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Executive Summary 

Business Background 

We as a group come from different disadvantaged backgrounds, some are single moms, some are high 

school drop-outs, and others have spent their life going from job to job.  The Urban Beekeeping Project 

and the industry of beekeeping have presented us with the opportunity to start a business while giving 

back to our communities by providing educational programs to help restore nature conservation and 

agricultural knowledge.  From seven different backgrounds, our Cape Flats Honey group has assembled 

together to act as pioneers in diversifying the beekeeping industry and hope to grow our co-operative to 

provide others with the same opportunity to earn a supplementary income. 

Business Description 

Cape Flats Honey is a new business that will initially focus on the retail of jars of pure honey and feral 

swarm relocation.  Our mission is to continue to grow as a co-operative in products, services, members, 

and educational programs.  We value environmental education and conservation. 

Market 

Honey’s sweet taste and medicinal properties segregates no demographic.  Thus, our market is the general 

public at local markets. 

Product and Services 

Cape Flats Honey will provide pure honey as its first product.  The pure honey is of the Cape Flats 

wildflowers which provide a particular taste, colour, and story.  In addition, we will offer feral swarm 

relocation services for those wishing to hive feral swarms for pollination or personal honey production 

uses. 

Suppliers 

PRODUCT SUPPLIER 

Honey The Honeybee Foundation 

Jars Hilpak Jars 

Labels Stickermix 

Table 1:  Product and Supplier Summary 

Resources 
Overstrand Training Institute will provide additional business skill courses for our members and The 

Honeybee Foundation will provide mentorship for all bee farming related needs. 

Financial Projections (Not Audited) 

Having planned out our cash flow, balance sheet, and purchase projections for the next three years, our 

projected revenue is provided. 

 2012 2013 2014 

Revenue R   45,737 R   75,806 R 110,675 
Table 2:  Three Year Revenue Projection Summary 

Trade Hours 
The office hours will take place from Monday through Friday from 9am until 5pm.  Sales and services hours 

may be subject to occur outside of office hours determined by appointment or various market schedules.  
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About Us 

The beginning of our Cape Flats Honey Group started with the Urban Beekeeping Project 

initiative of the City of Cape Town and the Honeybee Foundation.  The project was meant to promote 

agriculture and nature conservation while creating a sustainable livelihood for disadvantaged 

communities.  Our group of seven individuals, all from disadvantaged communities, was selected to 

participate in the Urban Beekeeping Project as a reward for our volunteer work at the Edith Stephens 

Wetland Park nature reserve.  The Honeybee Foundation trained us for six months in beekeeping skills 

including everything from flora and bees, to honey production and extraction, to feral swarm removal 

and pollination services.  The Overstand Training Institute of Hermanus have helped trained us in 

business and marketing skills.  We as a group come from different disadvantaged backgrounds, some are 

single moms, some are high school drop-outs, and others have spent their life going from job to job.  

Though diverse, we have all observed urbanization’s degradation of our indigenous fauna and flora as 

well as the diminishing knowledge of plants, birds, and insects that has been passed down through 

generations.  The Urban Beekeeping Project and the industry of beekeeping have presented us with the 

opportunity to start a business while giving back to our communities by providing educational programs 

to help restore nature conservation and agricultural knowledge.  From seven different backgrounds, our 

Cape Flats Honey group has assembled together and has worked very hard to create a successful 

beekeeping co-operative.  We also act as pioneers in diversifying the beekeeping industry and hope to 

grow our co-operative to provide others with the same opportunity to earn a supplementary income. 

Business Description and Goals 

Cape Flats Honey is a new business that will initially focus on the retail of jars of pure honey and 

feral swarm relocation, defining the primary co-operative as a retail business.  The honey to be sold will 

be pre-jarred wholesale honey purchased from the Honeybee Foundation.  After labeling all jars with 

our own logo and story, the pure honey will be sold to the public at local markets.  With the use of a 

rented bakkie, feral swarm relocation will be a provided service that combines feral swarm removal with 

pollination services.  Feral swarm relocation refers to the capturing of a feral swarm and relocating the 

swarm to a hive remaining on the customer’s property.  The swarm will then provide pollination aid as 

well as small personal honey production. 

