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Overview of the firm

Med-care will be a sole trader that will be operated in the South of the Wales in United Kingdom. This agency will be established by me and it will be mainly for the nurses that are qualified. The aim of this firm will be to prepare nurses for working in the care homes & the security units. The nurses will be trained to provide efficient services to the patients of the care homes. The nurses that will be enrolled in my firm will have degrees in nursing and will be qualified. In my firm, the nurses will be selected very effectively and will be trained more. Then the nurses will be stationed in care homes and the security units. The mission statement of this firm will be “Providing care with efficiency”. 
I will start Med-care on an online basis first due to the lack of capital. That time I will create a website with the help of my friend who will work at the IT department of my firm. The website will be used to apply for jobs by the nurses who will register in our website. The website will include all the job vacancies that will be available in care homes and the security units. The nurses first will have to register in our website paying a fee. Then they can search and apply for jobs. After 6 months, I will have enough capital to rent a space for my office. But the online service will be still going on. I my office, there will be a receptionist who will book the nurses as per their requests to shifts. I will start with 6 nurses. The nurses will be paid weekly on hourly basis. I will be the Finance Manager. Also I will do nursing duties when an emergency situation will come. I myself am a qualified nurse. My friend, an Engineer, will work in the IT department and will be responsible for maintaining the website and online promotions through the website and other platforms. I will have an accountant as well who will be responsible for maintaining the accounts and the budget.
Med-Care will be unique to the other firms as we will provide services at a cheaper rate. Also the nurses we will provide will have above average qualifications. There will be another uniqueness in our service. That is, if a care home complains about any nurse, we will pay back the specific amount of money will from that care home for that particular nurse. It will make us stand out from our competitors as well. So, the customers can be assured that they will not lose money and can have greater trust on us. Also, the office space will be in a very good location in the South Wales, right on the main road. Our office can easily be identified and will have a strong presence over social media. These are the ways in which Med-care will be superior to its competitors. 
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Here, I am going to discuss how the Med-Care will be actually run. The operational features of Med-care are described below.
Ways in which the services will be delivered: The Med-Care will provide services both in online and physical basis. It will be a nursing agency which will provide the nursing homes with nurses and securities. The online service is easy to use (Robinson, 1959). First, a nurse having a nursing degree has to register in the website paying a fee. Then he/she can look for available jobs and apply for them. When a nursing agency will hire a nurse through our website, we will get a commission and this will be our main source of earnings. In our physical office, nurses will be able to come and register. The receptionist will manage the shifts and contact the nurses about the job offers. The accountant will keep track of the expenses and the earnings. And I, as the Financial Manager, will make major decisions (Drury, 2018). 
Compiling the operational plans: While we compile the plans of our services and sales, we will take the help of an event calendar. We will use the Google Calendar for this issue. This will be maintained by the receptionist. When there will be any job vacancies in any nursing home, we will update that in our website. The receptionist will take notes of those in her Microsoft Office Notebook. She will record the number of applications for each vacancies. She will also record the available schedules in the Google Calendar. The registered nurses can contact the receptionist and know which shifts are available. This makes the overall work easy. The earnings will be recorded by the accountant thoroughly (Johnson, Scholes and Whittington, 2011). 
Use of the resources to ensure greater service: As the owner of the firm, I have to maintain a coordination among the employees for ensuring that my clients are getting proper services. Among the physical resources, there will be technology, physical assets in Med-care. I will always make sure that the IT employee of Med-Care works efficiently so that the clients find our website user-friendly. The office will be well organized as well. A well-organized office can attract more clients (Jackson, 2006). The office will be well equipped and have all facilities for ensuring greater services.
In my firm, I will have several employees that I have mentioned before. The employees will always work in coordination and the flow of information among the employees will be free of nature. As it is a sole trader firm, it will be small in nature. So, the employees can have good communication. The work of each employee will be connected with each other. The receptionist will always try to keep the nurses updated about the available shifts. The clients can get all information from our website as our IT employee will keep the website updated. I, as the owner of the firm, will often go to physical inspections to the nursing homes where we provide services. Like this, I will maintain a close connection with all my clients. Also, as our after sales service, if any nursing home gives complain about any nurse, we will pay back the particular amount we charged for that nurse to the nursing home. Also, we will arrange for multiple trainings for the nurses on a regular basis as well (Pahl, Richter and Berlin, 2007).
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For making the promotions and marketing of Med-Care, I have gone for many ways. 
Marketing of Med-Care: Initially, we will start with a website. For marketing of the website, my IT employee will use the social media platforms to a great extent. He will make advertisements on Facebook, Twitter and Instagram of our new firm. This will help to capture the attention of our early clients. When I will take an office space as rent, I will further increase the marketing of my business so that our potential clients know that we have a physical office as well. My IT employee will regularly post ads on the social media. Also, I will also make newspaper advertisements a few times. Then, I will arrange for billboard advertisements in the South Wales. These will help me to have several loyal clients (Henk and Waalewijn, 1999). Also, my IT employee will continuously update our website and post updated ads regularly. Also, the nurses who will get jobs through us will post their experiences on their social media and this will help us to get more attention as well. The marketing campaigns will be run increasingly in the first 6 months of the business so that people can know more about it. 
