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EXECUTIVE SUMMARY 

 

As part of the MBA curriculum at Alva's Institute of Engineering and Technology, I had to 

conduct a research project during the fourth semester. This project aimed to bridge the gap 

between theoretical business knowledge and its practical application. I conducted a secondary 

research study to understand a company and its product segment. 

My focus was on analysing how the company manages its receivables, which are the amounts 

owed to the company by its customers. This helped me achieve the study's goals and determine 

the current status of PowerPoint batteries, the company I studied. I also aimed to provide the 

company's management with some insights based on my findings. 

Companies often offer trade credit to maintain their sales against competitors and attract 

potential customers. This involves credit policies covering credit standards, credit terms, and 

the process for collecting credit payments. Receivables arise from credit sales, as some 

customers buy goods on credit instead of paying cash immediately. While cash sales are 

preferred, credit sales are necessary to boost overall sales. 

In my study, I used two financial statements: the profit and loss account (income statement) 

and the balance sheet. To draw meaningful conclusions, I compared data from the past five 

years. I employed various ratios to assess the company's receivables management, which 

helped paint a clear picture of the company's financial position. To gather data for my study, I 

collected information from the company's annual reports and its official website. 

 

 

 

 

 

 


