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1.
Executive Summary

1. 1.1
General

The recruitment and staffing industry is a major service business, operating in virtually all job markets and geographical areas.  It places 500,000 workers in permanent jobs each year and 1.4million temporary workers are registered with recruitment agencies for work each week.  

The industry has an annual turnover estimated in the region of £XXbn 2010 and although fairly stagnant currently is et to grow over the forthcoming years, hopefully maximising the opportunities presented by this trend.

	
	2009/10
	2010/11
	% increase

	Total industry turnover
	
	
	

	Temporary recruitment turnover
	
	
	

	Permanent recruitment turnover
	
	
	


[*Source: The Recruitment and Employment Confederation (REC).]

There are some 8,000 recruitment agencies operating in the commercial sector in the UK (providing general office and support staff) and 6 are based in Xington, where XYZ plans to open its first branch.  From 2000 – 2002, the recruitment industry as a whole experienced difficult trading times and it is evident that each of the Xington recruitment agencies, without exception, allowed their service standards to slip.  We are clearly different from the competition and our USP is the quality of our service, which will never be compromised. 

Our research has provided us with further evidence that these agencies have not yet recovered sufficiently in time for the current upturn, which is forecast to continue for the next 5 years.  This has left a clear gap in the market and XYZ Limited is in a position to maximise this opportunity to establish itself as a key quality operator in a 10-mile radius of Xington and, later, in 2 further geographical areas.

2. 1.2
Objectives

· To deliver professional, quality commercial staff recruitment services for clients and candidates.

· To become established as recruitment professionals in the local business community.

· To operate profitably and professionally. 

3. 1.3
Mission

· To exceed client and candidates’ expectations in the provision of commercial recruitment services.

· To positively influence the raising of standards of recruitment services in the locality, through efficient and effective processes, listening to and caring for the needs of clients and candidates and promoting openness and visibility in all business dealings.

4. 1.4
Methodology

Recent investigation by XYZ Recruitment Limited has established a definite need for a commercial recruitment service in Xington, which is based on quality of service, rather than low pricing structure; clients are likely to pay for a better quality permanent and temporary recruitment service; candidates are likely to be attracted to work with such a consultancy.  Key to delivery will be experienced, qualified staff, each of whom is motivated to provide a great recruitment service, coupled with the ‘intensive business care’ provided by the Recruitment and Employment Confederation’s (REC) Full Start up Service. 
The company will be a privately owned limited company, owned and run by the Managing Director and a team of experience recruitment professionals and backed by a board of non-executive directors, with a wealth of business experience.

5. 1.5
Market Potential

Of the 1,500 organisations (large multi-nationals, SMEs, the university and 3 government institutions) situated within a 10-mile radius of Xington, XYZ’s service is likely to be attractive to organisations which place an emphasis on quality and standards of service, therefore, the typical XYZ client will be of a high calibre.  These in turn will be key a factor in attracting and retaining high calibre candidates – which will help XYZ to attract and maintain further quality clients.  

The majority of XYZ’s clients are likely to be SMEs, with some penetration into the university and 3 government institutions.  The multi-national organisations invariably have central purchasing departments, which secure national preferred supplier lists (PSL) agreements, based on price, with national recruitment companies.  As a result, service levels on these accounts are unsurprisingly low but, whilst HR managers in these companies would prefer to use quality-based suppliers, margins on these agreements are typically low; XYZ does not wish to compete in this market.

6. 1.6
Service Fees and Income

	Permanent recruitment:

	Salary level
	Percentage of permanent salary charged

	Up to £14,000
	15% 

	£14,001 - £20,000
	18%

	£20,001 - £26,000
	21%

	£26,000+
	24%

	Temporary Recruitment

	Gross mark-up on the total wage cost for temporary workers: 30%

	Other Services

	Retainer fees for client-paid advertising will vary according to the size of the project but will typically be £1,500 - £5,000


7. 1.7
Risk Strategy

All risks have been identified and will be mitigated through careful planning and management.  Please see 6.2 for details.

8. 1.8
Financial Summary

Budget Summary Year 1

Income:


£525,121        


Cost of sales:

£266,488
                               


Gross profit:

£258,633
Operating costs:

£70,524
                             

Net profit:         

£188,309
9. 1.9
Conclusion

XYZ Recruitment Limited is a viable business, because:

· it is run by professionally qualified, experienced recruitment professionals;

· it will address a gap in the market for top calibre commercial staff recruitment services ; 

· it has long-term intensive support of the REC Start-Up Service, which is manned by industry experts providing recruitment industry specific training, development, business expertise and mentors.

· Have acquired 100% invoice funding from New Millenia Group, to cover the cash flow difficulties created from the cost of sale from months 3 to 9 inclusively.

If launched in January 2011, XYZ Recruitment Limited is likely to maximise opportunities that the New Year typically brings for the recruitment industry during January, February and March.  Sales of £525,121 and a net profit of £188,309 is a clear reality.  To this end, the Managing Director intends to invest £15,000 in this venture and requires a further £15,000 from the bank for support in achieving this goal.

2.
History and Situational Analysis

2.1 The Recruitment Industry

The recruitment and staffing industry is a major service business, operating in virtually all job markets and geographical areas.  It has an annual turnover estimated in the region of £24.5bn and grew significantly over recent years with a slight drop in 2009/2010 caused by the latest fluctuations within the UK economy.
There are 6 commercial recruitment agencies based in Xington, none of which is considered by clients and candidates to offer a quality, cost effective service.  XYZ Limited is confident that there is a gap in the market for a new consultancy, offering a refreshing difference in terms of service levels, professionalism and business relationships.  XYZ Limited is in a position to maximise this opportunity, to establish itself as a key quality operator, initially covering a 10-mile radius of Xington and later, a 50-mile radius.

2.2 Market Positioning

XYZ Recruitment Limited will fill a gap in the market for a small, independent, privately owned recruitment consultancy, with clear focus on superior quality of service to both the clients and the candidates, which is currently unavailable in the Xington area.  It will deal in both permanent and temporary recruitment, primarily of office and support personnel but will also occasionally handle lower level management roles for some clients. 

Of the 8,000 commercial recruitment agencies in the UK, 6 of  these are situated in Xington.  Of these, 5 are branches that form part of nationwide and international  organisations, and 1 is a small, privately owned agency.

During the downturn, all these agencies succumbed to pressure to negotiate their fees and, as a result, their standards of service suffered.  Now that the upturn has come, they are struggling to raise fees and it is evident that their credibility with clients has been damaged, especially that of the independent agency.  Prior to the downturn, this agency maintained a strong hold on the local market and key to this was the quality of service they provided.  Whilst the larger agencies tend to concentrate mainly on national accounts with the large, blue chip organisations, this independent  was very successful at attracting and keeping the smaller clients (SMEs).  This is no longer the case; this agency appears to have lost its focus, and this is where the opportunity for XYZ Recruitment Limited exists.

