
 
Part 1: Business Plan for EMBELLISHMENTS 
 
This student was in the same group as Student 4. See Student 4’s work for the business plan. 
 
Part 2: Review 
 
In the end our activity turned out very well but some of that was down to luck rather than good management.  
 
What worked well? 
Operations 
1) It was just as well we planned two production sessions for each of the three products as we needed all of 

the time for the bunting and the tissue poms which were really fiddly. Within half way through the first 
day (20 June) we had worked out an efficient production line. 

2) Making the lolly cake was really easy. When we went to cut the logs we found that we 18 slices were 
thicker than they needed to be so we managed to get about 22 slices out of each log. When we were 
planning to get 18 slices we failed to take into account the slices we would lose by cutting some us as free 
samples, so the extra slices meant that we were guaranteed to have 18 slices per log to sell. 

Finance 
1) All of our costs of production had been accurately predicted. In the end we didn’t buy anything from 

Warehouse Stationery which we had identified as one of our stakeholders. 
2) We made almost $30 more profit than projected. 
Promotion 
1) Our bunting and tissue poms were really popular and attracted a lot of girls (and teachers!) to our stall. 

We were very lucky to have the first stall as people entered the hall. If we had been high up the hall or on 
the other side of it our sales might have been lower because girls might have spent their limited budgets 
before they got to our stall. 

 
What didn’t work as well?  
Market research 
1) Although we think we got our prices about right (though had to drop the prices when we got near the end 

of Market Day) we probably didn’t survey enough students. It would have been better to survey older and 
young students than just Year 11 Business Studies girls. 

Operations 
1) We should have made more tissue poms and fewer buntings. Everyone loved the poms and we could have 

sold more. Also they were more profitable for us. The buntings took much longer to make and caused 
more quality issues. When we thought about it, we couldn’t understand why we got the quantities so 
different.   

2) We didn’t allow enough tissue for wastage and practice runs so the quality of some of the first tissue 
poms we made wasn’t as good. We put these at the bottom of the box of folded tissue poms and were 
going to sell them last. The poms turned out to be so popular that these ones were sold. In the future we 
would buy more tissue than needed, especially as it was only $1.20 per packet. 

Finance 
1) We completely forgot to organise a float of silver and gold coin as change. Half an hour before our stall 

opened, we admitted our problem to Mrs M who made us sign an I Owe You and she organised a $40 float 
from the accounts office. This could have been a real problem for us as lots of our customers had $5 and 
$10 notes. 

 
Actual sales: 
Bunting 

Unit price Number sold Revenue  
@ $3.50 30 $105.00 
@ $2.50 15 $37.50 
@ $1.50 10 $11.50 
Unsold = 5  Total               $154 

Tissue poms 
Unit price Number sold Revenue 
@ $4.00 30  Total             $120.00 



Lolly cake 
Unit price Number sold Revenue 
@ $1 40 $40.00 
@ 50c 30 $15.00      
What was left we ate. Total               $55.00 

 
Income Statement of Embellishments at end of Market Day 

 $ $ $ 
Sales  329.00  
Less Production costs:    
Bunting 43.00   
Tissue poms 20.00   
Lolly cake 18.50 81.50  
Gross Profit  247.50  
Less capital repayment  80.00  
Net Profit   $167.50 

   
This net profit is divided four ways so we each end up with $41.87. This is way more than we expected but we 
feel a bit guilty that we had only planned to give Sammy’s mother a $10 gift voucher which now seems a bit 
mean. So we decided that we would buy her $25 worth of flowers from the supermarket. The additional $15 
reduces the final profit to $152.50 which gives the four of us a profit share of $38.10 (rounded) each.  
 
Recommendations for the future: If I were to repeat this business activity, I would change the following:  
1 We would also use Facebook and Twitter to promote our products ahead of market day. We could 

encourage the girls in our school to follow us on Twitter and check out our samples on our Facebook 
page. 

2 We would do more thorough market research to help us decide on production quantities. We would 
survey a broader age range of students to get their feedback about products, colours etc. It was very 
limiting to get the opinion of year 11 girls only.  

 


