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INTRODUCTION
King Crystal is a company based in the northern hemisphere in the country of Gigland,
where the currency is the G$. King Crystal is a manufacturer of high quality, hand-blown
crystal. Crystal is the highest quality of glassware that can be produced. King Crystal makes
four different types of product (drinking glasses, jugs, bowls and vases) in a number of sizes
and ranges. All products are hand crafted by highly skilled glassblowers. Some of the
products that are made today are the same design as when the business started.
King Crystal was established in 1968 by Joseph King. Joseph learnt his glassblowing skills
as an apprentice with the largest crystal manufacturer in the neighbouring country of
Beeland. After a four-year apprenticeship and a further six years of experience, Joseph
qualified as a master glassblower.
After qualifying Joseph returned to Gigland and purchased a disused textile factory on the
edge of a large town called Templeton. Here he installed a furnace and started the business.
King Crystal is still based on the same single site, although additional land was purchased in
1980 for the construction of a warehouse and offices.
Initially the business was very small, with all products fully crafted by hand. The business
grew steadily and in 1980 Joseph won a contract to supply a large department store in
Gigland. As a result of this contract, additional furnaces and equipment were installed.
In 2000 Joseph decided to retire and as he had no children to leave the business to, he sold
it to a group of four of his managers in a Management Buy-out (MBO). Each manager
purchased 25% of the King Crystal equity.
In the first 10 years after the MBO, the business invested in new furnaces and a new
finishing line using a combination of debt finance and cash generated in the business.
Despite losing Joseph, the business retained its reputation for high quality, hand crafted
products that could be sold at premium prices. Today King Crystal has a worldwide
reputation for producing clear crystal of the highest quality. King Crystal products are popular
as gift items to mark important occasions such as weddings and milestone birthdays.
Currently the business has revenue in the region of G$15 million a year and employs 110
people. Only one of the original MBO team (Paulo Aldo) still works in the business, the
others having retired in the last five years. Paulo now owns 55% of the equity shares, with
the remaining 45% still in the hands of the retired MBO managers.
King Crystal prides itself as a fair employer, paying above the national minimum wage to
unskilled employees and providing a comprehensive apprenticeship for glassblowers with
competitive pay rates. King Crystal also prides itself as a champion of its local community
with sponsorship of a number of community arts and crafts groups as well as a programme
of planting trees locally.
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Your role
You are a Finance Officer in the finance department of King Crystal. You are principally
responsible for preparing management accounting information, although, given the size of
the business, you are often asked to perform tasks in other areas of the business.
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ARTICLE FROM GIGLAND MANUFACTURERS MONTHLY

GIGLAND MANUFACTURERS MONTHLY – DECEMBER 2017
AN INSIGHT INTO THE CRYSTAL INDUSTRY:
Crystal is used in Gigland to manufacture a range of household products including drinking
glasses, jugs, vases, bowls, plates, candle holders and ornaments.

What makes a drinking glass a crystal product rather than glass?
The short answer is lead or Pb for those with a chemistry background. In Gigland for a
drinking glass (or any other product for that matter) to be classified as crystal it needs to
contain at least 18% of a lead based compound such as lead oxide. A lead based
compound content of over 24% means a Grade A classification and below that Grade B. If
a drinking glass contains less than 18% lead based compound, it is classified as glass rather
than crystal.

Why include lead?
The inclusion of lead adds weight to a crystal product, gives it a ringing quality and allows
for a high level of light refraction, meaning a product that sparkles with brilliance. It also
makes the mix easier to work with for glassblowers, as when cooling, the mix is stronger and
more pliable than without lead. So far, no other metal oxides have come close to creating
the same crystal qualities which is why lead is unsurpassed.

The crystal manufacturing industry in Gigland
There are now only four businesses with revenues greater than G$1 million in Gigland that
manufacture household products in crystal. Of these, Potters Crystal is the largest (measured
by revenue), with King Crystal next. All of these crystal manufacturers still use the centuries
old tradition of hand blowing the crystal using highly skilled craftspeople. Only one makes
coloured crystal; all of the others having focused purely on clear crystal many years ago
due to the difficulties of combining the minerals needed to produce colour in the crystal mix.
To put the crystal manufacturing sector into context, these four businesses account for 10% of
Giglands manufacturing capacity for household glass and crystal. Another 89% is from 15
manufacturers of standard glass household products; ranging from fine glass (both clear and
coloured) to thick cookware toughened glass. The remaining 1% is from small scale artisan
glassware manufacturers.
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KING CRYSTAL WEBSITE PAGE

KING CRYSTAL: Our Products
All of our products are made of the finest Grade A lead crystal. If you are purchasing a King
Crystal product you can be sure that you are receiving crystal of the highest quality. From
our selection of raw material suppliers, our highly skilled glassblowers and keen attention to
detail when finishing every item, quality is our primary concern.

