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                                                   Introduction

 Entrepreneurship is crucial to small and medium-sized enterprises (SMEs) as it fosters innovation and flexibility, enabling them to address niche markets and swiftly respond to evolving client demands. The objective of this business plan is to provide a comprehensive strategy for establishing a medium- or small-sized company that addresses market deficiencies through innovative products, services, and customer-centric solutions. This plan delineates the core concept of the business, its formal structure, managerial framework, marketing strategy, and anticipated earnings. Lux Nail Salon aims to secure £25,000 in external funding to establish a presence in the competitive market, focussing on long-term profitability and consistent growth. The company will operate efficiently and with a robust commitment to client satisfaction, facilitating its success in the current fast-paced market.




















The business and marketing plan outlined demonstrates a structured approach to entrepreneurship within the SME sector. The organisation is positioned for sustained growth by concentrating on a defined target market and implementing innovative, customer-centric solutions. An influential internet presence and customer loyalty programs are essential components of good marketing that will assist in acquiring and retaining customers, providing a competitive advantage. Successfully fulfils consumer requirements while maintaining profitability through strategic budgeting, resource allocation, and continual market adaptation. An astute combination of business acumen, marketing expertise, and operational efficacy will enable the organisation to have a lasting impact, foster brand loyalty, and provide enduring value to its consumers and stakeholders. The American edition to the Marketing Management is the preeminent marketing text globally, the material and layout are consistently revised to align with advancements in theory and the implementation of marketing strategies. According Barringer., & Irland, R.D. (2022). The content and layout are consistently modified to align with emerging advertising theories and methodologies. Jamil, G. L. (Ed.). (2018). Methods for segmenting business markets; market targeting; formulating differentiation and positioning strategies; developing perceptual maps; repositioning; devising and implementing variation strategies; differentiation tactics; objectives of positioning; enhancing customer satisfaction and loyalty; augmenting customer value; optimising customer happiness; increasing customer lifetime value; cultivating customer relationships; and fostering customer loyalty. Kotler, P. (2009). emphasises the significance of obtaining client feedback prior to the design phase. The title of the poll was "How to Obtain Dependable Customer Feedback." Quantity of Customers Surveyed.
The Wiley.  Gajdzik, B., & Wolniak, R. (2022).  action influences both their growth rate and competitive capacity simultaneously. The article discusses the nature and functioning of research and development initiatives. It subsequently establishes a framework. 
The latest methodologies for managing strategy Ferreira et al. (2016) assert that collaboration effectively enhances technical and human capital, in addition to corporate and relationship capital. These are the paramount factors that confer a corporation a sustainable advantage over its competition. An increasing number of international enterprises are beginning to manage their information and innovations dynamically. 
As fallows Helms, M. M., & Nixon, J. (2010).  states that the objective of this study is to examine the application and evolution of the strategic management technique known as Strengths-Weaknesses-Opportunities-Threats (SWOT) analysis. The outcomes of both the positive and negative aspects of SWOT analysis will give a comprehensive understanding of the process and assist in the formulation of new hypotheses. Based on Goodwin, A. (2022).
Comprehending intricate and beneficial materials is challenging due to the necessity of examining their structural qualities over various length scales. Actual-life instances are now generated by quantitatively synthesising data from various studies. 
This article discusses the advantages and disadvantages of this strategy while also endorsing it, examining the mechanisms that generate structural complexity. Consistent with Dalgic, T., & Unal, S. (2018). In the contemporary global economy, comprehending consumer behaviour is increasingly challenging. To effectively engage clients, organisations must comprehend the emotional factors that influence behaviour and decision-making. Employing Consumer Behaviour in corporate strategy is a novel perspective on decision-making processes and customer actions, emphasising business advancement and innovation. 





