BMSK4012 – Enterprise and Intrapreneurship
Independent Study Workbook

Student name: ______________________________________________
Business Name: ______________________________________________
Tutor: ______________________________________________________

	This workbook is not your assignment.
The workbook does not replace the assignment brief. It is designed to support your learning and help you prepare evidence, examples, calculations and reflective notes for your BMSK4012 Business Plan assignment.
Complete each section carefully and use the final checklist AND check the brief assignment on Moodle before submitting your work.
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Your Assignment must cover the following areas
A title page with the name of the company, a logo of the company and company owner or owners
Executive summary: a short, persuasive overview of the business plan.
Introduction: business idea, legal status, ownership or management team, and product or service details.
Personal skills and suitability: the skills, knowledge and experience that support the venture.
SMART objectives: three or four objectives that link clearly to sales, marketing, finance or operations.
Market analysis: market size, target customers, segmentation, trends and evidence of demand.
PESTLE and SWOT analysis: external and internal analysis applied to your own business idea.
Competitor analysis and USP: who your competitors are, what they offer, and how you will stand out.
Marketing strategy and 7Ps: how you will reach, attract and retain your chosen customers.
Revenue and pricing strategy: what you will charge, why, and how each income stream contributes.
Operations: location, equipment, production or service delivery, people, suppliers, systems, legal requirements and risk.
Financial information: start-up costs, running costs, cashflow forecast and a simple explanation of whether the business can cover its costs.
References and appendices: APA 7 in-text citations, reference list, CV and supporting evidence.

Session-by-Session Content Map
	Session
	Core Theme
	Assignment Link

	1
	Assignment Guide
	Understand the business plan task, key sections, 3000-word limit and how the plan must connect.

	2
	Business Plan Layout and Structure
	Plan the report structure, cover page, front page, executive summary, introduction, references and appendices.

	3
	Assessing Own Suitability for Enterprise
	Identify skills, knowledge, risks, motivations and SMART objectives linked to the business idea.

	4
	Business Identity
	Choose and justify the legal status of the venture.

	5
	Marketing Essentials: PESTLE, Segmentation and Target Market
	Analyse the external environment and define the target customer.

	6
	Market Positioning, 7Ps and Competitor Analysis
	Develop marketing strategy, positioning, USP and competitor analysis.

	7
	Pricing Strategies
	Explain and justify pricing, income streams and pricing tactics.

	8
	Operations
	Plan how the business will run day to day, including people, systems, risk, licences and legal compliance.

	9
	Basic Business Finance: Costs, Sources of Finance and Budgets
	Identify start-up costs, running costs, sources of finance and budgeting needs.

	10
	Completing a Simple Cashflow Forecast
	Complete a simple cashflow forecast, check that the figures match the written plan, and explain whether the business looks realistic.


Introduction, Assignment and Independent Study
Enterprise and intrapreneurship are about recognising opportunities, creating value and making ideas work in practice. In this module, your assessment asks you to develop an individual business plan for a venture agreed with your tutor. The plan should show that you: understand the business idea; the market; the operational requirements; and the financial position.
A strong business plan is not a collection of unrelated sections. It should read as one connected document. Your target market should link to your marketing strategy. Your pricing should link to your costs and competitors. Your SMART objectives should link to your cashflow forecast. Your operations section should show how the business can actually deliver what the marketing section promises.

	Independent Study Expectations
You are expected to engage with credible sources, apply models to your own business idea, use APA 7 referencing, and use data wherever possible. This may include local population data, competitor prices, supplier quotes, industry reports, government guidance, market trends and customer research. Avoid relying on unsupported opinion.



	Example
A student planning a mobile dog grooming business should not simply say, “There is demand for dog grooming.” They could use local population data, pet ownership statistics, competitor prices and travel distance to estimate whether the business is realistic. This evidence would then support the market, pricing and finance sections.



	Link to Your Assignment
This activity begins the thinking for your introduction, market analysis, operations and financial sections. The clearer the business idea is now, the easier it will be to keep the final plan coherent.



Activity: First Business Idea Check
Write your business idea in one sentence.
Be clear about the product or service, target customer and location or delivery method.


______________________________________________________________________________________________________________
What evidence would help show that this business idea is realistic?
______________________________________________________________________________________________________________

______________________________________________________________________________________________________________


Session 1: Assignment Guide
Learning Focus
Understand what the BMSK4012 assignment requires.
Recognise the main sections of a business plan.
Begin thinking about how the sections need to connect.
Identify what evidence you will need to support your business decisions.

	Link to Your Assignment
Use this session to understand the full task before writing. Your final assignment must be a 3000-word business plan, not a general essay about enterprise.



1.1 What the Assignment Requires
The assignment requires you to create a business plan on a topic agreed with your tutor. The plan should show that you can identify a realistic business idea, explain how it will operate, analyse the market, justify your pricing and present financial information clearly.
	Term
	Mini description
	Business plan example

	Business plan
	A structured document explaining what the business is, how it will work and whether it is financially realistic.
	A plan for a mobile hairdressing business that explains services, customers, costs, prices, marketing and cashflow.

	Executive summary
	A short, persuasive overview of the whole plan. It is usually written last but appears near the beginning.
	“This plan proposes a mobile hairdressing service targeting older adults and working parents in Llanelli.”

	Forecast
	An informed estimate of future sales, income or costs. It should be based on evidence, not guesswork.
	Estimating 20 clients per month by Month 4 based on capacity, local demand and marketing activity.

	Coherence
	The sections of the plan fit together logically.
	The sales forecast matches the capacity described in operations and the income shown in the cashflow.








1.2 Connecting the Sections
A common weakness in business plans is that sections are completed separately and do not agree with each other. For example, a student may state in the marketing section that they will sell 100 items per month, but the cashflow only shows income from 40 items. This weakens the plan because the reader cannot trust the figures.

	Example
If your SMART objective is to gain 30 paying clients by Month 6, your marketing plan should explain how you will attract them, your operations section should show you can serve them, and your cashflow should show the income from those clients.



Activity 1: Assignment Requirements 
Tick the areas you already understand and place a question mark beside the areas that feel less clear.
	Required area
	Confident?
	What do I need to find out?

	Executive summary
	
	

	Introduction and legal status
	
	

	Personal skills and suitability
	
	

	SMART objectives
	
	

	Market size and target customers
	
	

	PESTLE and SWOT
	
	

	Competitor analysis and USP
	
	

	Marketing strategy and 7Ps
	
	

	Pricing strategy
	
	

	Operations
	
	

	Cashflow forecast and financial information
	
	

	APA 7 referencing
	
	








Activity 2: Let’s start thinking about what you are going to do.
Complete these prompts in short sentences.
You are not writing the assignment yet. You are checking whether the idea fits together.
	Prompt
	Your answer

	My business will sell or provide...
	

	My main customers will be...
	

	The main evidence that these customers exist is...
	

	The business will make money by...
	

	The main cost I need to control is...
	

	The biggest risk to the business is...
	




Reflective Question Linked to the Assignment
Which part of the business plan feels most uncertain at this stage, and what evidence would reduce that uncertainty?






	Session Summary
This session introduced the business plan as a connected document. The key point is that your plan must show what the business will do, who it will serve, how it will operate, how it will make money, and whether the figures are realistic.







Session 2: Business Plan Layout and Structure
Learning Focus
Understand the expected professional layout of the business plan.
Distinguish between the executive summary and the introduction.
Plan headings that help the reader follow the business logic.
Recognise the role of references and appendices.

	Link to Your Assignment
Use this session to plan the structure of your report. Presentation, logical ordering, headings, page numbers, tables and appendices all contribute to transferable skills marks.



2.1 Professional Business Plan Structure
A business plan should be presented professionally. It should be easy to follow logically, written in a formal style and supported by tables or diagrams where these help the reader understand the plan.
Use headings that sound like a business document.
	Section
	Mini description
	Example content

	Cover page
	University assignment information.
	Module code, module name, student name, student number, submission date and plagiarism policy.

	Front page
	Business-facing identity page.
	Business name, logo, owner or manager name and contact details if appropriate.

	Table of contents
	A Word-generated contents page.
	Use Word heading styles and insert an automatic table of contents. Update it before submitting.

	Executive summary
	Short persuasive summary of the whole plan.
	Business idea, target market, key aim and headline financial need or opportunity.

	Introduction
	Explains what the business is and gives context.
	Business idea, legal status, owner details, product or service details.

