J_ 

I I ACCOUNTING ASST. 
~ GENERAL 
I '--
I _J_ 

I r 
I I ACCOUNT ING ASST. 
~ DATA ENTRY 

I I 
I 
I 
I 

....J_ 

_J_ 

~ 
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APPENDIX 24(e) 
LAKE VICTORIA BOTTLING COMPANY LIMITED 

eB.QP.Q~e_() _ __Q_BgA~l-A_l.H>N Ctl~_T_QE._J_N_TEBtJAL AUQll_ _ _Q[:_PARTMENT 
-----

INTERNAL AUDIT MANAGER 
_J ·-----

L-------i=~==-==----- -~ : - ---
I 

______ _J __ _ 

I 
t INTERNAL AUDI: OFFICER 

1 
INTERNAL AUDIT SUPER-I 

SYSTEMS/INVESTMENTS VISOR (HEAD OFFICE) I 
'-------..-----__J 

KEY: 

--, 
INTERNAL AUDIT I 

H SUPERVISOR I 
I (INVESTIGATIONS) I 
L----------' 

I 
I I INTERNAL AUDIT 
!"-1 ASSISTANT 

(SYSTEMS) I 
L___ _J 

___L_ 

- Additional staff report to this position 
Chart depicts reporting relationships only and not grade 

I I 
I I INTERNAL AUDIT 
i---1 (HEAD OFFICE) 

I 
I ,----

I 
SUPV. j 

I 
____ _J 

1 I INTERNAL AUDIT I 

t--1 SUPERVISOR (FACTORYll 

I 
I 
I 
I 
I 
I 
I 
I 

L- --,-----....1 r- I 
I I INTERNAL AUDIT ASST. I 
i-- --··- --·----1 (PF?ODUCT!ON) I 

I 
I 
I 

-'-

L.. 
__ J 

--, 
I INTERNAL AUDIT ASST. I 

----1 (MARKETING) I 
_______ J 

I I 
I I INTERNAL AUDIT I 
i---1 SUPERVISOR (FIELD) I 
I __J r 
I I I INTERNAL AUDIT 
I --i ASSISTANT (FIELD) I I _____ ___J 

_J_ r-
1 INTERNAL AUDIT 

--·-1 ASSISTANT (FIELD) 
_ _j_ 

____ ___J 
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APPENDIX 24(f) 
LAKE VICTORIA BOTTLING COMPANY LIMITED 

PR_OPQ.$ED ORGAt:U ZA l ION __ GH~BJ __ Qf __ ef;R§QN~l;l..__Qf eAB.Htl;J:U 

I 
,-------L-------1 

ADMINIS1 RA TI VE 

OFFICER 
l.-------r_, ____ J 

r---------------1 
I I ESTATES I 
t--i SUPERVISOR 
I L------ --,-----------1 

I 
_J_ __ 

r --------1 

I I OFFICE 
H SUPERVISOR 

L _________ J 

_ _L_ 

,-------------·1 
l I TRANSPORT I 
H Cl.ERK I 

,___ __ , _______ _J 

I --'-
I 
I --, 
I I SECURITY I 
r-J SUPER INT ENDE NT 

1···--------------· --· -, 
PERSONNEL MANAGER 

AND 
COMPANY SECRETARY 

L. _______ T _____________ J 

I 

I L- _____ 1 

--'-

- Add it ioM 1 stJff report to tln·s posit ion 

------, 
r-------i------1 
I PERSONNEL I 
I OFFICER I 
L---- -----,-·-- _________ J 

I r----·--·--· 
I I INDUSTRIAL RELATIONS/ 
~---·i WELFARE ASSISTANT 
I 1. ------·--r __________ J 

I 
_.J_ 

I r -·--1 
I I RECORDS TRAININC ANO I 
t·-·-j DEVELOPME~lT ASSISTANT I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

_J_ 

L--
T 

--1-

C.'1Jrt depicts reporting rel:itionships only :rnd not grade. 
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APPENDIX 24(9) 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
~ROPOSED ORGANIZATION CHART OF PRQCUREM~J __ SECT~9N 

I 
I PROCUREMENT 
I MANAGER 
L___~~--.~~~--' 

I 

,----
PROCUREMENT 

j ASSISTANT 
I (FOREIGN PURCHASES) 

!<.£Y: 

- Addition.:tl staff report to this position 
Cl-:art depicts reporting ra lat ionships on 1y and grade. 

·,• 

--i 
I 

I -L- ··--i 
I PROCUREMENT I 
I ASSISTANT I 
I (LOCAL PURCHASES) I 

_J 



PART VII: FINANCE AND ACCOUNTING 
REPORT ON LAKE VICTORIA 
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FINANCE AND ACCOUNTING REPORT ON 
LAKE VICTORIA BOTTLING COMPANY 

INTRODUCTION 

Background 

Under Contract No. BR/UGA/89/001 Public Industrial 

Enterprises Secretariat, a Finance and Accounting 

Programme was carried out at Lake Victoria Bottling 

Company Limited (LVBC) between August 22 - September 13, 

1991 as part of a Technical Assistance Programme extended 

to that Company. This is a report on the progr~mme. 

Programme Aims and Seo~ 

The programme aimed at the following:-

Identifying and recommending areas of potential cost 

reductions in the Company's operations. 

Evolving an efficient management information system at 

LVBC which will guarantee cost consciousness at all 

operational levels and at the same time create a sense of 

functional responsibility for cost effectiveness. 

A_~k110,,·fed~t?111e11t 

!MAS wishes to express its sincere gratitude to the 

Management and Staff of LVBC for their support in 

carrying out this assignment. 

·. 
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Special thanks go to the Company's Chief Accountant, Mr. 

Jackson Opwonya, and his two subordinates, Messrs. J. 

Byekwaso and H. Balyejjusa, for their co-operation given 

to the Consultants in their work without which the 

completion of the programme on schedule would not have 

been possible. 

Programme Objectives 

It was expected that by the end of the programme, the 

Head of the Accounting and Finance Department of LVBC and 

his subordinates would be able to do the following:-

Develop a Cost Accounting System which will: 

a) ensure that costs of finished products will not transfer cost 
of any inefficiencies in production to the ultimate consumer; 

b) provide flexible cost structures that will facilitate pricir.~ 
of the f~nished goods; 

c) be adaptable to computerization; 

d) adopt a method of batch costing to enable product cost to be 
audited and monthly production reports to be analyzed. 

Develop a Budgeting System for LVBC which will: 

a) create responsibility accounting; 

b) motivate high performance by all functions in the areas of 
cost cutting and prof it maximization; 

c) provide instant checks on and halt unplanned spending; 
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d) provide a feedback mechanism for actual departmental 
performance in relation to planned performance approved for 
annual profit plans; 

e) be adaptable to computerization; 

Develop an Improved Reporting System which will: 

a) be capable of identifying and reviewing management information 
needs et all times; 

b) prescribe management information 
responsibility cer.cres, indicating 
reporting; 

c) be adaptable for computerization; 

d) set target reporting dates; 

report formats for all 
levels and frequency of 

e) provide opportunities for feedback on reports. 

Develop a Detailed Controlling System which will: 

a) utilise effective financial and management accounting systems 
and procedures well suited for capturing data re1uired in the 
processing of basic periodic financial information viz:-

Prof it and Loss Account 
Balance Sheet 
Funds Flow Statement 

b) enhance manage~ent control of operations by exception 
reporting through highlighting deviations of actual 
performance from planned performance within a budget period; 

c) demand periodic and timely analysis of the Company's business 
situation in terms of its liquidity and profitability. 
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Develop a Fi[]i:tnci_y_J. Plan11in~stem which will: 

a) enhance top management control of enterprise cash and working 
capital through the preparation of weekly, monthly, quarterly 
and annual cash budgets. 

the preparation cf debtors monthly ageing analysis. 
the preparation of monthly analysis of stock in-trade at: 
current selling price, indicating realizable mark-up and 
unrealised Government taxes. 

b) support tax planning. 

Develop a Liquidity_J;gntrol System which will: 

a) provide an ideal measure of the extent to which the Company 
should be deemed prepared to satisfy all maturing financial 
obligations under both normal and abnormal operating 
conrlitions. 

.. 
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SUMMARY OF RECOMMENDATIONS 

A restructured Chart of Accounts (Appendix 2) should be 

used for computerization of the Accounting system of LVBC. 

Batch costing method should be adopted as a basis for the 

periodic production accounts. 

Last-In-First-Out (L.I.F.O) method of inventory valuation 

should be adopted for valuing material issues to 
production. 

The production of a Daily Labour Usage report should be 

commenced as a component part of the Batch Coscing method. 

A Staff Cost Recovery Account should be operated in order 

to check losses through productive staff absenteeism. 

A planned capacity absorption rate should be adopted as a 

basis for absorbing production fixed overheads. 

Separate bottles and Shells control accounts should be 

operated in order to minimise losses through customer 
retention. 

A Budget Committee should be formed to, inter alia, 

formulate board guidelines for the preparation of LVBC 

annual budgets. 

., 
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The Directors' Report on annual accounts should, in future, 

be made to include significant changes in LVBC's operation, 

such as curtailment, major rehabilitation programmes, as 

well as changes in the capital structure of the Company. 

The presentation of the annual balance sheet should be done 

in such a way as to show the Company's assets first 

followed by how they have been financed as at the end of 

each year. 

The annual financial statements to be presented to the 

shareholders by the Directors shoald be prepared in such a 

way as to show first the 'Balance Sheet' followed by the 

'Profit and Loss Accounts' and a 'Statement of Source and 

Application of Funds' and then notes to the accounts. 

Variance analysis and interpretations should be taken more 

seriously by the Management of LVBC. Interpretation of 

variances should only be carried out by officers who have 

relevant knowledge about the peculiarities and 

circumstances of the Company. 

In order to improve upon LVBC' s financial planning and 

working capital management, the Company's management should 

immediately commence the use of weekly, monthly, quarterly 

and annual cash budgets. 

., 
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As part of the efforts towards improving the liquidity 

control system, LVBC management should do the following:-

Commence active use of liquidity ratios for weekly, monthly, 
quarterly and annual reporting. 

Formulate a tax plan which will use a piecemeal payment scheme for 
sales taxes and excise duties. 

Open a Deposit at Notice Account at Uganda Commercial Bank to 
lighten the burden of transactions involving Letters of Credit 

LVBC Accounting Personnel should be given intensive 

training in Lotus 1-2-3 and Database Management while 

selected Secretarial Staff should be given training in Word 
Processing. 
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SYSTEMS REVIEW AND DEVELOPMENT 

Review and Development l\lcthodology 

Operations Review 

For the purpose of 

with a view to 
the review of the Company's operations 

identifying areas of possible cost 

reductions, suitable questionnaires wei:-e designed for 

each functional area in order to gain an insight into, 

and knowledge about LVBC operations as detailed below:-

Functional Area 

(i) Production 

(ii) Administration 
and Personnel 

(iv) Accounting and 
Finance 

Operations Reviewed 

a. Purchasi.ng both local and 
overseas. 

b. Raw material stores acco11r'!t ing 
and finished goods. 

c. Production processes. 
d. Methods of accounting for the 

process costs. 
e. Preventive maintenance schemes 
f. Vehicle running. 

a. 

b. 
c. 

a. 
b. 
c. 

d. 

e. 

f. 

g. 

Wages and salaries 
administration. 
Attendance registration. 
Clock-card system. 

Bank and Cash Control. 
Present product costing method. 
Revenue and Expenditure 
planning and controlling. 
Acquisition, recording and 
disposal of fixed assets. 
The issue of write-downs on 
bottles and shells. 
The incidence of taxes and 
duties on movement of raw 
materials and finished goods. 
Cash planning. 
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Functional Area 

(v) Marketing 

Operations Reviewed 

a. 

b. 

Sales Accounting - Full goods 
and empties Depot Activities. 
Credit Control 

The Chief Accountant and his subordinates were fully 

engaged with the Finance an<l Accounting Specialist 

throughout the above phases, discussing all identified 

areas of possible cost reduction and examining the 

practicabilities of all recommendations made in the light 

of production methods, physical distribution and store

keeping as well as accounting for full goods and empties. 

From the middle stage of the programme up to the end of 

September 13, 1991, personnel from PIES (Public 

Industrial Enterprises Secretariat) joined in the 

discussions. 

Appendix 1 shows extracts of minutes of a meeting which 

discussed Cost Control. 

Chart of Account~ .. 

Existing LVBC Chart of Accounts 

Appendix 2 shows the PIES Chart of Accounts which was to 

be used by LVBC to r.ripture hris ic dritri for processing 

accounUng information during lite pursuit of the 

programme. 
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As a step towards the creation of a formalized and 

integrated system of planning, budgeting, costing, 

reporting and controlling, responsibility centres were 

created and assigned with accounts codes. 

Thus, codes were assigned to cost centre codes such as 

Production (ie. variable and fixed cost), Marketing and 

Sales, Administration and Personnel, including Audit and 

finally, Accounting and Finance. 

These centres correspond with the proposed first 1 ine 

functional areas of the Company which are each headed by 

a Manager. This position title of Manager should, 

however, not be confused with the existing grade titles 

of Ml, M2 and MJ, etc. 

Restructuring of PIES Chart of Accounts 
... 

A critical appraisal of the recommended chart of accounts 

embodied in PIES Financial and Costing Manuals was made 

with a view to adapting it for the purpose of Lake 

Victoria Bottling Company's accounting system. 

The principal objective of the Chart is to serve as a 

guide to data capturing, information processing and 

reporting by companies whose operations are monitored by 

PIES. 
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However, in the case of LVBC, it was discovered that the 

structure of the PIES Chart of Accounts was such that i~ 

required some changes before it could be suitable for the 

purpose of generating various management information 

reports. This is because when 

it comes to computerization, the structure of the PIES 

Chart of Accounts makes it difficult to break on levels 

during programming. Besides, the design of the chart was 

not report oriented. 

Thus, the production of the two reports regularly 

prepared by the Company - Balance Sheet and Profit and 

Loss Accounts was not considered in the initial design of 

the structure. 

At a meeting on September 12, 1991 between the IMAS 

Consultant and the PIES Financial Expert, the foregoing 

observations were discussed and the proposed changes in 

the PIES Chart of Accounts to suit the operations of LVBC 

were explained. 

In view of the foreyoing, the PIES chart was tailored to 

make it suitable for meeting the processing requirements 

of LVBC's new management information system. 

The new Chart of Accounts is provided in Appendix 3 and 

is preceued by i.l summi.lry of the Accounts Classes, Sub

classes and Groups in Appendix 2. 
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Creation of CQst Centres 

On the basis of the insight gained into the production!# 

processes at the LVBC factory, three cost centres 

considered relevant were defined, viz:-

I. Syruping 
2. Carbonation and 
3. Bottling 

Recommended Codin_g~ystem for the Production 
Cost Cen_tre!?_ 

The basis of the production account should be batch 
costing. Each batch cost must be identified with a 

product brand, eg. Pepsi-Cola batch 1, 2, 3 and Mirinda 

batch 1, 2, 3, etc. so that in a given shift of 3 batches 

there could be for example, one batch of Pepsi and 2 

batches of any other brand and vice versa. 

This means that by each week-end or month-end, the 
Accounts Department should be able to translate 
production in the form of a number of batches of each 

brand produced into financial terms. 

In arriving at the cost of each batch produced, total 

cost of production should be broken down into two main 

headings. Variable costs and Fixed costs. 

Variable costs should consist of the following:-
Concentrates UG~ge 
Sugar Usage 
Carbon Dioxide (CO.) Usage 
Watet· Us,1ge 
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The total of these should c::onstitute direct materials 

usage. To this must be added direct labour and other 

variable overheads. 

ASSIGNING ACCOUNTS CODES 

In keeping with the Consultants' recommendation of 

modification to the ~IES Chart, the following brand, 

materials, labour and overheads codes have been provided:-

BRAND CODE.S 

01 
02 
03 
04 
05 

PC 
Ml 
TM 
EV/cs 
EV/TW 

DIRECT MATERIALS SERIAL NUMBERS 

1 Concentrates 
2 Sugar 
3 Carbon Dioxide 

Pepsi Cola 
Mirinda (Orange) 
Teem (Lemon) 
Evervess/cs 
Evervess/TW 

4 Water (Portion used in finished product) 

Combining the above codes provides direct material codes by 

brand, with the direct material serial numbers suffixing 

the brand codes. Thus concentrate consumption for Pepsi 

Cola production wil! be identified as 

01 1 

[ l~- Concentrate 
Pepsi Cola 
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Accordingly, the following is a list of material usage by 
brand. 

Codes Direct Material Brand 
011 Concentrates PEPSI 
021 II MI 
031 II TM 
041 ti 

EV/CS 
051 ti EV/TW 

012 Sugar PC 
022 II MI 
032 II TM 
042 II 

EV/CS 
052 II 

EV/TW 

013 C02 PEPSI 
023 II MI 
033 II TM 
043 II 

EV/CS 
053 ti 

EV/TW 

014 Water PEPSI 
024 II 

MI 
OH II 

TM 
044 II EV/CS 
054 II EV/TW 

For ease of process cost classification and also in order 

to fit into the PIES recommended Chart of Accounts, two 

addi t iona 1 dist i net codes for variable expenses (major 

group 5) and raw moterials (sub-group 1) have been adopted 

to structure the above account numbers of raw material 

usage by brand. 
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The full direct material us~ge account codes are provided 

below and on the next page:-

Direct Material Usage Codes Brand 
Concentrates Pepsi 2251011 

II Mirinda 2251021 
II Teem 2251031 
If Evervess/CS 2251041 
II Ever1ess /TW 2251051 

Sugar Pepsi 2251012 
If Mirinda 2251022 
II Teem 2251032 
If Evervess/CS 2251042 
If Evervess/TW 2251052 

C02 Pepsi 2251013 
If Mirincla 2251023 :rt 
If Teem 2251033 
II Evervess/CS 2251043 
If Evervess/TW 2251053 

Water Pepsi 2251014 
II Mirincla 2251024 
If Teem 2251034 
II Evervess/CS 2251044 
II Evervess/TW 2251054 

Direct Labour ~!!<L~.~l'le_f i !:_~ A/C Codes 
Direct Labour - Basic Pepsi 2252011 

If II Mirinda 2252021 
II II Teem 2252031 
II II EV/CS 2252041 
II II EV/TW 2252051 

Direct Labour - Incentives Pepsi 2252012 
II II Mirinda 2252022 
II II Teem 2252032 
II II EV/CS 2252042 
II II EV/TW 2252052 

Direct Lobour - Overtime Pepsi 2252013 
II II Mirinda 2252023 
II II Teem 2252033 
II II EV/CS 2252043 
II II F.V/TW 2252053 
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Direct L<!J:>ouL__and Benefits AlC Codes 
Direct Labour - Bonus Pepsi 2252014 

II II Mirinda 2252024 
II II Teem 2252034 
II II EV/CS 2252044 
II II EV/TW 2252054 

Direct Labour - Awards Pepsi 2252015 
II II Mirinda 2252025 
II II Teem 2252035 
II II EV/CS 2252045 
II II EV/TW 2252055 

Full codes are as follows:-
~ 

Bottle Wash Chemicals Pepsi 2253011 
II II Mirinda 2253021 
II II Teem 2253031 
II II EV/CS 2253041 
II II EV/TW 2253051 

Bottle Breakages (In Plant) 
II II Pepsi 2253012 
II II Mirinda 2253022 
II II Teem 2253032 
II II EV/CS 2253042 
" II EV/TW 2253052 

Fuel (Boiler) Pepsi 2253013 
II II Mirinda 2253023 
" " Teem 2253033 
" " EV/CS 2253043 
II II EV/TW 2253053 

21. 3. 3 ~ast _ _.I!!_fj_r__~_LPIJL_L~-J_.__f_,,_Ql 

Two alternative methods for valuing material issues were 

er i ti ca 11 y exami necl j n turn ar.J practically tested for 

their effectiveness 

consultation with tile 

J\ccou n t<:rn t . 

and ease of application, 

Chief Accountant and the 

in 

Cost 
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(ii) 
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"Average pricing" (Appendix 28) 
"Last-in-First-Out" method (Appendix 29) 

The Consultants recommend the Last In First Out (LIFO) 

method for immediate use by the Accounts Department in 

valuing material issues. 

21.3.4 Method of Costing~fo.r:__~abour 

On the basis of approved monthly wage or salary per 

productive worker and an estimated number of expected 

productive hours per month, the labour hourly rates shall 

be calculated, takjng into account all other employment 

costs. This sh<lll be the basis of labour cost charge to 

batch production. 

Once a production worker clocks in at the security gate and 

walks to the factory, he wj 11 be expected tc' work, with 

appropriate allowances ~eing given for changing over and 
') 

machine set up times, until he finally clocks out during 

lunch break or at close of business. 

Thus, if a productive worker's time is effectively used by 

Management jn tile foctory in converting raw materials tc 

finished goods, the conversion cost will wholly include the 

total cost of hiring <1ncl mnintaining such productive worker 

for the duration of the production process. 

As a recommend0d method there fore, labour cost component of 

each batcl1 to be produced shall be ascertained and 

allocated to production by m11ltipJying the individual's 
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(or group's) time cost rate(s) to reported number of hours 

worked by grade and per batch. Appendix 8, Daily Labour 

Usage Report, exhibits the batch report format for 

capturing basic information on productive labour per batch 

per grade. 

21.3.5 Illustration 

Assuming in the Bottling Cost Centre, the following grad~ 

of productive labour were engaged in one batch production 

of Pepsi. 

GRADE '!'J_ME WOBl_S~_Q RATE LABOUR COST TO 
BE ALLOCATED 

1 2 hrs. 900 1,800 
2 I\ hrs. 800 3,200 
) 2 1

/ 1hrs. 700 3,500 
------

Total Labour Cost to be Allocated USh. 8,500 
------

It is recommended that the above schedule prepared on the 

basis of a batch report should be furnished to the 

Accounting Department from the Production Department on a 

daily basis. 

Debit 
~red!_.t 

Batch Cost A/C 
Labour Cost Control A/C, with actual cost of 
labour hours worked. 

This method of costiny for la~our therefore replaces the 

present method of aggregating wages and salaries bill for 

a whole month without <iny possibility of relating same to 

batches produced during a production period. 
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21.3.6 Staff Cost Recovery A~count 

Cost of absenteeism shall be recovered by the Company on 

the basis of hourly rate multiplied by the actual number of 

hours absent. 

The rate shall be derived from the approved number of hours 

expected to be worked per month in relation to the approved 

pay scale per month plus attendant staff costs. 

Example: Mr. X absented ~imself from work for 2 working 
days in August, 1991, ie. 16 hours (2 x 8 
hrs. per day) . 
Assuming Mr. X's basic wage 
and Benefits 50% 

X's total cost for 160 hrs 

Ush. 60,000 
30,000 

90,000 
=====:::;:: 

Expected Labour hourly rate is therefore Ush. 562.50 (ie. 

USh 90,000/160 hrs. in four r,1eeks each producing 40 hrs). 

The total amount of loss to the Company through the 

absenteeism is (USlJ 562.5 x 16) or USh 9001.60. 

21. 3. 7 Recovery of Staff Cost Lost 7'hrough Absenteeism 

In order to hold in check the incidence of costs incurred 

through unauthorized absenteeism of staff, the creation and 

operation of a staff Ccst Recovery Account is highly 

recommended. The counterpart of this account will be the 

departmental salaries and wages account. 

treatment will be as follows: 

Staff Cost Recovery Account 

The accounting 

Debit 
Credit Departmental Salaries and Wages Account, with the total 

amo•inL 0 f staff Cost recovered by Month. 
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Tile total recoverable amount will be obtained from the 
monthly payroll. 

In this connection, it is recommended that the Personnel 

Department be required to serid to the Chief Accountant by 

9.00 a.m each working day, daily returns on staff clocked 

time worked during the previous working day. 

The recommended accounting treatment for the monthly 

payroll incorporating the staff cost recovery concept is as 
follows:-

Debit 
Credit 
Credit 
Credit 

Salaries and Wages Account (by department other than 
production) 
Production Labour Cost Control Account 
Salaries and Wages Paydble Account 
Other Statutory Deductions Payable Accounts. 
Other Statutory Deductions Payable Accounts. 

This treatment has been fully discussed with the Chief 

Accountant and found to be practicable as a means of 
reducing cost. 

21. J. 8 Method of Account_ing for Production Overheads (0/HJ 

Production expenses which arise neither from direct 

material or direct labour should be classified under 
production overheads. 

For ease of accounting, further classification is required 
viz, 

i. Variable P~·oduct ion O/H and 
ii. Fixed Production 0/11 
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Variable Production Overheads 

Variable Production Overheads are normally incurred 

during the process of converting a raw material to a 

finished product. It may therefore refer to either 

indirect materials or indirect labour so expended in 

adding value to prime (direct material and direct labour) 
cost. 

Thus, all expenses other than direct material and direct 

labour directly traceable to the cost centres established 

for the processes involved in the manufacture of Pepsi 

Cola, Mirinda and other brands, fall to be classified as 

variable production overhead. 

The following represents the recommended basis for 

obtaining information regarding variable overheads for 

purposes of coding and accounting: 

BOILER FUEL: Boiler fuel used for each batch shall be 
recorded using dip-stick measurements at 
the end of each batch. The return for 
the day's usage must be submitted at the 
end of each production day. Interna:i. 
Audit should make a daily check to 
confirm 2ccuracy of returns. 

( i) f:LECTRICITY 
Meter reading should be taken at the 
beginning of the whole production 
process, then before the beginning 
of each batch. This will give the 
power usage during 'set-up time'. 
After this, readings should be taken 
at the end of each batch. The total 
power usage will then be spread over 
the number of batches produced. 



BOTTLE WASHING CHEMICALS 

BOTTLE BREAKAGES 

FILTER AID CHEMICALS 

WATER TREATMENT CHEMICALS 
SUPPLIES 

ROLLER CHAIN LUBRICANT~ 

SANITATION CHE~1~~1§ 
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(ii) DIESEL USED ON GENERATOR 
Readings of fuel used shall be taken 
using a dipstick to give both 'set
up time' usage and the batch usage. 
Total diesel used can then be spread 
over t~e number of batches produced. 
The returns for power usage must be 
submitted on daily basis. 

The amount of caustic soda and 
additives or brittax used should be 
recorded on a daily basis. 

This should be recorded on a batch
by-batch basis to determine break
ages incurred during production of a 
given batch. This will include 
breakages at 

Decrating 
Bottle Washing Machine 
Roller 
Filler/Conveyor 
Accumulation Table/Crating 

Returns should be submitted daily. 

Quantity of diatomite (kensil 90) 
used should be recorded for each 
batch. 
Returns to be submitted daily. 

Quantities of following items used 
in any given day to be submitted. 

Sodium Hypochlorite 
Activated Carbon 
Filter Cartridges. 

Quantities of lubricants used to be 
given i.e. 

Liquid Soap (Main Line, etc.) 

Quantities of materials used on a 
daily basis to be submitted, i.e. 

Trisodium Phosphate (TSP) 
Sodium Bicarbonate 
Scouring Power (VIM). 
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WATER (FOR SANITATION 
STEAMINQ.;_~!!JLLI~g_;_AN_R 

BOTTLE WASHINGJ_ 

LABORATORY CHJ!H_ICALi;_[ 
MATERIALS 

CROWN CORK_~ 

Quantity of water used per day 
can be d~termined by taking 
into account the meter reading 
and volu~~ in the reserve tank. 
From thi~, the amount of water 
used for syrup making and 
bottling (determined by 
formula) should be deducted to 
give amount of water usage ~or 
sanitation, bottle wash, 
steaming, etc. 

Determine and provide quan
tities of chemical used. Also 
include quantities of samples 
taken off the line for 
laboratory tests. 

Quantities of crowns used for 
every batch should be recorded 
and provided on a daily basis. 

21 . 3 . 10. EiK~d I?_.c_ofl_ycl;_i_q_I) _ _Q\t'_~ r;_b~i!ds 

Fixed pr0duction overhead on the other hand, as a period 

cost, cannot be traced to a process. Yet it is the kind 

of expenditure which will' normally be incurretl 

irrespective of the number of batches produced per a 

given period. 

In the accounting system of LVBC, the fixed cost 

component of the batch cost should include: 

Other p1-oduction staff salaries, wages and benefits 
Plant deµreciatio11 
Plant hire 
Factory building depreciation (relevant portion) 
Nakawa workshop materials usage 
St.:tff unifonns anrl protf•c':ives 
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Factory building maintenance (relevant portion) 
Motor vehicle maintenance (relevant portion) 
Printing and stationery (relevant portion) 
Hired guards 
Postage, telephones and courier services 
Off ice supplies, eg. toilet, rags, soap and detergents, etc. 
Medical benefits 
Hired transport 
Travels outside Uganda. 

21.3.11. Methods of Absorbing Production Fixed Overheads 

In practice, there could be several methods of ensuring 

that each unit produced within a batch during a period 

absorbs its fair portion of a period cost. 

