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Our high school, amongst many others, is home to a vast amount of e-bikers. Aware of the global 
transportation issues revolving around the auto chip shortage, we saw great potential in the e-bike 
industry, a market category that could be an alternative to cars. From 2020 to 2021, used car prices have 
reached record-breaking highs, increasing by 27.4%, resulting in the demand for less expensive vehicles. 
Gas prices have skyrocketed, further deterring people from making a car purchase in this market 
condition. Also, motor vehicles account for a large percentage of air pollution, thus making electric 
modes of transportation even more desirable.

Considering the previous problems, we sought to introduce a specialized line of electric bikes to an 
industry which is constantly expanding and in high demand. At Tronic Bikes, we have designed several 
e-bike models each suitable for a specific terrain and biking experience, whether one is searching for a 
more efficient commute in the city or an adventurous mountain excursion. 

To lessen supply chain issues and a situation in which our bikes could be trapped in the ports, we decided 
on a manufacturer, Haidong, located in Poland. We chose Haidong to benefit from their fully stocked, 
local warehouses based here, in California, allowing us to efficiently ship and deliver our bikes. 

Appealing to customers of all economic standings, we have organized a 24-month financing program. 
Instead of purchasing a bike in full, one can finance their bike monthly. This is particularly desirable for  
younger customers on a narrow budget. In turn, their bike purchase will reduce their personal 
transportation bill paid to the VE Bank.  

Upon entering the e-bike industry, safety has been our primary concern, as we seek to overcome the 
stigma that often associates e-bikes with danger. We require that all customers sign our liability waiver 
and review our safety manual upon purchase. Also, every bike comes with a free helmet. Currently, we 
are in the process of partnering with CyclingSavvy, an online, e-bike safety course. When a customer 
completes the course, proof of their completion will grant them a discount on insurance. 

We aspire to build an industry network, where Tronic Bikes would act to advance both our consumers 
and other companies. Business-to-business partnerships serve as a promotional and financial 
advantage. Eventually, we want to develop a system of charging stations in our targeted geographic 
which would encourage buyers to be long term Tronic customers. 

Our sales have continued to increase each month, so we are projected to break even in January 2023 
with $4.6 million in revenue through the first fiscal year. 

Within the first year we hope to establish ourselves as a prominent e-bike company. Instilled in our 
employees and embedded into our products is the drive to promote a healthy and eco-friendly lifestyle 
by providing reliable and affordable products. 

Ryan Mossbarger

Chief Executive Officer 1

Executive Summary 

https://www.valuepenguin.com/news/car-prices-2021


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. Initially, 
the rise was due to the COVID-19 shutdowns, but 
more recently, Russia’s invasion of Ukraine 
caused gas prices to significantly spike. In March 
2022, it can be noted that gas prices in California 
rose to over $5 per gallon. Aside from the 
economic burden of depending on a car, motor 
vehicles are detrimental to our environment. 
Motor vehicles account for 95% of carbon 
emissions in cities, resulting in excessive pollution 
which contributes to an increase in health issues 
and global warming. The culmination of these 
factors have amplified the demand for more 
affordable and sustainable transportation 
alternatives. 

Business Rationale
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Problem Statement 
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 (Refer to Appendix 
for more details). 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. 

Solution Statement

$450Monthly Savings*

Reduced Carbon Emissions* 0.35 metric tons 
(of Carbon Dioxide)

Customer Satisfaction

*calculated to include a few car rides to account for 
Uber/rideshares

Environmental 
Impact

https://www.cnbc.com/2021/07/21/used-car-prices-have-surged-how-to-make-that-work-to-your-advantage.html
https://www.cbs8.com/article/news/local/record-gas-prices-in-california-electronic-bike-sales-increase/509-a9fa585a-83bb-4770-a5e5-f8e73a250e12
https://auto.howstuffworks.com/air-pollution-from-cars.htm#:~:text=Three%20Major%20Pollutants%20From%20Cars&text=Breathing%20air%20with%20a%20high,come%20from%20motor%20vehicle%20exhaust.