	Main sections
	The body of the plan.
	Market, competitors, marketing, pricing, operations and finance.

	References
	APA 7 list of sources used.
	Books, websites, government guidance, data sources and industry reports.

	Appendices
	Supporting evidence not needed in full in the main text.
	CV (essential) supplier quotes, market research evidence, price lists, promotional samples, cashflow.



2.2 Executive Summary v Introduction
	Feature
	Executive Summary
	Introduction

	Purpose
	Gives a concise, persuasive overview of the full plan.
	Introduces the business idea and sets the context.

	When written
	Usually written last, after the plan is complete.
	Often drafted early and refined later.

	Focus
	Highlights business idea, market, aims and key financial points.
	Explains business background, legal status, owner and product or service.

	Tone
	Confident and concise.
	Informative and explanatory.

	Common mistake
	Including too much detail or too many figures.
	Repeating the executive summary instead of explaining the business.



	Example
Executive summary: “The plan proposes a sole trader mobile beauty service targeting working adults in Swansea, with a first-year objective of reaching 35 regular clients per month.
Introduction: “The business will operate as a sole trader because the owner will initially manage all services, bookings and customer relationships.”















2.3 Suggested 3000-Word Business Plan Structure
These word counts are a guide only. They help you manage the 3000-word limit, but they do not need to be exact. Your final plan should read as one connected business plan, not as separate answers to separate questions. You do not have to follow these headings. The important point is that your plan is logical and contains all the relevant and important information.
	Order in plan
	Section heading to use
	Approx. words
	What to include
	Keep it focused by avoiding

	1
	Executive Summary
	200-300
	A short overview of the whole business plan. Include the business idea, target customer, owner suitability, main aim and headline financial point. Write this last, even though it appears first.
	Do not include too much detail, long explanations or every financial figure.

	2
	Introduction and Business Identity
	150-250
	Explain what the business is, what it sells, where it will operate, who owns/runs it, the legal status and why that legal status is suitable.
	Do not repeat the full executive summary or tell a long personal story.

	3
	Personal Suitability and SMART Objectives
	250-350
	Explain why the owner is suitable to run the business. Include relevant skills, knowledge, experience, strengths, gaps and support needed. Add 3-4 SMART objectives linked to sales, marketing, operations or finance (e.g. Gain followers in x months, sell x in 12 weeks etc) Mention that the CV is in the appendix.
	Do not just say “I am passionate” or “I am hardworking”. Link skills directly to the business.

	4
	Market Analysis, PESTLE, SWOT and Competitors
	750-900
	Identify the target market, market size, customer group, trends, evidence of demand, PESTLE, SWOT, competitors and USP. Explain what the analysis shows and how it affects the business.
	Do not just insert tables without explaining them. Do not only name competitors; compare them.

	5
	Marketing and Pricing Strategy
	500-650
	Explain how the business will attract customers. Include the 7Ps, marketing methods, marketing objectives, pricing strategy, income streams, prices and reasons for those prices.
	Do not say “I will use social media” without explaining who it targets, what it costs and how it supports sales.

	6
	Operations
	450-600
	Explain how the business will run day to day. Include location, equipment, people, suppliers, systems, customer journey, health and safety, legal requirements, insurance, risk and contingency.
	Do not keep this vague. The reader should understand how the business will actually deliver the product or service.

	7
	Financial Information
	500-650
	Explain start-up costs, running costs, source of finance, expected sales, income streams, 12-month cashflow and simple break-even thinking. Explain what the cashflow shows about whether the business is realistic.
	Do not just paste in numbers. Explain where the figures came from and what they mean.

	8
	Conclusion
	100-150
	Briefly state whether the business appears realistic and what must be monitored, such as costs, sales, cashflow, customer demand or owner capacity.
	Do not introduce new information here. Bring the plan to a clear final judgement.

	9
	References
	Not included in word count
	List all sources used in the plan using APA 7. Include sources for market data, models, competitor information, costs, legal guidance and other evidence.
	Do not list sources that are not used in the plan.

	10
	Appendices
	Not included in word count
	Include supporting evidence such as CV, cashflow, customer research, supplier quotes, competitor research, price lists, logo or promotional examples.
	Do not put important explanation only in the appendix. The main report still needs to explain the key points.








Activity 1: Plan Your Headings
Write the headings you intend to use. Keep them professional and avoid turning each heading into a question.
______________________________________________________________________________________________________________























______________________________________________________________________________________________________________
______________________________________________________________________________________________________________
______________________________________________________________________________________________________________
______________________________________________________________________________________________________________
______________________________________________________________________________________________________________


Activity 2: Business Front Page (Including Logo) and Branding Check
A business plan should look credible and consistent. Complete this before designing your front page.
	Item
	Evidence/check
	Yes / No

	Business name
	Is it spelled the same way throughout?
	

	Logo idea
	Does it match the product/service and target market?
	

	Tagline/slogan
	Does it explain the value simply?
	

	Owner/manager name
	Is this clear on the business-facing front page?
	

	Contact details
	Are these suitable and professional?
	

	Brand colours/font
	Are they consistent and readable?
	

	Business tone
	Budget, premium, friendly, specialist, local, etc.
	



Your logo does not need to be professionally designed, but the business should look credible.

Activity 3: Executive Summary Practice
Write three short bullet points only. Do not write the full executive summary yet.
	Prompt
	Short note

	What is the business?
	

	Who is it for?
	

	What is the main financial or growth aim?
	



2.4 What Goes Where?
Use this table to decide what belongs in the main business plan and what should be placed in the appendices.
	Evidence/content
	Main report
	Appendix

	Short summary of competitor findings
	Yes
	

	Full competitor screenshots or detailed notes
	
	Yes

	Key cashflow explanation
	Yes
	

	Full 12-month cashflow table
	Yes, or appendix if large
	Yes

	Owner/manager CV summary
	Briefly
	Full CV

	Customer research findings
	Summary
	Full responses/table

	Supplier quotes
	Brief mention
	Full quote/screenshots

	Marketing sample
	Brief image/mention if useful
	Full sample

	Price list
	Summary of prices
	Full price list if detailed



Reflective Question Linked to the Assignment
How will your structure help the reader see the link between the business idea, market evidence, operations and finance?





	Session Summary
A professional structure makes the plan easier to read and improves credibility. The reader should not have to search for basic information such as legal status, target market, pricing, operations or financial forecasts.




Session 3: Assessing Own Suitability for Enterprise and Intrapreneurship
Learning Focus
Explain enterprise, entrepreneurship and intrapreneurship.
Assess personal skills, knowledge and suitability for the venture.
Consider the benefits and downsides of self-employment.
Develop SMART objectives that connect to the business plan.

	Link to Your Assignment
Use this session to evidence personal skill set and knowledge relevant to the business venture. This links directly to the executive summary, introduction, CV appendix and SMART objectives.



3.1 Enterprise, Entrepreneurship and Intrapreneurship
	Term
	Mini description
	Example

	Enterprise
	Purposeful activity that creates value.
	Identifying a local need for affordable tutoring and developing a service around it.

	Entrepreneurship
	Creating and developing a business opportunity, often involving risk and uncertainty.
	Starting a sole trader cake business from home.

	Intrapreneurship
	Entrepreneurial activity inside an existing organisation.
	A care worker developing a new appointment reminder process within their employer’s service.

	Pre-start activity
	Preparation before trading begins.
	Researching suppliers, testing demand, identifying start-up costs and checking licences.



For this assignment, the main focus is entrepreneurship because you are developing a business plan.

However, intrapreneurship is still useful because the same enterprise skills can also be used inside existing workplaces to create new revenues and undertake new projects





3.2 Assessing Your Skill Set
Your plan should show that you have considered whether you have the skills and knowledge needed to run the venture. This does not mean claiming that you are perfect. It means identifying relevant strengths and being honest about gaps that may need support, training or outsourcing.
	Skill or knowledge area
	Why it matters
	Example evidence

	Technical skill
	You need to deliver the product or service safely and competently.
	Qualification, work experience, portfolio, previous clients or training certificates.

	Commercial awareness
	You need to understand customers, competitors, costs and pricing.
	Competitor price research, supplier quotes, customer feedback.

	Organisation
	You need to manage bookings, time, stock, money and communication.
	Booking system, timetable, weekly planning method, stock control process.

	Numeracy
	You need to calculate costs, prices, profit and cashflow.
	Cashflow forecast, break-even estimate, pricing calculations.

