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	Another Free Resource from BusinessBusStop.com, dedicated to providing low cost and free business services to small and medium sized businesses. www.businessbusstop.com



Business Plan Template 

for Start Up Businesses
Includes SWOT analysis, financial analysis and general predictions. 
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Summary 
State what you are. Eg: Business Bus Stop is an online one-stop shop for business services to be outsourced and handled. 
What are you going to do? More detail needed here. 

The website will have a number of different activities including: 

· Recruitment
· IT Support

· IT Supplies

· Web Design

· SEO & Online Marketing 

· Typing Services

· Call Handling

· Debt Recovery

· Web Hosting

· Investigations

· Postal Campaigns

· Health & Safety

· Employment

· Legal

What is your aim? 

The aim of the service is to offer all of the above to businesses so that they do not need to go to different suppliers for each service, and to eventually handle all of the services in house wherever possible. 

What do you already own or do? 

The company owns the following websites: 
www.businessbusstop.com 

www.businessbusstop.co.uk 

How much do these cost? 

The cost of these is approximately £60 per year.  Hosting is provided by Chester Web Marketing Limited.

There are no other assets. 
BBS offers a list of services for business owners to choose from, depending on their particular business needs. This includes the list above. 

Describe the market. If you do not know the market, go and research it!

The Market in a nutshell

Small to medium businesses with between 1 and 30 employees. The services will be as relevant to a trades company as they will to a professional services company. 

Ideally BBS will have a focus on start-up businesses, preferably in the earlier stages of operation, and also specifically the small – medium market as above. Small and mid-sized businesses make up a sizable majority of UK & international markets. 
BBS prefers to establish a relationship with a younger operation and continue to nurture that relationship over the long term. 

What will be the company structure? 

BBS is an England & Wales based limited company with two principal directors. 
The outsourcing business services and consulting industry is dominated by major suppliers who concentrate on large public and private enterprises. www.capita.co.uk is the best known example, but also Serco and Accenture are very well known. 

Numerous suppliers are on the internet, advertising for Indian workers from £495 per month in any role, full business outsourcing and other services included. 

Consulting practices of the major accounting firms (a.k.a. the Big Five) have established a worldwide presence and sell their packaged services to companies of different sizes and industries. At the same time, numerous smaller suppliers and individual business consultants prosper in the market niches that bigger players consider unprofitable to enter.

It is not yet clear which market will be concentrated on, and it is intended to commence trading and develop our concentration as the site progresses. 

Competitors are more likely to be in each individual sector. For example, in low cost recruitment there is a website called Webrecruit, which is backed by James Caan, offering low cost recruitment for a fixed fee between £695 and £995. 

On the IT side there is an operation called www.wavex.co.uk who specialise in outsourced IT work. 

The legal outsourcing field does not really exist – at present there are just law firms. Employment law appears to be one of the easiest parts of business law to outsource as a lot of it is process based. Employment law is dominated by www.penninsula.co.uk 

Accountancy outsourcing looks to be less professional than the recruitment and IT sides, but there is still competition – an example of this is http://www.fdoutsourcing.com/ 
Describe your background as a business. 

The Past 
The company has no background – this is a new start up. 
Financial Investment. What are you going to put into the business to start off with? 

Financial 

BBS's co-owners will each provide a sum to cover the cost of the start-up expenses. The rest of the required financing will come from external investors as required, although the aim will be to avoid spending anything at all, and focus instead on getting services up and running to support the future expansion of the business. 

BBS's Break-even Analysis is based on the average of the first-year figures for total sales by salaries, bonuses costs, and all other operating expenses. Such analysis shows that BBS will break-even by the tenth month of operations.

1.1 Mission

Business Bus Stop aims to offer comprehensive business services, with the option to expand or contract into fields as required. BBS will focus on providing personal and specialized services to meet each client's specific needs.

1.2 Keys to Success

BBS's keys to success include:

· A group of professionals with a broad range of specialty areas that complement each other.

· A high level of experience in these specialty areas.

· A team approach on pricing.

· Professionalism and effective marketing. 

Start-up Summary

BBS's co-owners will each provide the necessary investment that will cover the bulk of the start-up expenses. 
The following table contains projected initial start-up cost data.

