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Business Structure 

Matthew Husti – Chief HR Officer Joseph Mandara – Chief Marketing Officer Samuel Cohen – Chief Finance OfficerDylan Kilonzo – Chief Research OfficerMiles Mitchel – Chief Production Officer



Overview

•  Descriptions of Team Roles, Organizational and HR policies.

• Year over Year General Strategy.

• Highlights & Achievements for years 1-3.

• Finances of years 1-3.

• Possible Emergency Loans Taken.

• A look into the Industry's Performances.

• Analyzing Competitors.

• Strategies For the Upcoming Years.



Team Roles. HR/Org Policies



Year Over Year General Strategy

Year 1- Look towards getting Strong Profits, Increase 
Shareholder Value and Start off with Strong Profitability Ratios.

Year 2- Continue what was set from the Previous Year and add 
towards Production. 

Year 3- Continue improving on what was set from the Previous 
Year, adding towards production and reaching Margin goals.



Highlights and Achievements

Year 1:

Year 2:

Year 3:



Finance

Year 1 

• Revenue: $123,890

• Profit: $5,744

• Earnings: $53,682

• Contribution Margin: 29%

• Top Seller: Feat, $38,661



Finance cont.

Year 2 

• Revenue: $131,889

• Profit: $3,038

• Earnings: $35,780

• Contribution Margin: 29.9%

• Top Seller: Feat, $43,666



Finance cont.

Year 3: 

• Revenue: $149,971

• Profit: $12,376

• Earnings: $48,156

• Contribution Margin: 31.5%

• Top Seller: Fast, $55,449



Cost 
Breakdown 



Emergency Loans

To date we have not needed to take out an Emergency Loan.



T

Industries

Ferr is holds strong posit ions across multiple sections

Fast consuming 17.5% Market Share of Traditional

Feat consumes 14.3% in Low End Segment

Foam and Foam take up 14.3% and 13.7% in Per formance

Our market share takes up signif icant amounts in particular 
areas but overal l, we take up 14.3% of the overal l market, 
with our stock value being the highest.(Purple Line)

Round 0- 14.3% total MS
Round 1- 15% total MS
Round 2- 14.2% total MS
Round 3- 14.3% total MS

Our most successful year (Round 3)

Total Market Share Recap



Competitor Analysis

As things stand, the market leader in sales per product category 
is as follows:

• Traditional – Daze

• Low-end - Cedar

• High-End - Echo

• Performance - Edge

• Size - Dune



Competitor Analysis cont.

As things stand, the market leader in profit per product category 
is as follows:

• Traditional – Daze

• Low-end - Cedar

• High-End - Duck

• Performance - Edge

• Size - Dune



Lessons Learned

• Year 1: Focused on really marketing our products and 
investing in production – learned to invest more in productions 
since our products sold out.

• Year 2: Investing into human resources is critical, however, it 
is not everything, production/marketing needs to be kept at a 
constant.

• Year 3: Learned focusing capital can into a bigger share of the 
market, however, can also lead to us being shorthanded.



Future of Ferris 

• As we have had no stock leftover at the end of each year, 
slight production increases will not get us where we want to 
be so a more drastic increase in production is necessary.

• We will invest more into the community in the coming years to 
begin opening relationships with our  customer base.

• Creating a better work environment to retain more employees 
is the next step to a more cost-effective structure, increased 
training and reduced automation will facil itate that.



Conclusion

• The first 3 years of Ferris have been very successful, however, 
there is always room for improvement.

• We need to make sure to use our cash on hand correctly and 
avoid overinvesting.

• Finance is a huge part to our company but marketing our 
products will be key to the future.

• Having employees who want to work for our company will 
allow us to make the products needed to churn profits.
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