As defined in our constitution, our business description and restrictions include: 



3 
 

i. To market and supply honey and bee serves to the public.  This may include honey 

production, pollination, feral swarm removal and educational programs in conservation and 

agriculture.  Future services may include sales of beeswax, propolis, pollen, bee venom, and 

royal jelly products. 

ii. Members will be trained to market the services of the co-operative, as well as how to 

harvest honey and other hive products, perform the related processes, remove feral 

swarms, carry out pollination services, and present beekeeping knowledge in educational 

form. 

iii. The business will not have restrictions within the Beekeeping Industry environment. 

Objectives 

The objectives of the Co-operative are – 

i. To market and supply honey and bee services to the public. 

ii. To train members in the above mentioned activities. 

iii. To inform the community about beekeeping and conservation. 

Mission and Future Implementations 

Our mission is to continue to grow as a co-operative in products, services, members, and 

educational programs.  Out initial steps include being successful with one product for sale:  wholesale 

pure honey.  As described in Table 3, once enough net income has been generated from the resell of 

wholesale honey, Cape Flats Honey plans to begin feral swarm relocation.  Additionally, our co-operative 

plans to shift away from buying wholesale honey from a supplier and generating honey from our own 

hives.  Over the next year, we plan to be solely dependent on our own production of honey without the 

use of a supplier.  This will help us generate a larger net profit to continually grow in additional products 

and services.  At this point in time, our co-operative will be defined as a manufacturing and retail 

business. 
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PROJECTED DATE MILESTONE 

December 2011 First purchase of whole sale honey 

First purchase of jars 

First purchase of labels 

Implementation of 7 hives on various sites 

January 2012 Implementation of Educational Program with Edith Stevens 

January-March 2012 First production of Cape Flats Honey product 

Purchase less whole sale honey 

Gain Larger Net Profit 

Offer Feral Swarm Relocation Services at rental of a bakkiee 

February-April 2012 Purchase more hives 

Rent, purchase, or borrow land for apiary activities 

Offer feral swarm removal and pollination services 

Be officially registered as a co-operative 

April 2012 Introduction of new products, i.e. propolis, beeswax, bee venom, 

colouring page 

January 2013 Implementation of 30 hives on various sites 

Prepared to sell Cape Flats Honey product solely 

No additional wholesale honey purchases 

Gain Larger Net profit 

January 2014 Implementation of 60 hives on various sites 

10-15 Additional members of the co-operative 

Table 3: Projected Timeline of Cape Flats Honey Milestones 

Market 

Target Market 

The immediate market for the Cape Flats Honey and Bee-related Services is Manenberg and the 

surrounding townships such as Athlone, Hanover Park and Wetton where people with various income 

and age reside.  Flea markets of these areas will be targeted for public honey sales and advertisement.   

Our product is a favorite of all ages, genders, and denominations for its sweet taste, cooking use, and 

medicinal properties.  Our story will target a customer base who wishes to buy locally and support the 

sustainable livelihood efforts meant to uplift disadvantaged communities. 
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Competition 

Currently, similar companies selling pure honey in supermarkets and commercial stores include 

Champagne, Q Bee, Hilcrest, and Little Bee.  Table 4 provides these companies’ prices for the amount of 

pure honey they sell alongside Cape Flats Honey’s product. 

COMPANY GRADE AMOUNT JAR MATERIAL PRICE 

Champagne Choice grade 500 g Glass R48 

Q Bee Choice grade 500 g Plastic R45 

Hilcrest Choice grade 230 ml Glass R33 

Little Bee Choice grade 500 g, 375 g Plastic R42, R33 

Cape Flats Honey Choice grade 250 g Glass R25 

Table 4: Competition Products and Prices vs. Cape Flats Honey 

Similar companies practicing feral swarm removal are extremely limited.  Presently, The 

Honeybee Foundation is the only other company in Cape Town providing this service.  The Honeybee 

Foundation charges R 1200 for feral swarm removal.  Cape Flats Honey and Bee Services will initially 

charge R 800 for feral swarm relocation and a similar R 1200 for feral swarm removal when appropriate 

land and equipment can be purchased by the co-operative. 

Competitive Edge 

In order to make sure that the customers prefer Cape Flats Honey products and services, the prices 

are going to be kept affordable and possibly lower than that of the competitors. The quality of the 

products and the background of the founding members are believed to place Cape Flats Honey at a 

favorable position within the industry.  Fynbos honey and eucalyptus honey, which are the main 

products of Cape Flats Honey, are only produced in small amounts around Cape Town, thus separating 

us from our competition.  All the honey produced and sold by Cape Flats Honey is 100% pure and 

obtained from flowers specific to Western Cape. 