XYZ Recruitment Limited is confident that there is sufficient potential business within a 10-mile radius of Xington to sustain the growth projections for years 1 and 2.  However, once the company has become fully established in this geographical area, plans for expansion to open 2 additional branches, to cover a 50-mile radius of Xington, will be realised.    
3.
Market Analysis Summary

XYZ’s initial target market will be the 1,500 organisations situated within a 10-mile radius of Xington.  These comprise of a wide range of businesses, including large multi-nationals, SMEs, the university and 3 government institutions.  

The demand for XYZ’s services is likely to come from organisations which place an emphasis on quality and standards of service, so the typical XYZ client will be of a high calibre.  This will be especially attractive to XYZ’s candidates and will be a factor in attracting and retaining them (especially temporary workers) – which in turn will help XYZ to attract and maintain further quality clients.  

Key elements affecting client purchasing decisions on recruitment agencies:

· Professional reputation

· Quality of service

· Value for money

· Working relationship – trust, empathy, visibility and honesty

Key elements affecting candidate decisions to work with recruitment agencies:

· Professional reputation

· Quality of service

· Working relationship – trust, empathy, visibility and honesty

In summary, both clients and candidates want similar things from their recruitment consultancies and that is what XYZ intends to give them.

3.1 Market segmentation

XYZ Recruitment’s initial target clients will fall into the following categories:

(i)  SMEs;

(ii)  multi-nationals;

(iii) educational establishments;

(iv) public sector organisations, such as the hospitals and local councils.

The majority of XYZ’s clients are likely to be in category (i), with some penetration into categories (iii) and (iv).  This is because multi-national organisations in category (ii) have central purchasing departments, which secure national preferred supplier lists (PSL) agreements with the national recruitment companies.  These are based purely on price and, as a result, service levels on these accounts are unsurprisingly low.  Whilst HR managers in these companies would prefer to use alternative suppliers, they have no power to do so.  Margins on these agreements are typically low, often just higher than break even, so XYZ will not wish to compete in this sector of the market.

XYZ’s clients are likely to be SMEs, who do not want to waste time and money on ‘bargain’ support and questionable recruitment expertise – they will want a fast, effective, professional service, with demonstrable benefits.

3.2 Market Research

XYZ conducted a sample survey of 82 clients and 19 candidates (already known to the owner), in order to measure potential client and candidate demand for quality commercial recruitment services and the number and type of potential clients and candidates.  XYZ also carried out research on potential competitors.

3.2.1 Potential Demand
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The survey results were as follows:

Qualities looked for in a recruitment consultancy

Sample of comments: Honesty, efficiency, value for money, the right people for the job, caring.

Problems experienced with commercial recruitment agencies in Xington

Sample of clients’ comments: Wrong candidates sent for jobs, no pre-selection, lack of care, lack of trust.

Sample of candidates’ comments: Consultants not interested in individuals; not listening to needs; sent to inappropriate jobs.
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	(To clients) – number and type of office staff likely to be recruited in the next 12 months

	Sample of replies -

	Numbers
	

	0
	22%

	1-3
	36%

	4 – 7
	25%

	8 – 12
	12%

	12+
	5%


Staff types - PA, customer service advisor, marketing assistant, marketing executive, legal secretary, training co-ordinator, account administrator, personnel manager, sales supervisor, call centre supervisor.

Survey conclusions

This research demonstrates that the recent upturn in client and candidate demand has found Xington agencies unprepared; they are unable to ‘raise their game’ and so the quality of their service no longer meets clients’ or candidates’ requirements.  There is strong evidence that a new, quality-driven recruitment consultancy is needed in Xington.

In view of these factors, XYZ’s management is convinced that sales forecasts can be sustained for this new venture.
3.2.2 
Competitive Comparison

As illustrated earlier in this document, there are 6 commercial recruitment agencies situated in Xington.  Of these, 5 are branches that form part of nationwide and international  organisations, and 1 is a small, privately owned agency.  In order to establish knowledge of these, survey respondents were asked for their views as clients and candidates.  

It was found that national agencies could offer a high number of candidates, can supply to multi-location client branches and offer low charge rates.  However, the quality of their service was said to be inconsistent, both clients and candidates found that high staff turnover, which is common in the larger UK agencies (as much as 60% per annum), made working relationships difficult and there was a general lack of understanding of their needs.

The independent agency was found to offer a more personal service (their consultants tend to stay longer, so it is possible to get to know them), they to listen clients’ and candidates’ needs and the quality of service was perceived to be better than that of the larger agencies.  However, respondents noted a definite deterioration in the quality of service in past 2 years and it was suggested that they “seem to have lost their edge and are less enthusiastic”.

XYZ can more than justify opening a new recruitment consultancy in Xington.  Key factors giving them a competitive edge are:

Quality:  XYZ is committed to quality and this is demonstrated, not only through their service to clients and candidates, but also through their active membership of the recruitment industry’s trade association, the Recruitment and Employment Confederation (REC) and their plans to work towards Investor in people (IiP) accreditation.  Long term plans for expansion and subsequent hiring of additional staff include generous provision for training and professional qualifications.

Qualified, experienced staff: XYZ staff have a total of over 20 years’ commercial recruitment experience between them and each has REC accredited qualifications; this gives them the expertise and knowledge to ensure a professional recruitment service to both clients and candidates.  This, coupled with the experience and support from the Business Support team, will enable the organisation to supplement any limitations and it is planned that they will draw heavily on their mentors for support.

An understanding of the local market:  The staff of XYZ currently live and work in the Xington area.  The managing director has a high number of contacts, both clients and candidates and these are likely to use the services of XYZ Recruitment from the start.  

Solid industry-specific business support:  XYZ will be fully supported by the REC’s Business Support Unit, the recruitment industry’s unique 3-year package for new recruitment business owners.  This comprises accredited training, development, mentoring and support and will enable XYZ to reach its full potential and to ensure that projections for income, expenditure, and growth are effectively sustained, managed and controlled.

10. 3.3 
Target Market Strategy

Clients and candidates are likely to be those that value a professional, quality service.  XYZ are confident that 61 candidates will be placed in permanent jobs in the first year and the temporaries section will grow  to a peak of 32 per week in year 1.  

Clients

XYZ’s initial target market will be the 1,500 organisations situated within a 10-mile radius of  Xington, in order to create awareness of XYZ in the local business community.  Of these, it is envisaged that some 50% currently use commercial recruitment agencies.  Due to the fact that large multi-nationals tend to use the national agencies, business is likely to come to XYZ Recruitment  from the SMEs, the university and 3 government institutions.  However, all 1,500 will be targeted initially and thereafter, marketing will be concentrated on the actual users, including some of the large multi-nationals.  This is because they are likely to need to use alternative agencies when those on the PSL cannot supply.

Of  the 1,500 organisations in the Xington area, it is estimated that XYZ will secure 100 in year 1 and a further 100 in year 2, until eventually, they will have earned the majority of available business.

Candidates

XYZ are likely to attract high calibre candidates, who are seeking work with high calibre organisations.  

4.
Service Summary

11. 4.1
Services Description

XYZ Recruitment Limited will offer a permanent and temporary recruitment service to clients and candidates.  XYZ believe that it is important to establish true partnerships with their clients and candidates, because through listening properly and understanding individual needs, XYZ can ensure a personalised service which is not currently available in their geographical area.

