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HISCO Annual Report
CEO Letter
Hello Stan Sloan,
I would like to take this opportunity to thank you for the opportunity that you granted to be the CEO of HISCO Company. Right from the start of this appointment, I was committed to putting all effort into ensuring that HISCO grows accordingly. I developed several items when I first came to HISCO. One of these variables was based on my strategies. I changed this Company's strategies to ensure that we gained the set goals, which were both short and long-term. When I came to this Company, I realized that there were certain challenges that were undermining its growth. One of these problems was poor planning and budgeting. HISCO did not have efficient budgeting and planning. Having in mind the benefits of proper budgeting and planning. I knew that I was supposed to change this aspect right away hence making necessary changes. I started by coming up with proper budgeting and planning to ensure that we were in line with our goals. It is crucial to note that budgeting is a crucial aspect in every Company as well as planning. Proper budgeting enabled me to allocate resources in order. Initially, HISCO used to waste resources since they were poorly allocated. This strategy aided the organization in avoiding wastage of resources. All resources were also accounted for hence enhancing transparency in every sector. I also improved the strategy on advertising and marketing. I knew that marketing and advertising were the only ways that we were going to use to promote our products. Through these strategies, we were able to acquire more customers. On the same note, we retained our existing customers since they were reassured of our persistence in this market and industry at large. 

After analyzing HISCO’s current SWOT analysis, I think that I will make some changes to it. Our current SWOT analysis still provides a detailed description of our strengths, weaknesses, opportunity, and strength. I’m glad to report that we have the best technology in this industry. I utilized this strength to the maximum to ensure that we experienced growth by the end of the year. One of the adjustments that I will make in our SWOT analysis is based on brand. I will include a strong brand as the other strength that we attained during the year. I’m happy that I have been able to aid in rebranding HISCO. Our brand is now the best in this market. We have managed to maintain the best brand in the market. This branding has enabled us to improve our volume of sales which is also reflected in our annual net income. Based on the Company’s strategy, I will maintain the already existing strategy unless they become insufficient and unproductive. For instance, I think that cost leadership, differentiation, and business expansion strategies are still crucial for our Company since they support our growth. 
Based on negotiation with stakeholders, I will employ an integrative method. The main reason why I prefer this negotiation strategy is that it is a win-win negotiation method. Every stakeholder will feel he or she is appreciated since no one losses. This means that every party will mutually benefit from the decisions made. This also implies that we will always have peaceful negotiations with limited conflicts among the stakeholders. Based on our technology, I think that we will still use it in the future. We will also ensure that we observe the changes in the technology to ensure that we incorporate a more refined technology once launched. Therefore, I will be on the lookout to ensure that our competitors do not adopt these technologies ahead of us. Finally, I expect HISCO to grow in the next two years than the previous years. Another issue that I would wish to inform you is that I will always improve the organization’s culture to ensure that all employees are on the same page.
Yours Sincerely,
Valerie Albury   
Sales, Marketing, and Industry.
One of the fundamental issues to note is that this is a new industry that only entails few players. Apart from HISCO, other players in this industry include REDEX and MATEK. This Reader Technology Industry is mainly associated with the development and the sale of Readers to other parties who later on distribute them to respective hospitals in the United States. We are always in the frontline of making high-quality products that meet consumers' expectations. One of the reasons why we are involved in this business is to improve efficiencies in respective hospitals. For instance, we saw the need to reduce paperwork and administrative tasks in respective hospitals. With Readers, nurses can easily use limited time to understand and record the data since they are being transmitted and translated instantly. Our product also guarantees accuracy since we produce them with the best technology as compared to our competitors. Another advantage of our product is that it can be programmed, and it can also operate virtually across all hospital systems. This is a way of integrating inclusivity in all hospitals. Therefore, various hospitals should take advantage of this new product due to its enormous value and quality assurance. Based on our current data, we have managed to sell our Readers to about 5,300 hospitals in the United States.
We are glad to have reliable suppliers who are ready to support us even at our lowest moments. For instance, our suppliers are always willing to give us raw materials on credit whenever we have insufficient finances to meet our budget. Another reason why we are committed to our suppliers is that they usually deliver high-quality raw materials, which implies that our finished products are usually of high quality due to the nature of the input. It is always important to maintain a good relationship with suppliers since they bridge the production gap. We usually recognize our suppliers as not only vendors but as close partners. We dearly embrace this form of partnership even though it is mainly based on financial transactions. We also ensure that we maintain mutual trust and loyalty to our suppliers. As HISCO, we are glad that our suppliers feel that they are part of our business. This aspect motivates them, and they always remain connected to our business. We usually give our suppliers information regarding our financial position hence making them trust our credit requests. We are also ready to listen to the requests made by our suppliers. Therefore, it is essential to provide suppliers with adequate information regarding any activity that occurs in the organization to ensure that they are on the same front (Butt & Ahmad, 2019). For instance, failure to give this information can lead to understocking of raw materials since they can only supply few raw materials when not informed in advance. HISCO has also made a reasonable investment in the realm of technology. For instance, we installed a suppliers' management software that enables us to track all information about our suppliers and the necessary raw materials ordered at a given time. Another strategy that HISCO utilizes to improve its relationship with suppliers involves payment. HISCO ensures that suppliers are paid at the right time. HISCO is not ready to lose its suppliers due to misunderstandings when it comes to payment. Therefore, we are usually proving to our suppliers that we are reliable customers. Generally, the relationship between the Company and suppliers should be strong and deeper. This kind of relationship can only be reinforced by aspects such as regular communications. This means that companies should always ensure that there is effective communication between them and their suppliers. 