It is pertinent to note, however, that none of these 

methods can really provide exact results; they are best 
estimates. 

In the PIES Financial and Cost Manual, three methods have 

been provided as follows: 

Wages Percentage Rate 
Labour Hour Rate 
Hachine Hour Rate 

However, considering the circumstances of the factory at 

the moment, bearing in mind the need for ease 06 

capturing fixed production overhead cost in determining 

batch cost per unit, a fourth method - Planned Capacity 

Absorption Rate - has been recommended. This rate shall 

be pre-determined on the basis of annual planned capacity 

utilization and the annual budgeted fixed production 
overhead. 
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Illustration: 

Treatment of Fixed Cost Component of Batch Costs 

The various fixed costs can be accurately estimated (item 

by item) for the year under review for a given plant 

capacity utilization level·. 

From the above, the total fixed costs will be derived. 

This total fixed cost should be divided by the 

anticipated plant capacity to arrive at an absorptio'1 

rate per crate produced. It should be noted that the 

higher the level of capacity utilization, the lower will 

be the absorption rate. 

There will be variations between fixed overheads actually 

incurred and the estimated overhead due to: 

( i) 

(ii) 

(iii) 

Higher or lower level of actual capacity utilization as 
compared to planned plant capacity. 

Changes in actual costs in the course of the year. 

Both (i) and (ii). 

In administering this system, all components of the fixed 

cosl will be aggregated under one fixed overhead account 

as a matter of control. 

The actual expenditure, as and when incurred during the 

course of the year, will be debited to this control 
account. 
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ILLUSTRATION ON OPERATION OF FIXEu OVERHEAD ACCOUNTS 

FIXED OVERHEAD ITEM 

Other production staff 
salaries, wages and 
benefits 

On payment of the wages, 
salaries and benefits: 

PLANT DEPRECIATION 

PLANT HIRE 

DEBIT 

Other production 
Salaries, Wages 
and benefits 

- Prod. staff salaries 

- Plant depreciation 
Account 

- Plant hire hccount 

CREDIT 

- Prod. salaries & wages 
and wages payable A/c 

- Stationery Deductions 
Payable Account 

Plant and machinery 
Accumulated depreciation 
Account • 

- Supplier of plant 
(Charges on incurred plant hire cost on 
the basis of the hire agreement) 

FACTORY BUILDING DEPRECIATION 
Treatment of same as for plant hire 

NAKAWA WORKSHOP MATERIALS 
USAGE - ~akawa W/S Material 

usa•;ie 
- Various stores 

(On the basis of Stores Issue Vouchers 
duly authorised at current costs) 

STAFF UNIFORMS AND PROTECTIVES 
- Staff uniforms and 

protectives Account - Staff Uniforms 
Stock Account 

(On the basis of Stores Issue Vouchers) 

FACTORY BUILDING Ml\INTENAN(,:_l;; 
- Factory building 

maintenance Account 

(On the basis of the bill for the 
certified work done) 

- Supplier of service 
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MOTOR VEHICLE MAINTENANCE 
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Q~~IT 

- Motor Vehicle 
Maintenance Account 

CREDIT 

- Supplies of service 
NOTE: It will be necessary to establish sub-cost centres for each 

vehicle so that the actual expenditure incurred will be 
assembled under each vehicle maintenance account and th"!n 
transferred to this account. 

PRINTING AND STATIONERY - Printing and 
stationery account 

HIRED GUARDS 

- Stationery stock 
account 

- Hired guards - Accumulated exp. 
account: Hired guards 

(On incurring the cost: upon evidence that 
that the service has been rendered} 

POSTAGE: TELEPHONES AND CARRIER SERVICES 

OFFICE SUPPLIE_B_~ 

MEDICAL BENEFITS 

HIRED TRANSPOPT 

- Post, Tel. & Carrier 
service Account 

- Off ice supplies A/C 

- Medical exp. Account 

- Specific Accruals A/c 

- Supplier's Account 

- Account Accrued 

(Treatment will be like that of Plant Hire) 

TRAVELS OUTSIDE UGANDA - Travels outside Uganda 
Account - Airline Account 
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The absorption rate should however be revised anytime 

there is a review in the planned capacity utilization and 

the budgeted fixed production overhead. 

LVBC' s Chief Accountant and the Cost Accountant have 

tested this method and have found it to be practicable. 

Product Costing 

Four identified defects of the present system of product 

costing are as follows:-

( i) 

(ii) 

(iii) 

(iv) 

The product cost information is prepared in arrears of 
production and sales. Consequently, no use is made ~f 
the host information for guiding pricing of tne 
products. 

The products are being produced in batches but there is 
no way the Cost Accountant can provide the unit cost of 
any batch under the present system. Consequently, 
inefficiencies in batch production are not revealed. 

'fhere is no linkage between the actual cost of units 
produced of various brands and the quarterly reported 
cost of production. The Manufacturing and Trading 
Account includes production materials usage and total 
production expenses as cost of finished products, and 
fails to distinguish between brand costs in. terms of 
labour and overhead costs. 

No clear distinction is made between variable product 
cost and fixed overhead cost. Thus, details about the 
pe:-~ormance of each product line in relation to its 
con tr ibut ion towards the fixed overheads cost for a 
period are not easily available. Consequently, there is 
no facility for providing management information on the 
break-even point of sales in relation to actual levels 
of capacity utilization in the course of a year. 
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21.3.13. Batch Costing 

In order to ensure early determination of product cost so 

as to be relevant for timely management decision-making 

purposes, a system of batch costing is recommended. 

Under this system, information on daily batch production 

will have to be furnished from the Production Department 

to the Costing Section. The required information will 
~ 

include the material usage - direct and indirect, labour 

hours worked and variable overheads. 

To this end, the following report shall be prepared and 

submitted:-

Appendix 6: Weekly Production/Stock Report; Appendix 7: Syrup Room 
Report and Appendix 8: Daily L-abour Usage Report. 

The required detailed information on these reports are 

exhibited in their design. 

On the basis of the above information, daily batch costs 

of products can be determined. The obvious advantage of 

such a system will be to inform Management about the unit 

cost of batches of various brands produced by the 

factory. 

Besides providing avenues for instant spot cost audit, 

the system enables batch costs to be compared with a view 

to revealing possible causes of production ineffi

ciencies. As this will be done on a regular and 

consistent basis, the incidence of passing on cost of 

inefficiencies to the ultimate consumers will be 

significantly mitigated, if not completely eliminated. 
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For ease of comparison and as an aid for timely 

management reaction to potential inconsistencies in batch 

production costs, preparation and submission of a weekly 

summary of the batch cost is recommended. Appendix 9: 

Weekly Summary of Batch Cost shows the design of the 

required form. 

Towards realizing the goals of the weekly summary, the 

Weekly Production Report (Appendix 10) will be relevant. 

The Case for seearate Bottles and Shells Accounting 

In view of the huge investment involved in the above 

containers, it is no longer operationally economical for 

the Company to maintain present levels of deposits. 

Accordingly. it is recommended that:-

( i) 

(ii) 

(ii. i) 

(iv) 

(v) 

hiring fees be instituted in place of deposits. 

the present amount being collected as deposits be increased by 
at least 40~. with immediate effect and should be levied 
annually. 

once a customer pays the hiring fee for a year, he should be 
entitled to recycle ~he containers for the year. 

the issue of bottles of customers with full goods be accounted 
for separately. 

LVBC customers be informed in no uncertain terms that the 
bottles and shells in their custody still remain the property 
of the Company. 

By maintaining separate control accounts on bottles issues 

to customers, adequate track will be kept of movement of 

bottles stock and therefore potential losses through 

customer retention will be mitigated. 
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The Consultant is aware of the significant amount of 

bottles being retained by the Company's customers, 

illegally. 

In order to realise fully the benefits of the proposed 

approach, the following accounting policy on bottles and 

shells is recommended. 

Accounting Policy and Procedure 

1. Supply of full goods must only be made to customers 
who are ready with empty bottles and shells. 

2. The value of unreturned bottles by deadline date 
must be taken as retained and must be apportioned 
between cost and mark-up. 

3. The value of stock returnable by the end of the 
accounting date must be added to closing stock of 
bottles (stock held with outsiders at cost). 

Illustratjo11: 

The following is the summary of transactions during 

September 1991:-

Opening Stock 
Issues to Customers 
Returns From Customers 
Retained by Customers 
Returnable by Customers 

2000 bottles each costing 500/= 
500 bottles at 500/= + 331/3% 
200 bottles 
200 bottles • 
100 bottles. 

ThfL followJng _ _E_g_c_c;:n.lJLt~~Le_!"elevant: 

1. Bottles Stock Account 
2. Returnable Bottles Account 
3. Bottles Debtors Account 
4. Bottles Depositors Account. 
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Accou flt i ng ---.T..r-g_~J. IJ!.EW~t 

Refer to Appendix 10. 

Open the above accounts and enter as fol!ows:-

i) On sale (issue) to customers 

1. DR - Bottles debtors A/C with cost of bottles 
+ 331/3\ mark up. 
CR - Returnable bottles A/~ with same value as above. 

2. DR - Cash Account and 
CR - Bottles Hiring Fees Account with cash deposited. 

ii) On return of bottles 

3. DR - Returnable bottles A/C and 
CR - Bottle debtors A/C with quantity valued at issue 
price less discount of 25\. 

4. DR - Bottles deposits A/C and 
CR - Cash Account with cash refunded calculated as 
above. 

5. DR - Bottle deposits A/C and 
CR - Bot~le debtors A/C with the amount by which the 
returned bottles were discounted. 

iii) For retained bottles: 

6. DR - Bottle deposits A/C with the value and 
CR - Bottle debtors A/C with the value of bottles at 
issue price retained by the ~ustomers after one month. 

7. DR - Returnable Bottles A/C and 
CR Bottle losses Recovery Account with the gain 
resulting on the return of bottles at a 1iscount. 

iv) For the bottles not returned within the month but are still 
returnable at future due dates. 

8. 

9. 

10. 

DR - Bottles A/C and 
CR Bottles Stock A/C with the quantity still 
ret~rnable valued at cost. 
DR - Returnable Bottles A/C and 
CR - Bottles Losses Recovery Account with the mark-up on 
the bottles which are expected to be returned. 
Balance off the Accounts. 
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Description of Existing System 

The existing budgeting system was not based on a practice 
• which involved all Departmental Heads in the initial 

planning stage. Responsibility accounting therefore was 

lacking, as the budgeting activity, not to mention 

budgetary control, 

department affair. 

virtually tended to be a one 

Consequently, the budget documents produced failed to 

motivate Functional Heads to maximise corporate profit 

through conscious efforts at departmental cost control. 

Introduct.J,01_1 of a Formalised Approach 

In order to correct the defects in the existing system of 

budgeting, it is hereby proposed as follows:-

(i) There should be a Budget Committee set up. 

(ii) f'tembership of the Committee shouJ.d be all Heads of 
Department. 

(iii) 

(iv) 

( v) 

(vi) 

(vii) 

1"11e cl1c1i1p~·1·so11 of the Committee should be the General 
"1anager. 

The Secrec.u·y-Co-ordinator of the Committee should be 
the Chief Account.:int 

It shall be the responsibility of the Committee to 
formulate broad guidelines for the preparation of each 
annual budget and also to meet and discuss all 
departmental plans with a view to integration. 

De.•dl 111i:> d.itPs shc1l l be set for the completion and 
~;ubmissiun of dr>p,1l·tme11tal plans for purposes of annual 
/mcigl•t. Ill']. 

Deadline I/cites should be set for the Committee to 
d rscr1~;s c 11~> budgtE't. 
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Bud-9§ t Forin_a ts and Form~ 

As a guide to tt1e budgeting development process, budget 

development questionnaire forms have been designed by the 

Chief Accountant of LVBC at the instance of the 

Consultants. These have been provided in Appendices 11 

to 16. These questionnaire forms, which are by no means 

exhaustive, should be reviewed and updated periodically 

by the Chief Accountant. 

Additional roles expected of the Chief Accountant under 

this system would include the following:-

To distribute the above budyet proposal forms to all Heads of 
Department. 
To ensure that the budget proposal forms are completed and 
returned by all Heads of department including the Accounts 
Department on sch<?dule .. 
Consolidate Depa1·tmental Budget Proposals and arrange budget 
hearing meetings. 
To submit draft budget to the General Manager and all Heads of 
flepartment. 
To ensu1·e th.:\t the budget hearing meeting takes place on 
schedule. 
To prepare final Jraft of budget document. 
To submit final d1-C1ft budget to the General Mc:nager, all Heads 
of Department and Executive Director of LVBC on schedule. 
Make necessary adjustments to budget. 
Submit final budget to General Manager, Heads of Department 
and Directors. 

Append ix 17: Budgeted Profit and Loss Account is a 

recommended format for use. This format is so designed to 

highlight the responsibility accounting concept. For the 

rest of projected stntements, PIES Financial Manual should 

be referred to for useful guidance. 
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Existing System 

Limited management information is produced. These are 

the year-end final account.s (Balance Sheet, Trading, 

Profit and Loss Account and statement of Source and 

Application of funds), Quarterly Accounts and Monthly~ 

Production/Stock reports. 

Financial RepQrting 

It is considered pertinent to make the following 

observations and recommendations. 

(1) Rep_QJ"_l;_!.f>~~ Directors to be included in final 

presentation of the accounts should be expanded to 

include: 

( 2) 

i. any significant change in the operation of the 
company. 

ii. any rehabilitation. 
iii. any significant curtailment of the operation of 

the business. 
iv. comment on any changes on the financial or 

capital structure during the year under review. 

Pr~~~rnt~_t;j .. _Q.l]_.c:>J ___ th_e Balance Sheet 

The Balance Sheet should show assets first, 

fol lowed by hO':: thf'y h<ne been financed as at the 

encJ of the year. 

( 3) Q!:d~_ring_Qf_~i!li£lll~J.~l __ statement 

The financial ~;tatement to be presented to the 

shareholders by the Di rectors should be presented 

in the following order:-

i. Balance> Sh.qet 
11. Pt·ofit arirl Los!> Accounts 
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iii. Notes to the Accounts should inter-alia, include 
accounting policies 
manufactu~ing account 

(4) Statement of Sources ~nd Application of Funds 

The (Uganda} Companies Act does not require the statement 

of Sources and Applicdtion of Funds to be shown, neither 

does it require the preparation and submission of any 

Appropriation Account. However, in view of the importance 

of showing how the Company's finances have been received 

and/or generated during the course of the year, while at 

the same time revealing how this has been utilized, the 

problems associated with these issues would be forestalled. 

Accordingly, addition of this statement is highly 
recommended, the provision of the law notwithstanding. 

(5) Profit and Los~ Accou~~ 

( i) The Trading Account should be detached from the 

Manufacturing nccount. (Refer to Appendix 24 for 
prese 11 t format) . 

(ii) In compliance with the Companies /\ct 1962 (Caption 

85), the Profit and Loss Account should disclose: 
(a) 

(b) 

(C) Q_ross_profi~ 

In the case of LVBC, the net sales, 
i.e. after sales tax and excise duty 
deduct ion. There should be annexed 
to the Profit and Loss Account a note 
showing how the net sales i~ derived. 

Hust be distinctly stated also. 

Must also be stated separately from 
c•Lher incomes. 
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Selling, Gen. & 
Admi~-~: Should indicate all the specific 

disclosure items in compliance with 
the Companies Act 1962 in addition to 
all other significant operating 
expenses. 

(e} The P1·of it and Loss Account should also disclose: 
The profit before taxation 
Taxution on profits 
Provision en dividends, and 
Transfers to reserves 

6. Manufacturing Account 

This should be prepared to indicate the cost of producing 

the units made available for sale in a given year. 

The total cost of producing the goods must be transferred 

to the finished goods stock account from which transfers 

will be made to cost of sales account when sales are made. 

In support of the strategy to improve the reporting syste~ 
of LVBC, two specific report formats have been recommended 

for use in addition to those being designed by the Chief 
Accountant. 

(i) 
(ii) 

These are: 

ftonthly Production Cost Account: 
ftonthly Profit and Loss Account: 

Appendix 18 
Appendix 19 

21. 5. 3 Development of_fVe"!t_Fo_r_ni{JJ;§_(9r RePQrting 

In the light of the foregoing, the Chief Accountant of LVBC 

has been charged with the responsibility to take the 

following necessary action by the end of September 1991. 
(i) 

(ii) 
(iii) 

Design format of Pz·oduction Forms, Sales Forms, Personnel 
Forms and Accounts Forms. 
Arr,1nge print.ing/cyclostyling of forms. 
Submit various fnrms to Heads of user departments for their 
study anci consPnr on thP suitability of forms. 
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This exercise had been commenced by the end of the 

Consultant's programme on September 13th, 1991. 

Controlling Systems 

Existing System Review 

The Accounts Department of LVBC had not commenced the use 

of a Personal Computers (PC) for processing data by the 

time the Consultant began the Accounting and Finance 

Programme. Even though b~Jgets were annually prepared, 

the type of manual reports produced by the accounting 

system did not feature budgetary control. Consequently, 

effective variance analysis was lackir.g. 

Variance Analysis ~D4 Other Control Systems 

If LVBC's Management should be aided in making informed 

decisions, it is imperative that information on actual 

results based on previous decisions and follow-up action~ 

should be presented in a form suitable for Management's 

own analysis and use. 

During the medium term 1992/93 to 1996/97, LVBC plans to 

operate as a market leader in the soft drinks industry. 

To this end, Management needs to be conscious of the 

factors that operate in a highly competitive domestic 

environment that is impacted by local economic factors 

including exchange rate fluctuations and inflation. 

'Ihe success of its objectives therefore demands that 

management adopts strategies tnat will mitigate the 

influences of these economic factors by improved 
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quality of its products and prudent pricing actions and 

also by containing costs through increased manufacturing 

and distribution efficiency. 

The extent to which these and other strategies will 

continue to be successful will largely depend upon the 

effectiveness of management 

operations in respect of 

position and the cash flow. 

analysis of the results of 

profitability, financial 

In order to rea 1 i se the above objectives, management 

analysis should be extended to include the following:-

a) 

b) 

Variance Analysis 
interpretation. 
Analysis of the cost 
to brand. 

according to brand, and informed 

of Sales and the Gross Profit according 

c) Break-Even Analysis. 
d) Provision of performance indicators such as:-

Cost of Sales as a percentage of net sales. 
Harketing and Sales as a percentage of net sales. 
Administration expenses as a percentage of net sales. 
Accounting Departments expenses as a percentage of net 
sales. 
Financial expenses as a percentage of net sales, and 
Audit De1-artment 's expenses as a percentage of net 
sales. 

LVBC's Manag~ment Re.$.pgns.ibility and Variance Analysis 

Variance analysis is an essential tool to management 

because it focuses attention on the existence of a 

deviation from plan; on the direction of this deviation 

(favourable or adverse); and on its extent. 
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Variance analysis throws valuable light on the cause of 

a problem, and can help to isolate those factors which 

are controllable by particular individuals. It can focus 

attention on selected areas of the business and on a 

limited range of pertinent information, so enabling 

managers to manage by exception. 

It is convenient to divide variance analysis into two 

main headings: Cost Variance and Sales Variance. 

Cost Variance, in turn, may be considered under three (3) 

headings: Labour Variance, Material Variance and 

Overhead Variance. 

Recommended Approach to Interpretation of Variances 

Interpretation of variances should only be carried out by 

those who are in touch with the particular circumstances 

of the case. Whenever the need arises, further investi

gations should be conducted beyond figure analysis, in 

order to find out about underlying causes. 

~ 

Illustration on Interp_r:eta_t_ion of Labour Variances 

Suppose the analysis has revealed the important fact that 

labour cost has exceeded standard not because of a 

falling-off of efficiency (there may be in fact an 

efficiency gain}, but because the standard rate of pay 

per hour has been exceeded. 

The action which should follow this analysis depends upon 

the particular circumstances of the case. For example, 

the labour efficiency variance might form the 



subject of 

(Bottlir:;J 

praise 

to his 

5JO 

from, say, 

subordinate 

the Production 

for producing a 

Manager 

certain 

amount of work in less tnan standard time (a case where 

accounting aids the motivational ~spect of management). 

The favourable efficiency variance might also suggest to 

the Management that success could be repeated in other 

similar spheres of operation by focusing attention on the 

performance of similar departments. Or the variances might 

be one of a number of favourable variances which have been 

consistently achieved in the past, and thjs may indicate 

that the standard itself is .... n need of revision, i.e. 

variance analysis may indicate the need for replanning. 

The adverse rate variance might be a non-controllable 

factur, representing simply a wage award which has occurred 

during the period and was not allowed for in drawing up the 

standard. The variance might, however, be controllabl~ at 

least in part, in the sense that local management might be 

empowered to offer local allowances above standard in order 

to attract p~rticular grades of labour, eg. at the depots. 

So far, it has been assumed that the labour efficiency and 

the wages rate variances are independent. They might 

however, be interdependent, in the sense that the 

favnurable efficiency variance could be the consequence of 

the adverse rate variance. Such a situation could arise 

where a Manager or his subordinate has power to alter the 

composition of the l;:ibour force which is employed to 

achieve ~ given task. 
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By employing a worker of a higher skill (an~ at a higher 

rate of pay) than that allowed f0r in the ::;tandard, the 

m:::in~ger hopes to achieve an overall saving in labour 

cost. In this particular example, if this were the case, 

the action taken would not have been justified since the 

higher rate of pay has not b~en offset by a greater gain 

in efficiency. 

Further Analysis of Effici-anc~1 Variance 

It is often the case that the labour efficiency variance 

is mere controllable than the wages rate variance, 

particularly, by lower levels of management, who are 

usually more able to influen~e the time taken to do a job 

than the rate of p~y. 

It may therefore be ~onsidered worthwhile keeping time 

records which can r"veal, in further detail, likely 

causes of the ef f ici2ncy variance. For example, had 

there been an adverse efficiency variance, this could 

have been caused by idle time due to waiting for work, 

re-bottling due to faulty syruping, or re-bottling due to 

power-cut. 

Time records which permit further analysis under such~ 

headings can 3id the Manager in identifying the 

underlying causes of a variance; but even so, there may 

still be the need for further investigation; eg. idle 

time due to waiting for work could be due to an 

understaffed production plunning section o::- simply due to 

inefficiency in the preceding section from which work is 

obtained. 
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21. 6. 7 Ill_u_stra_l;i_orLQ_l}_]!!t_erp£.~tat.i_on of Materials Variances 

Tne usage variance will generally be the responsibility of 

production management, whereas the price variance is mcro 

likely to be the responsibility of the buyers, so that one 

interpretatioP of the variances could be that production 

management shoul:! investigate the reasons for excess nsage 

while the Company buyer is to be congratulated on obtaining 

materials at a cheaper price than standard. 

On the other hand, adverse usage might be: related to 

adverse price, ie. more units of a cheaper material might 

have been used in production. The materials usage variance 

may be related to the labour efficiency variance: for 

example, i~experience or inefficient labcur may cause both 

labour efficiency and materials usage variances to be 

adverse. Further investigations will usually be necessary 

in order to determine basic causes and an appropriate cause 

of action. 

Accounting systems may be designed to highlight the 

materials price variance either when the material is bought 

or when it is used. As the materials price variance is 

more likely to be the responsibility of the Company buyer, 

highlighting the vari;-ince Llt the point of purchase usually 

has the advant;-ige. 

21.6.8 Il_lustrat.j.g_r)__ on_JJJ_t_g_rpr_e_tation of overhead Variances 

A knowledge of the behaviour. of costs in relation to 

changes in the leve 1 of activity is also useful in 

comparing performance with plan, because it enables 
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actual costs to be compared with budgeted costs, at the 

level of activity actually achieved. Without first 

adjusting budgeted figures, in order to bring them in line 

with actual levels of activity, a comparison betwee~ 

performance and plan might be misleading to management. 

21.6.9 Interpretation of Overhead Expenditure Variance 

Wher, interpreting overhead expenditure variances, it is 

important to bear in mind the distinction between costs 

wh; ch can be pre-determined with a reasonable degree of 

certainty, given a level of activity and items which are 

budgeted more by the exercise of managerial judgement. 

A number of overheads fall into the latter category 

including, for ex amp le, many of the costs incurred in 

running the Administration and Personnel, Internal Audit, 

Accounting and Marketing Departments. 

In sur.h cases, it is very difficult to say with any degree 

of certainty how mucl1 expenditure should be incurred at a 

particular level of activity, so that judgement has to be 

applied in deciding what work is to be done in the 

department in question, and what constitutes an efficient 

level of operations. 

Where the level of cost in the budget, although carefully 

arrived at, 1~ nevertheless at the discretion of manage

ment, a comparison between performance and plan becomes 

less a question of assessing efficiency against an 

independent yardstick and more a question of ensuring that 

budgets are not exceeded without good reason. 
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Furthermore, a saving on budget may well prove to be a 

false economy with many of these discretionary costs. 

For example, a saving on inspection or on production 

planning in the Nakawa factory may produce a favourable 

overhead expenditure variance, at the expense of adverse 

labour efficiency and materials usage variances in the 

future. 

In similar fashion, a saving on trainin~, on res~arch and 

development, or on the advertising budget, may prove to 

be detrimental to the Comp2ny' s efficiency and growth 

prospect in the long run. This is not to say that once 

budgets for discretionary costs have been set, managers 

should not look for economies in operation; but it does 

mean that with discretion?.ry costs, a favourable 

expenditure variance is not necessarily a good thing; 

whereas with those overhead costs which can be pre

determined with a reasonable degree of certainty, given 

a level of activity saving usually represents a usef~J 

economy in operation and an advantage to the Company. 

Interpretation and Further Analysis of 
Overhead Volume Vqriances 

Differences between budgeted and actual volumes of 

production may arise for a number of reasons, some 

controllable, others not, including such reasons as 

machine breakdown, bottlenecks in the w0rks, or lack of 

orders. Even lack of orders may be controllable in the 

sense that the Marketing Department could perhaps have 

been more vigorous in obtaining the required share of the. 

market. 
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Problems will therefore arise in the interpretation of 

the velum~ variance because of the wide variety of causes 

which may be operative, and the possibility that several 

Managers may be involved, each taking part responsibility 

for the necessary corrective action. 

Further analysis may be carried out by the Chief 

Accountant in order to present Managers with more 

detailed variances, analyzed by cause, which may help to 

narrow the field of enquiry. 

One such analysis is to separate the influences of 

efficiency of working from capacity utilization: a 

distinction may be made between volume variances which 

arise because people produce more or less than is 

ex,ected of them during a given period of time, and those 

which arise because people work longer or shorter hours 

than planned. The farmer variance, the productivity 

variance, measures the extPnt to which overhead is either 

over- or under-recovered becau~e the labour force has 

either bettered or failed to achieve the standard times 

set. 

The point of making this separation is that lower levels 

of management may be ~hle to control the speerl of working 

and hence the productivity variance; whereas they may be 

less able to inf lur·r .. ·e the capacity variance which arises 

when the lobour force is at work longer or shorter 

periods of time than planned. 

,. 



536 

One other obvious reasons why a volume variance can arise 

is that the number of working hours available in a 

particular period has differed from the budgeted figure, 

eg. due to a holiday which was not allowed for in drawing 

up the budget so that it might also be helpful to isolate 

this influence on overhead recovery by means of a 

caler.dar variance. 

21.6.11. Finished Goods stock and Depqt Controls 

21. 7. 

12.7.1. 

Stocks of finished goods must be actively recorded to 

show the movements of the stocks on a monthly basis. 

Movements must include supplies of finished goods to all 

depots; supplies of finished goods in-transit, aud 

supplies of finished goods to distributors or agents. 

In this connection, specific accounts must be opened for 

all depot stocks, all goods-in-transit (classified on 

depot to depot basis) and reconciliations for these must 

be run concurrently with the daily stock reconciliation 

system. • 

Financial Planning Systc1u 

Review of ~Ki~tJ..!1£1-_§yste!fl 

There is no formalised financial planning system. 

Consequently, the Company's management is not informed in 

advance about the near or distant future cash needs of 

the Company so that prior arrangements may be made. 
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21.7.2 Development of a New Financial Planning System 

( i) 

(ii) 

(iii) 

(iv) 

( v) 

(vi) 

(vii) 

In order to improve upon the financial planning and working 

capital manageraent, the Chief Accountant's preparation and 

submission of the following financial reports on schedule 

datelines, is recommended for immediate implementation. 