Drinking glasses:
We make three types of drinking glass: stemmed (for wine), flute (for
champagne and sparkling wine) and tumblers (for spirits, soft drinks,
water and increasingly these days wine).
Stemmed glasses and tumblers are made in three sizes (small, medium
and large). Flutes are made in two sizes (large and medium).
We offer 6 ranges of drinking glasses, each with its own distinctive
style and a full complement of glass types: that’s 48 glasses to choose
from!
Jugs:
We make jugs in three sizes (small, medium and large) to match each
of our distinctive drinking glass ranges.
Each jug is individually blown with the spouts and handles skilfully
crafted by our most experienced glassblowers. The perfect
complement to our drinking glasses.

Bowls:
In total, we make 20 different hand-crafted crystal glass bowls. Ideal
to beautifully present your desserts or salads: to store your fruit or to
create a table centre-piece.

Vases:
We make 22 different vases ranging in size from small necked single
bloom vases to large display vases. Whether its roses or daffodils we
have a beautiful vase to suit.

King Crystal Established Since 1968
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KING CRYSTAL TRAINEE GLASSBLOWERS HANDBOOK
Manufacturing Process
Overview:

Raw materials combined to
create the mix

The mix melted overnight in the
furnace

Each indivdual item hand blown
by a team of glassblowers

All items placed on the annealing
line to harden

Finishing: cracking off, edges
smoothed and cleaning

Final quality checking and
packaging
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The detail:

The mix
The mix is the mixture of dry raw materials that are used to create our crystal (this is also
known in glass-blowing terms as ‘the batch’). By weight it is made up of approximately 49%
finest grade silica sand, 25% potash, 25% lead oxide and 1% other minerals. The nature of
our raw materials mean that there will always be contaminants; it is impossible to achieve
100% purity. However, we strive to source raw materials with the fewest impurities possible.
Our combination of silica sand, potash and lead oxide is largely unchanged from that
developed by Joseph King in the 1970’s, although the other minerals are sometimes
adjusted to improve the properties of our crystal and to allow for minor changes in
contaminants.

Furnace Process
We currently have four furnaces in operation, each containing a single clay pot which is
where the molten crystal is created. The furnaces produce only one output: molten crystal.
The glassblowers transform the molten crystal into our products.
Each evening before a production day the clay pot within each furnace is loaded with an
appropriate amount of dry raw materials mix. The dry mix is placed on top of any unused
molten crystal and then any broken crystal from that days’ production (this is known as
cullet) is also added. The amount of dry raw materials mix loaded into the furnace pot each
time depends on the scheduled production for the following day and the amount of cullet and
unused molten crystal that can be recycled.
Each furnace is heated to a temperature of 1400 degrees centigrade overnight for a period
of 10 hours, after which time it is cooled to 1100 degrees centigrade, the working
temperature of the molten crystal. At three set times during the night furnace staff ensure
that the furnace temperature is correct and that the molten crystal is forming correctly.
At the end of each working week each furnace is shut down and cleaned. The clay pots are
also cleaned and every six weeks these are replaced with new pots.
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Glassblowing
The glassblowing process for creating our items is as follows:
• A gob of molten crystal is gathered on the end of a blowing pipe (a
hollow tube through which the glassblower blows air into the glass).
• A bubble is blown into the gob.
Gathering • The gob is then rolled on a plate of smooth steel.

Blowing

Final
touches

• The gob is lowered into the appropriate graphite mould on the floor
and air is blown through the blowing pipe until the molten crystal fills
the mould.
• Water is used to form a jacket of steam around the mould which
enhances the smoothness and shine of the finished item .
• Stems, feet and handles are included as appropriate by adding small
gobs of molton crystal and shaping accordingly with steel tools.
• The spouts of jugs are finished by hand: the excess is trimmed and
the spout shaped by hand with steel tools.

