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Currently, there is a short supply, yet high 
demand for both used and new cars. The auto chip 
shortage has caused used car prices to spike 
significantly, increasing by 21% in the last 18 months 
alone. Coupled with this supply shortage, 
Americans are reluctantly filling their gas tanks, as 
price per gallon has surged by $1.22 in just one 
year. At Tronic Bikes, we strive to provide students 
with a more convenient and efficient form of 
transportation by producing a line of electric bikes 
and charging devices. By addressing the need for 
less expensive forms of transportation, these bikes 
will serve as an alternative for those with or without 
a car, while simultaneously reducing greenhouse 
gas emissions. With an eco-friendly approach to 
transportation, we also urge customers to take 
advantage of public transportation services, such 
as subways and trains, which accommodate 
e-bikes. In order to promote an active lifestyle, we 
offer our customers a full experience, customizable 
in both payment and style. Intended for both 
professional and recreational use, our 
performance-oriented products serve our 
customers’ individual transportation needs.

OUR MISSION
“To promote a healthy and 

eco-friendly lifestyle by providing 
reliable and affordable products.”

Our bikes are manufactured in 
Haidong factories in Poland then shipped to 
Haidong’s California warehouses, located in 
both Chino and El Monte. Our initial cost of 
goods includes shipping to these 
warehouses, along with all tariffs and 
customs fees. We then employ 
bikeflights.com to ship from these 
warehouses directly to the customer. With 
thirty four employees and five departments 
(Sales, Marketing, Finance, IT/Design, and HR) 
we have selected chief officers and vice 
presidents to direct each specialized group. 
Weekly leadership meetings are held to 
delegate and plan department 
responsibilities.

We are part of the e-bike industry, which 
can be classified as a niche aspect of the broader 
transportation industry, as identified by the VE 
marketplace. Based in San Juan Capistrano, CA, 
our firm incorporated as a first year company on 
October 15th, 2021. Tronic is filed as an S 
corporation to capitalize on shareholder limited 
liability and to avoid double taxation. 

https://www.cnbc.com/2021/07/21/used-car-prices-have-surged-how-to-make-that-work-to-your-advantage.html
https://www.cbsnews.com/news/gas-prices-going-up-over-3-dollars/


Product- Our e-bikes are offered in three different models, each suitable for a different terrain: city, beach, or 
mountain. Within each category, customers have the option to choose either our standard or prestige tier. Additionally, one 
can buy one of our three specialty e-bikes: the Stowaway, the Convoy, and the Redline.

Price- To purchase a bike in full, our pricing ranges from $1750-$4650. However, with the understanding that 
students are purchasing on a narrow budget, we suggest our 24-month bike financing option in which students can make 
monthly payments between $81-$214 on a bike. 

Placement- We will mainly rely on our website and Virtual Enterprise trade shows to market and sell our products. 
Further in the future, we are looking to partner with big box companies, such as Costco and Walmart, in order to expand 
brand awareness and broaden the availability of our e-bikes.

Promotion- Our primary promotion strategy is centered around our use of social media and our website, 
particularly to appeal to our younger clientele. We also participate in Virtual Enterprise trade shows and host demo days at 
high schools and universities. Demo days enable us to interact with our target market and create personal connections 
with our customers while they test run our products. 

Positioning- Our wide range of prices gives us a competitive advantage in a market that rests on the high end of 
prices. Tronic’s prices lie in the middle, allowing us to capitalize on the demand for more reasonably priced e-bikes. We aim 
to be perceived in the e-bike market as technologically advanced and highly reliable while remaining affordable and 
available to the masses.

Marketing Plan 
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6 different bike options provide our customers with 
vehicles for urban, mountain, and coastal terrains. 

Geographic

We target males and females, ages 16-24. 
However, this does not exclude our indirect 

market of parents and relatives. 

Demographic

Individuals who are concerned with the 
environmental impact of their commute and are 

looking to save money.

Psychographic

We appeal to middle and upper class 
consumers with our wide range of prices.

Socioeconomic

Individuals who are on-the-go, enjoy the 
outdoors, and are adventurous.

Behavioral

We offer a financing option to reduce the cost of our 
bikes and provide an opportunity to save money 

while reducing carbon emissions.

Benefit

Target 
Market

Risk
Entering an industry in which the products are inherently 
expensive, especially with a target market having a narrow 
budget.

Solution
Targeting middle to upper class individuals with the means of 

purchasing. Offering a 24-month financing option to pay in 
affordable installments.

The current supply chain issues facing businesses since the 
Coronavirus pandemic began, creating problems such as 
increased shipping times and part shortages.

Our supplier has fully functioning, fully stocked warehouses, 
here in California, with e-bikes manufactured in Poland, 

ensuring that we will be able to meet customer demand. 

Our e-bikes have a range and battery capacity above 
the industry standard, and our variety of styles maximize 

functionality for all purposes.

An issue for all electric vehicles, limited range and battery life
affect the practicality of our products being used as an 
alternative to traditional transportation.

Business Risks and Solutions



Financial Highlights & Projections
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Tronic Bikes started with $20,000 in seed money, which was 
followed by applying and receiving a $150,000 small business loan. 
This loan came with a reasonable variable interest rate of prime 
(3.25%) plus an additional 1%, adjusted annually. We obtained 
another $150,000 from three angel investor applications: Razor, Union 
Bank, and Nike. 

Our sales for January were lower than December due to the 
Out-Of-Network contract we signed with Costco. We plan on making 
contracts with other VE firms for business-to-business sales. We 
started selling our prestige models and specialty bikes in the month 
of January in preparation for the trade show we attended in 
Bakersfield. In the month of January, we sold 130 units in total, 
making our COGS $231,465 and total profit $1,710,367.00. 

Sales Projections

Balance Sheet

Current Balance



Financial Highlights & Projections
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As previously mentioned, Tronic signed 
with Costco and negotiated an 
Out-of-Network Sales Contract which will 
bring in $802,762 over a 7 month period. We 
fitted Costco’s employees with fleets of 
e-bikes at retail prices. Hopefully, this sales 
contract proves to be a gateway to many 
other Costco deals in the future. 

Our 24-month financing program is a 
unique and innovative purchasing option for 
VE students. By financing a bike instead of 
purchasing one in full, students are presented 
with the opportunity to pay monthly at a 
starting price of $81. Also, by investing in 
Tronic Bikes, one’s bike purchase will fulfill their 
transportation expense, thus decreasing their 
car payment and eliminating the cost of gas. 

Break Even Analysis

Profit and Loss

Profit and Loss 
Statement

So far, Tronic has reached an 
average profit margin of 48%. As our 
profitability continues to increase, we 
predict that we’ll start to break even in 
November, especially if we begin to sell 
our bikes to other VE companies.