Report 

Weekly Cash Budget 
Cash Performance 
Report 

Weekly Bank Reconci-
1 iat ion Statements 

Weekly Vote Control 
Expenditure P.eports 

Monthly cash Budget 
showing Previous 
Month's Cash 
Perf0rmance 

Monthly Bank Recon
ciliation Statement 

Quarterly Cash 
Budget and Cash 
Performance Report 

Annual Cash Budget 
and Cash Perfor
mance of Previous 
Year 

Deadline Dates 

10.00 a.m on Mondays 

4.00 p.m on Mondays 

10.00 a.m on Mondays 
Fortnightly 

4.00 p.m on First 
Working Day of Cash 
Budget Month 

do 

4.00 p.m on First 
Working Day of Cash 
Budqet Quarter 

4.00 p.m. Monday of 
Last Week of the 
Month Prior to First 
Month of Budget Year 

Distribution 

General Manager and 
Heads of Departments 

General Manager 

All Heads of 
Departments 

General Manager and 
Heads of Departments 

General Manager 

General Manager and 
Heads of Departments 

General Manager 
Heads of Departments 

Appendices 20 to 23 exhibit the recommended formats of the 

weekly, monthly, quarterly and annual cash budgets. 
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Existing~tem 

Between 1988 and ~990, LVBC's operations were largely 

financed by short-term borrowings. Evidently, lack of an 

effective liquidity control system was the main cause of 

the apparent over-reliance on Commercial Banks for short

term facilities. 

Excise Duty and Sales Taxes Payments 

LVBC is on record as having siqnificant arrears in sales 

taxes and excise duty for ~hich d~e arrangements have 

been agreed upon with the Tax Authorities towards 

settlement on instalment basis. The payment of the above 

liability had almost always been ill-timed in the past, 

and has therefore tended to cost the Company a lot of 

money through raising bank overdraft to settle 

outstanding excise duty and sales tax. 

Pre~yment on L/Cs_ 

In the past, LVBC locked up a significant chunk of its 

working capitul throuqh making cash prepayments to 

Commercial Banks to cover deposits required for opening 

Letters of Credit. The time between the date of payment 

of the local shillings to the Bank and the date of the 

Bank's purchase of the foreign cover has always been long 

and has thus tended to make the Company financially 

distressed. 

All overdraft faciliti0s extended to LVBC by its Banker~ 

in the past few ye<trs have been at a very high cost. 
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Development of New system 

The Consultants believe that the incurrence of potential 

interest charges and penalties can both be avoided by 

reaching a mutually satisfactory payment arrangement with 

the Tax Authorities whereby payment of sales taxes and 

excise duties are made daily on the basis of proceeds 

collected. 

This system, while leaving the Company room to lobby for 

an extended facility with the Tax Authorities, can 

tremendously assist financial planning. 

In the light of the foregoing, the Consultants wish to 

recommend a>= Lollo•rs:-

a) that LVo\'. Management formulate a tax plan which will use a 
piecemeal payrr"?nt scheme for sales tax and excise duties. 

b) that a Der'.)sit at Notice Account be opened at the Uganda 
Commerci2l Bank. Tne same board resolution which will 
authori~e the opening of che above account should authorise 
the ~dnk to automatically transfer balances to the current 
Account to forestall avoidable overdraft balances. 

c) that arrangement be made with the Bank to keep all amounts 
earmarked for L/Cs cover in the Deposit Account pending the 
eventual transfer at or about the time the foreign cover is 
available. This arrangement seeks to shorten the lead time 
for L/C fayments and eventual receipts of imported goods. 

d) that active use of the two liquidity ratios highlighted in 
Section 21.9. of this report should be commenced for weekly, 
monthly, q11arterly, and annual reporting. 
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Current assets are 11, ::! continuous state of conversion to 

cash. Various Managers have their part to play in the 

process. For example, in the case of LVBC, the Company 

buyer by placing an order, eventually causes cash to be 

converted into a stock of raw materials. 

The Production Manager takes the stock of raw materials and 

converts it into a stoc!-: of finished goods carrying at any 

point in time, a stock of work-in-progress (W.I.P) 

representing semi-finished goods in the factory. 

The Marketing Manager seeks and distributes the finished 

goods to customers whu become the Company's debtors. The 

Chief Accountant ensures that the customers accounts are 

recorded and eventually settled in cash. Part of the cash 

is used to buy more raw materials and the cycle of 

conversion is repeated. 

At the same time, current liabilities are created and later 

settled in cash, not the least of which will be accounts of 

suppliers who have provided the busi11ess with goods and 

services on credit. 

The Balance Sheet would of course, freeze this activity to 

present a picture of the state of the current assets and 

current liabilities at any moment of time. For example, 

LVBC Balance Sheet would include the follm·•ing headings:-



Current Liabiliti~~ 
Trade CreditJrs and 
Accrued Charges 

Taxation 

54 1 

xxx 

xxx 

xxx 

Current Assets 
Stock of Raw Materials 
Bottles and Shells 
Stock of Finished Goods W.I.P 
Cash on Hand and At Bank 

• 

U.Sb 
~xx 

xxx 
xxx 

xx 

xxx 

From the Balance Sheet, two ratios may be prepared which 

particularly relate the liquicity of the business to its 

ability to meet its short-term debts. These ratios are as 

follows:-

Current Assets 
(i) Current Ratio 

Current Liabilities 

A comparison between the Current Assets and Current 

Liat>il i ties w i 11 give an indication of the degree to \o"hich 

the Company is able to pay its short-term debts. 

It is often considereJ prudent to allow a margin of Current 

Assets over Currer.t Liabilities and a frequent quoted ratio 

for a healthy financial state is that Current Assets should 

be approximately twice Current Liabilities, ie. that the 

ratio should be abo'..lt 2: 1. The 2: 1 yardstic.k· should 

however, be looked upon only as an average which will 

inevitably vary f rorn one business to anc~her and in 

seasonal business fr0m one season to another. 

A useful practice is to watch movements in the ratio over 

a perioJ of time, with the object of seeing whether the 

ability of the Company to meet its short-term debts appears 

to be improving or worsening. 
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• 
It should be noted, however, th:lt a very high ratio, 

although strong fro~ a liquidity point of view, may not be 

so desirable from a profitability point of view, since 

there may be surplus current Assats, eg. surplus cash on 

hand, earning a nil or an inadequate rate of return. 

(ii) Acid Test Ratio 
Cash + Near Cash Assets - Stocks 
--------------------------------

Current Liabilities 

(Near cash assets for this purpose 
also includes short-term investments 
which can be turned into cash at 
relativ~ly short notice). 

This is a more stringent test of a Company's ability to pay 

its shQrt-term debts. Stocks are left out of the 

comparison as being the farthest away from sash and so the 

comparison is between the total of ready money and near

ready money and Current Liabilities. 

An often quoted standard is that a healthy financial state 

exists when cash and debtors are approximately equal to 

Current Liabilities, i.e. a one-to-one ratio. 
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SYSTEM ll\1PL_El\1ENT A TION 

Extension of Comnuterization to Cover Systems 

LVBC had not acquired any computer yet as at the close ot 

the Technical Assistance Pr~gramme on September 13, 1991. 

The Consultant was however briefed of serious efforts 

being made by the Management of the Compar.y towards 

procuring two pieces of Personal Computers. 

Since the systems recommended in this report are 

adaptable to computerization, what really remains to be 

done include the following:-

i) The development of appropr ia t£ application programmes to cover 
the recor>rmended systems and, 

ii) The training of the LVBC Accounting Personnel to operate the 
Personal Co111p11tez·s. 

In this regard, intensive computer training in Lotus 1-

2-3 and Database Management is highly recommended. 

In anticipation of LVBC Management's plans for eventual 

computerization, both the Chief Accountant and the Cost 

Accountant were in March 1991, given some Computer 

Appreciation course at PIES. The course which had a 

follow-up in June 1991, dealt with Lotus and a bit of 

Database. But for the purposes of a pt<L·fect 

apprecL:ition, a further revision course is imperative, 

including preferBbly, a revision of Disk Operating 

Systems (D.O.S). 

PIES must cilso begin computer training programmes for 

selcct0d LVDC Secrrt~ricil staff in Word Processing. 
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The practicability of each system developed was discussed 

and tested by the Chief Accountant, the Cost Accountant 

and the Financial Accountant. They found them to be 

satisfactory. 

The unique feature of the developed systems is that the 

Accounting Department can manually operate them while 

awaiting the purchase of the computer hardware and 

software. 
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APPENDIX 1 

LAKE VICTORIA BOTTLING COMPANY LIMITED 

MINUTES OF THE MEETING HELD BETWEEN 22/08/91 AND 26/08/91 
BETWEEN THE UNIDO EXPERT: AYUB SOMUAH AND THE 

CHIEF ACCOUNTAM! OF LVBC (SECRETARY J. BYEKWASO} 

The following points were agreed on during the meeting:-

1. COSTING OF SUGAR 
The LIFO method was recommended for costing of sugar and other 
raw material inputs. 

2. LABOUR COSTING 
It was agreed that there was an t.rgent need for the 
computation of labour costs. The clocking system should be 
applied during labour apportionment in areas other than 
production. 

3. BATCH COST~~g 
Batch costing was found suitable in the Bottling Industry. 
Management was advised to distinguish between idle and 
productive time (hrs). Idle time is also a cost to the 
Company and should hence be reduced. Production labour to be 
subdivided into direct and indirect labour. This method of 
costing (batch costing) is a sl1ift from the aggregate costing 
method. 

4 . STORES LEDGER AND S_'J.10_1~-~~_ITEl~_t_~ 

It was agreed that a stores ledger be reintroduced. Other 
indirect items and boiler fuel will in future have to be 
expensed every month for effective control as opposed to the 
present system of directly expensing on recAipt in stores. 

PRODUCT! ONISTO(!<_J_~_E:}?_QRT 
The monthly production/stock report should be redesigned 
to describe the usage of materials (direct or indirect). 
It should also indicate the quantities of both used in 
producticn in order to serve as a basis for determining 
work in progress. The product ion report must also 
reflect the usage of l<1bour idle time (batch per batch 
report) on a monthly b~sis. 
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@ANTIFYING l!Q\.JBS LOST 
This should include the grade of labour and the hourly 
rates for each grade. 

FULLGOODS 
A separate outlet for fullgoods be created in the 
warehouse. 

5. LABOUR 
There is a need for daily batch reports in which the 
supevisors are to declare the labour us~ge in terms of hours 
worked/batch/week, etc. 

6. EMPLOYEE'S LUNCH 
In order to avoid over-invoicing by the goods supplier, 
coupons should be introduced. The coupons should be made 
different from Department to Department in colour. 

All benefits (e.g. basic wages, housing allowance, leave 
pay, food, welfare, weekly free issue should be included 
in determining the labour cost per hour. All free issues 
should be converted into cash for ease of administration. 
And the compr1ny should guarantee the tax there rn. 

7. RATES OF LABOUR 
The to ta 1 numbc1- of hours expected to be uti 1 ised by an 
employee of a cornpar1y in any one year is 2080 hours. In 
Uganda, there are 10 public holidays which reduce the total 
hours to 2070 hours a year. 

tl_A_g_f:S AN12._l3.Et!~Fn:_$ 
Basic wages 
Housing allow<1ncc 90% 
SSF 10% 
Leave pay Shs. 80,000 p.a. 
Free lunch 
Welfare subsidy 
Free issue/case 

Questiorn aires should be sent to Production Manager to obtain 
information about the following:- ~ 

No. of workers in encli section of the production line for 
eC1ch batch. 
No. of batches pPr d~y. 
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8. OTHER OVERHEADS 
This is made up of variable overheads and fixed overhead~. 

' VARIABLE PRODUCTION OVERHEADS 
Boiler fuel 
Power, bottle washing rhemicals 
Water bottle breakages 
Boiler wages, COMPRESSOR wages 

FIXED OVERHEADS 
This includes: 

Other production staff salaries, wages and benefits. 
Supervisors and managers salaries and benefits. 
Plant depreciation and maintenance. 
The depreciation for plant and machinery should 
depend on capacity utilization of output. 
Other benefits paydble to other staff on duty. 
Workshop (Production) labour and materials. 
Plant hire 

9. APPORTIONMENT OF COSTS 
This can easily be done by using floor space as a guide. The 
number of employees per department can also be consid.ered say: 

Administration 155 
Production 137 
Marketing 129 

421 

10. MEDICAL BENEFIT~ 
As a cost control measure, the Company should hire a Company 
Doctor. Workers should qet their treatment from the Company 
Clinic. 



I. 

I I. 

III. 

IV. 

\I .. 
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LAKE VICTORIA BOTTLING COMPANY LIMITED 
CHARI _Qf_AC.COUNTS 

(MAJOR HEADS) 

ASSETS 
(a) Fixed Assets 
(b) Current Assets 

LIASILITIES 
{a) Current Liabilit1es 
(b' Long-Term Liabilities 

CAPITAL AND RESERVES 

INCOME AND GAINS 

EXPENSES AND LOSSES 
Variable Cost of Production 
Operating Expenses 

Factory 
Admi n i st.ration 
Marl<et i ng and Distribution 

Financial Expenses 
Provisions and Write-offs 

10-19 
20-29 

30-37 
38-44 

60-64 
65-94 
55-74 
75-84 
85-94 
95-98 
99 

MINOR HEADS Each major head can be sub-divided 
into 10 minor hea~- adding from 1 
to 9 oP major head digits. 
Each Account can be sub-divided in 

Sub-Ledger Assets Register 
S. Debtors Ledger 

. Stoel< Ledger 
S. Creditors Ledgor 

10-29 

30-44 

45-49 

50-59 

60-99 

100-999 
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A. BALANCE SHEET ACCOUNTS 100-490 

MAJOR 
HEAD 
10-19 
10 

11 

12 

13 

14 

100 
101 
102 
103 

110 
l 11 
112 
113 
114 
115 

120 
121 
122 

130 
131 

140 
141 
142 
143 
144 
145 

0001 
0002 
0003 
0004 
0005 
(J\sset-Register
Sub-Ledger) 

0001-0999 
0001-0999 
0001-0999 
(For each identi
fiable machine) 

DESCRIPTl'JN 

FIJED ASSETS 
LAND 
Freehold Land 
Leasehold Land 
Improvements to Freehold Land 
Improvemts. to Leasehold Land 

BUILDINGS AND CIVIL WORKS 
Factory & W/shops Buildings 
Off ices 
Branches 
Godown and Storage 
Quarters 
Other Civil Works 

Roads 
Railway Sidings 
Perimeter Walls and Fencing 
Weigh Bridges 
Silos 

Plant and Machinery 
Factory P & H 
Workshops & Htce. Machinery 
Auxillary Services Hachinety 

TOOLS 
Loose Tools 
Other Tools 

TRANSPORT VEHICLES 
Inter-Factory Transport 
Cars 
Vans and Pick-ups 
Buse~, 

Lorries 
Other Vehicles 



MAJOR MINOR 
tlMQ HEAD 

15 
150 
151 
152 
153 
154 
155 

16 
160 
161 
162 
163 
164 
165 

17 
170 
171 
172 

IS 
19 

190 
191 
192 

20-29 
20 

200 
201 
202 
203 

21 
210 
211 
212 
213 
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DESCRIPTION 

FURNITURE AND FIXTURES 
Factory & Works~~p Furniture 
Office Furniture 
Staff Quarters Furniture 
Other Furniture 
Fixtures - Factory & Workshop 
Other Fixtures 

OFFICE EQUIPMENT 
Typewriters 
Cyclostyling Machine 
Photocopiers 
Telephones, Telex and Fax 
Computers and Peripherals 
Others 

LONG-TERM INVESTMENTS 
Government Securities 
Shares and Debentures in PIES 
Other Investments 

INTANGIBLE ASSETS 
Goodwill 
Patents and Copyrights 
Others 

CURRENT ASSETS 
CASH AND BANK 
cash in Hand 
Petty Cash 
Bank - Current Account 
Bank - Savings Account 

SHORT-TERM INVESTMENTS 
S.T. Deposits with Banks 
S.T. Deposits wi~h Others ~ 
S.T. Government Securities 
Other S.T. Investments 



22 

23 

24 

25 

220 
221 

230 
231 
232 
233 
234 

240 
241 
242 
243 
244 

250 
251 
252 
253 
254 
255 
256 

257 

258 

259 
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SUS-HEAD 

0001 to 0999 (Injivi
dua·_ Accounts) 

0001 to 0999 (Stores
Ledger-Sub-Ledger) 

DESCRIPTION 

BILLS RECEIVABLE 
B/R (S.Ors/Sales) 
Other Bills Receivable 

PRE-PAYMENTS/ADVANCES 
Pre-payments Salaries 
Pre-payments Wages 
Pre-payments to Government ~ 
Pre-payments Purchases 
Other Pre-payments/Advances 

SUNDRY DEBTORS 
s. Ors less than 3 months 
s. Ors 3 - 6 months 
s. Ors 6 - 12 months 
s. Ors over 12 months 
s. Ors Other Ors. 

STOCKS 
Stocks of Finisl1ed Goods 
Win P 
Raw Materials - Imported 
Raw Materials - Local 
Other D. Hat. - Imported 
Other Materials - Local 
Consumables and Ind. 
Materials - Imported 
Consumables and Ind. 
Materials - Local 
Spare Parts/bought comp 
- Imported 

Spare Parts/bought comp 
- Local 



29 
30-39 
30 

31 

32 

33 

300 
301 
302 
303 
304 
305 
306 
307 
308 
309 

310 
311 

320 
321 
322 
32J 
324 

330 
331 
332 
333 
334 

A!'PEt:O IX 2 CotlTD •• 

0001 to 0999 (Ind. 
AiCs Crs Ledger-Sub) 

DESCRIPTION 

SUSPENSE ACCOUNT 
CURRENT LIABILITIES 
OVERDRAFT AND S.T. LOANS 
Bank Overdraft - Secured 
Bank Overdraft - Unsecured 
S.T. Leans from Govt-Secured 
S.T. Loans from Govt-Unsecured 
S.T. Loans from Bank~ -Secured 
S.T Loans from Banks-Unsecured 
S.T. Loans from PIES-Secured 
S.T. Loans from PIES-Unsecured 
S.T. Loans from Others-Secured 
ST Loans from Others-Unsecured 

BILLS PAYABLE 
B/P (S. Crs/Purchases) 
B/P Others 

SUNDRY CREDITORS 
S. Crs Less than 3 months 
S. Crs 3 - 6 months 
S. Crs 6 - 12 months 
s. Crs over 12 months 
Other Creditors 

ACCRUALS/OUTSTANDING 
LIABILITIES 
Outstanding/Accrued Salary 
Outstanding/Accrued Wages 
Outstanding/Liabilities-Govt. 
Outstanding/Liabilities - PIES 
O/Standing!Liabilities-Others 
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MAJOR MINO~ ~l!l-H~AD DESCRIPTION 
HEAD HEAD 

37 SUSPENSE ACCOUNT 
38-44 -~ONG-TERM LIABILITIES 
38 LOANS 

380 L.T. Loans from Banks -Secured 
3Bl L.T. Loans from Banks -Unsecured 
382 L.T. Loans from Govt. -secured 
J83 L.T. Loans from Govt. -Unsecured 
384 L.T. Loans from PIES -Secured 
385 L.T. Loans from PIES -Unsecured 
386 L.T. Loans from Others-Secured 
307 L.T. Loans from Others-Unsecured 

39 REDEEMABLE DEBENTU~ES 
390 Red. Debentures - Secured 
391 Red. Debentures - Unsecured 

44 CONTINGENT LIABILITIES PROVIDED 
45-49 CAPITAL AND RESERVES 
45 SHARES 

450 Ordinary Shares Paid-up 
451 Pref. Shares Paid-up 

46 DEBENTURES (lrredeea.able) 
460 Debentures - Secured 
461 Debentures - Unsecured 

47 GENERAL RESERVES 

48 CUR~{ENT PROFIT[(LOSS} 

49 CAPITAL RESERVES 
490 Capital Reserves on Revaluation 
491 Other Capital Reserves 
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B. PROFIT AND LOSS ACCOUNTS 50-99 

HAJO~ 

HEAD 
50-59 
50 

51 

52 

53 

54 

58 

59 

60-99 

60-64 

60 

500 
501 
502 
504 
505 
506 
507 

510 
511 

520 
521 
522 
523 
524 

600 
601 
602 
603 

SUB-HE' AD DESCRIPTION 

INCOME AND GAINS 
SALES INCOME 
Export Sales - Gross 
Export Sales - Returns 
Export Sales - tlet 
Local Sales - Gross 
Local Sales - Returns 
Local Sales - Govt. Tax 
Local Sales - Net 

SALES OF SCRAP AND WASTE 
Sale of Scrap 
Sale of Waste 

INTEREST INCOME 
Interest from ST Deposits -Banks 
Interesc from Security 
Interest from Other ST Investmt. 
Interest from LT Govt. Security 
Interest from Other LT Investmt. 