Additionally, the story behind Cape Flats Honey and the background of the 7 founding members 

makes this business entity unique. Cape Flats Honey and Bee-related Services is the first co-operative to 

be formed by Cape Flats residents who have limited education but great passion for the conservation of 

nature.  As the co-operative grows and the operations prove to be successful, this company is going to 

become a role model for future generations.  Our story will show members of our townships that it is 

possible to achieve success despite the disadvantaged conditions of our surroundings and the negative 



6 
 

connotation that follows.  Our story will also appeal to the customer base who wishes to support the 

uplifting of disadvantaged communities. 

Marketing Strategies 

Website and Social Networking Sites 

Cape Flats Honey has created a website and Facebook page to allow public access to the 

business’s story, services, and contact information.  Additional social networking sites, such as twitter, 

and online advertising will continually be researched by the Marketing Advisor. 

Door-to-Door Distribution 

 Small pamphlets and flyers with the business description, services, and contact information will 

be personally delivered to the homes of each co-operative member’s community.  The personal delivery 

is meant to establish strong customer relations and business networking that will jump start an initial 

customer base.  Reaching out to our community to promote our co-operative will prove useful in two 

ways:  loyal customer base and community motivation.  Personally talking to our community members 

will build a relationship that is familiar and close.  By promoting our co-operative’s success through our 

background story, we hope to motivate others from our community that they, too, have the opportunity 

to be successful either by becoming a member of our co-operative or starting their own. 

Publicity 

The same flyers used in the Door-to-Door Distribution strategy will be posted to the public 

bulletin boards of the Manenberg People’s Center, the City of Cape Town offices, public libraries, and 

similar public buildings.  Additionally, chalk written logo, slogan, and contact information will be drawn 

on roads and pathways in our local townships to actively attract attention.  When traveling Door-to-

Door, our members will wear a Cape Flats Honey t-shirt to display the business’s services and contact 

information in public areas.  The Marketing Advisor will also be actively contacting newspapers and 

other printing services to receive the best deals for printed advertising.  

Business Location 

The main place of business of the co-operative is situated at Manenberg of Cape Town in the 

Western Cape Provence of South Africa. 
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Product and Services 

Product and Service Description 

The specific product that the co-operative will focus on selling is labeled jars of pure honey. 

Honey was chosen as the main product to sell since it directly relates to the beekeeping activities and 

knowledge the co-operative wishes to sustain and share. Honey is naturally sweet, tasty, healthy, and 

enjoyable, which makes it a product for all audiences regardless of demographic. It can be used for 

cooking, baking, sweetening, eating and even wound treatment. Honey is a dynamic treat that requires 

very few materials in order to be sold. A jar of honey consists of three items: pure honey, a jar, and a 

label.  Our product will initially be a resale of supplied wholesale pure honey.  Over the next year, the 

product will solely be produced by Cape Flats Honey’s bee hives. 

With the use of a rented bakkie, feral swarm relocation will be a provided service that combines 

feral swarm removal with pollination services.  Feral swarm relocation refers to the capturing of a feral 

swarm and relocating the swarm to a hive remaining on the customer’s property.  The swarm will then 

provide pollination aid as well as small personal honey production.  Fronted bakkie rental costs will be 

covered by the profit generated in the General Reserve Fund by honey sales and returned by the profit 

of the feral relocation service once completed.  In addition, Cape Fats Honey will be providing an 

education program in assistance with Edith Steven’s current program.  No additional funding or material 

is needed for this service, only time and commitment by co-operative members.   

INITIAL PRODUCT FUTURE PRODUCTS 

 Pure Honey 

 

 Pure Honey 

 Beeswax 

 Propolis 

 Bee Venom 

 Royal Jelly 

 Educational Colouring Page 

INITIAL SERVICE  FUTURE SERVICES 

 Feral Swarm Relocation 

 Educational Program 

 Feral Swarm Relocation 

 Educational Program 

 Feral Swarm Removal 

 Pollination 

Table 5: Initial and Future Products and Services 
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Once our co-operative has generated enough rand in our General Reserve to regularly purchase 

hives, the co-operative plans to offer feral swarm removal and pollination services as separate services.  