The popularity in e-bikes has grown rapidly, 
which can be partially attributed to the increase 
in outdoor activities during COVID-19. This 
recent boom in the e-bike industry has resulted 
in a 145% spike in sales in the last year. Since 
this trend has continued to gain traction, we 
wanted to introduce our innovative products to 
this new industry, where strong competitors 
have yet to develop. 

NPR comments on the severity of the car 
shortage, “Auto-sales site CarGurus reports 
inventory levels are down 64% over last year.” 
People are on the search for less expensive 
modes of transportation as car prices reach an 
all time high. Especially for teenagers and 
young adults balancing and academic and 
social life, people are eager to find more 
reasonable options, such as e-bikes. 

Regarding the increase in gas prices, studies 
show that at $5 per gallon, 57% of people would 
be much more likely to consider buying an 
electric vehicle.. We want to capitalize on this 
momentum, insulating our consumers from 
fluctuations in gas prices.

Electric-powered vehicles provide people with a 
more eco-friendly substitute to certain motor 
exhaust modes of transportation. A recent Pew 
Research Center report found that about 47% of 
adults support the idea of phasing out 
gas-powered vehicles. More specifically, Gen Z 
(56%), and Millenials (57%) are the highest 
supporters of this proposal–which constitutes 
the primary age of our target audience. 

Customer Empathy

Business Rationale
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Design for Delight
Follow Me Home:

- We conducted interviews with students, parents, 
and grandparents to find out their form of 
transportation.

Deep Probing Interviews:
- We followed up with daily commuters to ask if 

there were any flaws in their current mode of 
transportation.

Customer Problem Statement:
- Not enough teenagers have access to 

affordable transportation.
Brainstorming :

- We split off into groups to figure out multiple 
ideas for transportation.

7 To Get 1:
- We came up with electric cars, smaller cars, 

buses, trains, subways, trolleys, and e-bikes.
2x2 Narrowing:

- We narrowed it down to electric cars and 
e-bikes as a solution.

Storyboard:
- Check the appendix

100 Point Narrowing:
- We created a google jamboard to utilize the 

point process.
Leap Of Faith Assumption:

- E-bikes are an appealing form of affordable 
transportation.

Prototyping:
- We started off by designing e-bike charging 

stations and developed into designing e-bikes.
Rapid Experimentation:

- We sent google forms to our target 
audience to see if our
prototype was viable.

  Customer Profile
This is Emily and Sofia:

· Ages 19 and 20
· College Students
· Love the outdoors
· Looking to save money on 
transportation and reduce their 
carbon footprint

https://www.weforum.org/agenda/2021/03/electric-bicycles-sales-growth/
https://dealercenter.cargurus.com/blog/cargurus-vehicle-availability-index-insights-august-2021/
https://www.npr.org/2021/09/24/1039620891/shopping-cars-new-used-dealers
https://cleantechnica.com/2021/05/18/rising-gas-prices-pushing-people-to-electric-vehicles-survey-says-tesla-1-brand-theyre-considering/
https://cleantechnica.com/2021/05/18/rising-gas-prices-pushing-people-to-electric-vehicles-survey-says-tesla-1-brand-theyre-considering/
https://www.pewresearch.org/fact-tank/2021/06/03/electric-vehicles-get-mixed-reception-from-american-consumers/
https://www.pewresearch.org/fact-tank/2021/06/03/electric-vehicles-get-mixed-reception-from-american-consumers/
https://www.pewresearch.org/fact-tank/2021/06/03/electric-vehicles-get-mixed-reception-from-american-consumers/


Company Goals 

We intend to expand our online presence and social media following by 
interacting with our customers directly, through broadcast emails and the 

use of live videos. Additionally, we are planning to host a series of Demo 
days,  starting in the spring of 2022. By bringing our bikes to college 

campuses, it would act as another promotional source. 