Each item we make involves a team of between five and nine glassblowers depending on
the complexity of the item (a wine glass will require seven, a simple vase five). Each
glassblower has a specific task within the glassblowing process and each team will contain
at least one master and a combination of qualified and trainee glassblowers.
All King Crystal products are made from the same molten crystal. Each day the glassblowers
follow a production schedule which shows them how many of each product to make. At the
end of each week the glassblowing area is cleaned and graphite moulds that need replacing
are replaced.

Annealing
The annealing process is where each item is cooled so that the crystal can harden. This has
to be done in a slow and controlled way to ensure that items do not crack and utilises a lot of
water.
Each item is removed from the blowing pipe and placed on a conveyor belt that passes
through the annealing tunnel where the temperature is gradually reduced. The annealing
process takes between four and six hours depending on the size of the item.
Once completely cool the items are all inspected for blemishes in the crystal (such as air
bubbles) and for misshapes. Any rejected items are placed into a bin and become cullet.
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Finishing
After quality checks are complete all items are sent to the finishing area. Drinking glasses
and some small bowls and vases will have excess crystal where the blowing pipe was
attached to the item. This excess is removed on a cracking off machine. The machine scores
the rim of the drinking glass, vase or bowl to its final height using tungsten cutting tools and
then gas jets are fired at the item until the excess crystal cracks off. The edges of larger
items are smoothed by hand on grinding wheels. Smaller items are placed in a melting
machine where the rim is melted slightly to create a smooth edge.
All finished items are cleaned and then dried in specialist machines. Each item is then
polished by hand and stacked.

Packaging
There is a final quality inspection and then all items are packaged in tight fitting King Crystal
boxes. Drinking glasses are packaged and sold in pairs. All other items are packaged and
sold individually.
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Management Organisation Chart

Paulo Aldo
Managing
Director

Gregor Finkas
Production
Director

Don Omega
Head of
Furnace

Tobias Phipps
Head
Glassblower

Jack East
Head of
Completion

Ravi Singh
Head of Stores
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Ian Forest
Head of
Maintenance

Tonya Shah
Sales &
Marketing
Director

Sally
Thompson
Finance
Director

Rita Vit
Sales Manager

Freddie Fearn
Finance
Manager

Director: Their Responsibilities and Departments
Managing Director:

Paulo Aldo

Paulo first started to work at King Crystal as an apprentice glassblower in 1978,
learning his trade under the guidance of Joseph King. He became a master
glassblower in 1989. He was a key member of the management team that acquired
the business from Joseph King in 2000 when he became Production Director. Paulo
has been Managing Director since 2010, when Tom Ripley, fellow member of the
MBO team, retired.
As a master of his trade, Paulo’s expertise lies in the production process. He has
overall responsibility for the business and specifically heads a small design team
and a small research and development team. He is constantly looking at ways to
improve the quality of the products at the same time as taking cost out of the
business where possible.
Paulo is also keen that the business keeps up with current trends and his design
and development teams are currently working on projects that will innovate both the
production process and products offered. One such product development is the use
of bought-in recycled glass in production.
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Production Director:

Gregor Finkas

Gregor joined King Crystal in 2010 when Paulo Aldo became Managing Director.
Previously Gregor had been Production Director at Stephen Glassware, a small
manufacturer of crystal based in Gigland.
Gregor is a qualified master glassblower and at times can be seen on the factory
floor utilising his skills. He has overall responsibility for the production process, from
the mixing of glass in the furnaces to the polishing and packing of the finished
product.
Gregor believes that quality of production is key to maintaining brand value and has
introduced a number of initiatives since joining the business. One such initiative is
for trainees to be mentored throughout their training period by the same master
glassblower. This has seen an increase in the qualification rate of trainee
glassblowers from 50% of those starting out to 60%.

Directory of Gregor Finkas’s Production Team:
Direct
Production
Team

Don Omega
Head of Furnace

Tobias Phipps
Head Glassblower

Jack East
Head of Completion

Support
Production
Team

Ravi Singh
Head of Stores

Ian Forest
Head of Maintenance

Don joined King Crystal in 2005 with over twenty years’
experience of mixing crystal. He is responsible for the
production and quality of molten crystal in the furnaces.
Line-manager to 3 crystal mixing and furnace staff.
Most staff work overnight.
Tobias is a master glassblower and has worked at King
Crystal since he left school. He is responsible for
scheduling production and managing the glassblowing
process. Line-manager to a team of 39 glassblowers
(15 master, 15 qualified and 9 trainee glassblowers).
Jack joined King Crystal in 2014, having previously
worked at Stephen Glassware. He is responsible for the
annealing and finishing process and has a clear focus
on quality assurance. Line-manager to 10 machining
staff and 21 finishing and packaging staff.
Ravi joined King Crystal in 1999. He is responsible for
the procurement of raw materials, their safe storage
and for managing movements into production. He is
also responsible for the finished goods warehouse.
Line-manager to a team of 8 purchasing and stores
staff
Ian joined King Crystal in 2006. He is responsible for
the maintenance of all production machinery, including
the furnaces. Line-manager to 3 maintenance staff.
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Sales & Marketing Director:

Tonya Shah

Tonya joined King Crystal in 2016 having previously worked as a sales manager for Potters
Crystal.
She has significant experience and knowledge of the crystal industry and is working with
her sales team to increase the number of customers and revenue flows. Tonya and her
team have the authority to amend prices charged to customers.
Tonya has responsibility for the content on the King Crystal website, although the website
is managed by a specialist website provider. She also manages a small team that deals
with website orders and despatch.
She is traditional in her view on marketing and believes that the King Crystal product sells
itself. Her belief is that there is significant customer loyalty for our products and that
customers who buy one item will usually go on to buy more in the future. As a result, the
marketing focus is on personal selling at the retailers who sell our products to the end
consumer. Promotion is restricted to specialist life-style magazines and the King Crystal
website.
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Finance Director:

Sally Thompson

Sally qualified as an accountant in 1995 and joined King Crystal as Finance Director in 2009.
She took over the role from one of the original MBO management team.
This is Sally’s first role as Finance Director, having previously had experience as a Senior
Finance Manager in a food manufacturing business.
Sally has responsibility for all aspects of the finance function and for HR. She also has
responsibility for the simple IT systems that the business operates.
Sally is keen that the business expands and together with Paulo Aldo is constantly looking
for a business that King Crystal could acquire.
Sally Thompson’s Finance Team:

Sally
Thompson
Finance
Director

Freddie Fearn
Finance
Manager

YOU
Finance Officer

Yan
Kettleworth
Finance Officer

Deena Goss
Payroll
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Rob Barry
Receivables and
Payables Ledgers

OTHER INFORMATION ABOUT THE BUSINESS

Suppliers:
King Crystal has a single supplier strategy for each of the main raw materials: silica sand,
potash and lead oxide. Suppliers are primarily selected on the basis of the quality of the
material rather than purely on cost. The potash supplier is based in Gigland, the silica sand
and lead oxide suppliers are based in Beeland. The lead time for supplies of silica sand and
lead oxide is over two weeks from the date of order. As a result, relatively high levels of raw
material inventory are kept so that production is not compromised. Supplier payment terms
are 30-days for all raw material suppliers.
Other minerals are sourced from a number of different suppliers, usually on the basis of least
cost rather than quality. Packaging is sourced from a local supplier. This supplier works
closely with Paulo Aldo, Managing Director so that the packaging reflects the quality of King
Crystal products.
Other items that are purchased regularly are the clay pots that are used in the furnace
(replaced in each furnace every six weeks on average) and the graphite moulds (that need
to be replaced once a week for popular items). Both clay pots and graphite moulds are
sourced in Gigland.

Selling channels, customers and pricing:
King Crystal sells directly within Gigland to two national department store chains (Gamma
Department Store and Alpha Department Store) and 45 small independent homeware
stores. Sales are also made directly to the public through the King Crystal website and at a
factory shop on the Templeton site. On-line sales can only be made by customers resident in
Gigland.
Standard credit terms are 30 days for the department stores. Independent retailers are
initially given seven-day terms but once they have established that they can and do pay on
time are also given 30-day terms. Sales at the factory shop or through the website are paid
for at the time of purchase either in cash or by debit or credit card.
King Crystal products are also sold internationally through distribution agents located in
those countries. These distributing agents are given 60-day credit terms.
The prices charged to customers are set by Tonya Shah, Sales & Marketing Director and her
team. For the website and the factory shop the same recommended retail price is set and
used as these sales are to the end consumer. For the national department store chains, the
independent retailers and the distribution agents a lower price is negotiated with each
customer to allow the retailer to generate a margin.
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The split of revenue (by value) is as follows:

Revenue % by value
Factory shop

5%
20%

15%

Gamma Department Store
Alpha Department Store

15%

15%

Independent Stores
Through the website

30%

International

Production scheduling:
The peak month for sales is October each year due to the department stores and
independent stores stocking up for the end of year holiday season. Production, however is
spread across the year. For the most popular product lines, production is undertaken for
inventory so that products are available once ordered. For other product lines production is
scheduled on receipt of orders.
A detailed production schedule is produced daily by Tobias Phipps, Head of Glassblowing.