Feral swarm removal consists of capturing and removing a feral swarm from a premise entirely and 

establishing the swarm in a hive on the Cape Flats Honey apiary.  Pollination services would consist of 

finding customers with agricultural land who would like to improve the quality of their produce.  A 

member or two of the co-operative would then deliver the purchased number of hives with swarms to 

the land.  The swarm would then, naturally, provide pollination enhancement to the land to improve the 

land’s produce.  At the time where the co-operative has enough rand in the General Reserve to produce 

or purchase other beekeeping related products, Cape Flats Honey will purchase the equipment needed 

to make additional products from beeswax, propolis, pollen, bee venom, and royal jelly.  Cape Flats 

Honey will also be involved in providing an education program as, first, an addition to the Edith Stephen 

Wetland Nature Reserve’s educational program made available to school children, until the co-operative 

has the experience and networking to develop an independent educational program.  Table 5 provides a 

display of all the initial and projected products and services. 

Materials and Equipment 

In order to produce a jar of honey, there are three items needed: Honey, Jars (Jars refers to both lids 

and jar container), and Labels. 

 Jars are necessary to the operation since they serve as the container for the product. 250g Glass 

jars with lids are expected to be used for our final product. 

 The label will be crucial in providing product identification and information.  We have two 

labels, one 5cm x 5cm with our co-operatives story, and the other 5cm x 10cm with our logo, 

product description, and co-operative.  Both labels are utilized to differential Cape Flats Honey’s 

product from the competitions’. 

In the beginning stages of the co-operative, our honey production will not be sufficient to meet the 

market’s demand; therefore, honey will need to be purchased from a wholesale supplier.  Once the co-

operative reaches a sufficient self-manufacturing of honey, it will require the following equipment: 

 Bees:  Bees are readily available in the wild and the members of the co-operative are all trained 

in the skill of obtaining bee swarms. The bees are a vital component of the operation since they 

are the only natural producers of honey. 
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 Beehive:  The beehive provides a safe haven for the bees, a location for the bees’ honey 

production, and a facility for easy honey extraction. 

 Smoker:  The smoker is a tool utilized to manage the bees in the beehive during the honey 

collection process.  It allows the person collecting the honey to freely access the hive without 

running the risk of swarm attacks. 

 Protective clothing:  Special clothes are required to be worn when dealing with bees.  These 

clothes are used for safety precautions from potential bee stings. 

 Hive tools:  Hive tools are used to allow the apiculturist to easily open the hive and remove the 

hive’s collection box which contains the bee’s produced honey. 

 Extractor:  The extractor is a machine utilized to extract the honey from the hive’s collection 

box. 

Facilities 

In order to conduct a successful honey production and beekeeping operation, certain facilities 

are necessary. Table 6 describes the needs of the facilities for all of the necessary equipment. 

EQUIPMENT FACILITY DESCRIPTION CURRENT SITES POTENTIAL FUTURE SITES 

Bees & Beehive An open space with the flowers 

for pollen/nectar access and 

available water. 

The Business Place in 

Philippi 

Oude Molen Eco Village 

Local Farms 

Local Factories and 

Businesses 

Smoker, Clothes, 

Hive tools, etc. 

A space or container large 

enough to store and provide 

security for the aforementioned 

items and close enough to the 

hives to facilitate hive 

maintenance. 

The Business Place in 

Philippi 

Edith Stevens Wetland 
Park 
 
Manenberg’s People 

Center 

Extractor A closed up space where bees 

and other bugs cannot obtain 

access. It has to be large enough 

to fit and safe keep the extractor. 

The Honey Bee 

Foundation at Oude 

Molen Eco Village 

 

Labels & Jars A space or container able to fit 

and safe keep the 

aforementioned items.  

The Honey Bee 

Foundation at Oude 

Molen Eco Village 

Edith Stevens Wetland 

Park 

Manenberg's People 

Center 

Bottling A clean concealed space away 

from bees and other bugs for 

hygienic reasons and to abide by 

health regulations. 

The Honey Bee 

Foundation 

Edith Stevens Wetland 

Park 

Table 6: Facilities for Equipment 
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Production and Manufacturing Processes 

Manufacturing Process Description 

In order to produce a finalized labeled jar of honey, there are several steps that need to be 

taken.  As previously mentioned, there are three items that are fundamental to the production of a jar 

of honey:   honey, jar, and label.  The honey will be obtained from a wholesale supplier at the start of 

the operation and will slowly shift into self-produced honey from the co-operative's members.  The 

steps provided in Table 7 describe the initial process of obtaining these items and the final product. 

P
U

R
E 

H
O

N
EY

 Wholesaler supplied honey: 

1. Obtain quotes from wholesale suppliers on honey from different amounts and price 

ranges. 