RENTAL INCOME 

OTHER MISC. INCOME 

PROV. FOR DISCOUNTS ON PAYMENTS 

PROFITS .:'N SALE Of' FIXED ASSETS 
NOT TAKEN TO CAP. RES. 

~~~ENSES AND LOSSES 

CO~T OF PRODUCTION 

DIRECT MATERIALS 
0001 to 0999 ;Stock) R.H. - Imported (C.I.f) 
LPd',]E'r-Sub R.H. - Local 

Othe~ D.H. - Imported (C.I.f') 
Other D.H. - Local 



62 

65-94 

65-74 
65 

66 

67 

68 

6i0 
611 
612 
613 

620 
621 

650 

651 
652 

660 
661 
662 
663 
664 
665 
666 
667 

670 
671 
672 
673 
674 
675 
676 

680 
681 
682 
683 
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0001 to 0999 
{ST Ledger) 

DESCR I PTlot! 

DIRECT WAGES 
Wages and Allowances Gross 
Other Company Contributior.s 
PAYE & Social Security Deductns. 
Wages and Allc~a~c~~ Net. 

OTHER DIRECT EXPENSES 
Power 
Fuel 

OPERATING EXPENSES 

FACTORY OPERATING EXPENSES 

Consumables and Ind. Materials 
Spare Parts 
Bought-out Components 

SALARIES AND WAGES 
Salaries and Allowances - Gross 
Other Co. Contributions 
PAYE & Soc. Sec. Deductions 
Salaries and Allowances - Net 
Wages and Allowances 
Other Company Contributions 
PAYE & Social Security Oeductns. 
Wages and Allowances - Net 

REPAIRS AND MAINTENANCE 
Consumables and Ind. Materials 
Spares and Components 
Wages and Allowances Gross 
Other Company Contributions 
PAYE & Social Security Deductns. 
Wages and Allowances - Net 
Other repairs & Mtce. Charges 

INTER-FACTORY TRANSPORT EXPENSES 
Fuel 
Oils and Grease 
Other Maintenance Charges 
Other Repairs Cost 



69 

70 

71 

72 

73 

74 

75-84 
75 

76 

700 
701 
702 
703 
704 
705 

706 

710 
Ill 

750 
751 
752 
753 
75'1 

760 
761 
762 
763 
76'1 
765 
766 
767 
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~U_B-HEAD DESCRIPTION 

RENT (FACTORY! 

DEPRECIATION 
Depreciation-Factory & W/S Bldg. 
Depreciation - Other Civil Works 
Depreciation - Pl & Hach F~ctory 
Depreciation - Pl & Hach - W/S 
Depreciation - Tools 
Depreciation - Transport Inter 
Factory 
Depreciation - Factory & W/Shop 

Furn. & Fixtures 

PRINTING, STAT. & OFF. SUPPLIES 
Printing - Factory Forms 
Stationery & Off ice Supplies 

FACTORY INSURANCE 

GOVERNMENT DUTIES AND LEVIES 

MISCELLANEOUS FACTORY EXPENSES 

ADMINISTRATION EXPENSE~ 
DIRECTORS REMUNERATION AND FEES 
Directors Fees 
Directors Remuneration Gross 
Directors Other Company Contrib. 
PAYE & Social security Deductns. 
Directors Remuneration - Net 

SALARIES AND WAGES 
Salaries & Allowances - Gross 
Other Ccmpany contributions 
PAYE & Social Security Deductns. 
Salaries and Allowances - Net 
Wages and Allowances - Gross 
Other Company Contributions 
PAYE & Social security Deductns. 
Wages and Allowances - Net 



77 

78 

79 

80 

81 

82 

83 

MINOR 
~El)_Q 

770 
771 

780 
781 
782 
783 

790 
7Sl 
7?2 
793 
794 
795 

800 
801 
802 
803 

810 
811 

820 
821 
822 
823 

830 
831 
832 
833 
83'1 
835 
839 
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DESCRIPTION 

RENT, RATES AND ~AXES 
Rent 
Rates and Taxes 

DEPRECIATION 
Depreciation - Office Premises 
Depreciation - Office Equipment 
Depreciation - Furn. & Fixtures 
Depreciation - Vehicles and Cars 

TRAVELLING AND ENTERTAINMENT 
Travelling Exp. - Directors 
Travelling Exp. - Hgt. and Staff 
Travelling Exp. - Others 
Entertainment Exp. - Directors 
Entertainment Exp. - Hgt & Staff 
Other Entertainment Expenses 

VEHICLES RUNNING EXPENSES 
Fuel 
Oils and Gt'"ease 
Othet'" Maintenance Expenses 
Vehicles/Cat'"s repair ex~enses 

PRINTG., STAT, & OFFICE SUPPLIES 
P:-inting 
Stationery and Office Supplies 

POSTAGE, TELEGRAMS & TELEPHONE 
Postage 
Telegraml;; 
Telephones 
Fax 

OTHER OFFICE EXPENSES 
Audit Fees and Expenses 
Legal Fees and Expenses 
Medical Expenses 
Welfat'"e Expenses 
Contrihutions and Donations 
Insurance 
Misc. Expenses 



MAJOR 
HEAD 

85-94 
85 

86 

87 

es 

89 

90 

850 
851 
852 
853 
854 
855 
856 
857 

860 
661 
862 

870 
871 
872 
873 
874 
875 

880 
881 
882 
883 

890 
891 
892 
893 
89·1 

900 
901 
902 
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DESCRIPTION 

MARKETING & DISTN. EXPENSES 
SALARIES AND ALLOWANCES 
Salaries and Allowances 
Other Company Contributions 
PAYE & Social Security Deductns. 
Salaries and Allowances - Net 
Wages and Allowances - Gross 
Other Company Contributions 
PAYE & Social Security"oeductns. 
Wages and Allowances - Net 

BONUS AND COMMISSIONS 
Salesmen's Bonus & Comr.iissions 
Distributors Bonus & Commissions 
Agents bonus & Commissions 

ADVERTISING AND PUBLICJTY 
Advtsg - Newspaper & Periodicals ~ 
Advtsg - Ratio and TV 
Other ~dvertising Expenses 
Broch1,res & Published Material 
Sarnple~ 

Other Publicity Expenses 

VEHICLES RUNNING EXPENSES 
Fuel 
Oils and Grease 
Other Maintenance Expenses 
Repair Charges 

QfJ'REC I AT ION 
Depreciation of Br. Offices 
Depreciation Godown and SheJs 
Depreciation Delivery Vehicles 
Depreciation Furn. & Fixtures 
Depreciation Others 

IBAVE~b!~q AND ENTERTAINMENT 
Travelling Expenses Mktg. Staff 
Travelling Expenses 0£ Salesmen 
Entertainment Expenses 



91 

92 

95-98 
95 

96 

99 

910 
911 
912 

920 
921 
922 
923 

924 

929 

950 
951 
952 
953 

960 
951 
962 
963 

990 
991 
992 
993 
99'1 
995 
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FREIGHT, INSURANCE AND CARRIAGE 
Freight Outwards 
Insurance Outward Goods 
Carriage and Handling 

OTHER MARKETG. & DISTRIBTN. EXP. 
Rent of Branch Off ices 
Rent of Godowns/Shed 
Ins. of Promises & Stocks 
Printing, Stat, & Off. Supplies 
(Branches and Depots) 
Po~tage, Tel & Tel. Charges 
(Branches and Depots) 
Miscellaneous Exp. 

FINANCIAL EXPENSES 
INTEREST 
Interest on Overdraft 
Interest on ST Borrowings 
Interest on LT Borrowings 
Other Interest Payable 

COMMISSIONS AND CHARGES 
Bank Comm. on Letters of Credit 
Other Bank commissions 
Bank Charges on LC 
Other Bank Charges 

PR9VISIONS AND WRITE-OFFS 
Bad Debts Written Off 
Stock Losses Written Off 
Other Write-Offs 
Provision for Bad & D'ful Debts 
Provisions for Stock Losses 
Other Provisions 



ACCOUNT NO. 

1111000 
1112001 
1112002 

1113001 
1113002 
1113003 
1113004 
1113005 
1113006 

1114001 
1114002 

1115001 
1115002 
1115003 
1115004 
1115005 
1115006 
1115007 
1115008 

1115009 
1115010 
1115011 
1115012 
1115013 
1115014 
1115015 
1115016 
1!.15017 

1122000 
1122001 
1122002 
1122003 
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LAKE VICTORIA BOTTLING COMPANY LIMITED 

CHART OF ACCOUNTS 

ACCOUNT NAM~ 

Land and Building 
Plant and Machinery 
Workshop Machinery 

Intra Factory Transport 
Cars 
Vans and Pick-ups 
Buses 
Lorries and Trucks 
Others 

Tools 
Laboratory Equipment 

Factory and Workshop Furniture Fixtures 
Office Furniture 
Domestic Furniture 
Other Furniture 
Factory and Workshop Furniture 
Off ice Fixtures 
Domestic Fixtures 
Other Fixtures 

Typewriters 
cyclostyling Equipment 
Photocopiers 
Telephone, Telex, Fax Machine 
Personal Computers 
Calculating Machines 
Clocks 
Wnter Coolers 
Others 

Trade Debtors 
L/Cs Receivables 
Staff Debtors 
Bottle Debtors A/C 



ACCOUNT NO. 
1113001 
1113002 
1113003 
1113004 
1113005 

1125001 
1125002 
1125003 
1125004 
1125005 
1125006 
1125007 
112'.:.i008 

1121011 
1121021 
1121031 
1121041 
1121051 

1121001 
1121002 
1121003 
1121004 

1121005 
1121006 
1121007 
1121008 
1121009 

1124011 
1124021 
1124031 
1124041 
1124051 

1126011 
1126021 
1126031 
1126041 
1126051 
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ACCOUNT NAME 
Salaries 
Wages 
Site, Rental and Rates 
Insurance 
House Rent 

Uganda Commercial Bank 
Cash Imprest: H/Office 
Depot Cash Imprest: Jinja 
Depot Cash Imprest: Masaka 
Depot Cash Imprest: Mbarara 
Depot Cash Imprest: Kasese 
Depot Cash Imprest: Mbale 
Depot Cash Imprest: Guru 

Concentrate stock 
Concentrate Stock 
Concentrate Stock 
Concentrate Stock 
Concentrate Stock 

Sugar 
Carbon Dioxide 
Crown Corks 
Oils and Grease 

Pepsi 
Mirinda 
Teem 
Evervess 
Evervess 

(CS) 
(TW) 

Sp<lre Parts and Maintenance Mats 
Shells Stock 
Bottle Washing Chemicals 
Sundry Supplies 
Bottles Stock 

Semi-Finished: 
Semi-Finished: 
Semi-Finished: 
.Se;ni-Finished: 
Semi-Finished: 

Finished Goods: 
Finished Goods: 
Finished Goods: 
Finished Goods: 
Finished Goods: 

Pepsi Syrop 
Mirinda Syrop 
Teem Syrop 
Evervess (CS) 
Evervess (TW) 

Pepsi 
Mirinda 
Teem 
Evervess (CS) 
Evervess (TW) 



ACCOUNT NO. 
1126001 
1126002 
1126003 
1126004 
1126005 
1126006 
1126007 
1126008 

1126009 
1126010 
1126011 
1126012 
1126013 
1126014 

1223001 
1224001 
1222001 
1222002 
1222003 
1222004 
1222005 
1222006 
1222007 
1221001 
1221002 

1222008 
1222009 
1222010 
1222011 

1226001 
1226002 
1226003 
1226004 
1226005 
1226006 
1226007 
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ACCOUNT NAME 
Depot Stock: Jinja 
Depot Stock: Masaka 
Depot stock: Mbarara 
Depot Stock: Kasese 
Depot Stock: Mbale 
Depot Stock: Guru 
Stationet·y 
Drugs 

Goods-in Transit: 
Goods-in Transit: 
Goods-in Transit: 
Goods-in Transit: 
Goods-in Transit: 
Goods-in Transit: 

Taxation 
Dividend Payable 
P.1\.Y.E. 

Jinja 
Masaka 
Mbarara 
Kasese 
Mbale 
Guru 

Social Security Fund 
Accrued tvages and Salaries 
Union 
Retirement Benefits Scheme 
Graduated Poll Tax 
Leave Pay and Passages 
Trade Creditors 
Bottles Depositors Account 

Electricity 
Water Charges 
Telephone 
Audit Fees 

Land and Building Depreciation Provision 
Plant and Machinery Depreciation Provision 
Motor Vehicles Depreciation Provision 
Laboratory Equipment Depreciation Provision 
Tools Deprecintion Provision 
Furniture and fittings Depreciation Provision 
Office Equipment Depreciation Prevision 



ACCOUNT NO. 

1211001 
1211002 
1211003 
1211004 
1211005 
1211006 
1211007 

1212001 

1213001 

2110010 
2110020 
2110030 
2110040 
2110050 

2120001 

2210010 
2210020 
2210030 
2210040 
2210050 

2251011 
2251021 
2251031 
2251041 
2251051 

2251012 
2251022 
2251032 
2251042 
2251052 
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ACCOUNT NAME 

Shareholders Interest 
Share Capital - O~dinary Shares 
Share Capital - Preference Shares 
Share Premium 
Capital Reserve 
Revenue Reserve 
Dividend 
Unappropriated Profit After Tax 

Long-Term Loans 
East African Development Bank 

Medium/Short Term Loans 
Uganda Commercial Bank 

Sales: 
Sales: 
Sales: 
Sales: 
Sales: 

Pepsi 
Mirinda 
Teem 
Everves~/CS 

Evervess/TW 

Other Income 
Sales 

Cost 
Cost 
Cost 
Cost 
Cost 

of 
of 
of 
of 
of 

Sales: 
Sales: 
Sales: 
Sales: 
Sales: 

Pepsi 
Mirinda 
Teem 
Evervess/CS 
Evervess/TW 

Concentrate: Pepsi 
Mirinda 
Teem 
Evervess/CS 
Evervess/TW 

Concentrate: 
Concentrate: 
Concentrate: 
Concentrate: 

Sugar: 
Sugar: 
Sugar: 
Sugar: 
Sugar: 

Pepsi 
Mirinda 
Teem 
Evervess/CS 
Evervess/TW 



ACCOUNT NO. 

2251013 
2251023 
2251033 
2251043 
2251053 

2251014 
2251024 
2251034 
2251044 
2251054 

2252011 
2252021 
2252031 
2252041 
2252051 

2252012 
2252022 
2252032 
2252042 
2252052 

2252013 
2252023 
2252033 
2252043 
2252053 

2252014 
2252024 
2252034 
2252044 
2252054 

2252015 
2252025 
2252035 
2252045 
2252055 
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ACCOUNT NAME 

C02: Pepsi 
C02: Mirinda 
C02: Teem 
C02: Evervess/CS 
C02: Evervess/TW 

Water: Pepsi 
Water: Mirinda 
Water: Teem 
Water: Evervess/CS 
Water: Evervess/TW 

Basic: Pepsi 
Basic: Mirinda 
Basic: Teem 
Basic: Evervess/CS 
Basic: Evervess/TW 

Incentives: Pepsi 
Mirinda 
Teem 
Evervess/CS 
Evervess/TW 

Incentives: 
Incentives: 
Incentives: 
Incentives: 

Overtime: 
Overtime: 
Overtime: 
Overtime: 
Overtime: 

Pepsi 
Mirinda 
Teem 
Evervess/CS 
Evervess/TW 

Bonus: Pepsi 
Bonus: Mirinda 
Bonus: Teem 
Bonus: Evervess/CS 
Bonus: Evervess/TW 

Awards: Pepsi 
Awards: Mi rinda 
Awards: Teem 
Awards: Evervess/CS 
Awards: Evervess/TW 

• 



ACCOUNT NO. 

2253011 
2253021 
2253031 
2253041 
2253051 

2253012 
2253022 
2253032 
2253042 
2253052 

2253013 
2253023 
2253033 
2253043 
2253053 

2253014 
2253024 
2253034 
2253044 
2253054 

2253015 
2253025 
2253035 
2253045 
2253055 

2253016 
2253026 
2253036 
2253046 
2253056 

2253017 
2253027 
2253037 
2253047 
2253057 
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Bottle Wash Chemicals: 
Bottle Wash Chemicals: 
Bottle Wash Chemicals: 
Bottle Wash Chemicals: 
Bottle Wash Chemicals: 

Pepsi 
Mirinda 
Teem 
Evervess/CS 
Evervess/TW 

Bottle Breakages: 
Bottle Breakages: 
Bottle Breakages: 
Bottle Breakages: 
Bottle Breakages: 

Pepsi 
Mirinda 
Teem 
Evervess/CS 
Evervess/TW 

Fuel (Boiler): Pepsi 
Fuel (Boiler) : Mirinda 
Fuel (Boiler): Teem 
Fuel (Boiler): Evervess/CS 
Fuel (Boiler) : Evervess/TW 

Po\·Je1·: Pepsi 
Power: Mirinda 
Power: Teem 
Power: Evervess/CS 
Power: Evervess/TW 

Water: (Non-Bottling): Pepsi 
Water: (Non-Bottling): Mirinda 
Water: (Non-Bottling): Teem 
Water: (Non-Bottling): Evervess/CS 
Wnter: (Non-Bottling): Evervess/TW 

Sundry SuppliP.s: Pepsi 
Mirinda 
Teem 
Evervess/CS 
Evervess/TW 

Sundry Supplies: 
Su!ldry Supplies: 
Sundry Supplies: 
Sundr·y Supplies: 

Crown Corks: Pepsi 
er-own Corks: Mirinda 
Crown Corks: Teem 
c1·own Cod:~~: Evervess/CS 
Crm-m Corks: Evervess/TW 



ACCOUNT NO. 

2261001 
2261002 
2261003 
2261004 
2261005 

2262001 
2262002 
2262003 
2262004 
2262005 
2262006 
2262007 
2262008 
226J001 
2263002 
2263003 
2263004 
2263005 
2263006 

2254001 
2254002 
2254003 
2254004 
2254005 

2221001 
2221002 
2221003 
2221004 
2221005 
2221006 
2221007 
2222001 
2221008 
2222008 
2223008 
2221009 
2221010 
2222010 
2223010 

AFPENDIX 3 CONTD. 

Indirect L.:ibour - Basic Salaries 
I n~l it·ect Labour: Incentives 
Indirect Labou1·: Overtime 
Indirect Labour: Bonus 
Indirect Labour: Awards 

Staff Entertainment 
Medical Benefits 
Staff Unifo1·ms 
Hired Transport 
Leave Pay 
House Allowance 
Transport Allowance 
Entertainment Allowance 
Hotel and Travelling 
Building Maintenance 
Plant Maintenance 
Hired Security 

and 

Intra Factory Transport Maintenance 
Rent and Rates 

Depreciation Charge: Building 

Wages 

Depreciation Charge: 
Depreciation Charge: 
Depreciation Charge: 
Depreciation Charge: 

Plant and Machinery 
Plant Loose Tools 
Laboratory Eq~ipment 
Intra Factory Transport 

Di r·ectors Fees 
Directors Remuneration 
Di rector·s Other Expenses 
Staff F.ntPrtainment 
Medical Benefits 
Staff Uni fo1·ms 
St<1ff Hent 
Hired Transport (Personnel) 
Leave Pay (Admin.) 
Leil ve PC\ y ( Personne 1) 
Leave Pay (Intern<1l Audit) 
Rations/Lunch 
!louse Al lm1C\nce (Admin.) 
!low;(> Al low,rnce (Personnel) 
llow;C' !\I Ir·~-: .:rnce ( I n t er nil l Aud it) 



ACCOUNT NO. 

2221011 
2221012 
2222012 
2223012 
2221013 
2222013 
2221014 
2222014 
222 3014 

2221015 
2221016 
2221017 
2221018 
2221019 
2221021 

2232001 
2232002 
2231001 
2231002 
2231003 
2231004 
2231003 
2210003 
2231004 
2232005 
2232006 
2232007 
2232008 
2232009 
2231005 

2241001 
2241002 
2241003 
2241004 
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Food Allowance 
Transport Allo~ance (Admin.) 
Tr~nsport Aliowance (Personnel) 
Transport Allowance (Internal Audit) 
Entertainment Allowance (Admin.) 
Entertainment Allowance (Personnel) 
Hotel and Travelling (Admin.) 
Hotel and Travelling (Personnel) 
Hotel and Tr<welling (Internal Audit) 

Building Maintenance (Admin.) 
Office Equipment Mtce. (Admin.) 
Hi r·ed Security 
Rent and Rates 
Depr. Charge: Motor Vehicles 
Depr. Charge: Furn. Equip. & Fixtures 

~~~~~tirrq_~~~_saA~s Expenses 
Staff Salaries, Wages and Benefits 
Merlicnl Benefits 
Hired Transport 
Advertising and Promotion 
Leave Pay 
House Allowance 
Transport Allowance 
Entertainment Allowance 
Hotel and Travelling 
Building Maintenance 
ilired Security 
Rent and Rates 
Bonus and Commission 
St~1ff Uni Corms 
Bottle Br·e.-1kaqe in Warehouse and Trucks 

rntPrest on Short Term Loans 
Interest on Lony Term Loans 
0ther Bank Charge3 
Provision f 01· Bad Debts 



ACCOUNT .NO. 

2242001 
2242002 
2242003 
2242004 
2242005 
2242006 
2242007 
2242008 
2242009 

2271000 
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Staff Salaries, Wages and Benefits 
Staff Entertainment 
Medical Benefits 
Leave Pay 
House Allowance 
Food Subsidy 
Entertainment Allowance 
Hotel and Travelli~g 
Depreciation Charge: Furn., Equip. & Fixtures 

Taxation 
Corporation Tax 
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1\PPENClIX 4 

LJ\KE VICTORIA BOTTLING COMPANY LIMITED 
!>_R!ClJlG __ ~_E_TJIOD: _ AVERAGE 

lATERIAL INPUT: A 

-~ ------- l 
RECEIPTS 

--~-Q_t_Y __ ~.--"-~=r-~~'u· · -
1 
-

/8 4956 443 I 2,196,738 ! 
/8 500 550 275,000 ! 

/8 l 
___._ -----

ISSUES 
--------T 

BALANCE 

i-- --------~ E 
Qty £<.•te Value 

--1--Qty _ Rate I 
I - - ---- ---
! 
I 

I ! 4956 443 
i 
I 

I 
5456 453 

I 
i 

5000 .15 J 

I 
2,265,000 456 453 

- -- ___ _t I__ 

Value 

:. 

2,196,738 

2,471,732 

206,568 
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APPENDIX 5 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
PR_IC:W_G_~_E_1.'_}!_Q.Q: __ LAST-:(N-FIRS_T-OUT 

ATERIAL INPUT: A 

RECEIPTS 

f
-- 1---------------

Rate Value 

443 2,196,738 

Qty 

'8 500 550 275,00') 

'B 

I 
-~---_l_ _____ _ 

! .::~UE, . ~~!~~-= l Qty -I .::~•cE value 

- ; - 4956 443 2,196,738 
' I 

550 

i 5456 
! 

550 3,000,800 

2.1so.ooo 456 I 550 250,800 

I 
- - -- - _L ___ __L 



APPENDIX"' 6 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
~EEKLY PRODUCTION/STOCK REPORT 

~ROSS PROCUCTlOM:· PC C/S MIRINDA C/S TEEM C/S TOTAL 

·-1 

C C N C E N T R A T E ~ SYRUP I LllRES) SUGAR • r.GS I 
'-------..-------.----------r, --------,--------..---......,.-----.----...--~-.-~~--.-~~-· 

! Ooanln; 
~ Stock 

m•s! COLA : 111RJNOA ! rm ! £VERVESS I re I 11R I r11 I EVE ! ! LOCAL 
l I ____ _____l______ J I 1 J I 

.------:··---,-------~- . --i--- - -,-------:--- ' 

I ! I ! I ! ! ! ! I ! I 

: !NGRDT.: !NCREO~. !ORANGE llC. 1 ACID NO. 
. ~. .. 2 ~ 3 

r----- ------r 

I I I I I ! I I ! I 

I ~ ...... 

~ -- --------- -1 

l. L TONIC 
ACl[1 

TONIC CLUB 

WATER SO~A 
I ,------,- ------, 

l - -- ----, 
i 
t---' 

I I 
I 

IMPORT 
.J 
I 

! 
I 
I 

~e:alv:;J I 
I 
I 

I 
I 

T .., .... ~ 

'"""'"'• 

u~ad 

i;. ... 1 ... ..,_.. ... 
"'""Qll;.f; 

T ·-r--------.----------t--------r------+---------t-----r----t----+----+----+-- I 

1 ! ! ! I ! I 
I I I 

-- -- -, --t- --t l - r-----r -t-- ---11------~ 

r~ - _I 
I I 

--t -r---- --1 

---1-----~----~-
.L ____ _. 

--...L...---'--~'----'----' ~------.J 
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WEEKL~ PRODUCllOH R£POR1 

;;LTER$ AHD CROWN CORK$ 

APPENDIX 5 CONTD .. 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
2nd Street, P.O. Box 20021, Kampala 

POWER 

WEEK 
KVA 
KWH 

1-- ---;--- --T-- -r - -- - ---,--- - ---------, 

' I 

~~-.-~~-..-~---.-~~--,.~~--1 

1 r!~TER ! ms: I ~IRIHOA I TEEf'I I PLAIH I UAAF I CAUSTIC I 
! CHLORINE !CAL. HYDRO· \ CHLORIDE \STAEll!OH \ TRUSIDUYH \ HOM LIM 

PADS I t'n1 A I CROllHS I CROllHS ! CROllHS I CROMHS l SODA 
' """"'~"' I 

CHLORINE (Y.CS) i OF LIME l(ml i PHOSPHATE \ IY.GS) 
1 {res~ i CROllHS : ~CTNS~ : {CTN$! : (CTH$: ! (CTHS l ! { KCS) i ( Y.GS) (~C$; 

