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TMS AIRCON INSTALLATIONS CC 

1) EXECUTIVE SUMMARY 

What defines today's leaders is their ability to innovate. To succeed, you have to think 
differently from the rest and forge ahead with a new approach to break through the old 
barriers. 

We care about our clients. The company TMS Aircon installations were founded in 1999 
by M P de Bruyn. Ever since those early years our company has always focused on local 
clients with local needs. 

While our air con service is how we make our living, it’s also a part of our family for 14 
years. Our clients’ successes are our personal successes. Our clients’ losses are our 
personal losses. We take pride in providing services by real people for real people. TMS 

Aircons is a General Purpose air con company, based in Gauteng with offices on the East 
Rand. 

We don’t give unrealistic expectations to our clients. We deal in reality. Whether a client is 
seeking assistance in completing a project, seeking personal assistance, planning his or her 
air con needs or dealing with one of the many other common problems in the air con 
business — we tell that person exactly how we can, and cannot, help. 

1.1 Objectives 

The objectives for TMS Aircons for the past years of operation include: 

 To create an air con company whose primary goal is to exceed customer's expectations. 

 To increase the ability to serve public interest organizations each year. 

 To be able to offer each year some air con services at a subsidized rate. 

 To provide specialized services that meet the demand of our clients in the fast 
changing economic environment 

1.2    Mission 

The mission of TMS Aircons is to provide the community with sufficient air conditioning 
guidance. We exist to attract and maintain customers and to support the public’s interest 
in the community. When we adhere to this maxim, everything else will fall into place 

 Working with our clients, we continue to find fresh, "unexpected" solutions. We make use 
of products that add value and stand out by being remarkably different from the normal 
offering. Our aim is not only to protect your assets and minimise our client’s losses, but 
also to strive to create solutions that will expand your business and allow you to exploit 
new opportunities. 
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2. INTRODUCTION AND BACKGROUND 
 
TMS Aircons is a company founded by M P De Bruyn in 1999.  The original staff of three 
members grew rapidly and the firm currently employs a team of twelve staff members. 
More detail on the staff under par 2.1.  
 
Since the nineties TMS Aircons specialised mainly in general air con repair warranty 
claims.  As from 2001 there was a noticeable domestic demand and this became first 
priority. The company decided to expand their focus also to commercial companies.  
 
The company is currently on the Hi-super, LG, Dunham-bush, I/Q, Samsung, Eco Air, Jet-
Air and West-Air for accredited dealers. 
 
Since 2004 the company further spread their wings to the steel and fabrication market. We 
are currently on the vender list of Clinix Lesedi Private Hospital, Alberante BMW group, 
Trident Aveng group, Ekurhuleni and The Lemon Tree shopping centre in Alberton.  
 
Our company has never pursued any challenges without success.  
 
Our offices are based in Springs, Gauteng. 
 
 
2.1  TMS AIRCON INSTALLATIONS PERSONNEL 

1.1 M P De Bruyn - M. D.   
1.2 Personal Assistant:  
1.3 Four technicians. 
1.4 One Accountant: Fully qualified and registered with the South African 

Institute of Chartered Accounts. 
1.5 One sale persons 
1.6 One receptionists; 
1.7 Three semi-skilled installers; 
1.8 2 General staff for filing including cleaning and assistance 
             (More on future staff under B.E.E) 

 
2.2   TRUST ACCOUNT & FINANCING 
The company currently holds its business accounts with FNB Bank under account no. 
62013927647. As of 28/02/2007  
 
2.3. INDEMNITY INSURANCE 
In-between brokers and company to be advised. 
 
2.4 BLACK ECONOMIC EMPOWERMENT 
The company is committed to economic empowerment and thus have started a program 
of employing previously disadvantaged South Africans not only in unskilled positions but 
also junior positions with the view of promoting such individuals to senior to senior 
positions.  
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2.5 TYPE OF WORK 
We have extensive experience in the following fields: 
i)   Aircon electrical 
ii)   Repairs 
iii)  Heat/calculations 
iv) Installations 
v) Maintenance 
vi) Fault finding  
vii) Assessment 

 

3. SWOT ANALYSIS 
 
In this analysis we will lay out our emphasis on the company’s strengths and 
opportunities and how the firm can improve the current position and face weaknesses and 
treats. 

 
STRENGHTS 

 

 Technicians with experience and 
knowledge 

 The team consists of qualified 
technicians with hands on exp.  

 Situated in a business area which 
are easily accessible for all type of 
clients. 

 We have a strong support system 
and creative staff and personnel. 

 

 
WEAKNESS 

 The type of work requires 
personnel to develop people skills 
and relationships. 

 Business hours are very long and 
the type of work is very time 
consuming. 

 We are a small firm who needs to 
make an impression in a highly 
developed area of demand. Our 
targets need to be reached more 
effectively. 

 Hands on experience, 
personal issues , operational 
management and general 
leadership issues can not be 
taught. 

 

 
 
 
 
 
 
 
 
OPPORTUNITIES 
 

 Type of work enables the 
company to identify a new 
target market and business 
opportunities. 

 Increased business revenues 

 
 
 
 
 
 
 
 
THREATS 

 Competing air con is still 
increasing by the day 

 Clients seek the best advise at the 
lowest costs 

 The target market remain limited 

 Cash flows and reaching targets 
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as more and more clients 
become stable. 

 Type of work enables the 
company to focus on private 
as well as commercial needs 
and to expand our business 
opportunities. 

 

for huge companies. 

 Reaching a 100% success rate. 
 

 
3.1. Strengths 

     The company has a significant depth of experience and knowledge. We strive to 
produce quality services and material. With years of experience, there is no 
shortage of expertise. And combining older personnel with new recruits fresh out of 
schools with the latest information creates a synergy in finding and using the right 
information to win customers. 