Business Plan.
Business Name: Lux Nails Studio Sector:
 Beauty and Personal Care 
Lux Nails Studio aims to deliver high-quality, trendy, and hygienic nail care services to contemporary urban workers. We focus on providing a high-end experience using eco-friendly and non-toxic materials and putting an emphasis on relaxing and customisation for each customer. 
1.Target Audience: 
Professionals, beauty enthusiasts, and health-conscious women aged 18 to 50 seeking fashionable nail art and cruelty-free, eco-friendly products. 
Essential commodities and services: 
Classic, gel, and plastic nail polishes are all offered for manicures and pedicures. 
Nail art: bespoke designs for fashion-conscious clients 
Services at the spa include paraffin baths and massages for the hands and feet. 
Ecologically sustainable Organic nail polish and treatments are available alternatives. 
Membership Packages: Discounts for frequent users and individuals who enrol in a monthly subscription plan 
2. The legal framework of the new enterprise 
Structure of the Company: Lux Nails Studio will be a Limited Liability Company (LLC). This legal structure lets us keep the owner's personal risk to a minimum while giving us management flexibility and tax efficiency. A clear way to get money from investors is also provided, and the business is legally protected. 
3. The people who run the business 
Owner: 
Tanya Georgieva, CEO and founder 
A lot of experience in the beauty and health business, with a focus on customer service and nail care. 
Workers: 
There are two full-time nail technicians who are trained experts who can do a variety of manicures, pedicures, and nail art. 
One part-time receptionist takes care of reservations, payments, and customer questions. 
Cleaning and General Upkeep Staff member (1 part-time): Makes sure the place is clean, hygienic, and follows health rules. 
Professional Services from Outside: 
The company hired a part-time accountant to do bookkeeping, tax work, and financial reports. 
I've been hired as a marketing consultant to help with branding, social media strategy, and building relationships in my community. 
4. The SWOT analysis 
Strengths.
A lot of people want high-quality, eco-friendly nail care services. 
Strong business image that focusses on cleanliness, luxury, and making customers happy 
Staff that is trained and has a name for quality 
Bad Points. 
High start-up costs for things like rent, tools, and advertising 
Limited funds because the most you can get for a startup is £25,000 
Depending on the area customer base; possible seasonal changes 
Getting chances.
More people are becoming aware of beauty items that are safe and good for the environment. Possible agreements with spas, salons, or beauty brands that care about the environment in the area 
Membership programs for customers who buy from you again and again could boost trust and keep cash flow stable. 
Threats.
A lot of competition from nail salons and beauty stores that have been around for a while 
The prices of cruelty-free and eco-friendly goods are going up. 
When the economy is bad, people don't have as much money to spend on beauty services. 
5. How to Use the Four Ps of Marketing. 
Lux Nails Studio will offer high-end nail care services, with a focus on choices that are both healthy and stylish. Manicures, pedicures, and detailed nail art are some of the main services offered. Organic, non-toxic polishes are available for clients who care about the environment. 
Price: The way we set our prices shows that our goods and services are high-end. For example, nail art or gel polish will cost more than the base price of £15. There will also be membership packages with discounts on regular services to get people to come back. 
Place: Lux Nails Studio will be based in a modern, stylish studio in the middle of Birmingham City/New Street central train station. Our goal is to make a high-end, relaxing space that draws in busy workers and beauty fans. To make things easier for our customers, we will also let them make appointments online through our website and app. 
Promotion: To show off our nail art and services, we will focus on digital marketing strategies, such as social media ads (Facebook and Instagram). Working with local leaders will bring in more customers, and referral programs and first-time customer discounts will bring in new customers. We will also take part in area beauty fairs and events to get our name out there. 
6. A view of the cash flow for the first twelve months 
To explain: 
Due to start-up costs like salon rent, tools, and marketing, the first few months are likely to be loss-making. 
By Month 5, it's expected that sales will have topped costs thanks to more informed customers and steady customer base growth. 
In the later months, membership packages and paid services will help bring in more money. What’s Inside the Book 
A summary of the business idea, its goods and services 
How the startup company is set up legally 
Staffing of the Business SWOT Analysis 
How the 4Ps of Marketing Are Used to Predict Cash Flow for the First 12 Months 
See also: List 
1. A summary of the business idea, its goods and services 
Name of the business: Lux Nails Studio 
Beauty and personal care business 
The goal of Lux Nails Studio is to provide modern, urban professionals with high-quality, stylish, and clean nail care services. We focus on providing a high-end experience using eco-friendly and non-toxic materials and putting an emphasis on relaxing and customisation for each customer. 
Who You Want to Reach: Professionals, beauty fans, and health-conscious women ages 18 to 50 Customers looking for trendy nail art and cruelty-free, eco-friendly goods 
Important goods and services: Classic, gel, and plastic nail polish are all available for manicures and pedicures. Nail art: custom designs for customers who care about fashion 
Service at the spa: paraffin baths and massages for the hands and feet 
Friendly to the environment Organic nail paint and treatments are an option. 
Packages for members: Discounts for regular users and people who sign up for a monthly plan.
2. The legal structure of the new business 
Setup of the company: 
Lux Nails Studio will be set up as an LLC, or Limited Liability Company. This legal structure lets us keep the owner's personal risk to a minimum while giving us management flexibility and tax efficiency. A clear way to get money from investors is also provided, and the business is legally protected. 

