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MPG Financial Services Business Plan

Company Concept and Origin of the Idea
MPG Financial Services is a modern financial consultancy firm in Neath, South Wales, offering expert financial advice tailored to the needs of individuals and small businesses in a global economic environment. The company was founded out of a strong personal interest in global finance, wealth strategy, and sustainable economic planning. Inspired by the increasing difficulty and volatility of financial markets driven by geopolitical instability, digital transformation, and inflationary pressures, MPG aims to bring clarity, accessibility, and integrity to the financial advice sector (Navarro et al., 2021). The founder observed how many people lacked the resources or confidence to seek help in managing their financial futures. In response, MPG was launched to provide a supportive, trustworthy alternative that empowers clients with knowledge and actionable vision.
MPG's brand centres on three foundational pillars: strength, clarity, and trust. These values are symbolised in the business’s branding. The stylised tiger logo communicates power, protection, and wisdom (Clifford, 2020), while the use of yellow in its visual identity represents intellect, optimism, and strategic thinking (Van Braam, 2024).
Company Name, Branding and Logo
Business Name: MPG Financial Services.
Logo: A stylised tiger to symbolise strength, trust, and intelligence (Figure 1).
Motto: Finance with Vision, Service with Heart.
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                              Figure 1
Mission statement: “To guide individuals and businesses through a clear and empowered financial journey, with vision and heart.”
Business Aims: To offer high-quality, ethical, and accessible financial consulting services, focused on transparency, customer education, and long-term impact (Howarth, 2022).
Business Objective
· To secure 20+ clients in the first 12 months through targeted online marketing and word of mouth referrals. 
· To build a strong digital presence by launching a professional website with booking and consultation features.
· To offer free consultations to 40+ interested clients in Year 1 to build trust and awareness.
· To maintain a 95% customer satisfaction rating by offering transparent pricing, timely support, and financial education resources.
Legal Identity 
Legal Structure: Sole Trader
· Pros: Full control, easy setup, simple tax reporting
· Cons: Unlimited personal liability
As a new consultancy firm with low-risk overheads and one primary consultant, sole trading is the most efficient legal identity at launch (Rye, 2020).

Marketing and PR Plan
Target Market
· Demographics: Adults aged 25–55, both individuals and small business owners.
· Psychographics: Concerned about financial security, interested in investments, motivated by transparency and reputation.
Promotional Strategies
· A survey titled "Shaping the Future of Global Finance Together” gathered 37 responses via Facebook, Instagram, and referrals.
Insights
· As demonstrated in Figure 2 over 50% were “very likely” or “somewhat likely” to consult a financial advisor within 12 months (Grainger, 2025).
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· Most valued trust and transparency, while hidden fees and high costs were major concerns (Gunawardane, 2022).
Branding Materials and PR
· Business cards, flyers, and a professional web design
· Free 30-minute consultations
· Social media launch with client testimonials
· Educational finance content
Pricing Strategy
Strategy: Differentiation and Value Based Pricing
· Clear, fixed prices outlined in advance
· Affordable entry packages to build trust
· Premium offerings for advanced advisory services
· Many competitors only serve clients with £150,000+ in assets (Thomas, 2024).
The 7 Ps
1. Product – Asset management, budgeting, investment planning
2. Price – Fair, fixed pricing
3. Place – Based in Neath: virtual and in person consultations
4. Promotion – Flyers, social media, website
5. People – Founder-led, trust oriented
6. Process – Transparent onboarding and service delivery
7. Physical Evidence – Client feedback, reports, visual branding
Physical Location
Neath was chosen due to low rental costs, urban/rural accessibility, and strong local networks. Rent is projected at £450/month (Varbes, 2020).
Human Resources Strategy
Initial operations will be handled by the founder. Future team:
· Year 2: Admin Assistant
· Year 3: Junior Financial Analyst