Distribution:
A third-party logistics business is used to distribute products to corporate customers and to
international distribution agents. A courier service is used to distribute website sales.

Water recycling:
The production process uses a lot of water and as a result, two years ago, investment in a
water recycling system was made. This takes the water used in production, filters it and
recycles it back into production.

IT system:
King Crystal has very simple IT systems. There is a standard accountancy package that
includes the general, receivables and payables ledger and the cash book. There is also a
payroll system that operates independently from the accountancy software; each week the
hours worked by weekly paid staff have to be manually input into the system.
Management accounting information and production schedules are maintained on
spreadsheets. Variance reports are prepared on a monthly basis.
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FINANCIAL STATEMENTS FOR THE YEAR ENDED 31 DECEMBER 2017

King Crystal
Statement of profit or loss and other comprehensive income for the year ended 31 December
2017

2017
G$’000
15,108
(8,478)
6,630
(1,910)
(4,006)
714
(10)
704
(200)
504

Revenue
Cost of sales
Gross profit
Selling and distribution costs
Administrative expenses
Operating profit
Finance costs
Profit before tax
Tax
Profit for the year

2016
G$’000
14,780
(8,308)
6,472
(1,943)
(3,964)
565
565
(164)
401

King Crystal
Statement of financial position at 31 December 2017

2017
G$’000
ASSETS
Non-current assets
Property, plant and equipment
Current assets
Inventory
Trade and other receivables
Cash and cash equivalents

2017
G$’000

2016
G$’000

819
2,430
2,130
1,933

2016
G$’000

738
2,406
2,282
1,422

Total assets

6,493
7,312

6,110
6,848

EQUITY AND LIABILITIES
Issued ordinary share capital
Retained earnings

1
4,311

1
4,207

Total equity

4,312

4,208

250

-

Non-current liabilities
Bank loan
Current liabilities
Trade and other payables
Tax payable
Total equity and liabilities

2,540
210

2,476
164
2,750
7,312
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2,640
6,848

King Crystal
Statement of cash flows for the year ended 31 December 2017

G$000
Cash flows from operating activities
Profit before tax
Adjustments
Depreciation
Profit on sale of property, plant and equipment
Finance costs

G$000
704

177
(4)
10
183

Movements in working capital
Increase in inventories
Decrease in trade and other receivables
Increase in trade and other payables

(24)
152
64
192
1,079

Cash generated from operations
Tax paid
Finance costs paid

(154)
(10)
(164)
915

Net cash inflow from operating activities
Cash flows from investing activities
Purchase of property, plant and equipment
Sale of property, plant and equipment
Net cash outflow from investing activities

(300)
46

Cash flows from financing activities
Proceeds from borrowing
Dividend paid
Net cash outflow from financing activities

250
(400)

Net decrease in cash and cash equivalents
Cash and cash equivalents at the start of the year
Cash and cash equivalents at the end of the year

(254)

(150)
511
1,422
1,933

Note 1 – Staff numbers:

Production and stores
Designer
Research and Development
Administration
Selling
Directors
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Number
89
1
2
7
7
4
110

BUDGET INFORMATION FOR THE YEAR ENDED 31 DECEMBER 2018
Total budgeted profit (note 1)

Revenue (working 1)
Cost of goods sold
(working 2)
Gross profit

Working 1 - revenue:
Sales volume
Average price per unit
Revenue

Working 2 - cost of
goods sold:
Raw materials
Direct labour (note 2)
Variable overhead
(note 3)
Fixed production
overhead (note 4)
Cost of goods sold

Glasses
(pair)
G$’000
9,660

Jugs
G$’000
3,240

(5,653)
4,007

(1,632)
1,608

Glasses
(pair)
210,000
G$46.00
G$’000
9,660

Jugs
60,000
G$54.00
G$’000
3,240

Bowls
40,000
G$38.00
G$’000
1,520

Vases
30,000
G$50.00
G$’000
1,500

Glasses
(pair)
G$’000
352
1,568

Jugs
G$’000
153
455

Bowls
G$’000
86
240

Vases
G$’000
71
196

Total
G$’000
662
2,459

7.4%
27.5%

1,244

341

199

156

1,940

21.7%

2,489
5,653

683
1,632

398
923

313
736

3,883
8,944

43.4%
100.0%

Bowls
G$’000
1,520

Vases
G$’000
1,500

Total
G$’000
15,920

(923)
(736)
597
764
Distribution and selling
Administrative expenses
Profit before tax