XYZ Limited are acutely aware that each client is unique, so it will be company policy to interview both clients and candidates in-depth, so that they know what each party requires; they will visit each company before dealing with them, so that they can ascertain their culture and other ‘intangibles’. They will then qualify candidates through a stringent testing and referencing procedure.  

The recruitment service is free of charge to candidates.

4.1.1 
Permanent Recruitment

Permanent placements will be of all levels of office staff, with salaries ranging from 15K for juniors to £35K for PA and junior management roles.  

Clients: Once XYZ have met the client, a full client profile, job and person specification will be drawn up.  Candidates will be sourced according to these specifications and those that are preselected will have their CVs presented to the client, together with a ‘candidate introduction form’, which gives a summary of the interviewer’s assessment of the candidate.  An offer will follow the subsequent interviews and the placement fee will be applicable on the day the candidate starts work with the client. 

Candidates: On enquiry, candidates will be preselected according to their suitability for the types of jobs and clients XYZ handles.  XYZ carry out an in-depth interview, which not only includes work history but also the candidate’s aspirations and descriptions of their personality, strengths, weaknesses and ideal culture to work in.  This will help XYZ to successfully match the candidate to the right client and job.  

4.1.2 
Temporary Recruitment

Temporary recruitment will be for both short-term and long-term assignments.  

Clients: Procedures for fulfilling temporary assignments will be similar to those for permanent jobs.  Once XYZ have met the client, a full client profile, job and person specification will be drawn up.  Candidates will be sourced and according to these specifications and those that are preselected will be discussed with the client.  If the assignment is long term, it may be necessary to present CVs, together with a ‘candidate introduction form’, so that the client can make a selection to interview.  

Clients will be charged on a weekly basis.  The charge will comprise the pay rate to the temporary worker, direct on-costs plus XYZ’s 30% mark up.

Candidates: As with all candidates, temporary workers will be preselected according to their suitability for the types of assignments and clients XYZ  handles.  XYZ will also carry out the same in-depth interview procedure, in order to successfully match the candidate to the right client and job.  

The temporary workers will be hired on a contract for services and paid on a weekly basis.  The levels of temporary assignments will vary and hourly pay rates will reflect this.  It is envisaged that these will range from £7.50ph - £20ph.

4.1.3 
Other Services

Client-paid advertising: this is where the client will retain XYZ to manage an advertising campaign on their behalf, and will include approval of the copy, handling of the response and pre-selection, down to a shortlist of candidates for the client to interview.   The retainer fee will vary according to the size of the project but will typically be £1,500 - £5,000.  

12. 4.2
Future Services

XYZ are confident that, once the business is established, there will be opportunities to deal with more lucrative senior assignments and project management work, on behalf of clients.  This is likely to happen from year 2 onwards.

5.
Strategy and Implementation Summary

13. 5.1 
Pricing Strategy

5.1.1 
Concept Statement

The success of XYZ is based on the belief that there is a demand for a fresh, new approach to local recruitment, underpinned by the quality and expertise of its recruitment consultants and the experience and support from the Business Support team and its mentors.

XYZ is confident that clients will pay a fair price for this service, having experienced the problems associated with ‘cheap and cheerful’ services in the past two years.

5.1.2 
Permanent Recruitment

Permanent fees [including temporary to permanent (T-P) fees] are based on a one-off fee for each candidate placed with the client, based on a percentage of the first year’s salary, as follows.

Salary level

Percentage of permanent salary charged

Up to £14,000



15%  

£14,001 - £20,000



18%

£20,001 - £26,000



21%

£26,000+




24%

Negotiation of rates will only be entered into for volume quality business.  

In the event that a placement does not work out, the following rebate structure will apply:

	Week in which the candidate leaves
	Percentage of introduction fee refunded

	1-2
	90%

	3-4
	80%

	5-6
	60%

	7-8
	40%

	9-10
	20%

	11-12
	10%


5.1.3 
Temporary Recruitment

Charge rates will comprise the pay rate to the temporary worker, direct on-costs plus XYZ’s 30% mark up.  Pay rates will range from £7.50ph - £20ph, dependent upon the level and qualifications of temporary workers required. 

5.1.4 
Other Services

Retainer fees for client-paid advertising will vary according to the size of the project but will typically be £1,500 - £5,000.  

6.
Marketing Strategy

14. 6.1 
Marketing Goals

· To position XYZ Recruitment Limited as a real alternative choice for office staff recruitment  services for clients and candidates

· To deliver a professional, reliable, service with the ‘personal touch’, which is based on quality and not price

· To establish XYZ Recruitment Limited as experts in professional recruitment services

15. 6.2 
Marketing objectives

Objectives for the first year of trade are to develop:

· a programme of communications to potential clients, both electronically and paper-based;

· a website to provide information about XYZ’s services to both clients and candidates;

· initiatives and campaigns to establish the XYZ brand name amongst potential clients, candidates and the Xington business and education community.

16. 6.3 
Marketing Messages

· XYZ Recruitment:  taking staff recruitment to a new dimension

· XYZ Recruitment:
recruitment professionals providing professional recruitment services to discerning clients
· XYZ Recruitment:
recruitment professionals providing professional recruitment services to discerning candidates
17. 6.4 
Marketing Audiences

The marketing plan should target specific audiences, including:

· Potential (and later) existing clients 

· Potential (and later) existing candidates

· The business community (to attract client referrals)

· The educational community (to attract junior candidate referrals)

18. 6.5 
Marketing Activities

It is envisaged that XYZ Ltd will make good use of all opportunities in the locality to market their services, in addition to using the local press, the Evening Standard, electronic marketing (e-news) and advertisements on bus shelters.  This will include attendance at local exhibitions, being an active member of the Chamber of Commerce and the Federation of Small Business and general networking.  Through this activity, it is expected that word of mouth recommendations will be significantly enhanced.

7.
Risk Analysis Summary

19. 7.1 
SWOT Analysis

	Strengths
· Service based on quality of service, not low prices.

· Wealth of recruitment knowledge, skills and experience.

· A good number of clients and candidates will be attracted to XYZ from the start, due to existing contacts. 

· Full understanding of the market.

· Intensive, meaningful business support from REC – current training, mentoring, staff development and business guidance ‘on tap’ for 3 years.

· Staff’s networking skills.

· Opportunity to establish additional services from year 2.
	Weaknesses
· XYZ are inexperienced in running a business.

· IT infrastructure and systems not yet decided upon.

· Majority of customers need to be developed from scratch, making it potentially difficult to deal with sales and servicing simultaneously.

· Lack of space to take on additional staff in current premises.



	Opportunities
· Current suppliers to target market are ‘jaded’ from recent hard times, so clients are receptive to ‘fresh’ suppliers.

· XYZ Recruitment Limited will be seen to encourage the raising of standards amongst other recruitment agencies in Xington, enhancing its credibility amongst clients, candidates and the local business and educational community.

· From the second year, to move into more senior and lucrative areas of recruitment and account management.