6£.t.e ~ ( CT~S l 

~~~~~~-----------------~-+----------------~--------+- ---+---
' 

I I 
I I Cr':~!N~ ~~O~~-

;- ' -;----+---~ 
I ! I • I I 

RECEIPT: 

,:.110 .. T !\! 1\.1 , 
JVw •\I•,,._, 

11C":f\ ..,.., ...... 

B~LANCE 

f-- -T-- ---: r--- ------,------ -----r------: 
I I I 
I I I 
1 I -r- -1 I -- - - - ----1----------r 

I : 

! I 
1 --- _T _________ T 
' I ' ! 

I I --+---~ 
' ' 

r------1 
I 
I I 

-------1 
I 

_______________ ___. _____ .._ ____ _._ ____ _.. _____ _._ _____ _,_ _____ .__ ___________ _____J__ J_ ____ __J 



I T E P1 S 

; OPEN!NG STOC" 

: REC~!P!S 

SUS .. TOTh~: 

• 11CC:\ 
! ..... ,11..v 

! BALANCE 

APPENDIX 6 CONTD .. ~ 

LAKE VICTORIA BOTTLING COMPANY LIMITED 

WEEY.lY PRODUCTION RErORT WEEr. .............. 19 ... .. 
:-

SUNDRY CONSUMABLES \COHT'D) 
r-- -~-,-- - I I -,---~ I 

FERROUS ! SODIUM I WIS!l ! FINE I ACTIVATED! CITRIC I LIOUID !BLUE 0110 I Vlt1 I BAR I BRILTAr. I DIOY.E11 I (·9) I PER I TICY.ET ! 
SULrHATE! BlCAR· I 90 I CARBON I CARBON I ACID I SOAP !(Pr.TS! I ( J I SOAP I (KCS) I (Y.GS) I I FON I (LTRS) I 

l KGS. J I BOHATE l (KGS.J I : KGS. ) I ( KGS.) I ( LTRS) I 11AIH LINE I I I I I I I ( r.csJ I I 
I (KGS.) I I I I I ( l TRS) I I I I I I I I ! I 

' I 

i I I I I I I I I i i 
+--~~~~-+-~--;r--~-T-~~t--~--r--~--1~~-t-~-+-~-+~~-+~~-+~-t----+-~~J 

, I 

I I I I I I I I I I I I ! 
.--~---t-~~-t-~~-t-~~-t--~~t--~-+-~·~~--1~~--t~~-+~--t-~~------.! 

, I 

I I I I I I I I I I 
+--~-+-~~-+-~--1,~~--~~--~~-+-~~~-~---~-+~~--~~~-~ ~ 

I I I I I I I I I ! 
I -r- --1 

! I I I I I I I I ! I '-----------'------'----..L.-----'------'------'-------'-----._ ___ ..._ ___ ._ ___ _i___ ___ _,_ ____ .._ __ ..... ___ .._ ___ _ 
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LAKE VICTORIA BOTTLING COMPANY LIMITED 

PRODUCTION REPORT 

SUNDRY COHSUMA8lES (CONT'D) 

i ,---
/ BOll ER ' CARSON- I CARBOH-DlOXIDE I FREOll GAS I FREON GAS I BROOHS I BOTTLE I SISAL 

' ! c Ill (" 
~ I ... II '!J ! FUEL ! oroxioE ! (cm110ER~l I R.n I R.12 I A110 I WASHING I TWHIS 

I (BULK) I (KGS.) I (XGS.) I I BRUSHES I BRUSHES I 
! (GAlll I { XGS.) I I I I I I 

I I I I I .------------. 
I I 

i--·-- I----- 1----
I I 
I I 1 l I I i OPENING STOCK 
t l l ___ _l l l l 

I :------:----- ----------:----- _T ___ _ 

P:r-r1nTC" 
\...,,.~ 4 r •..,; 

I 1 J I I l 
,---- I ------r ,--- --------i 

; -sue-rc1A~: 

I : USED I 
t--~~~~~--t~~~-t-~~_,_~~~~~-;--~~~-r~~~_,.,~~~_,_~~~;-~ 

I OAI ANN I I I I I I I I 
I "' "' I .... ~ I I I I I 

1 I I I 

i- I 
I HAND GLOVES I 
I I 
I I 
I I 
I 

I 

I I 
! 

I 
I 

I I 

I I 
I I 
I l 

11011lH • • . • • • . • . • • • . 19 .•. 

--1 
I 
I 
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APPENDIX 7 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
SYRl!_~--~90M R~PORT 

MATERIALS USAGE 

PEPSI COLI\ 
MIR INDA 
TEEM 
EVE. TONIC 

SUGAR STOCK CONTROL 
OPENING STOCK 
RECEIVED 

TOTAL 
SUBTRACT SUGAR USED 

BALANCE 

SYRUP USAGE 

OPENING STOCK 
RECEIVED 
USED 
BALANCE 

PREPARED BY: 

PEPSI COL~ 
4846 

126048 
122380 

8514 

WEEK 

y_NJ_T~__Qf __ <;_Ql'!S:_ENTR~T_E_~ 
74 

113128 
113128 

166 
Jl 

4 

29312 
158782 

188094 
175294 

12800 
====== 

17598 
17598 

SHORTAGE 
SWEEPINGS 

T 0 T A L 

EV. TONIC 

2270 
2270 

Cf/Ef1IST: 

SUGAR USAGE 
83398 
78916 
10984 

1285 
661 
so 

175294 
====== 

EV. CLUB SODA 



COST CENTRE: 

NAME 

1 
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APPENDIX 8 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
DAILY LABOUR USAGE 

ACTIVITY REF: 

- T-GRJ\DE- -T- 1-1~~~s I - 1 ~~E -T HOURLY LABOUR 
COST 

NO: DLUOOOl 

DATE: 

REHARI<S -+--- __ -/ WOR~ED TIME ~ATE __ _ 

-:---------1----_-_--_]_=-~=---- ------- --_ -1-------1------11----------

--_r=--~= -
J ______ I 

4 

5 

6 I I 
---------- ___ -_____ - ---1 

I 

- -- ---1 - - ------ -
7 

8 i 
9 

1-- -------------4---+--

I 
I 

- ---·--- --------+---------

- -- -- --------!------~---------

10 
--- ---------- - - - -- -- - ------- ----------4-----+---------

11 

12 

13 
----------~--- ---

14 

15 

TOTAL 

Supervisor's Signature: 

! 
I 

I 
__ I 

---------

--- --- ------- ------!-------!-----------

- - -· -- -- --- ------ ----------
~----------

------ -- - --------1---------
I 

_I _ 

---- --- - --- ------ ------------

Production Manager: 
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APPENDIX 9 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
WEEKLY PROCESS MA~ERIALS JOURNAL 

Imported Raw Materials 

DATE: 

DEBITS 
Imported Raw Materials Used 

CREDITS 
Pepsi Concentrates 
Hirinda Concentrates 
Teem Concentrates 
Ev. Club Soda Concentrates 
Ev. Tonic Water Concentrates 
Pepsi Crowns 
Hirinda Crowns 
Teem Crowns 
Ev. Club Soda Crowns 
Ev. Tonic Water Crowns 
Ev. Soda Water Crowns 
Plain Crowns 
NRAAF Crowns 
Sugar - Direct Import 
Sugar - Foods and Beverages 
Carbon Dioxide 

PREPARED BY: 

APPROVED BY: 

VERIFIED BY: 

A/C CODE AMOUNT SHS. 

A/C CODE QUANTITY UNIT COST AMOUNT 

............................... 

............................. 

.............................. 

............................... 

.............................. 

.............................. 

.............................. 

............................. 

================= 
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LAKE VICTORIA BOTTLING COMPANY LIMITED 
WEEKLY PROCESS MATERIALS JOURNAL 

DATE: 

DEBITS 

Local Raw Hate~ials Used 

CREDITS 

Pepsi Crowns 
Mirinda Crowns 
Teem Crowns 
Ev. Club Scd3 Crcw~s 
Ev. Tonic Water Crowns 
Ev. Soda Water Crowns 
Plain Crowr.s 
Uganda Sugar 
Local Carbon Dioxide 

PREPARED BY: 

APPROVED BY: 

VERIFIED BY: 

Local Raw Materials 

AMOUNT SHS. 

QUANTITY UNIT COST 

............................. ): 

================= 
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LAKE VICTORIA BOTTLING COMPANY LIMITED 
WE~j{LY PROCE~S MATERIALS JOURNAL 

Other Direct Materials: Local and Imported 

DATE: 

DEBITS 8}C CODE AMOUNT SHS. 
Other Direct Materials Used: 
Imported 
Other Direct Materials Used: 
Local 

CREDITS 
!MPQR_TED MATER_li\LS 

Caustic Soda 
Stabil ion 
Chlorine 
Diatomite 
Trisodium Phosphate 
Activated Carbon 
Sodium Hypochlorite 
Kensil 90 

LOCAL MATERIALS 

PREPARED BY: 

APPROVED BY: 

VERIFIED BY: 

QUMIT!TY UNIT COST A.'!OUNT 

............................... 

............................... 

................................. 

================= 
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APPENDIX 10 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
~YJ>GEA DEVELOPMENT 

Internal Audit De~artment 

1. S~ate labour regu i rements, grade-by-grade, for the plan 
period: i.e. 

Audit Clerks 
Audit Assistants. 

2. State senior staff requirements for the plan period and show 
their grade (M2 - M4) 

Senior Audit Assistants 
Assistant Internal Auditor 
Internal Auditor. 

~ 

3. Give estimated number of field trips showing number of trips 
planned and destinations as well as the grades of officers who 
are to undertak~ the trips. 

4. State stationery requireme11t for the plan period in detail. 

5. Provide estimate for capital items for the Department, i.e. 
Office furniture and equipment and give justification 
for each item. 
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APPENDIX 11 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
BUDGET _ __Q.EVELOPMENT 

Administration D~partment 

1. State labour requirements 
Office Messengers 
Reg is try Clerl-:s 
Cleaners 
Shamba Boys 
Maintenance 
Mechanics 

on grade-by-grade basis 

Carpenters 
Plumbers 
Masons 
Steno/Secretaries 

2. State senior staff require~ents for the plan period 
Senior Personal Secretaries 
Office Superintendent 
Maintenance Supervisors 
Administrative Officer Workshop Supervisor 

3. Estimated amount payable on legal matters 
Retainer fees for external lawyers 
Legal fees for litigation and solicitor work 
Levies/duties payable to registrar of companies as 
provided in the Companies Act. 

4. Estim?.te premiums payable on insurance for all insurance 
covers for planned perioJ. 

5. Estin.ate rents poyable for· company staff entitled/eligible for 
housing. 

6. Cost of rates, rPnts <tnd ch;irges payable on land-holding. 

7. Estimate Don;1t i ans 
Subscriptions (newspapers, magazines and 
ory.111 i zat iom~. 

8. Estimate cost of maintenance for Company property. 

9. Estimate payments required for postal and courier services.~ 
Pest age 
Courier servicC's 
Telephones 
Fax 
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10. Provide details for rents in respect of Depots. 

11. State cost of maintenance/repair for furniture and equipment 
including d0mestic furniture. 

12. Provide estimates for accounting and ~udit fees to be changed 
during plan period. 

13. Estimate Directors' expenses for the period. State 
No. of directors 
No. of meetings to be held by type (eg. finance 
committee, full bo<1rJ, etc.) 
Rate of fees 
Rate of sitting allo~~nce 

14. State expected f~es fot- pr·operty/asset revaluation during the 
planned period. 

15. State requirements for 
Off ice furnit~re and equipment for administration 
Domestic furniture for all entitled staff, officer 
by officer. 

16. State requirements for motor vehicles used for administrativ' 
duties. 

Mini buses 
Pool cars 

17. State requirements for additions to property, i.e. 
Land for development 
Houses to be built. 

18. State spares requiremPnts for vehicle maintenanc<? (for 
administration vehicle:; only). 

19. State printing :rnd ~;tationery 
administration de>p<1rtinent. 

requirements for the 

20. Provide estimatr~ to m1111bt>r of trips to be taken outside the 
country, showin(J dc!';tin<1tions .;ind offices who are supposed to 
travel for thf' pi;rn pr·riod. 
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APPEHDIX 12 

LAKE VICTORIA BOTTLING COMPAHY LIMITED 
BllPGET DEVELQF>H_l;l''U 

1. State labour requ1remonts on grade-by-grade basis. 

'> ... 

Record Clerks/Ass1stants 
Cl1nic Attendants. 

State senior staff requirements for the plan period (for all 
grades Mt - M4) by category and rates of their pay, i.e. 

Records Supervisor 
Training Officer 
Personnel Manager 

Medical Superintende~t 
Nurses 

3. State planned recruitment/retirement - (i~ consultation with 
Department Heads} of staff in all categories. 

A .... State train1ng programme (manpower development) for all 
grades within the Company for the planned period. 

5. Provide estimated cost of training for the plan period on 
grade by grade basis. 

5. State details of lunch to be provided: 
No. of plates and cost 
Evening meals (for night shift) if any. 

7. State estimate for other welfare services to be provided in 
p 1 an period , 1 . e . 

0 ..., . 

annual party 
contingency fund to assist employees 1n distress 

State estimate for Company Clinic expenses 
Hlre of Doctor 
Drugs 
SuppliP.s, eg. bandages, etc. 

9. State est1mate of welfare subsidies to be paid in the plan 
pcr1od. 

10. State 1n quant1tativo terms, uniforms to be provided to 
starf under Personnel Department. 
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11. State number of employees gcir.g en leave grade-by-grade and 
show their entitlementls) in monetary terms. 

12. State other non-monetary benefits to be given to employee~ 
grade by grade, l.e. free issues, drinkage of soda. 
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APPENDIX 13 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
~llQG~T __ DE~J:q;>PME_~I 

1. State wiits of concentrate required for each brand in a 
given year. 

.., .... State quantities of sugar required for each brand . 
? ..., . State quantities of C02 required for each brand 

4. State quantity of cartons of crown corks required by types. 

6. 

State number of empties required for planned production. 

State number of quantity of water to be used: 
i) in bottle washing 

ii) steaming 
iii) sanitation 

lV) syrup making 
v) chi 11 i ng 

vi) chilled treated water for bottling. 

7. State quantity of power will be used. 

8. State quantity of boiler fuel. 

9. Bottle washing chemicals 

10. Detergents 

11. Chain lubricants 

12. Water treatment chemicals 

13. Lab chemicals 

14. Filter materials 

15. Plant spares 

16. Other machinery spares, eg. forklift spares 

17. Plant preventive maintenance programme 

18. Machinery bottle breakage 
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19. Number of employees required of each grade and their 
functions per batch. 

i) State labour and supervisors 
production plant, 1.e. 

syrup mat{ i ng 
carbonation 
filler/crowner 
bottle in feed 
decrating 
bottle washer 
inspection lights 
accumulation table (crating) 
crate washer 
floor cleaners 

requirement 1n the 

ii) State labour/supervisor requirement for ancillary 
services i.e. 

boiler attendants 
compressor room attendants 
intra-factory transport (forklift drivers) 
lab staff categorise these under mechanical and 
electrical engineering services 

1ii) State number and grades of senior staff requirement. 

20. State frequency and ouantity of samples to be desoatched to 
Germany for PCI tests. 

') 1 ...... 

') ') ......... 

State quantity to be used within plant for 
each brand. 

lab samples of 

State if you will need to hire plant (eg. forklift) and for 
how long. 

23. State factory building maintenance programme and estimate 
for quantity of materials in maintenance section. 

24. State requirements for uniforms and protective wear. 



25. 
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State proposal for capital items required during the budget 
period, i.e. 

Office furniture and equipment 
Additions to plant and equipment 
Motor vehicles 
Tools 

26. Give estimate tor quantities of production stores which you 
feel might be written off as damages during the plan period, 
example, damaged stocks of sugar, concentrates, chemicals. 
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APPENDIX 14 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
BUDGET DEVELOPMENT 

Finance and Accounti[l_g Dep~_r~_l_!l_enJ; 

1. State labour requirements on grade-by-grade for the plan 
period: i.e. 

Accounts Clerks 
Accounts Assistants 
Cashiers 
Storekeepers 

2. State senior staff requirements for the plan period: 
Senior Accounts Assistants 
Chief Cashier 
Assistant Accountunts 
Accountants 
Chief Accountant 

3. State printinq and plain stationery requirement for the plan 
period. 

4. State number of official trips (within the country} planned 
for the period. 

5. State estimate of interest charges estimated to be incurred 
on: 

short term lo<ins 
overdrafts. 

6. State estimate or interests for long-term loans ( eg. EADB 
Loans}. 

7. State estimate of bank charges and commissions 
Charges on transfers from collection accounts 
Charges on preparing bank drafts 
Other bank cllorges. 

8. State estimate CJ[ bod ddJt~; to be written off. 

9. State estimate of: provision for bad and doubtful debts. 

10. State proposal tor c<1pit<.1l items required for the Department 
ie. 

office furnltm-e and equipment (and show justification 
for requirements). 
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LAKE VICTORIA BOTTLING COMPANY LIMITED 
BtlP9_E'l' . _O,E:V.E:~9J>J1~MT 

1. state estimated s<.lles fut· the budget period by product brand 
in quantities and pt·ice Lit which you will be able to sell. 

2. State labour t·equirement for the plan period grade-by-grade 
Truck helpers 
Loaders in warehouse 
Checkers 
Painters/signwriters 
Depot persc.nne l ( exc l ud .i ng depot supervisors) 

1. SPninr ~t~ff/sur1Ar.,_1 isor-~ rcquir-c~cr:t ~::::- the ~.::.ri~d 
Supervisors (sales supervisors and depot supervisors) 
Other staff (marketiny officer, advert officer, senior 
sales supervisors and M/manager). 

4. Uniform requirements for the plan period. 

5. Estimate of travelling expenses for sales crew on routes. 

6. Depot running expenses 
hire of police guards 
fuel requirements for pick-ups/trucks 
banking expenses 

7. Estimate of :1dvet·tising and µremotion c>xpenses for the period. 

8. Estimate of 
bottle brei'lkuq(>s in w:uehouse and on trucks 
(subdivide in full goods and empties) 
bottle losses in warehouse/trade. 

9. Estimate of commissions to be paid to salesmen and agents also 
define the r<ites trnd conditions under which commissions should 
be paid. 

10. Estimilte requin'ment for· vehicle maintenance for all 
cateq· ic.>s of trucb;/pid:-up~; for the planned period. 
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11. State requirement for 

freight trucks 
pick-up trucks 
cars/motorcycles. 

12. Indicate volume of printed anu plain sta~ionery for the plan 
period. 
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APPENDIX 16 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
BUDGETED PROFIT AND LOSS ACCOUNT 

FOR THE YEAR ENDING ..•.• (IN U.SHS '000 + 1DEC} 

~-------------- ----~- ----·-· -

D E T A I L S 

~----------· ---····· ·- .. 
BUDGETED NET SALES ............ . 
LESS: COST OF SALES ............ . 
BUDGETED GROSS PROFIT 

DEDUCT: SELLING, GENERAL AND 
ADMINISTRATION EXPS. 

1. MARKETING & SALES 
Publicity and l\rlvPrt~ 

Staff Salaries and Benefits 
Staff Entertainment 
Medical Benefits 
Hired Transportation 
Leave Pay 
Housing Allowance 
Hotel and Travelling 
Transport Allowance 
Entertainment Allowance 
Vehicle Depreciation 
Furniture, Equipment and 
FixtYres Depreciation 
Building Depreciation 
Rent and Rates 
Stationery 
Building Maintenance 
Hlred Security 

SUB TOTAL 
'---------------· 

- - I 

I 
! 

I 
I 

i 

Signed By: -~I I.....___ 
C/A G/M 

-· ··---·---- --,...-------....,.--------, 
ACTUAL 
CUMULATIVE 
JOTH SEPT. 

ESTIMATED 
J MONTHS TO 
JlST DEC •... 

BUDGET 

-- . -----------1------1~------1 

I 
I 

. ·------·-------~---------' 
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·-----1 

D E T A I L S I 
I 
I 

ACCOUNTING AND F!N~NCE 
------1 

Staff Salary I 
Staff Entertainment I 
Medical Benefits 
Hired Transportation I: 

Leave Pay , 
Staff Pension j 
Housing Allowance i 
Transport Allowance I 
Entertainment Allowance I 
Hotel and Travelling 
Furniture, Equipment & Fixtures Depr. 
Stationery I 
Bank Charges j 
Interest on O/D 
Interest on Loan I-· 
SUB TOTAL i 
ADMINISTRATION II 

General 
Directors Fees 1 
Directors RPm11n<>r,:\ti0!"! 
Directors Other Expenses 
Staff Salaries 
Staff Rent 
Staff Pension 
Leave Pay 
Office Stationery 
Rations/Lunch 
Housing Allowance 
Transport Allowance 
Entertainment Allowance 
Hotel and Travelling 
Building Maintenance 
Off ice Equipment Maintenance 
Hired Security 
Rent/Rates 
Depreciation - Building 
Depreciation - Motor Vehicles 
Depreciation - Furn., Eqpt. Fixtures 
Legal and Professional Fees 
Audit Fees 
SUB TOTAL 

I 

I 
I 

I 
I 
I 

ACTUAL 
CUMULATIVE 
30Tlf SEPT. 

E~H.!MATED 

3 MONTHS TO 
JiST DEC. 

BUDGET 

···-·-···------+--------r---------t 

; 

. -. --···. ----------- ---+---------1 

... ······---. l .. __________ j_ __ _ 



D E T A I L S 

PERSONNEL 
Staff Salaries 
Staff Pension 
Staff Entertainment 
Medical Benefits 
Staff Uniforms 
Hired Transportation 
Leave Pay 
Housing Allc~an~e 
Welfare Subsidy 
Transport Allowance 
Entertainment Allowance 
Hotel and Travelling 
Stationery 
Training and Tuition 

SUB TOTAL 

AUDIT 
Staff Salaries 
Staff Pension 
Leave Pay 
Housing Allowance 
Transport Allowance 
Entertainment Allowance 
Hotel and Travelling 
Stationery 

SUB TOTAL 

GRAND TOTAL EXPENSES 

NET PROFIT/(LOSS) BEFORE TAX 

TAXATION 

NET PROFIT/(LOSS) AFTER TAX 
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--- - -- ------~--------.-------
! ACTUAL ESTIMATED 
i CUMULATIVE 3 MONTHS 70 

/ JO~H _sE_P~. ______ 1~_ lsT DEC. . .. 
BUDGET 

I I 

I I 
j I 
I- - - --- -- ----+--------t------i 
1-- ------- ---f--r------1 
I 

I 
I 
I 
I 

I 
i 
I 
t 
I 

I 

I 
[ 

------ --------:-,_-; 

- ------ ---------1----------i 

-----------------~ 
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APPENDIX 17 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
PRODUCTION COST REPORT , 

FOR THE MONTH ENDING •......••••••• 19 ••. 

A_c_T_I_v_I_T_Y_L __ Ev_E_L ______ --__ -_- ]~~/\-~~ --~~D-E ! 
PROCESS DETAILS 

DIRECT MATERIAL COST 
Concentrates 
Sugar 
Carbon 
Water 

DIRECT LABOU~ COST 
Basic 
Incentives 
Overtime 
Bonus 
Awards 

VARIABLE OVERHEAD COST 
Bottle Washing Chemicals 
Bottle Breakages (in-plant) 
Fuel (Boiler) 
Power 
Water - (Bottle washing) 
Sundry Supplies 
Crown Corks 

TOTAL VARIABLE COST 

FIXED FACTORY OVERflEl\DS l\BSORBF.D 

TOTAL COST OF PRODUCTION 

! PC 

I 

i xxx 
I xx 
I XXX 

' vvv l ~~~;--1 
I
i xxx - . 

xxx 

I
! xxx 

xxx 
i xx 

XXX 

x 
x 
x 
x 
x 
x 
x 

xx 

xx 

xxx 

I 

- I 

---·-----------, 
PRODUCTION MANAGER 

CHIEF ACCOUNTANT 

I .::-c-s--t-E-:-;-Tw-+--T-o_T_A_L __ 

02 03 
------

M TM 
- ------ ·-----lr------

xx 
x 

xx 
xxx 

xxx 

xx 
xx 

xxx 
xxx 

xxx 

x 
xx 
xx 

xxx 

xxx 

x 
x 

xx 
xx 

xx 

xxx 
xx 
xx 
xx 

xxx 
---- ----+-----+----+------

xx 
xx 
xx 
xx 
xx 

xxx 
xx 
xx 
xx 
xx 

xx 
xx 
xx 
xx 
xx 

xx 
xx 
xx 
xx 
xx 

xx 
xx 
xx 
xx 
xx -- -- --- __ , _____ , _________ ._ ____ +------

xx xx xx xx xx 
- - - -- ----- - ------- ----~!-------
x x x 
x x x 
x x x 
x x x 
x 
x 
x 

x 
x 
x 

x 
x 
x 

x 
x 
x 
x 
x 
x 
x 

xx 
xx 
xx 
xx 
xx 
xx 
xx 

----- -- -------~-----!-----·!------
xx xx xx xx xx 
--- -- ---------- ----+-----+------

xx xx xx xx xx 
. ·- - - - - ---- ----- -----!------+-----
xxx xxx xxx xx xxxxxx 

-- ---- -· - - ------•-----!------
xxxxxx 
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BREAKDOWN OF FIXED FACTORY OVERHEADS MONTH EN£. ING . . . . • • • • • • • 19 •.• 
---- ·-- ------- ------------------..----------

INDIRECT LABOUR COSTS 
Indirect Labour Wages 
Indirect Staff Salariess 
Indirect Labour Overtime 
Indirect Labour Incentives 
Indirect Labour Bonus 
Indirect Labour Awards 

WELFARE AND MEDICALS 
Staff Entertainment 
Medical Benefits 
Staff Uniforms 
Staff Rent 
Hired Transport 
Leave Pay 
Rations/Lunch 
Housing Allowance 
Welfare Subsidy 
Transport Allowance 
Entertainment Allowance 
Hotel and Travelling 

MAINTENANCE 
Building 
Plant Maintenance 
Office Equipment Maintenance 
Hired Security 
Forklift Maintenance/Ir.tra Factory Transport 
Rent/Rates 

DEPRECIATION 
Building 
Plant and Machinery 
Loose Plant Tools 
Motor Vehicles 
Furniture, Equipment and Fixtures 

TOTAL FIXED FACTORY OVERHEAD 

U. SHILLINGS 

xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
XXXXXX"-

xxxxxxx 

XXX<XXX 
XXXKXXX 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 

xxxxxxx 

xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
--~---

xxxxxxx 

xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 
xxxxxxx 

XIIXXXI 
======= 
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APPENDIX 18 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
PROF Il~f!Q_ l.,._OS~_~CCOUN1 

fQB__ lJH;_ -~T.!1 ENPEQ_. ~ "-"-"--·-·_._._,_1_Ili__U___,_SHS '000 + LQE;~J_ 

I GROSS S.~l ES 

I ~EDutr - s~tEs r~x 

- EXCISE ()!JTY 

I H£T $~LES 

I 1 rrr. rr.rT OF r•LEr 
LL.J"1. \.V>J I ..rrf oJ 

I cnnss rRcF?r 
I DECUCT: SELL!~~ GE~ERAL & AOf.l~. EXr. 

Marketing_ and Sale> 
rutlicity an~ Ad~erts 
Staff S;lari2~ and Benefit~ 
Staff Er.tertair.=ent 
Medical Benefits 
Hired Transportation 

Housing AlloNar.ce 
Hotel ar.d Tra~ellir.g 

Trar.;port Allc~ar.ce 

Entertair.=ent Allo~ance 
Vehi~le Depreciation 
Furniture, Equip:~nt an~ 

Fi~t~r<> Depreciation 
~~ildir.g Oepreciatian 
R~r.t an1 Rate; 
Stat i oner·r 
eui lding ltaint~.1.;nce 

Hired Security 

sue-TOTAL 

r- - - i r -- -1 

S!Gtttl': l C/A I Git I 
l ___ I I 

- I I - f - --- - I I - -- --1 
ACTUAL I !UOGETEO I V~RIA~CE I LAST rEAR! CUltlt I !UOGETED I CUltlt I 
~arm I ms I FOR Tl!E I SAP!t I 11cnm I cur.11 rn I 1!ARIA~CE : 

I M().~TH I MOHTH I 1tnNTH I re OATE I r.ATE i 
- t-- -----t-------t--- t------- j- -------t-------

1 I I I 
xx xx xxx I xxx xxx I xxx xxxx I xxxx 

I ~ ~ I • ;; I 
I .. I I • I · I ~ I 
1----------1----------1----------1----------1----------1----------'----------

··· I -- I .. .. I I 
I "' ! I I -: l · I ~ • 
1----------1----------1----------1----------1----------1---------- ----------

.. I ·• I 
I I 

I 



f - --------·------ - --- -- -----

l ~CCO!J,T!HG AHO f I,AMCE 

; ~t•!! $•l•ry 
I St~ff E~tert;i~;2n~ 
I ~edicol eer.efit:; 

I u;."· 'r'""~" •• ,,;.n 
lo I.I C.J I GU.)"'\11 ....... \1 

l lea·:e l'ay 
! Staff l'2n:;io~ 

I u" ... 1-na "1 1"x"r."" llV\I.> - n t.U 0 t1 ... c; 

I Tran>ccrt ~11~~1nce 
I Er.t~rtainsent All•••nce 
; H~tel or.d Tr•~2!:ir.; 

J F~r~iture, Eqpt. •~d Fi:t~r~; OE:r_ 

; SL;t ic~er;-

I ear.k C~arge:; 

I Interc:;t ~r. O/D 
I Int2r2:;t on loan 
I sue- rnm 
I 
I A:.i~m_sr_RAUO~ 
I Gener.;! 

I r.; ·~··"r" 'e"· Vt.t l;;lo.lo\I .) I ~.) 

I Oircctcr:; Re=u~erJtion 
i Oi~ectcr~ Other E~o2n;2~ 

I Staff SaL1riej 

f Staff Rent 
l Stan ren:;ion 
i L~a·:c ':'a7 

I Cffi~e Statior.~ry 
I f!atic~:;/Lunch 
! ~ou~ing Allowance 
I Tran:;ccrt Allo~ance 
I fntertain:ent Allow~· . 
I Hot~l and rr~~elling 

I euilding ~aintenonce 
I Off ice £quip=ent ~aintenance 
I Hire~ Securit·; 

I Rer.t/Rate:; 
I Depreciation - euiiding 
i Depreciation - Motor Vehicle:; 
I Depreciation · F~rn., Ei~t .. Fi~turc:; 

I Legal and ~rofe:;:;ional Fee:; 
I Audi: Fee> 

I 
i SIJe·lOTAl 
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--r-- --1 - - -r---------r------ r------ -T _____ T ___ ---1 

ACH!!lL I euccmr. I 'l~R111m I LAST YEAR I CU!'!I! I euomrn I CUI!!! I 
I l!CH!H I nm I FOR THE I sm I ACTUAL I cu11I! rn ! VARIAHCE I 
I I rmm I ~mm 111011TI! I TO DAH I llATE l I 
~-- -t--- --1----------i--- ----t- ---i----t- ----·---1 
I I I ! I I 

I I 
I I 
I I 

I 
I 

I 
I 
I 
I 

I I I I I 
i----------1----------1----------1----------1----------1----------1-·--------
I l ~ I :( I ~ I ~ I x I 
1----------1----------1----------1----------1----------1----------1----------1 

I I I ! I 
I I I I 
I I I 
I I I 
I I 
I 
I 
I 
I 
I 
I 
I 
I 

i 
I 
I 
I 
I 
I 
I 
I 
I , 
I ' 

I 
I 
I 
I 
I 
I 



I ~RSONNEL 
I St~ff Salaries 
I Staff re~sion 

I Staff Entertain1ent 
I nedical Benefits 
I Staff Uni forss 
I Hired Transportation 

leave ray 
Hcusir.g Allowance 
llelfare Subsidy 
Transport Allowance 
Entertain1ent Allowance 
Hotel and Tra~elling 
Stationery 
Training and Tuition 

SUB-TOTAL 

AUDIT 
Staff Salaries 
Staff rension 
Leave ray 

I Housing Allowance 
Transport Allowance 
Entertain•~nt Allowance 
Hotel and Tra~ellir.g 

Stationery 

SUB-TOTAL 

GRAND TOTAL EXrENSES 

NfT rROFIT/(LOSS) BEFORE TAX 

TAXATION 

HET rROFIT/(LOSS) AFTER TAX 
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ACTUAL I BUDGETED I VARIANCE I LAST YEAR! cuHn I BUDGETED I cunH I 
HOHTH I THIS I FOR THE I SAllE I ACTUAL I CUHH TO I VARIANCE I 

I I noNTH I nOHTH I noNTH I TO DATE I DATE I I 
r--t -t-- I I 
I I I 
I I I 
I I 
I I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I I 
I · x x I x )( )( 

t----+--~-~1~~~-+-~-+--1~~ 

I I I 
I I I 
I I I 
I I I·, 
I I I 
I I i I 

I I I 
I I I 

I I I I I 
I ----- -t- -----t----t I I 
I xi xi xi xi" xi xi 
~-------t-------t--t-----t·---+-----+-----j 
I xi xi xi xi xi xi xi 
t--- - · --1--------t-------r----i-----t-------r---i 
I xi xi xi xi :cl xi xi 
t- - -- - --1---- ------t----r---------t--__ ,_ ___ --1--·--i 
I xi xi xi XI xi xi xi 
t-·- - - ---1----. --t---------1----------r---------1--------r----i 
I xi xi xi xi xi xi xi 

·-·-·-· •· ---· ·- - ------- --·-- --· -- ·----~- ----· __ J _______ __j ___ ___L_ ___ i_ _______ 1 ___ __J_ __ ___J 



APPENDIX l !l 

WEEKLY -~A_~)Jl_BUD~_EJ' 

WF.EK ENDING 

-- _______ T _________ I --- _____ T ___ -- ___ i _____ -----r-----,---i----------

PREVIOUS 11m I I I I I I 
EHOEO ....... I I HOHOAY I TUESDAY I llEOHESVAYI THURSDAY! FRIDAY I c 0 ""EH Ts : 

ACTUALS I I I I I I I 
---------t-------r- -----r-----t- I -t 

I I I I I I 
I IHHOllS: I I I I I 
I I I I I I 
I I I I I I 

I I I I I 
I I I I I I I 

--·-----r-----t---------t-- -- --1-- ----t I I 
I TOTAL I I I I I I 
~ -- --------1- --- -t--- - --1--·-------t------r-- _J 

I I I I I 
I OUTFLOllS: I I I I 
I I I I I 
I I I I I 

I I I I 
I I I I 
I I I I 
I I I I 
I I I I 
I I I I 

I I I I I 
- --··-1 ----------- ·1··-----1 - . -1----- - -1-----·t·--------1 

I TOTAL I I I I I I 

I Net Cash Flew I 
I - -- -- ·-- -1-
I Open eat. (0/0) I 
I - - · ---t 
I Clo. ea!. (0/Dll 

I I 
I Clo~ing Details! 

I I 
I I 
I I 
I I 
I I 
I I 

I I I I 
1- --1-. - - --1-------- --j 

I I I I I 
I ·! -· --- - -1 · -- --r--- -- i 

I I I I I 
I I I · · - · I - I 
I I I I I 

I I I I 
I I I I 
I I I I 

I I I I I 
I I I I I 

_ J I I I I 
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MONTH F.NDING 

I 
rREvrnus wm I 
EHDED • • • . • • . I 
ACTUALS I 
----t 

I 
I IKFLONS: 

I 
I 
I 
I 
I 
I TOTAL 

----r 
I I I 
1 wm 1 1 wm 2 I wm ~ 1 wm: 4 

I ! I I I 
-t- ---i-------t--·--t-·--t 
I I I I I 
I I I I I 

I I I I 
! I I 
I I I 
I I I 

-t---- --j 

I I I I 
1--------t---t-----t- --j 

I OUTFLOWS: 

I 
I 
I 
I 
I 
I 
I 

I 
I 
I 

·--······-··-----t------------~-- - ·- -1-· 
I TOTAL I I 

I I 
I I 
I I 
I 
I 
I 
I 
I 
I 
I 
I I I 

. 1- --- - -1 ------1 
I I I 

I Open Bal. (O/DJI I I I I 
I ------ --- -1-- ---1---- · 1-- -----1----------1 
I Clo. Bal. (O/Dlj I I I I 
~- -- -- -- - 1- -- - -t-- · I - - - · I -- - -- l 
I Clo$ing Details! I I I I 
I I I I I I 
I I I I I I 
I I i I I I 
I I I I I I 
I I I I I I 
I I I. I . I._ I. 

C 0 H H E H T S : 
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QUARTER ENDING 

--- ---- T--~------r-----,-- -- T-------1 

PREVIOUS ~TR. l I I I I 
ENDED • • • • • • • I I llOHTH 1 I llOHTH 2 I l!OliTH 3 I C 0 II II E H ! S : 

ACTUALS I I I I I 
--------------t- ------r--------t- -- r-- -i 

I I I I I 
I IHFLOllS: I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 

--------+---------t-- ----t-------·--t------f 
I TOTAL I I I I 
I t- ------1- --- ----- t----- J 

I I I I I 
I OUTFLOWS: I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 

--·-----·----1--------------1--- --1-·- - y--·----1 
I TOTAL I I ! I 
I I I 4 
I Het Cash f lo:ii I I I I 
I ---· - ·--- ----r-- ---1- - - --1--------1 
I Opun Bal. (O/Dll I I I 
1-. ---------- - -1 -- -1-- t - ----1 
I Clo. Bal. (0/Dlj I I I 
I - -1 ·-i- · -!-·---· - -1 
I Closing Details! I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I _I I I 
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VF.AR ENDINC 