This industry has proved to be quite attractive even though it requires a lot of initial capital for entry. The industry is really growing very fast, and there is a possibility that new players will emerge within the next two years. Some new players will be motivated by our faster growth after reading our annual report and financial statements, to be precise. This is because most companies are only motivated to enter new markets whenever they see opportunities to make huge profits. 
Our competitors (REDEX and MATEK) have displayed great persistence based on their operational strategies. For instance, research and development have been the focus of all players in this industry, including HISCO. As HISCO, we managed to invest in research and development due to varied reasons. One of the reasons why we invested in research and development is that we wanted to obtain more knowledge and insights on how to improve our product. We also invested in research and development because we aimed at developing new products in this market as a way of becoming more competitive. This means that HISCO is focused on increasing its product line. This was also a strategy of reducing the operation cost since HISCO is always in the frontline of embracing lean production. During the first, second, third, and fourth quarter of the year 2022, HISCO managed to invest in three different projects, namely; Project 01, Project 02, and Project 03. In the first project, HISCO invested $50,000 on this process which involved process simplification. Based on process simplification, HISCO intended to simplify the production process. For instance, this project enabled HISCO to simplify the waste emission process hence reducing the cost of operation. This process also recorded a positive outcome since it reduced the cost of labor. Even though this project was costly, it aided HISCO in attaining its financial goals. Another project that added value to our product is based on a speedy reader. This project gave HISCO an opportunity to improve the speed of its readers by 100%. After this project, HISCO managed to produce readers that were 30% faster than the ones that were initially made. This project cost HISCO $45,000 in quarter 4 in the year 2021. HISCO spend $35,000 in quarter 2 in the year 2022. HISCO's third project that added value to its products was market expansion. This project ensured that the use of HISCO's readers is expanded in various hospital departments such as the dietary, housekeeping, and maintenance department. Therefore, the project gave HISCO an opportunity to expand its market. This expansion strategy also gave HISCO a chance to sell its products beyond the United States in the fourth quarter. For instance, HISCO started selling its Readers to hospitals in the European community. All these occurred following HISCO's pilot program in the European community. 
HISCO prides itself on making a good amount of sales in 2022. These sales are attributed to the Company's effort in producing high-quality products. Another aspect that sustained HISCO's relevance in the market is pricing. HISCO's pricing decision was quite clear before the beginning of the first quarter. After a thorough consultation with all stakeholders, HISCO decided that the prices of its products could not be increased by more than 20%. One of the negative impacts of increasing prices of the products is that the Company can lose its loyal customers (Wang, Hu & Liu, 2017). Therefore, every business should always be considerate while increasing the prices of its products. HISCO is also proud because its customers are very loyal regardless of the prevailing prices. HISCO has maintained its premium prices over the years. The main reason why consumers are proud of our products is that the products correlate with the prevailing prices. Consumers are always willing to buy our products since they are of high quality.      
	


