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Executive Summary
The purpose of this business plan is for the setting up of an insurance brokerage company that will provide insurance needs to personal and commercial clients within Swansea and all over the United Kingdom.

The brokerage company will stand out from its competitors as we will be providing personal service to clients in such a way that our trading hours will not be the traditional Monday to Friday (9 am -5 pm) but 7days a week 8am to 9pm.

We will develop our website for paper click quotes, engage the services of lead generation companies such as quote zone and lead2market which are hot leads. We will also purchase bulk leads from credit safe, these leads will be processed through cold calling.

The business will be owned and managed by Emeka Akomah – Mordi and his wife Jade.
Since it will initially be a one-man band business there is risk to losses caused by the failure of operational systems, procedures and controls and Family or personal illness.
In 3 years from the inception, the business will have the potential to be a major insurance provider within Swansea and all over the UK and the business will not need any loan as will be financed from our savings.

[bookmark: _Toc518914975]Business Overview
The firm is a newly established general insurance brokerage company that will be based in Swansea Wales. The company will first be registered with the company house as J M Mordi Services Ltd as we are not allowed to use sensitive words such as insurance when registering a limited company until the FCA approves it, then seek approval/licence from the FCA ( Financial conduct authority ) once we have the full approval including using the word insurance ,we will then change the name with company house to Ucompare insurance.
Then we will apply to insurers such as Aviva, Hiscox, Allianz, AmTrust, RSA, MGAs and finance company such as close brothers finance for agency. The finance company will be used in financing the client’s insurance premiums while the insurers will be on our panel of insurers, used to offer insurance needs to our clients.
Ucompare will be solely owned by Emeka Akomah-Mordi and Jade, the company will not be connected to any other firm. The initial fund of £20,000 required to set up the business will come from the director as a director’s loan and the commissions and fees earned on business transacted will be used to carry on funding the business.  The FCA licence is estimated to cost £10,000 and as will not be holding client money our minimum capital resources requirement is £5,000. 
As a newly established insurance brokerage company, we wish to be able to offer our clients a competitive insurance policies and broking service which will offer unrivalled service, advice that is carefully given with full consideration for our client’s demands and needs.  I have considered that such quality of service is not generally available and believe that an opportunity exists to build a successful business whose foundation is the fair treatment of customers and the delivery of exceptional service.  
My plan is for a steady organic growth of the business focusing on the proposed activity of broking general and commercial insurance products. 
As a business we will seek to provide our customers with an insurance solution that best meets their individual circumstances and needs. We will source the most suitable insurance policies for our clients by researching products offered by our panel of insurers.
We will ensure that our policies are consistent with the FCA’s principles for business.  In practice, this means ensuring that our services are appropriately targeted and that customers are provided with clear information and advice in 'plain English', and that customers are treated on a case by case basis considering their own personal circumstances.
Maintaining a strong reputation in our market will be a key factor in the future success of the business and the business culture will be to interact fairly with our customers.  Initially the business will only be staffed by a small team. We will ensure that our remuneration polices encourage positive conduct and TCF.
Conduct Risk Assessment
We will assess every aspect of our business to identify areas of potential harm to our customers and seek to mitigate the identified risk through our policies and procedures.  
Promotional material – customers could suffer financial loss or receive inadequate protection through promotional material that is not clear, fair or is misleading.  We will ensure that our promotional material is clear, fair and not misleading.  We will seek to communicate in plain English, avoiding jargon that the potential client may find confusing. We will monitor this risk through complaints, cancellations and assessing outcomes.
Mis-selling – we recognise that mis-selling could occur through our staff being poorly trained, inappropriately incentivised or set aggressive sales targets.  We will seek to mitigate the risk of mis-selling through file reviews and training of our staff which always focuses on the needs to treat customers fairly.  Not only is treating customers fairly a core moral value of our business but not to do so would be counter to the interests of all stake holders in the business. 
Vulnerable customers – a customer may be vulnerable due to physical/mental disability.  We will only make a recommendation to a client where we assess that the product is suitable, meets the client’s needs and that the client fully understands the nature of the engagement.  We will ensure our staff are suitably trained and we will monitor this risk through file reviews, assessing customer outcomes and complaints.
Advice – the interests of the customer may be harmed if we do not provide them with advice that is suitable given the customers circumstances.  We will train and monitor our staff to ensure that the advice the client receives is suitable. We will monitor this risk through file reviews, assessing customer outcomes and monitoring of staff performance and competence. 
We see four key conduct risk areas in our industry sector:
· Inadequate Fact Finds
· Mis-selling
· Remuneration polices and incentive schemes
· Complaints
We seek to mitigate these risks as follows:
Inadequate Fact Finds
Risk that consumer may be sold a product that does not meet their needs.  We seek to mitigate this risk through employing rigorous fact finds and staff training.  Our compliance function will undertake case reviews to test the quality of fact finds.  Further we will monitor any complaints to assess the cause and address any identified procedural failings to ensure that our fact finds are comprehensive and adequate.
Mis- Selling
An advisor may seek to secure sales for personal gain such as payments or other incentive from a product supplier.   
Mitigated by: 
· We will fully train and monitor the performance of new staff with initially 100% of all sales monitored.  As well as conducting file reviews, all calls will be recorded, and random monitoring will be undertaken of all sales calls to ensure that mis-selling is not taking place
Complaints
Risk that because our complaint levels are low, we are failing to recognise and deal with complaints appropriately
Mitigated by:
· Full training for staff on how to recognise a complaint and direct to the Owner.
Complaints or potential complaints directed to the Owner if received by phone, letter or email.
Risk Analysis and SWOT Analysis:

S.W.O.T. Analysis
Strengths

· Excellent knowledge in Insurance, Sales & Marketing

· Excellent hands on experience of operating a family business
· Access to good personal lines and commercial rates 
· Excellent computer system knowledge
· Enthusiastic & Hard working
· Good sense of Humour
· 100% backing from family
· Financial security.

Weaknesses

· Possibility of being a one-man business at initial stage.
· Unknown locally.





Opportunities

· If I can prove to the local area that I can provide competitive and quality insurance, I will be able to reach my targets.
· I intend to make cold calls to local businesses following mail shots to create awareness of the office.
· Friends and family are willing to recommend my services to their friends and family.

Threats

· Not following my action plan.
· Relying on one type of policy to provide a large percentage of income
· Family or personal illness
· Other brokers especially in the area
· Risk of loosing all the money invested on the business
Business Objectives

Objectives
· Develop a personal lines account based on the local population, friends and family.
· Develop a commercial account based on the local population, friends and family.
· Maximise cross selling opportunities.
· Create a local awareness of the company. 
· Write a wide range of insurance products.
· Market the business and myself to ensure all potential customers are aware of the services I can offer.
· Be known in the community for good quality service.
· To have sustainable growth
· Maximise all opportunities by posting details of all competitive quotations following them up with a phone call.
· Maximise all leads by diarising failed quotes for next year.
Measurement

Monthly review on Cash flow forecast.
System Driven Performance Statistics
· Month End Information
[bookmark: _Toc518914976]Markets and Competition
The insurance market is lucrative and in steady growth due to government legislation prompting compulsory insurance for motor vehicles and employer’s liability insurance. Also, most people will be willing to purchase insurance to protect them from unforeseen loss. With a promising market and the right skills to complement, I believe that setting up a business in this market will be profitable. 
There are presently about ten brokers already operating in Swansea area, hence there is the likeliness of competition. However, I intend to compete and penetrate the market since we will be selling to clients all over the UK and based on cost leadership as the products offered through our insurance partners will be at a very competitive rate hence making sure business is won regularly and maintaining our growing customer base. This will be achieved by providing good customer services always and understanding client’s insurance needs as well as making sure we are always developing and training to add to our insurance knowledge. 




[bookmark: _Toc518914979]Sales and Marketing
The business will be listed on company address, goggle search engines, we will also place a quarter column adverts in the yellow pages, we will take advantage of social media, and sales letters etc...
With the help of family and friends, leaflets will be delivered to the local residential properties and will also consider a leaflet drop via local newspapers or royal mail.
I believe friends and family could be a good source of leads. I will have 5000 or 10000 postcards pre-printed with the office freepost address details on the front. The reverse will also be pre-printed, allowing the prospective client to complete contact details i.e. Name, Address, Telephone Numbers and Contact time. A list of policy types will also be pre-printed allowing the prospective client to enter renewal dates.  
I intend to buy leads online; from lead generation companies such quote zone, quote searcher and quotiva. Online leads and referrals will be a major source of new business, as I have seen through previous experience and employment that this can be a very profitable avenue. I will also be visiting clients and businesses and prospecting for new business leads.

[bookmark: _Toc518914983]Targeted Mail shots will be sent to the following businesses within and around Swansea and will be followed up with a phone call: Taxi Offices, Restaurants, Café’s, Fish & Chip shops, Takeaways, Hotels, Night Clubs.