	Threats
· Potential low take up of clients.

· Established competitors may have more loyal ties with clients than research suggests.

· New and changing legislation and EU directives may  negatively affect XYZ’s ability to charge a fair price for T-P placements.

· Loss or illness of key staff.

· Candidates may not work out in their placements.

· Some clients will delay payment or attempt to default on fees.


20. 7.2 
Risk Strategy

Minimise the risk of the owner having no previous experience of running a recruitment business by:

· utilising the REC’s Business Support Unit Start-Up Service, so that XYZ has the support of long-term specialist, tailor-made business support, mentoring and guidance from the start.  

Source approved IT infrastructure and other key systems through:

· utilising REC-approved service providers; a selection of quality  suppliers will be appointed shortly.

Counter the problem of juggling client and candidate development from scratch  and servicing the business that comes in through:

· effective time management (i.e. sales and marketing activities during set times, leaving the rest of the time to deal with servicing and running the business). 

Counter lack of space to take on additional staff in current premises by:

· remaining in current location until sales and financial targets for year 1 are satisfied, then sourcing more suitable premises for the first office and subsequently an additional two offices.

Minimise the risk of a low take up of clients and candidates by:

· ensuring effective marketing and press strategies are implemented,

· exceeding clients and candidates expectations, thus ensuring word of mouth recommendations,

· carrying out timely and regular reviews against business plan, adjusting plans accordingly and adhering to turn-off strategy.

Counter the risk that established competitors may have more loyal ties with clients than research suggests by:

· the constant monitoring of competitors’ activities,

· adjusting marketing/sales strategies accordingly.

Minimise the negative effect that new and changing legislation and EU directives may have on XYZ’s ability to charge a fair price for T-P placements by:

· keeping abreast of all such changes through the REC and implementing strategies accordingly. Minimise the effect of loss or illness of key staff by:

· ensuring that all key staff can cover each area of the business, so that a disruption is minimised and a seamless service is provided.

Minimise the risk that candidates may not work out in their placements by:

· ensuring the best selection is made for clients in the first place,

· applying a fair rebate facility, covered in the REC-approved terms of business (TOB).

Counter the risk that of some clients delaying payment or defaulting on fees by:

· ensuring that all clients sign the TOB prior to dealing with them (and refusing to deal with them if they refuse to sign),

· ensuring that all clients are made aware of XYZ’s payment terms from the beginning of the working relationship,

· keeping close control of credit control issues,

· purchasing adequate insurance to cover such eventualities.

8.
Organisational Summary

21. 8.1 
Organisational Ownership and Structure

XYZ Recruitment Limited is a limited company, registered at Companies House, registration number 000000000.   It is owned by Managing Director, Ann Smith.

22. 8.2 
Management Team

Ann Smith, will head the organisation as owner and Managing Director.  The board will comprise a number of experienced business owners (non-recruitment), who will provide early stage professional and financial advice.  This will be fully backed up by the Business Support service.
23. 8.3 
Personnel Plan

It is envisaged that the team will comprise the Managing Director plus 2 experienced and qualified recruitment consultants, backed by a high quality administrator.  Additional recruitment consultants and admin staff will be recruited as a direct result of sales and financial targets being exceeded and should therefore be funded by increased revenue.

24. 8.4 
Office Locations

Although the current low-cost location is suitable for a maximum of four staff, alternative premises in Xington have already been identified and this branch will be relocated at the beginning of year 2, on condition that sales and financial targets are met in year 1.  

Plans to open 2 additional branches, to expand the geographical area XYZ covers to a 50-mile radius of Xington, will also be realised at end of years 2 and 3, on condition that sales and financial targets are met in years 1, 2 and 3.

25. 8.5 
Key Personnel

	Ann Smith, Managing Director
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	Ann started her career with a high street recruitment agency for 7 years, and then spent the next 3 years with The 4Wards Consultancy, a small, private agency, where she opened a new branch in Teen.  She recruited and built a team of 6 and her time was spent establishing and running this new office.  By the time she left in November 2004, the branch was turning over £1.5m, with revenue made up of 50% temporary and 50% permanent recruitment and the branch had won the Customer Care category of the local business awards.  

	Ann’s experience covers most aspects of running a recruitment business branch as branch manager including: budgeting, sales, marketing, PR, client service, people management, training and development.   

Ann has grown up children and an effective support system enables her to devote all her energies into the running of this new venture.

	

	Peter Kent, Senior Consultant
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	After graduating in psychology, Peter worked in sales and marketing for a city finance organisation, then spent the next 4 years with Ann Smith, at The 4Wards Consultancy, covering the finance desk.  His recruitment experience covers all aspect of finance recruitment, both temporary and permanent and he has dealt with recruitment of vacancies up to junior management level.

	

	


9.
Financial Plan

26. 9.1 
Financial Assumptions

Income

Permanent recruitment:

Average invoice value for permanent placements will be £4,000, based roughly on (£22K x 18%).

Temporary recruitment:

Average pay rate = £7.50
Charge to clients = pay rate to TW + [ER's NI + WTR] + 30% mark up.

Other services:

Government Incentive project – helping highly skilled workers back into work £100 per introduction – 2 Introductions per month
Costs of sale

Recruitment costs are based on the cost of advertisements in local press and online.

Operating costs

Staff:

Director salary: The MD will draw a minimal wage of  £25K for the first year (this will rise significantly from year 2 onwards, dependant on the success of the company).

Consultants’ salaries: The consultants will each take minimal wages of  £18K for the first year (this will rise significantly from year 2 onwards, dependant on the success of the company). They will not be engaged within the business until month 3 of trading
Admin salary: There will not be an administrator in year 1 of trading
REC Start-Up Service:

£5,000 in year 1.

Income:

Presumes payment of invoices as follows: 25% one month, 50% in two months and 25% in three months. 

Loan repayments:

The loan repayments are made of interest on both loan and overdraft repayments.

27. .2 
Projected Profit and Loss

	<Company name>
	BUDGETED PROFIT & LOSS - YEAR 1

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Temporary workers- total working per week
	 
	0
	2
	8
	10
	12
	14
	20
	25
	28
	28
	25
	15
	 

	Average pay rate
	£7.50
	£7.50
	£7.50
	£7.50
	£7.50
	£7.50
	£7.50
	£7.50
	£7.50
	£7.50
	£7.50
	£7.50
	£7.50
	 

	Margin (%)
	30%
	£2.25
	£2.25
	£2.25
	£2.25
	£2.25
	£2.25
	£2.25
	£2.25
	£2.25
	£2.25
	£2.25
	£2.25
	 

	Average weekly hours
	35.0
	35.0
	35.0
	35.0
	35.0
	35.0
	35.0
	35.0
	35.0
	35.0
	35.0
	35.0
	35.0
	 

	Number of permanent placements
	 
	0
	1
	2
	3
	4
	4
	5
	7
	5
	5
	5
	2
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Month (e.g. Jan, Feb)
	 
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec
	Total

	Number of weeks in month (total 52)
	 