Upon entering an inherently expensive market, we strive to provide less 
expensive products. So far, we have accomplished this goal by offering a 

24-month financing program which serves as an alternative–for students of 
all financial standings–to purchasing a bike in full 

Safety is a major priority at Tronic. With each purchase, our customers are 
required to sign our liability waiver and their e-bike comes with both a safety 
manual and helmet. To further encourage a safe biking experience, we urge 

our customers to take our online, e-bike safety training course through 
cyclingsavvy.org. By emailing a Certificate of Completion to Tronic, one will 

receive a 10% discount on their bike insurance.  

To further establish ourselves in the VE marketplace, we strive to create at 
least 5 sales contracts with other VE companies, starting within the Vehicles 
and Parts industry category. By doing so, we will be able to more efficiently 

publicize our brand in VE. 

Inspired by Tesla’s rapid method of expansion and ability promote 
themselves as a reputable brand, Tronic eventually wants to produce a 

charging station network. Although we plan to focus our expansion across 
the sunbelt, we will simultaneously be advertising our products and services 

nationwide. 

To add another layer of safety to our e-bikes, we aspire to integrate RFID 
technology into our helmets. In order for the user to power up their e-bike, 
this tech would “check” that the rider has their helmet clasped, acting as 

“safety lock.”

Business Rationale
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https://cyclingsavvy.org/courses/essentials-short-course/
https://cyclingsavvy.org/courses/essentials-short-course/


About the Business

Tronic is primarily focused on providing customers with an affordable and 
efficient form of transportation through our line of e-bikes-- which can serve a 
variety of purposes including sport, entertainment, and commutes. 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. 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. 
Bikeflights.com delivers the e-bikes fully assembled and in a timely manner. An 
order may take 1-2 days for customers in California and up to a week for orders 
being shipped to other states. This delivery model is just one example of the 
ways we prioritize our customers’ satisfaction and differentiate from 
competitors, as industry standard delivery time is one to five weeks, and require 
varying degrees of assembly upon arrival. In partnership with Sundays 
Insurance, and upon completion of our safety training course, customers 
receive up to 10% off monthly bike insurance payments.

Our Mission: “To promote a healthy and 
eco-friendly lifestyle by providing 
reliable and affordable products.”

Company Overview

5

https://www.bikeflights.com


About the Business
CEO COO

CFO CMO CTO

VPVPVPVPVP

Organization
Tronic follows a functional 
organization to allow for maximum 
company efficiency and 
department communication. 
Tronic’s board of directors includes 
our coordinator, 3 angel investors, 
and mentors who help provide 
assistance and direction 
for the company. We have 
selected 5 chief officers 
and 5 vice presidents, 
working to
direct each specialized group (sales, marketing, IT, finance, and HR). We hold 
weekly leadership meetings to delegate responsibilities, communicated 
through department meetings. 

Qualifications
Our hiring process consists of a traditional application, interview, and testing 
series. We prioritize finding those who are most qualified and best fit for the 
role, along with choosing applicants who work dynamically with and add to 
our company culture. We value taking the time to train new employees in 
their role and as sales representatives, along with continuous quarterly 360 
reviews to continue developing as individuals and progressing as a team. 

Applications,
    Interviews,
   Positional 
Testing 

New
   Employee
      Training -
   Shadow 
Program 

Introductory  
      Sales
   Seminar

Quarterly 
    360°
Reviews

  Feedback, 
     Discussion,             
  Growth 
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Opportunities
● Lower monthly 

transportation costs
● Increased outdoor 

activity (COVID effect)

Strengths
● Eco-friendly
● Financing option 

addresses high 
gas & car prices

Weaknesses Threats
● Still developing 

brand recognition
● Limited utility

● Lithium ion
batteries

● International 
manufacturing

SWOT Analysis

Strengths :                  
Our greatest strength lies in the way our company’s financing option addresses 
the economy’s spiking gas prices, the cost of used cars, and new cars. Tronic 
capitalizes on these economic trends, in conjunction with growing environmental 
mindfulness, working to reduce greenhouse gas emissions. We highlight our 
financing program as a main aspect of our business model because it provides a 
reliable alternative to the traditional modes of transportation that are becoming 
increasingly unavailable to individuals with a less disposable income.

