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COP-DAN GLASS COMPANY*

HISTORY
Cop-Dan Glass Company was originally organized as a sole 

proprietorship by John Carter in July, 1972. The firm is 

located in a small midwestern town wi1h an approximate popu

lation of 10,000 people.

Mr. Carter was previously employed as a Tglazier’ with 

another glass company (of considerably larger size) in a city 

with a population of approximately 500,000 people. A glazier 

is a term used to describe an individual who works with the 

installation of glass.
In January, 1973, Harold Brown joined the company as a 

partner. Mr. Brown had 13 years of previous experience with 

a larger firm in the same line of business. His areas of 

expertise lie in Tjob estimating’ and ’sales’. In joining 

Cop-Dan Glass Company, Mr. Brown’s wishes were to pursue his 

same areas of expertise and to possibly expand his capabilities 

in the ’sales’ line. Sales in the area of glass subcontracting 

focused predominantly on ’contract’ sales for bidding construc

tion jobs.

*This case was prepared by David L. Danner, under the 
direction of Dr. Jean L. Carrica, as a basis for class dis
cussion and not to illustrate either effective or ineffective 
handling of an administrative situation.



Within a relatively short time after Mr. Brown joined the 

firm, both of the partners decided it would be more beneficial 

for themselves to incorporate the business.

Part of the reason Mr. Brown decided to relocate in this 

town was because it had been his ’home’ town for approximately 

20 years.

PRODUCTS AND SALES DISTRIBUTION
Cop-Dan Glass Company operates a predominantly retail 

outlet specializing in ’glass subcontracting’. Sales of the 

firm revolve mainly around three areas: 1. Contract jobs 

(Commercial (Bids)), 2. Automobile glass (Retail and Whole

sale), and 3. Miscellaneous (Residential and Commercial).

SALES DISTRIBUTION

CONTRACT JOBS 55.0%

AUTOMOBILE GLASS 17.5%

MISCELLANEOUS 27.5%

Contract glass subcontracting involves the preparation 

of ’signed bids’ and also requires job estimating. Contract 

work primarily deals with installation of commercial store 

front.

Automobile glass consists of both retail and wholesale 

sales. Retail sales constitute approximately 90% of the sales 

in this area. Retail sales involve installation of automobile 

glass with the payment being made (in the majority of the cases)
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by an insurance company. Wholesale automobile glass represents 

direct selling to automobile body shops who install the mer

chandise themselves.

Miscellaneous sales involve ’no-bid’ sales to both 

residential and commercial customers.

Present employment consists of Mr. Carter and Mr. Brown 

(co-owners) and a third full time employee Dave Lawrence.

Mr. Carter is in control of all glass installation with Mr. 

Lawrence as his assistant. Mr. Brown is in charge of job esti

mating, sales, and bookkeeping. Mr. Brown also spends part of 

his time working in the shop during busy times.

Contract work (55.0% of total sales) in the majority of 

situations requires a 2-man team for completion of the job. 

Under this arrangement, with the present employment level, one 

person is maintained in the shop most of the time.

MARKET

Cop-Dan Glass Company’s market encompasses an approximate 

50 to 75 mile radius from this small midwestern town. The 

surrounding area is comprised of predominantly ’farming’ com

munities. The smaller towns surrounding the area range in 

population from 100 people to as many as 35,000.

The age of the customers range from the lower 20’s to the 

mid 70’s, representing a broad section of the population. A 

unique feature about this town is that there is really only one 

glass business set-up within the town, Cop-Dan Glass Company.
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The firm is, at the present time, in the ’growth’ stage 

of the business cycle. Although the sales of the firm have been 

excellent, there is still an overwhelming amount of ’untapped’ 

resources to be discovered. Management of the firm is con

tinuously open to all ideas concerning new product items.

As a common trait of many businesses, Cop-Dan Glass 

Company is involved in a line of work which may become very 

’cyclical’. During the summer months of the year, when con

struction is at its peak, there is more work to do than there 

is time for. In contrast to this, during the winter months 

construction slacks off and so does work. The firm is very 

interested in developing a product or products to ’fill in’ 

the gap created by this cyclical nature.

At the present time, when the firm makes a bid on new 

construction or even replacement of glass, the total cost 

of the job sometimes does not include the salvage plate 

which may still be in the frame of the store. This old plate 

glass is in most instances removed and taken back to the shop 

where it is stored. As of yet, a use for this old glass has 

not been devised.

The town where Cop-Dan Glass Company is located is pre

sently under a very large urban renewal program. This program 

will hopefully create a large amount of business for the firm

in the future.



