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Dear Stockholders, 
 
For decades, the fashion industry has been plagued with child labor from overseas. While 
Catalyst has only been in operation for two fiscal years, we have already made strides in 
domestically produced fashion, and eliminating the child labor epidemic for good. Along our 
journey, we have supported third-world companies that share our morals, doubled last years 
sales, and partnered with a retail giant, Carson’s, to join us on our mission. 
 
I feel extremely privileged to work for a group of such talented individuals. All five of our 
departments put in outstanding work every day under tight time deadlines. We were able to 
overcome big industry stereotypes with child labor while also making substantial profit. We have 
set ourselves up financially for our expansion plans in the future; which include, seasonal 
product lines, regional product lines, and playoff advertising schemes. Additionally, in recent 
years you can expect to see Catalyst brand shoes and hats on the market. 
 
After an extremely impressive first fiscal year, Catalyst has defied all odds and once again blown 
away their goals and projections in our second year of operation. Catalyst has earned a gross 
income of $1,421,837.65 and a net income of $392,795.33. In addition, with our 2.5% donation 
to natural disaster relief, Catalyst has donated a grand total of nearly $10,000 throughout the 
year. 
 
We, at Catalyst, again thank our shareholders for believe in our ambitious goals from the 
beginning and help fueling our successful run. We are here, making change right now, because 
of you, and we cannot wait to continue our journey with you next week. 
 
Sincerely, 

William S. Hofner 
William S. Hofner 
CEO of Catalyst  
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BOARD OF DIRECTORS & MANAGEMENT 
 
Board of Directors 
Matthew Boone, Financial Reporting Manager, OpenX 
Matthew Chasin — Vice Chair 
Michael Coneys, New York City Department of Education (ret.) — Recording Secretary 
Paul Cronin, National Director, KeyBank Business Capital 
Joseph Delaney, Director of Northeast Alumni Relations, Deloitte LLP (ret.) 
Jeffrey F. DiModica, President, Starwood Property Trust 
TJ Durkin, Managing Director, Angelo, Gordon & Co. 
Richard A. Carranza, Chancellor, New York City Department of Education 
Ashley Fina, President, Michael C. Fina & Company — Chair 
Morris Fodeman, Partner, Wilson Sonsini Goodrich & Rosati 
Charlotte Frank, Ph.D., Senior Advisor, McGraw-Hill Education 
Mary Haggerty, Managing Director, JPMorgan Chase 
Dylan Huang, Senior Managing Director & Head of Retail Annuities, New York Life 
Steve Israel, President and CEO, SMI Properties 
Sandra Krasnoff, Senior VP, Corp. Secretary and General Counsel, Pall Corporation (ret.) 
John Lucas, Executive Vice President & Risk Chief Operating Officer, HSBC North America 
Dean McGee, Assistant Superintendent, Kern High School District 
John Partilla, CEO, Screenvision Media 
Joe Perrone, District Manager, FedEx 
Matt Schaffnit, Chief Operating Officer, lenditapp — Treasurer 
Ash Sobhe, CEO, R6S 
Jeffrey Taylor, Co-Founder and Managing Partner, Digital Risk 
Debra Weiser, Vice President, Head of Excess Casualty, Everest Insurance 
 
Chiefs 
Chief Executive Officer: Will Hofner 
Chief Administrative Officer: Ashley Piraino 
Chief Financial Officer: Lara Shaw 
Chief Marketing Officer: Mitch Donahue 
Chief Design Officer: Aaron Halverson  
Chief Project Officer: Tyler Flickinger  
Vice President of HR & Administration: Sam Anderson 
Vice President of Accounting: Luis Lua 
Vice President of Marketing : Mike Baumgartner  
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CORPORATE MESSAGE  
  
Mission Statement 

Catalyst aspires to be the top-selling retro clothing company in VE. With competitive prices and 

an enticing social mission, Catalyst plans to capture this emerging market. By emotionally 

connecting customers to our social mission, we can expect our customers to be filled with a 

sense of purpose and impact at the point of purpose and become repeat customers. 

 

Management philosophy 

Our team management system works closely with our employees to ensure they are on task and 

motivated in order to continue progress and growth.  

 

Product/service 

Catalyst is located at 2360 95th Street, Naperville, IL. Established August 22, 2016, Catalyst is               

beginning its second year of production. It is a B Corporation and strives to produce quality                

retro-themed apparel while upholding its social mission. 