	Networking
	You may need contacts, referrals, partners or suppliers.
	Links with local groups, professional contacts, social media community.

	Professionalism
	Customers need to trust the business.
	Clear communication, punctuality, policies, insurance and customer care.




3.3 CV Link
Your CV should be included in the appendix. The CV is assessed for its layout, relevance and professionalism
In the main report, you should briefly explain the skills, experience or qualifications that make you suitable to run the venture. Do not just attach a CV without explaining why it matters in the main text.
	CV evidence
	Why it supports the business

	Qualification/training
	Shows technical competence

	Previous work experience
	Shows practical ability

	Customer service experience
	Supports customer-facing delivery

	Finance/admin experience
	Supports record keeping and cashflow

	Marketing/social media experience
	Supports customer reach

	Relevant network
	Supports referrals, suppliers or partnerships




3.4 Benefits and Downsides of Self-Employment
	Potential benefit
	Possible downside
	What this means for the business plan

	Control over decisions
	You carry responsibility alone.
	Explain how decisions will be made and what support you may need.

	Flexible working
	Customers may dictate working hours.
	Show realistic opening hours and capacity.

	Unlimited earning potential
	Income may be unstable at first.
	Use cashflow to show early months and contingency.

	Ability to set prices
	Prices must still match customer value and competitor evidence.
	Justify pricing using costs and market research.

	Working from home or locally
	Professional boundaries and legal requirements still required
	Check licences, insurance, health and safety and data protection.




3.5 SMART Objectives
SMART objectives help turn a general aim into something specific and measurable. For this assignment, objectives should link to the business plan and should not conflict with your finance or operations sections.
	SMART element
	Mini description
	Example

	Specific
	Clear about what will be achieved.
	Gain 25 regular clients.

	Measurable
	Can be checked using numbers or evidence.
	Tracked through bookings and monthly sales.

	Achievable
	Realistic given time, money and capacity.
	Based on available working hours and marketing plan.

	Relevant
	Connected to business success.
	Regular clients support stable income.

	Time-bound
	Has a clear date or timescale.
	By the end of Month 6.



	Example SMART Objective
Achieve an average monthly net profit of £2,000 by Month 6 of trading, measured through monthly accounting records and supported by the sales forecast and pricing strategy.







Activity 1: Your Suitability To Run Your Business
	Area
	My current strength
	Evidence
	Gap or support needed

	Example:
Technical skill
	I can make good-quality handmade baskets and understand the materials needed.
	I have made baskets before and have photos/examples of my work.
	I may need more practice making products quickly enough to meet customer demand.

	Technical skill
	
	
	

	Business knowledge
	
	
	

	Finance/numeracy
	
	
	

	Marketing confidence
	
	
	

	Organisation/time management
	
	
	

	Professional network
	
	
	



Activity 2: Draft SMART Business Objectives
	Objective
	How will it be measured?
	Where will it appear in the plan?

	Objective 1
	
	

	Objective 2
	
	

	Objective 3
	
	

	Objective 4
	
	




Reflective Question Linked to the Assignment
Which personal strength makes your business idea more credible, and which skill gap could create risk if you do not address it?





	Session Summary
This section helps you demonstrate awareness of enterprise, entrepreneurship and intrapreneurship while linking your own skills to the venture. It also helps you create SMART objectives that can be checked against your marketing, operations and finance sections.



Session 4: Business Identity and Legal Status
Learning Focus
Understand common business identities.
Compare advantages and disadvantages of different structures.
Choose a suitable legal status for your venture.
Justify the choice in relation to risk, control, finance and administration.

	Link to Your Assignment
Use this session for the introduction section. You must identify the legal status of your business and explain why it is suitable, rather than simply naming it.



4.1 What is Business Identity?
Business identity refers to the legal and organisational form of the venture. This matters because it affects ownership, tax, liability, decision-making, administration, funding and risk.
A business plan should state the chosen legal status and justify why it fits the venture. 
	Business identity
	Mini description
	Example use

	Sole trader
	One person owns and runs the business. Simple to set up but the owner has unlimited liability.
	Mobile hairdresser, freelance tutor, self-employed gardener.

	Partnership
	Two or more people share ownership, responsibility, profits and risks.
	Two friends opening a small cafe together.

	Limited liability partnership (LLP)
	A partnership structure with limited liability for members, but more administration.
	Professional services partnership.
(E.g. solicitors, accountants)

	Limited company (Ltd)
	A separate legal entity from its owners. More protection but more regulation and reporting.
	A business planning to employ staff, grow or seek investment.

	Franchise
	An individual runs a business using an established brand and operating model.
	Opening a franchise coffee outlet. (e.g. Subway, McDonald’s, Costa)

	Social enterprise
	A business that trades to achieve social or environmental aims as well as financial sustainability.
	A community repair cafe or employability training venture.





4.2 Choosing a Legal Status
Do not choose a legal status only because it sounds familiar. The choice should fit the size, risk and purpose of your venture. For many small start-ups, sole trader status may be realistic because it is simple and low cost. However, where the business involves higher risk, larger borrowing or plans to employ staff, another structure may be more suitable.

	Example
Planning a small freelance make-up service, you may choose sole trader status because you, the owner, will work alone, start-up costs are low and administration is simpler. You should still discuss the drawbacks of unlimited liability (which a sole trader is) and how you would reduce risk through insurance, careful record keeping and clear terms of service etc.



Activity 1: Legal Status Decision Table
	Possible legal status
	Advantages for my venture
	Disadvantages or risks
	Decision

	Sole trader
	
	
	

	Partnership
	
	
	

	Limited company
	
	
	

	Social enterprise or other
	
	
	



















Activity 2: Assignment Paragraph Practice
Complete the sentence starter below. Keep it specific to your business.
	Sentence starter
The proposed legal status of the business is ____________. This is suitable because ____________. However, a limitation of this structure is ____________, so the business will manage this risk by ____________.




______________________________________________________________________________________________________________
_____________________________________________________________________________________________


Reflective Question Linked to the Assignment
How does your chosen legal status affect risk, control, finance and your ability to grow the business?






	Session Summary
Legal status is part of knowledge and practical application. You need to show that you understand different identities and can make a justified decision for your own venture.









Session 5: Marketing Essentials: PESTLE, Segmentation and Target Market
Learning Focus
Understand PESTLE as an external analysis tool.
Identify external factors that may affect the business.
Use segmentation to define the target market.
Connect market evidence to business decisions.

	Link to Your Assignment
Use this session for the market analysis section. PESTLE and target market analysis should be applied to your business, not copied as general theory.



5.1 PESTLE Analysis
PESTLE is used to analyse external factors that may affect the performance and activities of a business. It is strategic and external. It helps you think beyond the immediate product or service and consider the wider environment in which the business will operate.
	PESTLE factor
	Mini description
	Example for a small business

	Political
	Government policy or public sector decisions that may affect the business.
	Local council support for markets, parking rules or grant funding.

	Economic
	Financial conditions affecting customers and business costs.
	Cost of living pressures may reduce spending on non-essential services.

	Social
	Social trends, customer attitudes and lifestyle changes.
	Growing interest in wellbeing, convenience, sustainability or local products.

	Technological
	Digital tools, equipment or systems affecting delivery or marketing.
	Online booking, card payments, social media advertising or specialist equipment.

	Legal
	Laws, regulations and legal duties.
	Insurance, food hygiene, data protection, employment law, licences.

	Environmental
	Environmental issues affecting operations or customer expectations.
	Waste reduction, packaging, travel emissions, energy use.



	Example
For a home bakery, the legal factor might include food hygiene registration and allergen labelling. This should then connect to the operations section, where the plan explains compliance, equipment, storage and production processes.



5.2 Market Segmentation and Target Market
Market segmentation: Dividing a broad market into smaller groups of customers who could or would buy from you
A target market is the specific group the business will focus on first.
This is because most start-up businesses do not have enough time or money to market to everyone.
	Segmentation basis
	Mini description
	Example

	Geographic
	Where customers are located.
	Customers within 10 miles of Carmarthen.

	Demographic
	Characteristics such as age, income, family status or occupation.
	Working parents aged 25-45.

	Psychographic
	Lifestyle, values, attitudes or interests.
	Customers interested in sustainable, handmade products.

	Behavioural
	How customers buy or use a product or service.
	Customers who book last-minute appointments or buy monthly packages.



