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Executive Summary
SBMEDIA & OUTDOORS will provide outdoor adventure activity providers across South-West Wales with high quality, fairly priced media content to help promote and market their businesses, filling a gap where most outdoor providers fall short on their media creation marketing and media producers lack introspective insight into the niche of the outdoor industry.

With social media becoming ever more important for modern marketing strategy, we will use contemporary media practices such as consistent Instagram reels/TikTok, YouTube content, Facebook posts and interactive media as well as high quality media optimised for websites.

My motivation behind setting up this business came from identifying a weakness in a lot of Outdoor activity providers Marketing, in that a lot of the media (photo + video) that they use to promote themselves online is of a sub-par quality when compared to that of larger scale, corporate entities, likely due to a lack of understanding, time, and budget. I realised that my experience as both a photographer/videographer and an assistant outdoor instructor could be utilised to fill this gap in the market that no one is currently wholly occupying due to a lack of knowledge in either industry.

The long-term ambition of SBMEDIA & OUTDOORS is to help bolster the outdoor/adventurous activities economy by promoting it as widely as possible making it enticing and intriguing for an even wider audience than it currently has.

The short-medium-term plan is to work with smaller, local businesses/providers helping them to increase sales numbers directly. Longer term I hope to later grow to work with larger outdoor brands such as equipment manufacturers, professional athletes, and other organisations, to help attract a more general wider audience.

SBMEDIA & OUTDOORS will start with initial funding from the Princes Trust, as well as personal savings to cover start-up costs. I will effectively be charging a day rate of £120 for field work and £60 for editing for the 1st year selling my services as part of packages made up of day rates + profit. On top of this I will be charging 50p per mile fuel + accommodation where applicable. Cashflow forecasts show the company can be profitable in the 1st year, and continue to be so.




Company Overview
Business details:
Business Name:
SBMedia & Outdoors
Business address and postcode:
3 Martyns Avenue, Seven Sisters, Neath, SA10 9DP.
Business telephone number:
07939535933
Business email address:
sbmediaoutdoors@outlook.com
Legal Status:
Sole Trader
This Company Will:
Utilise the niche combination of skillsets that I possess and help to modernise and revolutionise an industry that has had little development into the digital era. 
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Scott Beckett
Experience and knowledge of our industry:
I have been freelancing as an outdoor instructor and videographer/photographer in the outdoor industry since September 2019 and in that time have worked with multiple outdoor activity providers and corporate training bodies, creating media content for both parties to use as promotional material for the activities and services they provide. 

Education:
I have spent the past 3 years studying a degree in Adventure Filmmaking; a unique course only offered by UWTSD in Carmarthen, which has provided me with a good blend of skills and knowledge relevant to both photo & video production, as well as the outdoor industry. I have already applied a lot of these skills to my work and will continue to do so going forwards.

Before this I studied a Level 3 Extended diploma in creative media production and technologies in which I acquired a good base knowledge about multiple disciplines of media including videography, photography, audio production and animation. 

Why do you want to run your own business?
Whilst I have enjoyed primarily working as an instructor over the past few summers, videography and photography have always been my primary interest, specifically in the outdoors hence why my intention with this business is to facilitate a transition over time into primarily media creation whilst still staying as involved with the outdoor industry as possible. 
Training + details of future training. 
I acquired my Whitewater Rescue Technician (Professional) course, February 2022 which is valid until February 2025 in which I learned a lot about working in and around a white-water environment, which is something I commonly do.

Going forward, I would also like to move towards getting my Mountain Leader (Summer) award as well as Rock Climbing instructor (RCI) award. Whilst these wouldn’t necessarily be of direct benefit towards photo or video work, it would be a good benchmark of competence to reassure providers I have a good level of competence in the environments I will be working in, even if only filming on that occasion.



Products and Services:
What am I going to sell?
Our products will be package-based collections of media content, individually tailored to the needs and budget of the client. These packages will include high-quality short-form and long-form video tailored to web/social media content for marketing material, professional looking photos, contextually formatted to the client’s needs – e.g., for a web banner, Instagram post, Facebook story etc.
In addition to the media packages, I will offer my services further as someone with an in-depth knowledge and social media and other current marketing trends, assembling and distributing media on behalf of the client through social media.
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Products:
Single Day/Event photography (Starting At):
£200 
On Location 8AM – 6PM
Deliverables: 35 lightly edited, .jpg photographs
Unedited .mp4 video files (upon request)
Delivered within 4 working days of shooting date.