3. The owner of the business oversees: 
Tanya Georgieva, CEO and founder 
A lot of experience in the beauty and health business, with a focus on customer service and nail care. 
Workers: 
There are two full-time nail technicians who are trained experts who can do a variety of manicures, pedicures, and nail art,18 years old-minimum wage 8.60£ ph.
One part-time receptionist takes care of reservations, payments, and customer questions. 
Cleaning and General Upkeep Staff member (1 part-time): Makes sure the place is clean, hygienic, and follows health rules. 
Professional Services from Outside: 
The company hired a part-time accountant to do bookkeeping, tax work, and financial reports. 
I've been hired as a marketing consultant to help with branding, social media strategy, and building relationships in my community. 
4. The SWOT analysis 
Strengths;
A lot of people want high-quality, eco-friendly nail care services. 
Strong business image that focusses on cleanliness, luxury, and making customers happy 
Staff with a name for quality and a lot of experience Weaknesses 
High start-up costs for things like rent, tools, and advertising 
Limited funds because the most you can get for a startup is £25,000 
Depending on the area customer base; possible seasonal changes 
Getting chances 
More people are becoming aware of beauty items that are safe and good for the environment. 
Possible agreements with spas, salons, or beauty brands that care about the environment in the area 
Membership programs for customers who buy from you again and again could boost trust and keep cash flow stable. 
Threats 
A lot of competition from nail salons and beauty stores that have been around for a while 
The prices of cruelty-free and eco-friendly goods are going up. 
When the economy is bad, people don't have as much money to spend on beauty services. 
5. 4Ps of Marketing for a Product: 
Lux Nails Studio will offer high-end nail care services, with a focus on choices that are both healthy and stylish. Manicures, pedicures, and detailed nail art are some of the main services offered. Organic, non-toxic polishes are available for clients who care about the environment. 
Price: The way we set our prices shows that our goods and services are high-end. For example, nail art or gel polish will cost more than the base price of £25. There will also be membership packages with discounts on regular services to get people to come back. 
Place: Lux Nails Studio will be based in a modern, stylish studio in the middle of Birmingham City New Street central station the busiest area. Our goal is to make a high-end, relaxing space that draws in busy workers and beauty fans. To make things easier for our customers, we will also let them make appointments online through our website and app. 
Promotion: To show off our nail art and services, we will focus on digital marketing strategies, such as social media ads (Facebook and Instagram). Working with local leaders will bring in more customers, and referral programs and first-time customer discounts will bring in new customers. We will also take part in area beauty fairs and events to get our name out there. 
                                             


                                                    








                                                       















                                                Conclusion
At the end of the plan for business demonstrates a definitive and pragmatic opportunity for success in the SME sector. The organisation is positioned to succeed within a highly competitive marketplace by offering innovative products and services, targeting a specialised niche, and employing strategic marketing methods. The £25,000 cash will provide the business with the necessary capital to commence operations, acquire essential tools, and execute its initial phase of activities.
Lux Nail Salon may achieve consistent profitability, expand its marketplace share, and provide long-term value to investors by implementing a clear managerial structure, prioritising customer satisfaction, and committing to growth and sustainability. This strategy demonstrates the strategic foresight and prudent financial management essential for maintaining profitability and competitiveness in the future. 
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Cash flow  template .xlsx
1 Actual Cash Flows





				ACTUAL CASH FLOWS: SIX-MONTHS



				Enter your full name														Key:

				Enter your company name																These cells auto-calculate and are locked so you can't edit them.

				Enter date																Insert your own text/numbers into these cells as relevant.





				Select your starting month:

Jane Cormack: Explanation

This tab should be based on the month looking 6 months back - e.g. so if today was June 2018, your starting month would be January 2018. The cash flow should break down your month to month income over the past 6 months.