Activity 1: Market Evidence Log
Use this table to collect evidence before writing your market analysis. You need evidence of demand
	Evidence needed
	Source used
	What it tells me
	How I will use it in the plan
	Citation?

	Local population/customer base
	
	
	To estimate market size
	Yes

	Competitor prices
	
	
	To justify pricing
	Yes

	Customer interest
	
	
	To evidence demand
	Yes, if formal data

	Supplier costs
	
	
	To calculate product/service costs
	Yes or appendix quote

	Legal requirement
	
	
	To support operations/legal compliance
	Yes

	Marketing channel evidence (where and how you will promote yourself)
	
	
	To justify promotion method
	Yes



You are not being asked to produce a complex marketing analysis, just show you have thought carefully about which customers you will focus on first and why.

Activity 2: PESTLE for Your Venture
	Factor
	What could affect my business?
	Evidence or source needed
	How this affects my plan

	Political
	

	
	

	Economic
	

	
	

	Social
	

	
	

	Technological
	

	
	

	Legal
	

	
	

	Environmental
	

	
	




Activity 3: Define Your Target Market
	Question
	Your answer

	Who is your main customer group?
	


	Where are they located?
	


	What problem or need do they have?
	


	How often might they buy or use the service?
	


	What evidence supports this?
	


	Why are you targeting this group first?
	





Activity 4: Customer / Market Research Summary
Use this table if you collect informal customer feedback, survey responses or short interviews.
	Question to customers
	Response summary
	What this means for the business

	Would you buy/use this product or service?

	
	

	What price would you expect to pay?

	
	

	What would make you choose this business?

	
	

	Where would you expect to find this business advertised?

	
	

	What concerns would you have?

	
	



This helps you generate qualitative data rather than simply claiming customers will be interested.

Reflective Question Linked to the Assignment
Which PESTLE factor creates the biggest opportunity or threat for your business, and how will this influence your marketing, operations or finance?









	Session Summary
PESTLE and segmentation help you move from general business idea to evidence-based planning.
The aim is to show that your target market exists and that the external environment has been considered.




Session 6: Market Positioning, 7Ps and Competitor Analysis
Learning Focus
Understand market positioning through cost leadership and differentiation.
Use the 7Ps to develop a joined-up marketing plan.
Analyse competitors using relevant evidence.
Clarify the USP of the business.

	Link to Your Assignment
Use this session for the marketing and competitor sections. Your plan should show how the business will stand out, how it will reach customers and how competitor evidence has shaped decisions.



6.1 Market Positioning
Market positioning refers to how customers perceive your product, service or brand compared with competitors. A business can position itself as cheaper and simple, or as different and premium. The position should match your target market, pricing and operations.
	Positioning approach
	Mini description
	Example

	Cost leadership
	Competing mainly by offering a lower price or basic service.
	A budget mobile car wash offering a simple low-cost clean.

	Differentiation
	Competing by offering something distinctive that customers value.
	A premium car detailing service using eco-friendly products and collection/drop-off.

	USP
	The unique selling point that makes the business stand out from others
	Evening appointments for working parents, specialist skill, faster delivery, local sourcing, personalised packages.











6.2 The 7Ps Marketing Mix
The 7Ps help you plan how customers will find, buy and experience your product or service.
In your assignment, do not just copy the 7Ps as a list. Apply each one to your own business. For example, if your target customers are local families, your promotion, price and place should all make sense for local families.
	7P
	Mini description
	Example for a service business

	Product
	What you sell, including features and benefits.
	Mobile massage appointments for office workers with back pain.

	Price
	What customers pay and how the price is justified.
	£45 per session based on competitor prices and costs.

	Place
	Where and how customers access the product or service.
	Customer homes, workplace visits or online booking.

	Promotion
	How customers will find out about the business.
	Facebook page, local groups, flyers, referral offer.

	People
	Everyone involved in delivering the customer experience.
	Owner, part-time assistant, suppliers, customers.

	Process
	The steps through which the service is delivered.
	Booking, confirmation, consultation, service delivery, payment, follow-up.

	Physical evidence
	Tangible signs of quality and professionalism.
	Logo, website, uniform, booking confirmation, reviews, certificates.


















Activity 1: Apply the 7Ps to Your Business
Use this table to apply the 7Ps to your own business. Do not just describe each area. Think about what it means for your business, what could be a risk or issue, and how you will manage it.

	7P
	What this means for my business
	Risk or issue
	How the business will manage this

	Product
	

	
	




	Price
	

	
	

	Place
	

	
	

	Promotion
	

	
	

	People
	

	
	

	Process
	

	
	

	Physical evidence
	
	
	



Example of what this might look like in your business plan
	7P
	What it means for the business
	Risk or issue
	How the business will manage this

	Product
	Handmade underwater-themed baskets sold as unusual local gifts.
	Customers may not understand what makes the product different.
	Use clear photographs, product descriptions and craft fair displays to show the handmade quality and unique theme.




Now use your 7Ps to decide the practical marketing actions you will take.
Your marketing actions should link to your target customer, your promotion choices and your budget.

Activity 2: Marketing Action Plan
Use this table to show how your marketing strategy will be delivered in practice.
	Marketing activity
	Target customer
	Cost
	When
(will the activity happen?)
	Aim
	How success will be measured

	Facebook launch post
	
	£  
	
	
	

	Flyers/local posters
	
	£     
	
	
	

	Referral offer
	
	£    
	
	
	

	Paid advert
	
	£
	
	
	




Example of what this might look like in your business plan
	Marketing activity
	Target customer
	Cost
	When will this happen?
	Aim
	How success will be measured

	Facebook launch post
	Local customers and people interested in handmade gifts in Pembrokeshire
	£0
	Two weeks before trading starts
	Build awareness of the new business and introduce the first basket designs
	Page views, likes, comments, shares, enquiries and followers










6.3 Competitor Analysis
Competitor analysis means identifying who else offers similar products or services and using that evidence to make better decisions. It is not enough to list competitors. You should consider what they charge, where they operate, how they market themselves, what they do well and where your business could stand out.
	Competitor question
	Why it matters

	Who are the direct competitors?
	Shows whether the market is crowded and who customers may choose instead.

	What do they charge?
	Helps justify your pricing strategy.

	What services or products do they offer?
	Helps identify gaps or duplication.

	How do they promote themselves?
	Helps you decide on your marketing channels.

	What are their strengths?
	Shows what you must match or respond to.

	What are their weaknesses?
	Helps identify your USP and positioning.



Activity 3: Competitor Analysis Table 
In you  plan you are like to have identified a number of competitors (You may need to include more than the 4 you list)
	Competitor
	Location/Reach
	Price or offer
	Strengths
	Weaknesses
	What this means for my business

	Pembrokeshire Coastal Crafts
	Tenby and online
	Handmade baskets £35-£60
	Established local craft brand and good online images
	Does not offer underwater demonstrations or experience-based workshops
	My business could differentiate through a specialist experience, not only the product

	                     
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	




Reflective Question Linked to the Assignment
What does your competitor analysis tell you about your USP, pricing and marketing approach?








	
Session Summary
Market positioning, 7Ps and competitor analysis should work together. If your business claims to be premium, this should be visible in the price, service quality, physical evidence and customer experience.


Session 7: Pricing Strategies
Learning Focus
Understand the role of price in shaping customer perception.
Compare penetration, skimming and neutral pricing.
Understand cost-plus and market-based pricing.
Justify the chosen pricing strategy for the business plan.

	Link to Your Assignment
Use this session for the revenue and pricing strategy section. You need to explain what you will charge and how you arrived at the price.



7.1 Why Pricing Matters
Price is more than a number. It affects how customers judge value, quality and affordability. A price that is too low may make the business unsustainable or may suggest low quality. A price that is too high may reduce demand unless the customer can see clear value.
	Pricing term
	Mini description
	Example

	Penetration pricing
	Starting with a low price to attract customers and build market share.
	Introductory £20 first session to encourage bookings.

	Skimming pricing
	Starting high when the offer is new, specialist or premium, then reducing later if needed.
	Premium launch price for a specialist treatment or product.

	Neutral pricing
	Charging similar prices to competitors.
	Setting dog walking prices close to other local dog walkers.

	Cost-plus pricing
	Adding all costs and then adding a profit margin.
	Materials £8 + labour £12 + overhead £5 + profit £10 = £35 price.

	Market-based pricing
	Using competitor prices and customer value to decide what customers are likely to pay.
	Charging more than competitors because the service includes evening appointments and home visits.