SWOT Analysis Extended

About the Business

7



Weaknesses:
In the early months of business, we have worked to establish ourselves as a 
trustworthy brand that both customers and firms recognize. Given that we are in 
the early stages of a startup, this is a work in progress, as we continue to develop 
brand loyalty through social media, trade shows, business-to-business 
transactions, and Demo days. Similarly, our product itself is limited in utility, and 
although it is applicable in many situations, it can not be used in every case, 
which is why we are looking to combat this through a partnership with a 
rideshare company. 

Opportunities:
Given the high cost of transportation, we present our bikes as a way to replace 
one’s monthly car payment with a bike payment (that may be supplemented 
with occasional rideshare payments, such as taking an Uber late at night, which 
still costs less on a month-to-month basis). Additionally, during the COVID-19 
pandemic, outdoor activity increased drastically, which we can capitalize on as 
a functional sector of this outdoor entertainment industry.

Threats:
Lithium is an abundant natural resource used to make batteries, however, in 
recent years, we have seen a rapid increase in demand given the growth of 
electric vehicles. This poses a threat to our product’s energy source, lithium ion 
batteries, given the possibly of unpredictable shortages. To address this, we have 
reached out to Faradion, a sodium ion battery manufacturer, to establish a back 
up plan. (Sodium ion batteries, similar in compound and function, are in 
significantly less risk for shortages). International manufacturing, a threat faced 
by many companies, is something we were mindful of when we chose our Polish 
supplier who maintains fully stocked, local warehouses.

SWOT Analysis Extended (cont.)

About the Business
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External Environment 

The rapid growth of the e-bike industry has led to an extreme increase in demand, meaning that there is plenty of room for 
companies, like us, to fit in and capitalize in this market. All of our real world competitors, such as Rad Power Bikes, Sondors, 
and Murf, each have 5 to 15 years of experience. Even with Tronic Bikes being a start-up company, we aspire to outperform 
our competitors in the areas of: safety, customization, affordability, innovation, and practicality. We prioritize our customers 
safety by implementing safety programs into the purchase of our bikes, and allowing our customers to fully customize their 
bikes. We manufacture our bikes in Poland, which gives us the upper hand when it comes to shipping delays. Due to the 
pandemic, supply chain issues have been more prevalent. Especially since a large portion of our U.S. competitors 
manufacture and ship their products from China, which has been known to experience major shipping backlogs.  

 9

There is only a handful of companies in VE that sit in the Vehicles and Parts category with us. According to the VE 
marketplace insights, we make up more than 22% of the entire category. The average sale per unit in this category is  
$1,872 while our company’s average sale is $2,683.33. Companies such as Never Ending and Electric Avenue produce 
e-bikes, but each company is limited to only one style and has no accessories. None of our virtual competitors offer 
the amount of custom bike styles, colors, tiers, and models that we do. In addition, we are the only VE electric bike 
company that offers 24-month financing, which allows customers to spread their payments out across an extended 
period of time. We understand that the increasing inflation rate puts customers at a financial disadvantage, an 
obstacle which can be combated with our financing option. 

Industry & Competitive Analysis

Real Market:

Virtual Market:



External Environment 

External Factors: Virtual Enterprise Economy

Vo
lu

m
e

Date

VE GDP*

*compiled using VE Hub Marketplace Insights

Similar to Real World Markets, the VE 
economy has seen a rebound since 

the COVID 19 dip, reaching all time 
highs in the last quarter, with an 

average monthly GDP of $37k. 
Incorporating in October, Tronic 

entered the market at an ideal time 
and should continue to see 

increasing sales with such high 
Virtual Market GDP.