Click on the cell to reveal a drop down list.

										MONTHS

				Cash in-flows

Jane Cormack: Explanation:

This is where you list any money that has come in to your business in the last six-months, such as product or service sales, equity or other investments or other forms of debt finance, like a loan.

The number of items you include will depend on your business model, but a typical revenue section usually includes between three and six items. If any of the pre-listed items are not relevant to your business, simply mark '0' in in the value field; and equally, if there are any items missing from the list, you can add them in the free fields at the bottom of the table.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash in-flow.		Starting point

Jane Cormack: Explanation:

Enter any money that you had at the start of this six-month period. Leave it blank if this does not apply to some/any of your items.		1		2		3		4		5		6		TOTAL

Jane Cormack: Explanation:

This column will give you the six-month total for each of your cash in-flows.

				Total sales revenue

Jane Cormack: Explanation:

Enter in the value of the sales you received each month for last six-months. 

If it's easier, you may wish to break this down into different sources of revenue using the blank fields below. If this is the case, provide a clear description of what you have included in each so it is clear to your Business Adviser.				

Jane Cormack: Explanation:

Enter any money that you had at the start of this six-month period. Leave it blank if this does not apply to some/any of your items.		£0		£0		£0		£0		£0		£0		£0		£0

				Sources of investment

Jane Cormack: Explanation:

This might be money that you have personally put into the business or money that your business partners, private investors or other individuals have contributed. This could also be money that you have been gifted or inherited.				£0		£0		£0		£0		£0		£0		£0		£0

				Debt-based finance

Jane Cormack: Explanation:

Use this row for any debt based form of finance you have received, like a loan or credit facility. Please note, there should be evidence of this finance appearing in your business bank accounts.				£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has had any other income or cash in-flows in the last 6 months that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has had any other income or cash in-flows in the last 6 months that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has had any other income or cash in-flows in the last 6 months that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0

				Total cash in-flows (A)

Jane Cormack: Explanation:

Your total cash in-flow is made up of all your individual sources of income added together.																		

Jane Cormack: Explanation:

This column will give you the six-month total for each of your cash in-flows.		£0		£0		£0		£0		£0		£0		£0		£0



										MONTHS

				Cash out-flows

Jane Cormack: Explanation:

This is where you list any of the costs your business incurs, how frequently it incurs them and when these costs will take place. 

The number of items you include will depend on your business model.

If any of the pre-listed items are not relevant to your business, simply mark '0' in in the value field; and equally, if there are any items missing from the list, you can add them in the free fields at the bottom of the table.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash out-flow.		Starting point

Jane Cormack: Explanation:

Enter any expenses that you had at the start of this six-month period. Leave it blank if this does not apply to some/any of your items.		1		2		3		4		5		6		TOTAL

Jane Cormack: Explanation:

This column will give you the six-month total for each of your cash out-flows.

				Cost of sales

Jane Cormack: Explanation:

This is the costs you incurred to produce all of your sales over the last six-months. 				

Jane Cormack: Explanation:

Enter any expenses that you had at the start of this six-month period. Leave it blank if this does not apply to some/any of your items.		£0		£0		£0		£0		£0		£0		£0		£0

				Rent or premises costs

Jane Cormack: Explanation:

You may be leasing your own venue, paying a membership fee to a hotdesking work hub, or working in a retail space. What costs did you incur to do this for each of the last six-months?				£0		£0		£0		£0		£0		£0		£0		£0

				Business rates for your business premises

Jane Cormack: Explanation:

If you have a business premises or work from a home office, then it is likely that you will have been paying business rates to your local council.				£0		£0		£0		£0		£0		£0		£0		£0

				Utilities (gas, electricity, water)

Jane Cormack: Explanation:

You can group all of your utilities together into one monthly line item. This might include things like your gas, electricity or water payments you made for your business in the last six-months.
				£0		£0		£0		£0		£0		£0		£0		£0

				Insurance

Jane Cormack: Explanation:

Did you pay insurance for any aspect of your business in the last six-months? This could be anything from premises, stock or equipment insurance to personal or employee liability insurance.				£0		£0		£0		£0		£0		£0		£0		£0

				Telephone and internet

Jane Cormack: Explanation:

Think about any costs you incurred for this line item across your business, including the cost for each individual staff member if relevant.				£0		£0		£0		£0		£0		£0		£0		£0

				Marketing and advertising expenses

Jane Cormack: Explanation:

Think about what money you used to promote your business and drive sales in the last six-months. 				£0		£0		£0		£0		£0		£0		£0		£0

				Vehicle running costs

Jane Cormack: Explanation:

If you use a vehicle to operate your business, how much did you spend each month on fuel, insurance, registration, repairs?																		