	Differential pricing
	Different prices for different customers, channels or times.
	Weekend price, student discount, package price or seasonal offer.

	Bundling
	Offering products or services together at a combined price.
	Three sessions for £120 rather than £45 each.







7.2 Pricing and Income Streams
A business may have one income stream or several. For example, a fitness coach may offer one-to-one sessions, group classes, online plans and branded products. Each income stream should have a price, expected sales volume and cost implication. These should be reflected in the cashflow.
	Example
A cake business might sell celebration cakes at £65 each, cupcakes at £18 per box and cake decorating workshops at £35 per person. The financial section should then show expected monthly sales for each income stream and the costs linked to each.



Activity 1: Pricing Evidence
	Product/service
	My proposed price
	Cost to make (materials and packaging and deliver)
	Competitor price
	Pricing strategy
	Reason

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	




Simple Pricing Calculation

Materials/direct cost: £8 
Labour/time cost: £12 
Share of overheads: £5 
Required profit: £10 

Minimum price = £35







Activity 2: Income Stream Check (remember, this can change as you develop your plan)
	Income stream
	Price per item / service
	Expected monthly sales
	Estimated monthly income

	

	
	
	£

	

	
	
	£

	

	
	
	£

	

	
	
	£




Student Tip
Always make sure what you write about matches what is in your cashflow forecast
(This is the sheet you will do later in the module that details your costs)


Reflective Question Linked to the Assignment
How does your pricing strategy balance customer value, competitor prices, your costs and the profit needed for the business to survive?






	Session Summary
Your pricing strategy must be explained and justified. The best business plans show how prices were calculated and how pricing links to target market, competitors, costs, income streams and profit.





Session 8: Operations
Learning Focus
Understand operations as the day-to-day running of the business.
Plan people, location, equipment, systems, suppliers and processes.
Consider risk, insurance, licences and permits.
Connect operations to customer experience and financial planning.

	Link to Your Assignment
Use this session for the operations section. The operations section should show how the business will actually deliver the product or service described earlier in the plan.



8.1 What are Operations?
Operations are the everyday activities that allow the business to function. This includes where the business operates, what equipment is needed, who does what, how customers are served, what systems are used, and what legal or safety requirements must be met.
	Operational area
	Mini description
	Example

	People
	Who is involved in running or supporting the business.
	Owner, assistant, accountant, suppliers, freelancers.

	Location
	Where the business operates from.
	Home office, rented room, mobile service, market stall, online.

	Equipment
	Physical or digital resources needed.
	Laptop, tools, vehicle, stock, booking system, card reader.

	Production or service process
	How the product or service is made or delivered.
	Booking, preparation, delivery, payment and follow-up.

	Systems
	Processes for managing bookings, stock, customers, money or quality.
	Spreadsheet, accounting app, CRM, diary, checklist.

	Risk
	Things that could disrupt or damage the business.
	Illness, equipment failure, competitor action, low sales, supplier delay.

	Licences and permits
	Formal permissions or registrations needed.
	Food registration, street trading licence, music licence, insurance.





8.2 Linking Operations to Other Sections
Operations should not be separate from the rest of the plan. If your marketing section promises fast delivery, the operations section must explain how delivery will be achieved. If the cashflow includes equipment costs, the operations section should explain what that equipment is for. If the business has legal duties, operations should explain how compliance will be managed.

	Example
A mobile beauty therapist may need a car, portable treatment bed, insurance, booking system, cleaning products, payment system and clear travel radius. These operational choices affect pricing, capacity, marketing claims and monthly costs.



Activity 1: Operations Planning Table
	Area
	What will my business need?
	Cost or evidence
	Where does this appear in my plan?

	People
	

	
	

	Location/premises
	
	
	

	Equipment
	
	
	

	Suppliers
	
	
	

	Booking/payment systems
	
	
	

	Health and safety
	
	
	

	Licences/permits/insurance
	
	
	

	Risk and contingency
	
	
	




Reflective Question Linked to the Assignment
Contingency Planning: Owner illness, equipment failure, low sales, supplier delay. Legal / insurance issues are all things that can impact your company. How likely are they, what would the impact be, how would you reduce the risk and what is your contingency (backup) plan?






Activity 2: Service or Product Journey
Map the customer journey from first contact to aftercare. This will help you explain your process clearly.
	Stage
	What happens?
	Who is responsible?
	What system/evidence supports it?

	Customer finds business
	
	
	

	Customer enquiry
	
	
	

	Booking/order
	
	
	

	Preparation
	
	
	

	Delivery/service
	
	
	

	Payment
	
	
	

	Follow-up/review
	
	
	



Example of what this might look like in your business plan
	Stage
	What happens?
	Who is responsible?
	What system/evidence supports it?

	Example:
Customer finds business
	A customer sees a Facebook post showing handmade underwater-themed baskets and clicks through to the business page.
	Owner
	Facebook business page, screenshots of posts, marketing plan

	Example:
Customer enquiry
	The customer sends a message asking about basket sizes, prices and collection options.
	Owner
	Facebook Messenger, enquiry log, price list



Reflective Question Linked to the Assignment
Which operational issue could most affect customer satisfaction, and how will the business manage this risk?





	Session Summary
The operations section turns the idea into a practical plan. It should convince the reader that the business can deliver safely, consistently and professionally.



Session 9: Basic Business Finance: Costs, Sources of Finance and Budgets
Learning Focus
Understand the difference between start-up costs and running costs.
Identify direct, indirect, fixed and variable costs.
Consider sources of finance and the implications of using them.
Understand why budgets support planning and control.

	Link to Your Assignment
Use this session to prepare the financial information section. The figures in your plan must be realistic, explained and linked to the written business decisions.



In this session, you are not completing the full cashflow yet.
You are getting the figures ready.

By the end of Session 9, you should know:
•	Your start-up costs;
•	Your running costs;
•	Your source of finance;
•	The figures you will need for your cashflow.

You will use these figures in Session 10 when you complete the 12-month cashflow forecast.









9.1 Start-Up Costs and Running Costs
Do not worry if these terms feel unfamiliar at first.
The main thing is to understand whether a cost happens:
· Before trading starts
· Happens every month or
· Changes when sales increase.

	Cost type
	Mini description
	Example

	Start-up cost
	A cost paid before the business begins trading.
	Equipment, legal fees, website build, initial stock, fixtures, training.

	Running cost
	A cost paid regularly to keep the business operating.
	Rent, insurance, materials, subscriptions, wages, fuel, phone.

	Direct cost
	A cost directly linked to making a product or delivering a service.
	Ingredients for a cake, shampoo for a hair appointment.

	Indirect cost
	A general business cost not linked to one sale only.
	Insurance, website hosting, accountant, rent.

	Fixed cost
	A cost that stays broadly the same regardless of sales volume.
	Monthly rent, software subscription, insurance.

	Variable cost
	A cost that changes as sales increase or decrease.
	Materials, packaging, payment transaction fees.

	Capital cost
	A cost for a longer-term asset used by the business.
	Camera, van, laptop, treatment bed, oven.










9.2 Sources of Finance
A business plan should explain where start-up money will come from. If you include a loan, gift, grant or savings contribution, it should also appear in the cashflow as a cash injection or opening balance. If you borrow money, repayments should be reflected in the cashflow.
	Source of finance
	Possible advantage
	Possible implication

	Personal savings
	No loan repayments or interest.
	Personal risk if the business fails.

	Family/friend support
	May be flexible and accessible.
	Can create relationship pressure and should be clear in writing.

	Bank loan
	Can provide larger start-up funding.
	Repayments, interest and affordability must be shown.

	Grant
	May not need repayment.
	Eligibility, deadlines and restrictions may apply.

	Crowdfunding/pre-orders
	Tests demand and raises funds.
	Requires strong promotion and may create delivery pressure.



















9.3 Budgets and Business Objectives
A budget is a financial plan for future income and expenditure. It helps the business plan ahead, control spending and compare planned results with actual performance. Budgets should link to objectives. For example, if an objective is to increase customers by 20%, there may need to be a marketing budget to support that aim.
	Example
If a freelance fitness coach wants to gain 20 clients in six months, the budget may include social media advertising, printed flyers, branded clothing and a booking system. These costs should then appear in the cashflow.