	Financial Statements
Income Statement:
HISCO
INCOE STATEMENT
For Year Ended December 31, 2020, 2021, 2022 (in $)
	Profit & Loss [$]
	Q1'20A
	Q2'20A
	Q3'20A
	Q4'20A
	Q1'21A
	Q2'21A
	Q3'21A
	Q4'21A
	Q1'22A
	Q2'22A
	Q3'22A
	Q4'22A

	Total Sales 
	$265,860.00
	$287,910.00
	$308,700.00
	$325,710.00
	$340,990.00
	$360,490.00
	$397,860.00
	$455,950.00
	$611,240.00
	$685,300.00
	$1,136,850.00
	$1,528,450.00

	- Total COGS 
	$129,937.31
	$135,168.89
	$146,749.29
	$136,946.30
	$146,402.48
	$168,478.90
	$185,435.06
	$187,164.21
	$222,876.88
	$239,904.31
	$397,954.24
	$511,724.40

	Gross Margin
	$135,922.69
	$152,741.11
	$161,950.71
	$188,763.70
	$194,587.52
	$192,011.10
	$212,424.94
	$268,785.79
	$388,363.12
	$445,395.69
	$738,895.76
	$1,016,725.60

	- Total Base Costs 
	$204,265.16
	$172,591.33
	$189,725.67
	$215,386.74
	$223,383.32
	$267,979.72
	$293,731.64
	$326,767.14
	$341,755.86
	$431,298.46
	$532,522.65
	$417,555.25

	Operating Margin (OM)
	($68,342.47)
	($19,850.22)
	($27,774.96)
	($26,623.04)
	($28,795.80)
	($75,968.62)
	($81,306.70)
	($57,981.35)
	$46,607.26
	$14,097.23
	$206,373.11
	$599,170.35

	- Interest Expense 
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$1,700.07
	$5,556.70
	$8,941.96
	$13,950.27
	$11,929.20
	$12,490.68
	$16,232.21

	Pre-Tax Net Income
	($68,342.47)
	($19,850.22)
	($27,774.96)
	($26,623.04)
	($28,795.80)
	($77,668.69)
	($86,863.40)
	($66,923.31)
	$32,656.99
	$2,168.02
	$193,882.43
	$582,938.14

	- Taxes 
	($34,171.23)
	($9,925.11)
	($13,887.48)
	($13,311.52)
	($14,397.90)
	($38,834.35)
	($43,431.70)
	($33,461.65)
	$16,328.50
	$1,084.01
	$96,941.22
	$291,469.07

	Net Income
	($34,171.23)
	($9,925.11)
	($13,887.48)
	($13,311.52)
	($14,397.90)
	($38,834.35)
	($43,431.70)
	($33,461.65)
	$16,328.50
	$1,084.01
	$96,941.22
	$291,469.07



Balance Sheet
HISCO
BALANCE SHEET
December 31, 2020, 2021, 2022.
	Balance Sheet [$]
	Q1'20A
	Q2'20A
	Q3'20A
	Q4'20A
	Q1'21A
	Q2'21A
	Q3'21A
	Q4'21A
	Q1'22A
	Q2'22A
	Q3'22A
	Q4'22A

	Total Assets
	$270,828.77
	$260,903.66
	$247,016.18
	$233,704.66
	$264,641.94
	$328,651.03
	$375,492.98
	$475,586.22
	$438,019.64
	$479,446.34
	$834,406.89
	$1,069,294.31

	= Cash
	$180,669.22
	$163,997.06
	$87,082.86
	$46,297.94
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00

	+ Receivables 
	$88,620.00
	$96,390.00
	$137,000.00
	$144,760.00
	$211,738.00
	$256,242.00
	$279,010.00
	$326,447.00
	$270,646.85
	$243,738.37
	$385,872.15
	$526,805.77