FINANCIAL
The business was financed by a combination of two factors 

1. personal investment by both partners, and 2. a Small 

Business Administration loan in the amount of $12,000.00. The 

fiscal year runs from January 1 through December 31st.

As of December 31, 1973, Cop-Dan Glass Company earned a 

profit of $11,324-. 11 on sales of $119,261.64. At the end of 

the last reporting period, December 31, 1974, the firm earned 

a profit of $30,650.91 on sales of $217,143.55. As you will 

note, the sales of this firm have increased by 82% from the 

end of 1973 through 1974.

SALES GROWTH
1

REPORTING PERIOD 
ENDING

9/30/73

12/31/73

6/30/74

12/31/74

TOTAL SALES

$ 92,692.58 

119,261.64 

103,363.97 

217,143.55

Copies of the Balance Sheets and Income Statements for 

the past two reporting periods can be found in the Appendices.

DILEMMA
Although the company’s profit picture was encouraging, 

Harold Brown was troubled. While having lunch one day with
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his brother, Dave Brown, who had earned an MBA degree from a 

local university, Brown outlined his dilemma.

Since the inception of the partnership, business has been 

on the ’upswing’. The firm has had enough work to more than 

adequately keep all three employees busy not only five days a 

week but on quite a few occasions six days a week. Brown 

went on to state, "In the back of my mind, Dave, I’m wondering 

how long this abundance of work will continue? Don't get me 

wrong, I'm thankful we have the amount of business we have, 

but being in the glass business for over 13 years, I do know 

that things will have to taper off eventually. At the present 

time, John, Dave, and myself are all working about 25 hours a 

day and I know that itany of the things I wanted to accomplish 

when I came into the business have not even been started since 

we began two years ago."

Dave listened to Harold’s dilemma with interest. Harold 

further stated he had given quite a bit of thought towards the 

idea of ’expansion’ of the firm to another facility in town or 

even to the addition of another office in a town in one of the 

surrounding communities. Harold stated, "Dave, it really 

doesn’t make much sense. On the one hand we’re toying with 

the fact that business will eventually have to slow down, 

while at the same time wondering if maybe we should jump in 

on the upswing and expand our business to better serve our 

existing customers in outlying areas of our market!"
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With these explanations, Harold asked his brother Dave 

to analyze his business situation and make some recommendations 

as to the course of action Cop-Dan Glass Company should take.

7



APPENDIX A

COP-DAN GLASS COMPANY 
Comparative Balance Sheet

December 31, December 31,
Assets: 1973 1974

Current Assets:
Cash on Hand $ 30.00 $ 30.00
Cash in Bank, Investments 18,115.82 33,119.98
Accounts Receivable 9,860.4-5 14,686.56
Prepaid Interest 44.61 114.70
Inventory 15,354.07 16,112.60

Total Current Assets $43,404.95 $64,063.84

Fixed and Other Assets:
Land $ 3,250.00 $ 3,250.00
Buildings 6,706.25 6,343.75
Equipment 490.00 792.99
Furniture and Fixtures 715.91 531.96
Vehicles 2,800.00 3,650.00
Organization Expense 288.76 216.76
Goodwill 2,000.00 2,000.00

Total Fixed and Other Assets $16,250.92 $16,785.46

Total Assets , $59,655.87 $80,849.30

Liabilities and Capital:
Current Liabilities:

Accounts Payable $15,112.82 $18,643.24
Notes Payable - Due Within One Year 2,325.00 2,792.02
Federal W.H. and S.S. Payable 590.73 727.11
State W.H. Payable 261.05 86.01
Federal U.C. Taxes Payable 73.08 63.60
State Sales Tax Payable 116.84 175.85
Accrued Property Taxes Payable 332.06 479.40
State U.C. Taxes Payable - 8.60

Total Current Liabilities $18,811.58 $22,975.83

Deferred Liabilities:
Notes Payable - Due After One Year $17,520.18 $16,430.20

Total Liabilities $36,331.76 $39,406.03

Capital:
$12,000.00 $12,000.00Common Stock

Undistributed Taxable Income 11,324.11 29,443.27

Total Capital $23,324.11 $41,443.27

Total Liabilities and Capital $59,655.87 $80,849.30
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APPENDIX B

sales:
Contracts 
Auto Glass 
Miscellaneous

COP-DAN GLASS COMPANY 
Comparative Income Statement

December 31, 
1973

December 31, 
1974

$ 52,746.08 
25,236.10 
41,279.46

$119,357.48
37,970.64
59,815.43

Total Sales $119,261.64 $217,143.55

’ost of Sales:
Inventory - At Beginning of Period
Purchases
Freight
Salaries and Wages 
Inventory - At End of Period

$ 5,000.00
64,447.77 

945.27 
20,128.84 
('15,354.07')