Jane Cormack: Explanation:

This column will give you the six-month total for each of your cash out-flows.		£0		£0		£0		£0		£0		£0		£0		£0

				Equipment purchase or leasing

Jane Cormack: Explanation:

This is the cost of purchasing or leasing equipment to produce your product(s) and/or service(s), or the use of software to support you in delivering your product(s) and/or service(s).				£0		£0		£0		£0		£0		£0		£0		£0

				Postage, printing, stationery

Jane Cormack: Explanation:

Every business incurs administrative costs, whether it is postage stamps to send out your product(s) and/or service(s), stationery products for you and your team, or printing facilities. How much did you spend in the last six-months?				£0		£0		£0		£0		£0		£0		£0		£0

				Transport and delivery

Jane Cormack: Explanation:

If you run a product based business then you may incur monthly fees for transport and delivery of your goods.				£0		£0		£0		£0		£0		£0		£0		£0

				Professional fees (legal, accounting etc.)

Jane Cormack: Explanation:

Think about any professional services you used in the last six-months to manage your business. This might have been on a retainer or ad-hoc basis. 

For example, a lawyer, accountant, designer or marketing consultant.				£0		£0		£0		£0		£0		£0		£0		£0

				Your salary 

Jane Cormack: Explanation:

These cells are based on how much you have drawn from the business as a salary to cover your expenses in the last six-months. These drawings should appear on your bank statements and may have been withdrawn as a one-off payment each month or as numerous payments throughout the month.

Either way, reflect the total monthly amount in this row.				n/a		£0		£0		£0		£0		£0		£0		£0

				Staff costs

Jane Cormack: Explanation:

If you hired staff, whether full time or part time, then this is where you can reflect the amount of money you spent each month on staff salaries, national insurance contributions and staff pensions etc.				£0		£0		£0		£0		£0		£0		£0		£0

				Start Up Loan monthly repayment*

Jane Cormack: Explanation:

This should be the monthly repayments you made on your original Start Up Loan for the last six-months (unless you have already repaid your loan in full at any time durin this period).
				n/a		£0

Jane Cormack: Tip:

Your monthly loan repayments should have been the same each month, unless you repaid your loan in full at any time during the last six-months. 

Simply enter the monthly amount in this first cell, and this will automatically carry it across for the remaining six-months.
		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has had any other expenses or cash out-flows in the last six-months that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has had any other expenses or cash out-flows in the last six-months that are not covered in the above. 

Provide a description of these items in the next field.						

Jane Cormack: Tip:

Your monthly loan repayments should have been the same each month, unless you repaid your loan in full at any time during the last six-months. 

Simply enter the monthly amount in this first cell, and this will automatically carry it across for the remaining six-months.
		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has had any other expenses or cash out-flows in the last six-months that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has had any other expenses or cash out-flows in the last six-months that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has had any other expenses or cash out-flows in the last six-months that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0

				Total cash out-flows (B)

Jane Cormack: Explanation:

Your total cash out-flow is made up of all your expenses from the last six-months added together.				£0		£0		£0		£0		£0		£0		£0		£0



						Your net cash flow (A-B)

Jane Cormack: Explanation:

Your net cash flow tells you the difference between what came into your business and what went out of your business over the last six-months.		£0		£0		£0		£0		£0		£0		£0		£0



						Your monthly opening business bank account balance

Jane Cormack: Explanation:

This is the amount of money that you had available for your business at the start of each month. You'll see this number will auto-update for each month, based on the previous months' cash flow.
		£0

Jane Cormack: Explanation:

Use this field to insert your balance on your business account at the start of month one (six-months ago). 

For example, if six months ago was September 2017, you should insert your business account balance at the start of that day into this cell.You can review your business bank accounts for help working this out.		£0		£0		£0		£0		£0		£0		£0



						Your closing cash position

Jane Cormack: Explanation:

This is your anticipated financial position at the end of each month, once you have brought in all your revenue, paid all your expenses and balanced your books. 