Social Media Package (Starting at):
£899
Deliverables: 
3 Instagram/Facebook reels, TikTok, YouTube shorts.
90-180 second YouTube trailer 
180-300 second Web video Montage 
3 social media (Facebook, Instagram) image posts.

Web Package (Starting at):
£950
Deliverables:
20 edited, formatted, high quality jpg photographs.
2x 30-60 activity specific promotional trailers
1X 180 – 300 Second ‘landing page’ video. 


Complete Media Package (starting at):
£1500
Deliverables:
5 Instagram/Facebook reels, TikTok, YouTube shorts.
90-180 second YouTube trailer 
3 social media (Facebook, Instagram) image posts.
£950
Deliverables:
20 edited, formatted, high quality jpg photographs.
2x 30-60 activity specific promotional trailers
1X 180 – 300 Second ‘landing page’ video. 



Services:
Training courses
Subject to interest, a service SBMedia & Outdoors could offer is training courses, covering how to produce high-quality media content for their business using the tools and skills they have at their disposal such as phones, GoPros etc.

Unique Selling point:
SBMedia & Outdoors’ Unique Selling Point (USP) will be as the name suggests, a media company with expertise in the outdoors, or an outdoor company with an expertise in film and media. Having knowledge and experience working within both industries, grants a competence and proficiency that not many people possess. It can quickly become apparent when a filmmaker is not familiar or engaged or knowledgeable within the subject of their film. This can be reflected not only by the finished project, but in how effectively the production processes are facilitated. Having a base knowledge of how things are typically done in the outdoor industry puts me at an advantage when adapting my practice from the media industry.
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Market Research/Marketing and Sales Approach

The Market
SBMedia & Outdoors will target businesses and individuals primarily Outdoor Activity Providers/Professionals, starting off in South/West Wales, with prospect to expand in the future. I have seen a gap in the market in which providers in this area are lacking high quality media content; often resorting to using outdated, or low-quality action camera or mobile phone photos and video. 
I will use the experience and prior connections that I have within the industry as a selling point to ensure I am customers’ first choice, using word of mouth and a growing portfolio of work to further expand my clientele. I have a long-standing relationship working with the well-established outdoor and training provider Call of the Wild and aim to continue this relationship going forwards. From my time freelancing for them as both a videographer and assistant instructor I have made multiple contacts from other parts of the outdoor industry. This includes the South Wales Adventure Company, who are eager to work with me in the near future.
Having experience in the outdoor industry is reassuring to providers as it can help to instil a trust not only that I can be safe and proficient in an outdoor environment, but that I am also knowledgeable about the topic. I will also produce my high-quality work at a very justifiable cost, charging at rates similar to that of which providers will used to be paying instructors.

Market Research
Desk research:
“In the 20th century, both photography and leisure travel became more commonplace (Urry &
Larsen, 2011) and visual representation became an increasingly important” 
Arts et al and Van Dijick highlight how integral social media has become in visually representing how we experience the great outdoors. Whilst the authors view this in an almost negative light, I see it as something that can be used to my advantage and help maximise my business. If I can promote outdoor providers in a way that fits with this idyllic ‘instagrammable’ aesthetic, it will attract a broad, contemporary audience to the providers businesses, with an increased business for the meaning increased work for me.

Van Dijck, J., 2008. Digital photography: communication, identity, memory. Visual communication, 7(1), pp.57-76.
Arts, I. et al. 2021. The Instagrammable outdoors – Investigating the sharing of nature experiences through visual social media. People and Nature 3(6), pp. 1244–1256. doi: 10.1002/pan3.10239.



“Creative visions, including documentary film, are an increasing part of the complex, and now online, human condition.”
Filmmaker and author Beau Miles goes as far as to say that documentary film and creative visions something that social media could be interpreted as being part of), are now embedded into the human condition; Meaning it plays a part in the characteristics and key events of human life. This extreme take is not without merit as these ‘creative visions’ now function as how businesses promote themselves – using social media and other contemporary means of storytelling to share what they have and attract an audience.
MILES, B.L. 2018. The Secret Life of the Sea Kayaker: An Autoethnographic Inquiry Into Sea Kayak Expeditioning. Available at: https://bridges.monash.edu/articles/thesis/The_Secret_Life_of_the_Sea_Kayaker_An_Autoethnographic_Inquiry_Into_Sea_Kayak_Expeditioning/5901040/1 [Accessed: 4 January 2023].