$ 15,254.07 
118,034.67 
1,277,09
31,993.57
(-16,112.60)

Cost of Goods Sold $ 75,167.81 $150,446.80

Gross Margin $ 44,093.83 $ 66,696.75
Operating Expenses:

Advertising $ 2,071.80 $ 2,406.20
Bad Debts 140.41 113.44
Breakage i 158.91 17.88
Amortization of Organization Expense 72.00 72.00
Contract Labor 145.18 2,441.59
Depreciation 1,363.60 2,018.30
Dues and Subscriptions 253.40 464.80
Donations 127.00 287.50
Group, Life and Other Insurance 2,338.71 4,106.21
Interest 1,254.41 1,590.36
Legal and Accounting 551.16 406.23
Maintenance and Repairs 2,361.46 3,082.89
Miscellaneous Expense 723.08 226.17
Office Expense 798.13 946.40
Postage 152.00 317.50
Promotional 2,133.65 5,300.60
Salaries - Office 8,732.00 2,600.00
Shop Expense 2,504.99 2,715.28
Property Taxes 498.09 318.54
Payroll Taxes 1,861.40 2,587.11
Taxes, Licenses and Permits 127.49 214.00
Telephone and Utilities 2,178.23 2,508.92
Vehicle Expense 2,627.62 3,781.46

Total Operating Expenses

Net Income From Operations

Other Income:
Rent
Discounts Earned 
Interest Income

$ 33,174.72 

$ 10,919.11

$ 38,523.38 

$ 28,173.37

$ 405.00 $ 900.00
- 537.49
- 1,040.05

$ 11,324.11 $ 30,650.91Net Income For Period
9



COP-DAN GLASS COMPANY 
TEACHING NOTE

1. The main problem currently facing this business deals 

with ’coordination of work’ based on the firm’s current 

production and employment level. Total employment presently 

equals three people: two owners plus one additional full time 

employee.

The largest sales area, contract jobs, in the majority of 

situations requires a two-man team for completion. With 

present arrangements, this means that in most situations there 

is only one man in the shop to take care of those sales relating 

to automobile glass and miscellaneous items. With a business 

located in a town of this size, a fair amount of traveling time 

is expected by those men working the out-of-town contract jobs. 

A city with the population of 10,000 can generate only so much 

business within before it has to search outlying areas for 

additional business.
A great deal of the above problem could be eliminated by 

the hiring of at least one additional full time person and 

possibly two. This would allow management to better schedule 

future work while at the same time release part of the work 

load from the owners so that they may better promote the firm.
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2. A second problem facing the firm deals with neglect 

of administrative duties such as estimating, bookkeeping, and 

sales.
The main cause of this problem is lack of personnel to 

handle normal everyday work. This forces Mr. Brown to devote 

his time to shop work while he should be accomplishing some 

of these other duties.

In order to keep up on bookkeeping and estimating acti

vities, Mr. Brown is forced to work quite often late in the 

evenings.

Since the firm is operating in a ’growth stage’ of the 

business cycle, it is evident that management should be con

cerned with increasing sales. To date, the firm has not 

engaged in a sales campaign to capture its market. Mr. Brown 

has not been able to actively solicit new customers due to the 

fact that current sales levels have kept all personnel busy.

3. A properly prepared and carefully thought out sales 

campaign should be initiated and directed towards those cus

tomers existing in the surrounding communities. Emphasis 

should be given to those potential customers most likely

to buy the product. This campaign would not only give the 

firm added growth, but it would also allow for thought towards 

future expansion.

In adopting a sales campaign, the firm should concern 

itself with an advertising plan suitable to the cause. Since
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management is knowledgeable of those customers most interested 

in its products it may be beneficial and also less costly to 

adopt a more specific advertising medium such as direct mail. 

Another type of advertising medium effective in a small com

munity area is the ’yellow pages’.

4. Thought should be given by the firm’s management con

cerning future expansion, however, I feel that at this point 

in time, the firm actually needs to stabilize its present 

operations. If and when management decides to further 

investigate ’expansion’ possibilities, some important things 

to remember are: location of competition in surrounding towns 

and also population of those towns. By stabilizing, I mean
I

concentrating on present sales growth and making sure employ

ment levels and work scheduling are adequate to manage present 

operations.

5. The firm, in trying to develop a product line to 

counter balance the cyclical nature of the business, should 

try to create a use for the salvage plate glass obtained in 

contract jobs. The management of Cop-Dan Glass Company should 

expand its product line to include items of ’creativity’; the 

making of items such as glass end tables, glass shelving, etc. 

This type of product is gaining popularity not only for 

residential use but also for commercial use.
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