 As we are a general based air con company we are faced with different scenarios 
and we deal with different personalities all day long. This develops relationships, 
and more importantly sale and people skills in providing services. Combined with 
expertise and knowledge, the aggregate produces revenue for our business via our 
valued clients. 

 We are situated in an easy accessible business environment.  

 Our staff are highly equipped and always acting in a very professional manner. 
They are properly trained to attend to all air con and general related matters as well 
as all other aspects in which the company aims to reach higher standards. 

 
3.2. Weaknesses 

 The type of work requires personnel to develop people skills and relationships. 
Personnel issues, operational management, facility management and general 
leadership issues are not taught in school. Too often technicians learn these skills 
the hard way, and an analysis can quickly gauge the business weakness of the 
company by evaluating its administrative resources. 

 The first year of a business is the most tenuous due to availability of starting capital, 
yet this will also be the most difficult time to pick up new clients. The business 
hours are therefore very long as some of the matters can be very time consuming. 
Our aim is to reach the best standards, thus is longer working hours a must in this 
business environment. 

 The company has a certain target to be reached in order to remain as an accredited 
dealer. The pressure and stress can cause tension and conflict between members 
and staff.                                                                                                                                                                                 

However taking into account the company’s years of experience, we have 
acknowledged our weaknesses, same which were overcome by the opportunities 

which were delivered in our favour. The company took action to improve its present 
position in order to face our weaknesses and threats. 
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3.3.   WHAT CONCLUDE THE COMPANY’S OPPORTUNITIES 

Increased future revenues as more and more clients become stable, consistent 
customers, more in particular our biggest domestic insurance client who has 
opened a wide range of new opportunities for our company. 

3.4.   WHAT WAS THE COMPANY’S MOST RESENT THREATS AND HOW DID 
THE COMPANY IMPROVE THESE THREATS: 

 Our biggest threat thus far was the sudden and unexpected downfall in the 
economy and more companies that entered into the air con market. 

 The domestic became our biggest target market as the commercial took a hasty 
downfall due to the economy market that fell fast and unexpectedly. 

 Accordingly did funds and cash flow problems delivered new and current 
threats to be faced, same which was overcome by our hardworking capacity and 
our faith in the business.  The company is presently working and growing even 
more rapidly than ever before.  

3.5. Competition 

The air con world is fairly competitive. More larger and more prestigious company have 
reps that specialize in commercial developer. Some smaller companies also have reps that 
do work for small companies. The work of air con is driven significantly by personal 
relations and reputation. Potential clients choose air con Company’s based on reputation 
and who they are familiar with or are recommended to. Therefore, if the company is 
providing satisfactory or better service to a client, the client is likely to form a long lasting 
business relationship with that air con company.  

Clients typically switch service providers only if they are unhappy with their current 
service providers. New companies find service providers through networking, who they 
know or who their friends know. 

TMS aircons has the advantage that the suppliers currently appointed but a few dealers as 
accredited dealers. 

3.6. Keys to Success to overcome our threats and weaknesses, 

In an attempt to capitalise our opportunities our company tends to keep our focus on the 
following aspects:  

 Professionalism:  Always attend to matters in a highly professional way. We are 
selling our knowledge and expertise.  

 Expertise: Assure that all staff are requited properly before taken into the 
employment of the company. 

 Meeting the customer's needs to ensure clients retention and referrals. 
 Our threats and weaknesses can only be overcome by reaching our goals as a 

professional air con company firm who sell our knowledge and expertise to assure 
that our success rate is always on top standard for our client’s business profile. 
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4. VISSION , MISSION , SHORT ,MEDIUM AND LONG TERM GOALS 
 

4.1. Vision and Goals 
Our vision is to create an innovative air con company that will be transformed in a 
specialized family base air con company that will generate experienced personnel to 
create a bigger field of specialization. We strive for success; we seek more knowledge 
and aim to reach our goals not only on the long run but also in the near future. We 
attract public interests by creating a sense of trust and accountability. We strive to 
adhere to our promises. Our goals are set to be reached; we commit to our standards 
and aim to keep our goals realistic and sufficient. 
 
4.2  Our Mission: 

The mission of TMS aircon is to provide the community with sufficient air con advice. 
We exist to attract and maintain customers and to support the public interests in our 
community. When we adhere to this maxim, everything else will fall into place 

 Working with our clients, we continue to find fresh, "unexpected" solutions. We 
supply products that add value and stand out by being remarkably different from the 
normal offering. Our aim is not only to protect our client’s assets and minimise their 
losses, but also to strive to create solutions that will expand their business and allow 
them to exploit new opportunities. 

4.3.  Objectives: 

The company objective is to become the number one air con company who specialises 
in domestic, commercial air con needs. We aim to reach the highest success by reaching 
for the highest standards. These goals are set within the company as well as our other 
fields of specialisation. 

We will always strive to provide a service of the highest quality in a prompt efficient 
and professional manner.  

Our aim is to reach the following short, medium and long term goals. These goals are 
set to be reached in a smart, realistic, timeous and achievable manner: 

o Short term objectives: To generate revenues of R1 000 000.00 within 6months 
for our suppliers company to ensure that we stay on the top ten of accredit 
dealers. We therefore aim to secure our position in the air con industry by 
generating sufficient revenues for our client as well as for our firm.  

Our short, medium and long term goals are outlined as follows: 

           SHORT TERM GOALS AND OBJECTIVES: 

o We aim to reach a target of R1000 000.00 within 6 months. This target can 
only be reached if the company reacts promptly and efficiently to all offers.  

o Customers’ needs be attended to timeously in a time sufficient manner. This 
objective is reached with the help of our highly developed network system. 

o We strive to continuously provide excellent and expert air con advice. 
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o To leverage existing relationships with key stakeholders in the air con 
environment and demonstrating our established track record of success. 

o We strive for sufficient and fast finalisation of all air con projects. 