This figure is calculated by adding together whatever money is recorded in your net cash flow for a particular month with the opening balance at the start of that month.
		£0		£0		£0		£0		£0		£0		£0		£0





				YOUR NOTES OR COMMENTARY

Jane Cormack: Explanation:

This is a good place to write any notes that you want your Business Adviser to take into account when reviewing your Actual Cash Flows.

This might be if something needs further explanation or if you want to more clearly reference a figure back to something in your Business Plan.

				Use this space to explain any of the information you have provided in the fields above.































Cash Flow Forecast





				12-MONTH CASH FLOW FORECAST



										MONTHS

				Cash in		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash in-flow.		Starting point

Jane Cormack: Explanation:

Enter any money that you have prior to starting your 12-month forecast in this column. Leave it blank if this does not apply to some/any of your items.		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.

				Loan- start up capital				£25,000		£0

Jane Cormack: Explanation:

This row will auto-populate based on the figures you entered in the 'Sales Assumption' tab so there is no need to update these cells.		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£25,000

				Sales (total sales of product and/or services)				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Other				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Total cash in-flows (A)

Jane Cormack: Explanation:

Your total cash in-flow is made up of all your individual sources of revenue added together.				£25,000		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£25,000





										MONTHS

				Cash out-expenses

Jane Cormack: Explanation:

This is where you list any of the costs your business incurs, how frequently it incurs them and when these costs will take place. 

The number of items you include will depend on your business model.

If any of the pre-listed items are not relevant to your business, simply mark '0' in in the value field; and equally, if there are any items missing from the list, you can add them in the free fields at the bottom of the table.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash out-flow.				1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.

				Rent or premises costs		rent				£250		£250		£250		£250		£250		£250		£250		£250		£250		£250		£250		£250

				Business rates for your business premises

Jane Cormack: Explanation:

If you have a business premises or work from a home office, then it is likely that you are or will in future have to pay business rates to your local council.

Check with your Local Authority if you're not sure.						£50		£60		£60		£45		£50		£60		£60		£60		£60		£60		£60		£60		£685

				Utilities (gas, electricity, water)

Jane Cormack: Explanation:

You can group all of your utilities together into one monthly line item. 

This might include things like your gas, electricity or water payments you make for your business. 

If you work from your home office, you may be entitled to charge a portion of your utilities expenses against the business.		gas,electricity				£50		£65		£90		£100		£60		£75		£50		£40		£80		£95		£80		£90		£875

				Insurance

Jane Cormack: Explanation:

If you haven't already, it is important to consider business insurance to cover you for any range of circumstances that may emerge that are out of your control.

This could be anything from premises, stock or equipment insurance to personal or employee liability insurance.						£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Telephone and internet

Jane Cormack: Explanation:

Telephone and internet access is likely to be essential for almost every business type. 

Think about all the costs you currently incur or will incur in the next 12-months for this line item across your business, including the cost for each individual staff member if relevant.		telefone bill				£20		£20		£20		£20		£20		£20		£20		£20		£20		£20		£20		£20		£240

				Marketing and advertising expenses

Jane Cormack: Explanation:

Think about what you have detailed in your business plan. What are the regular marketing and advertising costs that you incur to promote your business and drive sales? 						£5		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£5

				Vehicle running costs

Jane Cormack: Explanation:

If you use a vehicle to operate your business, how much do you spend each month on fuel, insurance, registration, repairs?						£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Equipment purchase or leasing

Jane Cormack: Explanation:

This is the cost of purchasing or leasing equipment to produce your product(s) and/or service(s), or the use of software to support you in delivering your product(s) and/or service(s).		materials .delivery				£23		£23		£25		£30		£15		£20		£25		£20		£15		£18		£22		£19		£255

				Postage, printing, stationery

Jane Cormack: Explanation:

Every business incurs administrative costs, whether it is postage stamps to send out your product(s) and/or service(s), stationery products for you and your team, or printing facilities.						£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Transport and delivery

Jane Cormack: Explanation:

If you run a product based business then you may incur monthly fees for transport and delivery of your goods.						£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Professional fees (legal, accounting etc.)

Jane Cormack: Explanation:

Think about any professional services you need to use in order to manage your business. This might be on a retainer or ad-hoc basis.