	4
	4
	5
	4
	4
	5
	4
	4
	5
	4
	4
	5
	52

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Income
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Temporary workers invoice value 
	 
	 £                -   
	 £     3,451 
	 £   17,256 
	 £   17,256 
	 £      20,707 
	 £      30,197 
	 £      34,511 
	 £      43,139 
	 £       60,395 
	 £       48,316 
	 £      43,139 
	 £         32,354 
	 £        350,721 

	Permanent placements AIV (av.invoice value) 
	4000
	 £                -   
	 £     4,000 
	 £     8,000 
	 £   12,000 
	 £      16,000 
	 £      16,000 
	 £      20,000 
	 £      28,000 
	 £       20,000 
	 £       20,000 
	 £      20,000 
	 £           8,000 
	 £        172,000 

	Other forms of revenue)
	 
	 £              200 
	 £        200 
	 £        200 
	 £        200 
	 £           200 
	 £           200 
	 £           200 
	 £           200 
	 £            200 
	 £            200 
	 £           200 
	 £              200 
	 £            2,400 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total Income
	 
	 £              200 
	 £     7,651 
	 £   25,456 
	 £   29,456 
	 £      36,907 
	 £      46,397 
	 £      54,711 
	 £      71,339 
	 £       80,595 
	 £       68,516 
	 £      63,339 
	 £         40,554 
	 £        525,121 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Costs of Sale
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Temporary workers pay
	 
	 £                -   
	 £     2,100 
	 £   10,500 
	 £   10,500 
	 £      12,600 
	 £      18,375 
	 £      21,000 
	 £      26,250 
	 £       36,750 
	 £       29,400 
	 £      26,250 
	 £         19,688 
	 £        213,413 

	Temporary workers EERS NI value 
	12.80%
	 £                -   
	 £        269 
	 £     1,344 
	 £     1,344 
	 £        1,613 
	 £        2,352 
	 £        2,688 
	 £        3,360 
	 £         4,704 
	 £         3,763 
	 £        3,360 
	 £           2,520 
	 £          27,317 

	Temporary workers WTR value
	12.07%
	 £                -   
	 £        253 
	 £     1,267 
	 £     1,267 
	 £        1,521 
	 £        2,218 
	 £        2,535 
	 £        3,168 
	 £         4,436 
	 £         3,549 
	 £        3,168 
	 £           2,376 
	 £          25,759 

	Other costs of sale (e.g PPE)
	 
	 £                -   
	 £           -   
	 £           -   
	 £           -   
	 £              -   
	 £              -   
	 £             -   
	 £              -   
	 £               -   
	 £               -   
	 £              -   
	 £                -   
	 £                  -   

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total Costs of Sale
	 
	 £                -   
	 £     2,622 
	 £   13,111 
	 £   13,111 
	 £      15,734 
	 £      22,945 
	 £      26,223 
	 £      32,778 
	 £       45,890 
	 £       36,712 
	 £      32,778 
	 £         24,584 
	 £        266,488 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Gross Profit
	 
	 £              200 
	 £     5,029 
	 £   12,344 
	 £   16,344 
	 £      21,173 
	 £      23,453 
	 £      28,489 
	 £      38,561 
	 £       34,705 
	 £       31,804 
	 £      30,561 
	 £         15,971 
	 £        258,633 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Operating Costs
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Director Salaries
	 
	 £           2,083 
	 £     2,083 
	 £     2,083 
	 £     2,083 
	 £        2,083 
	 £        2,083 
	 £        2,083 
	 £        2,083 
	 £         2,083 
	 £         2,083 
	 £        2,083 
	 £           2,083 
	 £          24,996 

	Admin Salary
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £                  -   

	Consultants
	 
	 
	 
	 £     1,500 
	 £     1,500 
	 £        1,500 
	 £        1,500 
	 £        1,500 
	 £        1,500 
	 £         1,500 
	 £         1,500 
	 £        1,500 
	 £           1,500 
	 £          15,000 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £                  -   

	Salary on-costs (ERsNI)
	 
	 £              267 
	 £        267 
	 £        459 
	 £        459 
	 £           459 
	 £           459 
	 £           459 
	 £           459 
	 £            459 
	 £            459 
	 £           459 
	 £              459 
	 £            5,119 

	Pension (company contribution %)
	3.00%
	 £                62 
	 £          62 
	 £        107 
	 £        107 
	 £           107 
	 £           107 
	 £           107 
	 £           107 
	 £            107 
	 £            107 
	 £           107 
	 £              107 
	 £            1,200 

	Recruitment costs for own staff
	 
	 
	 
	 £     1,500 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £            1,500 

	Training
	 
	 
	 
	 
	 £        500 
	 
	 
	 £           500 
	 
	 
	 
	 
	 
	 £            1,000 

	Rent/rates/service charge
	 
	 £             700 
	 
	 
	 £        700 
	 
	 
	 £           700 
	 
	 
	 £            700 
	 
	 
	 £            2,800 

	Travel expenses
	 
	 £             100 
	 £        100 
	 £        100 
	 £        100 
	 £           100 
	 £           100 
	 £           100 
	 £           100 
	 £            100 
	 £            100 
	 £           100 
	 £              100 
	 £            1,200 

	Phone/Fax/Internet
	 
	 £             175 
	 £        175 
	 £        175 
	 £        175 
	 £           175 
	 £           175 
	 £           175 
	 £           175 
	 £            175 
	 £            175 
	 £           175 
	 £              175 
	 £            2,100 

	Advertising costs
	 
	 £             500 
	 £        500 
	 £        500 
	 £        500 
	 £           500 
	 £           500 
	 £           500 
	 £           500 
	 £            500 
	 £            500 
	 £           500 
	 £              500 
	 £            6,000 

	Marketing
	 
	 £          1,000 
	 
	 
	 
	 
	 
	 £        1,000 
	 
	 
	 
	 
	 
	 £            2,000 

	Print & website
	 
	 £          3,500 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £            3,500 

	Legal and professional fees
	 
	 £             150 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £               150 

	Insurance fees
	 
	 £          1,200 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £            1,200 

	Bank charges
	 
	 £               75 
	 £          75 
	 £          75 
	 £          75 
	 
	 
	 
	 
	 
	 
	 
	 
	 £               300 

	Overdraft interest
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £                  -   

	Bank loan interest 
	7.00%
	 £                81 
	 £          80 
	 £        100 
	 £          80 
	 £             79 
	 £             99 
	 £             79 
	 £             78 
	 £              98 
	 £              78 
	 £             78 
	 £                97 
	 £            1,025 

	Postage
	 
	 £                25 
	 £          25 
	 £          25 
	 £          25 
	 £             25 
	 £             25 
	 £             25 
	 £             25 
	 £              25 
	 £              25 
	 £             25 
	 £                25 
	 £               300 

	Sundries
	 
	 £                50 
	 £          50 
	 £          50 
	 £          50 
	 £             50 
	 £             50 
	 £             50 
	 £             50 
	 £              50 
	 £              50 
	 £             50 
	 £                50 
	 £               600 