(8,944)
6,976
(1,987)
(4,000)
989

%

Notes:

1. Standards for hours worked are based on the working conditions at the time the
standard is set. Standards for prices and rates are based on the price or rate at the
start of the year. Annual pay rises usually occur with effect from 1 January.
2. Production workers work a standard 40-hour week. Gigland law states that the
maximum they can work is 50 hours a week.
3. Variable overhead includes: the costs of moulds; clay furnace pots; water and
overtime premiums. Variable overhead is charged to production at a budgeted rate of
G$14.22 per direct labour hour.
4. Fixed production overhead includes: furnace staff; furnace energy costs; factory
running costs; maintenance of machinery; depreciation; factory supervisors and
production management. Fixed production overhead is charged to production at a
budgeted rate of G$28.44 per direct labour hour.

19
February 2018 Operational case study examination - Pre-seen Material
©CIMA 2018. No reproduction without prior consent

Standard Cost Card for 100 Pairs of Medium Stemmed Crystal Glasses
Product:
Size:
Selling price:
Date standards updated:

Pair of stemmed glasses
Medium
G$44.50 for a pair of glasses, G$4,450 for 100 pairs
With effect from 1 January 2018

Overall:

Raw materials (working 1)
Direct labour (working 2)
Variable overhead
Fixed production overhead
Total

Standard cost for 100 pairs of glasses
G$
167.06
699.00
554.58
1,109.16
2,529.80

Working 1 – Raw materials (RM):

Silica sand
Lead oxide
Potash
Other minerals
Standard kg’s*/ cost of RM inputs

Quantity
per batch
Kg’s
18.0
9.0
9.0
0.4
36.4

Cost per kg
G$
0.60
5.20
0.50
12.40
Packaging
Total

Total cost
per batch
G$
10.80
46.80
4.50
4.96
67.06
100.00
167.06

*100 pairs of medium sized stemmed glasses has a standard finished weight of 35 kilograms.

Working 2 – Direct labour (DL):

Master glassblowers
Glassblowers
Trainee glassblowers
Finishing
Cleaning and packaging
Standard hours** / cost of DL inputs

Quantity
per batch
Hours
8
8
5
6
12
39

Cost per
hour
G$
25.00
18.00
11.00
18.00
16.00

**Standard hours include a 10% allowance for budgeted idle time.
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Total cost
per batch
G$
200.00
144.00
55.00
108.00
192.00
699.00

Standard Cost Card for 100 Medium Crystal Water Jugs
Product:
Size:
Selling price:
Date standards updated:

Water jug
Medium
G$58.00 a jug, G$5,800 for 100 jugs
With effect from 1 January 2018

Overall:

Raw materials (working 1)
Direct labour (working 2)
Variable overhead
Fixed production overhead
Total

Standard cost per batch of 100 jugs
G$
254.62
810.00
611.46
1,222.92
2,899.00

Working 1 – Raw materials (RM):

Silica sand
Lead oxide
Potash
Other minerals
Standard kg’s*/ cost of RM inputs

Quantity
per batch
Kg’s
41.5
20.8
20.8
0.9
84.0

Cost per kg
G$
0.60
5.20
0.50
12.40
Packaging
Total

Total cost
per batch
G$
24.90
108.16
10.40
11.16
154.62
100.00
254.62

*100 medium sized water jugs has a standard finished weight of 80.75 kilograms.
Working 2 – Direct labour (DL):

Master glassblowers
Glassblowers
Trainee glassblowers
Finishing
Cleaning and packaging
Standard hours** / cost of DL inputs

Quantity
per batch
Hours
14
7
6
6
10
43

Cost per
hour
G$
25.00
18.00
11.00
18.00
16.00

**Standard hours include a 10% allowance for budgeted idle time.
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Total cost
per batch
G$
350.00
126.00
66.00
108.00
160.00
810.00