Activity 1: Identify Your Costs (to go into your cashflow forecast)
	Cost item
	Start-up or running?
	Direct/indirect
Direct: e.g. material costs. Indirect: general e.g. insurance
	Fixed/variable
Fixed: stays the same each month. Variable: changes when sales change
	Estimated cost
	Source/evidence

	Example: Basket-making materials
	Start-up and running
	Direct
	Variable
	£180 start-up, then approx. £8 per basket
	Supplier website/screenshot or materials price list

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	




Activity 2: Source of Finance (Pre-Startup and any additional month cash injection)
	What funding is needed?
	Amount
	Source of finance
	Why this source?
	How will it appear in cashflow?

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	




Activity 3: Getting Your Cashflow Ready
In Session 10, you will complete the 12-month cashflow forecast. Before you do that, collect the figures that will go into it.
These figures should come from your business plan sections.
· Your start-up costs should link to your operations section.
· Your sales income should link to your pricing and sales forecast.
· Your monthly running costs should link to your suppliers, systems, marketing activity, insurance, rent, subscriptions and other operational needs.
	Cashflow input
	Where it should come from
	My figure
	How do I know this figure is realistic?
	Where will this go in the cashflow?

	Opening balance/start-up capital
	Source of finance decision
	£     
	
	Pre Start-Up column: cash in bank or loan/savings/grant cash injection

	Equipment bought before trading
	Operations/equipment section
	£
	
	Pre Start-Up column: equipment

	Initial stock/materials
	Supplier/cost research
	£
	
	Pre Start-Up column: initial stock/materials

	Website/logo/marketing set-up
	Marketing plan
	£
	
	Pre Start-Up column: website/logo/branding

	Insurance/licences
	Legal/operations section
	£
	
	Pre Start-Up column if paid before trading, or monthly column if paid monthly

	Monthly rent/premises
	Operations section
	£
	
	Month 1 onwards: rent/premises

	Monthly subscriptions/software
	Systems/processes section
	£
	
	Month 1 onwards: website/software subscriptions

	Monthly marketing spend
	Marketing action plan
	£
	
	Month 1 onwards: marketing/advertising

	Variable cost per sale/service
	Pricing/costing section
	£
	
	Month 1 onwards: materials/cost of sales

	Expected monthly sales / services
	Sales forecast (number)
	
	
	Month 1 onwards: used to calculate cash sales




Try to complete this table before starting the 12-month cashflow.
It will make the cashflow easier and help you avoid figures that do not match the rest of your plan.





Before Session 10
You should now have most of the figures needed for your 12-month cashflow forecast.
In Session 10, you will use these figures in the cashflow template.
Before moving on, check that you have identified:
Start-up costs: E.g. Equipment £250, initial stock/materials £180, logo/branding £90, insurance £80, website set-up £20. These are costs paid before the business starts trading.
Monthly running costs: E.g Rent/premises £100 per month, website subscription £20 per month, marketing £50 per month, travel £30 per month. These are costs that continue after the business starts.
Source of start-up funding: E.g. £1,000 owner savings, £500 family support, £2,000 bank loan or £750 grant. This money should appear in the cashflow as money is coming into the business.
Expected monthly sales: E.g. Month 1: 15 baskets. Month 2: 22 baskets. Month 3: 30 baskets.
These figures should be realistic and linked to capacity, marketing and customer demand.
Prices and income streams: E.g. Small basket £25, medium basket £35, large basket £45. Basket Making Workshops £50
Key costs that may affect profit: E.g. Materials, packaging, craft fair fees, advertising, delivery, card payment fees and owner withdrawals. These need monitoring because they reduce the money left in the business.


Reflective Question Linked to the Assignment
Which costs are most likely to affect your profit, and how will you monitor or control them?






	Session Summary
Finance begins with understanding costs. A realistic plan identifies the money needed before trading, the costs of running the business each month and the source of funds used to start or support the business.





Session 10: Completing a Simple Cashflow Forecast
Learning Focus
Understand simple finance terms used in a cashflow forecast.
Understand why a cashflow forecast is needed for a small business.
Use the cashflow template to organise and plan future monthly income and outgoings.
Check that financial figures match the written business plan.

	Use this session for the Financial Information section of your business plan.
Your final plan should include realistic figures, explain where the figures came from, and show how the business will manage income, costs and cash over a 12-month period.

Your completed cashflow forecast should be included in your final business plan, either in the main financial section or as an appendix. The written finance section should also explain what the figures show.
Do not just insert a table without commenting on it.




In simple terms
· What money is forecast to come in?
· What money goes out?
· What is left at the end of each month?
· Does the closing balance carry forward?
· Does the cashflow (the numbers) match the business plan words?










10.1 What is a Cashflow Forecast?
A cashflow forecast is a month-by-month plan showing:
· Forecast of money coming in
· Forecast of money going out
· Forecast of money left at the end of the month
It helps you forecast whether the business has enough cash to keep running.
	Term
	Simple meaning
	Example

	Opening balance
	Money available at the start of the month.
	If Month 1 ends with £915, Month 2 starts with £915.

	Money in
	Money coming into the business.
	Sales, savings, loan, grant.

	Money out
	Money leaving the business.
	Materials, insurance, rent, marketing, software.

	Closing balance
	Money left at the end of the month.
	Money available minus money spent.



Important
The closing balance from one month becomes the opening balance for the next month.
Example:
Month 1 closing balance = £915
Month 2 opening balance = £915
Do not start each month from zero unless the previous month genuinely ended at zero.













10.2 Practice: Simple Cashflow Example
Before completing your own 12-month cashflow, complete the practice cashflow activity for your business on the next page.

	What you are practising
	Why it matters

	Opening balance
	Shows how much money the business starts with.

	Money in
	Shows sales, savings, loans or other cash entering the business.

	Money out
	Shows business costs.

	Closing balance
	Shows what is left at the end of the month.

	Carrying forward
	Shows that one month’s closing balance is the next month’s opening balance.


Use the practice sheet provided in this workbook on the next page

























Practice: Your Estimated Pre Start-Up, Month 1 and Month 2 Cashflow
Complete this two-month cashflow estimating the figures from your business (at this stage you can estimate)
This follows the same structure as the full 12-month cashflow template (where the figures must be justified).
This exercise gives you fewer months to practise first.
	Cashflow item
	Pre
Start-Up
	Month 1
	Month 2

	1. Cash in bank
	
	
	

	Cash in bank at beginning of month
	£ 
	£
	£

	
	
	
	

	2. Income
	
	
	

	Cash sales
	
	£
	£

	Collections from credit accounts
	
	£
	£

	Loan or other cash injection
	£
	£
	£

	3. Total income (all of 2)
	£
	£
	£

	4. Total available
	
	
	

	Cash in bank + total income
	£
	£
	£

	
	
	
	

	5. Outgoings and pre-start-up costs
	
	
	

	Equipment
	£
	£
	£

	Initial stock/materials
	£
	£
	£

	Website/logo/branding
	£
	£
	£

	Insurance/licences
	£
	£
	£

	Rent/premises
	£
	£
	£

	Materials/cost of sales
	£
	£
	£

	Marketing/advertising
	£
	£
	£

	Packaging
	£
	£
	£

	Website/software subscriptions
	£
	£
	£

	Travel/delivery
	£
	£
	£

	Other running costs
	£
	£
	£

	6. Outgoings subtotal
	£
	£
	£

	
	
	
	

	Loan principal payment
	£
	£
	£

	Capital purchases
	£
	£
	£

	Other start-up costs
	£
	£
	£

	Reserve/savings
	£
	£
	£

	Owner’s withdrawal
	£
	£
	£

	7. Total outgoings  (all outgoing costs (Section 5 and 6) added together)
	£
	£
	£

	8. Final balance
	
	
	

	Total available minus total outgoings (4 minus 7)
	£
	£
	£



Remember: The final balance from Pre Start-Up becomes the cash in bank at the beginning of Month 1. 
The final balance from Month 1 becomes the cash in bank at the beginning of Month 2 and so on.
Do not start each month from zero unless the previous column genuinely ended at zero.
Completed Example so you can see what yours may look like:
Paul’s Underwater Basket Making Company
Paul is starting a small sole trader business making handmade underwater-themed baskets. The business starts with £1,000 owner investment before trading begins. Some costs happen before trading starts, then the business begins selling baskets in Month 1 and Month 2.
	Cashflow item
	Pre Start-Up
	Month 1
	Month 2

	1. Cash in bank
	
	
	

	Cash in bank at beginning of month
	£0
	£340
	£385

	
	
	
	

	2. Income
	
	
	