	= Total Sales
	$265,860.00
	$287,910.00
	$308,700.00
	$325,710.00
	$340,990.00
	$360,490.00
	$397,860.00
	$455,950.00
	$611,240.00
	$685,300.00
	$1,136,850.00
	$1,528,450.00

	x ACP [Days]
	30.0
	30.1
	39.9
	40.0
	55.9
	64.0
	63.1
	64.4
	39.9
	32.0
	30.5
	31.0

	/ Total Days per Quarter
	90.0
	90.0
	90.0
	90.0
	90.0
	90.0
	90.0
	90.0
	90.0
	90.0
	90.0
	90.0

	+ Raw Material
	$0.00
	$516.60
	$172.20
	$0.00
	$0.00
	$9,815.40
	$35,645.40
	$21,352.80
	$0.00
	$38,739.99
	$62,866.86
	$203,518.14

	+ Finished Goods
	$1,539.54
	$0.00
	$22,761.11
	$42,646.72
	$52,903.94
	$62,593.63
	$60,837.58
	$127,786.42
	$167,372.79
	$196,967.99
	$248,167.88
	$213,970.40

	+ Net PP&E
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$137,500.00
	$125,000.00

	Total Liabilities & Equity
	$270,828.77
	$260,903.66
	$247,016.18
	$233,704.66
	$264,641.94
	$328,651.03
	$375,492.98
	$475,586.22
	$438,019.64
	$479,446.34
	$834,406.89
	$1,069,294.31

	= Liabilities 
	$0.00
	$0.00
	$0.00
	$0.00
	$45,335.18
	$148,178.62
	$238,452.26
	$372,007.16
	$318,112.09
	$358,454.77
	$466,474.11
	$409,892.45

	= Payables
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$25,370.00
	$33,615.25
	$57,082.50

	+ Debt
	$0.00
	$0.00
	$0.00
	$0.00
	$45,335.18
	$148,178.62
	$238,452.26
	$372,007.16
	$318,112.09
	$333,084.77
	$432,858.86
	$352,809.95

	+ Equity 
	$270,828.77
	$260,903.66
	$247,016.18
	$233,704.66
	$219,306.76
	$180,472.41
	$137,040.71
	$103,579.06
	$119,907.56
	$120,991.57
	$367,932.79
	$659,401.86

	= Common Stock
	$305,000.00
	$305,000.00
	$305,000.00
	$305,000.00
	$305,000.00
	$305,000.00
	$305,000.00
	$305,000.00
	$305,000.00
	$305,000.00
	$455,000.00
	$455,000.00

	+ Retained Earnings
	($34,171.23)
	($44,096.35)
	($57,983.82)
	($71,295.34)
	($85,693.24)
	($124,527.59)
	($167,959.29)
	($201,420.94)
	($185,092.44)
	($184,008.43)
	($87,067.21)
	$204,401.86


Cash Flow
HISCO
December 31, 2020, 2021, 2022
	Cash Flow [$]
	Q1'20A
	Q2'20A
	Q3'20A
	Q4'20A
	Q1'21A
	Q2'21A
	Q3'21A
	Q4'21A
	Q1'22A
	Q2'22A
	Q3'22A
	Q4'22A

	Cash Provided/(Used) - Operating Activities 
	($124,330.78)
	($16,672.17)
	($76,914.19)
	($40,784.92)
	($91,633.12)
	($102,843.44)
	($90,273.64)
	($133,554.90)
	$53,895.07
	($14,972.69)
	($99,774.08)
	$80,048.91

	= Net Income
	($34,171.23)
	($9,925.11)
	($13,887.48)
	($13,311.52)
	($14,397.90)
	($38,834.35)
	($43,431.70)
	($33,461.65)
	$16,328.50
	$1,084.01
	$96,941.22
	$291,469.07

	+ Depreciation
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$12,500.00
	$12,500.00

	+Dec/(Inc) in Receivables
	($88,620.00)
	($7,770.00)
	($40,610.00)
	($7,760.00)
	($66,978.00)
	($44,504.00)
	($22,768.00)
	($47,437.00)
	$55,800.15
	$26,908.49
	($142,133.79)
	($140,933.61)