GENERAL NEWS ARTICLES RELEVANT TO THE BUSINESS

Daily News
Alexander Bostock, Business Reporter
Latest reports on small business start-ups show a significant number of entrepreneurs in the
arts and crafts sector. It seems that increasing demand for artisan crafted items for the home
is fuelling a revival in many arts and crafts which had up until recently been in decline in
Gigland.
Nowhere is this more striking than for glassblowing. The art itself is ancient (3,000 yearold glass artefacts are testament to this) and the skill itself is largely unchanged from those
times. It takes a four-year apprenticeship and a further six years of experience to become a
master glassblower: a skill that cannot be learned overnight.
Over the last year there have been over 20 new artisan glassblowing businesses set up in
Gigland: all single entrepreneurs creating beautiful and finely crafted clear and coloured
glasswares for the home, to be sold at local artisan markets and arts and craft fairs. Some of
these new businesses have even broken into the main-stream markets selling to large
department store chains.

Daily News
Alexander Bostock, Business Reporter
It seems that our taste for the finer things in life is on the increase. Consumer spending in
Gigland on luxury items is at an all-time high with homewares being top of the list. Much
of this increase is driven by changes in fashion and the desire to have the latest trends.
When I was a child I remember that my parents had a set of crystal glasses that lived in a
cupboard gathering dust for most of the year. These only every came out on special
occasions because to my mother these were precious and irreplaceable. These days, my
attitude is very different to my mother’s. In my eyes, beautiful objects such as crystal
drinking glasses are there to be used and enjoyed. I am not alone in this.
This changing attitude in society has helped to drive consumer spending as we buy into the
latest trends. Going back to drinking glasses, recent trends include rounded tumblers for
wine in place of traditional stemmed glasses (fuelled in part by trendy bars in city centres)
and a fashion for coloured glassware. Clearly retailers and manufacturers are making money
from our desire to be fashionable.
There is a new outlook on the horizon though. Whilst we want to be fashionable we also
want to be responsible. Increasingly our consumer habits are being influenced by the
environment. We are becoming pickier about where the products we buy come from and
how they are made.
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ARTICLE ON ‘HEART OF GLASS’ TELEVISION SERIES

Business News Weekly
‘Heart of Glass’: who would have thought life in a
factory 100 years ago could be so exciting
Mabel Kean, Reporter
The Sunday night television series ‘Heart of Glass’ has proved to be a tremendous success
in its first series, such that a further two series have just been commissioned. On paper, it
doesn’t sound that exciting: set in a glassblowing factory 150 years ago, the series follows
the lives of everyone involved from the lowly furnace coal feeders, through to management
and the owners.
The series has been praised for tackling the issues of the day and for its careful attention to
detail in its depiction of the period. The TV production company has worked very closely
with King Crystal, one of Gigland’s most respected glassblowing businesses, to ensure that
the technical aspects are correct. Indeed, I understand that some of King Crystal’s
glassblowers have even been included in the series as extras when a shot of actual
glassblowing was needed.
King Crystal have also designed and made all of the crystal used in filming the dinner scenes
in the factory owner’s grand house. When asked, Paulo Aldo, Managing Director of King
Crystal said that he was delighted to be involved with ‘Heart of Glass’ and that he has had
requests to start operating factory tours at the factory site in Templeton.
Clearly, the TV viewing public still has an appetite for period dramas.
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TAX REGIME IN GIGLAND
Corporate Profits











The corporate tax rate to be applied to taxable profits is 30%.
Unless otherwise stated below, accounting rules on recognition and measurement are
followed for tax purposes.
The following expenses are not allowable for tax purposes:
o accounting depreciation
o amortisation
o impairment charges
o entertaining expenditure
o donations to political parties
o taxes paid to other public bodies.
Tax depreciation allowances are available on items of plant and equipment (including
vehicles used for business purposes) at a rate of 25% per year on a reducing balance
basis.
Where a company is in receipt of a government grant, the tax treatment will depend
on the nature of the grant. For tax purposes, capital grant money received in the year
is netted off the capital value of the asset to which it relates prior to tax depreciation
allowances being calculated. Any capital grant income released to profit or loss in the
year is not taxable. Revenue grants released to profit or loss in the year are treated as
income for tax purposes.
Tax losses can be carried forward indefinitely to offset against future taxable profits
from the same business.
Value Added Tax (VAT) is charged on all standard rated goods and services at a rate
of 15%. VAT paid on inputs into a business can be netted off VAT charged on outputs
from that business. All businesses are required to pay over the net amount due on a
monthly basis.
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