2. Decide which wholesale honey will be most cost effective and beneficial to the operation 

while minding quality. 

3. Purchase the honey from the supplier and await delivery. 

Self-produced honey: 

1. Obtain and introduce hives to an open space (apiary) with surrounding suitable elements 

for bees to produce honey. 

2. Supply hives with wild swarms of bees. 

3. Allow time (about 3 months) for the bees to produce the pure honey while periodically 

checking the hive for any diseases or issues. 

4. After the allowed time has elapsed, remove the honey collection box from the hive with 

the help of the hive tools and in the appropriate attire. 

5. Once removed, take the collection box from the apiary to the extraction facility where the 

honey will be separated from the box. 

6. The honey collection box is made up of panels which are place inside the extractor. The 

extractor then centrifuges the panel isolating the pure honey. 

JA
R

S 1. Obtain quotes from suppliers on jars of different sizes and materials. 

2. Decide which jar will be most cost effective and beneficial to operation while minding 

quality. 

3. Purchase bulk jars from the supplier and await delivery. 

4. Once the delivery arrives, bottle honey. 

LA
B

EL
 1. Obtain a designed label with all necessary information, i.e. logo, slogan, ingredients etc. 

2. Send the designed label to suppliers to obtain quotes on labels of different sizes. 

3. Decide which label will be most cost effective and beneficial to the operation. 

4. Purchase bulk labels from the supplier and await delivery. 

5. Once delivered, label jars. 

Once the first production has been complete, a regular purchase or production of honey, jars and labels 
can occur to consistently provide product for sale. 

Table 7: Production Process for Jars, Labels, and Honey 
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Environmental Impact 

The environmental impact from the honey production operation is minimal.  One of the co-

operative's objectives is to emphasize conservation.  As a result, the group will do everything to keep 

the operation as environmentally conscious as possible.  The jars that will be utilized will be made out of 

recyclable glass instead of chemically altered plastics.  In addition, honey production is completely 

fulfilled by bees which are fundamental for the upkeep of all natural resources.  Bees play a crucial role 

in pollination of plants and trees as they utilize the flower's pollen and nectar to create honey.  The 

electrical usage will also be minimal since electricity will only be utilized in the extraction phase of the 

self-produced honey. The co-operative will be using nearby suppliers to ensure a small carbon footprint 

from the delivery trucks.  Overall, Cape Flats Honey & Bee Services honey jar production will have a very 

low environmental impact while benefiting from the pollination brought upon by bees. 

Quality Control 

To ensure quality, precise bee farming will be required of all co-operative members.  Only pure, 

clean honey will be sold with no additives or mix of products.  All members will from time to time 

analyze the health of the bees to ensure healthy, disease free bees are producing Cape Flats Honey.  

Addition steps of checking for appropriate availability of food and water as well as the clean removal of 

pests.  Once utilizing personal machinery, the machines will be cleaned by daily routine to ensure best 

quality control. 

Staffing Requirements 

The staff required for the production of labeled jars of honey will be very small.  Since the co-

operative is within its initial stages, a large staff is not feasible. Our seven individuals have all been 

trained to practice bee farming under one of South Africa's most renowned beekeepers, Dominique 

Marchand of The Honeybee Foundation. The seven individuals of our co-operative are all capable of 

dealing with bees, whether conducting a routine check up on a hive, collecting the honey, or removing 

and capturing wild swarms.   We all meet the qualifications of someone wishing to venture into the 

production business. In addition, we have also received basic business skills training which will be 

utilized for keeping records of the production output, numbers of sales and purchases, and overall book-

keeping necessary for any business to stay on track.  All new members will be required to have the same 

training of bee farming and business to ensure sustainable quality of business. 
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Suppliers 

 To ensure greatest profit and quality of product, numerous suppliers of honey, jars, and labels 

were researched.  Table 8 lays out the completive prices of the different companies for comparison.  

From these prices, Hilpak’s 250g glass jars were chosen for the cost analysis and first purchases of the 

co-operative.  Glass jars are desired over plastic jars for durability and better preservation of product.  

Sticker Mix provides the best labeling price per unit and as a total.  The co-operative can purchase 400 

front and back labels for the same price that Asset Print can provide 200 front labels and 250 back 

labels.  Labelpak cannot be considered at this level of the co-operative since their minimum purchase is 

5000 labels. 