	+Dec/(Inc) in Inventory
	($1,539.54)
	$1,022.94
	($22,416.71)
	($19,713.40)
	($10,257.22)
	($19,505.10)
	($24,073.94)
	($52,656.24)
	($18,233.57)
	($68,335.19)
	($75,326.76)
	($106,453.80)

	+(Dec)/Inc in AP
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$25,370.00
	$8,245.25
	$23,467.25

	Cash Provided/(Used) - Investing Activities 
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	($150,000.00)
	$0.00

	= Net Changes to P&E
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	($150,000.00)
	$0.00

	Cash Provided/(Used) - Financing Activities 
	$305,000.00
	$0.00
	$0.00
	$0.00
	$45,335.18
	$102,843.44
	$90,273.64
	$133,554.90
	($53,895.07)
	$14,972.69
	$249,774.08
	($80,048.91)

	= Change in Common Stock
	$305,000.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$150,000.00
	$0.00

	+ Change in Debt
	$0.00
	$0.00
	$0.00
	$0.00
	$45,335.18
	$102,843.44
	$90,273.64
	$133,554.90
	($53,895.07)
	$14,972.69
	$99,774.08
	($80,048.91)

	Total Cash Flow
	$180,669.22
	($16,672.17)
	($76,914.19)
	($40,784.92)
	($46,297.94)
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00

	+ Beginning Cash
	$0.00
	$180,669.22
	$163,997.06
	$87,082.86
	$46,297.94
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00

	Ending Cash
	$180,669.22
	$163,997.06
	$87,082.86
	$46,297.94
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00
	$0.00


Credit Line
HISCO
December, 31, 2020, 2021, 2022
	Credit Line [$]
	Q1'20A
	Q2'20A
	Q3'20A
	Q4'20A
	Q1'21A
	Q2'21A
	Q3'21A
	Q4'21A
	Q1'22A
	Q2'22A
	Q3'22A
	Q4'22A

	Credit Floor
	$325,000.00
	$325,000.00
	$325,000.00
	$325,000.00
	$325,000.00
	$325,000.00
	$325,000.00
	$325,000.00
	$425,000.00
	$425,000.00
	$425,000.00
	$425,000.00

	Total Collateral
	$153,633.86
	$157,834.00
	$189,028.33
	$199,650.02
	$242,913.98
	$272,523.29
	$285,657.27
	$334,204.13
	$312,599.95
	$305,333.42
	$405,973.66
	$480,274.58

	= Collateral Value
	$100,000.00
	$100,000.00
	$100,000.00
	$100,000.00
	$100,000.00
	$100,000.00
	$100,000.00
	$100,000.00
	$100,000.00
	$100,000.00
	$100,000.00
	$100,000.00

	+ Receivable Advance 
	$53,172.00
	$57,834.00
	$82,200.00
	$86,856.00
	$127,042.80
	$153,745.20
	$167,406.00
	$195,868.20
	$162,388.11
	$146,243.02
	$231,523.29
	$316,083.46

	= Current Receivables
	$88,620.00
	$96,390.00
	$137,000.00
	$144,760.00
	$211,738.00
	$256,242.00
	$279,010.00
	$326,447.00
	$270,646.85
	$243,738.37
	$385,872.15
	$526,805.77

	x Receivable Adv. Rate
	60.0%
	60.0%
	60.0%
	60.0%
	60.0%
	60.0%
	60.0%
	60.0%
	60.0%
	60.0%
	60.0%
	60.0%

	+ Finished Goods Adv. 
	$461.86
	$0.00
	$6,828.33
	$12,794.02
	$15,871.18
	$18,778.09
	$18,251.27
	$38,335.93
	$50,211.84
	$59,090.40
	$74,450.36
	$64,191.12

	= Current Finished Goods
	$1,539.54
	$0.00
	$22,761.11
	$42,646.72
	$52,903.94
	$62,593.63
	$60,837.58
	$127,786.42
	$167,372.79
	$196,967.99
	$248,167.88
	$213,970.40

	x F.G. Adv. Rate
	30.0%
	30.0%
	30.0%
	30.0%
	30.0%
	30.0%
	30.0%
	30.0%
	30.0%
	30.0%
	30.0%
	30.0%

