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EXECUTIVE SUMMARY 

We have conducted SWOT analysis for our two competitors, Converse and Fippers. 

Converse is a long-running shoes product company while Fippers is a company that sells 

various design slippers. Both of these companies are well known and already have their own 

fans.  Although these two companies already have loyal fans of their products, we find that 

there are still some weaknesses and threats in their business.  However, it is common in a 

business where there will be strengths, weaknesses, opportunities and threats. 

 Furthermore, under the element of key partnerships, Calipar.co has chosen Medshoe 

HQ as the supplier for shoes and slippers. We chose Medshoe HQ because it is one of the 

best shoes and slipper manufacturers in Malaysia. Calipar.co has also chosen to partner with 

Nova Infinity Sdn Bhd as our product packaging supplier. The design and price offered by 

Nova Infinity Sdn Bhd is very attractive and affordable. In addition, we chose J&T Express as 

the delivery service for our products to customers who purchase online. 

 

 Thus, one of our key activities is our store operation at Mahkota Parade, Melaka.  All 

our products located and sell at there and we also manage an online store.  To variety our 

product, we also create and design new shoes.  We market our product in social media to 

make sure our product and brand become well known in Malaysia. 

 

Additionally, under key resources we elaborate our financial sources which are 

consists of our own contribution, manpower plan and operational plan.  As mentioned, our 

own contribution toward Calipar.co are RM100,000.  Our company also rely to our 

administrative workers and suppliers. 

 

For value proposition, a great value proposition can help customers to fully understand 

the value of the company. By that, it helps to see what benefits them if we were able to be 

their choice in choosing the product. It is compulsory to understand customers’ problems in 

choosing materials and designing products because we want to maintain a good impression 

towards the customers. 

           Next, customer relationship is good in maintaining loyalty and customer’s retention. It 

can enhance better service and could find new customers to purchase our product. It is a 

management strategy to increase the profits to our business by keeping in touch with the 

customers. By embracing social media is the best way to promote our business whether by 

making ads on Instagram or be on live on Facebook. 
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Our customer segment is for young people and student in the range age of 15 to 24 

years old.  We decided to target customer that live near to the shop because it is preferable 

for customers that want to shop in-person to avoid barriers of miss communication happens. 

Other than that, some of our customer prefer to use the shoes for their academic session since 

the shoes give benefit to them to move fast. Calipar.co targeting a mass market as the product 

is unisex. 

Social media acts as the best platform to deliver products to customers.  Right 

information from staff of Calipar.co is very important to the customer. By doing that, the 

customer will be clear with every information about the shoes they want to buy. So, there will 

no miss communications happened. Good communication will make customers feel 

comfortable and will make them interested in buying more often because the service provided 

to them is very good.   

Calipar.co spend RM35,000 for fixed assets which is for office equipment that we used 

in our business activity. Other than that, Calipar.co also used RM16,000 for marketing plan 

which is to advertise and promote our product using social media platform. Besides, to ensures 

efficient financial management to achieve our objectives, RM 10,000 was provided for 

Calipar.co as financial plan. In addition, RM25,000 are provided as operation cost for 

employees salaries, buying goods from suppliers and others. 

 

 For revenue stream, our sales per day is RM9,480. We can sell our Shoesper around 

120 units per day through websites and our physical store. Meanwhile, for sales per month 

would be RM9,480. After totalling up and making the calculation, our sales per year would be 

around RM1,769,760. 
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1.0 INTRODUCTION 

 

1.1 BUSINESS BACKGROUND STRUCTURE 

 

 

 

Calipar.co is a footwear company founded by five share partners where Mrs. Maria is 

the Chief Executive Officer of this company. She was assisted by four other partners which 

are Mrs. Nurhafizatul as Administrative Officer, Mrs. Sharleyza as Financial Officer, Mrs. Azira 

in charge of Marketing Officer and Mrs. Adira as Operational Officer. The type of business we 

run is trading and we produce a product called 'Shoesper'. Our company was registered on 

1st December 2020 and business started on 1st May 2020. Calipar.co shop operates at Lot 

G21, Ground Floor, Mahkota Parade, No.1, Jalan Merdeka, 75000 Melaka. Calipar.co has 

only one branch and is planning to open a branch in another state.  

In addition, Calipar.co has also registered an official telephone and fax number to use 

when managing the business. Customers can also call these numbers if they have any 

problems related to the product. The numbers that have been registered are as follows: 

• 03-2674322 (fax)  

• +60177714212 (phone number) 

Calipar.co has also created a website and several official social media accounts for online 

purchase process. Customers can contact us directly or get our products online at the 

following official accounts:  

• Email: calipar@gmail.com 

• Website: www.calipar.com.my 

• Instagram: calipar.co 

• Facebook: calipar.co 

Calipar.co also chose Maybank to open an official bank account to facilitate all money 

saving transactions. 
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