Test trading:
Some noteworthy points I have taken whilst working/test trading in the outdoor/media industries:
· Outdoor activity providers are more comfortable paying day rate wherever possible, as this is industry standard for paying most sub-contract/freelance staff. 
· Outdoor activity providers are often not eager to part with money; therefore, I predict I will need to prove my case to a lot of providers as to the benefit of paying for my service; how high-quality media content, distributed effectively can correlate with increased sales/income.
· Providers value versatility from staff, therefore if I can establish myself as a multifaceted asset (i.e., as an instructor), I will be of more value to them, increasing the amount of work I get.


Marketing Strategy
Social Media
Social Media is the most accessible means of marketing in the modern market and is the easiest way to spread to widest market when done correctly. (Saravanakumar and SuganthaLakshmi, 2012.). 

A large part of my business revolves around high-quality social media content, so having a strong media presence myself will be essential. 

Whilst it doesn’t require any direct monetary investment, to post high quality content on a regular basis will take a large time investment to start with.

Platforms I will use include: 
Facebook; as it has the largest community of people in the outdoor industry and can be used to target an older generation. 
Instagram for communicating and sharing work directly with outdoor providers accounts. 
LinkedIn: for showcasing professional/corporate work and to keep an up-to-date CV available.

Cost = £0

Saravanakumar, M. and SuganthaLakshmi, T., 2012. Social media marketing. Life science journal, 9(4), pp.4444-4451.

Website
Whilst a strong social media presence is a good way of putting my presence out there to outdoor providers and attracting potential new work, a dedicated website is good to bring said audience back to and show a wholly dedicated forum to all the best work I can produce. Webpages are also an aspect of media I will cover with my business, therefore having a high-quality web page will also be of great importance.

Cost = £129 (per year)

Word of Mouth
By their nature, the products I create will be spread among the audience I am trying to target. By creating more content, more people will see said content including other outdoor providers. As well as this the outdoor provider community is small enough that recommendations from people, I have done work for can go a long way. I will also collect as many positive reviews as possible/testimonials from people so I can display them on my other marketing outlets.

Cost = £0

Prior Industry Contacts
When trading starts full time, I will reach out to all the prior industry contacts I have and pitch my services to them and use them to help further expand my network of potential clients.

Cost = £0



Competitor Analysis:

Lowe Film & Photo LTD
Owned by Nathan Lowe, Lowe Photo & Film are a production company based out of Cardiff and Pembrokeshire, which allows them a strong coverage of South Wales.  The company has 3 team members and offers a range of services including video, photo, aerial, commercial, tv and documentary. They have a strong digital presence, especially on social media and a modern, effective website. The equipment they use is of a high quality and their work reflects that. They have recently done a lot of work with a large outdoor provider based in the Brecon Beacons. Whilst this isn’t their niche, it is something that could affect the work that I get in good and bad ways. 

FilmupHigh
Rob Johnson is a very experienced mountaineer and adventure filmmaker and has worked with many of the companies, brands, and organisations that I would like to work with in future. He holds the Winter Mountaineering and Climbing Instructor (WMCI); the highest achievable mountaineering qualification possible in the UK and has been in the industry for a long time so has a large network of clients and work. The services he offers include Aerial Filmmaking, Mountain Cameraman, photography, and workshops.

Nathan Low
Is based around Llanelli and is a peer on my Adventure Filmmaking degree. He is also a sole trader and similarly to me will provide photo + video media content for outdoor activity providers. He has a decade of experience within the outdoor industry and holds multiple national governing body qualifications. His thoughts about pricing are very similar to my own, in that providers will prefer paying a day rate as is industry standard. There is potential for working together on projects in the future. 


Viability Review

SWOT Analysis
Below is an analysis of all my personal strengths and weaknesses as well as the opportunities and threats of this business.
	STRENGTHS
	Written Communication
	Pitch good tenders/projects to clients

	
	Teamwork
	Work Well with clients

	
	
	Work Well as part of a larger crew

	
	Critical Thinking
	Use Reflective practice from personal experience and that of others to constantly hone my craft

	
	Problem Solving
	Work With Clients on order to meet their specific needs and requests, overcoming any hurdles along the way.

	
	Creativity
	Develop unique and excellent quality products for clients.