	Credit Line
	$325,000.00
	$325,000.00
	$325,000.00
	$325,000.00
	$325,000.00
	$325,000.00
	$325,000.00
	$334,204.13
	$425,000.00
	$425,000.00
	$425,000.00
	$480,274.58

	Current Debt
	$0.00
	$0.00
	$0.00
	$0.00
	$45,335.18
	$148,178.62
	$238,452.26
	$372,007.16
	$318,112.09
	$333,084.77
	$432,858.86
	$352,809.95

	Credit Line Status
	OK
	OK
	OK
	OK
	OK
	OK
	OK
	Exceeded!
	OK
	OK
	Exceeded!
	OK



Management Discussion and Analysis (MD & A)
Financial statements are crucial variables in every business organization. HISCO usually prepare and disclose several financial statements such as income statement, balance sheet, and statement of cash flow. These statements are important not only to the Company but also to the stakeholders. These financial statements are vital because they provide a company's information regarding debt loans: revenue, profitability, and expenses. For instance, investors can use this information to determine whether to invest or not in a given company (Osadchy et al., 2018). Companies with good financial statements are usually attractive to investors since they are promising in terms of future returns. HISCO is among these promising companies because it has recorded encouraging financial health over the years. HISCO is also compliant with both legal and moral aspects. For instance, HISCO embraces the idea of voluntary disclosure since the Company is ever willing to share additional information to both internal and external stakeholders regarding its financial operations. Voluntary disclosure is associated with several benefits. One of the advantages of voluntary disclosure is to enable the Company to have control of the messages. For instance, a company is capable of determining any problem within its operations, thus correcting these errors immediately. Voluntary disclosure also gives investors an opportunity to weigh their investment decisions (Charumathi & Ramesh, 2020). HISCO has been a good ambassador of voluntary disclosure since it complies with all of these standards. HISCO also prides itself on being compliant with the GAAP principles as outlined by the United States Securities and Exchange Commission. Some of the GAAP principles include the principle of consistency, the principle of sincerity, the principle of prudence, the principle of regularity, and the principle of non-compensation, among others. For instance, HISCO adheres to the principle of consistency because it is committed to applying the same standards in every report. HISCO is also in line with the principle of continuity because it assists assure all stakeholders that it will continue to be in business over a long time. This is also supported by a positive return rate.   
The income statement is one of the financial statements that describes HISCO's financial position. Income statement is also referred to as a profit and loss statement. It can also be called a revenue statement. The formulae for calculating income statement is net income = (Total Revenue + Gains) – (Total Expenses + Losses) (Būmane, 2018). When calculating HISCO's total revenue, a number of aspects were put into consideration. One of these elements is operating revenues. Operating revenue is all revenues that are earned or gained from the core business operations. Also, HISCO incorporated non-operating revenue, which was derived from business activities that are not part of the core business operations. It is crucial to note that every revenue is earned and then reported in the Company's income statement. Therefore, revenues should not be treated as receipts. Based on HISCO's income statement, it is apparent that it has a flexible income statement over the years. HISCO's net income has been shifting each and every quarter. Based on HISCO's income statement is evident that sale is one of the key factors that influence its net income. For example, the Company recorded the following sales from the first quarter of 2020 to the fourth quarter of 2022. $265, 860, $340,990, $611,240, $685,300, and $1, 528, 450. Basically, the sales as of 2022 are the highest as compared to those in previous years. One of the factors that enabled HISCO to record the highest sales in 2022 includes good pricing strategy and proper decision-making. HISCO prices did not change drastically. The Company tried to maintain its premium prices that corresponded with the quality of its products hence attracting most customers. The decisions made at HISCO were also feasible. For instance, the CEO was in the frontline of mobilizing every stakeholder on the importance of increasing the total output. HISCO's employees were motivated to work overtime as a way of improving productivity. HISCO also did not fail to honor its tax obligation since it complied with the 50% tax rate. Generally, HISCO's income statement is a reflection of the Company's good management.