	Depreciation - Computers/etc
	 
	 £                28 
	 £          28 
	 £          28 
	 £          28 
	 £             28 
	 £             28 
	 £             28 
	 £             28 
	 £              28 
	 £              28 
	 £             28 
	 £                28 
	 £               333 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total Operating Costs
	 
	 £           9,995 
	 £     3,445 
	 £     6,702 
	 £     6,382 
	 £        5,106 
	 £        5,126 
	 £        7,306 
	 £        5,105 
	 £         5,125 
	 £         5,805 
	 £        5,104 
	 £           5,123 
	 £          70,324 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Net Profit / Loss
	 
	-£          9,795 
	 £     1,584 
	 £     5,642 
	 £     9,963 
	 £      16,067 
	 £      18,327 
	 £      21,183 
	 £      33,455 
	 £       29,580 
	 £       25,999 
	 £      25,456 
	 £         10,847 
	 £        188,309 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Accumulative Profit / Loss
	 
	-£          9,795 
	-£     8,212 
	-£     2,569 
	 £     7,394 
	 £      23,460 
	 £      41,787 
	 £      62,970 
	 £      96,426 
	 £     126,006 
	 £     152,005 
	 £    177,462 
	 £       188,309 
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	


28. 9.3 
Projected Cash Flow

[image: image7.emf]
29. 9.4 
Projected Balance Sheet

	<Company name>
	BUDGETED BALANCE SHEET - YEAR 1

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	Fixed Assets:
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Cost
	 
	 £     1,000 
	 £      1,000 
	 £     1,000 
	 £       1,000 
	 £      1,000 
	 £     1,000 
	 £     1,000 
	 £      1,000 
	 £      1,000 
	 £      1,000 
	 £       1,000 
	 £      1,000 

	Depn
	 
	-£          28 
	-£          56 
	-£          83 
	-£         111 
	-£         139 
	-£        167 
	-£        194 
	-£        222 
	-£         250 
	-£         278 
	-£         306 
	-£         333 

	Net Fixed Assets
	 
	 £        972 
	 £         944 
	 £        917 
	 £         889 
	 £         861 
	 £        833 
	 £        806 
	 £        778 
	 £         750 
	 £         722 
	 £         694 
	 £         667 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Current Assets:
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Trade Debtors
	 
	 £        235 
	 £      9,166 
	 £   36,712 
	 £     59,291 
	 £    76,801 
	 £    95,694 
	 £  116,015 
	 £  145,667 
	 £   173,638 
	 £  172,486 
	 £   158,478 
	 £  123,595 

	Other Debtors*
	 
	 £          -   
	 £           -   
	 £          -   
	 £            -   
	 £           -   
	 £          -   
	 £          -   
	 £           -   
	 £           -   
	 £           -   
	 £            -   
	 £           -   

	Cash at Bank
	 
	 £   18,098 
	 £    12,078 
	 £          -   
	 £            -   
	 £           -   
	 £          -   
	 £          -   
	 £      4,684 
	 £    22,210 
	 £    22,344 
	 £     74,274 
	 £  127,912 

	VAT
	 
	 £     1,401 
	 £          41 
	 £          -   
	 £            -   
	 £           -   
	 £          -   
	 £          -   
	 £           -   
	 £           -   
	 £           -   
	 £            -   
	 £           -   

	Total Current Assets
	 
	 £   19,734 
	 £    21,285 
	 £   36,712 
	 £     59,291 
	 £    76,801 
	 £    95,694 
	 £  116,015 
	 £  150,351 
	 £   195,848 
	 £  194,830 
	 £   232,752 
	 £  251,507 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Current Liabilities:
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Creditors*
	 
	 £          -   
	 £           -   
	 £          -   
	 £            -   
	 £           -   
	 £          -   
	 £          -   
	 £           -   
	 £           -   
	 £           -   
	 £            -   
	 £           -   

	Overdraft
	 
	 £          -   
	 £           -   
	 £     5,044 
	 £     16,792 
	 £    11,056 
	 £     2,545 
	 £   13,184 
	 £           -   
	 £           -   
	 £           -   
	 £            -   
	 £           -   

	Bank Loan
	 
	 £   15,000 
	 £    14,940 
	 £   14,880 
	 £     14,820 
	 £    14,760 
	 £    14,700 
	 £   14,640 
	 £    14,580 
	 £    14,520 
	 £    14,460 
	 £     14,400 
	 £    14,340 

	VAT
	 
	 £          -   
	 £           -   
	 £     4,580 
	 £       5,481 
	 £    12,691 
	 £    21,800 
	 £   10,332 
	 £    24,429 
	 £    40,377 
	 £    13,393 
	 £     25,890 
	 £    33,830 

	PAYE/NI
	 
	 £        267 
	 £         267 
	 £        459 
	 £         459 
	 £         459 
	 £        459 
	 £        459 
	 £        459 
	 £         459 
	 £         459 
	 £         459 
	 £         459 

	Total Current Liabilities
	 
	 £   15,267 
	 £    15,207 
	 £   24,963 
	 £     37,551 
	 £    38,966 
	 £    39,504 
	 £   38,615 
	 £    39,468 
	 £    55,356 
	 £    28,311 
	 £     40,748 
	 £    48,629 

	 


	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Net Current Assets
	 
	 £     4,467 
	 £      6,079 
	 £   11,749 
	 £     21,740 
	 £    37,835 
	 £    56,189 
	 £   77,400 
	 £  110,883 
	 £   140,492 
	 £  166,519 
	 £   192,003 
	 £  202,879 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Net Assets
	 
	 £     5,440 
	 £      7,023 
	 £   12,666 
	 £     22,629 
	 £    38,696 
	 £    57,023 
	 £   78,206 
	 £  111,661 
	 £   141,242 
	 £  167,241 
	 £   192,698 
	 £  203,545 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Share Capital
	 
	 £   15,000 
	 £    15,000 
	 £   15,000 
	 £     15,000 
	 £    15,000 
	 £    15,000 
	 £   15,000 
	 £    15,000 
	 £    15,000 
	 £    15,000 
	 £     15,000 
	 £    15,000 

	P&L
	 
	-£     9,795 
	-£      8,212 
	-£     2,569 
	 £       7,394 
	 £    23,461 
	 £    41,788 
	 £   62,971 
	 £    96,426 
	 £   126,007 
	 £  152,006 
	 £   177,463 
	 £  188,310 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total Reserves
	 
	 £     5,205 
	 £      6,788 
	 £   12,431 
	 £     22,394 
	 £    38,461 
	 £    56,788 
	 £   77,971 
	 £  111,426 
	 £   141,007 
	 £  167,006 
	 £   192,463 
	 £  203,310 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Ratios:
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Net sales to Assets ratio
	 
	             -   
	          0.16 
	          0.58 
	           0.35 
	          0.30 
	          0.35 
	          0.32 
	          0.32 
	           0.35 
	          0.25 
	           0.20 
	          0.13 

	Current ratio
	 
	          1.29 
	          1.40 
	          1.47 
	           1.58 
	          1.97 
	          2.42 
	          3.00 
	          3.81 
	           3.54 
	          6.88 
	           5.71 
	          5.17 
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5.10 Sample Business Plan                              
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P&L Yr 1