MEDIUM GOALS AND OBJECTIVES:  

 Our medium goal and objective is to be known as an expert air con company 
who specialise in fast serv. We strive to become more known under more 
companies such Carnival mall, FNB etcetera. To develop more relationships 
with the stake key holders in these fields and to expand the company’s 
opportunities into a more specialised but expanded fields within a period of 5 
years. 

LONG TERM OBJECTIVES: 

Our aim is to open a second branch in Gaansbaai as well as Katoe. Our company 
is currently running more and more air con matters in the said areas. We aim to 
strengthen our client relationships by giving them a more viable and cost 
effective service. This goal can only be reach by spreading the company’s wings, 
expanding our service department and by giving more expert advice within the 
required vicinity of our biggest client. 

To reach these objects our firm has set the following core values. We aim to 
pursue these values and strive to adhere to the following objections in order to 
reach our goals not only on a short term basis but also on the long run. 

4.4. Core values to reach our goals and objectives:  

The objectives can not be reached without a sufficient structure that we promote 
amongst our staff and highly qualified personnel. 

i) We strive to meet our client’s best of interest at all times. 
ii) We strive to give a viable, professional and excellent service and air con 

advice. 
iii) We strive to promote an environment that encourages our staff members. 

We regard TMS aircons to be a family that strives to reach the highest 
standards rather than an air con company that only works to reach our 
targets. 

iv) We will conduct our financial affairs to provide financial strength and 
growth which is in particularly regarded as important on the long run. 

v) We will always expand our air con views and goals to ensure that we remain 
a diverse and expert air con company. 

vi) We will work hard to enhance a supportive attitude. Being that amongst our 
staff as well as our current and stable clients. 

vii) We will pursue our interest in our community and aim to form an important 
part of our community needs and interest to enhance the public’s confidence 
in our company. 

viii) We belief in hard work, we enhance trust by being honest and supportive 
in our air con environment. 
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5. ORGANASATION CHART  

 
 

 
 
 
Organizational composure: 

The position outlined herein above has the following responsibilities.  
 

1) Senior member:               *Client relations. 

                                                *Attending to urgent client meetings  

                                                *General Management 

                                                * Monitoring of business relations. 

2) Junior technician:             *Installations. 

                                                *Removal of air cons. 

                                                *Quotes.(on site) 

                                                *Invoice. (on site) 

 

3) Personal Assistant:          *Acknowledgement of new instructions. 

*Independently running new instructions                           
with regard to collection matters. 

 

4) Typists:                              *Assisting with incoming mail, drafting of        quotes. 

*Drafting  

*Instructions to correspondents 

                                                 

 

 

7)Collections department :  
A small department which is being managed by our “gouver”. 
 

8) secretaries: 
The company has 2 secretaries who deal with incoming instructions, drafting of 
quotes. Attending to telephone calls. Attending to the diaries of the technician. 
 

 

 

 
Senior Member 

Senior technician Personal Assistant 

 Technician Collections Administration 

Secretary 

Typist 

Debtors Clerk 

Cleaners 

Bookkeeper 
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9)Administration: 
Consist of 1 filing clerk who attends to received faxes and emails. Filing of jobs 
and completed jobs. 
 

10)Bookkeeper / chartered accountant: 
* Manages day to day financial affairs and ascertain whether short medium and 

long term goals can be reach within the current budget and financial plan. 

* Requesting of and payment of correspondent accounts 

* Bookkeeping and financial reporting. 

* Attending to statement of accounts and monthly payments to   debtors. 

*General office management and administration, 

 

11) Typist: The company has 1 typist and receptionist to attend to drafting of 
letters, emails en notices. 

 

13) Cleaners: attending to clean the offices once a week. 

 

                            
 

6. THE MARKET 

6.1 PURPOSE AND MISSION  
TMS aircons is a general purpose air con company who is passionate about the air con 
game and who believe in a company that serves the best interest of all South African 
Citizens. As a passionate air con company we work in a professional manner that shows 
our faith in the customer as a crucial instrument of business passion, integrity and 
professionalism. 
The company is mainly situated in the East Rand Gauteng and is in the near vicinity of 
most of our customers in Gauteng. 
Founded in 1999 by M P De Bruyn the company has expanded and transformed to such an 
extent that we are currently shifting the company’s focus to domestic, commercial and 
developer. 
 
Our aim is to bring innovative business solutions to all sectors of the air con game. We set 
standards not only to be met with a hundred percent success rate but also to serve the best 
interest of all South African citizens. We strive to provide a viable service to assist and 
attain the interest of our society. 
We care about people; we aim to render an excellent service in our society which includes 
services to all small and medium size enterprises. 
 
We work with accuracy and integrity. We aim to serve the interest of the customer on a 
professional and successful standard.  
Consisting of a technician, 2 semi-skilled technicians and 8 equipped staff members, our 
mission is to be the preferred legal service provider to the society of Gauteng. To always 
be professional and ethical in all our business dealings and to add value to our clients. 
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6.2 MARKET APPROACH: 
In order to grow and promote our business the company has acknowledged a market mix 
which is more commonly known as the four ‘p’ theory. The general view is that the main 
factors are the following:  

i) product; 
ii) place; 
iii) price; 
iv) Promotion. 

 
i) PRODUCT : 

As we render our product in the form of a service. We attend to render services that satisfy 
the needs of our clients and our services are used to generate a revenue. 
Your long term success is focussed on a well developed product rendered in a form of a 
highly qualified service that includes: 
 

1) Expert advice; 
2) Rendering a highly specialised service in the air con industry and more in specific 

those who specialise (commercial and private) air con needs. 
3) We endeavour to expand our product by taking advantage our unique position to 

creating more services for our clients  
 

It is important for our firm to render our services sufficient and timeously. Our product is 
reflected by the standard of service which we deliver. The standard of our service can only 
be sold by word of mouth. 
 