Inflation Rate

GDP CPI

Unemployment Rate 

Emerging from the COVID-19 pandemic, the unemployment rate has decreased, while the GDP, CPI, 
and Inflation Rate are all on the rise. This has dramatically increased prices of transportation, thus 
generating  a need for  affordable alternatives, which Tronic fulfills; simultaneously, high GDP has led to 
a growing economy, meaning more customers are  in the market to buy.

External Factors: Real World Economy

10



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

Solution

Risk Solution

Risk 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.

6 different bike options provide our 
customers with vehicles for urban, 

mountain, and coastal terrains. 

Geographic

We target males and females, ages 
16-24. This also includes our secondary 
target market of parents and relatives 

of these individuals. 

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

Business Risks and Solutions

11
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Marketing Mix ~ Price
Our e-bikes range in price from $1750 to 
$4650. These prices are highly competitive 
with other e-bike companies, especially 
when taking into consideration the high 
quality and functionality of our e-bikes. 
When pricing our e-bikes, we took into 
account what the competition was charging 
for bikes of the same caliber and also aimed 
to maintain a consistent profit margin 
across all lines and trims of our bikes. 
Tronic’s pricing model is designed to 
maximize sales while maintaining a high 
level of profitability. 

Specialty 
Bikes

Prestige Bikes

Standard Bikes

Marketing Plan

Our 24-month financing program, 
available for all Tronic bikes, ranges 
from monthly payments of $81 to 
payments of $214 and drastically 
increases our market reach to 
customers who otherwise would be 
unable to afford the high upfront cost 
of an e-bike. This financing program 
is the first of its kind in the Virtual 
Enterprise world, which affords us a 
competitive advantage in the VE 
marketplace.

FINANCING PROGRAM



We understand that our customers have different needs and preferences when it comes to their e-bike 
riding experience. Therefore, we aim to meet the desires of every customer with a wide array of e-bikes. 
For our three mainline e-bikes, we offer the Pathway, for city riding, the Seaside, for beach cruising, and 
the Incline, for mountainous terrain. Each of the mainline models are available in the Standard and 
Prestige tier. The Standard tier comes with a limited set of accessories and the Prestige trim includes all 
of our premium e-bike accessories which are curated for each bikes’ designated purpose. We also offer 
three additional bikes designed for specialty riding, the Redline, the Convoy, and the Stowaway. The 
Redline is electric dirt bike with full suspension, hydraulic disk brakes, and high-performance 
acceleration, perfect for sand dunes, mountain riding, and everything in between. The Convoy is similar 
to the Pathway in its urban and suburban focus, but includes an extended bench behind the rider which 
is built for hauling cargo or up to two extra passengers. The Stowaway is a compact and foldable e-bike, 
ideal for a customer needing to transport their e-bike or that has limited storage at home. Our robust 
selection of e-bikes ensures that our customers each find a bike suitable for their riding experience.

Redline

$4650

Convoy

$3000

Stowaway

$2750

Pathway

starting at

$1750

Seaside

starting at

$2250

Incline

starting at

$2500
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Marketing Mix ~ Product

Marketing Plan



Marketing Budget
Here at Tronic, we allocate $5,000 per month towards marketing our 
products. We take a targeted, data-driven approach with these 
funds that ensure our outreach is maximized for every dollar spent. 
We run demo days twice per month at a cost of approximately $250 
per event, bringing our spending to $500 per month on demo days. 
Marketing on social media is highly effective, and we advertise on 
platforms from Meta and Alphabet. Advertising on social media 
platforms enables us to direct every advertisement to an individual 
in either our primary or secondary target market, which ensures that 
every dollar put towards marketing is used to its fullest extent. From 
Meta, we advertise on Instagram and Facebook. Instagram is 
statistically the most effective social media advertisement platform, 
and there is a wide base of users in our primary target market who 
use Instagram. Therefore, we dedicate $2,000 per month towards 
targeted Instagram ads. Facebook is where we focus on our 
secondary target market, that being the parents of the individuals in 
our primary target market. Facebook also provides great return on 
investment for advertisers, therefore, we spend $1,000 per month on 
Facebook advertising. With Alphabet, we dedicate $750 per month 
on Google ads based off of keywords from searches, and the 
remaining $750 on YouTube ads for those with adventurous user 
profiles in our target demographics.

