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Focused Financial Consulting

Executive Summary 
Focused Financial Consulting is a Business-to-Business financial advisory consulting business that is designed to help startups, small and medium-sized businesses, maximise value out of their surplus cash. 
We will be advising on where to store funds to ensure businesses are maximising potential earnings, rather than letting cash sit aside. We also focus on long-term investments for these businesses. Providing financial planning and looking to optimise businesses for the future.
We have built a strategy for long term success focused on delivering a high-quality service for our clients. Our main objective for this is to maximise customer retention, and prioritize transitioning out clients onto retainer agreements, to ensure guaranteed monthly income. 
[bookmark: _Int_9kbyPmFY]To achieve this, we are committed to consistently providing an excellent standard of service. In addition, we are focused on referrals from clients to new potential clients in order to expand the business organically. 
[bookmark: _Int_EEOrldfd]Focused Financial Consulting is designed to operate with low overhead and high profit margins. As we are a knowledge-based business, we require little startup cost and can maintain these costs low during operation of the business. In the first year, we are looking to have 12 clients on retainer. With an initial audit costing around £1500 and an ongoing retainer fee of £350 a month. This will give us a turnover of around £22200 in the first year. We will be looking to double this in year two.

Project Overview and Context 
[bookmark: _Int_CzmDv6lf][bookmark: _Int_sSBsMmRi]Focused Financial Consulting is able to provide solutions to the lack of financial experts and provide financial planning to help small and medium size businesses plan for the future and get the returns and their money that they deserve. 
[bookmark: _Int_GUq8k731]We offer consulting for businesses that have a history of being underserved by the financial services industry. Unlike large wealth management firms, we have the ability to offer a more hands on approach, which is personalised to every client at a low cost. We have multiple packages that we offer at every price point. The packages range from a treasury audit with a deep dive into the business finance, to where we offer strategic future planning and how to maximise wealth in the current financial climate. This comes with ongoing financial support to safely navigate through the upcoming years.
[bookmark: _Int_2skPcm2u][bookmark: _Int_7AH35w1x] According to Allica Bank (2023), a significant amount of small and medium-sized businesses hold surplus funds in low yield current accounts, with businesses suffering from an annual interest deficit that is equivalent to more than £7.5 billion. In addition to this, small and medium sized enterprise (SMEs) have £273 billion sitting in bank accounts, with £149 billion of that earning zero interest. This is down to factors such as a lack of expert knowledge about short term investment instruments and high yield saving accounts, and the lack of financial planning from SMEs.  This represents a distinct gap in the market, where businesses are unknowingly losing out, and unknowingly leaving potential returns on the table. Traditional financial advisors are typically focused on individuals of high net worth, where profit is easily made, rather than the smaller businesses.
[image: ]
Value is created for our clients by analysing an organisation’s financial situation and improving financial returns on surplus cash, strong financial governance and creating long term financial plans to ensure future financial success. The business itself is able to create value through a stable, knowledge driven service model that has the capability to grow through building a strong presence and a great reputation in the industry. By positioning the business in its current way, it is difficult for large organisations to replicate this. 
With the number of new businesses growing exponentially, NatWest (2024) states that over 468,000 new businesses were set up in the first half of the year in 2024. This provides a large number of potential clients. With the creation of new businesses, and the lack of financial knowledge of most new business owners, as it is not their strong suit and are focusing on the business itself. With an increase in the number of potential clients and mainstream financial firms focused on large corporate clients, this creates a well-timed entry point for Focussed Financial Consulting.