The higher the quality of service rendered the better the outcome and the more revenue is 
to be rendered. 
 
We aim to satisfy a highly sensitive market and target audience, thus are we aiming to 
satisfy the client before debiting any fees. Our products are strictly delivered on a no 
completion basis, accordingly are we attending to the needs of our clients in a highly 
advanced and professional manner. 
 
Being an air con company an entrepreneur must realise that its product lies within his 
knowledge. Our knowledge needs to be used productively as we are participating in a 
highly competitive market. 
 
One needs to realise   that an air con company is a business to be run in professional and 
time effective manner. We are restricted to timelines and as an air con company we aim to 
never go beyond our time limits. 
 
We adhere to the fact that when considering the needs and demands of our clients, it 
becomes evident that our service to our clients is absolutely paramount. It is essential for 
our company to provide the best of service, which not only include the quality of the 
service. 
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Branding of our service: 
The main importance of branding is it permits a business to differentiate its products, 
adding extra value for consumers who value the brand and improving the profitability of 
the company. 
 
In order to distinguish TMS air cons from other air con company we adhere to the 
following service strategies: 
 

 Immediate handling of client needs 
 Utilisation of efficient software based billing and software systems. 
 We have a proper network system in place  
 Frequent client communication. 
 Communication in a friendly, honest and professional manner. 
 

ii) PLACE 
We are situated within the near vicinity of our most valuable clients. We are easily 
accessible to our clients. Our offices are within the close proximity of the clients. 
 
We are closely situated from both the Johannesburg and Pretoria CBD and are we 
accordingly in the fortunate position to get work done timeously within these areas. There 
is accordingly no need for our office to establish another branch within the central 
business district. However it is set as a long term goal and objective in order to provide a 
more sufficient service. 
 
As set out in our SWOT analysis we emphasized that we are within the near vicinity of 
our most important clients. Our parking area sufficiently incorporated for our clients, it is 
easily accessible and prior arrangements for parking is not required. Though we do assure 
that the parking location is a safe area to set our clients at ease. 
 
We do however give serious consideration to visit our clients at a time and place which is 
more convenient for them. By this we tend to create a tremendous amount of goodwill 
with the clients as they are being perceived to be part of the business. By visiting the 
premises of our clients we take advantage of the opportunity to create more business 
relationships which will invariably result in more work opportunities as a result of the 
discussion which took place at the client’s premises. 
 
iii)  PRICE: 
Consideration of customer expectations about prices must be addressed in a very 
professional and very sensitive manner. 
 
As the question of price is regarded as a very important issue to be solved prior to 
attending to any matter we endeavour to discuss our fee structure on the very first 
consultation. In order to set our clients at ease and to erase any form of insecurity which 
may arise from the start we regard it as important to advise our clients as to the outset of 
how we charge our fees and the rate of charging. 
 
We assure that our clients understand the fee structure and feel comfortable as to how 
payment is to be made for services rendered. 
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When involved in contract matters it is desirable to make an arrangement with our clients 
to agree on interim accounts in respect of work which has been done. By doing this we 
erase the problem of rendering accounts that are too high and further assure that the 
company’s cash flow is constant. 
 
The company aims to generate services at an affordable price. Our fees are not too high, 
therefore are we preventing to price ourselves out of the market. On the other hand are 
our prices not to low to create an impression that we deliver a poor and cheap service. 
 
We further insure that we stay updated with the market tariffs as amended in order to 
debit fees on a strict manner when so required. Alternatively we do deliver services at a 
reasonable and agreed fee. Prices are set at a level that reflects the average industry price. 
 
We also have an excellent correspondent network across the Republic with whom we have 
a fix fee arrangement. By arranging a fixed fee with our correspondent we assure that our 
clients are not burdened with to high fees incurred for services rendered in different 
regions of the country. 
 
It is therefore very important for our company to quantify our demand curve to estimate 
what volume of sales will be achieved at a given price in order to achieve the following 
pricing objectives: 

 To maximise profits; 
 To achieve a target return on investments; 
 To achieve a target sales figure; 
 To achieve a target market share; 
 To match the competition, rather than lead the market. 

Thus when determining our prices for specific services rendered our company attend to a 
proper study of both internal and external factors that can affect our target market on an 
occasional basis. 
 
Internal factors which can also be controlled by the company include company and 
marketing objectives. While pricing are influenced by many types of objectives set up for 
the marketing functional area, our company acknowledge the four key objectives in which 
price play a central role: 
 
*MARKET SHARE: 
 Our company render services in a highly competitive industry, especially the air con 
industry. Our pricing decision is therefore based on the objective of gaining a hold in a 
new market and retaining a certain percent of an existing market. This objective is known 
as market share .Our prices are set at a reasonable rate to insure that we retain market 
share in the high air con market where the competitors in this industry are more than 
willing to compete in prices. 
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*CASH FLOW:  
We seek to set our prices at a level that will ensure that sales revenue will at least cover 
production and marketing costs. This approach ensures that the marketer worries less 
about labour product profitability and instead directs energies to building a market for our 
product. 
 
*RETURN ON INVESTMENT: 
As marketing objective we require that our products attain a certain percentage return on 
the organizations spending on marketing our product. 
 