 

Corporate culture 

Catalyst aims to rid the clothing & fashion industry of its ties with child labor. We are dedicated                  

to producing our quality apparel domestically and without the use of underpaid labor.             

Additionally, 2.5% of our profits are donated directly towards natural disaster relief, helping to              

rebuild communities around the nation. 

 

6 
 



 

FINANCIAL STATEMENTS 
 
Income Statement 

 

After 7 months of operation, Catalyst ended up having $1,421,837.65 in total sales, which 

exceeded our initial goal. Catalyst finished with $646,544.39 in total expenses. In the end, 

Catalyst ended up with a net income of $392,795.33. 
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Balance Sheet 

 
 

After 7 months of operation, Catalyst has total assets and total liabilities of $650,681.89. Catalyst 

has numerous liabilities, with the majority coming from salaries. The asset, liability, and equity 

balances all increased during the fiscal year, indicating Catalyst’s growth. 
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Cash Budget 
 
 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

 

At the beginning of our fiscal year, Catalyst started with $360,140.54. On our last day of 

operations, Catalyst ended with a cash balance of $588,998.61. Although this did not reach our 

initial projection, it still shows a large growth in Catalyst’s finances for the fiscal year. 
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Ratio Analysis 
 
Liquidity → Current ratio = 5.53 

- Catalyst is capable of paying their short term liabilities because the current ratio is above 
1. The higher the ratio, the more financially stable the company is. 

 
Solvency → Debt to Equity ratio = 0.21 

-  In order to ensure low risk, a company’s Debt to Equity ratio should be below 0.4. Since 
Catalyst’s ratio is 0.21, they are in a safe situation. 

 
Profitability → Profit Margin = 28% 

- A high profit margin is a quality indicator of financial health. For every dollar Catalyst 
makes, they keep 28 cents. 

 
Efficiency → Asset Turnover Ratio = 2.44 

- Having a high asset turnover ratio means that a company is using their assets to create 
revenue efficiently. Catalyst’s high ratio shows overall efficient operations. 
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MANAGEMENT DISCUSSION & ANALYSIS 
 
Company goals 

Our company had many goals going into this year. Our first goal was to produce a quality 

product at a reasonable price. Our clothes should be of retro style and made of the best materials 

in the industry. In addition to providing a quality product we had goals aside from money. We 

wanted to better the world for the people who do not have access to our products. So we decided 

to produce everything in the USA and not use child labor. In addition we donate part of our 

profits to disaster relief and we donated money to a startup company in a third world country.  

 

Marketing & Advertising Plan 

This year at Catalyst, we focused advertising to our customers through social media. We were 

very active on twitter and updated our instagram to inform customers on new promotions. Our 

most impactful marketing strategy was our commercials that we had posted to our twitter. We 

produced two commercials that both placed during competitions. They caught the attention of 

many customers. Finally, we created posters that were displayed during trade shows. Advertising 

is crucial to attract potential customers and the most efficient way for Catalyst was through 

social media. 
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Market Research 

Our market research consisted of searching through social media accounts and websites to see 

the current clothing trends. Through this research we were able to establish a trendy clothing line 

that would appeal to our target market. Our market consists of males and females ages 14-18. We 

constantly check different forms of social media so that we can update our clothing line to satisfy 

our target markets fashion needs. 

 

Trade Show Research  

Through extensive research and social trends throughout our society today, we constructed an 

organized idea/plan in order to excel at our trade shows. We used our first trade show 

(Tennessee) in the month of November, the build and analyze to see what we could do to 

improve for the future. The month of January, which is when our second trade show occured we 

had more products to sell at our trade show, more packages, and raffles to where our customers 

could actually bring home one of our products. We made some changes on our website and 

purchasing forms to make it a little easier for customers to shop with our company. These 

changes helped increase our sales.  
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Corporate Website 

Our corporate website increased our sales greatly because it gave potential customers the 

opportunity to look around and see what we have to offer. Also, our website was the only way 

that customers could purchase our products outside of the tradeshows. Within our website we 

have four tabs, Home, Apparel, Packages, and About. On our home page we have an 

advertisement and some of our featured products. This is the first impression that we have on the 

customer so we want it to be neat and eye-catching. On the apparel tab all of our products can be 

viewed and an order can be placed. After that, the packages tab shows the packages that we have 

created. These packages are good opportunities for us to increase our sales. Finally, in the about 

tab we have our vision statement and mission statement. This provides a little bit more 

information so that our customers can get to know us better.  
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Risks 