	Cash sales
	£0
	£450
	£650

	Collections from credit accounts
	£0
	£0
	£0

	Loan or other cash injection
	£1,000
	£0
	£0

	3. Total income: all of section 2
	£1,000
	£450
	£650

	
	
	
	

	4. Total available
	
	
	

	Cash in bank + total income
	£1,000
	£790
	£1,035

	
	
	
	

	5. Outgoings and pre-start-up costs
	
	
	

	Equipment
	£250
	£0
	£0

	Initial stock/materials
	£180
	£0
	£0

	Website/logo/branding
	£90
	£0
	£0

	Insurance/licences
	£80
	£0
	£0

	Rent/premises
	£0
	£100
	£100

	Materials/cost of sales
	£0
	£120
	£180

	Marketing/advertising
	£40
	£50
	£60

	Packaging
	£0
	£35
	£50

	Website/software subscriptions
	£20
	£20
	£20

	Travel/delivery
	£0
	£30
	£40

	Other running costs
	£0
	£0
	£0

	6. Outgoings subtotal
	£660
	£355
	£450

	Loan principal payment
	£0
	£0
	£0

	Capital purchases
	£0
	£0
	£0

	Other start-up costs
	£0
	£0
	£0

	Reserve/savings
	£0
	£0
	£0

	Owner’s withdrawal
	£0
	£50
	£100

	
	
	
	

	7. Total outgoings: all outgoing costs added together
	£660
	£405
	£550

	
	
	
	

	8. Final balance
	
	
	

	Total available minus total outgoings
	£340
	£385
	£485






Worked explanation 
In the Pre Start-Up column, Paul invests £1,000 into the business. The business then spends £660 on equipment, materials, branding, insurance, marketing and software. This leaves £340.
£1,000 - £660 = £340
That £340 becomes the cash in bank at the beginning of Month 1.
In Month 1, the business starts with £340 and makes £450 in cash sales.
£340 + £450 = £790 total available
The Month 1 outgoings are £405, so the final balance is:
£790 - £405 = £385
That £385 becomes the cash in bank at the beginning of Month 2.
In Month 2, the business starts with £385 and makes £650 in cash sales.
£385 + £650 = £1,035 total available
The Month 2 outgoings are £550, so the final balance is:
£1,035 - £550 = £485

What this shows
Paul’s Underwater Basket Making Company has enough start-up money to begin trading and remains cash-positive across the first two months. The business should still monitor materials, packaging, travel and owner withdrawals because these costs increase as sales grow.






10.3 Complete Your Own 12-Month Cashflow
Use the separate Excel template to complete your own 12-month cashflow forecast.
You will need this in your assignment.
Remember, the words in your assignment must match the numbers in your final cashflow forecast. 
Use the figures you prepared in Session 9. 
	Step
	What to enter
	Where the figure comes from

	1
	Opening balance/start-up capital
	Source of finance

	2
	Start-up costs
	Equipment, stock, insurance, website, licences

	3
	Monthly sales income
	Pricing and sales forecast

	4
	Monthly running costs
	Rent, materials, software, insurance, marketing

	5
	Owner withdrawal
	Money you plan to take out of the business

	6
	Closing balance
	Calculated in the cashflow


Remember
If you mention a cost in your business plan, it should usually appear in the cashflow.
For example:
If your operations section says you need insurance, the insurance cost should appear in the cashflow.
If your marketing section says you will use paid adverts, the advertising cost should appear in the cashflow.
If your pricing section says you will sell 20 products at £30, the cashflow would need to show £600 income.

10.4 Simple Break-Even Check
Break-even means the point where the business has made enough money to cover its basic costs.
A simple way to think about it is:
How many sales do I need each month to cover my monthly costs?

Example
Monthly costs: £600
Profit per sale: £30

£600 ÷ £30 = 20 sales
Therefore the business needs around 20 sales per month to cover its basic costs.
Complete this sentence:
My business needs approximately ______ sales/services per month to cover its monthly costs.
10.5 Final Cashflow Check
Before submitting your business plan, check your cashflow carefully.
	Check
	Yes/No
	What do I need to fix?

	Have I shown the money I start with?
	
	

	Have I included start-up costs?
	
	

	Have I included sales income each month?
	
	

	Have I included monthly costs such as materials, marketing, rent, insurance or software?
	
	

	Does each closing balance become the next opening balance?
	
	

	Do my prices match the pricing section?
	
	

	Do my sales numbers look realistic for what I can actually make or deliver?
	
	

	Have I explained what the cashflow shows?
	
	

	Have I included the completed cashflow in the report or appendix?
	
	



	
Reflective Question Linked to the Assignment
What does your cashflow suggest about whether the business can survive during its first year?






Session Summary
This session helps you complete a simple 12-month cashflow forecast.
The aim is to show the forecast money coming in, the money going out and what is left each month.

Your final business plan should include the completed cashflow and a short explanation of what it shows.

Focus on whether the business has enough start-up money, whether costs are realistic, and whether the
business can keep going.



How the Workbook Supports Your Assignment
This workbook follows the module session order and is designed to help you prepare material for the assignment. By completing the activities, reflections and tables, you are developing the evidence and thinking for the final business plan. However, you must check the assignment brief and marking criteria on Moodle before submission.
	Workbook Session
	Topic
	What You Will Write in Your Assignment

	Session 1
	Assignment guide
	Show you understand what the business plan needs to include and start checking that the sections fit together.

	Session 2
	Layout and structure
	Create a professional report structure with headings, front matter, references and appendices. Plan where supporting evidence, such as your CV, will go.

	Session 3
	Suitability, CV and SMART objectives
	Explain the skills, knowledge and experience that make you suitable to run the business. Include your CV in the appendix as evidence. Set realistic SMART objectives for the business

	Session 4
	Business identity
	State and justify the legal status of the business.

	Session 5
	PESTLE and target market
	Analyse external factors and define the target customer using evidence.

	Session 6
	7Ps and competitors
	Develop, describe and explain your market positioning, USP, 7Ps and competitor analysis.

	Session 7
	Pricing
	Explain your pricing strategy, income streams and pricing rationale.

	Session 8
	Operations
	Explain how your business will operate safely, legally and practically.

	Session 9
	Costs and budgets
	Identify start-up costs, running costs, sources of finance and budgeting needs as they change.

	Session 10
	Cashflow and viability
	Present and explain financial information, including your cashflow assumptions and ‘viability’ (will it work)











BMSK4012 Final Assignment Checklist	
	Area
	Check

	Report structure
	Cover page, front page, automatic table of contents, headings, page numbers, introduction, main content, conclusion, reference list and appendices.

	Business Identity and Branding
	Business name, logo, owner/manager details and contact details

	Executive summary
	Short, persuasive and written after the plan is complete.

	Business introduction
	Business idea, legal status, ownership or management team, product or service details.

	Personal suitability
	Relevant skills, knowledge, experience and CV included in appendix.

	SMART objectives
	Include three or four objectives, realistic and linked to marketing, operations or finance.

	Market analysis
	Market overview, size, target customers, segmentation and trends supported by evidence.

	PESTLE
	External factors applied to the business and used to inform decisions.

	SWOT
	Internal strengths and weaknesses plus external opportunities and threats applied to the business.

	Competitor analysis
	Competitors identified, compared and used to justify USP, pricing or positioning.

	Marketing strategy
	7Ps, marketing objectives, channels, budget and timeline where relevant.

	Pricing strategy
	Prices listed, pricing method explained, income streams identified.

	Operations
	Location, premises, equipment, production/service process, people, suppliers, systems, risk and legal compliance.

	Financial information
	Start-up costs, running costs, sources of finance, cashflow forecast and profit/loss thinking included.

	Coherence
	Sales, objectives, pricing, capacity and cashflow figures match each other.

	Referencing
	At least ten credible sources, APA 7 in-text citations and full reference list.

	Evidence Trail
	Key claims about customers, competitors, prices, costs, legal requirements, market demand are supported by evidence, citations or added to the Appendix.

	Appendices
	CV (Essential) cashflow, quotes, market research, price lists or promotional materials included where relevant.

	Writing style
	Formal report style, clear paragraphs, concise wording, proofread carefully.






APA 7 Referencing Reminder
Use in-text citations when you use information from another source. Every in-text citation should have a matching full reference in the reference list. Use credible sources such as books, academic articles, government guidance, industry reports, reliable statistics and appropriate organisational websites. (CRAAP).
	Source use
	Example in writing

	Market size data
	The business will initially target households within Swansea, supported by local population and household data (Author, year).