 *MAXAMISE PROFITS: 
We aim to maximise our profits by setting a fixed price for certain products. This objective 
is especially required with older products that are no longer growing and the demand for 
this specific product is declining.  
 
iii) PROMOTION: 
To promote our company we adhere to the following goals and objectives:  

i) delivering of a professional service in a friendly and sufficient manner; 
ii) To insure that our services rendered to our clients is of such a great standard 

that our company is merely being promoted by way of word of mouth  
iii) We treat our clients as most important; we strive to satisfy our client’s needs in 

the highest professional manner. 
iv) We present our company by giving high quality work. We insure that our work 

is neatly done. We also assure that the outer presentation of our company is 
being promoted as a professional environment that is clean and well decorated. 

 
 
6.3 SITUATIONAL ANALYSIS 
The company’s current target market is mainly domestic and commercial .The company’s 
has done a fair amount of research to determine their common attributes for our prized 
customers. In an addition to determine the leverage of service the company’s aim is to 
deliver their services at reasonable prized billing for services rendered and expertise and 
knowledge distributed amongst our clientele. 
 
Our company’s aim is to distribute our services by delivering a specialised service and by 
sharing our specialized knowledge in the field  
Our aim is to provide a specialised and professional service to our prized customers, same 
which can be more clearly discovered by the chart as set out herein below: 
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services attributes and distribution 

Comercial

Domestic

  
 
As set out in the distribution chart it is evident that the company’s main distribution target 
is to provide their services, capability, infrastructure and knowledge toward the short tern 
insurance market. 
 
History and research has proven  that a company’s main target market seldom remain 
constant  for at least 10 years , hence does the company still aim to distribute their services 
at a reasonable prizing strategy towards our  other sectors of the target market. 
 
In attempt to adhere to our current competitors and to constantly be at the top of our game 
we endeavour to attend to the market’s needs in the following manner: 
a. By providing  highly qualified service and consultations for any issue a company  

might face ; 
b. To fulfil the following benefits that are important to our customers;  

 
c. We endeavour to consider the merits intensively before we attend to a work related 

matter. 
d. Our aim is to provide legit, constant and truthful information to our clients, hence to 

we avoid creating expectations that will only lead to disappointment. 
e. We further aim to do intensive research into our competitive prices. We strive to limit 

our overheads extensively and strive to deliver our knowledge and expertise at 
reduced prices. 

6.4. MARKET ANALYSIS  
As the air con company’s in the Gauteng Province is on the increase on a daily basis. In 
Gauteng alone there are about 30 000.00 air con companies. The competition in Gauteng is 
demanding and increasing on a daily basis. The demand for air con companies who 
specialises in commercial and domestic is becoming fierce. 
 
In order to lead the target market industries we adhere to our standards of highly 
professional, sufficient and excellent services, which include a specialised knowledge in 
our target field. 
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Thus are we striving to reach our short and long term goals by enhancing and promoting a 
company that is rapidly growing amongst our competitive company’s. By reaching our 
targets we aim to occupy the share that our competitors have in the market and thereby 
we mitigating the threat they pose in our business. 
 
6.5) MARKET SEGMENTATION 
A client has different needs and expectations and is it impossible to satisfy all client needs 
at the same time. 
 
We therefore regard it as an essential factor to identify and segment our target from the 
entire competitor’s market. 
Our key objective is to: 

i) Identify common denominators of our client’s needs. 
ii) Allocate appropriate resources; 
iii) Identify opportunities within the markets 
iv) Communicate and meet the needs of our clients accordingly. 
 

In market segmentation we determine the match between   the benefits offered by our 
company and the need of the prospect. 
To assure that the segment is measurable, accessible, sustainable, differentiable and 
actionable the process is being conducted in a strategic manner in order to provide our 
company with a competitive advantage. 
Elements that the company consider are:  

i) Profit potential versus input. 
ii) Growth potential of the segment; 
iii) Capacity and ability of our company to meet the needs of the segment. 
iv) Competitive advantage that the company will gain through our target market. 

 
Market segmentation concerns the needs of our clients, therefore how they decide between 
one offer and another. 
Market propositions or the means available to the company to improve the match between 
benefits sought by our clients. As referred to herein as the four ‘P’ approaches which 
conclude a mix of product features, price, promotion and place. 
 
THE NEED IN OUR COMPANY: 
Effective and successful completion of projects, same which include the finalisation of 
quotes agreements between companies and us. We further aim to satisfy our client’s needs 
to do a fast and reliable assessment in a prompt and sufficient manner. This is done within 
the ambit of our company, under one roof and under one management structure. We 
strive to build constant business relationships, hence we do also attend to our clients 
private needs and requests which falls in the scope of the air con company. Accordingly 
we do aim to expand the sales department of our company. 
 
TARGET AUDIENCE 
The question arise as to who will benefit from the services rendered by our company. 
 
Our target audience consist of every person in our community. We deliver a service to 
every person on the street who owns property, who own movable property all these needs 
require a service to be rendered by our company.  
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Our target audience thus consist of the whole community and is therefore situated in 
Springs. Therefore is it of utter most importance to create sufficient and adequate 
relationships with our clients. 
 
We promote our service with confidence and create a feeling of trust amongst our clients. 
We adhere to their specific needs. Needs which are to be dealt with promptly and in a 
friendly, though professional manner. By reaching these standards we aim to attract more 
clients. 
 
A strong brand differentiate a company from its competitors, provides access to new 
markets, re-assure existing markets, provide longevity to the company. 
 
COMPETITOR ANALYSIS 
Determining the company’s competitors is also a very important factor that the company 
need to determine. As a small company we strive to ascertain our competitor analysis in 
the most cost effective manner. 
The following objectives are being discussed briefly: 
 

i) WHO IS OUR COMPETITION: 
The air con industry consists of more or less 10 air con companies. This rough estimate 
does not even include the smaller companies. Every big air con company has their own 
suppliers. This competition is fierce and our company is required to have a definite 
understanding of our client’s needs and requirements. 
 
ii) SET A SUCCES TARGET TO MEASURE OUR IMPROVEMENT. 