The way I researched the market: Before starting my business on a full swing, I did do a thorough research on the market I want to serve. I opted for a Questionnaire for this. The questionnaire consisted of 10 questions. The questions focused on the kind of services the potential clients expect from a nursing agency, the qualifications they want in the nurses, the prices they expect the nursing agencies to charge, the expected age, gender limit of the nurses, the expected location of the nursing agency and the trainings they expect the nurses to have etc. The questionnaire was given to 17 nursing homes situated in the Wales. I took the questionnaire by myself and requested the managers of the care homes to fill those up. Like this, I could get the answers to my questions and those answers helped me to target a certain market- care homes mainly situated in the South of Wales (Werner, Anderson and Nimon, 2019). 
[image: ]
Figure 1: Expected age groups of nurses
This question only wanted the answer on the expected age group of nurses that are sought by the nursing agencies. It is not illegal for a nursing agency or any business to specify if it wants employees of a certain age group. We often see in vacancy announcements that an employer has mentioned desired range of age of potential employees. 
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Figure 2: Expected prices of providing a nurse
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Figure 3: Expected locations of providing services
On the above charts, we can see the responses of my 17 respondents on the age group of nurses, price of services and location of services. Maximum respondents want nurses of 19 to 25 years of age because the people of this age group are more active and dynamic. The expected price of providing a nursing home with 1 nurse is 100 at large. From the questionnaire, I also came up with the expected registration fees that I charge the nurses who register with my service and that is 50 pounds. Also, there were some other issues that were decided with the help of the answers I got from the questionnaire. 
Target market: My target market for the nurses were mostly the young & energetic individuals who have at least one higher degree in nursing. These type of nurses can provide more output and can work harder. My target market for the caring homes were those which are mainly based in the Wales, mostly in the South Wales. As I am starting the business in a small range, it will help me to deal with clients that reside nearby. I came up with these target markets through the primary research I did with the questionnaire (Başaran, 1992). For a secondary research, I did some competitor analysis to come up with the choice I have finally made (Başaran, 1992). Eventually I will plan to extend this target market in future. 
Segmentation: In order to segment the market for getting as many as nurses that are qualified to register with us, I divided the market into age groups (Koç, 2007). I mainly focused on the age group of 19-25 years, 25-30 years & 30-35 years for the nurses. The reason behind this is, these age group are normally energetic and hard working. For the care homes, I segmented the market according to the geographical location (Koç, 2007). My services will mainly focus on the care homes of South Wales. Med-care also will provide nurses in a few care homes of Northern Wales. 
Pricing strategy: While setting up the prices, I will have to keep in mind that I am starting a sole trader business and I am a new player in this field. So, I have decided to offer my services at minimum prices (both for the nurses and the care homes). This pricing strategy will help me to capture more clients as people want affordable and cheaper choices. By setting minimum prices for my services, I am also going to beat my rivals who are more experienced than me and have set higher prices than me (Rafaeli and Sutton, 1987). 
In order to arrive for the prices I have set for my services (50 pounds for registering with our service and 100 pounds for each nurses provided in care homes), I had to do some competitor analysis. First I gathered information about the prices that are already set by my competitors, especially in South Wales. Then after comparing their prices, I came up with these prices that will be both reasonable and profitable to me (Rafaeli and Sutton, 1987). And I plan to keep the price to 100 pounds for at least 3 months from the starting of this business because it will help me to become a cost leader at first in the market. Then I will increase the price a bit after 3 months for increasing revenue. 
And the contracts will include a point that it will last for 6 months and if a business wants to renew the contract, it must pay a renewal fee of 40 pounds. It will be also mentioned in the contract that the renewal fee will be increased once every year. Also, in the contract, it will be mentioned that I will be allowed to increase the price of providing nurses after a certain time to a certain level. For our premium clients (who will have 1t least 30 nurses from us) will not bear any increase in the renewal fee. 
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For making the promotions of Med-Care, at first I will choose online advertisements on social media like Facebook, Instagram & Twitter. As people are using social media more, it will help me to attract more clients. The IT employee will regularly update our website and post ads on the social media that will be attractive. Next, I will make some newspaper advertisements as well. Then I will go for billboard advertisements in the South Wales. These promotions will help me to get more nurses and are home as clients. 
I will do promotional activities both for the nurses and the care homes. Because my earnings will come from both these sources. In my ads, I will focus on the affordability and comfort that the nurses are going to have if they register with our service. Also, I will focus on that the care homes can have efficient nurses if they take services from us. I will use both paper based and online promotions as it is a new business and I have to increase my client base. The online promotions will cost like 45 to 50 pounds. The paper based promotions will cost more (Iszatt-White and Saunders, 2017). In order to attract more customers, after a few months, I will offer special discounts on both the registrations for nurses and the payment by the care homes. The discounts will create more interests in the potential clients. 