Strategy for Longevity 
For Focused Financial Consulting to be a viable business long term, it must have the ability to continuously create and demonstrate value for clients, this is critical for any business, Pepper & Rogers (2010) attests to this. Anderson & Narus (1998) support the importance of the value that is provided through the time working with the client, and not just at the point of sale, it must be reinforced to maintain a great client relationship. We will achieve this by structuring engagement models in which each client will receive an initial treasury audit, a bespoke investment strategy and an ongoing quarterly review session. This will give us the opportunity to discuss with the client new savings and respond to any changes in market conditions. This will allow us to deepen our relationship with the client and build trust, which Sutton (2025) agrees with. With interest rates ever changing, Focused Financial Consulting will proactively update clients' strategies, ensuring the advice we are providing clients remains relevant. We believe that this is what differentiates us from one off consultancy firms, as we provide ongoing support.
To ensure that Focused Financial Consulting is a successful business over the next 2 years, a road map has been created. Focusing on the two years separately. Years one will focus on establishing credibility in the industry, providing the best quality of services possible to maximise client retention and obtain great client recommendations, Monfort et al (2025) suggest this is key. The primary goal of the first year being to convert the pilot clients into an ongoing retainer relationship. The goal for year one is to secure 12 clients on retainer. To achieve 12 clients, it is essential that we provide quality services with results for our clients. In exchange, we will be recommended by our clients to other businesses. 
Year two looks at shifting focus to scaling the business. With a base of 12 clients on retainer from the first year, it is now time to grow as a company. We will aim to introduce a tiered pricing structure that reflects the depth of ongoing engagement. This will allow us to secure larger clients and provide a more premium service level. After collecting data from year one, our marketing will be more targeted based on the client profiles that generated the strongest outcomes and highest retention. The aim of year two is to double the number of clients, aiming to get to around 24 clients on retainer. 
It’s important that we react to any changes that involve internal and external factors in a proactive way and respond accordingly, Neck et al (2020) support this. Potential threats over the next two years that put this plan at risk are the regulatory changes. All financial services in the UK must be authorised by the Financial Conduct Authority (FCA). We are not yet FCA registered but are in the process. It takes between 3 and 6 months. 
With the FCA constantly updating their regulations, FCA (2026), it is important that focused financial consulting complies with these changes. In addition, any expansion of regulated activity would require appropriate authorisation.
There are several political factors that affect small businesses, Gupta (2021) supports this. With governmental decisions and regulations constantly changing, it’s a challenging time to have a small business. Roper et al (2024) state that Brexit was a major struggle for small businesses. Small businesses must remain viable, as this is our main client base. O’Neil (2023) states that it is important that we monitor any large political decision and aim to plan ahead in the event that something similar to Brexit happens again. 
Another potential risk we could face is the loss of key clients in the early stages of business due to changes in economic stability and potential social factors. In addition, Amankwah-Amoah & Wang (2019) state that this could lead to the failure of the business. To ensure we mitigate this risk, we will ensure to provide the best services possible for each client, to ensure that no client is unhappy with the service. We will also ensure that we diversify the client base across multiple institutions, and ensure that no single client represents more than 20% of our total income. Yankanich (2025) supports this by stating that having a diversified client base is essential for protecting against economic downturns. You are able to mitigate the impact of economic fluctuations, while one sector may see economic instability, another may see strong growth, thereby providing us with a buffer against potential loss.
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Key partners 
A team that has the essential financial skills that can be used to provide a great service. 

A great customer services teams to deal with any enquires and questions our clients may have and respond accordingly to ensure that they customers are happy and kept up to data.

Financial software designed to securely store and manage data with accuracy, presenting it in a clear and user-friendly way for clients to easily understand     (Excel).

	Key Activities 
Is to generate income for the businesses that we are working for that is greater than they were orgiginally, and to beat the current market conditions.

Treasury audits for small business with surplus cash. 

Bespoke cash investment strategy design for long term success.

Ongoing finical advice to react to everchanging finical conditions. 


	Value Proposition 
We are looking to target small business with surplus cash that is sitting in current accounts and earing nothing for business. Businesses are lossing out massively by earing no interest. 
We offer an accessible hassle-free solution to improve business finances. 
We look to maximise the amount of money that can be made on cash. An audit, looking at the business current finical position, offering a solution, then continually work with the business through any economic changes and help them to navigate it as effective as possible. 
This type of expertise has previously only been available to large corporations, we are looking to change this.


	customer Relationships
To retain customers, we have the option for the customer to be put on retainer, were we works continually with the business to ensure their financial success. This always us to upsell the initial offer we provide. To attain customer, we are focused on getting great customer recommendations and review which intern allows us to provide positive testimonials to potential clients. 
We will have a dedicated point of contact for each client to ensure that they feel well looked after and are receiving the services they paid for. This is a top priority for us. 


	Customer Segments
We are focused on small business and startups.
 Looking for businesses with heavy cash flow and surplus cash flow. 
Businesses without in houses financial departments. 

Owner managed businesses, with lack of finical knowledge.


	
	key Resources 
The knowledge on the correct finical topics, such as interest rates, politics and policy based finical thinking and long-term finical planning skills. To ensure we provide the client with the correct and relevant information, allowing us to ensure we provide the service we are offering.

Financial software to store client data.

Financial market data subscriptions to get the most up to date information and prediction on what the market might do.


	
	Channels 

Word of mouth and client referrals as we have provided a good service, we hope that clients will recommend us to potential clients.

[bookmark: _Int_mrEeLzx3]Social media, we will set up our own social media account across multipe planforms such as, Instagram, X, Facebook, LinkedIn and TikTok to help promote our business and reach a wider audience at a lower cost than trainload paid marketing.