In an attempt to ascertain our success rate amongst our competitors our company 
strive to reach a 100% present satisfaction rate. This is a strict target to achieve, 
though is this requirement of the utmost importance to make a prominent footprint 
in our target market. 
 
We keep our ears to the ground to ascertain how similar company’s attend to the 
same circumstances differently, thus creating space to improve our administration 
system. By improving our game plan we strive to improve our business strategy to 
mitigate any threats our competitors my pose to our company. 

 
7.  MARKET STRATEGY 
Marketing strategy concerns the decisions that marketers make to help the company 
satisfy its target market and attain its business and marketing objectives. Our market 
strategy therefore include extensive and high qualified services and knowledge in our 
specialised field, hence do we prevent to adhere to the general saying of never take on to 
much than you can achieve. We aim for success; therefore we structure our clientele on 
such a fine and intense leverage in order to render the best service at the lowest possible 
price. We have a specialised marketer that reserves his focus primarily on market trends , 
market growths , market distributions and who strives to advertise our company as a 
product of specialised knowledge and expertise. 
 
7.1. TACTICAL MARKETING STRATGEY  
The fact remains that air con companies should stick to their profession, same which 
definitely do not include marketing and technology. Our company came to a stand still in  
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which one had to accept that the company can only expand by promoting their services 
and knowledge on the more known internet resources such as twitter, face book and other 
familiar search engines. 
We therefore made significant provisions for an advertising and marketing budget. We 
aim to be viewed as market leaders in product quality at the best reasonable price within a 
fierce competitive market. 
 
TMS air con desires to be discovered by the mere searching on an internet search engine. 
Our marketer, being SA Quotes mainly situated in JHB updates our advertisements on a 
regular basis, same which is very user-friendly and easily accessible. 
 
TMS air cons therefore strive to become the well known amongst their competitors. 
Yet another success and well reached goal for the company that remains a 100% success 
department by targeting our market and by rendering a 100% specialised service. 
 
We constantly arrange for our personnel to attend to training sessions.  
Once again never on the back foot. We strive to deliver our knowledge and highly 
qualified service in all our specialized departments. 
 
 
7.2. SALES STRATEGY: 
 
Although the concept of selling might be new and foreign for some air con companies, it 
remains an aspect which one can not ignored. In fact every interaction between a company 
and his client is a process of positioning and selling product. The strategy followed by our 
company is to talk to our clients. Their needs and situations are discussed openly between 
the parties. Our clients are required to verbalise their needs to the company and the 
company are required to explain what specific solutions and values our company can 
offer. 
 
Our sales methods focus mainly on selling a product to create a trust based relationship 
amongst our clients by improving our sales strategy of our company, which includes each 
and every employee, who are encouraged to be eager, outgoing and glittering. We 
therefore require our employees to be extroverts as we works with the public on a 24 hour 
basis and are the need required to create a product which the people like. 
 
As selling is an interactive approach where a personal element is present, our skilled 
salespersons are flexible and adaptable with their sales approach.  
 
We adhere to the following approach to enhance our sales strategy: 

i) We spent more time on more important tasks such as marketing strategies, 
improving customer relations, and implementing new strategies to expand and 
promote our services. 

ii) We aim to be different, be accessible at all times being that in person or 
telephonically, thus creating a greater impression in our target audience which are 
paramount in our competitive industry.  

iii) We build relationships with our clients in attempt is enhance our services to be 
sold. 
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To promote our sales strategy we make provision in our budget for entertainment for our 
most valued clients; attend to client training and seminars. 
 
We spread newsletters to promote our highly qualified services .We further advertise our 
services. We budget for sponsorships and social activities.  
 
7.3. STRATEGIC ALLIANCE: 
Teaming up with others adds complementary resources and capabilities, enabling 
participants to grow and expand more efficiently. 
 
A successful strategic alliance consists of the following planning process: 

i) Define expected outcomes from the relationships for all the parties in the strategic 
alliance; 

ii)  Define and document the elements provided by each party, and the benefits a 
successful alliance brings to each. 

iv)  Identify the results that will cause the alliance to be most beneficial four our 
company and define the structure and operating issues that need to be addressed to 
achieve these results. 

 
Strategic thinking is used to address issues, make decisions and drive innovation. 
Successful strategic thinking can help maximise resources, add value to businesses and 
evoke positive change. 
 
The strategy components include ideas, market understanding and fearlessness. All 
business ventures require strategic thinking and involve risk of failure. Strategic thinking 
requires analysing the market in light of our company’s strengths and weaknesses. By 
maximising strengths and minimizing weaknesses we can strategically position our 
company to succeed. 
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8) THE HUMAN MANAGEMENT PLAN 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
8.1. THE KEY PLAYERS IN OUR FIRM ARE THE FOLLOWING PERSONS: 

a. M P De Bruyn - qualified technician.   
b.  Personal Assistant: 
c.     Four technicians. 
d.  One Accountant: Fully qualified and registered with the South African 

Institute of Chartered Accounts.                                                                                      
e.    One sale persons 
f.    One receptionists; 
g. Three semi-skilled installers; 
h. 2 General staff for filing including cleaning and assistance 

 (More on future staff under B.E.E) 
 

8.2. RESPONSIBILTIES : 
Each staff member plays a unique roll in the administration of the business  
1)       The senior member as head of the administration process insures that the business 

operates as smooth as possible.  
2) Personal Assistant:  Assures that all the litigation departments run smoothly.  