Start-up Requirements  

	Start-up Expenses  

	Legal and Website 

	Office Supplies 

	Other (Wordpress template) 

	Total Start-up Expenses 

	  

	Start-up Assets  

	Cash Required £ 

	Other Current Assets £ 

	Long-term Assets £ 

	Total Assets £ 

	  

	Total Requirements £ 

	Start-up Funding 

	  

	Start-up Expenses to Fund £ 

	Start-up Assets to Fund £ 

	Total Funding Required £ 

	

	  Assets   

	Non-cash Assets from Start-up £ 

	Cash Requirements from Start-up £ 

	Additional Cash Raised £0  

	Cash Balance on Starting Date £ 

	Total Assets £ 

	  

	  

	Liabilities and Capital  

	  

	Liabilities  

	Current Borrowing £0  

	Long-term Liabilities £0  

	Accounts Payable (Outstanding Bills) £0  

	Other Current Liabilities (interest-free) £0  

	Total Liabilities £0  

	  

	Capital  

	  

	Planned Investment  

	Investor 1 £ 

	Investor 2 £ 

	Additional Investment Requirement £0  

	Total Planned Investment £ 

	  

	Loss at Start-up (Start-up Expenses) (£55) 

	Total Capital £ 

	  

	  

	Total Capital and Liabilities £ 

	  

	Total Funding  £ 

	


Service Description

BBS offers a list of services for business owners to choose from, depending on their particular business needs. 

Start-up services include 
· Recruitment

· IT Support

· IT Supplies

· Web Design

· SEO & Online Marketing 

· Typing Services

· Call Handling

· Debt Recovery

· Web Hosting

· Investigations

· Postal Campaigns

· Health & Safety

· Employment

· Legal

BBS is going to be non-flexible, working with its clients via the internet, without any face to face meetings at all if possible. 

All support and service is to be provided online from a call centre operation. 

It is a matter for discussion as to whether it is possible to provide a subscription type of service, or whether each service has to be provided individually to ensure profitability. 

Market Analysis Summary

It is not clear yet where the main thrust of marketing ought to be. 

This will be discussed further down under marketing. 

5.1 Market Segmentation

Start-Ups

Start-up companies often are in need of services at a low cost from the word go. Often they are dependent on sub-standard Business Link advice, which is delivered by consultants who are out of touch with the digital age. 

1-3 Year Old Companies

Young companies, between 1 and 3 years old are less likely to be searching for consultancy services unless they are dissatisfied with their current providers or sense an economic advantage. It may be that this market is the one to look at, as it is assumed that businesses start to create a certain level of liquidity to invest. 

3 + Year-Old Companies

Established companies make up the final segment, and is significantly smaller than the start-up segment. The established company segment typically has a need for a very wide range of services, and may be swayed by economics quite considerably if there was a provider they could trust to deliver. 
5.2 Target Market Segment Strategy

It is not certain yet which segment to target. 
How are you going to get customers and be noticed? 

5.3 Market Needs

Company and business owners always require assistance from experts in particular sectors, as well as access to low priced services. There appears to be a gap in the market for a business to supply all the services from one location. 
5.4 Service Business Analysis

The business services industry is very fragmented. Several large multi-national companies dominate the industry for certain areas, while many smaller (and often more specialized) firms occupy their market niches. At the same time, numerous firms and individual business consultants prosper in the market niches that bigger players consider unprofitable to enter.

5.5 Competition and Buying Patterns

Competitors in the forefront of the various marketplaces typically offer face to face consulting services or fairly vague descriptions of their services, particularly on the IT side. 

BBS Services are designed to increase clients' operations effectiveness through reduced cost, improved customer service, enhanced quality of current product lines and services, and a more rapid introduction of new products and services. 
Services are clearly becoming more focused on technology-based solutions to help clients improve cost management, quality and service, and an example of this is very obvious in the recruitment market. 

6.1 Sales Strategy

BBS intends to succeed by offering companies a comprehensive range of services, and cross-sell others to existing clients in order to expand. 

The following table outlines the sales forecast for the next three years for the first three proposed services.

	Sales Forecast 
	Year 1
	Year 2
	Year 3

	
	
	
	

	Unit Sales    
	
	
	

	Recruitment
	50
	300
	600

	IT Contracts
	
	
	

	Web Hosting
	75
	500
	1500

	
	
	
	

	Unit Price
	
	
	

	Recruitment
	£499
	£499
	£499

	IT Contracts
	
	
	

	Web Hosting
	£60
	£60
	£70

	
	
	
	

	Sales
	
	
	

	Recruitment
	£24,950
	£149,700
	£299,400

	IT Contracts
	
	
	

	Web Hosting
	£4,500
	£30,000
	£105,000

	
	
	
	


7.1 Personnel Plan

The following table illustrates the personnel plan for the next three years. 
Year 1

Months 0-6 – no extra personnel. 