	
	Leadership
	Develop assertiveness when required by practicing this more

	
	Organisation
	Use Organisation and problem solving to develop Time Management

	WEAKNESSES
	Time Management

	
	Assertiveness

	
	Flexibility

	
	Adaptability

	
	Decision Making

	THREATS
	Providers unwilling to pay for service their phone can give them

	
	Other businesses catching on to niche market.

	
	Lack of assertiveness and tendency to avoid confrontation leads to being sold short/underpaid or loss of work

	
	If I can’t factor my time around other people’s convenience, I will lose out on work.

	
	Being Dynamic is the most important trait to have in the outdoors

	
	Making no decision will cause things to go wrong!

	OPPORTUNITIES
	Lack of Tech/Media knowledge from outdoor providers.

	
	Ever growing need for visual advertisement content - Instagram Reels, TikTok, Facebook, YouTube.

	
	No one yet to breach niche market

	
	Use pre-existing contacts in industry to create work

	
	Offer solutions further than just photo/video
	Social Media Management

	
	
	Multimedia solutions
	Interactive video

	
	Work as part of a team to make higher quality content easier



Financial Viability
From my cashflow/financial forecasts I can see there is potential for this business to be profitable within the first year. I can use part of the profit then to invest back into the company and increase the quality and quantity of work that we can produce. After the first year of trading, I intend on increasing my rates, as well as expanding my network so should see an increase in sales and profits going forwards. There is a limited scope to which I can increase my rates as if I increase them too much, too quickly then there is a risk of providers being unwilling to pay for my services anymore. 

Back-up Plan
My short-term back-up plan is to sustain/boost my income by taking freelance instructing work for multiple providers. Not only is this something I already enjoy doing, but there is also a guaranteed high quantity of work, especially during the summer months. During winter/ the off season I will likely have to expand into a wider range of videography and photography work too, including corporate work, weddings etc.
My long-term back-up plan would be to find fixed, contracted employment within the outdoor or media industry and use this to build up my network and skills and re-evaluate this business plan later.


Financial Projections
Equipment
Here is a list of equipment that is needed to start trading full time. Some of it I already own, therefore have not incorporated the cost into financial projections. 

	 
	 
	If being Bought
	 
	 

	Item Required
	Already Owned
	New or second hand?
	Purchased from?
	Price

	Panasonic Lumix GH6 Camera with Leica 12-60mm f2.8-f4 Lens Kit
	No
	New 
	Carmarthen Cameras
	£2,558.00 

	DJI RSC 2 - 3-Axis Gimbal Stabilizer for DSLR and Mirrorless Camera
	No
	New 
	Carmarthen Cameras
	£349.00 

	Atomos Ninja V+ 5 Inch HDR HDMI Monitor-Recorder
	No 
	New 
	Carmarthen Cameras
	£599.00 

	Tascam DR-40X Portable 4-Track Audio Recorder
	No
	New
	Carmarthen Cameras
	£162.00 

	Panasonic Lumix G90
	Yes
	New 
	 
	 

	Neewer Aluminium Alloy 62 inches/158 centimetres Camera Tripod 
	Yes
	New
	 
	 

	RØDE VideoMicro Compact On-camera Directional Microphone
	Yes
	New
	 
	 

	Hollyland Lark M1 Wireless Lavaliere Microphone
	Yes
	New
	 
	 

	Panasonic G 25mm F1.7 ASPH lens
	Yes
	New
	 
	 

	Panasonic Lumix G 42.5mm F1.7 Asph. O.I.S. Lens
	Yes
	2nd hand
	 
	 

	Panasonic 100-300mm f4.0-5.6 II LUMIX G Vario Lens
	No
	New
	Carmarthen Cameras
	£499.00 

	Shimoda Action X50 
	No
	New
	Shimoda Designs
	£394.00 

	SanDisk Extreme Pro 4TB Portable NVMe SSD
	No
	New
	Amazon
	£515.95 

	WD 16 TB Elements Desktop External Hard Drive
	No
	New
	Amazon
	£249.38 

	
	