Head of the company:                      

M P De Bruyn 

Personal 

assistant 

Technician 
Technician 

1 Charted 

accountant 
 

1 typist 

3 

collection

s  

1 

receptionist 

2 general 

staff for 

filing 
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Each key player has a unique roll to be fulfilled to insure that the company reach its goals 
successfully. Every key player needs to fulfil their responsibilities and we strive to 
motivate our employees by giving them regular incentives and bonuses. This assures that 
each department of service is being strengthened by hard work and commitment. 
 
The main areas to be developed are the semi-skilled technician. This development is being 
structured by regular courses and seminars to which our key members attend to. 
 
This stages requires continually monitoring the progress of the HR plan against our, short, 
medium and long term milestones. It include in reviewing any areas for improvement and 
adjusting the plan to make corrections or to address new issues. The human resources 
department is usually tasked to evaluate the effectiveness of the HR plan. 
 
The organisation must create strategies to close the identified gaps .It must acknowledge 
internal and external issues that can affect our staff, such as changes in demographics, 
legislation and technology. Action plans can include training, recruitment, contacting or 
outsourcing, organizational restructuring and technological enhancements. The company 
may develop its staffing plan in-house or engage the service of a consultant. 
 
HUMAN RESOURCES POLICIES (LABOUR LAW AND CODE OF CONDUCT): 
With the installation of a new government, administrative restructuring had to be 
initiated. A Human Resource In departmental Task Team has been established to enhance 
coordination and to develop coherent policies and strategies. The HR policies of South 
Africa are influenced by these developments. The South African HR Department is trying 
to formulate such policies for all and a lot of local people will be interested to take up jobs 
here. 
 
Some of the important features of HR policies in South Africa are: 

i) Recruitments policies: local nationals are entitled to get full time jobs in any 
industry provide that they have proper skills and qualifications. Fluency in 
English and one of the official languages of South Africa is also very important.  
The Employments Act, Department of Labor controls different recruitments 
policies of South Africa  .The signing of a contract is essential on the part of both 
the employer and employee. 

 
FUTURE REQRUITEMENT SOURCES AND POLICIES TO ENHANCE SKILLS 
DEVELOPMENT:  
To assure that we employ equipped personnel we tend to make use of recruitment 
agencies who refer specialized and required personnel to our company, hence to we 
adhere to our policy to deliver a specialized service. 
 
Our company further makes use of specialized personnel to peruse through all received 
applications, to in event to minimize the received applications to a minimum of 5 people 
to be interviewed. 

When we recruit staff, we look for a mix of leadership, emotional intelligence and intellect. 
We hire people who enjoy the challenge of a seemingly impossible task - self-starters with 
the ability to read between the lines, who are skilled and focussed and who have the 
ability to work in teams. We are far more than a group of qualified independent 
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professionals working together in an orderly manner. We are a passionate, interdependent 
team that is truly able to understand your business and work with you in order for you to 
achieve your business objectives. Our interviews consist of an extensive checklist to which 
each candidate is to be qualified and judged accordingly. 

 
D) SKILLS DEVELOPMENT FOR STAFF 
The company specifically budget for regular training courses to keep our office 
infrastructure 100% up to date and assure that our personnel stay motivated and well 
equipped with the required knowledge in their field of employment. 
 
10) RESEARCH AND DEVELOPMENT OF THE BUSINESS. 
Research and development refers to the process of developing and testing new products 
that eventually may be put on the market. We regard business research to be an essential 
part of the development of our company. 
 
Business research and development is often conducted in regards to specific target 
markets of the company competitors and is performed through primary and secondary 
methods .By conducting business research strategic and informed decisions can be made 
which in turn can assist the company to expand and increase its profit levels. 
Our company therefore makes use of the following research services: 
 
We are subscribed users; hence do we receive updates on all air con report on a monthly 
basis. 

 
This structure assures that we occasionally adhere to the most recent market trends, 
current trends in the recent air con infrastructure and technology. 
 
 
11) INFORMATIONS SYSTEMS PLAN 
 
Need analysis: 
It is a very complex task in every business venture to plan the necessary requirements for 
IT equipment, business phones and technical equipment. 
 
By virtue of proper planning we ensure that our company is properly operational. 
 
Important factors that we bear in mind in making decisions with regard to required IT 
equipment’s are: 

i) How many phones are needed? 
ii) Location area of telephones? 
iii) Identifying where desktop computers are to be located. 
iv) Check the network cabling to establish whether it is sufficient. 
 
Office design and IT requirements need to be monitored together to ensure that the 
office layout is practical when it comes to the IT requirements and where the IT 
equipment needs to be installed. 
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Our practical approach in the office design consists of the following key aspects which 
one needs to bear in mind: 

i)What space is available and how many people are currently employed must be 
determined in order to establish the locations and workstations or other devises 
,such as networked printers that is needed to complete a comfortable office 
design. 
ii) One needs to establish whether the office will use standard or low voltage 
cabling or will the office have Wi-Fi capabilities. If using Wi-Fi, where are the 
access points going to be located? 
 
By thinking practically about exciting design projects and by taking advantage 
of the newest trends in the IT systems we will ensure that we get the most out of 
our space available without sacrificing the company’s functionality. 

 
Our company’s infrastructure consists of more or less 4 computer systems. We are 
connected to a Network known as Telkom connect in which we receive regular updates on 
air cons. 
 
We further use other known computer programs such as excel and Microsoft. 
 
Our computer systems are further occasionally updated by our IT technician to adhere to 
recent changes in the global technology. 
 

Our state-of-the-art IT-driven support systems provide our professionals with a constant 
stream of up-to-the-minute data from around the world. Any factor that may give our 
clients a competitive edge: every relevant piece of information that can possibly be 
obtained is obtained. Highly experienced professionals are dedicated to gathering, 
filtering and making information available at a pace and volume few can match.  