r·-- - - ------------- -·--1-· ----------------------,----- l 

rREV1cus YEAR I I CURREHT YEAR I 
mo I HG . . . • • . . . . . • . . . I usHs ·oo~ I EHOIHC . . . . . . . . . . . . . . I 

I (ACTUALS) I I I 
1-------,---------·-r-·- --·-1--·--· -f - . ------- ---------·---,---T---T---1 

QTR. l I QTR. 2 I QTR. 3 I QTR. 4 I I QTR. I I QTR. 2 I QTR. 3 I QTR. 4 I 
- -·--1 - - -·-·1·----i--·-·-··t-- - ... -..... -·----1------·t·---r-·-·-··-·i----1 

I I !HF LOWS: I I I I I 
I I I I I I I 
I I I I I I I 
I I I I I I I 
I I I I I I I 

I I I I I I I I I 
1·--·--·-i·-------t------t--·----1----·· .. ---·-. -------+--i------t-----1----1 
I I I I I TOTAL I I ! I 

I I OUTFLOWS: I 
I I 
I I 
I I 
I I 
I I 
I I 
I I 
I I I I I I I 
1- - -----1- .. -· ·j--- ------i---- ··- 1--- - --- -------------- --r------t-------1-------1--- ----1 
I I I TOT AL I I I I ! 

I I I I He t Ca:;h Fl ON I I I I ~ I 
... -· 1· . -t .... ·1· -·· . t. . -·· --·- . ··1- ...... ----1· --- --·-·/········ I ----- ... I 

I I I I Opening Balance (O/O) I I I I I 
I . - 1· -- --- I - I t· -- .... , . -- - ··t - --i- ·--· . 1 
I I I I CJo:;ing Balance/(0/0) I I I I I 
I -· · 1 . ., .. I -1· . -I - ------- I -1- --- - .. l 
I I I I Clo:;ing Detail:; I I I I 

I I I Ca-;h I I I I 
I I I I I I I 
I I I I I I I 
I .I I . - . J - I --- . .. l .. L ..... I 

r,QMWITS: 
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APPENDIX 23 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
MANUFACTURING AND TRADING ACCOUNT 
FQR THE YE~R ENDED 30TH JUNE 1990 

SALES 
De~uct - Sales Tax 

- Excise Duty 

Deduct Production Costs, 
Production Materials and 
Direct Wages 
Direct Materials 
Direct Wages and Benefits 
Other Direct Expenses 

Production Expenses 

2,460, 702, 731 
__ 2~§L~2§L~2l 

Consumables anj Indirect Materials 
Machinery Maintenance 
Salaries and Benefits 
General Factory Repairs and Mainte11;rnce 
Motor Vehicle Maintenance 
Rent - Stores and Plant 
Bottle Breakages in Plant 
Miscellaneous Factory Expenses 
Damaged Stocks Written Off 
Obsolete Bottles Written Off 
Depreciation -

Industrial Land and Buildings 
Plant and Machinery 
Loose Plant and Tools 
Forklift Trucks and Pallets 
Motor Vehicles 

Total Production Co!!ts 
Less: Closing Stock 

Cost of Goods Sold 

Gross Profit ~9-!'._~he Y_~~-~ 

SHS. 

5,819,432,637 

~L2!:!2Ln!:!L2§~ 
2,830,153,855 

1,084,512,469 
29,047,1/.9 

---~2LQ2§L§§§ 
1d2~L§~§L~!:!§ 

11,824,860 
26,882,408 
29,990,065 
32,336,276 
23,513,101 
1,790,660 

10,808,395 
1,355,200 
1,479,200 
7,786,725 

38,546,007 
67,597,949 

676,263 
5,440,633 

____ §L!11d21 
--~§§d~2d~§ 
1,440,795,522 

---~~L~§J:LQ1~ 
1L11~L~~1L121 

Shs. 1,414,619,381 
============= 

1.989 
SHS. (000) 

3,513,455 
1,713,284 

--~2~L~~2 
~LQQ!L§~~ 
1,505,832 

352,859 
22,064 

---~2L§1~ 
__ 1!~(.~§§ 

6,495 
22, 711 
25,996 
20,999 
17,392 
2,903 

12,298 

10,273 
33,186 

686 
1,887 

----IL!!~ 
__ !§!LQ~H 

576,609 

__ §!§L§Q2 
929,223 

========= 
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MARKETING REPORT ON EAST 
AFRICAN DIS'l'ILLERIES Lll\1lTED 

INTRODUCTION 

Background 

T~i~ ~~~~rt covers all activities performed by the IMAS 

Marketing Consultant during in-plant training of staff in 

the Marketing Department of Lake Victoria Bottling 

Company (LVBC), both as a group and individually, in the 

period August 22, 1991 to September 13, 1991. 

Before the training began, the IMAS team leader conducted 

preliminary studies to identify areas in the Department's 

sales and marketing activities where the training would 

have the most impact in terms of improving performance of 
the Department. 

Programme Aims and Scone 

The aims of the IMAS Technical Assistance in the areas of 
sales and marketing were :-

l) to develop in the Marketing and Sales Staff the ability to 
recognize marketing problems and opportunities whenever they 
appear in their operations; to analyze the cause of a problem 
and find the most cast-effective solution to it as well as 
take advantage of opportunities whenever possible. 

2) to establish a sense of accountability in LVBC depot 
personnel. 
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Programme Obj~Ji\J'S 

It was expected that by the end of the programme the 

Marketing Manager am.l his Sales Staff would be able to do 

the following: 

Organize the Department into Sections that will:-

be able to respond quickly to changes in the market 
environment 
have spPcific job de~cripticns 
have officers who will work to achieve targets 
co-ordi~ate marketing activities for effectiveness. 

Develop a distribution system that will:-

provide balanced distribution 
maximize salc>s 
minimize the cost of distributing products 
ensure 1111 i ntPrn1pted distribr1tion 
make products av~1lable in all regions. 
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Undertake research activities that will:-

help with the selection of target markets 
assist with the development of new products 
help to identify 111a1·kets for new products 
review and rPrnmr•1end change cf quality and pac:kaging of 
products 
determine and place adverts in target markets. 

Pursue product policies that will:-

offer a balanced prcduct mix. 
ensure that products in demand are available. 

Develop pricing policies that will:-

ensure that the Company's products are affordable. 
differentiate prices for the different market segments. 
persuade customez·s to buy the company's products . 

• 

, 
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S UMl\1A_RY_QF _RE_COMMENDA TIO NS 

Lack of Adt·qmt~- l\·laterials and Logistic Sumiort 

Trucks must be hired for the depots wherever they lack 

them. 

Radio communication equipment must be used in addition to 

telephone facility. 

Petty Cash float must be defined and be made adequate to 

support depot operatjons at all times. The imprest 

system must be strictly followed. 

Money counting mcichines must be acquired for use by 

depots dealing in millions of cash. 

Adequate supply of products at depots at all times must 

be ensured through a system of perpetual inventory 

control and depot feedback for replenishment of stock. 

L11ck oLQm1lifi~(lJkm>Ll\J1Hrnge1_uent and Sales 
Supervisorv l'rrsonnel -- ----~---------·-------

Total overhaul of the marketing and sales force. 

Sales proceeds sl1oulcJ be paid intact to the bank. 

Bottles should be i ~;sued out to cust:.omers at a clearly 

stipu1.:1t.etl hirinq lc~e, which should bt. adjusteu annually. 
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24.3.3. 
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24.5. 
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GOS 

Authority limits must be fixed for the Sales Officer and 

Depot Supervisors to guide them whenever the need arises 

for credit sales to be made. 

Depots should be made to serve agents and not retailers. 

The Marketing Manager must arrange for all depot books to 

be checked on regular basis. 

The Marketing Manager must give guidelines to depot 

Supervisors regarding the employment of extra hands. 

A productivity incentive package for Salesmen must be 

formulated and implemented during the plan period and 

beyond. 

Earned allowances must be paid in time. 

Pro11ost·cl St rurt u n· --- ---·--- ---- ---- --·-

The proposed departmental organization structure as shown 

in Appendix 1 i ~ rpr:ommcnded. 

/\n in the Personnel Department should be 

designated to handle m<1npower and training. 

The services of man<1gement consultants should be used to 

id(~ntify the tr<1ininy needs of staff in the Sales and 

Mi'lrketinq Department. 
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Distribution 

The present method of distribution of some of LVBC 

products through depots should be continued. 

The number of LVBC depots should be maintained at the 

present level provided financial discipline will be 

observed by Depot personnel and regular supplies of 

products to the depots made at the right prices by the 

Company. 

A research unit should be introduced in the Company to 

conduct studies into LVBC products and their possible 

innovation, potential demand, prices, and behaviour of 

consumers as well as competitors. 
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SYSTEMS REVIEW AND DEVELOPf\.1ENT 

Review l\11ethodologx 

Operational information considered crucial and relevant 

for achieving the aims and objectives of the programme 

were obtained through personal interviews, observations 

and discussions. 

The Marketing Manager, the Marketing Officer and th~ 

Sales Supervisors at the Head Office were fully engaged 

with the Marketing Specialist throughout the periods 

during which discussions on problems and workshops were 

held. 

The Marketing Manager and the Marketing Officer 

accompanied the Marketing Specialist to conduct 

interviews with Depot Supervisors, some agents and 

customers of LVBC. 

On several occasions, personnel from PIES joined in the 

workshops and interviews with Depot Supervisors and 

workers. 

The broad spectrum of areas covered during the review of 

LVBC operations included the following:-

Depot Operations 

Incentive~ t.o Salesmen 

Distz·ibut ion Net/Jod.s 

Agency Opera t ionf; 
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D~pot l\ lismm_Hu!ement 

In keeping with the government's policy of ensuring fair 

distribution of LVBC products throughout the country, 

LVBC introduced the depot system as a distribution 

channel in addition to other distribution channels such 

as route sales and sales through agents. 

It was anticipated that the addition of depots would 

afford a useful distribution channel mix. The goals of 

the depot system therefore were defined to include the 

following:-

I) A control of the distribution of LVBC products to ensure their 
availability in all regions of the country. 

2) Sale of the products at prices affordable to consumers at all 
times. 

J) Provision of local sources of supplies to agents scattered 
reg i ona 11 y. 

4) Provision of a central source of facilitating data collection 
for analysis. 

Abundant evidence revealed during the study of the 

operations, indicated that the depots were so poorly 

managed that the desired goals could not be achieved. 

What is worse is the fact that the depot system has, in 

the past, rather compounded the problems faced by LVBC in 

the distribution of its products. 

Empirical evidence µertaining to distribution channels 

for LVDC products shows that depots accounted for only 

17% of the total sales between January and June 1991. 

'J',11Jle /.')c:i q1v<>s details of distribution channel mix, 

sales volume~; <lncl tlw percentage distribution of LVBC 

products. 
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TABLE 25a 

Sales Volume 
1.!_n Cases) 

669,713 
269,026 
193,798 

1,132,537 
========= 

% of Total 

59.1 
23.8 
17 .1 

100.0 
----------

Historically, the depots have not livad up to expectation 

since their introduction. Factors which have been 

identified as the main causes of the low performance al 
the depots are attributable to: 

a) lack of adequate materials and logistical support 
b) lack of qualified management and sales supervisory personnel 
C} lack of research 
d) lack of cl<0arly defined policy guidelines for operations 
e) lack of operation a 1 controls. 

In evaluating the above factors, the following relevant 

details have been considered:-

l!~c_k__Qf_f!g~q11ilt~ __ f1at~_i,_~1,~ and Logistic Supmrt: 

Effective performance of LVBC depots dei.1ands a dynamic 

system of the depot management. 

Jn order for finislwcJ goods to be efficiently distributed 

the road nctwoi·k l i nJ.: i ny the distribution centres must be 

motorabJ e all yeilr r·ouml. 

J\t the time of the IMJ\S study, a greater part of the road 

network sy~tem was bad owing to lack of maintenance in 

the past during tlw w<1r period. 
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Besides, the Company lacks adequate transport facility 

beyond the Kampala area. 

Communication between the depots and the marketing head 

office was non existent. 

In view of the foregoing factors, it would have been 

ideal if the depots were allowed to operate with suffi

cient petty cash funds. Yet this was also lacking. 

In modern times, money counting machines have been 

introduced to faci 1 i tate cash counts and detection of 

fake notes. Inspite of persistent requests to management 

to supply this equipment to depots dealing in millions of 

Uganda Shillings, tl1e Cashiers at these depots continue 

to count money manually. 

Furthermore, persistent shortage of bottles at the depots 

has in the past tended to ward off existing and potential 

customers and continues to do so. 

In the opinion of the Consultants, all the above listed 

shortcomings which result in lack of effective logistical 

support are manageable. They can be controlled and 

avoided provided the right resource personnel are engaged 

to man the Marketing/Sales outfit. 

On the otherhand, lack of action on the part of 

management tm:.:1rds eliminating these identified causes or 

at leust mitigatiitcJ their effects on depot performances 

will sooner· than l<tter negate the cherished goals in 

Sf'tting up the di:•pot-~:. 
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Accordingly, the Consultants recommend the following:-

aJ Trucks must be hired for the depots where they lack them. 

b) liireless communication equipment must be used in addition to 
telephone facility. 

c) Petty cash flr_,.Jt. must be defined and be made adequate to 
support operations at all times. The imprest system must be 
strictly followed. 

-d) Honey counting machines must be acquired for use by depots 
dealing in millions of cash. 

e) Adequate supply of products at Depots at all times must be 
ensured throt1gh a svstem of perpetual inventory control and 
depot feedback for replenishment of stock. 

I,ack of Qualiti~<l__!j{JJJEgement and Sales Supervisory 
Personn~l • 
In these times of active competition, ultimate knowledge 

of the market for LVBC products coupled with continuous 

analytical ass~ssment is considered essential. The 

ability to react to market symptoms and be able to 

identify imb~lances in the marketing mix as and when they 

occur obviously cal J s for knowledge of marketing and 

conceptual appreciation of the behaviour of the market in 

a competitive environment. 

The presence of the above traits within the embodiment of 

every mar.ket ing and sale:, force should be capable of 

gu.=trantee i ng the success of its corr.pany' s objectives. In 

the case of LVBC, the presence of or the lack of them 

reLl 11 y mPz-ins a lot j n tf:~nns of the anticipated targets of 

C?lses of products to be sold of 2,718,135; 2,992,000; 

J,/.56,000; J,s~o,ooo; 3,73'1,000 for the respective y~ars 

in the period 199/. to 1996. 
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U11fortunatcly, LVDC marketing and sales outfit woefully 

failed to exhibit the traits identified above, as the 

following were revealed in the course of the review 

operations. 

a) Low level personnel at the depots who lack direction. 
b) Lack of knowledge in both sales and administration. 
c) Lack of motivation in Salesmen. 
d) Marketing Hanaqer does not check depot sales books. 
e) Sales proceeds ac-e not paid intact to tht! bank by depot 

personnel. Instead, part is used for private purposes. 
f) Depot personnel failed to declare the right amount collected. 

The lack of resourcefulness in the present marketing and 

sales for·ce w i 11 no doubt adversely affect the 

achievement of the targets set if due care is not taken 

in time to acldress the malaise. 

To this end, any step should include a total overhaul of 

the marketing force. In addition, it should be 

stipulated that with immediate effect, sales proceeds 

should be paid intact to the Bank. 

25. 2. 10. f,_ack of_JJ<l_s~ar~b 

In Section 25.6. of this report, mention was made of the 

effects of Jack of research in relation to depots. 

Market resenrch if properly developed in the Company in 
occord<lnc:e with the Consultants recommendations, will 

serve not only ns a focal point for management 

inform<ltion but ~Lso as an antenna for analytical 

assessment ot manngement's own actions or intended .. 
act iom; in link inq past and future marketing objectives 

<lncl strat<>qics. 
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Lack of Cle<Jrly_Qefi11ed Policy Guidelines for operations 

In the course of the review of the depot operations, it 

was discovered that, whereas some Depot Supervisors lend 

bottles to customers others sell them at only 50 Ush per 

bottle. Secondly, some Depot Supervisors sell on credit 

without authority. Some Depot Supervisors also employ 

extra hands ~t random. 

Again, no basis exists as to how much should be sold out 

.at a time to customers who make purchases at the depot. 

Furthermore, some Sa lesl!len use sales money for their 

operations without proper accounting. 

pocket the money with impunity. 

Infact, some 

It must be emphasized that no organization can operate .. 
efficiently without definitive operational policies. 

In the opinion of the Consultants, LVBC would have 

performed bettec if clear cut policies had been in place 

at the depots. It is therefore recommended as follows: 

a) That bottles be issued out to customers at clearly stipula1.ed 
dPposit c·aces 1,•/11ch should be adjusted annually. 

b) That author1ty 1 imits must be fixed for the Sales Officer and 
the Depot Sup~rv i so rs i.:/J~never tl;P. need arises for credit 
sales to be m~de. 

CJ Depots ~hould be m~de to serve agents and not retailers. 

dJ l1arketi11g N,111ag•.'z· must. give guidelines to depot Sales 
S11pPrv1soz-.<; z·eg.1nling ~he employmP.nt of extra hands tor depot 
0/)Pl"cl( l r.'11.t;. 
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25.2.12. J..i1<;)S._of o~r-_<J.t;)c;;mi}._l ccw..tr_Q).s 

25.3. 

The absence of clear-cut policies, methods or procedures 

for doing things le.:icls to haphazard operations and lack 

of direction. 

Naturally, controls of operations will not be facilitated 

in a situation wt.ere there is no sense of direction and 

responsibility. 

As was reve;iled in the course of the operational review, 

opportunities ar·e created for: embezzlement of cash or 

goods due mainly to lack of policies. For example, 

payment of earned allowances for overtime and out-of

station due to Depot Supervisors and Salesmen have often 

been delayed for as long as over five months without much 

complaint from the affected beneficiaries while 

equivalent amount or multiples thereof have been 

embezzled by the Depot Supervisors and Salesmen without 

much critici~~m fr·om the Mt1nagement. 

This has been so because o( lack of accounting and 

administr<itive controls for the depot operations 

resulting from lack of clear cut policies. 

It is an und0ni<1blr~ fact that incentive schemes in work 

places genernlly Loost mor<ile and increase productivity. 

At LVBC jn pt1rticul;ir·, appropriate incentive schemes can 

boost sale~; performance. Yet, in this Company the 

conve>rsl" ex i !;ts. 

.. 
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Identified disincentives revealed in the course of the 

operational review include the following: 

(ii) Payment of depot wagC?s, salaries, allowances and welfare 
sul.Jsidies as well as petty cash replenishments are unduly 
dP.layed for 110 justifiable reason. For exa.np:e, as at 26th 
1'\ugust, the sal.:H"ies anJ allowances for July of the depot 
staff at Jinja had nut Ileen paid. 

111 co11sultatiu11 •:ith the financial consultant, this issue of 
delays was th•JrOLFJhly investigated. As a result of this 
i11vestig.1tion and at the instance of the Consultants, a 
circular was prepared by the Chief Accountant on 30th August, 
1991 and dispatched to all Depot Supervisors through the 
Market i11q Hanage1- - ( 11ppendix 2 refers). 

(h) Evide11tlr, oppot·tunities are created at the depots for the 
embezzlement cf cash sales proceeds. Almost all cases of 
embezzlement 11•)t-o•d i11 the course cf the review have bee.-. 
caused .--.! the dt>i·ct<:_ SP·.·er;il cases which came to light 
involved Sal1.!~111(·11 four of whom have> already left the 
ernploy ... ent of the Comp.--iny in the 6 months before this 
exet-cis,--., ieavi11•_1 hur:.1e sums of money unaccounted for. 

In the view of the Consultants, the incidence of 
embezzlement is partly due to the delay on the part of 

management to remit funds to out-station staff who happen 

to hold ca~h sales proceeds. 

The embezzlement anJ m~nagernent's failure to recognize 

the efforts 01 tl\C' ~3.--ilc,smen <1t the depots so as to pay 

them thP claims punctu<1lly, n<1tur<1lly creates displeasure 

on the part ot management on one hand, and discontent on 

the part of the emp luyees. Consequently, employee morale 

is dampened <1nd productivjty lowered. 

In the course of the medium term, 1992 to 1996, the task 
S(>t for t!Jp C:Olll[J<l 11Y 1 ~~ s21les force is enormous; 
inc:re<isc from it:; pr·0~~ent level of 1,271,385 cases 
JI 18'1f000 c;1 sc~; i :-; by no meons a tc.rget which can 
achieved \·1itllout z1d'-'Cft1ilte incentives. 

an 

to 

be 
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In the light of the fot·egoirig, the Consultants recommend 

the formulation of a ~roductivity incentive package for 

the Salesmen during the Plan Period and beyond. 

Such package shou hi be 

inspiring the Salesnen 

performance. 

formulated with the 

to achieve above 

aim of 

average 

Delay in the pilym•.~nt of earned allowances must cease 

forthwith. 

Pumwi\.'<I. Struc.,:J u n· 

The proposed structur·e of LVBC Marketing Department, 

(Appendix 1) which is similar to that of the existing 

structure shown in Appendix la, highlights the details 

\·:h ich provides ne\·/ posit ions for Marketing Services 

Officer, Research Assistant, Sales Supervisor 

(Upcountry), Sales supPrvisor (Kampala and Outskirts), 

Sales Supervisor (C:.>ntral Region), finished Coods Store 

Supervisor as we:l as Empties Supervisor. 

Th is proposed stn1cture is considered idea 1 for providing 

the coor·ct in;1tr,,cl I <it-c0 in support of the marketing 

progrommes dnt ic:ip,it·yd for the medium term 1992 to 1996. 

In the opinion ol tile Consultants, positions within the 

stn1ct.u~·e p<>r :·;e do not mPan much. 

m<lni.lgc>mcnt' s recognition of the 

What is important i~ 

need to fill these 

positions with ackquo.1ti:'1 y qualified personnel whose 

contribution to t.IH=- 11\[11·1-:eting efforts would show positive 
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In section 25.2.9. of tltis report, reference was made to 

the poor calibre ot pcesent manpower at the depots and 

the resultant relative 101· performance. In this 

connection, it is per·tinent to mention that productivity> 

in the Marketing Department can never be increased if the 

human element is not accorded the appropriate recognition 

in management decision making. 

Accordingly, under the proposed structure for Personnel 

Deportment, an Officer has been designated to handle 

manpower and tr·aining which function encompasse[. 

Salesmen's development. 

In the ~evelopment ot salesmen, a critical variable which 

is worthy of consideration by top management is the 

identification of training needs for the personnel of the 

Marketing Depart111e11t including that of the Marketing 

M,1nager and the Depot Superv isurs. 

There is thercf ore the need to strengthen the Department 

through ilppropri<1te tr·aininq courses using the services 

of Management Consult<lnts. 

Di~tdln1lio_11 

The present distribution .:icti vi ty 

jeopardise the desired objective 

of LVBC tends to 

of the marketing 

function, which i!; n'aliz;ible only when ther~ is a an 

optimum distr·ibutio11 channel mix. 

Thi~; will mr>.:an th<lt the> qoods reach the customers at 

af(orclilble pr· ices i11 the right condition and quality an<' 

at the ~;.-1mo t. imc• at the laiqhest possible convenience to 

the customer. 
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The effect 01 the distributior. activity of LVBC, as was 

re>•.tealed in oui- 01Jl'ration.:ll review, tends to ward otf 

present and µotential customers through the creation of 

imbalance in the li!dd~eling mix being caused by wrong 

pricing decisions. 

so far, the statistics available indicate that the depot 

performance has not been encouraging. Yet the mar.agement 

has always tried to justify the running of the depots. 

The ma in thrust of M.:magement' s argument for the running 

of the depot is the distribution of the products to 

consumers at prices lower than that of competitors and 

agents. 

In t.he past, the dCJt:'lltS have tried to sell the products 

prohibitive prices thus preventing the desired 

consumption level of the products. Therefore, the idea 

of the Company's direct distribution service was not only 

to check that adverse trend caused by the agents but also 

to ensure th.:1 t th.:> (H"oducts reached the customers at rock 

bottom pr·ices. 

Unfortunately, the real market situation depicts a 

different picture. As a result of a defeatist pricing 

objective the Comµany's products through its own direct 

distribution channel now reach the customers at priceG 

higher tll.-rn the Cornp,1ny's own agents are offering. 

... 

.. 
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This situcttion p.:irtly e>:plains why the distribution 

tt.rough depots is not doing well compared with the other 

two channels. 

In addition to the foregoing, two major limiting factors 

plaguing the distribution activity have been identified. 

These are: 

i) Inadeqirace t!·ansport -.·efiicles tor the products from Head 
Office co Depots and from Depots to customers. 

ii) Insutfic1enc financ1al support for the depot operations. 

Uniike the Head Off ice, the vehicle situation is counter 

productive. With the supply of r ig:1t kind of vehicles at 

the right ti 'lie, proliucts can be transported in right 

quantities to the right market at the ri9ht times. 

In the past, as at present, vehicles have been hired to 

transport products where the Company could not afford its 

own. The popular type of vehicles normally hired include 

pick-up, trucks and trailers. 

The loading capucities of these vehicles range from 150 

to lSOO coses. Uut tit the depots outside Kampala, with 

the except ion of .Jin j ,, which has a truck, pick- ups are 

being usec.l. The c;.1p::ic i ty of the pick-up is only 150 

The tc1rqet.s ror· the depot~; ranqe between 7000 to 12000; 

llc<1d Office hires trucks with or 

without tr.1 i lcrs tu tile depots (upcountry). But the 

vo I urne of ~.upp I i e~: to the depots leave much to be 

desired. 
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Whereas Mbarora depot has a target of 10,000 cases per 

month, it sometimes receivE•s less than half this target. 

As at 29th August 1991 for example, the statistics of the 

total supplies received at Mbarara depot were: 

Btll August 1500 
20th August 1500 
29th August 1500 

a total of 4,500 Cases. 

Consequently, Mbarara could not meet its demand for the 

products and customers obviously will have to turn to 

competing products. 

It is also important to mention that even where Mbarara 

receives its full target of 10000 cases per month, 

Mbarara G.Jes not meet the demand of its customers becaus~ 

of the low capacity of 150 cases for the pick-up 

available for its distribution. 

Lack of f i nanc ia 1 support in sufficient doses is a 

condition which tends to aggravate the problems of the 

depots. In consult.:ition with the financial consultant, 

this prublem h<is been traced to the lack of proper 

financial planning. This is nut all. There is a serious 

lad: of fin.:rnciol discipline and control in the entire 

depot operation. 

T n sect i 011 2 r). /.. 11 . o I tld ~; report, reference was made to 

wonton dissipiltion of Company funds by depot staff. 
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The foregoing situation in the depots needs to be 

addressed by management as a matter of urgency if the 

Company should continue to operate this third channel of 

distributing its products. 

In the view of the Consul tan ts, the scale of cos·:./~ 

benefit analysis in the depot operation appears to turn 

in favour of continued operation but without a~y further 

expansion of the number of depots provided that strict 

financial discipline will be observed coupl2d with 

regular supp.ties at the right prices. 

l\larkl'tinu Rl'scarch -- ------- h----· ... - - -

The importance of research in industry and commerce have 

in recent times engaged the attention of serious 

management. In the soft drinks industry in which LVBC 

operates, tt1e need for research activities becomes even 

mor~ imperative in view of the intense competitiveness 

that charact2rises the dynamic environment. 

Yet, it became crystal clear in the course of the 

operational review ttwt this all important marketing 

activity has never before been introduced. 

In the view of the Consultants, the main cause of this 

total lack of research for all these years since the 

government took over has been t~e absence of a marketing 

function. Consequently, past and present operatives 

operated without the appropriate marketing direction. 

The Con~;u 1 ton ts i.lre however delighted to note the recent 

engagement of <1 M<irketi ng Officer soon after the 

recruitment of thr~ Marketing Manager. 
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It is important to note that the capability of LVBC to 

operate profitably in its present competitive environment 

depends largely on the flow of proper management 

information for marketing direction. What is proper is 

a question of fact depending on the circumstances of the 

m;:irket situation in the ever dynamic 'tlarketing 
environment. 

To perform therefore, Management will need frequent 

market intelligence information timely produced. To this 

end, research activity should be seen as a distinct 

.m~nagement tool to provide needed information for 