Months 6-12 – 1 Administrator, 1 Sales Executive.

Year 2

Months 0-6 – IT consultant, sales executive, 1 administrator.

Months 6-12 – IT support worker, manager. 

Year 3 

Variable. 

Costs: 

Directors: no output until year 3 unless exceptional. 

Administrator: £15,000 per annum. 

Sales Executive: £23,000 per annum

IT consultant: £18,000 per annum. 

Manager:  £37,500 per annum. 

Financial Plan
BBS expects to incur no debt at all in setting the operation up, and to use finances earned to employ staff and expand the company. 

For example: 

Call Handling: all call handling outsourced to another company such as X

until BBS has sufficient resources to install telephone lines, a call handling system, and employ sufficient staff. 

Legal services: all legal work to be outsourced until sufficient capability to employ lawyers and support workers to operate the outsourced service. 

Services 

It is planned to start with two main services, probably: 
· Recruitment

· IT & Web Hosting

What is your USP? Describe it here. 

The beauty of the service is that it can be concentrated wherever a market is perceived, and the site then used to cross sell to other services as required. It is proposed to include a company directory on the site, and aim to get as many businesses in that as possible from the various sectors, perhaps considering using contacts in the Indian data entry industry to set up the database initially.
Trademarks Applied For

None, but will need to apply for a trademark within 12 months.  
Operational Details 
Location and Premises

Within 12 months, operation needs to be running out of offices. 
To start with, this can be very small – with 1,000-4,000 foot operation housing administrators and advisers, located probably within Flintshire in order to attract quality staff, but with the view to moving into premises such as these below within 2 years: 
[image: image2.emf]
A SELF CONTAINED AND DETACHED OFFICE

EXTENDING TO 2,991 SQ. FT.

GENEROUS PARKING

LOCATION

The premises are located on Denbigh Road, a short distance to the north of Mold town centre. The property is located adjacent to a new residential development and is set back from the main road, immediately in front of the football club.

DESCRIPTION

The property comprises a detached, self contained building, arranged over ground and first floors. The property was built for the current owner in about 1990 and provides a combination of open plan and private meeting rooms, together with a board room, photocopy / store room, kitchen, male and female WCs, and manager’s office. The property is fully cabled and has mains water, electricity, gas and drainage.

ACCOMMODATION

The property has been measured in accordance with the R.I.C.S. Code of Measuring Practice and extends to a net internal area of approximately 2,991 sq. ft. together with a large self contained car park for approximately 20 vehicles.

LEASE TERMS

The property is offered on a new full repairing and insuring lease, directly from the landlord. The tenant will be responsible for the maintenance of the interior and exterior of the building and car park.

PURCHASE PRICE

The property is also offered for sale at a quoting price of £295,000.

BUSINESS RATES

The property has an adopted rateable value of £22,000 effective 1 April 2005.

RENT

The annual rental for the property is £25,000.

BUILDING INSURANCE

The landlord will insure the building and re-charge the premium to the tenant.

Equipment needed from the outset
Quite simply: 

Computer (with good capability)

Servers
Software

Printer

Fax

Internet access

Telephone line (x2)

Telephone with transfer capabilities

Microsoft Office software 

SWOT analysis

Strengths

1. Website – it is fairly unique, and no other companies appear to be competing with us yet with the same web presence. 

2. Our price. 

3. Skills. 

4. No risk – we have no loans or debts. 

Weaknesses

1. Lack of known brand.
2. Lack of funding. 

Opportunities

1. Expand aggressively in the marketplace, which would involve some capital risk in advertising and wages. 

2. Expand into other areas as quickly as possible. 

Threats

Not able to think of many – perhaps being too generalist and companies avoiding the services, or expanding or not too quickly/slowly. 
Prospects

Short term: 

Building the brand, marketing, investing in staff. 

Long term: 

To sell the company or take on enough staff to run it without significant involvement, using the capital each year to fund other projects. 

Report on progress: 

Keep concentrating on the long term plan..
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