JAR COMPANIES SIZE MATERIAL MINIMUM 
QUANTITY 

MINIMUM ORDER 
COST 

UNIT PRICE 

Hilpak 

250g Glass 378 R 1,150.00 R 3.04 

375g Plastic (Squeeze) 360 R 879.15 R 2.44 

500g Glass 264 R 810.45 R 3.07 

The Plastic Warehouse 
 

250g Plastic 10 R 39.95 R 4.00 

500g Plastic 10 R 49.95 R 5.00 

Consol 352ml Glass 24 R 84.72 R 3.53 

 

LABEL COMPANIES SIZE MINIMUM 
QUANTITY 

DESIRED 
QUANTITY 

DESIRED ORDER 
COST 

UNIT PRICE 

Sticker Mix 
 

100mmx50mm 100 400 R 575.00 R 1.44 

50mmx50mm 100 400 R 288.00 R 0.72 

Asset Print 
 

100mmx50mm 200 200 R 458.28 R 2.29 

50mmx50mm 350 350 R 399.00 R 1.14 

Labelpak N/A 5000 0 R 0.00 N/A 

Table 8: Potential Jar and Label Suppliers Minimum Order and Pricing 

Resources 

Through contract with the City of Cape Town, the Honeybee Foundation will provide the co-operative 

with mentorship to all beekeeping related skills.  Additional business skills training will be provided by 

Overstrand Training Institute of Hermanus. 
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Financial Administration Plan 

Finance Required and Utilization of Funds 
 The initial capital will need to cover first purchases of honey, jars, and labels to provide 

approximately 200 jars for sale.  As described in Table 9, the initial capital for the co-operative’s first 

sales amounts to R 4234.  The acquired rand sponsored by the fund sources will be utilized for these 

initial purchases to start up the co-operative’s net revenue for use of future co-operative service and 

product growths.  Once the co-operative generates enough revenue with leeway, additional items listed 

below will be invested in. 

 

Item  Weekly Monthly Yearly 1-time Incidental/Other Needed for Startup? Min Max 
100x50 Labels (400) x         Yes   575 
50x50 Labels (400)         x Yes   288 
Additional Beekeeping Equipment       x   No   xxxx 
Bakkie Purchase       x   No 9000 12000 
Bakkie Rental         x Maybe   150 
Beehive Construction (1)         x No 250 300 
Beehive Purchase (1)         x No 400 750 
Chairs (2, second hand)       x   No 160 180 
Computer (use at Business Place)         x Yes   0 
Damaged/Lost Product         x No   xxxx 
Filing Cabinet (second hand)       x   No 120 180 
Fuel For Bakkie x         Maybe   150 
Honey (100kg) x         No   4000 
Honey (50 kg) x         Yes   2000 
Honey Extractor (Buy)       x   No   15000 
Honey Extractor (Rent)         x No   0 
Jars (378)         x Yes   1150 
Ladder       x   No   500 
Packaging x         Yes 200 220 
Phone Airtime   x       No   150 
Phone Purchase       x   No   99 
Protective Boots         x No-already owned   150 
Protective Clothing         x No-already owned   220 
Protective Gloves         x No-already owned   150 
Rent (The Business Place)   x       Yes   1 
Repairs         x No   xxxx 
Safety Belt (1)         x No   120 
Scaffolding (make)       x   No   2000 
Scaffolding (rent)         x No   120 
Storage (The Business Place)         x Yes   0 
Storage (The Honeybee Foundation)         x Yes   0 
Taxes     x     No   xxxx 
T-shirts (per shirt, printed)       x   No 50 60 

      

Startup Cost   4234 

      
Total   40513 

Table 9: Startup and Total Cost Analysis 
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Financial Projections 
The co-operative is also prepared with the required costs that future services and products will 

entail. For security of slow growth in products, a three year projection of strictly honey products and 

feral swarm removal is provided in Table 10.  Each year, we expect to produce more honey as well as a 

larger customer network which describes the increase from year to year.  For the first four months in 

business we expect to sell 400 jars of honey a month, the sole product.  In May of 2012, enough revenue 

should be generated to purchase the required items for feral swarm removal.  For the total of 2012, 

R45,737 is our approximated profit.  In 2013, we expect to increase our average monthly sales to 600 

jars of honey through larger customer base as well as increased feral swarm removals generating 

R75,806 for the year.  The next year will account for, again, a larger increase in honey purchases and 

feral swarm removals to establish a third year’s profit of R110,675.  We project a slow first year due to 

new experience, unpredictable fall backs, and small customer base.  In three years’ time, we plan to be 

in a much stronger position.  Additionally, a bi-monthly three year projection of cash flow and profit is 

provided in Figure 1 for better visual of the progression. 