[bookmark: _Toc41999234]Financial resources of Med-care

As a new venture and a sole trader business, I have to make sure that my business has enough capital in order to run efficiently. I will use my personal savings of 2500 pounds as my capital for this business. This is the most convenient source of fund as I will not have to be liable to any other person or institutions (Spreitzer and Kimberly Hopkins, 2004). Also, I have an angel investor who is interested to invest in my business. That investor is a wealthy person having enough idle money. When I will expand the business and make major changes, I can take the help from him. But initially I will not be in need of the angel investor. In future when I will expand more and will have more employees, I will go for a bank loan. Now-a-days, the bank loans are easier to get and the interest rate ranges to 2% to 3.5%. But there are numerous paper works to be completed for taking loans from the banks (Spreitzer and Kimberly Hopkins, 2004).
As I have already mentioned, I will go for a pricing strategy initially that will help me to attract the clients and beat the competitors. And so, I will set minimum prices for my services. In order to set my prices, I did some competitor analysis. Here, I will show the calculation of the forecasted income: 
Registration fees per nurse                         £50*6 = 300
Fees for providing a nurse                        £100*6= 600
Operational costs                        	             (£320)
Profit                                                                   £580
The calculation is based on the fact that we will start with 6 nurses and initially we only will run the business on online basis. 


A 12-month forecasted cash flow of Med-care
Total in pounds
Cash flows generated from or used in the operating activities
Operating profit/(loss) of operations                                                                   2,100  
Depreciation and amortization                                                                              360 
Net impairment loss/(reversal) on property, plant and 
equipment, intangible assets and investment property                                         (18) 
Retail (increase)/decrease in working capital                                                      (138) 
Increase/decrease in loans and advances to customers and banks                       (1000) 
Cash generated from/(used in) operations                                                            1,304 
Interest paid                                                                                                           (103) 
Corporation tax (paid)/received                                                                             (176)
Net cash generated from/(used in) operating activities                                          1,025
Cash flows generated from or used in investing activities
Proceeds from sale of property, plant and
equipment, investment property, intangible assets and 
non-current assets classified as held for sale                                                            586
Purchase of property, plant and equipment, 
Investments on property and non-current assets 
classified as held for sale                                                                                      (1,201) 
Purchase of intangible assets                                                                                 (181) 
Interest received                                                                                                      18 
Net cash generated from/(used in) investing activities                                         (1,921) 
Cash flows generated from or used in financing activities
Increase in borrowings                                                                                            575 
Repayment of borrowings                                                                                    (1,471) 
Repayments of obligations under finance leases                                                  (17) 
Net cash generated from/(used in) financing activities                                       (913) 
Net increase/(decrease) in cash and cash equivalents                                         (1,809) 
Cash and cash equivalents at the beginning of the year                                       3,059 
Cash and cash equivalents at the end of the year                                                  1250 

Here in the forecasted cash flow, we can see that estimated operating profit will be 2100 pounds. The net cash generated from the operational activities will be 1025 pounds. The net cash flow generated from the investment activities will be 1921 pounds. The net cash from financial activities will be 913 pounds. At last, the year-end cash or cash equivalents will be 1250 pounds approximately.
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In my business plan, I have come up with some weaknesses as well as strengths on some issues. These are:
Strengths:
· As a qualified nurse myself, I know what kind of services can be good for the care homes as well as the nurses who will register with us.
· The potential employees of Med-Care know each other quite well for a long time and so they have the mind set to work in coordination with each other.
· As I have decided to focus my marketing and the promotional activities both in papers and social media, I am optimistic to attract more clients (Rafaeli and Sutton, 1987).
· I will mainly use my savings as the source of capital and so I will have no liabilities towards any other person or institutions (Spreitzer and Kimberly Hopkins, 2004).
· As a sole trader, the business will be small in size and so will be easy to manage. 
Weaknesses:
· There are many competitors with more experiences in the South Wales.
· The limited capacity of Med-Care for being a sole trader firm
· It will be hard to attract clients as Med-care will be new in this field and there are already many agencies (Iszatt-White and Saunders, 2017)
· When I will decide to expand Med-Care, I will have to take loans from angel investor and pay a high rate of interest. 
· Getting a bank loan for further expansion can cause a lot of paper work and will demand a generous collateral. 
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Figure 4: Gantt Chart
A detailed Gantt Chart is shown where I have listed the plans of initiating each task and the number of days required to complete them. In my plan, I want to arrange the contracts within 3 weeks. But it can take me 1 month to arrange contracts by physically visiting the care homes. This can happen because I am the sole owner of the business and it will be hard to visit all the care homes of the South Wales alone and arranging contracts. I will take time to negotiate contracts with the care homes. As a contingency plan for the missing target, I will opt for phone calls for some of the care homes that were in remote areas of the South Wales and for a few care homes in the Northern Wales. It will make my work easier to make contracts with them. 
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Detailed Gantt Chart
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