Cash flow is another financial statement that indicates HISCO's financial health. This statement summarizes HISCO's cash and the equivalents of cash that enters and also that leaves the Company. Based on this statement, companies can easily determine whether they properly manage their cash or not. For instance, HISCO can easily determine how well it can easily pay its debts from the generated cash. Companies with efficient cash flow are able to manage their operating expenses. This statement is also important because it complements other financial statements such as balance sheets and income statements. Based on HISCO's cash flow statement from the year 2020 to 2022, it is apparent that the Company has no fixed cash flow. The Company only experienced a good cash flow from the first quarter of 2020 up to the fourth quarter of 2020. From the first quarter of 2021 up to the fourth quarter of 2022, the Company recorded zero as the ending cash. The main reason why HISCO recorded zero on its ending cash is based on debts. It is clear that debt is not bad in any business. The only question is whether the Company has the capability of repaying its debts. HISCO recorded several debts, which were accepted by the management since debts also enabled the Company to grow. HISCO agreed to embrace debts due to various reasons. One of these reasons is that HISCO believes that debts do not interfere with the ownership of the Company but rather provide additional capital for the progress of the business. Another benefit of debts is that lenders cannot claim any future profits. HISCO also decided to take debts because it can easily predict and plan its debt obligations. Based on the analysis of HISCO's cash flow, it is clear that it has a positive financial outlook that attracts investors.
Similarly, the balance sheet is another financial statement that describes HISCO's financial position. The balance sheet reports HISCOS's assets, shareholder's equity, and liabilities at a given point in time. HISCO also uses a balance sheet when computing returns for investors' rates and also when assessing its capital structure. Generally, the balance sheet gives HISCO an opportunity to determine what it owns and what it owes other parties. The analysis of HISCO's balance sheet from 2020 to 2022 reveals an increase in the value of total assets. For instance, in the first quarter of 2020, HISCO's total asset amounted to $270, 828.77 while its asset as at fourth-quarter 2022 was $1,069,294. This is a massive increase in the value of the Company's assets. HISCO experienced an increase in the value of assets due to various reasons. One of these reasons is that HISCO managed to properly control its expenses. Businesses that earn more returns more than their expenditures are likely to record an increase in the value of assets. HISCO reduced its expenses in 2022 as compared to the previous years. One of the decisions that enabled HISCO to reduce its expenses was an investment made by HISCO chairman Stan Sloane. The CEO was on the frontlines of analyzing possible measures to reduce the Company's expenses. After a long time of meditation and research, the CEO thought of introducing the idea of solar panels as a way of reducing utility expenses.  Fortunately, Stan Sloan (Chairman) agreed to invest in this project by using his own money from his pocket. This was a win situation for HISCO because it can now save more money since some expenses are lessened. HISCO also increased its assets by debt capital. HISCO invested its debt capital in various segments hence making good use of these funds. An increase in HISCO's liability is attributed to its ability to lend money from respective parties.  
The credit line is another variable that impacts HISCO's financial statement. The credit line can be described as the credit limit of a given company. Throughout respective financial years, HISCO has been trying as much as possible not to exceed its credit limit. HISCO has only exceeded its credit line twice. For instance, the Company exceeded its credit line in the fourth quarter of 2021 and in the third quarter of 2022. In those two cases, HISCO has encountered higher interest rates for exceeding credit limits. Nonetheless, HISCO has shown commitment in utilizing the money borrowed to foster the organization's growth. 
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Return on % Retained by NetIncome
Metric Sales NetIncome Cash Flow > __ g Plan NetIncome  Absolute Value of TOTAL
Total Capital  Original Shareholders <
Variance to Plan

et 10 » 2 2 5 2

Hisco $3,961,840 $405,823 $19,197 582% 100.0% $392,185 $13,638

Matek $4,608,800 $330,648 (857.323) 52.9% 100.0% $385,658 $55,009

Redex $5,205,680 $149,366 (8356,216) 241% 90.0% $403,870 $254,504

Hisco 3 1 1 1 1 1

Matek 2 2 2 2 1 2

Redex 1 3 3 3 3 3

Hisco 30 25 20 20 5 20 120
Matek 20 50 40 40 5 40 195
Redex 10 75 60 60 15 60 280

Final Ranking... Redex 3rd... Matek 2nd... Hisco 1st
Congratulations to Hisco