decision rules and marketing strategies on a continuous 

b~sis. 

As a result of the previous lack of a market research 

activity, depots were randomly located resulting in the 

opening of depots at centres where there were little or 

no markets at all i.e. Guru and Mbale. 

Several advantages will naturally accrue to the Company 

should the m<:rnagement seriously address this lack of 

research activity in the Company. This will include the 

ability of the Comp;rny to:-

<1) estimate the (-l·.)t•C>11tial demand for LVBC products in identified 
zones, districts, "Jr (Jrovinces. 

b) determine whetheL· to buy or lease vehicles for transporting 
products. 

c) determine whether to expand or contract the depot system. 
cl) estimate im~act of sales activities. 
e) det.enni11c> the most efficient method of distribution. 
f) detern1i1w how the compet i.tor iE" operating. 
g) d('tenni11P how f;i1· thP Co111p;iny has been able to pPnetrate the 

111.=:.rkPt .. 
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Effective operation or business systems depends on the 

effective torn1ulation of business policies. For example, 

should the product be sold through agents or through 

depots or through direct routes and what are the 

cost/benefit analysis. 

The pricing of the products affects customer demand. The 

formulation of a realistic pricing policy can go a long 

way towards guaranteeing sustainable profit for the 
Company. 

The foregoing and many more should concern management and 

shculd be the responsibility of the research function. 

The introduction ol a research unit in the company is 

recommended. Under- the Proposed Organization Chart of 

the Market iny Depc:1rtment, Appendix 1, position has 

therefore been created fnr a Research Assistant. 
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S_YSIE~tJJ\_1P_LEI\1ENIAIIO_N 

Hiring trucks for needy depots was an issue being 

critically discussed by the Management by the end of 

Consultant's assignment. Consequently, management had 

provided Masaka Depot with a truck at the time of 

Consultant's departure. 

With regan.1 to the recommended operation of petty cash 

float, all Depot Supervisors had been requested to su~mit 

their requirements for supply. At the completion of the 

·assignment, Masaka and Jinja Depots had present~d their 

requirements for consideration. 

Money 

Depot. 

countiny mc1chines had been acquired for Jinja 

Other depots such as MasaJ.:a and Mbarara were also 

expected to be supplied soon. 

, 

All delays with respect to payment of allowances earned 

by depot staff were in the process of being eliminated. 

The intensions of M<tnagement with regard to this issue 

were quite explicit as evidenced by the Chief Account's 

lettf>r to all Oepot Supervisors (Appendix 2). However, 

fuil implemr>nt<ition h;id not commtanced before the 

completion of the Consultnnt's assignment. 
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. Pronosl.'d Structure --~------·~---

Although the idea to appoint someone in the Personnel 

Department for manpower and training has been accepted in 

principle by Management, no such substantive officer had 

been appointed by the completion of the Consultant's 

assignment. 

,. 
In addition, the proposed organization structure of the 

Marketing Department had also been fully discussed and 

accerted in principle. 

On three c~casions, prior to the departure of the 

Co~sultant, the Consultant led the Marketing Manager to 

condu~L a survey into the customers behaviour and the 

impact of competing products on LVBC's sales. The 

Consu 1 ta at further charged the Marketing Department to 

continue with the exercise in order to keep management 

informed of the behaviour of market forces. 
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APPENDIX 1 

LAKE VICTORIA UOTTLING C01\1PANY LTD. 
PROPOSED ORGANIZATION CHART OF l\IARKETING DEPf. 

[MARKET IN<] 
MANAGER 

I 

MARKETING SALES 
SERVICES OFFICER 
OFFICER 

,....___ RESEA~:J SALES 
ASSISTANT '---- SUPERVISOR 

(UPCOUNTR~) 

I 

STATISTICAL J SALES SUPV. 
CLERK - (KAMPALA 

OUTSKIRTS) 

ADVERTISltlG .j SALES SUPV. 
- & PROMOTION ..__ (KAMPALA 

ASSISTANT INNER-CITY) 

I 
COMMERCIAL SALES SUPV. 
ARTIST '---- (CENTRAL 

REGION) 
....._____-~-- -- .._ 

FINISHED 

I 
GOODS STORE 
SUPERVISOR 

L_ • 
EMPTIES 
SUPERVISOR 

KEY: 1 - Additional staff report to this position 
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APPENDIX la 

PRESENT STRUCTUIU~ .PF LVHC l\1ARKETING DEPT. 

Marketing ~ 
Officer 
~· 

Commercial 
Artist 

Sign Writer 

I 

MJ,RKETING 
MANJ!.GER 

I 
Snr. Sales Supv. 
Field Sales 

I 
Sales Supervisor 

I 

l_s~a-l_e_s_m_e_n_~~~~~ 
I 

Loaders 
Off-Loaders 
Truck Helpers 

Snr. Sales Supv. 
Depots & Agents 

Sales/Depot 
Supervisor 

Salesmen 
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APPENDIX 2 

LAKE VICTORIA BOTTLING COMPANY LIMITED 
PROMPT PAYMENT OF DEPOT WAGES, SALARIES, 

ALLOWANCES AND WELFARE SUBSIDIES 

AC/50 

TO 
FROM 
THRU 
DATE 

ALL DEPOT SUPERVISOHS 
CHIEF ACCOUNT~NT 
MARKETING MANAGER 
30TH AUGUST 1991 

-------------------------------------
SUBJECT: PROMPT PAYMENT OF DEPOT WAGES, SALARIES, ALLOWANCES 

AND WELFARE SUBSIDIES 

In order to streamline and expe~ite payments to Depots in respect 
of the above items, we wish to ndvise th~t the following 
instructions will be implemented and enforced by this Department: 

1. Claims for ~~~ow~n~~~ 
Depot Supervisors will ensure that claims for any allowances 
are approved by the Marketing Manager and brought in person to 
the Financial Accountant (E). 

In order to minimise their stay at Head Office and cut costs, 
the Accounts DepartmPnt will make sure cheques are written and 
issued the same c!~.Y depot claims are presented. 

Depot Supervisors should notify the Chief Accountant in case 
of any inordinate delays. 

2. Welfa.~L$Ub$i4J~_!?_t_o_r;>_~P.Qt Staff 
As we advised earlier verbally, Welfare Subsidies for depot 
staff must be claimed iD-1)9vance for one month. This means 
that, in the coursP of delivering the monthly returns for the 
previous month, Depot Supervisors should bring in claims for 
the next one month. 

As in the case with other claims, the Accounts Department will 
ensure that cheques are drawn ~nd issued o~ the same day the 
approved claims ~re submitted to us. The Financial Accountant 
(E) wi 11 take note of this and ensure that depot claims are' 
given m<1ximum priority tn>t:1trne11t. 
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J. Pett_y __ ~~_s_h_Rep_len:i,.~h_rn~n_ts 
These documents will be Jelivered directly to the Financial 
Accountant (E) tor chcd:ing. Again, everything will be don·~ 
to c-nsure thut as much <is possible, cheques are drawn and 
isstwd on s;1mA cl.1y or pn:'~;cntat ion of documents and at any 
rate, not fta-ther th.ln tlw next day. 

4. DepQLW<!g~-~L~alarie~ 
This Department v:i 11 (.'nsun? th.it cheques for Depot Salaries 
and Wages are reudy uy JUth of every month duly written in the 
names of respective Depot Supervisors. Supervisors should 
ensure that they report e~rly to collect these payments at any 
rate by the d<lte o( pn·~;pnt<ltion of their returns to Head 
Off ice:>. 

5. g~m_exal 

In the cuse of cheque p.1y1:ionts, .111 cheques w i 11 be issued in 
the 1vlmes of n•sp0ct iv•.' DPf.HJt Stl!J(>rvisors for convenience. It 
is untlcr·stood th.1t .-1 l l D•:>pot Supervisors currently have 
arrang(·mcnts \·:hPr·eby t h•.•:;e cheques can be encashed at your 
respect i ve station~-; 011 l'l·c·: :c•n t .1 t ion. 

Where such arr·<11H11.'mcnt!-: do not exist, please contact us so 
thut we form.lily ;1n·.1n•Je thtc>m tht·ough UCB lleud Office. 

JACKSON OPWONYA 
~Jll EE__~CCOUM'J'J\NT 

cc: Financial /\ccount .. 'l .. t (E) 
Cost /\rcp1ir1t;111 t 

JO/eppy 
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LAKE VICTORIA BOTTLING COMPANY LIMITED 

PROGRAMME FOR MARKETING/SALES AND ELECTRONIC DATA PROCESSING 
SF1_E:C_I_P-l_ISJ - t 2T_~ AUGUST I 199_1 TO 6T_H -~E_P.JEMBER I _1991 

! 
m1vm OURAY IOH (COHSULTA~T DAYS) 
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~c~ie~ a~d a~3i~t Cc:~any ~it~ ~~icing Policy 
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APPENDIX 4 

I~AKE ~IC1J>I!l~__J1_Q'ITLl_NG COl\1PANY LTD. 
MINUTE~ OF THE UNIDO WORKSHOPS HELD AT 

~AKE VICTPRl~____!!.OT.1'._~I~G COMPANY NAKAWA PLANT 

Led By 
Recorded By: 

MARKETING CONSULTANT 
MIKE OYO 

The Marketing concept as the philosophy behind enterprises' 
marketing activities - that every marketing activity begins with 
the customer and ends with the customer hence the marketing concept 
is customer oriented. 

The Marketing concept evolved through three phases: 

I. The Production Phase 
2. Sales Phase 
3. l'farket ing Phase b<>cause of compet i t.i.on. 

HOW TO IMpJ .. ~M_~_!l_';l'_.T_}{~ .M_A~KErING __ C:::Q_~G~~-'L .. HL LAKE VJCTORIA BOTTLING 
COMP]1NY 

The Marketing Manager should ensure that the idea of a product 
comes out we 11, that ProducU on Department must provide high 
quality products. The Marketing Manager should get all Heads of 
Department, ie. Accounts, Engineering, Production, the General 
Manager involved. The ir.'.plementation of the marketing concept is 
difficult but is our duty to make it work. We should note that, 
world-wide, Coca-Cola is leading. In Uganda, Pepsi is leading and 
that is dangerous enough because Coke is seeing how Pepsi is doing 
things now and they will adopt better methods and strategies for 
performance. 

What is LVBC doing no•,1 and how best can we do it in the future, say 
between 199? - 1995. We are operating in a dynamic environment. 
There are ch;inges in technolo9y, t:a~;tes, etc. So, we cannot sit in 
the present a11 the tinH:!, W(' must be able tu predict the future. 
To predict the future, \·Je w;t• mc:irket forecasts. 
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t\['l'FULIX 4 COUTO .• 

Let's assum1~ that by 1991 we WP re operating at 62% of capacity 
uti 1 ization and that we sha 11 progressively increase our market 
share by 6% every year for the next five years. 

~-A§fS (TO BE SOLfll 

1992 
1993 
1994 
1995 
1996 

62 
Go 
7:; 
8 () 
SG 

TADLE A 

2,728,000 
2,992,000 
3,256,000 
3,520,000 
3,784,000 

$_1\I, E_~_Fj)!_l_E_QAST_ DX _Y_~1\R _1\N_Q_B_¥__!Hi_AN_R 
:FOR _THE_ PERIOQ_l_~9-~ __ _::-__ 1_9_~_§_ 

-------------------- - ----- - -

YEAR PEPSI COLI\ 
soi 

MIR IN DI\ 

40'!. 
TE.EM 
9i 

!::VERVE SS 
11 

-----------~------------------- -- -------------

1992 l,36'1,000 1,091,200 2,15,520 27,280 
1993 1,496,000 1 I l % , 800 /.G9,280 29,920 
1994 1,628,()00 1,302,'100 293,040 32,560 
1995 1,760,000 1,408,000 JlG,000 35,200 
1996 1,892,000 l, S l _l, GOO J•lO I 5(,0 37, 8tl0 

-- -- - - - --- -- --- - ·---

NO'l'l~: 'J'/ J(> Sa I er; F'nr• ,r:as Ls should he 

TONIC 
75\ OF 
EVERVESS 

20,460 
22,440 
24,420 
26,400 
28,3'10 

-----·--·---

realistic. 

CLUB SODA 
1\ OF EVER
VESS SODA 

6,820 
7,480 
8,140 
8,800 
9,460 
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IMPORTANCE OF S~~~S-~QS_fil:~$_1' 

1. Pld\NNIN~ 

Once the Marketing Manager has made a realistic forecast, it 
shall help the Production Manager to quantify and schedule the 
materials he needs. lie submits the list to t~e Finance 
Manager. The Finance Manager may discover that he does not 
have all the financial resources to buy the raw materials so 
he will arrange to borrow from the banks by drawing a 
~ealistic cash flow. 

2. .)ales forecasts can lead to proper planning of sales people 
:ncentives, sales promotion, etc. 

3. Plan to maintain leaJ in market share. 

SETTING SALEJL . .1'7illG~'!'_$_X_~l\_RL 'l/J)_l\_I_LY 

Assume 1992 annual sales shall be 2,728,000 cases. 

2,728,000 
Sales target per month = 227,337 

12 

Sales target per day 
2/.7,337 

8,7'13 
26 

We have taken a 26-day 1:1orkinq month. 
·. 

WHY~ET_§7\_LE~ __ TA~GE1'~ 

1. Sales target shall ensure sales people's commitment to rise to 
the occasion to meet and be~t the target. 

2. It helps u~; to o~;tim<itt? ~;(IJe~;. 
3. Helps yene1-<ite :.illt:·~; 11~; ~:;1lef;mcn exert effort to meet turgets. 

1. Not all s;:ile~~ people haw~ same~ capacity. 
2. Not all producb; ilre sold in J\ampala, in an urban environment. 
3. Truc:k re li1 tcd rnoh l em~; <·'Y. L1ck of lyres, fuel. 
4. Lack of product mix nt <.111 times. 
5. Inacces~;]blr:> s<.1les tpr·rit(>rie!';. 
6. Sriles people l:wl·: of !;cl l inq PXperience. 
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HOW TO ASSIST POOR PERFORM_~~G---PA~];~ PEOPL~ 

1. Assign him to better performing and experienced sales person. 
2. In-house training to improve performance. 
). outside training. 
4. Counselling. 

RECORDS SO FAR KEPT IN MARKETING DEPARTMENT 

1. Daily sales report indicates 

(a) Total load on truck 
(b) Number ~old 
(c) Balance returned 
(d) Sales to agents - Kampala and Upcountry 
(e) Sales to depots. 

2. Route cards for route customers. 
3. Customer cards 
4. Quarterly sales 
5. Sales by route 
6. Sales by individual sales person 
7. Cumulative sales records by reyions/or depots 
8. Sales by outlets hotels/clubs/kiosks, etc. 

The purpose of reviewing the records is to establish which ones we 
are keeping and which ones we should start keeping. 

WHAT HELPS :I.NC~El\S_L~AL_~5-

Price, quality, transport, advertising 

Promotion, income, manpower, channels of di:;tribution, 
motivation of personnel, public relation, weather, assorted 
brands, service, s~iles incentivPs, proper recruitment and 
training of sales people, knowledge of the customer . 

. l\.fter listing the alJov~, thPn ii question arises. Which of the 
above is r.1ore important th(ln tile otl1er? One participant suggested 
assorted brands. Then :1 que~; t ion was asked, suppose we had 
assorted brzinJs and held other factors constant, shall we be able 
t~ increase s~les? It is important to develop research in order to 
understand how the market opcr·ate!"i. 



638 

APPENDIX 4 CONTD .. 

T.1\BLE B 

--
1 2 3 4 AVERAGE 

- -- -

F 92 95 75 70 83 

K 90 57 82 45 68.5 

J 73 75 40 51 59.75 
- i.---~ ----~·-- - - ---

M 60 30 51 75 54 
-- ----· -- -- --

Estimate 
Average 58.5 64.?. 5 62 60.25 

------~------ ---

Given four territories (1, 2, 3, and 4) and 4 salesmen (F, K, J and 
M), with sales in thousands of cases, as indicated. 

A question arises: 
best sales? 

Which best combination do you choose to get 

i) Fred shall be allocated territory F2 - 95 units 
ii) Kennedy shall be allocated territory Kl - 90 units 

iii) James shall be allocated territory J) - 40 units 
iv) Mike shall be allocatrd territory M4 - 75 units _________ .. ,., 

300 units 
300 units 

75 units 
4 ========= 

Note that there ar·e twenty four ways to combine four salesmen and 
four territories. The idet1 or a~;siqning salesmen territories is to 
get the best com1JinC1tion th;it will qive the Marketing Manager the 
best sale~. 
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Suppose: A. Fred takes territory 1 - Fl 92 
James takes territory 2 - J2 = 75 
Kennedy takes territory 3 - KJ 82 

249 

OR 
B. Fred takes territory 2 - F2 ·- 95 

James takes territory 1 - Jl = 73 
Kennedy takes territory ) - K3 = 82 
Mike takes territory 4 - M4 75 

325 
---

It can be observed that alternative B is better allocation of sales 
territory than A, because you realise more sales. 

Best salesmen should always be sent to good territories in order to 
maximise sales. Attempt shou l LI a !ways be made to know what actions 
sales people are taking to increase sales. If sales in a terri~ory 
are declining, the reason could be that competition is more 
aggressive and hence having an upper hand in the market, ie. 
increasing their market share. On the other hand when sales are 
increasing in territories, it could indicate that we are 
effectively fighting co~petition and having an upper hand in the 
market. 

ASSIGNM~JlT Qf __§AI,._E_S. _ _1'_R.U~KS. 

1. Lorries ie. trucks of ~oo case capacity for long distance. 

2. Pick-up trucks of 150-200 case capacity for town running. 

3. Trailers for deliveries to depots. 

!fOW_Qf_TEt!_P9_Wf!_DESPATCH .'.l'J!UCKS. TO ___ DEPQ_r~_z 

1. 500 cases per day for six working days for Jinja depot. 

2. Kasese depot, at lc~<lst .i tr·ailer load cf 1.500 cases every 
week to meet the tarw~ted s;1 !('~.,; of 6, 000 cases per month. 
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3. Mbale depot with sales target of 7,500 case~, we despatch a 
trailer load of 1,500 cases five trucks in a month. 

In order to arrive at optim.:tl cost of transporting products to 
depot, we should calculate cost of fuel, loading expenses, cost of 
wear and tear ie. depreciation, allowances paid for the driver, off 
loading expenses at the depots, breakage, etc. This will enable us 
to determine the cost of transporting one case of product to depot. 

USE OWN TRUCK OR HIR~ 

It was noted that, currently the Company hires a number of pick-ups 
to transp~rt ?roduct in and around Kampala. A decision should be 
made whether to buy own trucks or continue hiring. It was observed 
that usually it is cheaper to hire than us~ own trucks although 
this practice deprives the Company chance to project its image 
because of loss of advertising opportunities on trucks. 

Other observations made are th.:tt the hired trucks are regular, they 
rarely absent themselves due to break downs or lack of fuel. 

PAYMENT SCENARIO FOR HIRED_~~UCK~ 

Owner of truck presents invoice after end of month. 
The Sales Clerks certify trucks performance as indicated on 

!) 
invoice. 
Marketing Manager approves invoice and forwards it to General 
Manager's office for authority of payment. 
When fuel is issued, Accounts forwards the invoice to 
Transport Section to certify quantity of fuel used by 
respective trucks. 
Audit Section for auditing purposes. 
Back to Accounts for processing of payment. 

It was however observeJ th~t, on occasions, payments delay far too 
long and this has discour~ged some transporters leading to 
withdrawal of their trud:s without notice . 

• 
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MARKETING KANAG~~~Ji~ 

Marketing Management is a process of planning, organizing, 
implementing and controlling marketing activities for purpose of 
bringing about exchanges effectively and efficiently. 

Effective : taking the right decision, d0i.ng the z·ighc thing. 

Efficient : doing t.'ie right thing at minirrmm cost. 

Objectives: consist of scace1:1t-t1ts ot r.·il.'lt i..·e r.·anc co do, the activities we want 
co accomi·lis/1. Th<?se ,·ould be z·outine, repeated or quite different 
ob;eccives 

Strategy spells how we wane to achievP the objectives. Strategy is the art 
of a General. Thus, strategy st3temencs communicate the principles 
used in selecting o:· ucili!:in~· va:ious marketing techniques or 
de~·ices hence we talk of produce stra::.egy, price strategy, marketing 
scz·ategy, etc. 

Consider a football match betwe~n team A and team B. Both teams 
are strong. But team A sets objective to beat team B by three 
goals to nil in the first half of che game. They lay a strategy. 
Team A has a strong no. 7 and the opponents have a weak no. 3. So 
team A deploys a strong no. 7 with specific instructions to 
overwhelm no. 3 in tl:e first half hour of play and score the 
required three goals. How team A sets out to beat them B is a 
strategy. 

The Marketing Manager should select strategies and convince 
Management to adopt them. The Company should endeavour to do what 
customers want but at a profit. We should develop strategies for 
target market. Why was J inja depot opened first, whereas Masaka is 
realising more sales than Jinja. Hight from the outset, we should 
have known of the potentiality of Masaka market because the 
surrounding are.:ts e.:trn livelihoou from coffee earning. 

In Masaka depot, the U~pot Supervisor said that he was realising 
sales because customers who w,1nt to buy 1-10 cases are not allowed 
to purchase from depot. They usua 11 y make purchases from stockists 
or agents in town. That in turn h.1s encouraged agents/ stockists 
to buy more from the t.lepot. It we es ta bl ish that this strategy can 
work in most depots, why c;rn we not <ldopt it as Company pol icy? 
The Comprny needs funds, so ,.,,.., shou lei always adopt cost effective 
strategies. 

.. 
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To that end, thP. Mad~eting Manager must instil the marketing 
concept in the Head~ of Departments to get every one involved. 

CONTROL OF WAREHOUSINg 

That Marketing Department should take care of finished goods. It 
should not be the task of Accounts or Production. 

The Marketing concept starts with the onus of the Company, from the 
Board of Di rectors, the Company's Chief Executive, the highest 
level of the organization, an<l permeates through all levels of the 
organizations activities. 

If the Marketing Department and the Marketing Manager is committed 
to the marketing concept, why not the whole organization? 

CONSIDERATION FOR SEL~gr_:t~G_TA~GE'f_!{AR~ET 

1. i. Cost 
ii. Profit 

iii. Sales 
These constitute the bottom line of our business. 

2. Does the Company/Firm have the resources to create the 
marketirq mix needed for- the target market? 

3. Is it satisfyiny the need or is the target market consistent 
with the overall Company policy? 

4. Consider the size of th<it market and the competitors who are 
already there. 

~_QNSIDEB~'!'JO~l_fj)R_ 9REATI~G. THE _MA_l~~E'l'_UlG~I-~ 

1. The people in that market. Break them down into; Age, Income, 
Sex, Blucation Levels. 

2. Their interest in reliltion to product, design, features, 
colour, texture, taste. 

3. Attitudes towan.lf:; compct i tor products, service, advertise
ments. 
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4. The frequency and intensity with which they buy and use the 
product in question. 

ORGANIZATION BY FUNCTION 

I 
MARKETING 

MANAGER 
ACCOUNT 

MANAGE 

GENERAL 
MANAGER 

- -1 --

ING 
R 

-

I I 
PERSONNEL PRODUCTION 
MANAGER/CS MANAGER 

Production directed organiz~tion are no longer workable and 
acceptable. 

TOPICS COVEl_U:..Qi____!!_UT_f.l_0_1' _ _¥._E'r __ '.l'Y~ED_9U'!' 

1. PRICE: 
Pr ici ·1g Policy 
Pricing Methods 
Break Even Analysis 
Determining Price at Lake Victoria Bottling Co. Ltd. 

2. PHYSICAL DISTRIBUTION: 

3. PROMOTION: 
Role of Promotion 
Communication Proces~ 
Publicity V's Advertising 
Personal Selling 
Sales Promotion 
Push V's Push SLategy 
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4. MARKET RESEARCH 
Primary Research 
Secondary Research 
Questionnaire 
Scope of Market Research 

Main Divisions of Market Research 
Production Research 
Sales Research 
Distribution Research 
Customer Research 
Promotional Research 
Stages of Research 

5. THE MARKETING CONCEPT 
The Ma~keting Environment 

Controllable Factors - the four P's 
Uncontrollable Factors - Economy, Politics, Culture, Law 
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LAKE VICTORIA HOTTl..ING COl\IPANY LTD. 
l\IAR~_ETIN(; l\IANAGEl\ll~NT 

Led By MARKETING CONSULTANT 
Recorded By: MIKE OYO 

As Managers, we have to get information to know our opportunities 
and problems. If we know our opportunities, we will be able to 
select tht:! target market and develop an objective. With the 
objective in hand, we will be able to choose the right strategy. 
We need a systematic approach to plan the market strategy. Then 
finally, we must be capable of implementing an<l controlling 
marketing plans. 

In view of this, six questions are asked? 

1. Do we have the marketing inforffiation we need to determine our 
available opportunities? 

2. Do we know which people to aim our products at in the future? 
3. Are our marketing objectives clear-cut? 
4. Do we have an effective strategy? 
5. Do we have a systematic approach for planning marketing 

strategy? 
6. /\re we capable of implementing and controlling marketing"\ 

plans? 

Mar~etinq Mana~_m,~~t is a process of planning, organizing, 
implement in<_! a:ad control! ing marketing activities in order to 
facil:;.tate and 1:~xpedite !"Xch~n9.~~ effectively and efficiently. 

Effectiveness refers to the degree to which an exchange helps to 
achieve an organization's objectives. 

Efficiency refers to the minimization of the resources that are 
organization must spend to achieve a specific level of desired 
exchangE:s. 

Purpose - Thus, the purpose of the milrketing management process is 
to facilitate highly desirable exchanges and to minimize the costs 
of doing this as much as possible. 
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PLANNING MARKET~NG ~~J:_y!1_1:_~~ 

Marketing Planning - It is a systematic process that involves the 
assessment of opportunities and organizational resources, the 
determination of marketing objectives and of marketing strategy, 
and the development of a plan for implementation and control. 

A Marketing Plan includes the framework and entire set of~ 
activities to be performed. A firm should have a plan for each 
marketing strategy that it develops. Moreover, since a firm's 
plans must be changed as forces in the firm and environment change, 
marketing planning is a continuous process. 

The Annual Marketing plan is an organized, documented, written 
communication that does these things:-

a) Defines the business situ.:ttion - past, present and future. 
b) Defines the opportunities and problems facing the business. 
c) Establishes specific and realistic business objectives. 
d) Defines marketing strategy and action programs required to 

accomplish the objectives. 
e) Pinpoints responsibility for execution of programs. 
f) Establishes timetahles nnd controls for execution of programs. 
g) Translates objectives and programs into forecasts and budgets 

which provide a basis for planning by other departments of the 
Company. 

Defn.: 

Qualities: 

A marketi11g objective is a statement of wllat is to be 
accomplis/Jed tllrougli marketing activities. 

1. Expressed in simple and clear terms. 
2. It must be measurable or quantifiable. 
3. It should indicate when the objectives should be 

accomplished. 

They must be consistent with the> or·gani za t ion's over a 11 objectives 
ie. if a Marketing Man.-iyet· set~; ;in objective that requires greater 
use of consumer credit but the over a 11 goa 1 of the firm is to 
reduce bad-debt loss, the two co11flict. 
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Defn.: Strategy (from strategia - the art of the general) is 
concerned wi t/J the key decisions that are required in 
reaching an objective or a set of ~bjectives. 

OR How are objectives to be achieved? 

It encompasses selecting and analyzing a target market 
(the group of people whom the organization want to reach} 
and creating and maintaining an appropriate marketing mix 
that will SGtisfy those people. 

Example: 
Suppose a 
objective 
product. 

manufacturer of 
of producing a 

hand-cut crystal has the 
high-quality, profitable 

Thus, the company bases its marketing strategy on 
maintaining its high-quality image by advertising its 
crystal in high-status magazines, distributing through 
specialty stores, and pricing accordingly. This 
marketing strategy was developed tu appeal to a target 
market that wants to buy expensive, high-status, top
quality crystal. 

SELECTING AND ANALYZIN_G __ 'r~R.g-~T_liARKE'r.§. 

A target market is a group of persons for whom a firm creates and 
maintains a marketing mix t!1<tt specifically fits the needs and 
preferences of that gr.cup 

To do this, consideration must be given to the following: 

entry effects on sales, costs and profits (the bottom line). 
does the firm have the r2sources to produce a marketing mix 
that meets the needs of a particular target market. 
Is satisfying those needs consistent with the firm's overall 
objectives. 
Also analyze the siz:? <ind number of competitors who are 
already selling in the possible target market. 
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CREATING AND MAINTAINING A SATISFYING MARKETING MIX 

Before doing this, collect in-depth, up-to-datP information about 
those needs. The information might include data regarding the age, 
income, sex and education level of people in the target market; 
their preferences for product designs, features, colours, and 
textures; the attitudes towards competitors' products, services, 
advertisements, and prices; and the frequency and intensity with 
which they use the product. 
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LAKE VICTORIA UO'ITLlNG COl\·IPANY LTD. 
RESEAlt(:JI 

Recorded By: MIKE OYO 

All Managers need infoLmation to make sound decisions. 

Every Company has problems and opportunitie~. 
All problems in a Company must be known and solved. 
Opportunities must be known but we do not have to take 
advan~age of all of them. 
Ques: How do we find opportunities and problems? 
Ans : Through Research 
Definition: Research is a systematic process of gathering~ 
information. 
Kinds - Applied and Academic. 
Ques: CVhere do ;ve get the information from? 
Ans : From within the Company (Internal) - from Company 

records: they must be well kept. 
(External) From daily papers 

What others tell us 
Liberates 

All these are referred to as Secondary Data. 

Primary Data Source 

.rypes of Ql,l_~_stj9_1]~ 

Open-end questions 
Close-end question 
Dichotomou~ question 
Multiple choice question 

Nobody has the information, we must lock 
for it ourselves. 

Talk to your customers to find how they 
feel about the: Product 

Price 
Distribution 
Promotion 

to seek opinion 

Yes o: No; male/female 
When you are Jook ing for age, income 
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Devise a way to get answers to socially objectionable questions. 

Once we know the customer we can conclude that the product we 
have is what he w~nts and that he is capable of buying it and 
we know where he wants to find it and what he wants to hear 
about it. 

INFORMATION NEEDS 

1. To increase market share (a) Information about poten
tial markets 

(b) Our competitors and their 
strategies. 

2. Developing new products (Diet Pepsi). 

First : Look at the product in terms of changes in: 
taste 
style 
fashions 
culture 
politics 
technology 

Second: 

Third : 

Fourth: 

Determi~e how best to manufacture a new product. 