		<Company name>		BUDGETED PROFIT & LOSS - YEAR 1

		Temporary workers- total working per week				0		2		8		10		12		14		20		25		28		28		25		15

		Average pay rate		£7.50		£7.50		£7.50		£7.50		£7.50		£7.50		£7.50		£7.50		£7.50		£7.50		£7.50		£7.50		£7.50

		Margin (%)		30%		£2.25		£2.25		£2.25		£2.25		£2.25		£2.25		£2.25		£2.25		£2.25		£2.25		£2.25		£2.25

		Average weekly hours		35.0		35.0		35.0		35.0		35.0		35.0		35.0		35.0		35.0		35.0		35.0		35.0		35.0

		Number of permanent placements				0		1		2		3		4		4		5		7		5		5		5		2

		Month (e.g. Jan, Feb)				Jan		Feb		Mar		Apr		May		Jun		Jul		Aug		Sep		Oct		Nov		Dec		Total

		Number of weeks in month (total 52)				4		4		5		4		4		5		4		4		5		4		4		5		52

		Income

		Temporary workers invoice value				£   - 0		£   3,451		£   17,256		£   17,256		£   20,707		£   30,197		£   34,511		£   43,139		£   60,395		£   48,316		£   43,139		£   32,354		£   350,721

		Permanent placements AIV (av.invoice value)		4000		£   - 0		£   4,000		£   8,000		£   12,000		£   16,000		£   16,000		£   20,000		£   28,000		£   20,000		£   20,000		£   20,000		£   8,000		£   172,000

		Other forms of revenue)				£   200		£   200		£   200		£   200		£   200		£   200		£   200		£   200		£   200		£   200		£   200		£   200		£   2,400

		Total Income				£   200		£   7,651		£   25,456		£   29,456		£   36,907		£   46,397		£   54,711		£   71,339		£   80,595		£   68,516		£   63,339		£   40,554		£   525,121

		Costs of Sale

		Temporary workers pay				£   - 0		£   2,100		£   10,500		£   10,500		£   12,600		£   18,375		£   21,000		£   26,250		£   36,750		£   29,400		£   26,250		£   19,688		£   213,413

		Temporary workers EERS NI value		12.80%		£   - 0		£   269		£   1,344		£   1,344		£   1,613		£   2,352		£   2,688		£   3,360		£   4,704		£   3,763		£   3,360		£   2,520		£   27,317

		Temporary workers WTR value		12.07%		£   - 0		£   253		£   1,267		£   1,267		£   1,521		£   2,218		£   2,535		£   3,168		£   4,436		£   3,549		£   3,168		£   2,376		£   25,759

		Other costs of sale (e.g PPE)				£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0

		Total Costs of Sale				£   - 0		£   2,622		£   13,111		£   13,111		£   15,734		£   22,945		£   26,223		£   32,778		£   45,890		£   36,712		£   32,778		£   24,584		£   266,488

		Gross Profit				£   200		£   5,029		£   12,344		£   16,344		£   21,173		£   23,453		£   28,489		£   38,561		£   34,705		£   31,804		£   30,561		£   15,971		£   258,633

		Operating Costs

		Director Salaries				£   2,083		£   2,083		£   2,083		£   2,083		£   2,083		£   2,083		£   2,083		£   2,083		£   2,083		£   2,083		£   2,083		£   2,083		£   24,996

		Admin Salary																												£   - 0

		Consultants								£   1,500		£   1,500		£   1,500		£   1,500		£   1,500		£   1,500		£   1,500		£   1,500		£   1,500		£   1,500		£   15,000

																														£   - 0

		Salary on-costs (ERsNI)				£   267		£   267		£   459		£   459		£   459		£   459		£   459		£   459		£   459		£   459		£   459		£   459		£   5,119

		Pension (company contribution %)		3.00%		£   62		£   62		£   107		£   107		£   107		£   107		£   107		£   107		£   107		£   107		£   107		£   107		£   1,200

		Recruitment costs for own staff								£   1,500																				£   1,500

		Training										£   500						£   500												£   1,000

		Rent/rates/service charge				£   700						£   700						£   700						£   700						£   2,800

		Travel expenses				£   100		£   100		£   100		£   100		£   100		£   100		£   100		£   100		£   100		£   100		£   100		£   100		£   1,200

		Phone/Fax/Internet				£   175		£   175		£   175		£   175		£   175		£   175		£   175		£   175		£   175		£   175		£   175		£   175		£   2,100

		Advertising costs				£   500		£   500		£   500		£   500		£   500		£   500		£   500		£   500		£   500		£   500		£   500		£   500		£   6,000

		Marketing				£   1,000												£   1,000												£   2,000

		Print & website				£   3,500																								£   3,500

		Legal and professional fees				£   150																								£   150

		Insurance fees				£   1,200																								£   1,200

		Bank charges				£   75		£   75		£   75		£   75																		£   300

		Overdraft interest																												£   - 0

		Bank loan interest		7.00%		£   81		£   80		£   100		£   80		£   79		£   99		£   79		£   78		£   98		£   78		£   78		£   97		£   1,025

		Postage				£   25		£   25		£   25		£   25		£   25		£   25		£   25		£   25		£   25		£   25		£   25		£   25		£   300

		Sundries				£   50		£   50		£   50		£   50		£   50		£   50		£   50		£   50		£   50		£   50		£   50		£   50		£   600

		Depreciation - Computers/etc				£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   333

		Total Operating Costs				£   9,995		£   3,445		£   6,702		£   6,382		£   5,106		£   5,126		£   7,306		£   5,105		£   5,125		£   5,805		£   5,104		£   5,123		£   70,324

		Net Profit / Loss				-£   9,795		£   1,584		£   5,642		£   9,963		£   16,067		£   18,327		£   21,183		£   33,455		£   29,580		£   25,999		£   25,456		£   10,847		£   188,309

		Accumulative Profit / Loss				-£   9,795		-£   8,212		-£   2,569		£   7,394		£   23,460		£   41,787		£   62,970		£   96,426		£   126,006		£   152,005		£   177,462		£   188,309

		See User Guide for Template Financials - Document 2.3
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Cashflow Yr 1

		<Company name>		BUDGETED CASHFLOW - YEAR 1

						Jan		Feb		Mar		Apr		May		Jun		Jul		Aug		Sep		Oct		Nov		Dec		Total

		Profit/(Loss)

		Capital injection (Owners Investment)				£   15,000		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   15,000

		Operating Profit				-£   9,795		£   1,584		£   5,642		£   9,963		£   16,067		£   18,327		£   21,183		£   33,455		£   29,580		£   25,999		£   25,456		£   10,847		£   188,309

		Add: Depreciation				£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   333

		Less: Loan repayments				£   - 0		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   618

		Change in Debtors				£   - 0		-£   8,931		-£   27,545		-£   22,579		-£   17,510		-£   18,893		-£   20,321		-£   29,652		-£   27,971		£   1,152		£   14,008		£   34,882		-£   123,360

		Bank Loan				£   15,000		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   15,000