The risks we identified were our competitors which is other Virtual Enterprises International 

firms, who products consist of clothing products. To avoid the risk of consumers purchasing 

apparel from other firms, we decided to be unique by selling retro style clothing. We focused on 

researching trends and fashion that would produce the most revenue. We also stood out with a 

social mission, to have a superior reputation. Through all of these strategies, risks were 

minimally present and our firm successfully brought in a strong amount of sales through our 

vintage look.  
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SUPPORTING DOCUMENTS 
 
Carson’s Business Contract 

2360 95th St, Naperville, IL 60564 
(630) 428-6000 

catalyst.il@veinternational.org 

 
Business Contract 

 
 
This agreement is effective as of January 19, 2018, between Carson’s and Catalyst from January 19, 2018 to May 23, 2018.  The parties hereby 
agree to the following terms and conditions: 
 
DESCRIPTION OF SERVICE/SUPPLIES: 
 
Carson's hereby agrees to purchase the items below, supplied by Catalyst. 
 
Item 001 Quantity Unit Price ($) Extended Price (S)   
Retro Sweatshirt #1 2410 45.99 110,835.90 
    
Item 002 Quantity Unit Price ($) Extended Price ($) 
Retro Sweatshirt #2 2423 45.99 111433.77 
    
Item 003 Quantity Unit Price ($) Extended Price ($) 
Retro Windbreaker #1 4000 55.99 223,960.00 
    
Item 004 Quantity Unit Price ($) Extended Price ($) 
Retro Windbreaker #2 4000 55.99 223,960.00 
 
Item 005 Quantity Unit Price ($) Extended Price ($) 
Sunglasses #1 5000 12.99 64,950.00 
 
Item 006 Quantity Unit Price ($) Extended Price ($) 
Sunglasses #2 5000 12.99 64,950.00 
 
Total Quantity Unit Price ($) Extended Price ($) 
 
 
 

22,833  800,089.67 

TERMS AND CONDITIONS - This contract agreement may be cancelled with 90 days written notice pending discussions between Carson's 
and Catalyst. The period of this contract is one time purchase from the effective date unless modified in writing 90 days in advance on any agreed 
delivery dates stated in the agreement.  Title and ownership of this agreement is non-transferable to any other party. 

 

Catalyst guarantees delivery of the quantities and items stated above in accordance with the terms and conditions stated in this agreement. 
Catalyst hereby agrees to honor the firm-fixed prices stated above during the period of the contract agreement with no consideration for economic 
price adjustments. 
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CANCELLATION – The Contract may not be cancelled without the written agreement of both parties.  Any party defaulting on the stated terms 
will incur the costs associated with recovery and all associated litigation fees. 

 

RENEWABLE OPTIONS – During the final period of this agreement, either party may offer to negotiate optional years. 

 

CORPORATE COMMITMENT – By signing this agreement, Carson’s, hereby agrees to offer the expertise of its officers as advisors to 
Catalyst. This mentoring will assist in the successful operations of Catalyst, thus protecting your valued investment in our product. 

 
The signatures below represent the authority to fully execute this agreement. 
 
 

Catalyst 
 
Signature of (Business Name)  

1/19/18 
 
Date 

 
Patricia Collier, Assistant Store Manager 
 
Printed Name/Title 

 
630-536-7328 
 
Phone Number 

Patricia A.M. Collier 
 
Signature of Carson’s Representative 

 

 
Lara Shaw, Chief Financial Officer 
 
Printed Name/Title 

 
630-428-6000 
 
Phone Number 

 
Lara Shaw 
 
Signature of Catalyst Representative 

 
1/19/18 
 
Date 

  

 

Contract Received by Virtual Enterprises International, Mid-Atlantic Region 
 
 
______________________________                                  ____________________ 
 
Signature                                                                              Date 
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April Payroll Register 

 
 
Asset Log (2017-2018) 
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Sales Journal (2017-2018) 
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Bank Statement 
 
Start of Year 

 
 
End of Year 
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