Justify it (if U.K has it, it does not mean Uganda 
must ha•,p it). 

Conduct research when the product is being test 
marketed so as to sharpen the r:ght focus of the 
4PS. 

WHAT IS LACKI~_§-~1'-~Y!!.Q 

1. Customer Service 

2. Public Relations Officer 
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OBJECTIVES JF LVB~ 

1. Increase Marketing Share 

2. Strengthen Image of Brands 

Gain knowledge of customer, 
trends, taste. 
Asse3s changes in demand. 
Monitor performance of 
Salesman. 
Measure effectiveness of 
advertising. 

3. Optimise the territorial coverage of our products. 

SCOPE OF MARKETING RESEARCH 

* Area of marketing decisions are wide, it covers product 
design, pricing, distribution and promotion. 

* Environmental variables cause marketing decisions to be 
complex and difficult to make. (Environmental variables are 
demography, economic, legal, competitors activities, and 
shifting tastes dictated by fashion). 

* Statistical information can be gathered on: 
the general marketing 
particular segments. 

This information may reveal the mt1rket study of manufacturers 
relative to their competitors. 

Analysis indicated the general trend in that market, to be compared 
with the movement in specialized areas of the market, and to the 
sales trends of individual :suppliers. The trend, evident in 
certain marketing segments, may be markedly different from the 
overall market movement. 

Market research attempts to isolate these phenomena and to explain 
the causes underlying them. 

* Information may be: 
Strategic: are we to diversify into new markets? Tactical or 
Operational. 

., 
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MAIN DIVISIONS OF MARKETJ_NG ~~SE~RCH 

* Product Research 

* Sales Research 

It is concerned with the design, develop
ment and testing of new products; the 
improvement of existing products; and the 
forecasting of likely trends in 
consumers' preferences related to 
styling, product performance, quality of 
materials. 

This involves a thorough examination of 
the selling activities of the company. 

Examples: 

(1) If a company's sales are falling the market 
Lrend should be checked, with particular 
attention being given to those segments 
which have the company's main sales. 

Vlhere it can be established that the total 
market is steady or improving in these 
si911ificant areas, some urgent enquiries 
should be made to find out why company 
sales are not sharing this general trend. 
Research should aim to discover where these 
extra sales are being made - perhaps in 
outlets not adequately covered by the 
company sales plan. ~-

(2) The effectiveness of the sales force should 
be examined; the distribution of 
territories, method of operation, system of 
enumeration, field supervision and 
training, all require careful analysis and 
rissessm~nt. 

Distribution plans should be compared for 
selling efficiency; if complete national 
cove1·age is desirable, has this been 
acco111pl ished at reasonable cost, or would 
al ten1at ive arrangements, eg. through 
wholesalers, be more economical in certain 
areas? Is the sales force selling to those 
outlets that handle the majority share of 
the m;irkf.>t? 
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As an aid to realistic sales forecasting, 
estimates are based on sound knowledge of the 
factors likely to affect consumption in that 
m;irket _ This must take account of economic, 
political, and social de~elopments, and 
legislation in the markets. 

This covers investigation into buyer 
behaviour studying the social, 
economic, and psychological influences' 
affecting purchase decisions. 

Reasons for preferences of certain 
brands, pack sizes, etc. of the products 
in a particular market will be examined. 

Attitudinal studies are valuable in 
distinguishing the appeals of competitive 
brands to certain types of users. 

This stage of the research programme 
includes, for example, exploring a~i 
analyzing relationships between variables 
that appear to be significant in the 
problem being surveyed. 

Data Collection In this stage, the 
survey methodology 
has to be put into 
practice. 

Datu analysis and evaluation. 

Preparation and presentation of final 
repor·t. 



654 

APPENDIX 7 

LAKE VICTOIUA UOTTLING COl\lPAL~Y LTD. 
INl'ERVIE\\' \\'ITll l\lAll_Kl~TlNG l\IANAGER OF LVHC 

AUGUST ~1991 

THE STATE OF ECONOMY 

Procurement: 
no concentrate 

The Industry 

The organization 
of the dept. 

- No teem for over 2 months therefore 
sprite has monopoly. 

Therefore cannot follow marketing plan. 
Adverts neglected because the products 
are not there. 

- Not responsive to 
marketing) no marketing 
No advertising agency 
tating agencies) 

marketing (no 
research agency. 
(ie. no facili-

- Pepsi has given us questionna!re 

- No research 
- Nu adverti5ing officer 
- Bring in people on temporary basis 

NO MARKETING CONCEPT IN THE COMPANY 

Tin containers are in demand but the company is not thinking in 
that direction. 

No bottles at present. We use old ones. The company is sti 11 
sales oriented. They produce what they have materials for. 

DEPOTS 

The idea is to get near the markets but we have problem of control: 

The calibre of rnnnpower rnnnning the depots (too low a level). 
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Some are good sales officers but the administration side is 
lacking (ie. the store accounts are not kept). 
Another group is good at administration but will leave the 
marketing unattended. 

Therefore, i...e need people who can combine the two. 

Redress measures taken so far: 

Have requested auditors to visit the depots frequently. 
There have b~en reshuffles. 
There have been disciplinary action. 

I want to see the problems tackled from the root. 

Some of the depots do not have enough level of business to deserve 
high level manpower. 

Q Why no bottles? 
Ans: We run short of them. 

* Company has agreeJ to give bonuses to salesmen but it can take 
6 months before payment. 
Also, other departments are jealous. 
Company is not market oriented. 

* Pressure is brought to bear on marketing staff when materials 
are received all of a sudden. 

* I am overwhe lme<..l by day-to-day routine work. 
Manager is so much involved in sales. 

Marketing 

Marketing Manager should not be solving customer problem on 
one-to-one basis. 

Q Why are you not solving the depots problems? 
Ans: I am not too sure there ;ir·e enough people in the department. 

The structure does not pe~mit it. 
Again, the company is seriously thinking of reducing manpower. 

Q How about job dPscription for people in the Department? 
Ans: To an extent, yes. 
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Q 
Ans: 

To what extent? 
We may assign a 
something to do 
needed first. 

field 1r;ork schedule for somebody who has 
in the company. I think the structure is 

Q Can Marketing Manager suggest a good structure? 
Ans: I came to meet it. It is also the problem of other depart

ments. I will be able to come up with one to meet my needs. 

Q Did audit check result in what you wanted? 
Ans: Cannot tell now. We asked them to check frequently. 

give their reports to finarce. 

Q What actually is the depot problem? 

They 

Ans: Lack of accountability; outright fraud; indiscipline; lack of 
proper organization. 

Q Do they request for supplies before they run out? 
Ans: We have a general policy to gauge their supplies. We strive 

to save out of stock position. Sometimes they do request but 
that is not the norm. 
We have monthly sales targets for depots. 

Q How about the Cashiers? 
Ans: They collect the monies and bank them. But sometimes they 

don't. Sometimes too the money is not declared for banking. 
This has happened in two depots. 

Q Do you check their boc~s? 
Ans: I do not check their books. 

* Most of the sales are in Kampala. 

* I am sLltisfied with the level of Sales at the Depots except 
for one. 
Some (2) sell lOK cartons a month 
Others sell 7K cartons Ll month. 

Q Areas we think of potenti<ll, we must be there ourselves. 
Therefore Depots must be maintained. There is a nice argument 
against using only wholesalers. 

Ans: We use depots to maintair1 price levels. To do marketing. 
We keep a staff of 6 at a depot. Apart from loaders all 
others are from the head office. 
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LAKE VICTORIA HO'ITLING COl\ll'ANY LTD. 
INTEH.\]J~\L \\'ITllJINJA DEPOT CASI HER 

DATE: 26/08/91 TIME: 11.30 AM PLACE: JINJA DEPOT 
Depot Supervisor had not reported for work at that time. 

AIM To establish a sense of the accountability in the 
Depot Personnel. 

OBJECTIVE: Set control in their operations to minimise losses or 
curtail them. 

JINJA DEPOT 

Cashier (Wamale) 

Sends money to bank every day by noon. 
Cross check - they don't agree always. 
Cross check not done with salesman but salesman admits it. 
Receipts? 
On orders to leave with customers. 
Recommendations: level of invoices too high. 
1,300 U Shillings is the max shortage per day. 
More days shortage than accurate. 
April (rainy ~eason) 
School going time (Jan, May, Sept) 
Pay : 4 OK/month 

24K allowance 
Pay comes late (26/08/91 no July pay yet). 

Sales commission (sell above 100 crates). 
No overtime for me. 
Incentive for customers: 

T/Shirts 
Cooler 
Openers 
Calendars 
Printing 
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THE AUDITOR 

How of ten does he show up? 
Monthly maintenance money (or: 

to pay casual Labour:ers 
bulbs 

Ans: 
float) : 

Mor.thly. 

security men 
Amount needed: 1,000,000/per month without fuel 

800,000 (lowest) 

Sales about 40 million (every month) 
Advice: Be strict on sales: not too much invoices 

Presently total invoices 40 thousand shillings. 

Breakages Road 
Hot weather 

We sell bottles 50 U.Sh/bottle 

Check to collect before I go home. 

-. 
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LAKE VICTORIA UOTTLING COI\1PANY LTD. 
INI'ERVIE\Y \\'ITll l\IASAKA DEPOT SUPERVISOR 

PLACE: MASAKA DEPOT DATE: 27/08/91 

OPERATIONS: 

House selling 
Route selling (recently) 20 miles radius 
Demand for soda is up 
Weathec dictates consumption (cold and hot) 

ACTIONS: 

Before 8 a.m trucks leave. 
Route sale is programmed by days: Town take 2 days. 
It is now expensive: only 50 crates/day in town. 

TARGET: 1200 Crates/Month 

Problem with Head Officer 

* no diesel to run the truck 
* 300,000 per month not enough for operations 

26 days x 12,000 expenditure/day. Let them budget 
operations. 

About 500,000/=/month is enough. 

PRICE/CRATE: 

Masaka: 4300/=; Mbarara: 4500/= 
500 crates are sold per day. 

for 

Ques For how long have you been doing this: spending above 
given expenditure level. 

Ans Since last month and this month. 

The truck is too small so when it gets finished we have 
to return to fill it and we do not have the fuel. 
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Suggestions for improvement: 

A bigger truck 
500,000/=per month for operations 

At the depot, we sell unly when more than 10 crates are bought at 
a time. 

* Moral is falling (on my pa1·t) because I do not get out of 
station allowance when I leave for Kampala on duty. 

Therefore define "out of station allowance". 

* Payments are delayed from Head Office. 

If given all facilities, I can sell 700 crates/day during the 
good seasons. 

* 200,00U/= shillings have been spent above my limit 
300,000/= since July and August. 

ST.AF'F_'.: 

3 on payroll at the moment: 

* Salesmen 
* Supervisor 
* Cashier 

I employ extra hands when I hilve more jobs. 

Cashier receives money under my supervision. 
Money problem I do not have with sales people; but creates. 
Constant checking with the ban~~ (once a week). 

My background is helping me. 
internal aut.lit at LVBC. 

COURSES ~[GG~S__'f~Q: 

* Sales: 

I have worked at the bank and 

To know customer ant.I understand his needs. 
Whethr->r on empty bottles or on something else. 
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PLUGGING LOOPHOLES: 

Go for a -::curse 
Changing supervisor-s may help. 
If one stays at a place too long one gets used to the people 
and that leads to embezzlement. 
Do not encourage credit sales to agents. If any is given at 
all it must be within the reach of supervisor who can make the 
refund. 

BOTTLES: 

Customers need bottles but we need pPrmission from management. 

Ques 
Ans 

The distance covered - can it go beyond 20 miles? 
I can go about 40 miles and beyond. 

MY ACTIONS: 

I went round to agents (potentials). 
I lend them empties. 

COMMISSION TOO LO~: 

3/- per extra crate: Let it be 5/- or more. 

Bottleneck for salesmen getting incentives - They do not give us 
the products. 

Ques 
Ans 

How do we get our empties back? 
Pay them more to get them back ie. 3000/= per crate. 
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LAKE VICTORIA BOTTLING COI\'IPANY LTD. 
INTERVIE\V \\'ITH AN AGENT CKAI\'IPALA) 

AUGUST 28, 1991 

1. We want to get our supplies direct from factory at reasonable 
price of 3950 U Shillings. 

2. We will not deal with Coke. 

3. April and March (Easter) is the peak period. 

4. Taxation is making price high. 

5. Does not move fast these days as before. 

6. Lubaga Division can be given to us to serve. 

7. 2000 crates/month sales. 

8. Delivery is always delayed not prompt. 

9. We have our truck to ~ake delivery ourselves. 
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LAKE VICTORIA HOTl'LING COl\IPANY LTD. 
lNTER\'lE\V \VITH AN AGENT {KAMPALA) 

AUGUST 28, 1991 

Citizen Trading Company Ltd. (J & C) (Ssakayollll:>ya) 

Q What do you expect from us? 
Ans: Competit:ion with LVBC. 

Q How wide an area can you cover? 
Ans: The whole of Wedji. 

Q 
Ans: 

How do you want to do it? 
Go around to get orders. 

Q How would you supply them the goods? 
Ans: They have to pjck from here (my store). 

Q What do you want us to tell them in our advertising 
message? 

Ans: This man is here selling at official price. 

Q Price? 
Ans: Give it to us at 3950/= to be retailed at 4200/=. 

Q How much margin is enough? 
Ans: 500/- plus an exclusive area to cover. 

Q Can you take deljvery yourself? 
Ans; Difficult. 

Q What do you hC1ve wit.. Coke? 
Ans: Stockist agreement. 
Ans: Balanciny br;:nrJs (Peµsi M and T) 

Q Credit facility needed? 
Ans: Yes, but may not be good for LV13C 
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LAKE VICTORIA BOTTLING CO.l\'IPANY LTD. 
INTERVIE\V \\'ITH .l\IBARARA DEPOT SUPERVISOR 

PLACE: MBARARA DEPOT DATE: 29/08/91 

1. No regular supplies from Head Office: 8th, 20th and 29th have 
been the days we have had supplies in August. 

2. We do not get assortment of brands (Pepsi, Mirinda and Teem). 
Therefore, c~stomers refuse to buy. 

3. Therefore service is not effective. 
Sa ies route schedule not made to certain areas because of 
insufficient supplies. 

4. Bottles not sufficient. The result is that we are forced to 
lend empties to the hotels. 

Q 
Ans: 

How many do you think you need? 
I cannot tell exactly. 

5. Transport - the size is not enough only 150 cases capacity 
Forced to make 3 trips instead of one. It is expensive 
in terms of fuel consumption. 

6. Distr~bution policy: 
a) !\gents collect products from Kampala. They get big 

margins on them. This gives them upper hand to reduce 
price in time of problems. 

b) Our price is the same if 1 case or 100 cases are bought 
at a time. 

7. Promotional materials: 
Most outlets are selling warm drinks due to lack of cooling 
facilities. 

8. Bad roads - But they are being worked on. 
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SUGGESTIONS TO TACKLE PROBLEM 

1. Supply: 

We should have enough on hand. 
have received only 6000 cases. 

Up to this day in the month we 
Our target is 10,000/month. 

2. This will encourage us to do sales campaign in the area. (We 
can sensitize the customers). 

3. Bottle problems: 
We should get them easily and in adequate quantity. 

Q How big is the market? 
Ans: We now serve over 600 "big" outlets. We serve a radius 

of 40K and the areas are heavily populated with 
reasonable income. 

Q Given truck aod good road network, how much can you sell 
per month? 

Ans: 15,000 cases. 

But with only a truck and regular supply we can sell up to 
12,000/month. 

If we are allowed to sell at prices set with regard to 
distance, we will be able to sell more. 

Q How much are you given per month for operations? 
Ans: Given 300,000/= per month for operation, but it is not 

enough. 

Q How much will !Je enough? 
Ans: 500,000/= will be enough. 
Ans: We have been paying the excess from sales revenue, 

averaging around 200,000/- month. 

Transfers are effected weekly to the head office. 
Chi.er Accountant ant.I the Financial Accountant are in 
ch<1rge of these amounts. 
My major expense is on fuel. 

Q How much per month? 
Ans: ',,of the 500,000/- JS spent on fuel. 
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Suggested Educational Background for a Depot Supervisor: 

--1 
Business Studies J 
Supplies Management 
Personnel Management~-

General Manager 

I suggest: Finance (Accounting) 
Personnel Management 
Marketing Background 
Store's Management 

We cannot keep the depot and allow sales to people from the area 
(acting as agents) . 

Because I give credit facilities, the hotels buy from me. 
Those who do not have empties buy from the agents. 

Our Weekly Schedule: 

Shaka town (40 miles from Lake). We do 3 trips per each day. We 
go Tuesday. This should not be. 

Wednesday 

Thursday 

Friday 

2 Pick-ups (ie. 2 trips) 
But there are more customers left unserved. 

1 trip but not enough. 

Mbarara Town Centre 

Q To find agents, what will you tell the people? 
Ans: Convince them it is profitable to sell soda. 

Also supplies will be regular. These people have money but 
are using them for other b~sinesses. 

Our monthly reports go to marketing head and other heads of 
department. 

Please centralise everytl1ing in the Marketing Department. 

Q How do you get your pay here? 
Ans: I go to collect them from Kampala but it delays. 
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** Payment system must be improved. 
5 on staff 3upervisor 

Cashier 
Salesman 
Driver 
Security 

J Casual labourers. 

Commission on sales for the Sales Supervisors: 
By not supplying u~ the goods you are denying us of our 
commissions. 
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LAKE VICl'ORIA BOTTLING COl\·lPANY LTD. 
INTERVIE\\' \\'ITH AN AGENT AT 1\-IBAIWtA 

STEVEN TUMUHEIRWE: 

Depot not needed here. 
The rights given us have been taken away from us. 

Q : f.Yere you going by our prices? 
Ans: Ive will abide by your prices. 

No use being an agent now even though we still pay taxes. 

We suggest we buy from the depot and supply to our 
customers. Not your (LVBC) doing that. 

Revise depot operations to suit the market. 

The price is also a problem for us. 
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LAKE VICTORIA no·rrLING COl\lPANY LTD. 
INTERVlE\V \\'ITH FJ~ANCIAL ACCOUNTANT (Payments} 

SEPTEl\IUER 2, 1991 

A) Payments to depots: 
Petty cash float (300,000/=) 
Salaries and wages 
Allowances (monthly) 

when salesmen go beyond 20 kilometres 
welfare servicing (paid weekly) 
ie. 330 x 5 days 1650/= per week 
casual labourers. 

B) Depot Supervisors are to make advance claims for allowances. 
For example, on the 2nd of September (today) they have to make 
claims for the month of September on the following: 

Known allowances (subs~dies) 

Casual labourers 
Safari day allowance 
Depot workers wages 

We process and make a check payment voucher. 

C) Drawbacks: 
Insufficient funds: causing postponement or delays on 
payments of the 300,000/= 
We know it is not sufficient 
Lack of proper depot budgeting. 

We have all the breakeven levels and this tells us they are 
not performing profitably except Gurn and Kasese which are 
operating above breakeven. I think it is because Guru and 
Kasese have no vehicles. 

Q What determines the 300,000/-:=? 
Ans: We have worked out their requirements as shown. But these 

calculations were made belore the vehicles were brought in. 

Some S~les Supervisors do not come to collect the float check 
because they know they can dip into sales revenues. But once 
they have chance to dip into sales, controls can no more be 
exercised. 
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LAKE \'ICTORIA HOTTLING CO.l\IPANY LTD. 
INTERVIE\\' \\'ITH l•lNANCIAL ACCOUNTANT 

{J{~n~J!t_1~Sourcl's) 

Every Monday, Depot Supervisor-s send remit through TT to Head 
Office. But this does not reflect whole sales. 

Route sales in Kampala: 

Credit sales to Hotels and the Bank of Uganda. 
The number of customers buying on credit has increased to 20 
from 10 within a very short time. 

Coordination between Marketing and Revenue is lacking. This 
is making the ched:s on t:hose defaulting difficult. 

Empties 

Cost of a new bottle 
Cost of a new shell 

250/= 
4,000/= 
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LAKE \'IL'TOIUA HOTTLING COl\IPANY LTD. 
INI'EH.VIE\V \\'ITH LVBC AUDITOR (Emmanuel Ocama} 

DATE: 04/09/91 

We cneck transactions: 

What is received-full goods 
Sales and banking 
Petty cash float 

Goal is to reconcile what is received with sales because of price 
changes; compare sales proceeds with wh~t is banked. 

Observations: 

They make use of sales money for operations 
They take I.O.Us. 

Advice: 
Increase petty cash float to take care of one month 
operations. 

Pay them as soon as they come here for their money. 

We analyze petty cash expenditure. 
Marketing is advised to set a standard on what should be paid out 
of petty cash and what should not. 

The Depot Supervisors themselves have tried this but no heed has 
been paid to them because the cosh (money) is not there. 

Bottles 

Reconciliation of the containers and bottles. Management is very 
much concerned <1bout this. 

Driver to be held responsible. 
numbers, 
ie. 100 

Depot 
-100 

Here 
-9:. 

Check Ar 

Checkers can also reduce the 
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Shell must be there for what got broken. 

Not only th~t, but broken bottles must be there. 
Management measures to contr0l: 
20 for Lorry 

5 for Pick-ups 

Sales on Credit 

To hotels and clubs 
Depot Supervisors are taking undue advantage. They go beyond 
the given number of customers to be given credit facilities. 

We have advised management to set limits based on the ff: 

Loaning out of Empties: 

No deposits are made on what is received 
they must be authorised before they can loan them out 
give it to regular ones. 

Record Kee_pj,_~g : 

Forms have been designed for them since last year. 
daily sales 

A) 

banking daily 
salesmen have been given c forms (C ~ Control) 
monthly returns. 

1. 

2 • 

How often do you ma~:e your checks? 
Once a month. 
Of late we comply, but before we did it twice a ~onth for 
lack of staff. 

3. Jinja, Masaka must have two times check per month 
4. We do not inform them when going: we can go at any time 

of the month. 
5. We serve on 3 routes 

Masaka, Mbarara, Kasese in the West; Jinja, Mbale in the 
East; Gulu in the North. 

B) Who gets the report? 
I get it endorsed and yive copies to Marketing Manager and 
Chief Accountant and Depot Supervisor. 



67J 

APPENDIX 16 CONTD .. 

C) What do you expect them to do on the report? 
We want them to act on the recommendations we make. They have 
been acting on our recommendations. 

D) What do you do on recurriny problems? 
We recommend they recover the money; suspend the offender too. 
We have insurance on Cashiers and Salesman. 

Q Then LVBC is not losing 2n~'thing 
Ans: But sometimes we are not able to recover immediately. 

Q How much insurance? 
Ans: See the Administrative Officer on this. 

Q Who banks the money? 
Ans: The Supervisors are to do that. They don't because it is too 

involving. 

Problem: 'l'hey only cross-check. But they do not do it 
everyday. 
If money is 11ot banked, it is the neglect of 
Supervisor and must be me.de responsible tor it. 

Depot Supervisors must 
Marketing knowledge 
ACCO'Jnting 
Supervisory Skills 
Audit (Training) 

have the following background: 

(Management) ..... of Diploma 

Give to Hotels and Clubs whom we know. The limit must not be 
less than 20 cases for <.l week to help with invoicing and 
fall av~ ups. 

Q Have you tried to establish what they use the money they take 
out of sales? 

Ans: They have records. 

Q Do you have your own transport to make the trips? 
Ans: No transport. 

Q If they have been acting on your recommendations how come the 
problem~; are still thc·re? 

Ans: No reply. 
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The Chief Accountant is to establish what goes into operation 
divided into fixed and variable costs. 

Get the estimates; study it and leave out the unnecessary ones; and 
come out with a reasonable and workable float. 

No transport for us to do our surprise checks. 
arrange for one they a!ready have a wind of it. 

Again when we ask for our all'"'wances: 
1. Fill a form 
2. To General Manager for approval 
3. To accounts for processing of payments 
4. Pay us by petty cash not above 50,000/= 

Solution: 

1) We need own transport 

By the time we 

2) Management must also look at level of education of the Depot 
Cashiers. Because in the absence of Supervisors they are the 
ones in charge of the depots. 
A Cashier must have the following: 

Record keeping expertise 
Somebody who knows how the company operates (needs an 
inhouse training) 

3) Provide counting machines for depots with 2 million U 
Shillings sales/day. 
* Depots are necessary tor us to have control over our 

gj s_t_r i bu t_i_()fl_ ~ncJ price . Expand on it. 
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LAKE VICTORIA BOTTLING COl\-IPANY LTD. 
PROFIT AND LOSS ACCOUNT FOR SIX l\IONTHS 

ENDING JOTII .JUNE, 1987 

Sales and Distribution Exj!e_l!~es 

Salaries, Wages and Benefits 

Staff UnifoL·ms 

Travelling and Subsistence 

Staff Welfare 

Motor Vehicle Maintenance 

Hire of Transport - Soda Distribution 

Bottle breakage, (warehouse, trucks and depots) 

Loss on Sale of Assets 

Special Events (Trade Fares) 

Advertising 

Sundry Expenses and Trade Losses 

Depot Expenses 

Provision for Bad Debts 

Depreciation - Motor Vehicle 

TOTAL EXPENSES 

Net Prof it foi:: _ _t_he Pel,j,9LB~_f_o_I_L[oll<_a!:_19 
Extra-Ordinary Itel!] Shs. 

370,799 

4,500 

119,540 

39,007 

1,163,612 

92,276 

174,204 

66,232 

178,985 

9,489 

1,750 

136,609 

596,957 
----------

2,953,960 
13,014,924 
----------

31,370,725 
========== 

203,560 

231,770 

1,712,030 

13,800 

659,090 

4,660 

104,010 

172,510 

760,830 

2,121,500 

5,983,760 
16,010,600 
---------- '."> 

12,373,510 
========== 



676 

APPENDIX 18 

LAKE VICTORIA BO'ITLING COl\'IPANY LTD. 
PROFIT A.t~D LOSS ACCOUNT FOR THE YEAR ENDED 

30Tll JUNE. 1988 

Sales and Distribution Expenses 

Salaries, Wages and Benefits 

Staff Uniforms 

Travelling and Subsistence 

Staff Welfare 

Motor Vehicle Maintenance 

Truck Hire - Soda Distribution 

Bottle Breakage 

Bottle Shortages 

Pallet Repairs 

Special Events (Trade Fares) 

Advertising 

Miscellaneous Expenses 

Depot Running Expenses 

Provision for Bad Debts 

Depreciation - Motor Vehicles 

TOTAL EXPENSES 

Net Pr0fit Before Tax and 
Extra-Ordin~Jtem Shs. 

1988 
Shs. 
'000' 

7,583 

80 

4,518 

8,150 

38,606 

7,151 

1,812 

151 

1,019 

5,030 

39 

1,013 

2,370 

657 
-------

78,179 
189,408 
-------

251,009 
======= 

6 Months to 
30th June 87 
Shs. '000' 

371 

4 

120 

39 

1,164 

92 

174 

66 

179 

9 

2 

137 

597 
-------

2,954 
13,015 

-------

31,371 
======= 

:) 
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LAKE VICTORIA HO'ITLING COl\lPANY LTD. 
PROFIT ANU LOSS ACCOUNT FOR THE YEAR ENDED 

JOTII JUNE. 1990 

1989 
Sbs. Sbs. (000) 

Saies and Distributiqu E~~!!_S~~ 

Salaries, Wages and Benefits 
Bonus and Commission 
Advertising 
Special Events (Trade fait·s and Shows) 
Motor Vehicle Maintenance 
Travelling Expenses - Marke?ting Staff 
Travelling - Salesmen and Truck Cre·.·1 
Staff Uniform 
Entertainment 
Truck Hire - Soda Distribution 
Depot Rents 
Pallet Repairs 
Hi!..icellaneous Trade Losses (gains) 
Bottle Breakages in Warehouse and Trucks 
Depreciation:- Motor Vehicles 

Financial Ex:e~-1_1~e!1 

Interest or. Shot·t Term Loans 
Interest on Long Term Loans 
Other Bank Charges 
Provision for Bad Debts 

TOTl\L EXPENSES 

Net Prof it BgfQr::~- Ti!_>_<_ ant! 
Excra-Ordin~LL_H_E~_m Shs. 

42,425,129 43,895 
3,494,589 964 

41,221,654 42,551 
13,942,935 2,714 
61,067,648 32,495 
32,728,960 9,477 
27,159,490 7,754 

2, 116 
4,082,830 

139,136,314 117 I 281 
6,071,021 3,943 

1,346 
(2,356,904) 21 
10,978,255 19,291 
56,780,455 14,453 

------------- -------
436,732,376 298,301 

------------- -------

112,5:;9,305 31,306 
37,750,462 
14,460,385 7,564 
8,933,319 6,045 

------------- -------
173,683,471 44,915 

------------- -------
1,318,698,678 776,798 

------------- -------

128,123,981 385,315 
=-============ ======= 

-. 
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LAKE \'ICTOH.IA BOTTLING COl\'lPANY LTD. 
1990/91 l\11\IU~l_~'l_]N(; ANJWISTIUBUTION EXPENSES BUDGET 

Labour, Wages and Benefits 

Staff Salaries and Benefits 

Staff Local Tr·a·.:elliny Alhl'.·1ances 
and Benefits 

Advertising 

Special Events 

General Entertainments 

General Radio and Press l·h,~;sages 

Bottle and Shell Breakayes 

Pallet Repairs 

Write down on B0ttles and Shells 
to Deposit Rat0s 

Miscellaneous Trade Losses 

Salesmen's Com111ission 

Depot Running Expenses 

Marketing Fleet Maintenance 

Fleet Hire 

Depreciation: Mat·keting I' ieet 

BUDGET 1990/91 
SHS. 

83,523,411= 

18,183,964= 

30,681,116= 

56,750,000= 

4,250,000= 

1,800,000; 

l,d00,000"' 

42,439,000; 

3,750,000; 

490,000,000= 

3,000,000= 

11, 297 I 085= 

13,272,000= 

243,835,250= 

205,000,000= 

49,592,910= 

1,259,174,736= 
-========:":'==== 

ACTUALS 1989/90 
SHS. 

57,858,209= 

16,187,674= 

36,987,709; 

46,098,199= 

4,331,039= 

2,654,884= 

7,794,061= 

34,474,950= 

108,592,752= 

3,852,040= 

5,118,570= 

11,694,375= 

58,471,003= 

123,115,619= 

66,102,317= 

5 33,399= 
=========== 

.. 