		Change in Creditors:				£   267		£   - 0		£   192		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   459

		VAT				-£   1,401		£   1,360		£   4,621		£   5,481		£   7,211		£   9,109		£   10,332		£   14,097		£   15,948		£   13,393		£   12,497		£   7,940		£   100,588

		VAT (Payment)/Receipt										-£   4,580						-£   21,800						-£   40,377						-£   66,757

																														£   - 0

		Purchase of Fixed Assets				-£   1,000		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		-£   1,000

																														£   - 0

		Net Cash Inflow/Outflow				£   18,098		-£   6,016		-£   17,119		-£   11,744		£   5,739		£   8,515		-£   10,635		£   17,872		£   17,530		£   138		£   51,934		£   53,641		£   127,953

		Total Bank				£   18,098		£   12,082		-£   5,037		-£   16,780		-£   11,041		-£   2,527		-£   13,162		£   4,710		£   22,240		£   22,378		£   74,311		£   127,953		£   127,953
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Balance Sheet Yr 1

		<Company name>		BUDGETED BALANCE SHEET - YEAR 1

						Jan		Feb		Mar		Apr		May		Jun		Jul		Aug		Sep		Oct		Nov		Dec

		Fixed Assets:

		Cost				£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000

		Depn				-£   28		-£   56		-£   83		-£   111		-£   139		-£   167		-£   194		-£   222		-£   250		-£   278		-£   306		-£   333

		Net Fixed Assets				£   972		£   944		£   917		£   889		£   861		£   833		£   806		£   778		£   750		£   722		£   694		£   667

		Current Assets:

		Trade Debtors				£   235		£   9,166		£   36,712		£   59,291		£   76,801		£   95,694		£   116,015		£   145,667		£   173,638		£   172,486		£   158,478		£   123,595

		Other Debtors*				£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0

		Cash at Bank				£   18,098		£   12,082		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   4,710		£   22,240		£   22,378		£   74,311		£   127,953

		VAT				£   1,401		£   41		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0

		Total Current Assets				£   19,734		£   21,289		£   36,712		£   59,291		£   76,801		£   95,694		£   116,015		£   150,377		£   195,878		£   194,864		£   232,789		£   251,548

		Current Liabilities:

		Creditors*				£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0

		Overdraft				£   - 0		£   - 0		£   5,037		£   16,780		£   11,041		£   2,527		£   13,162		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0

		Bank Loan				£   15,000		£   14,944		£   14,888		£   14,831		£   14,775		£   14,719		£   14,663		£   14,607		£   14,551		£   14,494		£   14,438		£   14,382

		VAT				£   - 0		£   - 0		£   4,580		£   5,481		£   12,691		£   21,800		£   10,332		£   24,429		£   40,377		£   13,393		£   25,890		£   33,830

		PAYE/NI				£   267		£   267		£   459		£   459		£   459		£   459		£   459		£   459		£   459		£   459		£   459		£   459

		Total Current Liabilities				£   15,267		£   15,210		£   24,963		£   37,551		£   38,967		£   39,505		£   38,615		£   39,494		£   55,387		£   28,346		£   40,787		£   48,671

		Net Current Assets				£   4,467		£   6,079		£   11,749		£   21,740		£   37,834		£   56,189		£   77,400		£   110,883		£   140,491		£   166,518		£   192,002		£   202,877

		Net Assets				£   5,440		£   7,023		£   12,666		£   22,629		£   38,695		£   57,022		£   78,205		£   111,661		£   141,241		£   167,240		£   192,697		£   203,544

		Share Capital				£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000

		P&L				-£   9,795		-£   8,212		-£   2,569		£   7,394		£   23,460		£   41,787		£   62,970		£   96,426		£   126,006		£   152,005		£   177,462		£   188,309

		Total Reserves				£   5,205		£   6,788		£   12,431		£   22,394		£   38,460		£   56,787		£   77,970		£   111,426		£   141,006		£   167,005		£   192,462		£   203,309

		Ratios:

		Net sales to Assets ratio				- 0		0.16		0.58		0.35		0.30		0.35		0.32		0.32		0.35		0.25		0.20		0.13

		Current ratio				1.29		1.40		1.47		1.58		1.97		2.42		3.00		3.81		3.54		6.87		5.71		5.17

		*NB Accountant to do
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Workings

		<Company name>		WORKINGS SHEET

						Jan		Feb		Mar		Apr		May		Jun		Jul		Aug		Sep		Oct		Nov		Dec

		Yr1

		Fixed Assets

		Purchase				£   1,000

		Total FA				£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000		£   1,000

		Dep'n (insert no. of months)		36		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28		£   28

		VAT

		Income:

		Customer revenue				£   200		£   7,651		£   25,456		£   29,456		£   36,907		£   46,397		£   54,711		£   71,339		£   80,595		£   68,516		£   63,339		£   40,554		£   525,121

		Expenses

		Total operating costs				£   9,995		£   3,445		£   6,702		£   6,382		£   5,106		£   5,126		£   7,306		£   5,105		£   5,125		£   5,805		£   5,104		£   5,123		£   70,324

		Less salary costs				£   2,412		£   2,412		£   4,149		£   4,149		£   4,149		£   4,149		£   4,149		£   4,149		£   4,149		£   4,149		£   4,149		£   4,149		£   46,315

		Less other non-VAT costs				£   1,381		£   180		£   200		£   180		£   104		£   124		£   104		£   103		£   123		£   103		£   103		£   122		£   2,825

		Fixed Assets				£   1,000		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   1,000

		VAT @20%				-£   1,401		£   1,360		£   4,621		£   5,481		£   7,211		£   9,109		£   10,332		£   14,097		£   15,948		£   13,393		£   12,497		£   7,940		£   100,588

		(Payment)/Receipt										-£   4,580						-£   21,800						-£   40,377						-£   66,757

		Total Vat				-£   1,401		-£   41		£   4,580		£   5,481		£   12,691		£   21,800		£   10,332		£   24,429		£   40,377		£   13,393		£   25,890		£   33,830

		Trade Debtors

		Gross Sales				£   235		£   8,990		£   29,910		£   34,610		£   43,365		£   54,517		£   64,286		£   83,823		£   94,699		£   80,506		£   74,423		£   47,651

		Receipts						£   59		£   2,365		£   12,031		£   25,855		£   35,624		£   43,965		£   54,171		£   66,728		£   81,658		£   88,432		£   82,534

		Debtors				£   235		£   9,166		£   36,712		£   59,291		£   76,801		£   95,694		£   116,015		£   145,667		£   173,638		£   172,486		£   158,478		£   123,595

		Capital

		Owners investment				£   15,000		0		0		0		0		0		0		0		0		0		0		0

		Loan Amount				£   15,000		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0		£   - 0

		Total Bank Loan				£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000		£   15,000

		Monthly Repayments		267		£   - 0		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56		-£   56

		Net Loan				£   15,000		£   14,944		£   14,888		£   14,831		£   14,775		£   14,719		£   14,663		£   14,607		£   14,551		£   14,494		£   14,438		£   14,382
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