	

	Cost Structure 

[bookmark: _Int_qsjkyvF1]Paying a team to be able to advise clients on the correct finical advice, maintaining customer relationships, providing a good service. 
[bookmark: _Int_CFQNtFe3]Paying people to generate surveys and to analyse the data.  
Marketing fees, paying a videographer to film content.
Finical software and finical market data subscriptions.

	Revenue Streams 
We will be charging the businesses a flat fee for the initial audit and the work that follows. Following on from this, we have the option of the clients paying us a retainer, so we are able to continually work with the business through any economic changes and help them to navigate it as effective. The goal is to have multiple business on retainer, this will be taken monthly for ongoing advisory. 










Viability and Finances 
[bookmark: _Int_kGhIlGs1][bookmark: _Int_c01lhFQa]The objective with Focused Financial Consulting is to be a low overhead, high profit margin business. We are a knowledge-based consulting business. Beach et al (2011) state that consulting businesses require significantly less upfront investment to launch in comparison to a product based or manufacturing business and can be started with virtually no capital.  This allows us to keep overhead low and maintain a high profit margin.  
Our current overheads consist of paying our current teams, paying people to generate surveys and to analyse data, marketing fees (videographer) and financial software and financial marketing data subscriptions.
We currently operate without a dedicated office space. However, to enhance our professionalism and provide a suitable environment for meeting clients, we believe securing an office is a crucial step for the business. We are actively searching for an office space, which will add to our overhead substantially, but we feel like it will definitely be worth it. Despite the estimated expense of this costing around £1000 per month, we are confident that this is an investment that will deliver strong long-term value and support the growth of the business.
To ensure financial sustainability for Focused Financial Consulting, it’s essential that we prioritise retainer revenue, Zipursky (2023) agrees with this, stating that it provides predictability to income. The initial pilot phase will generate some initial income, but it’s important that we convert those early clients into ongoing retainer clients. Each successful client on retainer reduces potential financial worries and improves predictable cash flow. 
To ensure that we are pricing our services correctly, Dublino (2026) recommends carrying out market research, comparing other companies conducting similar services. It was difficult to find a business providing the exact service we are providing. JCWT Consulting charges £399 plus VAT for their start-up success packages. Woods (2024) suggests that a one off finical plan can cost between £1000 and £3000, depending on the complexity of the situation. After reviewing market pricing, focused financial consulting will charge £1500 for the initial audit and the accompanying advisory service. This will be followed by an ongoing retainer of £350 per month. We believe that this pricing structure is fair and represents excellent value for the quality of service we are providing.
The image below represents projected revenue and profit for Focused Financial Consulting over the next 5 years. With estimated revenue of around £500,000 and £300,000 in profit, this will be a steady rate of growth that we hope to achieve over the next 5 years.
[image: ]


Implementation and learning loop
At Focused Financial Consulting, we take our approach in the same way we approach out client's investments. We believe that decisions should be backed by evidence. For the first six months of business, we will be operating in a structured pilot phase. Bogenschultz (2025) suggest that the pilot phase is useful for gathering data, identifying and mitigating risks and optimising processes. Aiming to take on a small group of around five SME clients at a reduced rate in exchange for detailed feedback, Bryant (2022). We will create surveys for our clients to complete, which will allow us to collect data on our service. This will allow us to continuously refine our systems and, in the long run, provide a better service for our clients. We will be looking at what went well, what didn't go so well, and why. We will then aim to improve this for our next client. This will be a constant ongoing process that we will do with every client. 
We will be measuring the outcomes for each client. These include yield improvement achieved or surplus cash, client’s satisfaction scores, and the time it took from the initial audit to implementing the strategy. The data that is collected will be used as proof of concept and a basis for refining the service and improving any areas of potential weakness.
When the pilot is concluded, an in depth review will be carried out. Points where friction was created on the client's end will be assessed, whether it was accurate, and whether we provided enough value for the cost. Champagne (2025) believes that feedback loops are great to implement. Feedback loops will be formalised through client surveys and comparing client financial outcomes to those of industry averages, in order to obtain as much data as possible to ensure what we are doing is correct, and we are able to use client testimonials to obtain future clients.
[image: ]

Conclusion
Focused Financial Consulting aims to address underserved market needs. With low cost, evidence-based service model and a strong retention strategy, the business is viable with the ability to scale long term. With the correct execution, by looking to prioritise client relationships and execute on client feedback, Focused Financial Consulting has the opportunity to fill a gap in the market and succeed as a company.
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