 

Months 
Product/ 
Service 

Monthly 
Sales 

 Unit  
Price  

 Total 
Profit  Stock 

 Unit  
Price  

 Total 
Expenses  Balance  

Monthly 
Total 

 Yearly 
Total  

2
0

1
2

 Jan-April Honey 400  R        25   R   10,000  400  R         16   R         6,589   R    3,411   R 3,411    

May-Dec Honey 400  R        25   R   10,000  400  R         16   R         6,589   R    3,411  
 

  

  
Swarm 
Removal 2  R      800   R     1,600  2  R       500   R         1,000   R        600   R 4,011   R   45,737  

2
0

1
3

 Jan-Dec Honey 600  R        25   R   15,000  600  R         16   R         9,883   R    5,117      

  
Swarm 
Removal 4  R      800   R     3,200  4  R       500   R         2,000   R    1,200   R 6,317   R   75,806  

2
0

1
4

 Jan-Dec Honey 800  R        25   R   20,000  800  R         16   R      13,177   R    6,823      

  
Swarm 
Removal 8  R      800   R     6,400  8  R       500   R         4,000   R    2,400   R 9,223   R 110,675  

Table 10: Three Year Projected Honey and Swarm Removal Revenue 

 

Figure 1: Three Year Projected Profit Margin and Cash Flow 
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2012 2013 2014 

ASSETS 
Current Assets 
Cash R42,967 R68,536 R94,405 
Inventory R2,770 R7,270 R16,270 
Other Assets R0 R0 R0 
Long Term Assets 
Long Term Assets R0 R0 R0 
Accumulated Depreciation R0 R0 R0 
Total Assets R45,737 R75,806 R110,675 
LIABILITIES AND CAPITAL 
Current Liabilities 
Accounts Payable R3,850 R0 R0 
Current Borrowing R0 R0 R0 
Other Liabilities  R0 R0 R0 
Long Term Liabilities 
Long Term Liabilities R0 R0 R0 
Paid-in Capital R0 R0 R0 
Earnings R,4,297 R13,707 R28,322 
Total Liabilities and Capital R8,147 R13,707 R28,322 
NET WORTH R37,590 R62,099 R82,353 

Table 11: Three Year Projected Balance Sheet 

 For any business, net worth is an important figure to track.  Table 11 provides a three year net 

worth projection using the estimated yearly profits of Table 10.  Due to the co-operative’s small scale, 

the balance sheet is fairly straight forward.  Initially, very minimal earnings will be distributed to ensure 

the majority of the cash flow returns to the co-operative.  In this projection, we expect our total assets 

for each of the three years to be accounted for in the total estimated profits.  As a liability, the earnings 

will be 10% of the cash assets for the first year, 20% for the second year, and 30% for year three and 

likely continued for the next few years.  For simpler tracking, no shares will initially be sold.  Other 

liabilities and capital include an initial loan used for funding the startup capital described in Table 12.  

From accumulated assets and deducted liabilities, the first three year’s approximated net worth are as 

follows:  R37,590 for year one, R62,099 for year two, and R82,353 for year three. 

Funding Sources 
Funding sources include annual membership fees of R 200 per member.  This initial contribution 

of R1400 will cover part of the initial capital.  The co-operative is looking for loans of R 1500 from 

Overstrand Training Institute and R 2350 from Worcester Polytechnic Institute’s Cape Town Project 

Centre.  If these loans are approved, the sponsored total will amount to R 4250 which will cover the 

initial capital of R 4234.  A clear layout for these funding sources is provided in Table 12. 
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FUNDING SOURCE Status AMOUNT INITIAL CAPITAL NEEDED 

Annual Membership Fees Approved R 1400,00 

R 4234,00 
Overstrand Training Institute Potential R 1500,00 

WPI Cape Town Project Centre Potential R 2350,00 

 Total R 4250,00 R 4234,00 

Table 12: Potential Funding Sources and Amounts 

Management and Administration 

The management team is made up of seven directors.  The current seven directors and their 

positions are as follows:  Mr. Abel Abelse as General Manager, Mr. Richard Erskine as Chairperson, Ms. 

Yolanda Benjamin as Secretary, Ms. Henriette Gordan as Treasurer, Mr. Neville Van der Bergh as 

Accounting Advisor, Ms. Sakeenah Davids as Marketing Advisor, and Mr. Clyde Hugo as Educational 

Advisor. 