	Model use
	PESTLE analysis was used to examine external factors that may affect the venture (Author, year).

	Competitor evidence
	Competitor prices were reviewed to help establish a realistic market-based price (Author, year).

	Legal guidance
	The chosen legal structure was informed by UK business structure guidance (Author, year).



	Citations and References - Important

Do not invent sources. Every source in your reference list must be something you have actually used in your assignment.

Websites can (and almost certainly will) be used, but they should be reliable and credible. Good examples include:

· government websites;
· official statistics websites;
· industry or professional body websites;
· recognised business support websites;
· reputable company websites used for competitor prices or supplier costs.

If you use a website for figures, laws, prices, costs, market evidence or competitor information, save the link and record the date you accessed it. Do your references as you go along.

Your reference list should be:
· in alphabetical order;
· formatted using APA 7;
· consistent in style;
· matched to the in-text citations used in your assignment.

Example:
Local population data shows that the area has a 28% increase in population from visitors each summer (Baloo Council, 2024).

Reference
Baloo Council. (2024). Tourism and visitor data for the jungle region. https://www.examplelink.com

If the webpage might change over time, add the date you accessed it before the website link.

Example reference where you used a website where data will change:
Baloo Council. (2024). Tourism and visitor data for the jungle region. Jungle Statistics Service. Retrieved 26 May 2026, from https://www.examplelink.com





Final Reflection Before Submission
Before submitting, answer these final questions honestly.
They help you check whether your business plan is coherent and credible.
	Question
	Your answer

	Does my target market clearly link to my marketing strategy?
	

	Does my pricing clearly link to my costs and competitors?
	

	Does my cashflow match my sales forecast and SMART objectives?
	

	Does my operations section show how the business will deliver the service/product?
	

	Have I explained what the numbers mean, not just inserted tables?
	

	Have I used credible sources and APA 7 correctly?
	

	Would this plan make sense to someone who knows nothing about my business?
	



















Assignment Coverage and Common Mistakes Check

Important
This section has been added to help you check whether the workbook activities have prepared you for the full BMSK4012 business plan. It does not replace the assignment brief, which you must check separately, but it shows how each workbook section links to the required evidence.

Coverage Map: Assignment Requirement to Workbook Evidence
	Assignment requirement
	Where the workbook supports it
	Minimum evidence 
	Stronger evidence

	Executive summary
	Sessions 1 and 2
	A short overview of the business, owner skills, target market and main aim.
	Written last, concise, persuasive and consistent with the final financial figures.

	Introduction
	Sessions 2, 3 and 4
	Business idea, legal status, owner/management details and product/service details.
	Legal status justified using risk, control, admin and finance implications.

	Personal skill set and suitability
	Session 3
	Relevant skills, knowledge and experience identified; CV included in appendix.
	Honest discussion of strengths, gaps, risks and support/training needed.

	SMART objectives
	Sessions 1, 3 and 10
	Three or four clear objectives with timescales.
	Objectives link directly to marketing activity, capacity and cashflow.

	Market analysis and target market
	Sessions 5 and 6
	Target customer identified with some evidence of demand.
	Market size, local data, segmentation, trends and customer profile used to justify decisions.

	PESTLE and SWOT
	Sessions 5 and 6
	Both tools completed and applied to the business idea.
	Each tool is briefly explained, cited and used to inform decisions rather than just listed.

	Competitor analysis and USP
	Session 6
	Competitors identified and compared; USP stated.
	Competitor prices, strengths, weaknesses, booking methods, capacity and gaps inform USP/pricing.

	Marketing strategy and 7Ps
	Sessions 5 and 6
	Marketing methods and target market explained.
	7Ps integrated with evidence, objectives, budget/timeline and customer behaviour.

	Revenue and pricing strategy
	Session 7
	Prices and income streams listed with basic rationale.
	Pricing method is named and justified using costs, competitors, perceived value and profit margin.

	Operations
	Session 8
	Location, equipment, process, people, suppliers, systems and legal requirements covered.
	Operations show capacity, risk, licences, insurance, quality control and how the business will deliver what is promised.

	Financial information
	Sessions 9 and 10
	Start-up costs, running costs, source of finance and cashflow included.
	Figures are explained, calculations shown, assumptions evidenced, and opening/closing balances work correctly.

	References and appendices
	All sessions and final checklist
	At least ten credible sources, APA 7 citations, reference list and CV appendix.
	Sources are varied, relevant, current, consistently formatted and connected to business decisions.












Common Mistakes to Avoid (from previous submissions)
	Common mistake
	Why it loses marks
	Workbook check

	No logo or frontpage
	Looks less professional
	Use a front page that includes the Name of the company, the logo, Owner / Manager and contact details

	References missing, weak or not in APA 7.
	This reduces engagement with literature and makes claims look unsupported.
	Use the source log, APA reminder and final checklist.

	PESTLE, SWOT or 7Ps included but not explained.
	This shows description rather than knowledge and application.
	After each model, add one sentence explaining why it was used and what decision it informed.

	Figures do not match across the plan.
	This weakens financial credibility and cognitive marks.
	Check that SMART objectives, sales forecasts, pricing, capacity and cashflow agree.

	Start-up capital is not shown.
	The reader cannot see how the business begins trading.
	State the source of finance and show it in the cashflow.

	Pricing is listed but not justified.
	The plan does not show how prices were chosen or whether profit is realistic.
	Use cost-plus, market-based or another appropriate pricing method and explain the evidence.

	Competitor analysis only names competitors.
	It does not show analysis or how the business will stand out.
	Compare competitors by price, offer, location, booking method, strengths and weaknesses.

	Operations are too vague.
	The plan does not show how the business will actually deliver the product or service.
	Use the service/product journey, capacity, systems, licences, suppliers and risk checks.

	Tables or diagrams are inserted without explanation.
	The reader is left to interpret evidence alone.
	Add a short supporting statement before or after each table: what does it show and why does it matter?

	Plan reads like a question-and-answer sheet.
	This weakens professional presentation and transferable skills marks.
	Use professional headings and write in report style.

	Business name, branding or figures are inconsistent.
	This reduces credibility and makes the plan look unfinished.
	Use one consistent business name and check all numbers before submission.

	Key or supporting evidence not in the Appendix
	Supports the evidence base of your business plan.
	Ensure essential including CV is added. Supporting could be price lists, competitors research etc.





Tips for passing this assignment
A student is more likely to pass if the final business plan does the following:
• uses a clear report structure with cover page, front page, automatic table of contents, headings, page numbers, references and appendices;
• explains the business idea, legal status, owner skills and product or service clearly;
• includes PESTLE, SWOT, competitor analysis, 7Ps, pricing strategy, operations and finance;
• applies each tool to the chosen business rather than describing the tool in general terms;
• uses credible evidence for market size, customers, competitors, costs, prices and legal requirements;
• shows start-up costs, running costs, source of finance, cashflow and a simple explanation of whether
the business can cover its costs
• checks that objectives, pricing, capacity and cashflow all match;
• uses at least ten credible sources with APA 7 in-text citations and a full reference list;
• includes a CV and relevant evidence in the appendices;
• proofread carefully and avoids unsupported claims such as “hopefully” or “with any luck


Reflective Question Linked to the Assignment
If someone was deciding whether to invest in, lend to or support your business, which part of your plan would make them confident, and which part would still raise questions?











Final GA36 Skills Check
	GA36 skill area
	What the assessor is looking for
	Workbook evidence to use

	Engagement with literature
	Credible reading, in-text citations and full APA 7 reference list.
	Use sources for data, models, legal guidance, competitor evidence and market trends.

	Knowledge and understanding
	Relevant models and concepts are explained accurately.
	Explain PESTLE, SWOT, 7Ps, pricing, legal status, financial statements and business identity.

	Cognitive and intellectual skills
	Evidence is interpreted to support business decisions.
	Use data to justify target market, pricing, competitors, forecasts and business viability.

	Practical application
	Tools and techniques are applied to a real business idea.
	Complete applied tables, operations plan, cashflow, risk checks and appendices.

	Transferable skills
	Professional, coherent, accurate business plan presentation.
	Use formal report style, clear structure, correct grammar, visual aids, TOC and appendices.


Link to Your Assignment
This final section should be used as a checking tool once the draft plan is complete. It helps you move from “I have included the section” to “I have explained, applied and evidenced the section well enough for the reader to trust the plan.”
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