	
	Total Start-up Cost:
	£5,326.33 








Insurance Requirements (£ per month):
(Prices + information sourced from: Hiscox UK. 2023)
I will require the following insurances for my business:
Property Away - theft, loss and damage for laptops, mobile phones, cameras, and other hardware 
£15.81
Professional Indemnity - Protects your business if a client alleges faults in your work. It can cover your business against negligence, breach of confidential information or data, and poor advice which results in a financial loss for your client. 
£10.03
Public and Product Liability – Protects your business against the cost of settling or defending a claim of bodily injury or property damage from a client or member of the public.
£28.24
Personal Accident -If I am injured in an accident and can’t work, personal accident insurance provides a sum of money to minimise the impact to my business.
£8.36 
Contents Insurance - Protects me if there’s a serious incident that prevents access to premises, including office, or equipment within.
£7.00 
Equipment Breakdown - This cover protects your business against the cost of replacing or repairing your business equipment if it suffers electrical or mechanical breakdown.
£2.45 
Cyber & Data Protection - Makes sure your business is protected against cyber-crime – things like fraud, data theft and social engineering, where criminals attempt to fool you into parting with money, information, or both. It also covers data breaches where sensitive information is accidentally shared.
£21.59 
Commercial Legal Protection - covers you for legal costs incurred when you’re defending your business. This includes solicitors’ and barristers’ fees and court costs. It will also pay the costs of appealing or defending an appeal.
£4.67
Aerial Protection – Drone insurance for commercial drone flying. (Via: Coverdrone.com)
£73.21 (Yearly)


Transport:
I will use my personal vehicle for transportation and will charge for fuel at a rate of 50p per mile. My vehicle is a converted van meaning when accommodation isn’t available it can double up as such when required. When I come to doing this full time, I will need to upgrade my insurance policy to commercial/business.

Quote for commercial vehicle insurance (1 year):
[image: Graphical user interface
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Via: comparethemarket.com
Costs and Pricing strategy:
	 
	Product/service name
	Social Media Package 

	A
	Number of units in calculation
	1

	B
	Product/service components
	Component cost

	
	4 Days Photography/Videography
	£480.00

	
	4 Days Post-Processing
	£240.00

	C
	Total product/service cost
	£720.00

	D
	Cost per unit
	£720.00

	E
	Profit margin (£)
	£179.00

	F
	Price per unit
	£899.00

	G
	Profit margin (%)
	20%

	H
	Mark up (%)
	25%


	 
	Product/service name
	Single Day/Event photography 

	A
	Number of units in calculation
	1

	B
	Product/service components
	Component cost

	 
	1 Day Photography
	£120.00

	
	½ day Post-Processing
	£60.00

	C
	Total product/service cost
	£180.00

	D
	Cost per unit
	£180.00

	E
	Profit margin (£)
	£20.00

	F
	Price per unit
	£200.00

	G
	Profit margin (%)
	10%

	H
	Mark up (%)
	11%



	 
	Product/service name
	Complete Media Package

	A
	Number of units in calculation
	1

	B
	Product/service components
	Component cost

	
	6 Days Photography/Videography
	£720.00

	
	8 Days Post-Processing
	£480.00

	C
	Total product/service cost
	£1,200.00

	D
	Cost per unit
	£1,200.00

	E
	Profit margin (£)
	£300.00

	F
	Price per unit
	£1,500.00

	G
	Profit margin (%)
	20%

	H
	Mark up (%)
	25%


My pricing strategy is on the lower side of what others are charging but from my test trading I have deemed this necessary if I want to get an adequate quantity of work within the niche market, I aim to operate in. By charging based on day rates like that of what outdoor providers are used to paying instructing staff, it will help further justify the cost of my services. My plan is to up these rates beyond my first year of trading by increasing my day rate to £150. Upon seeing how this effects my income then I will potentially further raise it to £180 the year following. 

[image: ]Cashflow Forecast

The cashflow forecast above shows an optimistic look at what I could achieve in the 1st year of trading. Since I am earning over £12,570, I would need to pay £2641.09 tax/national insurance going by current tax legislation. 
An initial boost in funding via a business loan from the prince’s trust will allow me to upgrade my video and photo equipment to a professional standard, allowing me to create higher quality work, marketable for a higher price. It will also help to cover some initial business costs such as aerial insurance and vehicle insurance. This loan will be repayable over multiple years with an interest rate of 6.2%. 
Sales and costs forecast
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	[bookmark: RANGE!A2]Repayments - The Prince's Trust
	Money to repay the Prince's Trust their loan
	1,160.76

	[bookmark: RANGE!A3]Survival Budget
	Money required to cover personal expenditure.  See survival budget in business plan section 10 for further breakdown
	6,234.96