Marketing Mix ~ Promotion
Our primary promotion strategy is centered around 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. This event enables us 
to interact with our primary target market and create brand 
awareness amongst this audience. Demo days allow students to 
test run our products, and in turn, we are able to create personal 
connections with our customers. Our future plans to partner with 
larger companies, both real and virtual, will further our 
promotional outreach. 

14
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Marketing Mix ~ Positioning
Pricing in the e-bike industry ranges from 
$800 for a “skeleton” of an e-bike and up to 
$15000 for a top of the line, competition ready 
mountain e-bike. This majority of the market 
lies in the middle of this range, which is why 
Tronic capitalizes on the sweet spot in the 
middle of the market from $1750 to $4650. This 
position affords us the ability to appeal to a 
broad base of customers while still being able 
to provide an advanced, high quality product. 
We aim to be perceived in the e-bike market 
as technologically advanced and highly 
reliable while remaining affordable and 
available to the masses.

$800 $1750 $4650 $15000

Our prices lie 
in this range

The majority of our sales are made either through our 
website, tronicbikes.com, or at Virtual Enterprise trade 

shows. Specifically, sales at trade shows consist of 29% 
of our total sales, sales via website make up 34%, and 

our Out-of-Network sales contract constitutes the 
remaining 37%. Once an order is placed, our e-bikes are 

delivered to customers through direct shipment from 
our supplier’s California warehouses. This process 

ensures our orders are rapidly fulfilled, which is 
strength many of our competitors in the e-bike industry 

are lacking. 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.

Marketing Mix ~ Placement
SALES 

Out of 
Network

Trade 
Show

Website

Marketing Plan

https://www.tronicbikes.com
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October: 
- Tronic filed as an S corporation. We received $20,000 in seed money at a $10 par value as a new 

company in Virtual Enterprise.  We also received a small business loan of $150,000 with a variable 
interest rate of 4.25% adjusted annually.

November: 
- Tronic went on to receive three angel investors for $50,000 each. We also went to multiple trade shows, 

allowing us to surpass our projected sales.
December: 

- Tronic entered into an out-of-network sales contract with Costco for $802,600.  This 232 unit retail deal 
fitted Costco’s employees with e-bikes. We hope this opens up more opportunities for future brick and 
mortar deals. Additional trade shows allowed us to have a very successful month.

January: 
- We adjusted our sales forecast accordingly, and were able to roughly predict January sales. With the 

multiple online and in-person trade show events, we were able to narrowly surpass our projected sales.
February: 

- This was the first month in which our projected sales were much higher than our actual sales. This can 
be attributed to the cancellation of attendances at trade shows.

March: 
- Even though we did not correctly assess the amount of sales for the previous month, we remain hopeful 

that our future demo day and trade shows will allow us to have a very successful month.
April: 

- High projected sales are pictured in this month because of future sales contracts with Virtual Enterprise  
firms. We want to provide affordable transportation for companies in Virtual Enterprise.

Financial Highlights

Sales 
Projection 
Summary 



Our break-even point in sales 
is $5,034,825.45  and we 
need to sell  1,877 units. This 
projects us to break-even in 
January 2023.

Our average selling price is 
$2,683.34 and our average 
cost of goods sold is 
$1,555.56. This makes our 
profit margins at  about 42%, 
which puts us ahead of our 
competitors. 

17

Break-Even Analysis



The total cash in Tronic 
bank account at the end 
of February was 
$1,267,839.27. Our total 
fixed assets was 
$1,297,707.67, comprising 
of computers, furniture, 
and office equipment. 
Depreciation was 
calculated based on the 
VE standard of 20%.
 
Our current Liabilities are 
a total of $1,057,218.25, 
salaries payable is the 
most costly expense 
totalling to $329,857.20. 
Other liabilities include 
sales tax, payroll tax, 401K, 
other payable, and loan 
payable. 