Sources of Finance
· Startup Costs: £3,000
· Year 1 Operational Costs: £25,200
· Main funding from a £10,000 bank loan, with the rest from savings and client revenue
Cash Flow Forecast Summary
Estimated expenses: £1,452–£2,406/month
Annual total: £25,200
· Rent: £5,400
· Travel: £3,240
· Loan repayments: £4,620
· Hotels for client events: £4589
SWOT Analysis
MPG Financial Services has several clear advantages when it enters the market. Trust, openness, and accessibility are its core values, and they are built into both its services and branding. This sets it apart from other financial advisors. Transparency in financial advice has been shown to significantly increase client confidence and loyalty (Van Pelt, 2025). A clear pricing structure, educational content, and language that is easy to understand all help to build trust with clients who may be new to financial planning. Financial literacy and access to understandable advice remain key to enabling better financial decisions, especially among underserved groups (Aristei and Gallo, 2025). The founder's deep understanding of finance and personalised approach also make the client experience more credible and valuable.
However, as a sole trader, MPG faces some early-stage weaknesses. The business is dependent on one individual, limiting scalability and operational capacity. Sole trader businesses often face growth limitations due to their reliance on a single person to manage all functions (Lip, 2024). Financial limitations may also restrict investment in marketing or digital tools during the early stages. At the same time, MPG is in a good position to take advantage of emerging opportunities. More individuals and small businesses are looking for clear, affordable financial advice, particularly those that traditional firms often overlook. This shift is increasingly evident as the public becomes more aware of the value of independent, ethical financial guidance.
Digital tools and virtual consultations offer affordable ways to expand services and reach clients in wider regions. The pandemic has accelerated the shift towards virtual financial consultations, which now offer both convenience and scalability for small firms. However, there are also threats. The financial services industry is highly competitive, and larger companies may be able to offer similar services with more resources. Additionally, economic fluctuations and regulatory changes could impact client confidence or create compliance challenges for small firms with limited infrastructure.
To address these challenges, MPG plans to automate administrative tasks, outsource selectively, and expand its team gradually. This strategic approach will help the business grow over time while keeping its promise to provide ethical and client-focused service.
Conclusion
[bookmark: _Hlk202540837]MPG Financial Services has a strong foundation rooted in client trust, market research, and a personal passion for finance. With branding that stands out, a clear understanding of customer needs, and a plan to grow responsibly, this business is well positioned to thrive in the evolving financial landscape of the United Kingdom and globally.




Reflection

Developing the business plan for MPG Financial Services has been a rewarding and transforming process. As a financial consultant specialising in Standby Letters of Credit (SBLC), PGL contracts, DOA, and other important financial instruments, I have learnt significant new business expertise and deepened my understanding of how these tools facilitate company growth and trade on both national and international levels. This approach has enabled me to assess my services from a broad strategic viewpoint and focus on prime positioning of the company to meet a wide selection of client requirements in an increasingly competitive and globalised financial landscape.
I developed an essential skill that is strategic business planning. I developed the ability to design a business model that clearly articulates MPG Financial Services’ exclusive value proposition: offering tailored financial facilitation that enables businesses, ranging from startups to established enterprises, to secure contracts and access funding solutions critical for growth and operational success. This included broad market analysis, customer segmentation, and understanding regulatory compliance to ensure our services remain client focused and risk aware. Additionally, I have increased my expertise to include support for individuals and businesses looking to manage their assets effectively and make informed investment decisions. By offering insights into wealth planning and risk managed investment strategies, I help clients build and preserve value across both local and international markets.
Furthermore, I enhanced my communication and marketing skills. Given the complexity of financial instruments such as SBLCs and PGL contracts, I developed the ability to communicate these services clearly and simply to clients, helping them understand the advantages and practical applications of such tools. This clarity is essential for building trust and expanding acceptance, especially among organisations and individuals unfamiliar with these complex financial solutions. Through market research such as a questionnaire, I was able to gain insight into how to tailor my business to gain optimal customer retention resulting in long term positive relationship between clients. 
I also recognised a critical entrepreneurial skill for long-term growth: delegation and team building. As a consultant committed to excellence and detail, I am often closely involved in every aspect of the business. However, this dedication also highlighted the need to establish a strong team and delegating efficiently to scale MPG Financial Services effectively. I intend to undertake leadership training and implement systems that enable my team to focus on strategic growth, client relationships, and expanding our advisory offerings for financial planning and asset management.
As an angel investor evaluating MPG Financial Services, I would choose to invest, with a cautious understanding of inherent risks. The business operates in a specialised but increasingly vital sector of finance, delivering tools that support secure trade, financial expansion, and wealth preservation. Our focus on both individual and corporate clients increases our market visibility, and our consultancy led approach provides a personalised experience that sets us apart from larger, transactional competitors.
In conclusion, developing MPG Financial Services has transformed my professional and personal growth. It has improved my business intelligence, improved my consulting capabilities, and clarified the steps required to become a financial entrepreneur. It has strengthened my commitment to helping businesses and individuals achieve lasting success through customised financial strategies, both at home and on the global stage.
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7. How likely are you to consider working with a financial consultant for the next 12 months?
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