	Equipment Purchase
	See listed equipment to purchase.
	5,326.33

	Insurance
	Cost of all necessary insurances required
	1,177.80

	Vehicle Insurance
	Cost to commercially insure vehicle based on compare the market quotes
	923.44

	aerial insurance
	Insurance required to fly my drone commercially
	73.31


Costs Table


Personal Survival budget
My intention is to take freelance instructing and office/admin work on the side during the busy season and use it to cover my survival budget. This will mean that the money the business earns can go back into the business and help to improve/expand it going forwards.
	A
	Estimated costs
	Monthly cost (£)

	
	Mortgage/rent
	400

	
	Council tax
	0

	
	Gas, electricity, and oil
	0

	
	Water rates
	0

	
	All personal and property insurances
	0

	
	Clothing
	100

	
	Food and housekeeping
	200

	
	Telephone
	45

	
	Hire charges (TV, DVD etc.)
	0

	
	Subscriptions (clubs, magazines etc.)
	0

	
	Entertainment (meals and drinks)
	50

	
	Car tax, insurance, service, and maintenance
	24.58

	
	Children's expenditure and presents
	     

	
	Credit card, loan, and other personal debt repayments
	     

	
	National Insurance
	     

	
	Fuel
	240

	B
	Total costs (£)
	£1,059.58

	C
	Estimated income
	Monthly income (£)

	
	Instructing Work 
	300

	
	Office work
	240

	
	     
	     

	D
	Total income (£)
	£540.00

	E
	Total survival income required (£)
	£519.58





























Reflective Journal
This module has taught me a lot about the requirements of starting, running and succeeding at starting a business. SBMedia & Outdoors had been in my head as an outline plan for what I wanted to do Post-University for a while. What this module allowed me to do was turn this idea into a concrete plan as to how I could make a career out of what I have currently been doing on the side when the opportunity arises.

Over the course of the module my plan has developed and changed, significantly in some respects as I have reflected on feedback received both in passing and from pitching my plan to others Including my peers, tutors and professionals that work within different aspects of the industry.

I identified the gap in the market during my time freelancing as an outdoor instructor and noticed there was no one specialised in creating media content for the outdoors industry in this part of the country and saw that it was something that I was suited to do with the skills and experience that I had.

One of the 1st things I did for the process was work out my own strengths and weaknesses relating to the business as well as the threats and opportunities that could be presented from it. The Primary threats I could face was a lack of interest from my target audience, and I knew from experience this would likely be down to cost, therefore something I considered from the get-go was I would need to keep my prices as low as possible at least to start with, without completely undercutting the market or my own value. Even then I can speculate people will be hesitant with the prices I have gone with, therefore am aware that I am going to have to build a strong brand for myself and show the value of my work to entice people to want my services with ease.
Going forwards, social media and visual content is only getting more important though, as has been discovered: Teens Now Turn to TikTok More Than Google (EdSurge News. 2022) with social media platforms such as TikTok, Facebook, YouTube and Instagram having over 1,000,000,000 active users (Biggest social media platforms 2022. ).
Adaptability was one of my self-assessed weaknesses but some of the feedback I received from one of the ‘dragons’ at my business pitch helped me incorporate adaptability into my business plan and that was through a simple bit of advice; that being to put all of my prices as ‘starting at’ meaning should I need to adapt and do more work for a client, it was clear that I could charge more from the get-go. This is a problem I have had before, so putting foundations in place to help me adapt and change plans more smoothly if/when necessary.
Another major piece of feedback I got on my pitch was a lack of detail. Whilst this was partially due to time constraints and formatting, I think I have been careful to include more detail in this business plan, to cover where I skipped over details in my verbal presentation. I put consideration into the deliverables and products I would provide and how I would go about pricing for it based on industry standards.

Things that I had not considered included:  
The seasonality of work in the outdoor industry – in the summer outdoor providers have no time but money then in the winter lots of time but less cashflow.
How many costs running a business would incur – whilst I knew this would be the case, I didn’t acknowledge it until the later stages of the project. Upon reflection, this did make me realise that the rates I was going to charge would have made it difficult to profit so I did increase them from that. Financials were something I should have given more thought to from the start.
Something else I could have given thought to is outsourcing some of the work i.e., social media agencies as part of the social media package so for additional cost the client could have their social posts handled for them with minimal work to me.