[bookmark: _Toc266692781]Management Structure, Responsibilities and Controls
[bookmark: _Toc518914984]Key Personnel
We will initially operate with just two employees, Mr Akomah-Mordi will undertake the insurance broking activities and will be assisted by Mrs Akomah-Mordi who will provide administrative assistance.
Additional recruitment will take place as the development of the company warrants it.We will be a relatively small business Group and as such lines of communication will be short and clear.  All staff will be aware of the reporting lines and information will flow freely, both up and down.  Any issues including areas such as compliance, money laundering and personnel will be directed to the director.
All staff will receive training, both upon joining and on an ongoing basis which will be supplemented by regular formal appraisals to ensure competence.  Staff will be encouraged to develop their skills including such as undertaking studies/exams as appropriate.   Again, as a product of our scale of operation, management will be closely engaged with staff and able to appraise on a constant basis staff competence.
New recruits will be given training appropriate for the specific role they are to undertake.  This training will cover in all cases, Money Laundering, Compliance, Treating Customers Fairly and Data Protection.
Mr Akomah-Mordi have over eight years’ experience each in selling insurance products.
We will ensure that we maintain the requisite set of skills to prudently manage our business.
The scale of operation is not expected to change significantly in the medium term, as such our assessment is that the size and experience of the executive management is appropriate and no significant skill gaps are assessed to exist.  We intend to grow the business organically and will recruit high quality staff as the business needs.
We will have an accountant and a compliance consultant on contract, which jade will be doing the administrative part of the business
Assessment of Competence and Capability
The Owners have enough skills and experience necessary to continue to take the company forward and establish the proposed insurance broking activity.
We will ensure that we maintain the requisite set of skills to prudently manage our business.
The scale of operation is not expected to change significantly in the medium term, as such our assessment is that the size and experience of the executive management is appropriate and no significant skill gaps are assessed to exist.  We intend to grow the business organically and will recruit high quality staff as the business needs.
Business Continuity Plan
The objective of the BCP is to allow us to service our customers and continue to operate in the event of the normal office facilities being unavailable. It will also address situations relating to the temporary loss of staff both in terms of key positions and numbers.
We are only a small business.  We will back up our data regularly and store securely off site.  In the event of the loss of our office we would be able to quickly restore operation without disruption to our clients.
Risk Map
This risk map identifies the risks that we will be subject to in the development of our business activities. The source of the risk is described together with a rating for the probability of exposure and a rating for the likely severity of exposure. 
Operational Risk
We are at risk to losses caused by the failure of operational systems, procedures and controls.
Probability of Exposure:		 High
Severity of Exposure:	            Medium
Mitigation Strategy
Mitigants include:
· comprehensive operational policies and procedures
· staff training and development
· a comprehensive business continuity plan


[bookmark: _GoBack]Financial Crime
We will manage this risk as part of our operational risk framework. 
Financial Crime is the risk of fraud or dishonesty and handling the proceeds of crime, such as money laundering, terrorist financing, corruption and bribery, proliferation financing and fraud.  
Probability of Exposure:		Medium
Severity of Exposure:	            Low
Mitigation strategy
We will verify the identity and residential address of our clients through current photo ID such as driving licence and a utility bill no more than 3 months old.
[bookmark: _Toc518914986]Operations
[bookmark: _Toc518914987]Premises and Equipment
Premises
We will initially operate from an office provision in Swansea which is wholly adequate for immediate and foreseeable needs and will only cost £200 per month to rent.
Systems & Equipment
We will utilise Durrell software, two computer systems, printer, VOIP Phone systems, shredder, office furniture’s, which is estimated to cost about £1,000. And a monthly charge on the phone of about £14.99, while Durrell is £60 per month.

[bookmark: _Toc518914990]Financial Forecast
[bookmark: _Toc518914991]Please see attached Appendix A for the Financial forecast and profitability i.e monthly figures, annual figures and Gross written premium figures.
Sales
[bookmark: _Toc518914994]Please see Appendix B For the sales forecast

Financing
The business will be financed by a directors’ loan of £20,000 and then fund its activities through the commissions and fees earned on business transacted.  



Appendix B
						
Sales forecast

	Month
	Sales forecast

	Jan
	Average

	Feb
	High

	March
	High

	April
	High

	May
	High

	June
	High

	July
	High

	Aug
	High

	Sep
	High

	Oct
	High

	Nov
	High

	Dec
	Average


















	
	