All of our operations which demand skills outside the air con company are managed by 
experts in their respective. This infrastructure enables our legal professionals to focus on 
that for which we have become renowned. 

CAPACITY BUILDING: 
Capacity as the ability of the individual to perform functions, solve problems and set and 
achieve objectives in a sustainable manner. The term capacity building, describe the task of 
establishing human and institutional capacity. 
1) Organizations and systems; 
2) Equipments; 
3) Personnel  
The above components are interlinked and have to be studied together to prevent negative 
implications. 
Equipped, skilled and qualified staff in a workplace is an important key to the company’s 
success. Failure is evident when there is a conflict of interest and confusion of the division 
of roles. 
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There are 10 steps involved in capacity building:  
I) define the company objectives : staff needs to know their position in the workplace 

and need to understand the importance of their responsibilities, 
II) Determine necessary activities to meet objectives. 
III) The systems as set out above must be utilized to achieve the company objectives. 
IV) Determine required equipments. 
V) Review job descriptions for each job junction. 
VI) Training needs assessment. 
VII) Prioritize identified training needs. 
VIII) Determine the most cost effective way of training. 
IX) Start the process of training and motivate staff for the benefit of the company. 
X) Evaluate results. 
 
12) RISK PLAN 

FIDILITY FUND AND INDEMNITY INSURANCE 
Our company has taken note of the risks involved in the business venture and are content 
that such risks have been thought through and discussed, thoroughly calculated and 
adequately prepared.  
 
The following important factors have been considered and implemented: 

i) A clear definition of roles and responsibilities so that every employee within the 
practice understands the extent of his authority and the circumstances under 
which consultations with others are required. 

ii) A System of supervision and monitoring provides general oversight and 
periodic reviews of the work of every partner and employee. 

iii) Written policies and procedures (and codes of conduct) that defined 
expectations, rules and procedure. 

iv) Comprehensive training programs to insure that all professionals understand 
the policies and procedures under which they are expected to work. 

v) Reporting mechanisms that recognise that mistakes will be made and that 
encourage rapid ‘no fault’ reporting if circumstances that may give rise to 
claims. 

vi) Enforcement mechanisms to put teeth into the written policies and procedures, 
 

MITIGATION OF RISK  
In order to financially mitigate the occurrence of risks the following information is 
provided regarding insurance that has been put into place to protect our company against: 
Insurance cover is in place to protect the company against loss arising from theft of trust 
money/property by the company/employees.  

 
13) IMPROVEMENT TO OUR OFFICE LAY OUT AND SKETCH 
 
Our office space is set out in such a manner to create an innovative and motivational 
environment for our personnel. The outlet of office layout is attached that the end of this 
business plans. The office set-up consist further of one offices area and workshop to 
accommodate and optimize our personnel effectively. 
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14) ENHANCING POSSITIVE FIRST IMPRESSIONS 
 

In order to enhance the image of the company with reference to how our employees make 
first impressions, the following has been adopted as guidelines when it comes to 
employees and dress codes: 

 Dress neat and appropriately. 
 Dress consistently. 
 Dress for you body type. 
 Dress in the best quality you can afford.  
 Dress with finesse. 
 Dress for the part you want to play. 

The following has been implemented by our management: 
 A decision has been made that casual dress is inappropriate in the business place. 
  Dress code policies are in place. 
 The company provide for professional appearance and etiquette training. 
 The company provide for global training programs.   
 The company holds leaders accountable to model the company image. 

Our company aim to create lasting positive impressions by making use of the following 
tactics: 

1) Employees are taught to be always friendly and very professional , being that in 
personal consultations or in telephone conversations 

2) Never neglect or fail to attend to left messages. 
3) Always know that the client is right, you are only appointed to provide the correct 

air con. 
4) Never make promises that can not be met. 
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15) CONCLUSION 
"If you do what you've always done, you'll get what you've always got"  
As a small Aircon Instillation Company we strive to achieve our goals. We set high 
standards to be met. 
History has proven that TMS Aircon Installations cc is a confident and professional 
company. 
 
To change a life one must change the way you think. Behind everything we do there is a 
thought.  
 
Our thoughts are air conditioning orientated, hence to we met our high standards as a 
Aircon Company who adhere to our client’s needs and requirements 

Real innovation thrives in the bringing together of a multitude of disciplines with one 
common goal. Our internal processes are cross-linked - connecting together specialist 
teams of professionals to give you the upper hand.  

 We are a company of diverse and free-thinking people. With our team of highly skilled 
professionals, we lead the industry in creating a company that is truly representative of 
the people of South Africa. 
  
Although our growth over the years has been exponential, this has not diminished our 
passion for client service and we remain absolutely committed to sustaining the long-
standing values that have entrenched the relationships of trust that we have with our 
clients.  
 

16) Our company references 

1. Company Name:  Clinix Lesedi Private Hospital 
 Name:    Renier Herrman 
 Tel number:   079 402 8338 
 
2. Company Name:   Alberante BMW group 
                               Name:               Hendrik Jansen 
                               Tel number:   011 861 8000 
 
3. Company Name:   Trident Steel 
                               Name:               Pieter Steyn 
                               Tel number:   011 861 7211 
 
4. Company Name:  Lemon Tree shopping center 
                               Name:                Hennie 
                               Tel number:    011 907 9085 
 
5. Company name:                         Ekurhuleni 
                               Name:                                          Andre Dry 
                               Tel number:                                 082 450 0706 
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We are proud to also add the following newly acquired customers to our growing corporate 
customer base: 

 
Dr SK Matseke Hospital in Soweto,  
Igagasi Primary - Vosloorus,  
Protea School - Springs,  
Olympia School  
Jan van Riebeeck Primary School - Springs 
 