For example, a lawyer, accountant, designer or marketing consultant.						£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Cost of sales (Cost of product)						£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Wages your own						£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Staff wages		staff wages,holidays				£1,238		£1,238		£1,238		£1,238		£1,238		£1,238		£1,238		£1,238		£1,200		£1,200		£1,200		£1,240		£0

				Any other						£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Any other						£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Total cash out-flows (B)

Jane Cormack: Explanation:

Your total cash out-flow is made up of all your expenses added together.						£1,636		£1,656		£1,683		£1,683		£1,633		£1,663		£1,643		£1,628		£1,625		£1,643		£1,632		£1,679		£19,804



						Your net cash flow (A-B)

Jane Cormack: Explanation:

Your net cash flow tells you the difference between what is coming in and what is going out of your business on a monthly basis.
		

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash in-flow.		

Jane Cormack: Explanation:

Enter any money that you have prior to starting your 12-month forecast in this column. Leave it blank if this does not apply to some/any of your items.		

Jane Cormack: Explanation:

This row will auto-populate based on the figures you entered in the 'Sales Assumption' tab so there is no need to update these cells.		

Jane Cormack: Explanation:

Your total cash in-flow is made up of all your individual sources of revenue added together.		

Jane Cormack: Explanation:

This is where you list any of the costs your business incurs, how frequently it incurs them and when these costs will take place. 

The number of items you include will depend on your business model.

If any of the pre-listed items are not relevant to your business, simply mark '0' in in the value field; and equally, if there are any items missing from the list, you can add them in the free fields at the bottom of the table.		

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash out-flow.		

Jane Cormack: Explanation:

If you have a business premises or work from a home office, then it is likely that you are or will in future have to pay business rates to your local council.

Check with your Local Authority if you're not sure.		

Jane Cormack: Explanation:

You can group all of your utilities together into one monthly line item. 

This might include things like your gas, electricity or water payments you make for your business. 

If you work from your home office, you may be entitled to charge a portion of your utilities expenses against the business.		

Jane Cormack: Explanation:

If you haven't already, it is important to consider business insurance to cover you for any range of circumstances that may emerge that are out of your control.

This could be anything from premises, stock or equipment insurance to personal or employee liability insurance.		

Jane Cormack: Explanation:

Telephone and internet access is likely to be essential for almost every business type. 

Think about all the costs you currently incur or will incur in the next 12-months for this line item across your business, including the cost for each individual staff member if relevant.		

Jane Cormack: Explanation:

Think about what you have detailed in your business plan. What are the regular marketing and advertising costs that you incur to promote your business and drive sales? 																														

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.		

Jane Cormack: Explanation:

If you use a vehicle to operate your business, how much do you spend each month on fuel, insurance, registration, repairs?		

Jane Cormack: Explanation:

This is the cost of purchasing or leasing equipment to produce your product(s) and/or service(s), or the use of software to support you in delivering your product(s) and/or service(s).		

Jane Cormack: Explanation:

Every business incurs administrative costs, whether it is postage stamps to send out your product(s) and/or service(s), stationery products for you and your team, or printing facilities.		

Jane Cormack: Explanation:

If you run a product based business then you may incur monthly fees for transport and delivery of your goods.		

Jane Cormack: Explanation:

Think about any professional services you need to use in order to manage your business. This might be on a retainer or ad-hoc basis.

For example, a lawyer, accountant, designer or marketing consultant.																														

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.		

Jane Cormack: Explanation:

Your total cash out-flow is made up of all your expenses added together.				£25,000		-£1,636		-£1,656		-£1,683		-£1,683		-£1,633		-£1,663		-£1,643		-£1,628		-£1,625		-£1,643		-£1,632		-£1,679		£5,197
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		January

		February

		March

		April

		May

		June

		July
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		December





STRESS TESTING (internal use)

				Stress Test (internal use only)



								Starting point		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

				0%		Total cash in-flows STRESS TEST		N/A		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				0%		Total COGS STRESS TEST		N/A		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!

				Other Costs				N/A		£1,636		£1,656		£1,683		£1,683		£1,633		£1,663		£1,643		£1,628		£1,625		£1,643		£1,632		£1,679		£19,804

				Net CashFlow				N/A		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!

				Your closing cash position STRESS TEST				£25,000		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!
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