Bibliography
Biggest social media platforms 2022. [no date]. Available at: https://www.statista.com/statistics/272014/global-social-networks-ranked-by-number-of-users/ [Accessed: 6 January 2023].
Build my cover - Quote | Hiscox UK. [no date]. Available at: https://www.hiscox.co.uk/business-insurance/build-my-cover/quote [Accessed: 5 January 2023].
Teens Now Turn to TikTok More Than Google — But Not for Schoolwork - EdSurge News. 2022. Available at: https://www.edsurge.com/news/2022-09-14-teens-now-turn-to-tiktok-more-than-google-but-not-for-schoolwork [Accessed: 6 January 2023].
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Month Pre start 1 2 3 4 5 6 7 8 9 10 11 12 Total
A Month name SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG



Funding from The Prince's Trust 5,000.00                                                                         5,000.00
Funding from other sources                                                                               0.00
Own funds 1,500.00 1,500.00
Single Day/Event Photography       1,200.00 1,000.00 600.00 400.00 200.00 200.00 800.00 1,000.00 1,200.00 1,000.00 1,000.00 600.00 9,200.00
Social Media Packages       1,798.00 899.00 899.00 0.00 0.00 0.00 0.00 899.00 1,798.00 899.00 1,798.00 899.00 9,889.00
Complete Media Package       0.00 0.00 1,500.00 1,500.00 1,500.00 1,500.00 1,500.00 0.00 0.00 0.00 0.00 1,500.00 9,000.00
                                                                                    0.00



C Total money in (£) 6,500.00 2,998.00 1,899.00 2,999.00 1,900.00 1,700.00 1,700.00 2,300.00 1,899.00 2,998.00 1,899.00 2,798.00 2,999.00 34,589.00



Repayments - The Prince's Trust 96.73 96.73 96.73 96.73 96.73 96.73 96.73 96.73 96.73 96.73 96.73 96.73 1,160.76
Survival Budget       519.58 519.58 519.58 519.58 519.58 519.58 519.58 519.58 519.58 519.58 519.58 519.58 6,234.96
Equipment Purchase 5,326.33                                                                         5,326.33
Insurance       98.15 98.15 98.15 98.15 98.15 98.15 98.15 98.15 98.15 98.15 98.15 98.15 1,177.80
Vehichle Insurance 923.44                                                                         923.44
aerial insurance 73.31 73.31



E Total money out (£) 6,323.08 714.46 714.46 714.46 714.46 714.46 714.46 714.46 714.46 714.46 714.46 714.46 714.46 14,896.60
Balance (£) 176.92 2,283.54 1,184.54 2,284.54 1,185.54 985.54 985.54 1,585.54 1,184.54 2,283.54 1,184.54 2,083.54 2,284.54 19,692.40
Opening balance 0.00 176.92 2,460.46 3,645.00 5,929.54 7,115.08 8,100.62 9,086.16 10,671.70 11,856.24 14,139.78 15,324.32 17,407.86
Closing balance 176.92 2,460.46 3,645.00 5,929.54 7,115.08 8,100.62 9,086.16 10,671.70 11,856.24 14,139.78 15,324.32 17,407.86 19,692.40
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Month 1 2 3 4 5 6 7 8 9 10 11 12 Total



A Month name SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG



Product/service



Single Day/Event 
photography 



6 5 3 2 1 1 4 5 6 5 5 3 46



Product/service



Single Day/Event photography £1,200.00 £1,000.00 £600.00 £400.00 £200.00 £200.00 £800.00 £1,000.00 £1,200.00 £1,000.00 £1,000.00 £600.00 £9,200.00
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C



Sales forecast
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Month 1 2 3 4 5 6 7 8 9 10 11 12 Total



A Month name SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG



Product/service



Social Media Package 2 1 1 0 0 0 0 1 2 1 2 1 11



Product/service



Social Media Package £1,798.00 £899.00 £899.00 £0.00 £0.00 £0.00 £0.00 £899.00 £1,798.00 £899.00 £1,798.00 £899.00 £9,889.00



Sales forecast



B



C
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Month 1 2 3 4 5 6 7 8 9 10 11 12 Total



A Month name SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG



Product/service



Complete Media Package 0 0 1 1 1 1 1 0 0 0 0 1 6



Product/service



Complete Media Package £0.00 £0.00 £1,500.00 £1,500.00 £1,500.00 £1,500.00 £1,500.00 £0.00 £0.00 £0.00 £0.00 £1,500.00 £9,000.00



Sales forecast



B



C
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