Our Stakeholder’s equity 
is comprised of common 
stock which includes seed 
money of $20,000 and 
angel investments from 
Razor, Nike, and Union 
bank of $150,000. Our 
total liabilities plus equity 
equals our total assets of 
$1,297,707.67. 

18

Balance Sheet
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As of February 2022, our trade 
show sales contribute most of 
our sales. The total revenue 
through February is 
$2,023,350.41. Our total 
operating expenses through 
January was $894,553.58.  
Through April we are projected 
to make $2,963,826.00 in 
revenue. Our projected total 
operating expenses is 
$1,234,382.90.

Our initial capital raise allowed 
us to open our doors and 
begin offering our products to 
our customers. We started off 
with our initial seed money of 
$20,000 and issued common 
stock valued at $10 per share. 
We secured a business loan of 
$150,000 for five years at a 
variable interest rate which 
will reset each year. Our first 
year interest rate is  the prime 
rate (3.25%) plus 1%. We also 
obtained 3 angel investors of 
$50,000 per investment 
totaling $150,000. We are very 
excited to work with our angel 
investors: Nike, Razor, and 
Union Bank.  

Profit and Loss
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Tronic has partnered with Sundays Insurance, an international 
biking insurance company based in Delaware. Through a 
negotiated partnership, Tronic customers can expect up to a 10% 
discount on annual  insurance provided they complete the safety 
training course and prove that they are responsible e-bike owner. 
This partnership sets us apart from our main competitors.

Our Out-of-Network sales contract with Costco allowed 
us to sell 232 units at $802,600.00. 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. These future 
deals would be at wholesale prices in order to put our 

e-bikes in brick-and-mortar stores. 

Those living in cities can take advantage of our promotion on our 
city e-bike, the Pathway. Tronic is a part of Uber Vouchers. 
Whenever a customer purchases either a standard or prestige 
Pathway, they are entitled to an $100 Uber Voucher. This voucher 
applies to both Uber’s rideshare and food delivery services. 
Whether one needs a further ride for a special occasion, or just 
wants groceries, this voucher fills many wants that an e-bike is not 
always equipped for.

Additional Finances

Tronic’s financing program allows us to receive the full price of the 
bike when customers decide to utilize monthly payments. We work 

with the VE Bank, where we send invoices at the 20th of each 
month for the full bike payments to ensure that the total income is 

reflected for the month. In return, we send the VE Bank the sum of 
all the monthly payments, which includes a 9.9% interest rate.
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Safety Establishments

Insurance Policy ~ Quick Facts
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Become a member of 
CyclingSavvy and take the FREE 
Online Essentials Short Course. 

This course teaches e-bike riders 
fundamental safety rules and 

procedures to encourage a safe 
biking experience. 

Small Business Insurance:
- General Liability Insurance-$27
 $2,000,000 aggregate limit with 
$1,000,000 per occurrence
- Product Liability 
Insurance-$1,416
- Worker’s Compensation 
Insurance-$1690
- Cyber Liability-$27
 $2,000,000 aggregate limit with 
$1,000,000 per occurrence
- Commercial Umbrella-$47
Additional $5,000,000

Customer Insurance
- Sundays Insurance
-Annual $100 with added 
premiums
- Bike is insured at full value
- Protects against theft and crash 
damage
- Premiums include personal 
liability, medical  payments, and 
travel damage/loss
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Storyboard

Google Jamboard
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E-Bikes and Public Transportation

Subways 
& Trains

Buses

Ridesharing

E-bikes are ALLOWED on both 
subways and trains. Those living in 

urban and suburban areas can 
benefit from public transportation 
during the winter months or if their 

destination is particularly far. 

There are strict LIMITATIONS on 
whether or not e-bikes are allowed 

on buses. One’s e-bike must meet a 
certain weight requirement and be 

foldable.

Tronic will GRANT customers 
who purchase a Pathway 

e-bike a $100 voucher towards 
ridesharing services with Uber.