The duties of the management team are listed below as stated in the Cape Flats Honey constitution. 

The General Manager shall- 

i. Oversee all elected positions and operations to assure an effective and functioning co-

operative. 

ii. Oversee everything pertaining to the business of the co-operative. 

iii. Be responsible for actively looking for business opportunities to propose to the steering 

committee.  

iv. Be responsible for the establishment of business contacts until the first sale, supply, or other 

service.  Once in business, the secretary will act as the liaison. 

v. Be responsible for all negotiations in sales, suppliers, or other services at the approval of the 

steering committee. 

vi. Be the liaison for customer complaints, concerns, or questions that are outside the control 

of the secretary. 

vii. Report to the steering committee all things pertinent to the business of the co-operative. 

The Chairperson shall- 

i. Act on the steering committee. 

ii. Run general and special meetings. 

iii. Write an agenda for all meetings with the requested agenda topics of the members and 

steering committee.  The members and steering committee must submit agenda topic 

requests to the chairperson at least 2 days prior to the next meeting. 

iv. Oversee the bottling, labeling, and boxing operations. 

v. Be responsible for assigning available members and directors to the labor of bottling, 

labeling, and boxing unless otherwise fulfilled through an outside resource or supplier.  

vi. Act as an assistant to the general manager. 

The Secretary shall- 
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i. Oversee the smooth running of the day to day office operations. 

ii. Answer and make all general phone calls relevant to the day to day function of the co-

operative. 

iii. Be provided with a phone to act solely as the phone of the co-operative.  If the phone 

requires airtime purchases, the secretary must record all air-time usage. 

iv. Receive all financial records from the accountant and treasurer. 

v. File records of all finances, sales, banking, delivery, payments, orders, and cliental in an 

organized and readily available manner. 

vi. Be a co-signer on all cheques. 

vii. Act on the steering committee. 

viii. Inform members of the date, time, and location of the next general meeting with at least 7 

days prior notice. 

ix. Record and file minutes for every general and special meeting. 

The Treasurer shall- 

i. Be responsible for always knowing the financial standings of the co-operative. 

ii. Act as the liaison for all banking or financial related operations. 

iii. Be responsible for depositing cash or cheque deposits to the appropriate co-operative’s 

bank account. 

iv. Report to the secretary all financial, banking, and deposit records. 

v. Be a co-signer of cheques. 

vi. Oversee the calculations and operations of the accountant. 

vii. Be responsible for the co-operative’s financial books which shall be audited once a year for 

tax purposes by an outside party not related to the co-operative, unless otherwise exempt 

for up to 3 years by the CR8 Form. 

viii. Be responsible for seeing that the audit is completed at the appropriate time. 

ix. Render a report at each meeting concerning the updated financial affairs of the co-

operative. 

The Accounting Advisor shall- 

i. Be responsible for every financial calculation including but not limited to payments via 

cheque, payments via cash, deposits, transfers, purchases, and receipts, 

ii. Collect all fees or other money belonging to the co-operative. 

iii. Keep permanent record of all receipts and disbursements. 

iv. Disburse all funds belonging to the co-operative, pay all claims on the treasury, and keep an 

accurate account of all money received and expended. 

v. Assist the Treasurer in filing all tax and audit forms. 

The Marketing Advisor shall- 

i. Be responsible for publicizing all co-operative products, sales, and sale locations and times. 

ii. Be responsible for developing and publicizing the co-operative’s story and values. 

iii. Be responsible for the development of the logo and label or message provided on products 

and advertisement material. 

iv. Act as the liaison for all outside advertisement resources including but not limited to 

newspaper ads, television, radio, signs, flyers, and business cards. 
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v. Be responsible for generating a yearly marketing plan. 

The Educational Advisor shall- 

i. Be responsible for organizing, developing, and improving all learning material within the 

educational program. 

ii. Be responsible for planning and implementing a yearly educational program. 

iii. Be the liaison for all outside resources pertaining to the educational program and 

development. 

iv. Be responsible for arranging all details for educational presentations and assigning available 

members to the confirmed presentations. 

v. Be responsible for educating all members on the presentation material so that all members 

can adequately present the educational program. 

Trading Hours 

The office hours will take place from Monday through Friday from 9am until 5pm.  Sales and 

services hours may be subject to occur outside of office hours determined by appointment or various 

market schedules. 

 


